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June 14, 2013

25th Annual Sunflower
Shootout - McPherson

Upcoming Events

The Kansas Lumbermens State Committee
and MLA invite all Kansas lumber dealers
and industry suppliers to join them for the
25th Annual Sunflower Shoot-Out golf
tournament at Turkey Creek Golf Course,
in McPherson, Kan. Proceeds from the
event will benefit the Kansas Lumbermens
Scholarship Fund.

Missouri Show-Me Scramble

Event Schedule

Rescheduled for June 21, 2013

Kansas Sunflower Shootout
June 14, 2013

Second Quarter 2013

7 a.m. - Registration and Check-In
7:45 a.m. - Neal Denno Memorial Long Drive Contest
8:30 a.m. - Shotgun Start
1:30 p.m. - Awards Luncheon

Please note: All events are open to
members and their employees. If you
cannot attend, please send another
company representative.

Fees include: Golf, drinks, food, prizes and a good time.

Mid-America Lumbermens Association

Hotel Information

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.

2013 GMC Pick-Up Truck will be Awarded to the First Hole-In-One
On Hole #6 Donated By Westfall GMC.
If you need a place 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 - phone (620) 241-5343. Please use promo code
“MLA” when making your reservation at a rate of $79.
A registration form is on page 13.

Missouri Show-Me Scramble
Rescheduled for June 21
Due to inclement weather on May 3, the Missouri Show-Me
Scramble Golf Tournament has been rescheduled for Friday, June 21.
If you already signed up, we will be sending you information soon. If
you missed the May date and can make the new date, contact Robert
Uhler at the Association office at 800-747-6529 for more
information.

Across State Lines - Missouri

Members Enjoy Annual Missouri Swing-into-Spring
Thanks to the Generous Sponsors
Big Hitter Sponsors:

Championship Sponsors:
Federated Insurance
Mid-Am Building Supply
Schutte Lumber Co.
Westfall GMC

Blish-Mize Co.
BlueTarp
Eastside Lumber Supply
Forest Products Supply
Huttig Building Products
Midwest Low-E Insulation

Orgill Inc.
Quaker Windows
Roberts & Dybdahl
Universal Forest Products
Warrior Building Products
Yellawood

Congratulations to the Winners
Fishing Tournament:

Big Bass - 6.9lbs. - Adam Hendrix - Chic Lumber
1st Place Stringer - 9+lbs. - Justin Hendrix - Chic Lumber
2nd Place Stringer - Bob Bray - Chic Lumber
3rd Place Stringer - Mike Schwab - Forest Products

Trap Shoot:

Top Shot - Brian Schnurbusch - Pennsylvania
		
Lumbermens Ins - Hitting 46 of 50 targets
Most Improved Shooter - Darin Kent - Federated Ins.
		
Most improved between rounds 1 & 2

Cool, cloudy conditions
didn’t deter the fishing.

Fishing tournament at
the Lake of the Ozarks

2013 Trap Shooting
Group

2013 Fishing
Tournament Winners

Missouri Show-Me Scramble
Rescheduled for June 21
Due to inclement weather on May 3, the Missouri ShowMe Scramble Golf Tournament has been rescheduled for
Friday, June 21. If you already signed up, we will be sending you information soon. If you missed the May date
and can make the new date, contact Robert Uhler at the
Association office at 800-747-6529 for more
information.
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Brian Schnurbusch 1st place Trap Shoot

Darin Kent - Most
Improved Trap Shoot

NLBMDA Annual Legislative Conference

LegCon 2013 - Photo Recap
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Woodie Acord, left, and Robert Uhler, right,
in Washington, DC for the NLBMDA
Legislative Conference.

Member Service

Business Practices That Generate Good
Collection Results:
After The Sale – Collection Policies & Procedures
By Todd Elliott, Managing Partner, ICS-National Collection Services
Note: This is part two of an article that was printed in the MLA
News You Can Use - First Quarter 2012. The article in that issue detailed procedures you should use before credit sales.

longer you wait to begin the collection process, the less effective your efforts will be. Statistics show the probability of
account collection decreases about 15 percent for each month
that passes.

The purpose of collection policies and procedures is to deal
with past due accounts in a timely manner using effective
techniques.

The signed credit application will be a big help in the collection process because it eliminates the opportunity for the
customer to avoid dealing with the issue of payment. The
customer has signed a document attesting to his/her liability for the debt and acknowledging the payment terms and
penalties.

Here too, the most import part of your collection policies
and procedures are your credit sales policies and procedures.
The signed credit application will be the cornerstone of an
effective collection effort.

Collection Policies & Procedures Include:

The second key to effective collections is starting the collection process as quickly as possible. Do not hesitate to contact
a customer as soon as the account becomes past due. The

1. Clearly define which employees have responsibility for
contacting past due accounts.
a. Make sure the people assigned to the task can 		
		 perform the task. Your collection person must be
		 able to be assertive without being aggressive/
		 confrontational.
2. A set schedule of the collection actions that are to be
taken on past due accounts such as: Account Statements –
mailed on the 15th of each month.; Payment Reminder Letter mailed at five days past due, First Collection Phone Call
at 10 days past due; First Demand Letter mailed at two weeks
past due; Second Collection Phone call made at 16 days past
due, then every other day until customer contacted.
External collections – Account sent to collection agency 10
days after Notice of Submission to Collection Agency Letter.
Your collection process should define what actions are to be
taken by whom and the timing of each action to be taken.
The process should be defined from the first day the account
becomes past due until the account is either paid or sent to
your external collection professional.
3. A means to document every point of contact such as letters, calls, and e-mails, for each account. It is vitally important that a chronological history of all collection efforts
be maintained for each account so that anyone who makes
Continued on page 7
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Management Tips

Should Someone Else Manage Your Credit Program?
By Scott Simpson, CEO BlueTarp Financial

Current forecasts for 2013 show continued growth in the
housing market. Last year, new home sales hit a two-year
high while builder confidence ratings rose to pre-recession
levels on the National Home Builders/ Wells Fargo Housing
Market Index.

customer purchases. As a result, you are free to invest in
rebuilding your services, stock and personnel in preparation
for growth.

Importance of Cash Flow

If cash flow is like water, you shouldn’t wait until you’re
thirsty to drink. Think ahead. Cash flow supports several
key components to expansion and growth, such as your sales
team and the additional inventory you’ll need to keep pace
with larger orders and greater demand. Take advantage of
early payment discounts, and be wary of the self-funded cash
gap. On average, dealers are expected to pay suppliers every
30 days, but receive payment from clients every 48 days.
Over the course of a five-month period, you could end up
funding your own expenses 50 percent of the time. These
gaps are unnecessary and dangerous to your business.

As the economy continues to improve, merchants should
prepare for greater stress on recession-tightened inventory,
staff, operations and resources. Credit screenings, approvals
and reactive extensions, as well as billing, collections and
providing quality customer service, can significantly and
swiftly drain working capital. By outsourcing your trade
credit needs to a trusted financial services company, you can
shore up your cash flow and unintentional risk and focus on
expanding your business for success.

Trade Credit Supplier

As a building supply dealer amidst a housing market upswing, you are going to need cash flow to invest in your
top-line drivers – things like additional outside sales reps
and value-added services. Attempting to go it alone could
potentially stunt growth. By selecting a trade credit supplier
that specializes in the building supply industry, and shares
the same values, you will gain a partner with valuable experience, expertise, tools and intuition.

Of course the thought of letting someone else manage a
financial program that you have controlled for so long can
be a frightening one, particularly after an extended period of
downsizing efforts and looming economic uncertainty . But
it doesn’t have to be. In fact, outsourcing trade credit should
have the opposite effect. Pick a partner with the same incentive to treat your customers the way you do – one that grows
when your customers spend more.

Most importantly, a trade credit supplier can offer an attractive alternative to the kind of financing that increases
your risk portfolio and incurs unnecessary debt (e.g., pursuing the increasingly elusive bank loan). Unlike banks,
which make money from interest and hidden fees, the right
financial partner will align incentives completely with your
business and develop a customized program to suit your and
your customers’ specific needs.

Take comfort in the knowledge that you are not alone. Ask
your associations and trusted partners who they use. The
sooner you alleviate the burden of an in-house trade credit
program, the sooner you will gain greater control to move
forward with financial confidence and peace of mind.
As C.E.O., Scott Simpson oversees the overall strategic direction and portfolio management of BlueTarp Financial. He can
be reached at (207) 797-5900 or ssimpson@bluetarp.com. This
article previously appeared in The Merchant Magazine, April 2013.
Reprinted with permission.

Third party trade credit professionals are risk-reducers. They
understand the importance of reliable cash flow, and their
objective is to provide it on your terms – guaranteed when
you want it and need it the most. With the ability to offer
higher approval rates, access to larger credit lines, and flexible terms, credit providers increase sales while minimizing
dealer risks.
A quality credit provider will treat your customers the way
you do, and replace the headaches of unguaranteed accounts
receivable with consistent, predictable payments for all
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Sales and Gross Margin Tips

How Well Do You Know Your Prospects’
Business?
By Bill Lee, visit BillLeeOnline.com

From time to time, I am called upon to work with salesmen who are not performing to their full potential. About
90 percent of the time, I find their under-performance has
something to do with earning the right to receive a piece of
the prospect’s business. Prospects want to reward salespeople
who have done something worthy of reward.

10. What is one change each of your prospects could make
that would improve their customer service score?
How did you score on this short quiz?
The more you know and understand about your prospects,
the higher your odds are of being able to make a recommendation that will help your prospects achieve their business
goals.

To really do something valuable for your prospects, it helps
to know a lot about them and their business. Here are some
questions you might ask yourself to determine how well you
know each of your key prospects:

Your value is determined by the SIZE of the problems you’re
able to help your customers and prospects solve.

1. Name each of my prospects’ top three competitors.

Mark Your Calendar

2. What do you believe to be each of these competitors’
greatest vulnerability?

CVSA’s Roadcheck 2013
Planned for June 4-6

3. What is the most frequent criticism you hear leveled
toward each of your prospects?

The CVSA Roadcheck 2013 is right around the corner.
The annual inspection event – the Commercial Vehicle
Safety Alliance’s 72-hour safety blitz – is scheduled for
June 4-6. CVSA sponsors Roadcheck with participation
by the Federal Motor Carrier Safety Administration,
Pipeline and Hazardous Materials Safety Administration,
Canadian Council of Motor Transport Administrators,
Transport Canada, and the Secretariat of Communications and Transportation (Mexico).

4. What in your opinion is the number one hurdle preventing each of your prospects from achieving their growth
goals?
5. Thinking of each of your prospects, what do you believe
to be each owner’s number one priority for 2013?
6. If you were to graph your prospects’ growth over the past
10 years, would you say your prospect is happy with his
year-over-year increase in sales?
7. Which of the following best describes each prospect’s
marketing strategy?
A. Lowest Price
B. Product Differentiation
C. Niche Player
8. What would you list as each prospect’s greatest strengths?
9. If there is one change you have observed that you believe
would enable each of your prospects to increase the productivity of their overall organization, what would it be?
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Member Service - cont.

contact with the customer will know the current status of the
account enabling them to “pin down” the past due account
and make payment arrangements.

Do not make threats you do not intend to keep. The natural
tendency is to try and intimidate uncooperative debtors into
paying with the threat of legal action. This will not work
with people who have been through the collection process
before; they know the game. So, when the deadline passes
without the threatened action being taken, they know that
they are home free.

General Collection Tips
1. Use the phone instead of e-mails and letters. Phone calls
or face-to-face meetings generate faster results. Letters and emails can be ignored and allow the excuse of “I never received
it.” In addition, talking with the customer allows you to more
easily convey the appropriate tone (friendly or stern) and enable you to “read” the customer (belligerent, not concerned,
embarrassed).

Your Business Wins When
Membership Grows
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 this year. Here are a few great reasons to sign up:

2. Be prepared when you make the collection call. Review
the account history and have all necessary information on the
account available.

1) Interact with real people from your industry.
2) Sharpen your skills by participating in training and
educational opportunities.
3) Keep up with legislative issues that are going on in
your state and on the national level.
For membership information and record changes, call any
MLA staff member at 800-747-6529.

3. Be sure to talk to the decision maker, especially if it is a
business customer.
4. With every contact, ALWAYS put the responsibility for
taking action on the customer. EVERY conversation should
end with a specific commitment from the customer as to the
action(s) they are to take and the due date for the action. For
example:
a. Do not accept “Call me back on Thursday; I’ll know
		 how much I can pay then.” Instead have the
		 customer call you back. This is their responsibility.
b.
		
		
		
		
		
		
		
		

Do not accept “I’ll get a payment to you soon.” 		
Get a commitment for the amount of the payment,
how it will be paid and when. Include ongoing 		
installments if the promised payment will not bring
the account up-to-date. To confirm our
arrangements, Mr. Smith, you will mail us a check
for $100.00 on the 15th of this month and then
send us $100.00 on the 15th of each month until 		
the account is up-to-date, correct?
Do not accept “I’ll talk to Mr. Bizowner about this
when I am in the store the next time.” Either have
him talk to Mr. Bizowner right then or tell the 		
customer that Mr. Bizowner asked me to make
payment arrangements with you today.
The Internet is full of additional examples of how to
handle debtor excuses. The key is to always put the
burden on the customer for taking action and always
get a commitment for what action is to be taken and
a due date.
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HR News

Youth Employment – Hire But
Be Careful of Duties

New I-9 Forms Required
As of March 8, 2013, there is a new I-9 form to use when
hiring new employees. Please pass this information along to
your H.R. department or the person who handles hiring for
your company.

Teenagers can be a wonderful source of help during the busy
season, and summer jobs can also help you scout for longterm employment. But, before you hire a teen, especially
anyone under 16, know the state and federal youth employment laws.

Form I-9 is used for verifying the identity and employment authorization of individuals hired for employment in
the United States. All U.S. employers must ensure proper
completion of Form I-9 for each individual they hire for
employment in the United States. This includes citizens and
noncitizens.

Most state child labor provisions establish a minimum age of
14 to be employed and regulate the employment of teens ages
14 and 15. Generally, persons ages 14 and 15 are limited in
the hours they can work and are protected from performing
certain types of work. Federal child labor laws further limit
the type of work that can be performed by teens 14 and 15
years of age and prohibit teens ages 16 and 17 from working
in certain occupations the U.S. Department of Labor deems
to be hazardous, including driving.

Complete information is available on the U.S. Citizenship
and Immigration Services website at www.uscis.gov.
In most instances, there is a 60-day grace period during
which you can continue to use the older form, but as of
May 8, 2013, the new form must be in use at every company.

Here are some handy links to state and federal youth employment information:

If you have questions or concerns please call your association
at 800-747-6529.

U.S. Dept. of Labor: http://www.youthrules.dol.gov/
Arkansas: http://www.labor.ar.gov/divisions/Pages/child
Labor.aspx
Kansas: http://www.dol.ks.gov/Laws/faqchild.aspx
Missouri: http://www.labor.mo.gov/DLS/YouthEmployment/
Oklahoma: http://www.ok.gov/odol/Workforce_Protection/
Child_Labor/
If in doubt, please contact the Association office at
800-747-6529 for answers from an attorney.

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.
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Safety News

Fire Extinguishers First Line of Defense

OSHA Announces
Site-Specific Inspection Plan

Fire extinguishers are your first line of defense in case of a
fire. Know the location of the nearest fire extinguisher. Do
not try to use a fire extinguisher unless you have been trained
for its use. Learn which fire extinguisher to use.

Combustible dusts are fine particles that present an explosion hazard when suspended in air under certain conditions.
A dust explosion can cause catastrophic loss of life, injuries,
and destruction of buildings. The U.S. Chemical Safety and
Hazard Investigation Board (CSB) identified 281 combustible dust incidents between 1980 and 2005 that led to the
deaths of 119 workers, injured 718, and extensively damaged numerous industrial facilities. More recently, additional
incidents have occurred. On February 7, 2008, a sugar dust
explosion and subsequent fire at a sugar refinery in Port
Wentworth, Ga., caused 14 deaths and left many other workers seriously injured with severe burns.

•
		
•
		
•
		
		
		
•

Class A - used on wood, paper, cloth, cardboard
and most ordinary combustibles.
Class B - used on flammable liquids, such as oils,
solvents, greases and gases.
Class C - used on energized electrical equipment
(connected to a power source) such as electrical
boxes, microwave ovens, coffee pots or toasters.
Never use water on this kind of fire.
Class D – used on combustible metals.

In many of these incidents, workers and managers were
unaware of the potential for dust explosions, or failed to recognize the serious nature of dust explosion hazards. The CSB
reviewed Material Safety Data Sheets (MSDS) of 140 known
substances that produce combustible dusts and found poor
or inadequate transmittal of information regarding potential
dust hazards; 41% of the MSDSs reviewed by the CSB did
not warn users about potential explosion hazards. Of the
remaining 59% of MSDSs sampled, most of the information
was either not stated in a place or manner clearly recognized
by workers, or was not specific to hazards related to combustible dusts (CSB, 2006).

How to Use a Portable Fire Extinguisher –
Remember the Term “Pass”

P – Pull the pin.
A – Aim the nozzle at the base of the flames.
S – Squeeze the trigger while holding it upright
S – Sweep the extinguisher from side to side, covering
		 the area of the fire.

In Case of Fire

Report it ! – Report the fire immediately no matter what size
of fire.
Fight it! – If a fire is small, and you have a safe exit, you may
try to fight it after you report it.
Escape it! – If the fire is large, escape is your best choice.

Five elements are necessary to initiate a dust explosion, often
referred to as the “Dust Explosion Pentagon.” The first three
elements are those needed for a fire, i.e., the familiar “fire
triangle”:
•
Combustible dust (fuel);
•
Ignition source (heat); and,
•
Oxygen in air (oxidizer).

MLA’s OSHA Training offers a completely prewritten, affordable
program to handle fire extinguisher training and dozens of other
mandated training needs. Get the details by calling Robert Uhler
at 800-762-5616.

Continued on page 12

NLBMDA Welcomes Court Decision Striking Down NLRB Poster Rule
The National Lumber and Building Material Dealers Association (NLBMDA) welcomes the decision recently by the
U.S. Court of Appeals for the District of Columbia (D.C.) Circuit invalidating a National Labor Relations Board
(NLRB) rule requiring nearly six million employers to post an 11-by-17 inch notice regarding employee rights to unionize. In this decision, the court held that the NLRB did not have the authority under the National Labor Relations Act to
issue the poster rule.
Last spring the D.C. Circuit Court issued an injunction against the rule, two weeks before it was set to take effect, prohibiting the NLRB from requiring employers to comply with the regulation as the court considered an appeal of a lower
court decision upholding the rule.
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Dealers Helping Heroes Program
Background
Many of the most severely wounded veterans are treated at Walter Reed/Bethesda Naval
Hospital and at Brook Army Medical Center (BAMC). As they transition to civilian life, they are
often in desperate need of assistance in remodeling, renovating or building a home that will
work for their particular disability.
Two groups, the Yellow Ribbon Fund in Washington, DC and HelpingaHero.org in Texas, have
been helping transition these wounded veterans, but they need assistance in identifying and
matching veterans with local dealers who would serve as their point of contact in their
hometown and provide whatever assistance they are able to give to the veteran as they seek to
renovate, remodel or build a home. Whether it is providing free or discounted building
materials, builder referrals or installation services, all help would be greatly appreciated.
The VA provides a paltry $7,000 to remodel and $64,960 to build a home. Surely we can stretch
those dollars farther. There will be at least 40 veterans (mostly multiple amputees) going home
each year. We would like to pair each veteran with a dealer that "adopts" them for the
duration of their project.
How it Works
When a veteran is ready to transition home, their name is added to a master list maintained by
Helping a Hero (www.helpingahero.org). Participating state/regional associations will receive a
list bi‐weekly of veterans looking to transition and where they are transitioning to. The
state/regional building material association executive director will identify a local dealer willing
to “adopt” the veteran and provide whatever assistance they can to help them with the
building project. The state/regional association will provide the identified dealer contact
information to Helping a Hero at homes@helpingahero.org. Helping a Hero will contact the
dealer to further discuss the needs of the local veteran to answer any questions and define the
parameters of the project. Once the dealer is fully on board, Helping a Hero will pair the
veteran with the dealer and work with them to complete the home project.
Thank you for your support of “Dealers Helping Heroes” Program!
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Financial News

Get Your Estate Plan In Gear

By David Wentz, President, Tax Favored Benefits, Inc.

Estate planning laws have undergone swift changes
over the past several years and may change again in the
years ahead. If you’re creating or updating an estate
plan, it’s essential that you seek the advice of an
attorney who’s well versed in this area. Before you hire
an estate-planning attorney to draft or update your
estate plan, it’s important to understand your role in
the estate-planning process.

children if you and your spouse were to die when your
children are minors.

Find a qualified attorney: Because your estate plan will
likely need to be updated as the years go by and your
personal circumstances change, it makes sense to find
an attorney who practices in the community where you
live. This can help you meet with him/her on an
ongoing basis.

Last Will and Testament: A legal document that tells
everyone, including your heirs, how you would like
your assets distributed after you’re gone.

Know the key documents you need: When you meet
with your estate-planning attorney, he or she will
make recommendations about your estate plan. At a
minimum, you should ask your attorney to draft the
following documents.

Living Will: A document that tells your loved ones
and your health-care providers how you would like to
be cared for if you should become terminally ill;
usually includes details about your views toward lifesupport
equipment.

Take stock of your assets: Before you meet with your
attorney, spend some time enumerating your assets
and their value: your investment accounts, life
insurance, personal assets such as your home, and your
share of any businesses that you own. Also gather
current information about any debts outstanding. Your
estate-planning attorney is likely to provide you with a
worksheet to document your assets and liabilities, but
it’s helpful to collect this information in advance.

Durable (Financial) Power of Attorney: A document
that gives an individual the power to make financial
decisions and execute financial transactions on your
behalf if you are unable to do so.
Medical Power of Attorney: A document that gives an
individual the power to make health-care decisions on
your behalf if you are unable to do so.

Identify key individuals: Another important aspect of
estate planning is identifying the individuals you trust
to ensure that your wishes are carried out once you’re
gone.

Manage your documents: Once your estate-planning
documents are drafted, destroy any older versions of
them. Notify your executor of the whereabouts of your
estate-planning documents, and provide copies of the
relevant documents to your executor, powers of attorney,
and the guardian for your children.

Executor: A person who gathers all of your assets and
makes sure that they are distributed as spelled out in
your will.
Durable (Financial) Power of Attorney: A person you
entrust with making financial decisions on your behalf
if you should become disabled and unable to manage
your own financial affairs.

Plan to keep your plan current: Last but not least, plan
to keep your estate plan current. One of the biggest estateplanning pitfalls is drafting an estate plan but not keeping it
up to date. Changes may include change in marital status,
assets, financial status, death or ill health of your beneficiaries, executor, power of attorneys or guardian.

Power of Attorney for Health Care: A person you
entrust with making health-care decisions on your
behalf if you are disabled and unable to make them on
your own.

Source: Tax Favored Benefits. For more information, contact
Tax Favored Benefits at 913-648-5526.

Guardian: A person who would look after your
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Mill Tour

Health Insurance News

Federated Insurance
Reinstates Recent Affordable
Care Act Webinar

Sept. 29 – Oct. 4

2013 Oregon Mill Tour
Whether you’re a Mill Tour
veteran or someone looking
to check it out for the first
time, you won’t want to miss
the Oregon Mill Tour this fall
over the dates of Sunday, Sept.
29th – Friday, Oct. 4th, 2013.
Planning is under way and it’s shaping up to be an exciting trip filled with tours of various saw mills, Weyerhaeuser
manufacturing plants, and beautiful forests, as well as some
fantastic sightseeing along the way, including a sampling of
our nation’s most gorgeous waterfalls, rivers, and mountain
ranges! A detailed itinerary, pricing and registration forms
will be available soon, but mark your calendar now to attend
this year’s Oregon Mill Tour, offered under the auspices of
Northwestern Lumber Association, www.nlassn.org.

Federated Insurance, your association’s recommended insurance carrier, recently hosted a webinar for over 600 business
owners regarding the Patient Protection and Affordable Care Act (PPACA).
Facilitated by Federated’s
in-house PPACA professional, webinar participants
were treated to information on current healthcare legislation
and what it could mean for the future of their health insurance program.
Due to overwhelming response, Federated Insurance has
chosen to offer the recorded version of the webinar to association members once again. This webinar is offered to
members at no charge, regardless of insurance affiliation.

OSHA Announces Site-Specific
Inspection Plan - cont.

You will need to register to view the recorded presentation,
but you will be able to watch immediately and as often as
you want.

An additional two elements must be present for a combustible dust explosion:
• Dispersion of dust particles in sufficient quantity and
		 concentration; and,
• Confinement of the dust cloud.

Whether you participated in the original webinar, have
already viewed the online content, or are a first-time viewer,
you won’t want to miss this opportunity to educated yourself
on this important topic.

If one of the above five elements is missing, an explosion
cannot occur.

Go to the Federated Insurance website to access this information: www.FederatedInsurance.webex.com/federatedinsurance/K2/e.php?AT=RINF&recordingID=66957862

The ease of ignition and the severity of a combustible dust
explosion are typically influenced by particle size. Other
factors that influence the explosiveness of dusts include
moisture content, ambient humidity, oxygen available for
combustion, the shape of dust particles, and the concentration of dust in the air. OSHA’s Site-specific Targeting (SST)
program is OSHA’s plan for inspecting non-construction
workplaces that have 20 or more employees. More than 40
percent of inspections are being conducted in lumber/millwork operations.

More information is available on the MLA website at:
www.TheMLA.com.

Business Forms
Look to the Association for all your business
forms needs. MLA has competitive prices for
all stock and custom forms, including
business envelopes.

With OSHA targeting combustible dust as an area of
emphasis, you need to be sure you’re doing all you can to
comply with regulations. If you need assistance in putting
together a plan to control combustible dust in your workplace, please contact MLA Regional Manager Robert Uhler
at 800-747-6529.

Contact De at the MLA office, 1-800-747-6529
for pricing and more information.
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MLA BOARD OF DIRECTORS – 2012-2013
President
Kevin Rasure
Rasure Lumber Do It Center
605 Caldwell St.
PO Box 418
Goodland, KS 67735-0418
785-899-7149
Fax: 785-890-2077
rkrasure@yahoo.com
1st Vice 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
2nd 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
3rd 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
Immediate Past President
Ken Blackmon
Ken’s Discount Bldg. Materials
1200 Northwest Ave.
PO Box 450
El Dorado, AR 71731
870-862-4917
Fax: 870-862-7859
kdisc@suddenlinkmail.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

State Committee Chmn. - AR
Landon Garner
Garner Building Supply
125 E. Locust St.
Rogers, AR 72756
479-636-4151
Fax: 479-636-4203
landon.garner@garnerbuildingsupply.com

Secretary/Treasurer
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

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

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

14

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
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
Associate Director
Brandon Alles
Roberts & Dybdahl, Inc.
16740 Conestoga St.
New Century, KS 66031
913-780-4930
Fax: 913-780-4365
balles@robertsdybdahl.com

Too Busy To Protect Your Business?
Even the best businesses can have claims.
Contact your local Federated representative
to learn more about risk management resources,
like a distracted driving program, designed to
help keep your business on the right road.
Visit www.federatedinsurance.com
to find a representative near you.
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Your MLA Board of Directors

The MLA Board of Directors met in April for a Board meeting and strategic planning. Pictured left
to right are: Front row (seated): Ken Blackmon, Woodie Acord and Harold Baalmann;
Second row: Dan Prendergast, Brandon Alles, Patrick Goebel, Jim Bishop, Gary Smith and
Ed Page; Third row: Hatch McCray, Mark Borchers, Adam Hendrix, Landon Garner, Greg Smith,
Chris Cleaver and Kevin Rasure. Not pictured: Alan Clark and Guy McGillivray.

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

