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company representative.
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Third Quarter 2013

Nov. 7-8 in Branson, Mo.

MLA 2013 Fall Fling
Now an established tradition, the “Fall Fling” is the Annual meeting
of MLA members. Thanks to members’ enthusiastic response, we have
taken this event and kicked it up a notch for 2013.
This year’s meeting will be held November 7-8 at the Chateau on the
Lake, Branson, Mo. The location itself is a reason to attend, but you’ll
want to attend the timely and informative program planned for Friday,
November 8, as well.
We are bringing you three speakers on three very timely and informative
topics. These are absolutely the most critical issues you need to know
about going into 2014:

NLBMDA Washington Update

NLBMDA President Michael O’Brien will give attendees an update on the critical issues facing the LBM
industry as we move into the second session of the
113th Congress. He will discuss recent NLBMDA initiatives in Washington, looming regulatory issues such
as Obamacare and new OSHA rules, and an outlook
for the mid-term 2014 elections.

Navigating Your Business Through the Affordable
Care Act
Scott Warren, Vice President and Director of Association Risk Management Services for Federated Insurance will present an overview of legislative updates,
potential changes, and then how these issues will
impact health care and insurance costs for American
businesses. The content of this topic will aim to provide education, answer questions and aid in business
decisions for the audience.

OSHA’s Top 10 Unwanted List

Knowing what an inspector is likely to look for can help you take
preventive action.
In this short but informative session, MLA Regional Manager
Continued on next page

MLA Fall Fling - cont.

Across State Lines - Missouri

Robert Uhler will go over the top 10 violations in our industry. He’ll provide photos
from actual mock-audits along with the
recommended strategies and fixes. We will pay
special attention to the new Hazard Communication standards and the training requirements that must be met by December 1,
2013. We will also outline the basic training procedures that
need to be followed, providing you with the guidelines to
help you achieve a positive result if you happen to be visited
by an inspector.

Swing-into-Spring Golf
Tournament Results

1st Place - A Flight: Dan
Hudson, Stan Minson,
Huttig; Brian Mundy,
and Bob Bakula,
Hackmann Lumber.

2nd Place - A Flight: Dan
Prendergast, Moscow Mills
Lumber, Rex Goranflo,
UFP, Chris Murphy, and
Brian Heinsz.

We’ll start on Thursday evening at 5:30 p.m. with a reception and casino night. It will be a no-risk evening of fun,
food and action with prizes going to the best players.
As always, your only cost is your time away and travel
expenses. We won’t charge for your attendance unless you’re
NOT a member – and then, it’s a $225 per person. Sponsors
help us cover the costs and make this outstanding meeting
possible.

Reservations

1st Place - B Flight: Mike
Edwards, Matt Carney,
Mike Jennings, Roberts &
Dybdahl, and Joe Fannin,
Eastside Lumber.

To make hotel reservations, call the Chateau on the Lake at
888-333-5253 by Monday, October 7, and get our special
conference rate of $109 per night, single or double
occupancy.

2nd Place - B Flight: Tom
Sheridan, Sheridan
Accounting, Brian
Schnurbusch, PLM, Robert
Uhler, MLA.

Championship Sponsors

Both dealers and Association members appreciate the opportunity to mingle with one another, exchange ideas and a
story or two. Again this year, we’ll have a casual yet highly
informative and educational event that will be well worth
your time.

Big Hitter Sponsors

A complete agenda is posted to the MLA website at
www.TheMLA.com. Don’t miss this outstanding opportunity to visit with fellow dealers in a relaxed, fun atmosphere
and to catch up on the critical issues in our industry today.
We’ll look forward to seeing you in November!

Thank You To Our Sponsors
Federated Insurance
Mid-Am Building Supply
Schutte Lumber Company
Westfall GMC (Hole-in-One Sponsor)
Blish-Mize Co.
Blue Tarp Financial
EastSide Lumber Supply
Forest Products Supply
Great Southern Wood Preserving
Huttig Building Products
MidWest Low-E Insulation
Orgill, Inc.
Quaker Window Products Co., Inc.
Roberts & Dybdahl, Inc.
Universal Forest Products
Warrior Building Products
Weyerhauser/I-Level

For Sale
Lumberyard for sale - Northeast Kansas
Profitable yard in great rural community.
$1.2 million in sales in 2012.
Owner looking to retire.
Contact Robert at your association office
800-747-6529 or ruhler@themla.com
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Regulatory News

New Medical Certification
Requirements for CDL
Holders

Kansas Sunflower Shootout Winners and Sponsors
Congratulations to the 2013 Kansas Sunflower Shootout
winners - held June 14 in McPherson, Kan.

Starting January 30, 2012 and no later than January 30,
2014, all CDL holders must provide information to their
state drivers’ licensing agency regarding the type of commercial motor vehicle operation they drive in or expect to drive
in with their CDL.

1st Place A Flight - CCM Cabinets & Tops - Brent
Traylor, Mike Latimer, Clayton Latimer, Jeremy
Flikinger
2nd Place A Flight - Federated Insurance - Justin Pekarek,
Clint Ruether, Cole Waddell
1st Place B Flight - Home Lumber - Medicine Lodge/
Greensburg - Jeff Koehn, Brent Adams, Gerald
Moorehead, Mel Brown
Annual Neal Denno Memorial Long Drive Contest Justin Pekarek

Drivers operating in certain types of commerce – and most
involved in the equipment business – will be required to
submit a current medical examiner’s certificate to their
licensing agency to obtain a “certified” medical status as part
of their driving record.
CDL holders required to have a “certified” medical status who fail to provide and keep up-to-date their medical
examiner’s certificate with their licensing agency will become
“not-certified” and they may lose their CDL.

Thanks to Our Sponsors

Pinnacle Sponsors
Blish-Mize Co.
Berry Material Handling
Federated Insurance
Mid-Am Building Supply
Tamko
Westfall GMC (Hole-in-One Sponsor)

Each state is handling these new requirements in their own
way:
Missouri – A member recently notified your MLA that
their drivers in Missouri have received a postcard from the
Department of Revenue informing them they must “visit
a Missouri license office within 60 days from the date on
the front of this notice to certify to the type of commerce
you operate in and provide proof of medical certification, if
required. Failure to provide the certification will result in a
downgrade of your commercial driver license status.” Missouri will not accept mailed-in, faxed or emailed information with regard to these changes.

Championship Sponsors
Forest Products Supply
Great Southern - Yellawood
Hardman Wholesale
Monarch Cement
Quikrete
Roberts & Dybdahl Inc.
Tennison Brothers

Oklahoma – A self-reporting form is available and may be
submitted by mail, fax or email to the Department of Public
Safety. Failure to keep the medical certification current will
result in the person’s license being downgraded. A copy of
the self-reporting form is on the MLA website in the Regulations area.

Club House Sponsors
BlueTarp Financial
DMSi
PWD Inc.
Quaker Windows
Wausau Supply

Kansas – A general affidavit form is available on the MLA
website, which may be used for reporting to the State of
Kansas. At this time, however, Kansas has not provided direction on how to submit the information. Check with your
local licensing agency for more information.

See You Next Summer at the 2014 Kansas Sunflower
Shootout.

Arkansas - Complete information and a reporting form a
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Continued on page 7

Education Update

Six Students Awarded MLA Scholarships
Missouri

Kevin Prendergast - Moscow Mills Lumber Co., Moscow
Mills, Mo. Kevin was first awarded a scholarship three years
ago and is continuing his education at Xavier University
where he is majoring in Sports Management.

Once again the Missouri Lumbermens Committee has
awarded five - $500 scholarships to very deserving students
for the upcoming school year. With what is likely one of the
most popular programs we offer, we have three new and two
returning scholarship winners. Here is a short review of the
winners:

Keri Prendergast - Moscow Mills Lumber Co., Moscow
Mills, Mo. Keri is the daughter of Dan and Ellen Prendergast, owners of Moscow Mills Lumber Co. She is undecided
on her major at the University of Central Missouri, but is
leaning toward a degree in Safety Management. Keri was very
involved at school with sports – varsity volleyball, soccer and
golf. However, she still found time to be involved with the
National Honor Society, International Club and her church
youth group. She plans to continue to make mission trips to
Haiti, where she enjoys working with orphan children.

Mikayla Tucker - LaCrosse
Lumber, Marshall, Mo.,
Mikayla’s major goal in life is to
help people. She explains that,
“she has some experience dealing with life altering problems
with her family.” Her plan is to
get an education through the
University of Central Missouri
to help people. She would also
like to help people be better
communicators - as she thinks
it is “most important to be able
to communicate with others.”
Good luck and we know you will do a great job in school and
in the future.

Abbie Brack - Hall Brothers Lumber Co., Union, Mo. Abbie
is going to enroll in school at Hannibal LaGrange where she
plans on majoring in early childhood education. She enjoys
working with kids and feels she would have the patience and
passion for teaching. As with all of our winners, Abbie is
involved in many clubs, and sports including: basketball, soccer, softball, and student council and youth group at church.
Mark Hall says, “There is no doubt Abbie will be a great
leader in whatever she chooses to do.”

Derek C. Keely - LaCrosse Lumber, Louisiana, Mo. Derek
will be attending Missouri S&T this fall. His plan is to
major in mining engineering. According to Charles
Meyer, President of LaCrosse Lumber Company,
“Derek is a well-rounded
young man. He is a good
student, a good athlete, and
exhibits leadership skills in
a variety of areas.” Derek
was involved in many different groups in high school
including: football, baseball,
FFA, Student Council,
Spanish Club, National Honor Society and many more. It
looks like Derek is very well prepared for this next stage of
his life.

Kansas

The Kansas Lumbermens Committee has awarded one $500
scholarship for the upcoming school year.
Nicole Bishop - VestaLee Lumber Co., Bonner Springs, Kan.
Nicole is continuing her education at Pittsburg State University majoring in English Education with minors in leadership
and physical education. She has
continued to be very involved in
student life on the campus serving
on Gorillas in your Mist, Presidential Emerging Leaders and
Fellowship of Christian Athletes,
while she is taking an amazing
22 hours of study, receiving a
GPA of 3.79 – way to go, Nicole!
Keep up the good work and we
wish you continued success in the
future.
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Legislative News

Health Insurance Tax Repeal Gains Momentum as
Implementation Approaches
By Ben Gann, NLBMDA Legislative Director

As part of President Obama’s health care reform bill passed
in 2010, the Patient Protection and Affordable Care Act
starting in 2014 will raise the cost of small business health
insurance premiums through a new Health Insurance Tax
(HIT). The new tax will be levied on health insurance
companies, but is expected to be passed on almost entirely
to consumers in the fully insured marketplace, where most
small businesses purchase their coverage.

Given the exclusions to the tax, it will largely be levied
against fully insured health care plans, which primarily affects small businesses. If businesses drop coverage or switch
from fully insured to self-insured, those remaining in the
fully insured market will have to absorb the tax bill of those
firms that leave the fully insured market.
In its analysis of health insurance premiums under the Affordable Care Act, the nonpartisan Congressional Budget
Office noted that, “Self-insured plans would be mostly
exempt from the fee on health insurance providers, and since
large firms are more likely to self-insure, that fee would result in smaller percentage increases in average premiums for
large firms than it would for small firms and for non-group
coverage.”

Statistics from the U.S. Department of Health and Human
Services show that among private companies offering health
care coverage to their employees, 82 percent of large companies (500 or more employees) self-insure at least one plan.
But for companies between 100 and 500 employees only
26.5 percent offer a self-insured plan, and a mere 13 percent
with less than 100 employees offer a self-insured plan.

Effort to Repeal the HIT

For small businesses continuing to offer health insurance to
their employees, such as lumber and building material dealers, the HIT forces them to absorb the increased premiums
or pass the cost on to their employees.

Legislation has been introduced in both the House and Senate to amend the Affordable Care Act by repealing the HIT.
The Jobs Premium and Protection Act (H.R. 763, S. 603),
which prevents premium increases for small businesses and
protects jobs by repealing the HIT, was introduced in the
House by Rep. Charles Boustany (R-LA) and in the Senate
by Rep. John Barrasso (R-WY). There is broad support for
the bill in the House where it has over 220 cosponsors, and
it is possible the legislation could come to the floor for a
vote as soon as this fall.

According to the Joint Committee on taxation, the HIT will
generate $101.7 billion in revenue for the federal government, but eliminating the tax could decrease the average
family premium in 2016 by up to $400.

How the HIT Works?

The HIT is a fixed-dollar amount distributed across health
insurance providers: $8 billion in 2014, $11.3 billion in
2015 and 2016, $13.9 billion in 2017, and $14.3 billion in
2018. After 2018, the HIT rises according to an index based
on the net growth of health care premiums creating greater
uncertainty for businesses as the tax has no defined end date
and will fluctuate in price.

Contrary to the goals of health care reform building on the
current employer-sponsored system and allowing people to
keep their current plan, this tax will further disrupt employer-sponsored health insurance. Without repeal of the HIT,
it will only penalize small businesses continuing to offer
health insurance coverage and incentivize some employers to
consider dropping coverage for their employees.

The amount of the HIT that the insurance company is
responsible for is roughly equal to the percent of the market
subject to the tax that the insurance company covers. For
purposes of calculating market coverage, however, there are a
number of exclusions.

NLBMDA is a member of the Stop The HIT Coalition,
which includes a diverse group of trade and business associations across a broad array of industries working to repeal the
HIT. In addition to meeting with members of Congress to
repeal the tax, the coalition is actively engaged at the grassroots level in elevating the issue with the public and members of Congress. To learn more about the HIT, how it may
affect your business and what you can do to stop it, please
visit www.stopthehit.com.

Most self-insured health care plans are excluded from the
HIT. Government programs for the poor, elderly and
disabled are excluded from the HIT as well. For non-profit
insurers, only 50 percent of the net premiums are taxed.
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October 23-25 - Nashville, Tenn.

ProDealer Industry Summit
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
from leaders in the industry, in a relaxed three-day format
that encourages networking and personal interaction.

facility opened in 1981. Their primary markets include
Middle Tennessee and Southern Kentucky.
Country Music Hall of Fame Tour
The Country Music Hall of Fame® and Museum has been
the home of America’s music since 1967. In keeping with
the cultural significance of the music and the heroic achievements of those who form its membership, the Museum
opened in a $37 million landmark new building in May
2001. Inside, the Museum presents the crown jewels of its
vast collection to illustrate country music’s story as told
through the turn of two centuries.

Agenda Highlights
Thursday, October 24
Greg Brooks, Editor of LBM Executive, The Building Supply
Channel, Inc. presents: “Understanding Labor Shortages in
the LBM Industry.”
LBM has never been a popular career – most people come
to the business by accident. But after four years at rockbottom, we’ve lost an entire generation of up-and-coming
professionals in their 20s and 30s. We’ll examine the impact of the looming labor shortage and explore strategies to
recruit and retain quality people.

Friday, October 25
John Burns, CEO, John Burns Real Estate Consulting, LLC
presents: “U.S. Housing Analysis & Forecast.”
The leading voice in real estate and housing market trends,
Mr. Burns will share data and forecasts on construction, new
home sales, existing home sales, distressed home sales and
offer a home pricing forecast.
Brad Farnsworth, President,The Farnsworth Group presents:
“Emerging Trends in Remodeling – A Consumer and
Contractor Perspective”
This session will present the findings from The Farnsworth
Group’s latest industry study. The study, based on new
research among consumers, designers and contractors,
provides insights into future remodeling project trends, key
positive and negative attitudes toward remodeling activity and future product, design and technology trends. The
session will provide insights as to what dealers and suppliers
should be considering as they serve the remodeling market
in the future. The primary research efforts of The Farnsworth Group will be supported by insights on the remodeling market from the Joint Center for Housing Studies.

Jim Robisch, Sr. Partner, Director of Dealer/Retailer Services, The Farnsworth Group presents: “Where Pros and DIYers
are Buying Building Supplies and Home Improvement
Products... and Why.”
This session will highlight the findings of the latest industry
study from The Farnsworth Group. Information will be provided about where professionals and do-it-yourselfers purchase products overall, and by channel segment. In addition,
channel purchase behavior, by major product categories, will
be reviewed. Finally, the session will provide an understanding of why professionals and do-it-yourselfers purchase at
their preferred stores and sources of supply.
Mike O’Brien, President/CEO, NLBMDA presents:
“NLBMDA Washington Update.”
This session will bring you up-to-date on the issues expected
to be at the top of the agenda for the next session of Congress. Also, get the latest intelligence on the key 2014 midterm Senate and House races and what it might mean for
the LBM industry’s agenda in Washington.

Meet the Speakers
John Burns CEO, John Burns Real Estate Consulting, LCC
• 20+ years of national real estate consulting experience
• Earned his CPA in 1985
• MBA from the UCLA
• BA in economics from Stanford University

Yard Tour: Stewart Lumber
Take a behind-the-scenes tour of the Stewart Lumber Yard
facility in Brentwood, Tenn. E.W. Stewart Lumber Company was established in 1921 and its Brentwood
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James Robisch Sr. Partner, Director of Dealer/Retailer Services,
The Farnsworth Group
James Robisch is Senior Partner of The Farnsworth
Group, a market research and strategy consulting
firm that specializes in the home improvement and
building supply markets. Mr. Robisch directs all
dealer/retailer and wholesale service activities for
the firm including: customer intelligence, brand
positioning, advertising, market expansion, customer
satisfaction, consumer research, contractor
satisfaction, market image, growth and strategic
planning.

A special room rate of $169 per night has been set aside for
ProDealer Industry Summit Attendees.

Michael O’Brien, CAE President and CEO of the National Lumber &
Building Material Dealers Association (NLMBDA).
As chief executive officer of NLBMDA, Mike is
responsible for the daily management of the
association and implementation of strategic
initiatives to advance its mission.

reporting form are available at the Department of Finance
and Administration website at: www.dfa.arkansas.gov/offices/
driverServices/Documents/medCertFAQ.pdf
Complete forms may be mailed or faxed to the Office of
Safety.

The expiration date for discount rooms is Tuesday, Oct. 1,
2013. However, you are urged to book early, as our room
block is likely to sell out well before the expiration date.
To make your reservation call 888-627-8565 and identify
yourself as a ProDealer participant.
A complete agenda and schedule can be found on the MLA
website - www.TheMLA.com.

New Medical Certification Required for CDL
Continued from page 3

Additional information and forms are available on the MLA
website. If you have questions about complying with these
regulations, contact your MLA at 800-762-5616.

Greg Brooks
Editor of LBM Executive, The Building Supply
Channel, Inc. Greg Brooks is a market analyst
specializing in residential building material
distribution in North America. He is a steering
committee member at the Harvard University
Joint Center for Housing Studies and a 45-year
veteran of the construction supply business who
spent 20 years in the field.
Bradley T. Farnsworth
He is President of The Farnsworth Group, Inc., a
research-based consulting firm that focuses on
serving the information needs of companies in the
home improvement, residential building and
commercial construction industry. Prior to launching
The Farnsworth Group, Mr. Farnsworth served as
Vice President of Marketing and Director of
Research for the National Retail Hardware
Association.

Hotel
The 2013 ProDealer Industry Summit will be held at the
Sheraton Nashville Downtown. Located just three blocks
from the Nashville Convention Center, this Nashville hotel is
a beautiful atrium-style hotel that towers 28 stories over the
city and is just steps away from Bridgestone Arena and other
popular things to do in Nashville.
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Management Tips

Are Your Salespeople Their Own Worst Gross
Margin Enemies?

By Bill Lee, visit BillLee.Online.com

A few of the newest subscribers to my Management Tips
Newsletter may not know this about me, but virtually all of
my long-time subscribers know that I wrote the first book
ever written on gross margin control. The title: Gross
Margin: 26 Factors Affecting Your Bottom Line.

Here are some examples:
1. How the price is arrived at.
2. The consideration given to the price competitors 		
charge for the same product or service.
3. The amount of pricing authority given to the sales 		
		 personnel.
4. How much the decision makers believe the market
		 will bear.
5. The skill of the salespeople in defending their prices.
6. The demeanor of the salespeople when they quote 		
		 their prices.
7. How educated the salespeople are at dealing with 		
		 pricing issues.
8. The amount of research the company is willing to 		
		 do.
9. The role cost plays in setting the sell price.

Naturally, I am asked to speak to salespeople quite often
about these 26 factors affecting gross margin. I’m also often
asked to prioritize the 26 factors so owners, managers and
salespeople will know which of the factors are the most important.
While any of them can be “the most important” at any
given time or in any given situation, I would have to say
that PRICING is generally number one. When I say PRICING, I’m referring to everything involved in the decision
about how much a company charges for the products and/or
services they sell.

As a general rule, salespeople receive very little training in the
psychology of pricing. Yet the great majority of companies
in our industry give the salespeople some degree of pricing
authority.
As an example, most of the salespeople I interview on consulting assignments believe in their hearts that their company’s prices are high in relation to their competitors’ prices.
If I’ve heard salespeople say it once, I’ve heard them say it a
thousand times: “Our service is outstanding and our quality
is excellent, but we have the reputation of being the highest
priced supplier in this community.”
When salespeople believe that their prices are high, they tend
to side with their customers when the competitiveness of
their prices is challenged. And when they side with the customer, it’s just a matter of time before the salesperson gives in
to the customer’s demands and lowers the price.
When salespeople cut the price just once, especially when
they do it on their own thereby revealing that their company
has given them pricing authority, the customer who is the
recipient of the price cut has the upper hand for the duration
of the business relationship.
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Salespeople shoot themselves in the foot all the time. I am
embarrassed to tell you some of the stupid mistakes I made
when I first became a salesperson. On the very first call I

Compliance and Safety

made on a customer all by myself without my boss holding
my hand, I asked the customer if any of my competitors had
been cutting the price.

Safety Training Program
Continues to Grow

Why did I ask such a question? The only excuse I can give
you is because I didn’t know anything else to say or know any
questions to ask. I was young. I had not been trained how to
make sales calls. I was scared to death. Fortunately for me,
the customer didn’t take advantage of me.

MLA Regional Manager Robert
Uhler has been traveling the territory and providing OSHA compliance training for members for the
past several months. We have compiled a short list of activities for the month of July:

For heaven’s sake, make sure your salespeople have received
some training on what to say, what not to say and have role
played making sales calls before they begin calling on live
customers.

Mock OSHA Audits - 13
Forklift Certification Training - 78
Safety Inspections - 8
Safety Committee Meetings - 18
CPR Training Class - 2

Assign someone on your sales team the responsibility of
teaching your salespeople how to respond when the competitiveness of their prices is challenged. Ideally, this person
would be the sales manager, the owner or the store manager,
but you may also have a veteran salesperson who is willing to
accept this responsibility.

If you need any help with your OSHA compliance, please
give the association a call at 800-747-6529. We are here to
help you with all of your health and safety needs.

When salespeople quote a price, they must have resolve in
their voice. If they give any hint that their prices have some
flexibility, they’re dead meat. The customer will pick up on it
in a heartbeat and they will forever be at his mercy.
If you think training is expensive, just think about how much
pricing ignorance is costing your company.
To see a list of Bill Lee’s training products, go to
www.BillLeeOnLine.com and click on Products.

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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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!

!"!#$%$&'())'*$+,$-$&').$/""$-$,012345'64*$78$-$!""9:-3309
!"!.9:;.<<:=$-$>0?$!"!.9:;.!<:=$-$34@6AB)0C)(.6(5
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Fall 2013 | Now enrolling!

Building Materials Merchandising

Career Training

First 8 Weeks | Aug. 19-Oct. 10

CNST 101-Construction Materials and Methods I
Sedalia | MW 9-10:50 a.m.
Lake of the Ozarks | TR 2-3:15 p.m.
Provides a basic knowledge of methods and materials
historically and currently in use in the construction
industry, as well as potential future developments.
Course is designed to address the first eight major areas
of construction materials and methods as detailed in
Construction Specification Institute format.

16 Weeks | Aug. 19-Dec. 13

CAD 111 Introduction to Computer Aided Drafting
Online | Arranged
Sedalia | MW 8-8:50 a.m. ; MW 10-10:50 a.m.; or M 6:30-8 p.m.
Lake of the Ozarks | TR 3-3:55 p.m.
Provides knowledge in the use and principles of CAD.
Manual drafting concepts and tools will be discussed.
Emphasis will be placed on the application of AutoCAD
software. Specific hardware used in the CAD environment
will be introduced and utilized. Basic concepts covered
include drawing setup, two-dimensional entity creation,
coordinate entry methods, and drawing aids.

State Fair Community College has partnered with the
Mid-America Lumbermens Association to provide
on-campus and online training in Building Materials
Merchandising to MLA members and their
employees!

CAD 120 Architectural Drafting
Sedalia | MW 11-11:50 a.m. or W 5-6:15 p.m.
Lake of the Ozarks | TR 9:30-10:45 a.m.
Introduces students to the uses of Computer Assisted
Drafting (CAD) as it relates to architectural design. Course
covers the use of CAD in preparing construction documents
and three-dimensional models of buildings. Architecture
terminology, building techniques, conventions and design,
and architecture-related information will be introduced.

High-quality training in:
•
•
•
•
•
•

Construction Materials and Methods I and II
Introduction to Computer Aided Drafting
Architectural Drafting
Construction Management
Construction Safety
Construction Estimation

Second 8 Weeks | Oct. 15-Dec. 13

CNST 113 Construction Management
Online | Arranged
Discusses careers in construction as well as the general
business operations involved in the construction industry.
Basic overview of the legal structure of businesses, contract
terms and the roles of stakeholders in a construction
project.

How much does it cost?

MLA members pay the lowest tuition rate!

How do I apply and enroll?

CNST 162 Construction Safety
Online | Arranged
Discusses job safety and best practices as they pertain to
the construction industry. A general philosophy of safety
awareness is achieved through study of specific hazards and
case studies. Students learn to navigate OSHA regulations
as well as legal implications on the construction industry,
and they may earn the OSHA 10-hour card.

Visit www.sfccmo.edu/buildingmaterials for
program details and an admissions application.

Each course is three credit hours.

Schedule as needed

BLDG 175 Building Materials Internship (4 to 8 credit hours)

www.sfccmo.edu/buildingmaterials
SFCC is an equal opportunity institution;
visit www.sfccmo.edu to learn more.
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Continuing Education

MLA Benefits

Robert Uhler of Mid-America
Lumbermens Completes His
First Year at Institute for
Organization Management

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:

A Leadership Training Program Produced by
the U.S. Chamber of Commerce Foundation
Institute for Organization Management, the
professional development program of the U.S.
Chamber of Commerce Foundation, is pleased
to announce that Robert Uhler, Regional
Manager of Mid-America Lumbermens Association, has recently completed his first year
at Institute for Organization Management, a
four-year nonprofit leadership training program at Villanova
University in Philadelphia.

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.
4) Receive quality services from the association, and find
the best business partners through membership.
For membership information and record changes, call any
MLA staff member at 800-747-6529.

“Institute participants are recognized across the country
as leaders in their communities,” said Raymond P. Towle,
IOM, CAE, vice president of Institute for Organization
Management at the U.S. Chamber of Commerce Foundation. “These individuals have the knowledge, skills, and
dedication to achieve professional and organizational success
in the dynamic association and chamber industries.”

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.

Since its commencement in 1921, the Institute program has
been educating tens of thousands of association, chamber
and other nonprofit leaders on how to build stronger organizations, better serve their members and become strong business advocates. Institute’s curriculum consists of four week
long sessions at five different university locations throughout
the country. Through a combination of required courses and
electives in areas such as leadership, advocacy, marketing,
finance and membership, Institute participants are able to
enhance their own organizational management skills and
add new fuel to their organizations, making them run more
efficiently and effectively.

Contact De at the MLA office, 1-800-747-6529
for pricing and more information.

Graduates of Institute receive the IOM recognition, signifying completion of 96 hours of course instruction in nonprofit management. In addition, participants can earn credit
hours toward the Certified Chamber Executive (CCE) or
Certified Association Executive (CAE) certification. Nearly
1,000 individuals attend Institute annually. Institute for
Organization Management is the professional development
program of the U.S. Chamber of Commerce Foundation.
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Marketing Ideas

Using eMarketing to Boost Store Visits
The fiscal crisis impacted the building trade deeply, forcing
even some of the most savvy small and medium-sized building supply dealers to make dramatic cuts to top-line growth
drivers like marketing in order to stay afloat. Although it’s
debatable whether the cost-benefit of doing so results in
a net positive, the reality is that as the economy recovers,
many dealers find themselves behind the curve without an
effective marketing structure in place to capture their share
of industry spend.

marketing effort. They can however commit the two to three
hours per month in order to “say yes” to a promotional calendar. BlueTarp eMarketing Services then works in tandem
with the customized trade credit program already in place to
increase dealer sales – which is good for everyone.
Spreading the word about in-store specials, new product
demonstrations and sending surveys to collect feedback
directly from customers is an effective method to foster relationships, inspire loyalty and create buzz about a business.

During the course of working with thousands of dealers on
its core trade credit product, BlueTarp saw that its customers
had one thing in common: most did not have active email
marketing campaigns, and even if they did, they often didn’t
get the attention needed to be effective. As 91 percent of
contractors check email daily and 60 percent indicated they
would like special email offers from their building suppliers,
BlueTarp saw an opportunity to put their dealers ahead of
the curve by offering to send emails and surveys to customers on their behalf. These eMarketing Services work handin-hand with the trade credit program to deepen customer
relationships and ultimately increase sales.

“Allowing BlueTarp to do the heavy lifting behind the scenes
through eMarketing Services frees up valuable man hours
that can be re-directed to more customer-facing services,”
said Kendall. “Customers want to be engaged and doing so
via targeted email marketing simply makes sense.”
For more information on BlueTarp Financial programs
contact Cheryl Binns, National Corporate Sales Manager,
770-943-7119 or cbinns@bluetarp.com

“Through BlueTarp eMarketing Services, dealers are
able to hold a regular conversation with contractors
by maintaining a presence in their inbox and on their
smartphones or tablets,” said Caroline C. Kendall,
director of marketing, BlueTarp Financial. “The very
fact that a dealer’s name appears in a customer’s inbox
can translate into staying top-of-mind and give them
a leg up over a competitor whose marketing efforts are
dormant or non-existent.”

ONLINE TRAINING FOR

BUILDING SUPPLY PROFESSIONALS

150+

TOPICS: Construction & estimating, loadbuilding, selling skills, service, & more

CREATE a custom curriculum, monitor your
progress in just minutes each month

The discounts or special events publicized through this channel of communication will be seen by customers and garner
significant and immediate attention.

LEARN ON THE JOB or at home, on your
computer, tablet, or smartphone

49¢

Along with anecdotal research, early results show that building supply dealers agree the need for email marketing is real.
During pilot phases of the product launch, contractors who
received emails visited the store 7 percent more than those
who did not. They showed high engagement in reading the
emails and responded in higher numbers to in-store events.
Dealers have enjoyed the boost because they do not have the
capacity to create, execute and manage an effective email

PER DAY: One person, unlimited access,
one year. Buy 5+, save 50% or more

800-747-6529

TheMLA.com
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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?
Contact your local Federated representative to
learn more about business succession and estate
planning resources, including a complimentary
initial consultation with our independent
attorney network*.
Visit www.federatedinsurance.com to find a
representative near you.
*Retail value of $250. Some restrictions may apply.
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*Not licensed in the states of NH, NJ, RI, and VT.
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Health Reform Solution for Small Employers
Federated Insurance, your association’s recommended insurance carrier, has recently developed a strategy for small employer accounts (50 or fewer employees) to change their plan
year and renew their coverage on December 1, 2013,
deferring the impact of
many portions of the ACA
until December 1, 2014 versus January 1, 2014. Each
Federated client will have the option to either change their
plan year to 12/1/13 or remain on their current plan year.
Electing to change their plan year to begin on December 1,
2013 will enable employers to take advantage of lower premium rates, retaining their current plan design, and possibly
delaying the application of non-discrimination rules.
Federated has provided a link to a recent webinar on their
commercial health strategy for small groups. In this webinar,
Tim Luy, Federated’s Director of Internal Operations - Commercial Health, reviews Federated’s strategy for small business
clients (those with 50 or fewer employees) for the balance of
2013.
The Affordable Care Act (ACA) will bring major changes for
businesses that buy or renew their health insurance in 2014.
Federated firmly believes it is important to offer options that
can help small business owners confronted by all of the issues
surrounding the Affordable Care Act. Click the link below
to watch this important message. You may access the link
even if you’re not currently a Federated client. (You will need
to register to view the recorded presentation, but you will be

able to watch the presentation immediately.) Contact your
local Federated representative for more information.
https://federatedinsurance.webex.com/tc0505ld/trainingcenter/register/registerRecord.do?siteurl=federatedinsurance&for
mId=67655212&confId=67655212&serviceTypeId=7&form
Type=7&actionType=view_register&setted=102&recordId=6
7655212&actionType=view&recordId=67655212&siteurl=f
ederatedinsurance&setted=102

Don’t Let This Happen to You
Wal-Mart recently pleaded guilty to various environmental
charges associated with mismanaging damaged and/or returned hazardous materials including solvents and pesticides.
Wal-Mart will pay more than $81 million in penalties for
violations of the Resource Conservation and Recovery Act
(RCRA) and the Federal Insecticide, Fungicide and Rodenticide Act (FIFRA). Wal-Mart employees were improperly
managing and disposing of hazardous waste regulated under
RCRA and repackaging pesticides regulated under FIFRA.
The following link provides details of the case.
http://ens-newswire.com/2013/05/28/guilty-of-pesticidecrimes-wal-mart-fined-81-million/
It is important to understand that the management of damaged and/or returned containers of pesticides or hazardous
materials are highly regulated. Facilities that manage these
materials must be familiar with the applicable regulations to
ensure they remain in compliance.

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!

