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Upcoming Events
MLA Winter Meetings

• Missouri - Jan. 10-11, 2013
• Kansas - Jan. 24-25, 2013
• Arkansas - Feb. 7-8, 2013

NLBMDA Legislative Conference,
Washington, DC
March 18-20, 2013

Fourth Quarter 2012

Winter Meetings Set For
Kansas, Missouri and
Arkansas
Kansas Winter Meeting - January 24-25, 2013
The Kansas Winter Meeting will be held in Atchison, Kan. this year. The
Mueller’s, Clark Lumber & Do-it Center, Herington, Kan., will serve as
the hosts. The tentative meeting schedule is listed below. Please watch the
MLA website and your mail for final details.

Thursday - January 24, 2013

5:30 – 7:00 p.m. - Chairman’s “Ice Breaker” Reception
7:00 p.m. – 8:30 p.m. - Dinner

Friday - January 25, 2013

8:00 – 10:15 a.m. - Kansas Committee Meeting
10:30 – 11:45 a.m. - Tour of Blish-Mize Facilities in Atchison
12:00 – 1:30 p.m. - Lunch in Historic Downtown Atchison
2:00 – 4:00 p.m. - Group Outing
6:00 p.m. - Dinner

Missouri Winter Meeting - January 10-11, 2013

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.

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

Our Missouri Winter Meeting this year will once again be held in Columbia, Mo., January 10-11. We are working with several venues to change
things this year. Watch the MLA website and your mail for final details.

Thursday - January 10, 2013

5:30 – 7:00 p.m. - Meet and Greet Reception
7:00 – 8:30 p.m. - Dinner

Friday - January 11, 2013

8:00 – 10:30 a.m. - MLDAC Committee Meeting
10:30 – 11:30 a.m. - Mo. Legislative Update - Dale Amick
11:30 – 12:30 p.m. - Lunch Served

Continued on page 5

NLBMDA News

NLBMDA Joins Coalition Supporting Development of
Consensus-Based Sustainable Building Standards
By Ben Gann, NLBMDA

The National Lumber & Building Material Dealers Association (NLBMDA) has joined other leading associations
representing a wide range of interests from the building and
construction industry in the formation of the American
High-Performance Buildings Coalition (AHPBC). The
31-member coalition includes groups such as the American Chemistry Council and U.S. Chamber of Commerce.
AHPBC’s goal is to promote and support the development
of sustainable building standards under accredited consensus
processes and scientific performance data.

GSA’s Preference for LEED

The formation of the coalition comes as the General Services
Administration (GSA) is in the process of reviewing the use
of green building standards by the federal government, while
the U.S. Green Building Council (USGBC) continues its
efforts to revise its Leadership in Energy and Environmental
Design (LEED) green building rating system.

AHPBC has said GSA should only endorse green building
rating systems that are developed through an open, balanced
and consensus-based approach. The current credit development process for LEED is not open, available or transparent
to all interested stakeholders.

LEED is the only green building rating system GSA recognizes for all federal agencies and departments. Endorsing
a single rating system creates a monopoly for LEED and
rejects other consensus-based green building rating systems
for commercial buildings such as the Green Building Institute’s (GBI) Green Globes program and International Living
Building Institute’s Living Building Challenge program.
Green Globes is the only commercial building rating system
currently approved by ANSI.

In its March 2012 report, GSA noted that the Green Globes
rating system aligns slightly better than LEED with federal
requirements for new construction. In its review, Green
Globes met or exceeded 25 of 27 federal requirements for
new construction, while LEED only met or exceeded 20 of
the requirements.

Some organizations within the building and construction
industry have expressed concern over proposed revisions to
LEED that will unnecessarily limit building materials that
can qualify. Specifically, they disagree with efforts requiring
new wood products only be certified to the Forest Stewardship Council (FSC) standard or “better” and encouraging
builders to avoid the use of PVC products.

GSA operates owns and leases over 354 million square feet
of space in 9,600 buildings in more than 2,200 communities nationwide, requiring LEED Gold for all new federal
buildings and major renovations and LEED Silver for new
construction of 10,000 square feet or more.

FSC-certified forests account for approximately one quarter
of North America’s certified forests; with the rest certified
to other recognized standards such as Sustainable Forestry
Initiative and American Tree Farm System. This means all
wood from non-FSC certified forests in North America is
ineligible for the LEED structural wood certification credit.
And as the Vinyl Institute has pointed out, products made
from PVC such as replacement windows and doors have a
huge impact on reducing the energy footprint of thousands
of buildings around the world.

Increased Congressional Scrutiny

Prior to USGBC’s decision in June to delay balloting on the
proposed update to LEED, Louisiana Senators Mary Landrieu (D) and David Vitter (R) led a group of 18 Senators
in sending a letter to GSA requesting the agency stop using
LEED unless USGBC reconsidered banning the use of common chemicals and plastics.

AHPBC supports performance-based building codes, standards and rating systems developed in conformance with the
American National Standards Institute (ANSI) or International Organization of Standardization (ISO) consensus
processes, and has criticized USGBC on the lack of openness
and transparency in developing the LEED rating system.
However, the AHPBC does not endorse or oppose any particular green building rating system.

In July, the House Committee on Oversight and Government Reform held a hearing highlighting impediments to
job creation, and included the challenges with GSA’s preference for a single green-building system. “In this case, GSA
continues to award a monopoly to LEED,” said Steve Russell, Vice President of American Chemistry Council’s Plastics
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Continued on page 5

Financial Planning for Today and Tomorrow

Developing Retirement Savings

By Barry Villaverde, Tax Favored Benefits

Discovery – Follow the Money

There are a number of people who currently face a sobering
and frightening reality – they simply do not have anything
set aside for retirement. Social Security alone will not be
sufficient to provide most people with the income necessary
to enjoy their desired lifestyle once they have stopped working. For some, retirement appears to be right around the
proverbial corner, and time is not slowing down. For others,
paycheck to paycheck with seemingly nothing to spare has
become their life. Is it actually possible to develop retirement
savings facing these and similar obstacles? I suggest that it is,
indeed, possible.

You must determine how your money is being spent and reroute some of it into saving for retirement. A very effective
way of getting this done is to write down where your money
is going. Here’s the plan:
Monitor Your Daily Spending - Each day next month,
write down a list of everything you spend money on - everything. Find a notepad to carry with you everywhere you go
and make it a habit to record every outflow of money. If you
buy lunch at a restaurant, write it down. If you rent a DVD,
write it down. If you give your kids $5 allowance, write it
down.

A little clarification seems in order at this point. If it truly
is the case that you are living in poverty, then this article is
not for you. Under consideration are those who have income
for daily living but still struggle to save. Likewise, if you are
65, plan to retire at 66 and have no retirement savings set
aside then these thoughts will not provide a blueprint for
sufficient preparation. This article takes into account those
who have 15 or more years before they plan to begin their
retirement.

Monitor Your Monthly Expenses – In addition, write
down a list of every monthly reoccurring expense that you
are responsible to pay such as the mortgage, utility bill, auto
insurance, groceries, etc. If you are able, create a chart.
Monitor Your Yearly Expenses – There are expenses that
you pay on a non-monthly basis. This would include such
expenses as semi-annual insurance payments, birthdays, personal property taxes, vacations, school expenses, etc. Again,
if you are able, create a chart.

First Things First

As corny as this may sound, I am convinced that the first
step to building your retirement savings is to actually believe
that you can. If you have already decided in your own mind
that you cannot build up savings for retirement...then you
simply will not. You cannot change the past, regardless of
the circumstances that have contributed toward your present
situation.

Write Down Past Unexpected Expenses – Every year, unplanned events take place that require spending money. Take
a moment to write down those events from the past years
and the amount of money you spent. For example, this may
include a medical emergency, automobile repair, financing a
wedding, etc.

Do not let it stop you. Dwelling on the past keeps you facing in the wrong direction. You cannot win, playing the “if
I had only...” game. Wishful thinking doesn’t achieve much
in this life. You must set your mind to the task at hand and
firmly believe that you CAN accomplish this; determine
to do whatever it takes to solve this dilemma. Take heart –
there are many with the smallest incomes who have grown
healthy nest eggs and there are many who have begun this
process late in life and are well on their way to a fulfilling
retirement. You CAN do it, too. Believe it! Determine it! Do
it!
Closely akin to this initial first step is the realization that no
one else is going to do this for you – IT IS UP TO YOU!
This will take a lot of hard work, a healthy dose of selfdiscipline, and stick-to-itiveness. More than anything else,
it requires real and drastic changes in your habits, priorities
and outlook.

Analyze Your Data and Trim

Now that you have a good idea of where your money is
going, it’s time to analyze the information and determine
where to make changes that will save you money.
Determine Needs vs. Wants. One of the more difficult tasks
is to honestly assess what belongs on the “Needs” category
and what belongs in the “Wants” category. This candid
evaluation is at the very heart of saving money. For the sake
of preparing for the future, you must be prepared to minimize your wants and concentrate on more efficient methods
of meeting your needs. Start trimming away those wants.
You may be surprised how much money this frees up. For
example, you may discover that you spend $100/month on
personal entertainment such as magazines and movies.
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Continued on page 8

“For more than 23 years, Federated Insurance has
provided our company with peace of mind through
value-added risk management and insurance
protection. With Federated’s strong financial
ratings and over 100 years in business, we know
we can trust them. We view Federated as not
just an insurance carrier but a business partner
providing sound risk management that impacts
our bottom line in a positive way. Their training
seminars are an invaluable tool to our business
do
you like most about your job?
and to the health and well-being of
ouryou
employees.”
do
like least?

Member Profile

Meet the Members - New Feature
Your association has added a new segment to the MLA
News You Can Use quarterly publication. We would like to
feature you in this column, as well. Please contact MLA for
more information at 800-747-6529.

What
What
I enjoy meeting
and Blackmon
greeting people and
Ken and Dolores
helping Ken’s
themDiscount
have aMaterial,
good Inc.
experience in
El Dorado, Arkansas
our stores. I don’t like having to discipline
employees.

Member Spotlight - Ken Blackmon

Association
Recommendation for:
Property and Liability,
Workers Compensation,
Group Health, and
Financial Protection
Services

What was your first job?
My first job was selling morning newspapers on the street outside of nightclubs on the weekends in
Hot Springs, Ark. when I was 10 years old.

Tell us about your company.
Ken’s Discount was started in 1973 with three bundles of
plywood on consignment. Through the nearly 40 years and
many great employees, Ken’s has grown to be one of the largest lumberyards in South Arkansas, with over two million in
inventory. Ken’s sells almost anything that goes in a house.

What are your favorite books and/or movies?
I don’t have a favorite book, but I enjoy reading articles by
Bill Lee. My favorite movie is Forest Gump.

How and when did you become involved with your company?
In 1973, Ken started the company with three stacks of plywood bought on consignment.

What are you most proud of?
Taking a company that started with three stacks of plywood
on consignment, and turning it into a company with over
two million in paid-for inventory.
How would you like to be remembered?
I always wanted to be remembered as a man who didn’t forget where he came from and helped people and organizations
along the way.
What’s one thing about you few people know?
I’m not
the bear most people make me out to be. Just ask
The FEDERATED Insurance Companies
Home Office: 121 East Park Square, Owatonna, Minnesota 55060
some 
of my
longtime
employees.
 
s WWWFEDERATEDINSURANCECOM
!$  -,! %D  s #OPYRIGHT  &EDERATED -UTUAL )NSURANCE #OMPANY

What are your pet peeves (the things that bug you the
most)?
People who exaggerate.
Tell us about your family.
I have wonderful wife, Dolores, of 36 years who manages
our lumberyard. I have a daughter, Kim, and a son-in-law,
Josh, who both work at the lumberyard in management.
They have a daughter named Marley. I also have another
daughter, Kendra, who is in pharmaceutical and medical
sales. Her husband, Justin, is completing his internship in
Wichita, Kan., to be an orthopedic surgeon. They have a son
named Karson. My son, Odie, is a song writer in the country
music field, and his wife, Betsy, is an RN at Vanderbilt in
Nashville, Tenn. They have a daughter named Josie.
Continued on next page
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Across State Lines

Member Profile - cont.

Meet the Members
Continued from page 4

Winter Meetings Set for Kansas, Missouri
and Arkansas - cont.

If you have pets, tell us about them.
My wife has two female black labs - Sassy and KJ.

Arkansas Winter Meeting February 7-8, 2013

What is your favorite vacation location and why?
Alaskan cruise. The temperature.

The Arkansas State Committee will hold its annual winter
meeting again this year in Hot Springs, Ark., February 7-8,
2013. Watch the MLA website and your mail for final details. The tentative schedule is as follows:

What is your favorite way to unwind after a hard day?
Take my wife out to eat.

Thursday, February 7, 2013

What does belonging to MLA mean to you?
By belonging to this organization, you are with great people
that have vast amounts of knowledge and experience. I learn
something at every meeting. MLA also has a lot of great
programs that are very helpful in managing my business.

6:30 – 7:30 p.m. - Reception
7:30 – 9:00 p.m. - Dinner

Friday, February 8, 2013

8:00 – 9:00 a.m. - Breakfast
9:00 – 10:30 a.m. - Ark. State Committee Meeting
10:45 – 11:30 a.m. - Legislative Update, and Work
				
on 2013 Legislative Agenda
11:30 – 12:30 p.m. - Lunch

MLA would like to feature you in an upcoming issue of News You
Can Use. Please contact Olivia Holcombe at 800-747-6529 or
oholcombe@TheMLA.com for a questionnaire and more
information.

NLBMDA News - cont.

Your Business Wins When
Membership Grows

Department, in testimony at the hearing. “The Committee
should urge GSA to construct performance-based criteria
for selecting green building ratings systems, and then accept
those private standards that meet the designated performance criteria.”

A membership in the MLA is an important business
investment that will provide your business and career
with a wealth of information and training about our
industry. Share these benefits with your industry peers
by recruiting them to join the MLA in 2013.

AHPBC supports the common objective of improving energy efficiency and environmental performance in buildings
and will continue to engage members of Congress on the
issue. NLBMDA is proud to be a member of the coalition
and looks forward to working with building and construction industry stakeholders in the development and voluntary adoption of green-building standards that embrace a
consensus-based approach.

Below are a few great reasons to sign up:
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 in the association.

Mid-America Lumbermens Association
P.O. Box 419264
Kansas City, Missouri 64141-6264
Phone: 816-561-5323 • Toll Free: 800-747-6529
E-Mail: mail@TheMLA.com

MLA helps members stay out of trouble and make
more money. For membership information and record
changes, call any MLA staff member at 800-747-6529.
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Sales and Gross Margin Tips

Sales Are Up, Margin is Down
By Bill Lee, visit BillLeeOnline.com

I can’t tell you how many times this year I have heard my
clients use these exact words. It does seem that housing starts
are gradually improving, but everyone is so hungry for sales
that too many managers and salespeople are using the most
convenient marketing tool at their disposal – cut the price.

just a technique to lower the customer’s cost of goods sold.
Customers and prospects often resist showing a competitive
salesperson a copy of an invoice. The question salespeople
must determine is, “Why so much reluctance?” Is the customer lying or is the customer protecting a confidence?

We all are tempted to cut the price or bid jobs at skinnier
gross margins than we need to cover our expenses, but for all
the wrong reasons. Many times we do this because we lack
confidence in the competitiveness of our pricing.

I believe someone in management should be accountable
for determining the market price for commodity products
and adjust those prices perhaps as often as weekly. He or she
should certainly review commodity pricing every week at a
minimum.

Typical Sources for “Market” Prices

My favorite sources for what’s really going on in the market
place include my most conscientious vendors or suppliers. These guys talk to not only you almost every day of the
week, but they also talk with each of your competitors just
as often, so I rely heavily on knowledgeable vendor salespeople to keep me abreast of what’s going on in the market.

Word of Mouth - Word of mouth is not a very effective way
to determine what the “market” is for the products you sell.
It’s easy for customers and prospects to extract a discounted
price from a salesperson when the salesperson is a bit gun
shy and insecure about asking for verification of the competitive price he’s being asked to meet. He wants the order
so badly that he will meet just about any pricing he hears
come out of the customer’s mouth if he thinks it will lead to
an order.

Another confidence builder is for the “pricing doctor” in
each company to document on a sheet of paper the prices he
or she hears from the field. Then ask the following questions
about the reported lower price:

Show Me a Copy of the Invoice – Visual verification is, of
course, the most credible way to determine if the price your
customer says he has been quoted is really the truth and not

Continued on next page

Your Source for Financial Services
We deliver unique benefits to your business including:
» Industry Experience
» Consistent Track Record
A full slate of professional services:
» Certified audits
» Valuation for estate tax purposes
» Valuation for mergers and acquisitions
» Income tax preparation/consultation
» 401(k) audits
» Internal Control Reviews

SWA Financial Consulting, P.C.
Call us at 800-762-5616
A Subsidiary of
SouthWestern Association
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Remembrance

Sales and Gross Margin Tips - cont.

•

Jerry Alyea, Lee’s Summit, Mo., passed away Tuesday, Oct.
30. Jerry was the former owner of Community Building
Centers of Butler, Nevada, El Dorado and Lamar, Mo., and
Complete Building Center, Blue Springs, Mo. He was also a
treasurer of the Mid-America Lumbermens Association and a
member of the Board of Directors. Jerry was also a past member of the Jackson County Board of Election Commissioners;
past officer of the Eastern Jackson County Republican party;
past president and member of the Blue Springs Rotary Club.

Who said what and when did they say it?

• What are the odds that the source of the competitive
information is just using me to get a lower price he can shop
to one of my competitors?
• On a scale of 1 to 10, what is the integrity level of
the person claiming to have been quoted a lower price?
•

What is the name of the competitor?

•

What is the salesperson’s name?

•

What is the size of the job being bid?

Call Your Association Hotline
For Assistance With:
Accounting Services
Education & Training
Legal Services		
Insurance Information
Credit Checks		

• Was the person asking for the quote asking because he
was preparing to buy or because he wanted to know what
price to quote his customer?
• Is this a “new low?” or is this the first time you have
heard this price? In other words, did the price represent
precedent-setting pricing? (This is where documentation is
vital to an accurate answer.)

Mid-America Lumbermens Association
Toll Free: 800-747-6529

Nothing is confidential. Managers, pricing doctors and salespeople alike must understand that whatever price they quote
is going to spread throughout the community like wild fire.
Pricing is like water in that it seeks its own level.
A great question to ask the individual telling you your
price(s) is not competitive to help determine if he is just
shopping or if he sincerely wants to give you the business:
“Mr. Customer, If I am successful at meeting this price, are
you telling me that you will give us the order?” If the customer says yes, I will give you the order, then use this statement:
“In that case, would you be willing to go ahead and give
me the order contingent upon our meeting the competitive
pricing?” If he gives you the order, you know the customer
is sincere. If he says no, you cannot have the order on that
basis, the odds are good that he’s just playing games with you
to get pricing ammunition he can use to keep his favorite
supplier honest. Let’s assume a company has a 25 percent
gross and is selling $1 million each month. For every percentage point that company loses in gross margin, it must gain
just over 4 percentage points in sales to earn the same gross
profit dollars.
$1,000,000 x 25% = $250,000
$1,042,000 x 24 percent = $250,000
To buy Bill Lee’s Gross Margin improvement products go to
BillLeeOnline.com.

Operations Comparison Survey
Certified Valuations
Benefits & Retirement Planning
Mergers & Acquisition		
Regulatory Advice
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Financial Planning

Trim that down to $25/month and you have a savings of
around $900/year.

Entertainment – Do I really need cable or satellite television?
Do I need those movie channels?

Develop Savings Habits. There are some areas in the
“Needs” category that can be improved to increase your savings. Take, for example, your need to eat. However, purchasing goods at the grocery store (especially, when they are on
sale) and preparing your meals instead of going to restaurants is a powerful “savings habit” that must be developed.
Consider this example - purchase a loaf of bread ($1.98),
lunch meat ($3.00), chips ($2.69), bag of apples ($1.49) and
Miracle Whip ($1.50). This could easily make a week’s worth
of lunches averaging $2.38/meal. Compare that to eating at
a fast food restaurant each day and averaging $5.00/meal.
That’s a savings of over $600/year. Apply this to other areas
of “needs” such as clothing. Instead of buying the latest costly
fashion, try a thrift store or a sale at a department store. Now
is not the time to be proud.

Utilities – Can I set up a “level pay” plan? Can I reduce my
time in the shower, bath, etc? Do we really need all these
lights on?
Food – Do I really need to eat out as much as I do? How
much can I save by cutting coupons?
Daily Purchases – Make it a habit to make daily, necessary
purchases with paper money. Then, take the change you receive and put it in a piggy bank or jar. The accumulation over
time can become a significant amount.
Get Another Job – If you’re able, secure a part-time job even
if it’s just one day a week. Working eight hours a week at
$10/hour should give you an additional $175 to $225 each
month.

Create a Budget. Having determined your needs and ways to
trim the cost of your needs, make a budget that pays for your
expenses, allows for unexpected costs and gives you money to
save. Then, discipline yourself and stick to your budget.

Invest Your Savings

Now that you are able to save money, take the portion you
are not using to pay down debt and regularly invest it in a
retirement account such as an IRA. Consult a professional to
help you determine what your risk tolerance is; this should be
based upon your age and goals, and then allocate your money
across the investment choices in your IRA.

Pay Down Debt. Decreasing and eliminating debt is one of
the fastest ways to free up money for saving. Refuse to use
your credit card on wants. In fact, only use your credit cards
for an emergency need. Make it a habit to carry only one
credit card with you and tape a note on it that says, “Use
only for an Emergency.” Consolidate your debt. If you can
decrease your monthly debt responsibility and decrease the
amount of interest you pay with debt consolidation ... then
do it. Use a little of what you save to pay down debt. Even
adding $10 more for each monthly payment will pay an additional $120/year and save you in interest payments, as well.

Regular contributions to your IRA will allow you to use the
power of dollar-cost averaging and compounding interest to
help grow your retirement nest egg.
Let’s consider an example: Suppose you are 30 years old and
able to invest $1,800/year (saving $150/mo.)until you retire
at age 65. Assuming you are able to earn 8 percent on your
money, you would end up with around $325,000 in your account. If you increase that investment to $2,100/year (saving
$175/mo.) you would end up with around $390,000.

Additional Saving Tips

Here are some additional tips you might use to increase
your ability to save money. Use what works for you now and
incorporate others, later.

Conclusion

Developing retirement savings can be boiled down to three
major steps: (1) Mentally believing and determining that you
can do it; (2) Changing your daily habits to reduce spending,
pay down debt and grow savings with new fiscal self-discipline; and (3) Investing those savings on a regular basis in a
retirement account. It can be done with a lot of effort and
hard work. Why not start developing your retirement savings
today?

Look at your big expenses and ask yourself if there are ways
to lower them. For example:
Housing – Can you move to a less expensive apartment? Can
you refinance your house and lower your payment?
Transportation - Can you use only one car instead of two?
Can you carpool to save on gas?

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

Spring 2013 | Now enrolling!

Career Training

SFCC-Sedalia
CNST 103-Construction Materials
and Methods II; MW, 8 a.m. to 8:50 a.m.
Jan. 14-March 11
Provides a basic knowledge of methods and materials
historically and currently in use in the construction
industry, as well as potential future developments
in technology. Course is designed to address the
second eight major areas of construction materials
and methods as detailed in Construction Speciﬁcation
Institute format.

SFCC Online
CNST 106 Construction Estimation
Jan. 14-May 17
Examines the methods used in cost estimating in the
construction industry. Skills such as quantity takeoff, measurement, quote and bid solicitation, etc., are
developed, as well as discussion of strategy involved
in bid formulation and submissions. Computerized
estimating techniques are explored, as well as manual
methods. Course will require completion of a cost
estimate for residential, commercial, industrial, or
heavy construction projects.

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

CNST 162 Construction Safety
Jan. 14-March 11
A comprehensive discussion of 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.

High-quality training in:
•
•
•
•

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

How much does it cost?
MLA members pay the lowest tuition rate and the
standard application fee will be waived.

CAD 111 Introduction to Computer
Aided Drafting
Jan. 14-May 17
Students will gain 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.

How do I apply and enroll?
Visit www.sfccmo.edu/buildingmaterials for
program details and an admissions application.

Each course is three credit hours.

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

SFCC_MLA_1UP_Fall2012.indd 1

11/2012

11/5/2012 2:52:51 PM
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Annual Meeting of Members

2012 Fall Fling - Photo Recap
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I Don't Understand Why My Workers Compensation
Experience Mod Went Up!
By Federated Insurance Co.

Why Change Now?

Starting in 2013, thousands of employers all over the country could see their workers’ compensation experience modification factor increase due to a significant change in the
way the experience mod is calculated. On the other hand,
the National Council on Compensation Insurance (NCCI)
argues that many employers could actually see a decrease in
their experience modification factor.

NCCI is making this change because it's been 20 years since
the last split-point update.1 Data has shown that the average
cost of a claim has tripled in that time. This has led to experience modification factors reflecting less of an individual
firm's actual experience.

What Can You Do To Reduce Your Experience Modification Factor?

How Do We Make Sense of This?

You can't change your past claims and their effect on your
experience modification factor; however, there are a couple
of ways you can reduce the negative impact of this change
going forward:
• In many states, medical only claims are discounted
		 by 70 percent, compared to claims that include
		 lost time (wages). With the increase in split points,
		 that 70 percent reduction is that much more
		 important. Fully committing and
		 implementing a light duty/return-to-work
		 program can keep the claim contained to medical
		 only costs.

Many different factors are used to calculate a company's
workers’ compensation experience modification factor,
including a number of which are out of a business owner's
control. If you have been frustrated with this calculation in
the past, then now is the time to start to better manage this
very important risk factor that directly affects your insurance
premiums.

How Does It Affect You?

Let's explore the major change to the experience mod calculation by defining the term "split point." In examining your
Experience Rating Worksheet, you may have noticed that
individual claims appear to be capped at $5,000 (far right
column of the report). NCCI considers the first $5,000 of
the loss to be the primary amount, and the portion of the
loss greater than $5,000 the excess amount. The primary
amount (first $5,000) fully factors into the experience rating
formula, with the excess amount being "discounted."

•
		
		
		
		
		
		
		
		
		
		
		

The current split point ($5,000) will begin increasing in
2013; specific dates vary by state. The scheduled changes are
generally as follows:
2013: The split point will be increased to $10,000.
2014: The split point will be increased to $13,500.
2015: The split point will be increaed to $15,000 plus
			 two years of inflation adjustment.

When is your loss data reported? The data used to
calculate your experience modification is sent by the
insurer to the rating bureau six months before the
insurance renewal date. Three years of data are used
to calculate the experience modifications, beginning
four years prior and not including the current
year. For example, an employer with a policy
that renewed on January 1, 2012, will generally
have an experience modification factor that uses
the loss experience for policies that were
effective 1/1/08-1/1/09, 1/1/09-1/1/10, and
1/1/10-1/1/11.

Call your insurance carrier and request a claims history
report seven to eight months before your policy expires.
Review the report for open claims and to confirm current
information beforethe data is reported to NCCI. Often,
small open claims can be reserved at a higher amount with
nothing paid. The reserve amount is reported to NCCI until
the claim is closed. Reserves count against your experience
modification factor even if nothing has been paid.

Basically, the split point changes increase the impact of
claims greater than $5,000 on your experience mod factor.
Conversely, employers with few or no claims greater than
$5,000 will generally see a reduction in their experience
mod factor, which essentially rewards companies that more
effectively prevent and manage their claims.

Continued on page 13
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Safety News

Five Deadly Forklift Dangers – Part 1
OSHA estimates that one million forklifts are used in workplaces across the United States.
Each year, nearly 100 workers
are killed and another 20,000
are seriously injured in forkliftrelated incidents.

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

Deadly Danger #1 –
Forklift Turnovers

Deadly Danger #2 – Nearby Worker Struck by
Forklift

Close to one out of every four
fatalities occurs when a forklift tips over. Forklifts can easily
tip if they are overloaded, if the load is not well balanced, or
if they travel with the forks too high.

Forklifts and pedestrians can often be a deadly mix.
How it can happen: A punch press operator at a computer
components manufacturer was fatally injured when a forklift, traveling in reverse at high speed toward the victim’s
workstation, struck a metal scrap bin and propelled it toward the workstation where it struck and crushed the victim
against the press.

How it can happen: A forklift operator was killed when his
forklift overturned when he was turning while backing down
an incline. Another operator was fatally injured when his
forklift fell off a loading dock and pinned him under the
overhead guard. Neither worker was wearing a seat belt.

To Prevent These Accidents:
• Separate forklift traffic and other workers where
		 possible.
• Limit some aisles to workers on foot only or
		 forklifts only.
• Restrict the use of forklifts near time clocks,
		 break rooms, cafeterias, and main exits,
		 particularly when the flow of workers on foot is
		 at a peak (such as at the end of a shift or during
		 breaks).
• Ensure that workplace safety inspections are
		 routinely conducted by a person who can
		 identify hazards and conditions that are dangerous
		 to workers.
• Install workstations, control panels, and
		 equipment away from aisles when possible.
		 Otherwise, install physical barriers to ensure that
		 workstations are protected.
• Avoid locating bins, racks, or other materials at
		 corners, intersections, or other locations that
		 obstruct the view of operators or workers at
		 workstations.
• Enforce safe driving practices such as obeying
		 speed limits, stopping at stop signs, and slowing
		 down and blowing the horn at intersections.

How to prevent these accidents: Operators should be required to wear seat belts and must be trained to:
• Make sure the load is stable and safely arranged on
		 the forks.
• Avoid tilting the forks forward except when
		 picking up or depositing a load.
• Tilt the load backward only enough to stabilize
		 the load.
• On grades, tilt the load back and raise it only as far
		 as needed to clear the road surface.
• Use extreme caution on grades or ramps.
• Keep the load uphill when going up or down an
		 incline.
• Avoid raising or lowering the forks while the
		 forklift is moving.
• Slow down to make turns and avoid attempting
		 sharp turns.
• Make sure that there is room for the rear end to
		 swing when making turns.
• Handle asymmetrical loads when their work
		 includes this activity.
• Slow down on wet or slippery surfaces.

Continued on next page
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Work Comp Insurance News - cont.

Safety News - cont.

•
		
		
		
•
		
		
		

Times are Changing

Evaluate intersections and other blind corners to
determine whether overhead dome mirrors could
improve the visibility of forklift operators or
workers on foot.
Operators should obey speed limits, watch for
pedestrians, sound horns when vision is
obstructed, and avoid driving close to employees
nearby or their workstations.

Don't get caught off guard! Now more than ever, it is time
to focus on risk management, claims prevention, and claims
management so your business can remain competitive and
thrive. Whether you are a current client of Federated Insurance or not, contact your local marketing representative to
tap into his or her knowledge of the Workers’ Compensation
Experience Modification.

Other Workers Should:
• Be aware of forklift traffic areas, avoid them if
		 possible, and keep a sharp eye out if they are
		 walking in a forklift lane.
• Be ready to move quickly if they hear a warning
		 horn or backup signal.
• Not listen to their iPod® or other audio devices
		 requiring ear pieces if they are walking in a
		 forklift-traffic area.
• Move out of the way quickly if they observe
		 a forklift that looks unstable or is not operating
		 in a safe manner.

* Medical Only discount not available in all states.
1 NCCI does not administer the Experience Rating plans in California, Delaware,
Michigan, New Jersey, and Pennsylvania. These states provide their own bureau
to administer the Experience Rating Plan. The split point changes discussed above
may not apply. In Minnesota, New York, Texas and Wisconsin, NCCI Experience
Rating Plan applies only when the rating also includes an NCCI state. In monopolistic states (North Dakota, Ohio, Washington, and Wyoming), a state agency
administers the plans and rates.
This article is intended to provide general information and recommendations
regarding risk prevention only. There is no guarantee that this information will
result in reduced losses, lower premiums, or lower experience modification factors.
The content provided is accurate as of June 2012 and is subject to change. This
information may be subject to regulations and restrictions in your state and should
not be considered legal advice. Qualified counsel should be sought regarding questions specific to your circumstances and applicable state laws.

Deadly Danger #3 – Victim Crushed by
Forklift
The average forklift weighs several thousand pounds. As a
result, 16 percent of forklift fatalities occur when victims are
crushed by the vehicle.
How it Can Happen:
An electric-line technician was crushed to death after falling
from and being run over by a forklift. The technician was
riding on the forks.
How to prevent these accidents: Operators should:
• Never allow passengers to ride on forklift
		 trucks unless a seat is provided.
• Make sure authorized passengers are seated
		 and using seat belts.
• Never allow workers to ride on the forks.
• Remain inside the operator’s compartment
		 while using a forklift and wear a seat belt.
• Always check the route for any hazards,
		 especially if operating in an unfamiliar location.
We will finish dangers four and five in the next issue of MLA
News You Can Use. Contact Robert Uhler at 800.747.6529
to learn more about MLA’s OSHA compliance programs.
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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
501-321-9600
Fax: 501-321-9623
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, MO 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
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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

FEDERATED

®

Your Association Does!
More than 400 associations representing 800,000 members
exclusively recommend one or more Federated Insurance programs.
Contact your local marketing representative to find out why.
Visit www.federatedinsurance.com to find a representative near you.

It’s Our Business
to Protect Yours

®
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*Federated Service Company is not licensed in the states of NH, NJ, RI, and VT.
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MLA Fall Fling – Best Ever!
Many thanks to the members, sponsors and guests who
participated in the MLA Fall Fling, Nov. 8-9, making it our
best event ever. After a get-acquainted reception on Thursday
evening, followed by dinner at one of the finer Kansas City
restaurants (sponsored by Associate members), the annual
meeting on Friday morning brought everyone up to date on
Association activities. Mike O’Brien, President, NLBMDA,
gave us an outstanding update on the Washington scene
and federal regulations. Dan Garcia, Federated Insurance,
apprised members of coming changes in the work comp
split points. The new board of directors was introduced, and
recognition given to those who have served so well: Immediate Past President Ken Blackmon, retiring Associate Director
Don Rieger and two Board members moving to the
executive committee: Jim Bishop and Dan Prendergast.
Greg Brooks and Jon Davis then enlightened the group
regarding the expected economic changes and how to plan
for success in the year ahead.

Many thanks to the sponsors who made this meeting
possible:
Presenting Sponsor:

Federated Insurance*

Sterling Sponsors:

Cargotec USA, Inc.*
Great Southern Wood Preserving*
Tax Favored Benefits
Westfall GMC

Standard Sponsors:

Blish-Mize Company*
Frontier Forest Products
Mid-Am Building Supply
Monarch Cement Company

Dine-Around Sponsors:* DMSi Software
Forest Products Supply
Hardman Wholesale

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

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!

