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Upcoming Events  
Arkansas Spring Meeting 
May 29-30 - Hot Springs, Ark. 
 
Kansas Sunflower Shootout 
June 8, 2012 - Hutchinson, Kan. 
 
Arkansas Trout Fishing Event 
Sept. 27-28 - Cotter, Ark. 
 
MLA Fall Fling 
Nov. 8-9 - Kansas City, Mo. 
 
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.
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     Putting Off Until Later — Simply put, the best time to start saving 
is NOW.  The sooner you begin contributing to your retirement or other 
investment account, the better off you will be.  Consider an example be-
tween two hypothetical potential investors.
     Mary starts saving early, 40 years before her target retirement age of 65.  
She invests $1,200 annually and earns 8 percent on her money.  At age 65, 
she will have about $310,000.
     John chooses to delay saving until retirement is 20 years away.  Since 
he starts late, he puts in $3,600 per year.  At age 65, he will have about 
$165,000 if he earns the same 8 percent on his money.
     John has actually contributed $24,000 more than Mary, but ends up 
with almost half as much because he chose to wait.
      
     Ignoring Tax Breaks — The government wants individuals to save for 
their retirement.  As an incentive to do so, they provide potential investors 
with tax breaks in various types of retirement accounts.  Two of the most 
popular are discussed below.
      
     Traditional Individual Retirement Account (IRA) – These contribu-
tions may be tax deductible depending on an individual’s income.  For 

MLA Member Benefits Keep  
Getting Better
    MLA has always been the right place to be to get the best services 
available for your business. Staff and members research new programs and 
review long-term offerings to be sure members get the best value in the 
programs we offer: everything from insurance programs to business forms 
and more. 
     This is a reminder about two of our most valued services and an an-
nouncement about the newest program now available to members. 
 
     401K Program – As the industry ramps up for the housing recovery, 
you’ll be looking for ways to retain your valued employees. If you don’t 
already offer a 401K or other retirement plan, consider it now. We’re 
Continued on next page 

Continued on page 4
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MLA Member Benefits - cont.

Benefits Keep Getting Better - cont. 
reminded daily that Social Security no longer covers the 
long-term needs of retirees, and the likelihood is remote it 
will adequately cover expenses for those looking to retire 
10 to 20 years from now. MLA partners with Tax Favored 
Benefits (TFB) to provide 401K plan administration. If you 
already have a plan, talk with the good folks at TFB to com-
pare your program with what they offer. Maybe you have a 
plan, but you can’t get employees interested in participating. 
TFB visits with your employees to explain the value of plan-
ning and investing – as little or as much as fits their comfort  
zone – and works with each one personally. We feel comfort-
able recommending Tax Favored Benefits because we use 
their services at the Association office. They’re good, trust-
worthy people and you’ll like doing business with them. 
 
     Hotline – Do you ever need a little advice? Maybe it’s 
just a nagging doubt about how a situation is going with an 
employee or some other legal issue. Regardless of the issue – 
wage and hour, sales tax, or ownership issues – pick up the 
phone and call your association – 1-800-747-6529. We’ll 
have an expert contact you to discuss your concern. It’s a 
membership benefit and we’re here to help. 
 
     MLA has some new services, too, including: 
 
     OSHA Compliance Service – Regional Manager Robert 
Uhler is fully trained to provide advice to members on 
OSHA compliance and other safety issues. You may already 
know that OSHA has hired thousands of new compliance 
officers. Robert can provide a walk-through of your yard 
and point out areas of concern so you can get on the right 
track before the OSHA inspector comes calling. You can 
take advantage of the mock-audit service or quarterly safety 
inspections. In addition, Uhler can conduct on-site forklift 
training or estimating training for your employees – or we 
can arrange for group training for several dealers at a  
convenient central location. 
 
     These are just a few of the many programs and services 
available to members. We’ll devote a little space in each 
newsletter to help you understand how you can get more 
from your Association membership. If you want to know 
more right now, go to our web site at: www.TheMLA.com 
and click on the “Products and Services” tab or call MLA at  
800-747-6529. 
 
   Think of our services as “sleep insurance.” You’ll sleep a lot 
better when all those nagging, “keep-you-awake” issues are 
put to rest. Before you call anyone else, call MLA and 

June 8 at Highlands Golf Club, Hutchinson 
Plan Now to Attend the 
24th Annual Kansas  
Sunflower Shootout
    Once again, the Kansas 
Lumber Dealers Activity 
Committee is hosting the Sun-
flower Shootout in Hutchin-
son, Kan. Remember, all 
proceeds from this event help 
fund the Scholarship Program 
for Kansas Lumber Dealers 
and their employees. Please look for more information 
and registration materials on our website: www.TheMLA.
com. 
     Please plan on attending this great event and enjoy a 
great time together with friends and colleagues. Each year 
this event proves to be one of the best and biggest indus-
try events in Kansas. So, mark your calendar and plan to 
attend one of the most anticipated events every year in 
Kansas – The Sunflower Shootout. The event will be held 
Friday, June 8, at the Highlands Golf Club in Hutchin-
son, Kansas. We will have an 8:30 a.m. tee off and this 
year’s chairman will again be Ray Mueller, Clark Lumber 
Do-it Center, Herington, Kansas. 
     For more information contact Robert Uhler at the 
MLA office - 1-800-747-6529.

 
 
 
 
 
 
 
 
 
 
 

Part of the large crowd gathered for the 2011  
Kansas Sunflower Shootout.

 
We hope to see you Friday, June 8, at the Highlands Golf 

see if we can help. We have a network of experts and pro-
grams to solve almost any issue. You’ve already paid for your 
membership – now take advantage of it!
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Member Service

Notice of Liability for Third Party Collection Costs
     The laws in most states are written to protect honest busi-
nesses. One such law involves covering the additional costs 
incurred in the collection of legitimate debts. Under the law, 
creditors are allowed to make the debtor liable for these costs 
if hiring an attorney or collection agency becomes necessary 
to get the debt paid. 
 
     To take advantage of these rights, the creditor must 
provide his customers with written notice that they are liable 
for the third-party collection costs, and this notice must be 
given to the customer prior to the debt becoming delin-
quent. 
 
     By providing this written notice, a creditor can add the 
fees charged by a collection agency or by an attorney to the 
amount of the debt owed. 
 
     As a result, when the creditor’s agent is successful in 
collecting a debt, the creditor receives 100 percent of the 
amount owed to him rather than receiving the amount owed 
less the collection fees. In other words, by giving this notice 
to your customers you get the service of a professional debt 
collector at zero cost to you should the account become 
delinquent and you require such assistance. 
 
     Remember, in order for the collection cost liability to be 
valid and enforceable, you must: 
 
1. Provide your customer with notice of their potential  
    liability in writing, and 
2. Provide this written notice to your customers prior 
 to the account becoming delinquent. 
 
     The best approach is to include the written notice in your 
credit application and on the bottom or back of all invoices 
and/or statements. Providing the notice by either one of 
these methods will satisfy the written notice requirement - 
and doing both reduces any questions as to the legitimacy of 
this liability. 
 
     Though these fees are not collected in every case, they 
are collected frequently and the resulting additional cash 
receipts can be an important amount. 
 
     In addition, the balance due plus collection costs is a 
much better starting point for payment negotiations with a 
debtor than at just the balance due. 
 
   Adding the notice to your collection process will require 

a little redesign of some forms but the increased revenue will 
make the changes worthwhile. 
 
This collection tip was provided by Todd Elliott, ICS-National  
Collection Service, MLA’s endorsed provider of collection services for 
members. For more information, or to find out more about ICS- 
National’s services, please contact Todd Elliott at 918-622-2331  
(toll-free at 877-622-2331) or telliot@ICS-National.com.

OHSA Developments to 
Watch
     Notwithstanding the fact that 2012 is an election 
year, and much of OSHA’s rule-making activities will be 
shelved until the day after the election, this year is likely to 
be another remarkable year in the OSHA universe, from 
significant enforcement initiatives to the completion of some 
major rules. 
     Increasingly, regulations are targeting lumber and 
building material operations. Consider such regulations as 
the rules on Residential Fall Prevention in Construction, 
National Emphasis Program on Combustible Dust, and the 
final regulations on Cranes and Derricks in Construction. 
How many of these regulations do you know and under-
stand? And, how many others could apply to your business? 
     According to statistics recently reported by OSHA, the 
number of workplace inspections conducted by federal 
OSHA in FY 2011 fell to a total of 40,215, down 778 from 
2010. The agency attributes this slight decline in the num-
ber of inspections to the fact that many inspections, particu-
larly those focused on health hazards and record-keeping 
compliance, require more time per inspection. 
     Despite the fewer number of inspections, the size of 
enforcement actions continues to rise. The average OSHA 
penalty per serious violation in 2011 increased to $2,132, 
more than doubling from 2010’s average of $1,053. In the 
last year of the Bush administration, 2008, that average was 
$998. As a result of these increases in penalties per violation, 
OSHA also increased by more than 30 percent the number 
of “Significant Cases,” which are enforcement actions with 
fines of $100,000 or more. Specifically, OSHA issued 215 
Significant Cases in 2011, up from 164 in 2010. 
     For more information, or assistance complying with 
OSHA regulations at your place of business, contact MLA 
Regional Manager, Robert Uhler at ruhler@themla.com or 
800-747-6729.
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Investing 101 - cont.

2008, $5,000 may be contributed; and, if you are over age 
50, you can put in an additional $1,000 for a total of $6,000.  
Contributions grow tax deferred and are taxed upon with-
drawal.
      
     Roth Individual Retirement Account – These contribu-
tions are made with after-tax dollars and are not deductible.  
However, no taxes on the initial contributions or earnings 
are due at retirement as long as certain requirements are met.  
Income limitations do apply to these types of accounts.
      
     Troubles With Emotional Investing — It is important 
to invest with your head and not your heart.  It is human 
nature to be more aggressive when the stock market is doing 
well and more conservative during down markets.  Unfortu-
nately, investors should take the exact opposite approach.
     During periods of rapid stock market growth, investors 
should rebalance their portfolio to their normal asset alloca-
tion to avoid taking on additional risk. During declines in 
the market, it is important for investors to remember their 
investing objective.  For many, it is for retirement, a long-
term objective.  Therefore, while it can be disconcerting at 
times, it is important to remain patient and not pull money 

out of the stock market during market downturns.
     Recent history provides a good example of why.  From 
01/01/97 – 12/31/99, the S&P 500 rose more than 100 
percent, an annualized rate of 27.56 percent.  Based on this 
phenomenal growth, many investors that had been conserva-
tive their whole life decided to enter the stock market, many 
for the first time.  Unfortunately, early 2000 saw the onset of 
one of the worst bear markets in about 30 years.  The market 
continued to fall until 2003.  After three years of losses, these 
conservative investors pulled out their money only to see the 
S&P 500 rise by more than 28 percent in 2003 (1996-2008, 
Morningstar, Inc.).
      
     Failing To Match Employer Contributions — As an 
incentive to participate in their sponsored benefit plans 
and as an employee benefit, many employers have chosen 
to match their employee contributions at some level.  The 
most common is a match of $0.50 for each employee dollar 
invested up to 6 percent of compensation.  Investors that do 
not participate in such plans are forfeiting free money.
     As an example, if an individual’s eligible compensation 
is $30,000, and they contribute 6 percent to their retire-
ment plan, they would put in $1,800.  Based on the above 
matching schedule, the employer would contribute $900.  
Not considering investment returns, this gives employees an 
automatic 50 percent return on their money.  Note:  Some 
plans require that an employer’s money be subject to a vest-
ing schedule requiring employees to work a certain number 
of years in order to receive all of the matching contributions 
upon separation from service.
      
     Alone Without A Financial Advisor — Many investors 
choose to invest on their own rather than using a financial 
advisor.  For some people that have the time, energy, and 
investing expertise, this works.
     However, many others may be better off utilizing the skills 
of a financial advisor.  Advisors must be licensed by FINRA 
and the individual states in which they conduct business, 
having passed examinations, which detail competency in vari-
ous areas of financial planning.
     While an advisor cannot guarantee investment perfor-
mance, a good advisor can explain various investment op-
tions to help you make an informed decision.
      
     Lacking A Plan — Often, people take the first step in 
planning for retirement which is to save money.  However, 
they do so haphazardly without a plan, which can limit the 
effectiveness of their savings.
     When people invest without a plan, they may end up with 
investments in several different fund companies, which can 
be difficult to track.  In addition, this could lead to over-
Continued on next page
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diversification by having funds with numerous overlapping 
holdings.
     Investors should review their holdings annually at a 
minimum to ensure that their investments continue to meet 
their objectives.
      
     Limited Investing Without Diversification — Webster’s 
defines diversification as investing in a variety of securities 
so that a failure in, or an economic slump affecting one of 
them, will not be disastrous to the entire portfolio.  In other 
words, do not put all of your eggs in one basket.
     Different areas of the financial markets perform better at 
various times.  By investing in several different asset classes 
investors can help limit the amount of volatility, or highs 
and lows, within their account.

About Tax Favored Benefits, Inc.
      
     With over 30 years of experience, Tax Favored 
Benefits, Inc. is a closely held financial services firm that 
focuses on retirement plans, group benefits and financial 
planning for  individuals and closely held businesses.  
Boasting clients in more than 30 states, we are commit-
ted to long-term advisory relationships with our clients.  
TFB has a staff, many with over 30 years experience 
in the financial services industry, and with such varied 
designations and degrees as Juris Doctorate, Master of 
Business Administration, Chartered Life Underwriter, 
Chartered Financial Consultant, Chartered Retirement 
Plan Specialist, Chartered Financial Analyst, Certified 
Employee Benefit Specialist and Life Underwriter Train-
ing Counsel Fellow.   
     We work with you, personally, or with your other 
professional advisors to evaluate the complex issues 
surrounding our clients and work to design a strategy, 
which most efficiently addresses the financial planning 
problem. 
     We give our clients the best of both worlds: regional, 
personalized service coupled with world-class products 
and people.  Perhaps the best way to judge us is by our 
clients and what they have to say about us.  We are 
happy to provide you with relevant references. 
 
Contact Tax Favored Benefits for all your investment needs at 
913-648-5526. 
 Tax Favored Benefits 
 4801 W 110th St., Ste. 200 
 Overland Park, KS 66211 
 Fax: 913-648-6798 
 tfb@taxfavoredbenefits.com

     The National Lumber and Building Material Dealers 
Association (NLBMDA) applauds the decision recently 
by the U.S. Court of Appeals for the District of Columbia 
(D.C.) Circuit delaying the National Labor Relations Board 
(NLRB) union poster rule. The rule would have required 
private employers to post an 11-by-17 inch notice regarding 
employee rights to unionize under the National Labor Rela-
tions Act. It was set to take effect on April 30 but will now 
be postponed until the appeal is decided. 
     The U.S. Court of Appeals for the D.C. Circuit decision 
follows the ruling issued last week by the U.S. District Court 
for South Carolina, stating that the NLRB does not have the 
statutory authority to require business owners to post this 
notice. In a March ruling at odds with the decision in South 
Carolina, the District Court for D.C. found the NLRB rule 
acceptable, but limited how the agency could enforce it. 
     “This ruling is a big win for NLBMDA members and 
we are pleased the courts recognized the Administration 
exceeded its authority regarding the union poster rule,” said 
Michael O’Brien, President & CEO of NLBMDA. “I hope 
the decision by the D.C. Circuit will help the NLRB strike a 
better balance between the rights of employers and unions.”

Another NLRB Poster Delay

Labor News
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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

Breathing Your Own Exhaust Stifles Profitability 
By Bill Lee, BillLeeOnline.com

     Owners and managers that work day in and day out in 
their own businesses are often guilty of what I call breathing 
their own exhaust. They find themselves in a rut. Their only 
source of new or innovative ideas is from each other. Cre-
ativity is stifled. Profitability is almost never optimized. 
     Several years ago, my firm received a recruiting assign-
ment from Jerry’s in Eugene, Ore. If you’ve never visited 
Jerry’s, you have missed out on a real treat; it is an indepen-
dently owned “box” store, owned and operated by  
Dennis Oram and his management team. Even following 
the onslaught of Home Depot, Jerry’s continues to thrive 
and prosper. 
     My best friend’s daughter and her husband recently 
moved to Eugene to work at the university there. When I 
mentioned Jerry’s to them, their eyes lit up like a Christmas 
tree. “We love to shop at Jerry’s,” they said almost simultane-
ously. “The service there is terrific and they have everything.” 
 
See What Others Are Doing 
     When I first met Oram, he told me something about his 
management philosophy that I had never before heard an 
owner say. “Eugene is not exactly the Mecca of innovation 
for retail marketing and merchandising,” Oram told me. 
“We budget over $50,000 annually to take our management 
team around North America to visit other retailers that can 
teach us something new. We long ago learned everything

that each other knows. To continue to stay on the leading 
edge, we have no choice but to travel to other markets and 
see what others are doing.” 
     As a consultant, about all I have to offer my clients is 
a result of my exposure to highly profitable well-managed 
businesses. I have visited literally thousands of businesses 
over my 35-year career. On consulting assignments, I delve 
into the bowels of businesses. While I am able to bring new 
ideas to my clients that help them improve productivity and 
profitability, I am in a position to learn what each of these 
businesses are doing better than anyone else. 
 
Fresh, New, Innovative Ideas 
     How many businesses similar to yours have you visited 
over the past year? If your business is not earning a mini-
mum of 6 percent to 8 percent before taxes, you’re missing 
out on a big profit opportunity. My advice, get away from 
your business three to four times a year to breath in some 
fresh, new and innovative ideas that you can take back home 
with you. 
     One of the best concepts to come down the pike over the 
past decade has been owner and manager roundtable groups. 
If you’re not in one, you need to find one to join or start one 
of your own. 
     In the roundtables our company facilitates, we are seeing 
Continued on next page
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Arkansas Spring Meeting - 
Just Around the Corner

Across State Lines - Arkansas

     This is an opportunity for 
all MLA members in Arkansas 
to get together, learn a little 
and help to build the Arkansas 
scholarship fund for the children 
of members and their employees. 
Plan to join us in Hot Springs 
on May 29-30. 
     Have you noticed the NEW MLA? We’re planning more 
activities, interacting will all members and bringing new 
value to your company. Grow with us!

Breathing Your Own Exhaust Stifles  
Profitability - continued

Sales and Gross Margins Tips - cont.

pretax margins soar among the participants, some as high as 
10 percent before taxes. What’s the secret, you might ask? 
The secret is very simple. Non-competing owners and man-
agers sit around a table and compare their financial results in 
virtually all categories. If, for example, one dealer is spend-
ing, say, 52 percent of gross profit dollars on people-related 
expenses and another is spending only 45 percent, you’re 
looking at a pretty significant effect on the bottom line. It be-
hooves the poorly performing manager to ask some questions 
and do some digging to find out why this particular manager 
is getting so much more productivity out of his people. 
     Think about it this way: Every business I have ever 
worked with is doing something better than every other 
business. If I can uncover what that something is, I become 
a much smarter consultant. The same is true for you. If you 
can find out what the other non-competing businesses are 
doing more effectively than you are and you have the courage 
to implement these ideas in your business, then your produc-
tivity has to improve. 
     Managing a business is not rocket science, but neither 
is it a “no-brainer.” Just maybe the way you’re doing things 
at your place of business is not nearly as efficient as the way 
someone else is doing them. 
     What if you found out that another operations manager is 
achieving $2.2 million in annual delivered sales per truck and 
you are only achieving $1.5 million? Wow, that represents a 
47 percent better job. Think about this difference in terms of 
the number of drivers and trucks he needs versus the number 
you need to deliver the same volume of merchandise. 
    What if you learned that another dispatcher has achieved 
an average turnaround time of 13 minutes and your drivers 
average 26 minutes between each delivery? If I were you, I’d 
want to ask a lot of questions. 
     To improve productivity and your profitability, get outside 
your own business and tour businesses that are making sub-
stantially more money than you are.

     Last year, the popular MLA Buyer’s Guide went out of 
print and transitioned to a robust new platform on the MLA 
web site at www.TheMLA.com. 
     Anyone wishing to source products or locate a supplier 
can go to the MLA online buyer’s guide to find what they 
need. The site enables searches by company, location, type of 
product and brand. 
     Suppliers wishing to have their company and products 
listed may contact the Association at 800-747-6529.

Buyer’s Guide Now Online

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



Big Hitter Sponsor 
 Blish-Mize Co. 
 Central States Manufacturing 
 DMSi 
 Forest Products Supply 
 Hawkeye Building Distributors 
 Orgill, Inc. 
 Quaker Window Products Co. 
 Schutte Lumber Co. 
 Thomas Nielsen Wholesale, Inc. 
 Weyerhaeuser/iLevel 

8

Across State Lines - Missouri

Members Enjoy Annual Swing-into-Spring

Championship Sponsors: 
 Federated Insurance 
 Great Southern Wood Preserving 
 Huttig Building Products 
 Mid-Am Building Supply 
 Midwest Low-E Insulation 
 Universal Forest Products 
 Westfall GMC (Hole-in-One Sponsor) 

Congratulations to the Winners 
 
Fishing Tournament: 
 Big Bass - 4.5lbs - Greg Nielsen, Thomas Nielsen   
   Wholesale, Inc. 
 1st Place Stringer, 12.5lbs. - Tom Dixon, Beyers Lumber 
 2nd Place Stringer, 9.8lbs - Bob Brown, Beyers Lumber 
 3rd Place Stringer, 5.24lbs - Kirk Shadduck, Quikrete 
 
Trap Shoot: 
 Top Shot - Brian Schnurbusch, Pennsylvania  
    Lumbermens Ins. - Hitting 46 out of 50 targets 
 Most Improved Shooter - Aric Bergthold, Central  
    States Mfg. - Hitting 29 out of 50 targets 
 
Golf Tournament: 
 First Place - A Flight - Tim Elliott, Ray Voepel, Nick 
    Oliver, and Chris Oliver with a score of 57 
 First Place - B Flight - Doyle Wiskur, Larry Stanfield, 
    Mike Swain and Jeff Girder with a score of 63 
 First Place - C Flight - PJ VanVactor, Marvin Lambert, 
    Dale Nixon with a score of 70

MLA Fishing Tournament - 1st 
Place Stringer - Tom Dixon,  
Beyers Lumber

MLA Fishing Tournament - 2nd 
Place Stringer - Bob Brown,  
Beyers Lumber

MLA Fishing Tournament - 3rd Place 

Stringer - Kirk Shadduck, Quikrete

1st Place, A Flight - MLA Swing-into-
Spring Golf Tournament

1st Place, B Flight - MLA Swing-into-
Spring Golf Tournament

1st Place, C Flight - MLA Swing-into-
Spring Golf Tournament

Thanks to the Generous Sponsors 
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DOT Compliance

June 5-7 – National Roadcheck 
By Mike Harp, Corporate Safety Compliance, Inc.

     As the first quarter of 2012 has ended and the second 
quarter is moving right along, the team at CSC, Inc. wants 
to take this opportunity to notify and provide some brief 
education on some important issues that are facing your 
company at the current time as well as regulations that are in 
the works to affect all of us in the transportation industry in 
the near future. 
     First, June 5-7 is National Roadcheck. Please make sure 
to notify all drivers, dispatchers, HR, Safety Directors and 
owners of the importance to assure that all equipment and 
drivers records, including medical cards and driver’s licenses, 
are up to date and ready to pass any level of roadside inspec-
tion. Last year, over 70,000 inspections were conducted dur-
ing this three-day period, and of that number, 18.3 percent 
were placed out of service for mechanical defects. The driver 
out-of-service rate was 4 percent. With the evolving of CSA, 
any and all defects discovered can negatively impact your 
company and its ability to provide transportation services. 
     Second, multiple drivers and companies are starting to 
see various forms of the Medical Certification as Part of the

Call Your Association Hotline  
For Assistance With:

 
Accounting Services  Operations Comparison Survey 
Education & Training    Certified Valuations 
Legal Services  Benefits & Retirement Planning 
Insurance Information Mergers & Acquisition  
Credit Checks  Regulatory Advice

 
Mid-America Lumbermens Association 

Toll Free: 800-747-6529 

Commercial Driver’s License. The USDOT CFR 383.71 
and 383.73 is changing the way that DOT medical certifica-
tions are being handled. Effective at this time, any person 
who applies or renews their CDL license must certify with 
the State to one of four categories. The driver and/or com-
pany must also be able to produce current, valid and legible 
copy of their current USDOT physical so that information 
can be updated into the new federal system. Effective Janu-
ary 30, 2014, any individual holding a CDL license, not 
having completed this regulation will have the license down-
graded to a Non-Commercial driver’s license. CSC, Inc. 
highly recommends that all drivers choose category #1, 
Non-Excepted Interstate. “I certify that I operate or expect 
to operate in interstate commerce, and I am subject to and 
meet the qualification requirement under CFR 391.” 
 
Clearinghouse for CDL Records 
     The FMCSA has decided to move forward with the 
national clearinghouse to capture records of CDL holders 
positive drug and alcohol test results. The clearinghouse will 
serve as a single, central repository for positive test results 
that hiring carriers could query during the applicant back-
ground screening process. This will allow for companies to 
search drivers/applicant’s background to offer verification 
that the driver has never tested positive for controlled sub-
stance and/or alcohol test administered by USDOT. 
     With multiple issues and changes happening on a daily 
basis, I cannot stress enough the importance for everyone to 
double check that you have all records up-to-date and that 
everyone is taking seriously the importance of following 
rules and regulations set forth by the FMCSA and USDOT.
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Personal Finances

Norma Jones Fall 2011 Collection 
By Motorcycle Mary

I wrote the book on being broke and coming back, but 
when I bought my house almost five years ago, I had no 
furniture, but I had a home! I do live frugally, and boy, 

do I like it when I am in the jet stream of my friends getting 
rid of things that I can use in my home. 
     Some people think that second-hand things are not for 
them. They need to have the latest Brand-Name Collection 
of whatever or they are not satisfied. I even read one time 
where a woman saw two exact tables at different prices and 
she bought the higher priced one as she thought it held 
more value. 
 
Gently Used Items 
     One of my BFFs is a young 70ish woman named Norma 
Jones. She had an apartment in the city that she was getting 
rid of after many years of enjoying the city on the weekends 
for shows, shopping, etc. She pulled a few people together 
and allowed us to have our pick of the place as she did not 
want to move any of it. I have to say this – that was a once 
in a lifetime experience. 
     She had brought a couple of granddaughters and one of 
her daughters, and I tried to be considerate of them and they 
had first choice on things. After we had been in the apart-
ment for a while, I hesitantly said, “Does anyone want that 
dining room set?” Nope, they replied, and in that one sweep 
of a moment I had a beautiful dining room table, followed 
by a sleeper sofa, two big wooden screens, lots of little end 
tables, beautiful clocks, and plant stands. I just cannot tell 
you how tickled I was. On top of that, they delivered it 80 
miles to my little bungalow. 
     Well, that little trip led me to my basement where I set 
up tables and unpacked each and every box that I had down 
there. Next, I went through and pulled out all the stuff for 
the trash – what I was going to give to Goodwill. And then, 
with what was left over, I got a girlfriend to help me use my 
new stuff with my old stuff and we completely redesigned 
the inside of my house, basically for free, between Norma’s 
stuff and my stuff from the basement. When I repacked the 
stuff left in the basement, I know that it will probably be the 
last time I see some of that stuff, but the things I have sur-
rounding me upstairs are the important things in my life. 
     As Norma says all the time, “We need to repurpose 
things.” I am trying to learn from her lead. If I don’t want 
that Indian doll anymore, I will give it to my niece who col-
lects Indian memorabilia. Why let it go to waste in the base-
ment, only to be auctioned off to the highest bidder when 
you pass from this earth? When people come into my home 
and say, “Oh, I love the big wooden screen as a headboard

and that dining room set is beautiful!” I have to smile and 
say, “It’s from the Norma Jones Fall 2011 Collection, and 
thank you, I think it’s beautiful, too.” 
     I just hope one day that some of my friends will say, “It 
is from the “Motorcycle Mary Collection.” And that they 
know I had gently used it during my reign as caretaker 
... and that now I would like for them to enjoy. Getting 
something for nothing has always taken a bum rap – it isn’t 
always bad. 
     Just my opinion – Motorcycle Mary.  
 
If you would like Motorcycle Mary to conduct a financial fitness 
workshop for your employees, contact her at  
mary@motorcyclemary.com.

  
  From the Office of the Kansas Securities  
 Commissioner - March 2012 
 
  Woman of the Week: Motorcycle Mary 
 
 "Motorcycle Mary," aka Mary McCune of Pratt, Kan., describes 
 herself as a "former hard-living spendaholic who spent 30 years  
 mired in financial misery." 
 
 At the height of her despair, Mary reached out to a friend she   
 knew had some sense about managing finances. For several days,  
 she sat and learned how to take a common-sense approach to   
 managing debt and her bank account. She developed a budget 
 and slowly but surely began working her way out of debt. That   
 was 16 years ago. 
 
 Today, Mary, who calls herself a "financial humorist," conducts 
 seminars throughout the region, injecting both honest and  
 comical stories about her own debt, and her present successes, 
 to let those in her audience know, "If an old biker-chick can 
 figure out how to do this, you can, too!" Did we mention that 
 Mary is absolutely hilarious and  that her seminars are definitely  
 NOT boring? And that while you're laughing, you'll be learning  
 how to develop a new attitude about your money and your 
  future? 
 
 Mary's personal philosophy is that most people work hard and 
 do the best they can, but that most people haven't been  
 taught how to better manage their money. 
 
 Here's to you Mary – for recognizing the value of humor 
 when going through a rough time; for your diligence and  
 discipline to work yourself out of debt on your own; and for  
 sharing your wisdom with all of us in memorable and practical   
 ways!
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Annual “Checkups” For Your Business 
By Federated Insurance

Risk Management Strategies

Give Your Risk Management Program a 
“Checkup” 
     In addition to an annual review of your insurance pro-
gram, you should also expect your insurance professional to 
review your business risk management strategies on a yearly 
basis. 
     A thorough review of your risk management plans can 
help you and your insurance representative identify new 
exposures or operations that were not contemplated by your 
current programs. It provides you an opportunity to gauge 
the effectiveness of your current risk management plans and 
also uncover patterns in your loss experience that suggest 
the need for additional risk control attention. Finally, an an-
nual review can help you determine if you are appropriately 
targeting resources to risk control programs that have the 
greatest impact on your bottom line. 
     An annual risk management review may have other indi-
rect benefits as well: 
 
• Help protect your future insurability by controlling 
 losses and reducing claims. 
• Provide cost savings through reduced insurance  
 premiums. 
• Trim expenses by reducing the hidden costs associated 
 with claims – such as lost productivity, additional 
 costs for hiring and training and lost goodwill. 
• Assist in creating a safer, more favorable work  
 environment to attract and retain high-quality 
 employees. 
 
     Your recommended insurance carrier, Federated In-
surance, provides an Annual Client ReviewSM and a Risk 
Control ReviewSM for each insured business each year. These 
reviews are part of the Company’s Major Client Service 
Standards. 
     You should expect your insurance agent or company to 
visit with you annually for a check-up or your insurance and 
risk management programs. You may find annual reviews 
are the best prescription for maintaining the health of your 
business.

     Many of us make it a point to see our doctor for an an-
nual medical checkup. This is an important opportunity to 
have a medical professional assess the current condition of 
our health. It also allows us to ask questions of our doctor 
about medical issues or concerns, and it is a chance to con-
sider making changes to accommodate a healthier lifestyle. 
     When was the last time you turned to your insurance 
provider for a similar checkup of your business insurance 
and risk management programs? 
 
Get an Insurance “Physical” 
     As your business changes and grows, so do your business 
insurance needs. It is a good idea to consult your insurance 
advisor, at least annually, to review your insurance coverage 
in light of changes your business may undergo from year-to-
year. For example: 
 
•  You may have purchased or sold buildings, personal 
    property, or vehicles. 
• You may have experienced fluctuations in payroll or  
 sales receipts as business conditions change. 
• You may have undertaken new operations or developed 
 new products or services. 
• You may need to respond to new legal or regulatory  
 issues. 
 
     An annual review – or “physical exam” – of your insur-
ance coverages helps ensure that coverage purchased last year 
adequately protects you today. Annual reviews are a good 
time to consider, for example, whether your policy limits 
are sufficient to replace damaged property. They provide you 
and your insurance representative and opportunity to discuss 
insured and self-insured exposures, as well as consider any 
new exposures that can impact your current insurance pro-
gram. 
     Annual insurance reviews are also a good time for you 
to assess the performance of your current insurance pro-
vider. Are claims paid according to your expectations? Is the 
insurer still financially sound and stable? Are you receiving 
the promised level of policy service and loss control support? 
Answers to these questions can have a huge impact on your 
business and may influence your decision to continue to do 
business with your current insurance provider.
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Kansas Winter Meeting - 2012 
“Scootin’ to Newton” - Photo Recap

The whole Kansas gang at dinner.

Kevin Rasure, left, Rasure Lumber, Goodland, 
Kan., receiving the chairman’s plaque for MLA 

Regional Manager, Robert Uhler.

Uhler Receives OSHA  
Certification for New MLA 
Program

Patti Rotramel OSHA outreach coordinator, University of 
Texas, Arlington, gives Uhler his plaque and certification for 
completing the SSH program.

Remembrances
     Curtis “Curt” Ray Blevins, 51, died May 6 at Hutchin-
son Regional Medical Center. He was a truss designer, work-
ing at Stuckey Lumber and Central Kansas Truss.       
     He is survived by his wife, Cindy. Other survivors: two 
sons, Brandon Blevins and Brady Blevins; mother, Frances 
Blevins; a brother, Ronald Blevins and wife LeJean; and a 
sister, Connie White and husband Steve; seven nephews; 
three nieces; numerous great-nephews and great-neices; and 
a host of friends. 
     Memorials may be made to the Patriot Guard, in care of 
Elliott Mortuary, 1219 N Main, Hutchinson, KS 67501. 
Please visit www.elliottmortuary.com to leave condolences 
and remembrances for Curt’s family. 
 
     Arthur C. “Bo” Himpel, Tonganoxie, Kan., passed away 
Thursday, April 19, 2012 at his home. Funeral services were 
held on Tuesday, April 24, 2012 at the United Methodist 
Church, Tonganoxie. Bo worked as a builder, painter, and 
was former owner of Himpel Lumber Company, Tonganox-
ie. Survivors include two daughters, Eunice Brooks, Topeka, 
Kan., Jeanie Stoll, Topeka; one brother, Don Himpel, Ton-
ganoxie; five grandchildren and seven great-grandchildren. 
The family suggests memorials to the Bo Himpel Memorial 
Fund. For online condolences, please go to  
www.quisenberryfh.com. Memorials may be mailed in care 
of Quisenberry Funeral Home, 604 E 4th St., Tonganoxie, 
KS 66086. 
 
     Leah Phelps White, 40, daughter of Jane and Woodie 
Acord, Acord’s Home Center, Eureka Springs, Ark., passed 
away on April 11, after a long battle with cancer.  Leah 
received her law degree from the University of Tulsa, Col-
lege of Law, in 2004, where she was honored Order of the 
Curule Chair. She practiced as an attorney, most recently 
with the firm of GableGotwals in Tulsa.  During her legal 
career, she also worked for McKinney & Stringer in Tulsa as 
well as the international firm of Baker & McKenzie in Dal-
las.Memorial contributions may be sent to: Grace Episcopal 
Church Building Fund, 218 North Sixth Street, Muskogee, 
OK 74401. 
 
     Janice Pankratz, 54, of Salina, Kan., passed away Satur-
day, April 7, 2012, at Hospice of Salina. Janice was sister to 
Ray Mueller, Clark Lumber Do-it Center, Herington, Kan. 
She was a 1979 graduate of Kansas State University with a 
BS degree in Recreation Therapy and was a Certified Rec-
reation Therapist. Janice was a past president of the Kansas 
Recreation and Parks Association 2006, Therapeutic and 
Aging Committee and was awarded three National Gold  
Medals from the National Recreation Parks Association. Me-
morial contributions may be made to: Trinity United Meth-
odist Building Fund, Hospice of Salina, Terry C. Johnson 
Center for Basic Cancer Research at KSU, or the National 
Kidney Foundation, c/o Carlson-Geisendorf Funeral Home, 
500 S. Ohio, Salina, KS 67401.
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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.

MLA BOARD OF DIRECTORS – 2011-2012
President 
Ken Blackmon 
Ken’s Discount Bldg. Materials 
PO Box 450 
El Dorado, AR 71731 
870-862-4917/Fax: 870-862-7859 
 
1st Vice President 
Kevin Rasure 
Rasure Lumber Do It Center 
PO Box 418 
Goodland, KS 67735 
785-899-7149/Fax: 785-890-2077 
 
2nd Vice President 
Greg Smith 
E.C. Barton & Company 
2929 Browns Ln. 
Jonesboro, AR 72403 
870-932-6673/Fax: 870-972-1304 
 
Immediate Past President 
Gary Smith 
Smith & Sons Building Center, Inc. 
114 SE 2nd St. 
Anardarko, OK 73005 
405-247-3501/Fax: 405-247-7423 
 
Secretary/Treasurer 
Ed Page 
Bowling Green Lumber Co. 
700 W Champ Clark Dr. 
Bowling Green, MO 63334 
573-324-5400/Fax: 573-324-3520 

NLBMDA Representative 
Alan Clark 
Clarks Bldg & Decorating Center 
419 Westinghouse Dr. 
Hot Springs, AR 71901 
501-262-2262/Fax: 501-262-5129 
 
Kansas/Oklahoma Director 
Patrick Goebel 
Star Lumber & Supply Co., Inc. 
325 S. West St., PO Box 7712 
Wichita, KS 67277-7712 
316-942-2221/Fax: 316-941-0136 
 
Missouri/Arkansas Director 
Dan Prendergast 
Moscow Mills Lumber Co. 
250 Main St. 
Moscow Mills, MO 63362  
636-366-4221/Fax: 636-366-4633 
 
State Cmte. Chairman - Kansas 
Jim Bishop 
Vesta Lee Lumber Co. 
2300 S 138th St. 
Bonner Springs, KS 66012 
913-422-1075/Fax: 913-422-1077  
 
State Cmte. Chairman - Oklahoma 
Position Currently Open 
 
State Cmte. Chairman - Arkansas 
Position Currently Open 

State Cmte. Chairman - Missouri 
Adam Hendrix 
Chic Lumber & Hardware 
2625 E Terra Ln. 
St. Peters, MO 63376 
636-441-4200/Fax: 636-970-3716 
 
Associate Director 
Don Rieger 
Cargotec USA Inc. 
1910 Gravois Rd. 
High Ridge, MO 63049  
636-677-2980/Fax: 636-677-5800 
 
Associate Director 
Mark Borchers 
Great Southern Wood Preserving 
22821 Ashford Ct. 
Blue Springs, MO 64015 
816-224-2415/Fax: 816-224-0456 
 
Associate Director 
Guy McGillivray 
Forest Products Supply Co. 
701 S Spencer Rd. 
Newton, KS 67114 
316-284-6700/Fax: 316-283-8683 
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ONE Call, 

Your Federated representative, along with a dedicated support team, has access  
to a wide variety of products and services. Discover the value of being able to  

access all of these services—with only one call—using one company. 

Visit www.federatedinsurance.com to �nd a representative near you.

ONE Company

It’s Our Business
to Protect Yours®



 
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!  

MLA Members Address Critical Legislative Issues
     MLA members traveled to Washington D.C. for the annual NLBMDA Spring 
Conference March 5-7. With important industry topics and the NLBMDA National 
Policy Agenda on their minds, MLA members met with members of Congress to 
discuss such topics as reforming the Environment Protection Agency (EPA) Lead rule 
and removing barriers restricting access to credit for small businesses. 
     In addition to visits on Capitol Hill, MLA members attended presentations from 
CNN Contributor and GOP Political Strategist Alex Castellanos, Senator John 
Hoeven (R-ND) and Congressman Greg Walden (R-OR). Both members of congress 
proved to valuable speakers on industry issues and were warmly received. 
 
Source: LBM Journal 
     

Alan Clark, MLA Delegate to NLBMDA, 
Jana Clark, Clark’s Building & Decorating 
Center, Hot Springs, Ark., Rep. Tim Griffin 
(R-AR 2nd) and Woodie Acord, Acord’s 
Home Center, Eureka Springs, Ark.

Ben Gann (left), NLBMA Director of Legisla-
tive Affairs & Grassroots Activities, visits with 
Woodie Acord, MLA Past President and  
NLBMDA At-Large Director, at the Legislative  
Conference.

NLBMDA President Cally Fromme, Zarsky 
Lumber, Victoria, Texas, visits with Alex 
Castellanos, one of the Republican Party’s 
best known and most successful media 
consultants and strategists, who spoke at 
the LuDPAC luncheon on March 5.

Rep. Greg Walden (R-OR 2nd) spoke 
at the Legislative Breakfast.


