
Once again the Missouri Lumber Dealers (MLDAC) are hosting 
the Swing-into-Spring event at the Lake of the Ozarks - May 
4-5. All proceeds from this event help fund the scholarship 

program for the MLDAC. Registration materials and more informa-
tion about the event can be found on our website: www.TheMLA.
com. 
 
Agenda 
Thursday – May 4 
 Bass Tournament - 7 - 11 a.m. 
 Bowling Tournament - 2:30 - 4:30 p.m. 
 Bean Bag Tournament - 6:30 p.m. 
 Steak and Chop Fry - 5:30 p.m. 
 
Friday – May 5 
 Golf Tournament - 7:30 a.m. - 1:00 p.m. 
 
Please plan on attending any or all of the events and enjoy a great 
time together with friends and colleagues. This really proves to be 
one of the best and biggest events held yearly in our industry.
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 Upcoming Events 
 
• March 26-29 - NLBMDA Legislative 
 Fly-In, Washington, D.C.  
• April 19-20 - Estimating Class #101 
 Kansas City, Missouri 
• April 23-25 - MLA Roundtable,  
 Hot Springs, Arkansas 
• May 4-5 - Swing-into-Spring, 
 Lake of the Ozarks, Missouri 
•	 June	9	-	Sunflower	Shootout, 
 Hesston, Kansas 
 
Please note: All events are open to members 
and their employees. If you cannot attend, please 
send another company representative. 
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816-561-5323 • Toll Free: 800-747-6529 
www.TheMLA.com • Fax: 816-561-1249 
The information in this newsletter is provided 
without any representations or warranties, 
express or implied. We make no representations 
or warranties in relation to any legal informa-
tion. 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.

May 4-5 at Lake of the Ozarks 

29th Annual “Swing-into-
Spring” Event

Upcoming MLA/Industry Events
March 26-29 NLBMDA LegCon Meeting - Washington, D.C. 

April 19-20 Estimating Class #101 - Kansas City, Missouri 

April 23-25 MLA Roundtable - Hot Springs, Arkansas 

May 4-5  29th Annual “Swing-into-Spring” Scholarship 
  Fundraiser - Lake of the Ozarks, Missouri 
 
May 10-11 “Explosive Growth Selling” Boot Camp 
  Kansas City, Kansas 

June 9  28th Annual “Sunflower Shootout” Kansas 
  Scholarship Fundraiser - Hesston, Kansas
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Federal Legislative News

NLBMDA Releases 2017 National  
Policy Agenda 
By Ben Gann, NLBMDA

On February 10, the National Lumber and Build-
ing Material Dealers Association (NLBMDA) 
finalized its National Policy Agenda for 2017 as 

the 115th Congress embarks on an ambitious agenda and 
President Donald Trump lays out the priorities of the 
new administration. Republicans control both legislative 
chambers and the executive branch for the first time in 10 
years. 
 
House Republican leaders have planned an aggressive 
agenda in Trump’s first year as President, and are looking 
at repealing Obama-era regulations, tax reform, and major 
changes to the Affordable Care Act (ACA). House Major-
ity Leader Kevin McCarthy (R-CA) has compared the 
2017 House schedule to the one in 1995 when Republicans 
were very active after taking control of the lower chamber 
for the first time in 40 years. 
 
Regulatory Reform 
 
Congressional Republicans are using the Congressional 
Review Act (CRA) to repeal some regulations enacted 
toward the end of the Obama Administration. The CRA 
empowers Congress to overturn a regulation within 60 
legislative days of enactment by allowing the House and 
Senate to pass a resolution of disapproval through an 
expedited process by simple majority before being pre-
sented to the President for signature. 
 
In January, President Trump signed an executive order 
(EO) that requires the removal of two federal regulations 
for every new federal regulation that is implemented. 
The EO will expand the scope of regulatory review and 
is intended to dramatically reduce the overall amount of 
federal regulation. 
 
For its part, the House of Representatives has already 
taken early action on several regulatory reform bills. On 
January 5, the Regulations from the Executive in Need of 
Scrutiny (REINS) Act (H.R. 26) was approved by a vote 
of 237 to 187. The legislation increases accountability and 
transparency on the federal regulatory process by requir-
ing Congress to approve all major rules before taking 
effect. In addition, on January 11, the Regulatory Account-
ability Act (H.R. 5) was passed 237 to 187. The legislation 
updates the federal rule-making process. 
 

Health Care 
 
Lumber dealers tell NLBMDA that health care costs 
continue to have a major impact on their operations. In 
response to that, NLBMDA is a member of the Stop The 
HIT Coalition, which includes a diverse group of trade 
and business associations working to repeal the health 
insurance tax (HIT) and protect the affordability of health 
care coverage. 
 
As part of 
President 
Obama’s health 
care reform 
bill, in 2014, a new fee was levied on health insurance 
companies. Although the HIT is levied on all insurance 
companies that offer fully-insured plans, the tax is passed 
down in the form of higher premiums to small and 
medium-sized businesses that offer fully insured plans, 
which unlike large companies do not typically self-insure 
a health care plan. 
 
The Jobs and Premium Protection (H.R. 246) repealing 
the HIT has been introduced in the House by Reps. Kristi 
Noem (R-SD) and Kyrsten Sinema (D-AZ). NLBMDA will 
continue to work on repeal of the HIT and other reforms 
that reduce health care costs and compliance for dealers. 
 
Tax Reform 
 
Speaker of the House Paul Ryan (R-WI) has indicated that 
reform of the tax code is a goal for House Republicans in 
2017. Rep. Kevin Brady (R-TX), Chairman of the House 
Committee on Ways and Means, also wants to move 
ahead on tax reform and has said that it is something that 
happens only once in a generation. Comprehensive tax 
reform was last enacted in 1986, leading some to speculate 
that perhaps the moment has arrived for a major rewrite 
of the tax code.  
 
Lawmakers could look to bring overseas profits back to 
the U.S. as a way of paying for programs and reducing the 
budget deficit. According to the Joint Committee on Taxa-
tion (JCT), U.S. based multinational corporations have 
approximately $2.6 trillion in profits offshore to avoid 
paying corporate income taxes. As the European  
Commission (EC) begins cracking down on the special
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Federal Legislative New - cont. Safety on the Road

MLA Quarterly Safety Tip
In 2017, we will have safety tips in each newsletter. To 
start our year-long series, here is a tip about what should 
be included in an emergency kit for your vehicle. Some 
items to include in an emergency kit, but not limited to: 
  
 • Flashlight with batteries 
 • Non-perishable food and bottled water 
 • Basic tool kit 
 • Blankets 
 • Pocket knife 
 • Phone charger 
 • Extra shoes and clothes 
 
These things are in addition to the items you should keep 
in your vehicle at all times, such as a spare tire, tire iron, 
jumper cables and road flares or reflectors. We hope you 
never need these things, but you’ll be glad you have them 
if you do.

tax deals some American 
companies have with 
EC member countries, 
repatriating foreign earn-
ings may now appear 
more attractive for some 
U.S.-based multinational 
corporations. 
 
NLBMDA has been consistent in its support for compre-
hensive tax reform, but believes any reform of the tax 
code should preserve the mortgage interest deduction for 
home owners and should level the playing field for small 
businesses by not unfairly disadvantaging family-owned 
businesses. 
 
Dealers are encouraged to come to the nation’s capital to 
discuss legislative issues affecting the lumber and build-
ing material industry with their lawmakers at the 2017 
NLBMDA Spring Meeting and Legislative Conference, 
March 27 - 29, 2017 in Washington, D.C. It is a great op-
portunity to meet with elected officials and network with 
other dealers. To read the entire NLBMDA 2017 National 
Policy Agenda, please visit www.dealer.org.

28th Annual “Sunflower 
Shootout” Scholarship Event
June 9 at the Beautiful 
Hesston Golf Course 
 
Once again the Kansas 
Lumber Dealers State 
Committee is hosting the 
Sunflower Shootout event 
in Hesston, Kansas. Re-
member all proceeds from 
this event help fund the 
Scholarship program for 
the Kansas Lumber Dealers. Please look for more informa-
tion on our website for registration materials,  
www.TheMLA.com. 
 
Friday - June 9 
 7:30 a.m. - Registration 
 7:45 a.m. - Annual Long Drive Contest 
 8:30 a.m. - Shotgun Start 
 1:30 p.m. - Awards Luncheon and Prize  
       Giveaways 
 
You will not want to miss this event. We will award over 
$1,000 in prizes and giveaways.
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Sales Tips

Special Thanks To These 
Sponsors That Support All 

Association Programs 
 

• Federated Insurance 
• Blish-Mize 

• Great Southern Wood Preserving 
• Mid-Am Building Supply 

• Westfall GMC Truck  
Patronize the companies that  

support your industry!  
 

Serving the four-state MLA dealer area.
877-819-6637  •  www.yellawood.com

The Great Southern Wood Preserving, Incorporated logo and MasterDeck are a trademarks of Great Southern Wood Preserving, Incorporated.
YellaWood®, the yellow tag, N-Durz®, FlameFreez®, the flame icon and Repel® are federally registered trademarks of Great Southern Wood

Preserving, Incorporated. AZEK trademarks, are either registered trademarks, trademarks, service marks or otherwise protected property of AZEK.

All from the Same
FAMILY TREE

Will 2017 Be a Success Story, or the Same  
Story With a Different Chapter? 
By Troy Harrison

As I’m writing this, we’re a month and a half into 2017. 
How is your year starting out? Experts tell us that eco-
nomic indicators are up, and that we may be poised for 
the first strong period of economic growth in several 
years. That’s great - on a macro level. Let’s talk a micro 
level for a moment. How is YOUR 2017 shaping up? 
 
I’ve talked to a number of businesspeople who are excited 
about a fast-moving economy again. Fair enough; so am 
I. The problem comes in, however, if you’re counting on 
“the economy” to make your 2017 goals happen. Helpful 
hint: It won’t. Only those companies – and sales forces – 
that have positioned themselves to take on the challenges 
of 2017 will succeed; the rest will simply miss opportuni-
ties.

If you’re ready to write a success story in 2017, here are 
six steps toward making your success happen. 
 
Find Your Fred. We’ve talked about “Fred” in this space 
before. “Fred” is my code name for your target customer. 
Your “Freds” are the customers who truly drive your sales 
and profit contributions. Often, your Fred is neither your 
largest customer, nor your most prestigious – but they’re 
the customers that buy from you, day in and day out, pay-
ing a nicely profitable price, and not eating your salespeo-
ple and customer service people alive with complaints, 
requests for unreasonable discounts, etc. Do you know 
who your Fred is? More importantly, how much of your 
sales activity is targeted at finding and selling new Freds? 
If you’re not verifiably spending at least 60 percent of 
your sales time (80 percent is better) selling to Fred, you 
have a problem. 
 
Reevaluate Your Sales Model. Too many of you are 
still working with sales models from decades past, and 
haven’t taken a fresh look at them for years. Here’s the 
key question: Are you selling the way that your customer 
wants to buy? I’m not talking about price here – I’m 
talking about how the information flows back and forth, 
how the customer is engaged, whether customer comfort 
is taken into consideration, and how customer-friendly 
the entire process is. Just because it worked 20 years ago 
doesn’t mean that it will work now, and the Internet has 
changed the customer’s ability to dictate your

Continued on next page
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Sales Tips - cont.

business model in ways that yesterday’s customer 
couldn’t have imagined. Take a fresh look, and ask your-
self if you would want to buy from yourself. 
 
Reevaluate Your Technology. This is closely related to 
the last one, but today’s buyer uses technology more, 
and more effectively, than ever. We tend to focus on the 
technology that allows a buyer information on your 
company’s products and services – web presence, social 
media, etc. – but just as important is the technological 
interface that allows the customer to physically order and 
pay. Can your customers order from you online? Can you 
invoice and receive payments online? If not, you’re lag-
ging behind. If you’re not sure what your customers want 
from you, Ask Them. They’ll tell you. 
 
Reevaluate Your Sales Force. Yes, I know. There’s a lot of 
reevaluation going on here, but that’s what is necessary. I 
find that some companies have gotten into a funk after the 
last several years of a low-growth economy. Salespeople 
that should have been upgraded or trained have re-
mained and allowed territories to stagnate, while even top 
salespeople have let their edge get dull. Now is the time 
to change this. You have three types of salespeople: Your 
top producers (who are continuing to grow your busi-
ness), those salespeople that need to be trained up, and 
those for whom training won’t do any good, and whose 
performance doesn’t justify their continued employment. 
You know what to do. Replace the last and train up the 
two previous groups. 
 
Take a Look in the Mirror. What about you? Is your sales 
management game up to par? It’s one thing to reevalu-
ate your sales force, taking a fresh look at their work 
and contributions to the overall goals. What about your 
contribution? If you’re a sales manager, you should be fo-
cusing your time on developing your salespeople. Simple 
self-test. How much of your time is spent in the field with 
your reps? If the answer is less than 40 percent (two days 
a week), that’s not enough. The best sales managers spend 
50 percent or more of their time on skills improvement 
with their reps. That leads to another question - how are 
your coaching skills? Are big deals closed because your 
people are skilled enough to close them, or are you the 
“super salesperson” who swoops in at closing time and 
locks down the deal? While that might be fun for you, it’s 
not the best strategy for your company – there are more of 
your people than there are of you and you can only be in 
one place at one time. 
 
Get Help. Yes, I’m talking about professional help. If 
there’s anything that I’ve discovered in over 25 years 
of selling, sales management, and consulting, it’s that 
nobody is good at everything that’s required in building a 
sales force. That’s why the entire profession of consulting 
and training exists. To succeed in 2017, you’re going

to have to know your Fred. You’re going to have to have 
an optimized and highly tuned sales model that sells the 
way your customer wants to buy. You’ll need technology 
to support that sales model, and you’ll need salespeople 
who are trained in that sales model and trained to have 
high level conversations that reflect the needs of today’s 
buyer. And finally, you (or whoever manages salespeople) 
will need to have your sales management game at a top 
level. If you do not have any one of these five character-
istics right, you’re going to lose business - lots of it - to 
companies that do. So, yes, don’t be afraid to bring in an 
outside resource. If that’s me, great, I’m happy to  
help – but if not, get Someone with the right expertise. 
Your success depends on it.

Troy Harrison is the author of “Sell Like You Mean It!,” “The 
Pocket Sales Manager,” and a Speaker, Consultant, and Sales 
Navigator. He helps companies build more profitable and 
productive sales forces with his cutting-edge sales training and 
methodologies.  For information on booking speaking/training 
engagements, consulting, or to sign up for his weekly E-zine, 
call 913-645-3603, e-mail Troy@TroyHarrison.com, or visit 
www.TroyHarrison.com. 
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NLBMDA Annual Legislative Conference

2017 NLBMDA Spring Meeting & Legislative Conference 
March 27-29, 2017, Washington, DC

Key Insights and Analysis of Tax-Reform and 
the Future of NAFTA and U.S. Trade Policy 
 
NLBMDA is excited to announce that Legislative Confer-
ence attendees will have the opportunity to hear from 
top Washington, D.C. experts on the details of the U.S. 
tax-reform plans of the Trump Administration as well as 
the Congressional plans being discussed in the House and 
Senate. In addition, attendees will learn about the future of 
NAFTA, overall U.S. Trade Policy, and the effects upcom-
ing change will have on our industry.
 
Tax Reform in 2017: Key Insight and Analysis
Speaker: Caroline Harris, U.S. Chamber of Commerce
 
Congress is already working on comprehensive tax reform 
that would be the biggest overhaul of the tax code in 
decades. Key players on Capitol Hill have expressed a 
willingness to consider several proposals that would dras-
tically change current policy, including several that affect 
construction, housing and manufacturing.
 
Caroline Harris, Vice President of Tax Policy at the U.S. 
Chamber of Commerce, will speak on where tax policy is 

We can't stop the storm, but we 
can make it a little easier to work 
through it.

At MLA, we offer benefits to help 
you get through the day so you can  
concentrate on what you do best –  
selling building materials. Our 
attorneys answer your questions 
about employee issues, our 
compliance experts help you with 
OSHA and EPA, and there's more. 

We're Mid-America Lumbermens: 
Serving members in Arkansas, 
Kansas, Missouri and Oklahoma. 

 
 Mid-America Lumbermens Assn •  800-747-6529 • www.themla.com

headed and what it could mean for the 
construction and manufacturing sectors. 
This session will discuss the current 
status of tax reform, identify key areas 
of focus by federal officials, and explore 
the possible impact on industry.

Caroline directs the development, pro-
motion, and publication of the Cham-

ber’s policy on tax-related matters. She analyzes tax legis-
lation, other legislation with revenue-raising provisions, 
and tax reform proposals, and submits comments, Hill 
letters, and testimony to Congress and regulatory agencies. 
Harris routinely meets with members of Congress and 
their staffs, the administration, and regulatory agencies to 
promote the Chamber’s tax policy. 

Perspectives on the Future of U.S. Trade Policy 
and NAFTA
Speaker: Ken Monahan, National Association of  
Manufacturers
 
President Trump made United States trade policy a cen-
terpiece of his campaign, arguing that the country has 
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NLBMDA Annual Legislative Conference - cont.

Safety Training Continues to 
Grow
MLA Executive Vice President Robert 
Uhler has been traveling the territory 
and providing OSHA compliance 
training for members for the past 
several years. Here is a partial list of 
activities and training services offered 
by your association. 
 
Mock OSHA Audits     Safety Committee Meetings 
Forklift Certification     CPR Training Class 
Safety Inspections     Estimating Training Class 
 
If you need any help with your OSHA compliance or any 
of your training needs, please give the association a call 
at 800-747-6529. We are here to help you with all of your 
health and safety needs.

Association Training Services

been disadvantaged by trade deals 
and unfair foreign competition. In 
particular, the President has spoken 
about the North American Free Trade 
Agreement (NAFTA) and his inten-
tion to “renegotiate” the agreement’s 
terms. Will NAFTA be torn up? What 
will trade policy look like under the 
Trump Administration? What effects 
will policies have on industry and the 
supply chain?
 
Ken Monahan, Director of International Trade Policy at 
the National Association of Manufacturers (NAM), will 
provide an analysis of United States trade policy and 
answer these key questions. In addition, Ken will identify 
the key players, discuss the current status of policy, and 
determine the possible effects of changing long-standing 
trade policy. 

Ken works with NAM member companies to develop 
and advocate the association’s positions and priorities 
on trade agreement negotiations, ensure enforcement of 
existing trade agreement commitments, and other issues 

 

Proud to be MLA Members…. 

PRIMESOURCE! 
 Our reliable, nationwide network did not pop  
 up overnight. It took decades of hard work  
 and phenomenal service for PrimeSource to 
 become what it is today. We can trace our  
 roots back to 1938, and we are here today  
 because of the relationships we have built  
 throughout the industry. Our track record  
 proves that we are in it for the long haul. 

including the World Trade Organization (WTO), miscella-
neous tariff bills, data flows and privacy, conflict minerals, 
forced localization, and other bilateral country trade mat-
ters. He has worked as a Senior Policy Analyst for Bloom-
berg, along with positions with the U.S. Department of 
Commerce and the House Committee on Ways & Means.

NLBMDA would like to thank the sponsors of the event 
(as of March 1):

Diamond Sponsors:  Gold Sponsors:
Federated Insurance  AmesburyTruth
Soft Tech Group   SRS Distribution
Weyerhaeuser 
PLM/ILM
 
Silver Sponsors:  Platinum Sponsors:
Dealers First Choice  Do it Best Corp.
Simpson Strong-Tie  LMC
 
Bronze Sponsors:
HOPPE North America 
Spruce Computer Systems
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Improving Cash Flow

How to Spot Credit Risk Before It’s Too Late 
By Scott Simpson, President and CEO of BlueTarp

Scott Simpson is the president and CEO of BlueTarp Financial. 
BlueTarp is a B2B credit management company that pays sup-
pliers upfront for their sales and protects them from risk, so they 
can fund the growth of their business. Headquartered in Port-
land, Maine, BlueTarp has partnered with over 2,000 suppliers 
since 1998. To reach Scott, you can email: simpson@bluetarp.com 
or call 207-797-5900.

Credit applications used by dealers in our industry are 
nearly identical in what they ask for: company and prin-
cipal info, trade and bank references, and usually requests 
for a personal guarantee. This information plus a state-
ment of terms is pretty standard fare.
 
What is far from standard, however, is how dealers man-
age the credit process to protect themselves from risk.   
 
First, experienced dealers ensure that all of the informa-
tion is filled out completely, the application is signed, and 
they get completed references prior to making a credit 
decision.  Many other dealers, however, are content to 
rely on their credit pull and their personal relationship to 
make calls. I’m always surprised how often we need to 
follow up to get a signature or ask for the full complement 
of references. 
 
Second, savvy dealers call the references.  All of them.  
And they wait for the responses.  It takes time - usually 
a day or two - but the information gleaned is a treasure 
trove of information that is material to whether that cus-
tomer will be a profitable one.   
 
Here’s what I mean. The credit process is not just about 
uncovering the risk of someone not paying you back. 
That’s certainly the most acute risk but there are others 
to screen out or mitigate too: slow pay, dispute risk, and 
fraud.  Experienced dealers use all of the information at 
their disposal to uncover what kind of customer they are 
getting.

Slow Pay
Dealers often make pricing decisions independent of how 
promptly they are going to get paid.  The cost of provid-
ing credit to someone who pays promptly and someone 
who is chronically 60 days late (but always good for it) 
can be 2-4 percent depending on a dealer’s cost of money 
and how much resource they use to collect that money.  
That can literally make the difference between a profitable 
and unprofitable customer.

Pull the customer commercial and consumer credit 
bureau report. Call the references.  Ask not just generally 
how they got paid but how consistently that occurred, 
especially in the winter months.  How that customer 
has paid other dealers is how they are going to pay you. 
Count on it. And price for it, too.

Disputes
It’s not all about when you’ll get paid.  A lot of margin - 
not to mention time and frustration - gets burned up in 
resolving disputes.  This is where dealer references are 
invaluable.  In addition to asking about payment trends, 
be sure to ask about how many complaints the contrac-
tor made and how often they needed to do something to 
make it right (regardless of fault).  It’s just a fact that some 
people are more prone to complain than others.  Make 
sure you know who you are dealing with.
 
It’s especially helpful to pull the Better Business Bureau 
report on contractors applying for credit from you.  What 
type of complaints are their customers making about 
them?  How frequently are they getting made and how 
are they resolved?  There is a direct correlation between 
how many complaints your contractors get and how 
many they will make up the chain to dealers like you.

Fraud
Fortunately, many dealers have the benefit of knowing ev-
eryone that buys from them.  The larger you get, though, 
the more problematic fraud risk can be.  Is the applicant 
really who they say they are?    
 
An application perfectly filled out, combined with a 
super-prompt reference, is a warning sign that something 
may not be right.  We find that bank and trade references 
come back in their own time and rarely instantaneously.     
 
Another helpful tool, especially if you don’t know a 
particular contractor well, is to check Google Maps to 
verify a business address or to confirm that the delivery 
address and the bureau actually match. Usually you can 
figure out if they are real or not. While the information on 
a credit application is nearly the same across all dealers, 
the rigor of what happens afterward differs widely.  The 
extra effort and discipline that sophisticated dealers invest 
ensures they get the full picture of the customer and helps 
protect them from risks beyond just bad debt.  Make sure 
you are investing enough and getting the most out of 
your process, or give us a call if you want to consider how 
we can do it for you.  We’ll be happy to help.    
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Introducing BlueTarp Powered. With our team working 

behind the scenes, you manage customer interactions as  

you always have. Plus, you’ll guarantee your cash flow,  

protect yourself from risk and grow your sales with up to 

90-day terms and $1 million lines. Learn more about this  

new service at bluetarp.com/powered. 

BlueTarp 
credit services
now available in 
invisible.

bluetarp.com/powered
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CAE Credential

Robert Uhler Receives 
CAE Credential
One hundred forty eight associa-
tion executives recently earned their 
Certified Association Executive 
(CAE) credential from the CAE 
Commission of ASAE, joining more 
than 4,200 industry leaders world-
wide. The winter 2017 class of CAEs 
successfully completed the CAE 
examination administered nation-
wide in December 2016. They will 
be honored, along with the summer 
class of CAEs during the 2017 ASAE Annual Meeting & 
Exposition in Toronto, Canada, August 12-15. 
 
“Congratulations to the 148 newly certified association 
executives! By earning the CAE, they have achieved the 
highest level of professional competency in the area of as-
sociation management,” said Gabriel Eckert, FASAE, CAE, 
chair of the CAE Commission and Executive Director at 
the Building Owners and Managers Association of Geor-
gia. “CAEs utilize their knowledge and skills to advance 
their organization, enhance their career, and educate out-
side audiences about the important role associations play 
in our community.” 
 
The CAE Program serves to elevate professional standards, 
enhance individual performance, and designate those 
who  have acquired and have demonstrated knowledge 
essential to the practice of association 
management. The CAE Program is ac-
credited by the National Commission 
for Certifying Agencies (NCCA). 
 
Robert Uhler, Executive Vice President 
of MLA, was a member of the winter 
2017 class and has successfully com-
pleted the CAE examination.  
Congratulations to Robert!

OSHA Reporting

Employers Must Post 300A 
Injury/Illness Summary

From February 1 through April 30, 2016, covered employ-
ers must post 
OSHA’s Form 
300A. This 
form must 
be posted in 
common areas 
where other 
documents 
for employ-
ees are typi-
cally posted. 
OSHA’s 300A 
form is used 
to summarize 
and document all job-related injuries and illnesses that 
occurred in 2016. 
 
As of January 1, 2015, changes to OSHA’s record-keeping 
requirements went into effect and certain industries that 
were previously exempt are now covered. Lists of both 
exempt and newly covered industries are available on 
OSHA’s website. 
 
Copies of the OSHA Forms 300, 300A and 301 are avail-
able for download on the OSHA Recordkeeping Web 
page. See OSHA’s Recordkeeping Handbook for more 
information at the Association office, 800-747-6529.

MLA Hotline 
 
Contact your MLA at  
1-800-747-6529 with legal and 
business related questions. 
We are here to help!
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One hundred and twenty seven years ago on February 12, 
1889, at the magnificent Centropolis Hotel on the corner 
of 5th and Grand in Kansas City, 13 businessmen gathered 
to find a solution to a perplexing problem they all shared. 
This group of lumbermen from Kansas and Missouri were 
called together by  
William Huttig, Jr., an ex-
ecutive at the Kansas City 
Sash and Door company. 
The men were concerned 
that if certain distribution 
practices continued, it 
would result in chaotic, 
unprofitable conditions for the retail lumber business in 
the Midwest. The goals they set in 1889 still apply - to 
make the Association one of mutual benefit for all dealers 
in a profitable as well as social way. 
 
As we move forward let me share a few points with you 
and how we are working to remain relevant for the next 
100 years. We still believe in what the original group of 
members thought, and have restated our Mission to reflect 
those common beliefs – MLA is a growing member –  
focused association providing solutions to the challenges 
building material dealers encounter daily. 
 
Support - We want to effectively support our members’ 
day-to-day operations with programs and services to 
improve, and strengthen the viability of material dealers in 
the building industry. 
 
Invest - We invest in employee advantage programs that 
help our members retain and grow the very best people in 
the industry. 
 
One Voice - We enhance the powerful, effective and uni-
fied voice of our members, by representing you on key 
policy issues and achieve the best outcomes for the inde-
pendent building material dealers. 
 
I’m proud to be part of this great organization and look 
forward to working with each of you in the near future. 
I’m sure the 13 original members that gathered that cold 
night in February would be proud of what they started. 
 
We are here for you and we will continue – providing 
services and solutions for the successful building material 
dealer since 1889. 
 
Mission Driven – Member Focused!

Association History

MLA Turned 128 Years 
Old on February 12 

By Robert Uhler, CAE, MLA Executive Vice 
     President

Business Forms and 
Envelopes

Look to the Association for all your  
business forms needs. MLA has  

competitive prices for all stock and custom 
forms including business envelops. 

 
Contact De at the Association office,  
1-800-747-6529, for pricing and more  

information. 
 

Mid America Lumbermens Association 
P.O. Box 419264 

Kansas City, MO 64141 
800-747-6529 Fx: 816-561-1249 

www.TheMLA.com

Virtually eliminates seams. Totally eliminates competitors.

find out more at celect.royalbuildingproducts.com
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REGISTRATION FORM – MLA 2017 SWING-INTO-SPRING 
 
 
This is an “all-in-one” registration form for the  
Swing-into-Spring events. For complete information, 
directions, times and rules, please refer to information 
sheets provided or call Robert Uhler at 800-747-6529. 
 
 MLA Member company 
 Nonmember (additional charge for nonmembers) 

 
Payment information: 
 
 Check enclosed for $_______________. 
 Please bill to: 
 
 Visa       MasterCard 
 

Card #_________________________ Security code_____ 
 
Exp. _________ Cardholder Name___________________ 
 
Authorized signature______________________________ 
 
BASS TOURNAMENT – May 4th  
 
Member price: $155 per person (two anglers per boat)  _______ @ $155 =   $________________ 
 
Nonmember price: $205 per person (two anglers per boat)  _______ @ $205 =  $________________ 
 
BOWLING TOURNAMENT – May 4th: $25 per person  _______ @ $25 =    $________________ 
 
BEAN BAG TOURNAMENT – May 4th: $20 per team  _______ @ $20 =    $________________ 
 
STEAK FRY – May 4th: $30 per person    _______ @ $30 =   $________________ 
 
SWING-into-SPRING GOLF CLASSIC – May 5th 
 
Member price (includes lunch): $125 per person   _______ @ $125 =   $________________ 
 
Nonmember price (includes lunch): $195 per person   _______ @ $195 =  $________________ 
 
Luncheon only: $25 per person (for those NOT golfing)  _______ @ $25 =   $________________ 
 
         TOTAL DUE -      $________________ 
 

Make your own overnight reservations at Holiday Shores Resort: 800-639-4207. 
 

COMPLETE THIS FORM (FRONT AND BACK) & RETURN NO LATER THAN APRIL 21, 2017. 
MAIL TO: PO Box 419264, Kansas City, MO 64141-6264 – OR – Fax to 816-561-1249. 

Person to contact in case there are 
questions: 
 
Company_____________________________ 
 
Contact______________________________ 
 
Address_______________________________ 
 
City/State/Zip__________________________ 
 
Email________________________________ 
 
Phone________________________________ 
 
Fax__________________________________ 
 
Mobile _______________________________ 
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REGISTRATION INFORMATION 
 
On this page, please provide the name of each person participating in the various events. 
 
BASS TOURNAMENT 
 
______________________________________ ________________________________________ 
 
______________________________________ ________________________________________ 
 
______________________________________ ________________________________________ 
 
Please indicate how you’d like to be paired. Anyone bringing their own boat will not be eligible for a 
guide from this group. Registration fees still apply. 
 
BOWLING & or BEAN BAG TOURNAMENT 
 
______________________________________ ________________________________________ 
 
______________________________________ ________________________________________ 
 
______________________________________ ________________________________________ 
 
 
STEAK FRY 
 
______________________________________ ________________________________________ 
 
______________________________________ ________________________________________ 
 
______________________________________ ________________________________________ 
 
 
GOLF 
 
Name     Handicap Name         Handicap 
 
____________________________    ________ ______________________________    ________ 
 
____________________________    ________ ______________________________    ________ 
 
____________________________    ________ ______________________________    ________ 
 
____________________________    ________ ______________________________    ________ 
 
All golfers must furnish a handicap or an average score of their last five 18-hole games. 
 
By registering in the Swing-into-Spring events, all participants agree to the event rules 
and regulations, which will be provided on-site. 



MLA BOARD OF DIRECTORS – 2016-2017
President
Chris Cleaver
Cleaver Farm & Home
2103 S. Santa Fe Ave.
Chanute, KS 66720
620-431-6070
chris@cleaverfarm.com

1st Vice President
Adam Hendrix
CHIC Lumber & Hardware
2625 E. Terra Ln.
St. Peters, MO 63366
636-278-5080
adam.hendrix@chiclumber.com

2nd Vice President
Hatch McCray
McCray Lumber Millwork
3200 McCormick Rd.
Kansas City, KS 66115
913-321-8840
hmccray@mccraymillwork.com

3rd Vice President
Matt Graham 
Miltonvale Lumber & Coal Co.
28 E. Spruce
Miltonvale, KS 67466
785-427-2643
mattgraham@miltonvalelumber.com

NLBMDA Delegate
Greg Smith 
E.C. Barton & Co.
2929 Browns Ln.
Jonesboro, AR 72403
870-336-6068
greg.smith@ecbarton.com

Secretary/Treasurer
Dan Prendergast
Moscow Mills Lumber Co.
250 Main St.
Moscow Mills, MO 63362
636-366-4221
danp@moscowmillslumber.net

 

Immediate Past President
Jim Bishop
Vesta Lee Lumber Co.
2300 S. 138th St.
Bonner Springs, KS 66012
913-422-1075
ksujim@aol.com

Missouri/Arkansas Director
Landon Garner
Garner Building Supply
125 E. Locust St.
Rogers, AR 72756
479-636-4151
landon.garner@garnerbuilding-
supply.com

Kansas/Oklahoma Director
Ray Mueller
Clark Lumber Do-it Center
2 S. 5th St.
Herington, KS 67449
785-258-2269
splintergolfs@yahoo.com

Arkansas State Rep.
Brandie Killian 
John Plyler Home Center
101 W. Broadway
Glenwood, AR 71943
870-356-3312
Fax: 870-356-3213
brandiep@johnplylerhomecen-
ter.com

Kansas Committee Rep.
Tony Jantz 
Jantz Lumber Do-it Center
200 W. Euclid St.
McPherson, KS 67460
620-241-4044
tony@jantzlumber.com

Missouri Committee Rep.
Darrell Derstler 
Derstler Lumber
900 Walton Way
Richmond, MO 64085
816-776-2248
dderstler@att.net 
 
Oklahoma Committee Rep.
Gary Smith
Smith & Sons Bldg. Center, Inc.
114 SE 2nd St.
Anadarko, OK 73005
405-247-3501
gsmith2604@sbcglobal.net

Associate Director
Don Rieger 
Hiab USA, Inc.
10899 Indian Head Ind. Blvd.
St. Louis, MO 63132
636-677-2980
don.rieger@hiab.com

Associate Director
Terry Parker 
PrimeSource Building Products
2727 E. Jean St.
Springfield, MO 65803
417-831-4188
Fax: 800-995-0615
parkerte@primesourcebp.com

Associate Director
Nate Wedermyer 
Dealers Choice Distribution
4008 NW 14th St.
Topeka, KS 66618
785-234-8405
nwedermyer@dealerschoice-
distribution.com
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This article is intended to provide general information and recommendations regarding risk prevention only and should not be considered legal advice. Following these guidelines does 
not guarantee reduced losses or elimination of any risks. This information may be subject to regulations and restrictions in your state. Qualified counsel should be sought regarding 
questions specific to your circumstances and applicable state or federal laws. © 2017 Federated Mutual Insurance Company. All rights reserved.  

 

Do you “Drive S.A.F.E.”? 

How often do you consider that there are far more serious consequences to unsafe driving than just getting 
ticketed? In most states, if you killed or injured someone because of distracted driving or playing a role in a road 
rage incident, you could be criminally charged. If that’s not bad enough, these risky driving behaviors also put your 
loved ones in harm’s way, whether or not they are even in the vehicle with you. Think about it: What would your 
loved ones do if your behind-the-wheel conduct resulted in your being seriously injured or killed in a car crash, or 
you are sent to prison because your actions contributed to another’s injury or death? Bottom line: Poor driving 
decisions could ruin your freedom and tear your family apart. 

At some point, everyone has made a poor driving decision: speeding to make up for lost time, reading an incoming 
text message, driving when too tired, or letting emotions take over when encountering a “crazy” driver. 

The majority of all auto crashes can be traced back to four driving behaviors: Speed, Attention, Fatigue, and 
Emotion. Branded “Drive S.A.F.E.,” Federated Insurance’s driver awareness program helps business owners and risk 
managers call attention to these behaviors to help their employee drivers understand the risks each can present, 
and their resulting consequences. 

Risky driving habits typically develop over time and can be hard to break. Keeping the S.A.F.E. factors in mind may 
help you overcome the temptation to engage in behind-the-wheel conduct that puts you and others in danger. 
Before each trip: 

 Give yourself ample time to get where you’re going. Not only does it feel good to be early and not rushed, 
you can significantly reduce your chances of being involved in a crash.  

 Make a commitment to pay attention to the task at hand, mentally and physically. Be on the lookout for 
inattentive drivers and drive defensively.  

 Get enough rest to help ensure peak mental awareness so you can react to hazards that may require split-
second maneuvers. 

 Remain in control of your emotions and act responsibly. Put space between you and motorists whose 
actions aren’t sensible. 

Drive S.A.F.E. has one goal: to help keep you and your loved ones out of harm’s way. Please make it home safely 
today! For more information on all of Federated’s risk management programs, contact your local marketing 
representative today, or visit our website. 

 



If this is what you see…

FOCUS.
Speed | ATTENTION | Fatigue | Emotion

Poor driving decisions could keep you and your employees 
from making it home S.A.F.E. today.

Federated Mutual Insurance Company • Federated Service Insurance Company* • Federated Life Insurance Company
Owatonna, Minnesota 55060  |  Phone 507.455.5200  |  www.federatedinsurance.com 

17.02  Ed. 9/16   *Not licensed in the states of NH, NJ, and VT.   © 2017 Federated Mutual Insurance Company

To learn more about our new Drive S.A.F.E. risk management 
resources, please contact your local marketing representative.


