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 Upcoming Events 
 
Arkansas Tailgate Event 
 September 12, 2015 
 
Estimating Workshops 
 September 22, 2015 -  
  Newton, Kansas 
 September 29, 2015 -  
  St. Louis, Missouri 
 
Tennessee Mill Tour 
 October 4-9, 2015 
 
ProDealer Industry Summit -  
 Colorado Springs, Colorado 
 October 27-29, 2015 
 
Fall Fling -  
 Branson, Missouri 
 November 5-6, 2015 
  
 
Please note: All events are open to members 
and their employees. If you cannot attend, please 
send another company representative. 

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 
 
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. 

MLA 2015 Fall Fling – 
Branson!
If you’ve attended the Fall Fling in the past, you probably already have 
the dates circled on your calendar: November 5-6. You already know 
that it’s THE annual event to meet with other members, exchange ideas, 
learn new tips and techniques and simply “let go” for a couple of days – 
away from the pressures of every day. Suppliers step forward annually to 
support this event so there’s no registration fee for members. 
 
We’ll have a great program to provide ideas and techniques to help you 
right now. We’ll provide solutions to issues every dealer must confront.  
Come to Branson to learn, laugh and even celebrate another year in this 
dynamic industry. 

Registration Information
To attend, all you need to do is register. Complete the enclosed registra-
tion form and return to MLA by Wednesday, October 14. Let us know 
who’s coming and we’ll do all the rest. (You’re responsible for your hotel 
reservations, as needed, and travel expenses.)

This meeting is sponsored by Federated Insurance, your suppliers and 
your Association. This will be a fun and informational get-together and 
a way to thank members for their support and membership. The cost 
to members is their time and travel expense. We’ll cover all the meeting 
expenses. (Nonmembers may attend for $225 per person.)

Hotel
Our headquarters hotel is the Hilton Promenade at Branson Landing, 
Branson, Missouri. We negotiated a fantastic rate of $142 per night, 
single or double occupancy.  Reservations may be made by calling the 
hotel at 417-243-3413.

Guests must call before the October 14 cut-off date and request the 
“Mid-America Lumbermens Association rate.” On the cut-off date, rates 
will return to their regular level. 
 
This is a special event for members to have an informative and entertain-
ing two days with industry friends. We hope to see you there!
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MLA Annual Event

Once again, we have an outstanding line-up of speakers 
coming to the Fall Fling, scheduled for November 5-6, in 
Branson, Missouri. 

What You Need to Know About Succession Planning
Scott Simpson, Blue Tarp
 
The building supply industry has a proud 
heritage of independent, multi-generational 
ownership, and that means many dealers 
are beginning to consider how to transi-
tion their business. If you’re thinking about 
eventually selling your company to an out-
side party or shifting ownership to a family 
member – you’ll want a successful transition 
for everyone. 
 
Scott Simpson, C.E.O. of Blue Tarp Financial, will explain 
the different preparations necessary for a third-party sale 
or a family transfer. He will discuss how to evaluate your 
business now and set a plan for action of things you may be 
concerned about, from strength of your customer base to 
cash flow and accounts receivable.  He will show you how to 
implement best practices around your operation to ensure 
that you maximize the financial value of your business to 
make certain you are on strong financial footing. Or, if you 
are transitioning your company to a family member, he will 
help you understand how to best preserve your legacy for 
years to come. This session is ideal for those considering a 
transition of their business in the future, or for those who 
want to have a better understanding of what they can do to 
improve the overall value of their business today! 
 
Scott Simpson is the CEO and President of BlueTarp, 
a company that professionally manages the trade credit 
programs of over 2,000 building supply dealers. BlueTarp 
provides dealers with predictable, faster cash flow and pro-
tection from credit risk so they can focus on growing their 
business.  
 
The State of LBM Today: A Reporter’s View from  
40,000 Feet
Craig Webb, Hanley Wood
 
Craig Webb has traveled to 49 states and several foreign 
countries visiting LBM dealers and their customers. From 
this research, he’ll tell you where things stand in building 
material supply across the nation today and which trends—
from industry, the economy, demographics, technology and 

Fall Fling Delivers With Outstanding Speaker Line-Up
social trends—are most likely to affect you 
over the next 18 months.
 
Craig Webb is Editor-in-Chief of Remodel-
ing, the nation’s leading magazine for profes-
sional remodelers, as well as ProSales, a maga-
zine serving lumber and building material 
dealers and distributors. Both are the nation’s 
most honored publications in their fields, having won several 
dozen national writing awards.
 
Employment Law Headaches: Wage & Hour Law  
Compliance and Employee Medical Issues
John Neyens, Seigfreid Bingham, P.C.
 
As you may know, the U.S. Department 
of Labor (USDOL) recently proposed new 
overtime pay rules that could have a sig-
nificant financial impact on businesses of 
all sizes in all industries. The USDOL also 
announced its intention to ramp up enforce-
ment efforts focused on what it describes as 
“rampant” wage and hour violations, and it 
hired hundreds of additional investigators to pursue wage-
and-hour audits and targeted investigations of employers 
throughout the country.  The USDOL will likely collect 
hundreds of millions of dollars from employers for violations 
of the federal Fair Labor Standards Act (FLSA) this year 
alone. The FLSA requires employers to pay minimum wage 
and overtime pay to all employees who are not considered to 
be “exempt” under the regulations.  
 
These regulations are complicated and difficult to under-
stand, and companies of all sizes unknowingly violate them 
on a regular basis. The most common problems arise from: 
(a) improperly classifying employees as exempt and not 
paying them overtime pay; (b) making improper deduc-
tions from an employee’s salary; (c) improper timekeeping 
practices and procedures; (d) unpaid off-the-clock work; and 
(e) incorrect calculations of overtime pay. This program will 
address these complex wage and hour rules, including the 
proposed new overtime regulations, and the common wage-
and-hour law compliance problems that can result in very 
significant liability.
 
Further, in light of the recent amendments to the Americans 
with Disabilities Act (ADA), almost any employee with a 
medical condition, illness or injury could be considered 
“disabled” and entitled to protection under the law.  When 
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employees need time off of work due to a medical issue, it 
could implicate the ADA, state disability discrimination laws, 
the federal Family and Medical Leave Act (FMLA) and/or 
state medical leave laws.  If an employee’s medical condition 
is work-related, then state workers compensation laws are 
also implicated and will apply in addition to the laws men-
tioned above.  In light of the fact that these numerous laws 
all overlap and impose different (and sometimes contradic-
tory) obligations on employers, it becomes very difficult to 
navigate the regulatory minefield when an employee has a 
medical condition that causes them to miss work.  Further, 
these laws all impose different (and sometimes contradictory) 
obligations on employers when employees can work, but 
need workplace accommodations or modified job duties or 
work schedules.  This program will also address the challenges 
frequently encountered in dealing with employee medical 
issues, leaves of absences, and the obligation to make accom-
modations to comply with the law.
 
John Neyens is a shareholder in the Kansas City law firm 
of Seigfreid Bingham, P.C., and has more than 18 years of 
experience representing corporate clients with respect to 
employment law compliance, general business/corporate 
transactions, health care law compliance, governmental in-
vestigations, and dispute resolution.  He is also a nationwide 
lecturer on employment law, health care law and business 
law topics concerning small and large businesses, and has 
authored numerous articles on employment law and business 
law issues for trade associations throughout the United States.  
John regularly assists businesses and trade associations with 
employment-related matters, including wage and hour law 
compliance and audits, management/human resources train-
ing, personnel policies and employee handbooks, handling 
medical leave situations, proper hiring and termination prac-
tices, investigations, charges of discrimination, and employ-
ment agreements.

MLA Annual Event - cont. Safety Practices

Branson Landing  
at Night

Do you provide a safe workplace for employees? MLA can 
assist you in tightening up your safety practices, training your 
employees and making your yard a great place to work.
 
MLA Regional Manager Robert Uhler has been trained to 
conduct “mock” OSHA audits. What this means is you now 
have the ability to obtain a walk-through of your lumberyard 
by a trusted advisor who is on your side. This is a no-risk way 
to find out if there are any OSHA-related safety concerns at 
your company. If any safety violations are found, Robert will 
make you aware of them so you can take corrective action.  
 
According to reports, the average OSHA penalty per serious 
violation in 2011 increased to $2,132 – more than doubling 
from 2010’s average of $1,053. This MLA service offers you 
the opportunity to reduce your exposure by taking preventive 
action now.   
 
If you’d like to learn more or schedule a time for Robert to 
visit your location, please contact him at ruhler@TheMLA.
com or call him at 913-244-4138.

Is Your House In Order?
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Educational Opportunity

Scholarship Winners Announced

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

Alyxis Jennings plans on attending 
Northwest Missouri State University and 
majoring in Biology with a concentration 
in biomedical sciences/pre-medicine. 
Susan Thorne, Pat Thorne Lumber Co., 
said, “Alyxsis is very goal oriented and 
driven to succeed. She has been very active in numerous 
clubs and activities during her high school years, but has 
managed to keep a high grade point average.” Alyxis is a very 
motivated young woman who is working very hard to achieve 
her goals.

Kennedy Tunks has grown up in the 
lumber business and looks forward to 
returning after college to help her family 
grow and expand the family-owned com-
pany. She has always worked hard and 
has been very driven to learn more and 
become better in all areas of her life. She “is a very focused 
and dedicated young lady. She has great character and natural 
leadership skills.” Those are great qualities that all of us can 
admire. She’ll attend Kansas State University this fall. 
 
Keri Prendergast is a returning recipient, and the daugh-
ter of Dan and Ellen Prendergast, owners of Moscow Mills 
Lumber Co., Moscow Mills, Missouri. She has declared her 
major in Child and Family Development at the University 
of Central Missouri, where she has been a student for three 
years. She hopes to become a Child Life Specialist after 
graduation. Keri has been volunteering at the local hospital 
in Warrensburg in hopes of gaining an internship, which is a 
requirement for her Child Life specialty. She has continued 
to volunteer and be involved in community service, taking a 
full course load, participating in sorority events, and has been 
on several service trips to Haiti.  
 
Derek Keely is a returning recipient of the MLA scholar-
ship. He is continuing his focus of study on the construc-
tion industry and looks forward to the day when he can put 
his knowledge to work. Derek attends Vatterott College in 
Quincy, Illinois. 
 
Ashlea Baalmann is starting her educa-
tion at Kansas State University majoring 
in Pre-Veterinary. She then hopes to 
get into veterinary school. She has her 
plans laid out for the next seven to eight 
years. She is a very determined young 
lady who has set goals, and has the plans in place to complete 
them. She has always been a good student and is looking 
forward to her college experience.  
 
Nicole DeMars just finished her sopho-
more year at Cloud County Community 
College, where she was very active in Phi 
Theta Kappa Society, VP of Public Rela-
tions, and also played on the Lady Thun-
derbirds softball team earning All- 
Academic Honors all four semesters. She 
plans to go to Kansas State University and 

Once again the Missouri Lumbermens Committee has 
awarded four $500 scholarships to deserving students for this 
school year. The Scholarship program is likely the most popu-
lar program MLA offers.This year, Missouri has three new 
and one returning scholarship winners. The Kansas Lumber-
mens Committee has awarded four $500 scholarships for this 
year. Here is a short review of the winners:

Continued on next page



5

Kansas Sunflower Shootout - Winners and Sponsors
Across State Lines - Kansas

major in pre-vet med. “Being a dedicated and hardworking 
student” she says “will help her face the challenges of  the 
years to come.” She believes in Nelson Mandela’s quote, 
“Education is the most powerful weapon which you can use 
to change the world.” 
 
Madison Hays is enrolling at Kansas State 
University this fall. She will be studying 
agricultural business and pursuing a minor 
in Leadership Studies. After graduation, 
she plans to use her degree and education 
to pursue a career as a marketing specialist 
within the agricultural field.  
 
Cutler Boone has been working at Cleaver Farm and Home, 
Chanute, Kansas, for some time now and is looking forward 
to going to Pratt Community College where he is pursuing 
a degree in the Electric Power Line Tech program. He has 
always been interested in electricity and how it works. While 
he was in high school in Chanute, he completed several 
classes at Neosho Community College and will enter Pratt as 
a sophomore. 

Congratulations to the winners of the 2015 Kansas  
Sunflower Shootout, held June 12th in McPherson, Kansas. 
 
1st Place - A Flight - Mike Meitzner, James Vaughn, Guy 
McGillivray, and Greg Zabel with a score of 58 on scorecard 
playoff.

2nd Place - A Flight - Jim Stewart, Carl Fulkerson, Tim  
Herman, and Bill Ray.

1st Place - B Flight - Lorne Autry, Craig Simonsen, and 
David Brake. 
 
2nd Place - B Flight - Vince Friess, James Silman, Gary  
Willis, and Dave Armstrong. 
 
Neal Denno Memorial Long Drive Contest -  
Matt Applegate (Federated Insurance Co.) 
 
Thanks to our Sponsors 
 Pinnacle Level 
  Blish Mize 
  Berry Material Handling 
  CCM Countertop & Cabinet Mfg. 
  Federated Insurance Co. 
  Mid-Am Building Supply 
  PWD Inc. 
  Tamko 
  Westfall GMC 

 Championship Level 
  Dealers Choice Distributing 
  Forest Products Supply 
  Great Southern Wood Preserving 
  Hardman Wholesale 
  Monarch Cement 
  Quaker Windows 
  Quikrete 
  Tennison Products Inc. 
 
 Clubhouse Level 
  Schutte Lumber 
  Tax Favored Benefits 
  Timber Products

Scholarship Winners Announced - cont.

Team PWD, Newton, Kansas

Home Lumber Team
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YOU WORK HARD...

SO DO OUR TRUCKS

Your KC Truck Headquarters Since 1951

No matter your line of work, the Freightliner 
is the truck of choice.  For everything from 
delivery and pick-up, to utility and towing, 
if you want flexibility and maneuverability, 

look no further than Freightliner.  
Come and get one at Westfall!

3915 NE Randolph Rd.
Kansas City, MO 64161
www.westfallgmc.com

816-455-7262

WESTFALL
FREIGHTLINER

Collections News

How to Ask For Payment 

To improve collection results, business owners must know 
how to properly ask a customer for payment. It may appear 
to be a simple and obvious process, yet most creditors are 
unaware of the correct approach to use when asking for pay-
ment. 
 
The reason most businesses are ineffective in getting paid 
by marginal customers (honest, but a little slippery) and 
deadbeats (dishonest and very slippery) is they employ the 
same collection method with these customers as they do 
with the honest, paying customers. Their approach is aimed 
more at maintaining good customer relationships than at 
getting paid. In other words, they focus on tone rather than 
technique. 
 
Their collection conversation often goes something like this: 
 
 Bizowner: Hey, John. I noticed your account is 90 days 
 past due. Can you get that taken care of today?

 Debtor: I’m glad you mentioned that. I have been 
 meaning to call you but I have been so busy lately I 
 didn’t get to it. I should be able to pay something 
 on the account next month. 
 
 Bizowner: Great, we’ll look for your payment. 
 
In this scenario, the business owner didn’t lose a customer, 
but he didn’t get his money collected either. The ICS tech-
nique enables you to retain customers while getting pay-
ments collected. 
 
Here’s how to ask for payment: Whenever you talk to a 
customer about making payment on a past due account, 
your goal should be to get payment at that moment or to 
get a commitment from the customer to take a specific 
action on the account by a specific date. 
 
The commitment to take action does not always have to 
be making payment. However, the action to be taken must 
move the collection process forward. Such nonpayment ac-
tions are usually those that will resolve an excuse/reason for 
nonpayment such as providing a copy of a canceled check to 
document that payment has been made. 
 
The specific-amount-and-date technique achieves three very 
important objectives: 
 
 1. It clearly establishes for both parties what action 
  is to be taken and the deadline for that action. 
 2. It places the responsibility for resolving the matter 
  with the debtor. 
 3.  It will smoke-out those debtors who are trying to 
  avoid payment. 
 
When you take a second look at the above scenario, you see 
that the debtor really did not commit to making payment or 
to taking any action. The debtor only announced what may 
happen: “I should be able to pay something next month.” 
 
Here is the proper technique for getting the outcome we 
want from our past debtor. 
 
 Bizowner:  “Hey, John. I noticed that your account 
   is 90 days past due. Can you make  
   payment today?”
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Collections News - cont.

 Debtor: “I’m glad you asked about that. I have 
  been meaning to call you but I have been 
  so busy I didn’t get to it. I should be able 
  to pay something on the account 
  next month.” 
 
 Bizowner: “Great, will you be bringing the account 
  current then?” 
 
 Debtor: “I’m not sure, I’ll have to wait and see how 
  some of my jobs turn out.” 
 
 Bizowner: “When will you know for sure?” 
 
 Debtor: “Well, the one job is waiting on yada,   
  yada...(You know the tune).” 
 
 Bizowner: OK, then let’s leave it that you will pay 
  at least $500 by the 25th of next month. 
  Then, if you can pay the full amount due, 
  you will. But, if you can’t, you will keep 
  paying $500 every month by the 
  25th until your account is paid up-to- 
  date.” 
 
If he or she agrees to these terms, you are all set. If they 
object for a legitimate reason, you can then negotiate an 
appropriate payment amount and due date for ongoing 
monthly payments. This technique changes the discussion 
from whether or not they will make payment to how much 
they will pay and by what date. 
 
If the debtor avoids negotiating a payment amount and due 
date in good faith, you know this person does not intend to 
cooperate in making payment and is likely a deadbeat. You 
have achieved objective #3, above. 
 
Obviously, you can become more assertive in your collection 
efforts at this point because this is not a customer you want 
to keep. And, as you know, this is one of those accounts that 
will be sent to collection, eventually. 
 
By smoking out the deadbeat accounts as soon as pos-
sible, your collection rate with these accounts will improve 
because the sooner you take tougher collection measures on 
these accounts the more likely it is that you will get paid. 
 
This technique will improve your collection rate with mar-
ginal customers (MCs) even more. MCs take advantage of 
your good will to delay making payment for as long as you 

will let them. With this technique, they will pay as soon as 
you close the barn door. 
 
In addition, this technique will make your follow-up on 
payment defaults more effective because your follow-up will 
be more timely and efficient. You will know exactly when to 
follow up a payment default with this technique, and when 
you do, excuses for nonpayment are eliminated because the 
customer has already agreed to specific terms for payment. 
 
When the agreement for payment is left at “probably next 
month,” you have no idea when to follow up with the cus-
tomer. This can lead to repeated “checking on status” phone 
calls being made without any result because these vague 
payment terms also provide the built-in excuse of, “I need 
another week.” 
 
The second step in this technique is intended to achieve the 
second objective of putting the responsibility for resolution 
of the debt on the debtor. As you will see, Step Two elimi-
nates a primary dodge used by debtors, which also aids in 
smoking out deadbeats. 
 
As you already know from experience, one of the most com-
mon dodges used by debtors is the “get back to me” routine. 
Before the debtor can commit to a specific amount and due 
date for payment, they must “check on something first” and 
ask that you call them tomorrow or next week or whenever 
to make final arrangements for payment. 
 
You should never agree to finalize the payment amount 
and due date at a later time. The reason a debtor wants you 
to “get back to them” is to avoid committing to payment 
terms. 
 
By asking you to call him, the debtor gives the appearance 
of cooperating with you while he is actually setting up the 
perfect means to avoid making payment arrangements with 
you. His plan is to avoid making payment arrangements 
by not talking to you. When you call him back, he will not 
answer your call. Then, if you ever do corner him at some 
point in the future, his excuse will be that he never got your 
voice-mail message. 
 
When you encounter the “Call me” ploy, simply explain to 
the debtor: “It is best if you call me. With your schedule, I 
won’t know when you will be available to take my call. 
 
I am here at the store every day, 9-5, so I will be available to 
talk to you whenever you call. 
Continued on page 9
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Business News - Credit Programs

         
 

 
                 

Specializing in 
 
 Profit Sharing            Asset Preservation 
 401(k) Plans              Disability Income 
 
     Business Continuation Planning  
       Retirement Income Planning 
          Private Money Managing 
 

   David B. Wentz              Bill Male 
 

4801 W 110th Street 
Overland Park, KS 66211 

913-648-5526. 

Preparing to Sell or Transfer Ownership of 
Your Business 
By Scott Simpson, CEO, BlueTarp

The building supply industry has a heritage of independent, 
multi-generational ownership and that means lots of dealers 
are thinking about how to transition their business. If you’re 
one of them – whether you’re selling to an outside party or 
shifting ownership to a family member – you want a success-
ful transition for everyone. 
 
To help ensure the best outcome, evaluate your company 
now with a critical eye toward what a new owner will be 
concerned about – things like cash flow, accounts receivable 
and customer strength. Your goal should be to reduce risk 
and uncertainty, and create stability and continuity. You can 
do this by implementing some best practices around your 
credit and collections operations. 
 
The two scenarios below provide an outline of key consider-
ations and suggested steps to help you successfully transition 
the ownership of your company. 

Third-Party Sale 
 
Establishing Value 
Like staging a home for sale, you want to put your business 
in the best possible light to maximize its financial value so 
you can attract qualified buyers at the highest price. Trans-
parent financials provide clarity on your operations and 
make it easier for potential buyers to understand where your 
company’s valuation fits when looking at similar sales. 
 
If you’ve been working with a professional credit manage-
ment service, you’ll be able to offer prospective buyers a 
credit assessment of your customer portfolio. For example, 
BlueTarp uses credit bureau data and expertise from nearly 
20 years of working with dealers and contractors to evaluate 
customers’ credit quality and likelihood of default. Armed 
with this information, you can clearly represent the value of 
your customer base, as well as reduce risk and uncertainty 
for prospective buyers. 
 
Improving Cash Flow and Credit Risk 
Understanding your cash flow will be top-of-mind for a buy-
er who wants to plan how much cash will be needed to sup-
port operations after the sale. If you have several accounts 
that are chronically delinquent, that may require a new 
owner to tap the bank for operating capital – a move that 
can add risk and cost to the equation. Fluctuating payment 
trends and past-due accounts can also be a red flag, and will 
indicate how much credit risk may come with the purchase. 
 
Improving your credit risk and cash flow can seem like a 
daunting task. Working with BlueTarp can make your ac-
counts receivable (AR) 100 percent current. How? BlueTarp 
pays you upfront, at your choice of frequency, for every sale 
and assumes the risk of nonpayment from your pro custom-
ers. That kind of consistency can take a lot of risk and uncer-
tainty off the table before, during and after a sale. 
 
Providing Continuity 
Fostering continuity can be an elusive, but important, aspect 
of any sale. After all, a buyer will want to maintain many of 
the relationships and processes that have led to your success. 
A professional credit service that manages your entire credit 
and collections function can help you achieve this goal by:
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Business News - Credit Programs

 • Maintaining consistency and professionalism in your 
  credit and collections functions and eliminating  
  concern about losing credit staff following a  
  transition. 
 • Providing new ownership clarity and transparency 
  on the company’s financial health and setting  
  realistic expectations for future credit risk and cash 
  flow. 
 • Assuring customers that established credit and 
  collections functions and contacts will not change 
  with a new owner. 
 
Keeping the Business in the Family 
 
Preserving the Legacy 
If you’re planning to transition your business to a family 
member, you’ll want to make sure the company is on solid 
financial footing to help preserve your legacy for generations 
to come. Getting your financial house in order now can help 
ensure that future leadership will be able to focus on serving 
customers and growing the business. 
 
You can start by identifying your top financial concerns that, 
in a perfect world, you’d like to reduce or eliminate for the 
next generation: 
 • Lagging customer payment trends 
 • Bad debt write-offs 
 • Inconsistent cash flow 
 • Time-consuming credit and collections processes 
 • Reliance on bank lines of credit to fund operations 
Once you’ve created your list, you can tackle reducing the 
amount of risk and uncertainty that will be inherited with 
your company. 
 
Reducing Risk and Uncertainty 
Even for a family member who’s been involved with the 
business, assuming ownership will include a lot of new re-
sponsibilities and you’ll want to reduce that burden as much 
as possible. A good place to start is to make improvements 
to your company’s credit management and collections. The 
result can mean the next generation has more time, energy 
and money to focus on customers and growing the business 
rather than being bogged down by credit decisions and chas-
ing payments. 
 
If you are working with a professional credit management 
service like BlueTarp before the transition, you have an 
end-to-end solution that handles everything from credit 
analysis and risk protection to customer service, billing and 
collections. The uncertainty of cash flow will be eliminated 
with a guarantee that you’ve paid for all sales, in full, at the 

frequency of your choice. The risk for your AR is assumed by 
BlueTarp and managed by a best-in-class credit analysis team 
who screens new customers and works with existing ones to 
help you continually identify and assess risk. 
 
Maintaining Relationships 
You can ensure that your new family owner will have more 
time to focus on customer relationships by shifting your cred-
it and collections function from in-house to a professional 
credit service. And in an industry built on relationships,  
BlueTarp has nearly 20 years of experience working exclu-
sively with building supply dealers and pro customers. 
 
You gain stability and continuity by working with a profes-
sional credit service in several ways: 
 •  Customers are assured that established credit and  
  collections functions will remain the same. 
 • Credit and collections will be handled by the same 
  staff in the same professional, friendly way your 
  customers have come to expect. 
 • Company leadership and sales will have more time 
  and cash flow to confidently invest in the business, 
  solve customer problems, and provide better service. 
 
If you’re seriously considering the sale or transfer of owner-
ship of your business, then now’s the time to get your finan-
cial house in order. By partnering with a professional credit 
service like BlueTarp, you can rest assured that your company 
will be well positioned to make a profitable and successful 
transition when you’re ready. 

How to Ask for Payment - cont.

If he will not agree to call you, simply tell him, “This is your 
debt, and it is your responsibility to get it resolved. You call 
me.” 
 
The power of this approach lies in the fact that the technique 
can be employed effectively using a friendly and courteous 
tone throughout. Payment arrangements can be set with 
honest (and near honest) customers without fear that their 
feathers will be ruffled, while at the same time, deadbeats will 
be “smoked out.” 
 
If you keep the specific-action-and-date approach in mind 
when asking for payment, your collection results are sure to 
improve. 
 
If you need assistance in collecting your past-due accounts, contact your 
Association’s endorsed debt-collection expert, Todd Elliott at  
ICS-National Collection Services, LLC, telliott@ICS-National.com,  
800-622-2331 or www.ICS-National.com.
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Across State Lines - Arkansas

Arkansas Lumbermens State Committee 

Razorbacks Tailgate Event
Plan to join fellow MLA members/Arkansas LBM dealers in 
Little Rock on Saturday, September 12, to cheer on the  
Arkansas Razorbacks as they take on the Toledo Rockets. It’s 
a 3 p.m. game, and we’ll gather for a tailgate starting at  
noon. 
 
Interested? You can find detailed information and registra-
tion materials on the MLA website at www.TheMLA.com.
Please register as soon as possible so we have an accurate 
headcount. Invite your suppliers - let’s make this a great 
event! 
 
We look forward to seeing you in Little Rock and having a 
good time getting reacquainted with old friends and meeting 
new ones from the Arkansas lumber industry. Fees include 
drinks, food, and a good time. 
 
Saturday, September 12 
12 p.m. at War Memorial Stadium

Leadership  Training

Robert Uhler, MLA Regional  
Manager, Completes 3rd Year at  
Institute for Organizational  
Management
Institute for Organizational Management, the 
professional development program of the U.S. 
Chamber of Commerce Foundation, is pleased 
to announce that Robert Uhler, MLA Region-
al Manager, has recently completed his third 
year at Institute for Organizational Manage-
ment, a four-year nonprofit leadership training program at 
Villanova University in Villanova, Pennsylvania. 
 
“Institute graduates are recognized across the country as 
leaders in their industries and organizations,” said Raymond 
P.Towle, IOM, CAE, the U.S. Chamber of Commerce’s vice 
president of Institute for Organization Management. “These 
individuals have the knowledge, skills, and dedication neces-
sary to achieve professional and organizational success in the 
dynamic association and chamber industries.”
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MLA BOARD OF DIRECTORS – 2014-2015
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

1st 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 

2nd Vice President
Chris Cleaver 
Cleaver Farm & Home
2103 S. Santa Fe Ave.
Chanute, KS 66720
620-431-6070
Fax: 888-552-0075
chris@cleaverfarm.com

Immediate Past 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

NLBMDA Delegate
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

 
Secretary/Treasurer
Hatch McCray 
McCray Lumber & Millwork
3200 McCormick Rd.
Kansas City, KS 66115
913-321-8840
Fax: 913-321-8031
hmccray@mccraymillwork.com

 
Missouri/Arkansas Director
Landon Garner 
Garner Building Supply
125 E. Locust St.
Rogers, AR 72756
479-636-4151
Fax: 479-636-4203
landon.garner@garnerbuildingsupply.com

 
Kansas/Oklahoma Director
Ray Mueller 
Clark Lumber Do-it Center 
2 S. 5th St. 
Herington, KS 67449 
785-258-2269 
Fax: 785-258-3001 
splintergolfs@yahoo.com

State Committee Chairman - KS
Matt Graham 
Miltonvale Lumber & Coal Co. 
28 E. Spruce – PO Box 393 
Miltonvale, KS 67466 
785-427-2643 
mattgraham@miltonvalelumber.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 
 
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 
 
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 
Terry Parker 
PrimeSource Building Products 
2727 E. Jean St. 
Springfield, MO 65803 
417-831-4188 
Fax: 800-995-0615 
parkerte@primesourcebp.com 
 
Associate Director 
Don Rieger 
Hiab USA, Inc. 
10899 Indian Head Ind. Blvd. 
St. Louis, MO 63132 
636-677-2980 
don.rieger@hiab.com

MLA is seeking an active member from Arkansas who would be  
willing to serve as Arkansas State Committee Chairman.  
Contact Olivia Holcombe at 800-747-6529 to learn more.
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Scam Alert

Scammers Target Flooring Industry 
By Santiago Montero, Floor Covering Weekly

Flooring retailers and suppliers are being targeted by scam 
artists who have already bilked them for more than a million 
dollars this year. It’s a new take on an old problem - Floor  
Covering Weekly (FCW) reported as far back as 2006 on a 
spate of illegal activity that targeted the flooring industry – 
back then, it often involved ceramic tile. 
 
Today, it has taken on a new form – companies have been  
ordering wood flooring, typically over the phone, then  
paying for it by credit card. 
 
The problem for the companies that have fallen for this is 
that once the credit card payments are processed, the  
supplier/retailer assumes he’s safe and ships out the order. But 
when the banks identify that the credit cards have been  
stolen, it is the supplier who loses out and gets left on the 
hook for the entire order – often totaling thousands and 
thousands of dollars. 
 
Once the product is shipped to Canada, where the activity 
seems to be taking place, the merchandise suddenly disap-
pears. Where it goes is anybody’s guess, but chances are it 
is being sold at any number of outlets at deeply discounted 
prices. 
 
Taking credit card orders over the phone is a risky propo-
sition and you should be extremely careful. I know that 
legitimate websites not only require credit card numbers, but 
also the security code that can only be identified by actually 
looking on the card itself, plus a billing address that matches 
the one on file for that account – misidentify even one num-
ber in any of those fields and you’ll be rejected. 

The problem is that retailers and even suppliers are lulled into 
a false sense of security. First, because the orders are being 
shipped to Canada – not Nigeria or other countries known to 
be hubs of illegal scamming activity. Second, the orders “go 
through,” that is they are accepted by the credit card pro-
vider. Only later will you find out the transaction has been 
rescinded. 
 
Maybe you can reach out to your credit card processing com-
pany for tips on how you can protect yourself. By and large, 
the best protection is probably a healthy dose of skepticism. 
You can never be too careful in identifying that the credit 
card holder is who they claim they are. 
 
John Simonson of Webstream Dynamics who alerted me to 
this scam, asked me why they are targeting flooring dealers. 
The answer is simple: They’re easy targets. Don’t let your store 
be the next victim. 
 
We’ll continue to monitor this story, and with your help, we 
can get the word out to the rest of the industry so they can 
take steps to protect themselves too. Already, several retail-
ers have posted their own experiences to our Facebook page; 
hopefully those will serve to alert the rest of the industry to 
this nefarious and potentially devastating threat. 
 
If you have encountered this in your business, let us know 
about it. In this case, knowledge is definitely power. 
 
Source: Floor Covering Weekly, August 3, 2015

Special Thanks To These Sponsors That 
Support All Association Programs 

 
• Federated Insurance 

• Blish-Mize 
• Great Southern Wood  

Preserving 
• Tax Favored Benefits 
• Westfall GMC Truck 



Fire

Natural Disaster

LawsuitFines
Harassment

Retaliation

Death

Injury
Theft

Federated Insurance  
is here for you before,  

during, and after a claim.

It’s Our Business  
to Protect Yours®

Visit www.federatedinsurance.com 
to find a representative near you.

This Wasn’t Supposed  
To Happen

 
 *Not licensed in the states of NH, NJ, and VT.   © 2015 Federated Mutual Insurance Company


