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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.

Plan to Attend 
Winter Meetings Set
Missouri Winter Meeting 
 January 10, 2015 - Columbia, Missouri - hosted by Boone   
 County Lumber. This annual event brings members together 
 for planning, sharing information and fun. The agenda and more 
 information will be on its way soon. 
 
Kansas Winter Meeting 
 January 23-24, 2015 - Junction City, Kansas - hosted by Ray and 
 Susan Mueller, Clark Lumber Do it Center and Alan Bontrager,  
 Home Lumber & Decor. Mark your calendar and save the date 
 for this meeting, which has become a Kansas tradition. Gather 
 with fellow members for learning and camaraderie. 
 
Arkansas Legislative Breakfast 
 Hosted by Sen. Alan Clark, Clarks Building & Decorating  
 Center. We will soon set a date for a breakfast with Arkansas  
 State Legislators. Members will have the opportunity to visit with  
 their senators and representatives at the capital in a breakfast  
 setting. Members’ top legislative issues will be discussed. 
 
More information on these meetings will be sent to members soon.

Industry Calendar
• Missouri Winter Meeting - January 9-10, 2015 
 Columbia, Missouri 
 
• Kansas Winter Meeting - January 23-24, 2015 
 Junction City, Kansas 
 
• Blish-Mize Spring Buying Show - March 20-21, 2015 
 Overland Park, Kansas 
 
• NLBMDA Leg-Con - March 31 - April 2,  
 Washington, DC
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Annual Membership Meeting

Members Gather in Branson For Annual 
Fall Fling
MLA members gathered in Branson, Missouri on Nov. 6-7 
for the annual Fall Fling. The 
conference brings members and 
supporting vendors together 
to discuss industry issues, new 
MLA programs, and other 
pertinent topics for lumber and 
building material dealers.

Outgoing MLA President Greg 
Smith, EC Barton & Co., right, 
receiving recognition from 
Kevin Rasure, Rasure  
Lumber.

Mark Borchers, Great 
Southern Wood Pre-
serving, left, receives 
a plaque from Robert 
Uhler, MLA Regional 
Manager, after com-
pleting his term on the 
Board of Directors.

Incoming MLA President 
Dan Prendergast,  
Moscow Lumber,  
Moscow Mills, Missouri 
speaking at the Fall 
Fling.

Scott Simpson,  
BlueTarp, informed 
members about  
improving their credit  
practices.

Scott Yates, Denver 
Lumber, updated 
members on national 
legislative issues.

Justin Pekarek,  
Federated Insurance  
Regional Marketing 
Manager spoke on “Hiring 
Quality  Employees.” 

 

Thank You to the Fall Fling 
Sponsors

 Presenting Sponsor: Federated Insurance 
  
  
 
  
  
 Sterling Sponsors:  Blish-Mize Company 
    BlueTarp Financial 
    Hiab USA, Inc. 
    Mid-Am Building Supply 
 
 Standard Sponsors: Forest Products Supply 
    Great Southern Wood Preserving 
    Monarch Cement Company 
    Westfall GMC 
 
 Dine-Around Sponsors:  Dealers Choice Distribution 
            Simpson Strong-Tie 
            Tax Favored Benefits 
 
  
 Mark your calendar for Nov. 5-6, 2015 for the  
 2015 MLA Fall Fling in Branson, Missouri. 
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Closing Out 2014...Do You Know Where Your 
Accounts Receivable Are?  
By BlueTarp Financial

National Legislative Update

The end of 2014 is nearly here. It’s a busy time of inventories 
and cycle counts, completing operations plans and sales fore-
casts for the coming year, and beginning to turn our focus to 
2015 and beyond. 
 
For many of us, 2014 was a year of solid growth, both in 
sales and profits.  Housing demand was a bit more capricious 
than what was originally projected, but by the end of 2014, 
we will see a six-year high in permits on a national level.  For 
2015, the housing recovery is projected to remain somewhat 
subdued, thanks in no small part to the restrictive lending 
practices in the mortgage banking industry.  However, all 
indications point to a continuing recovery nationwide. 
 
As we begin to close out another year in our industry, we 
have faced some interesting hurdles on the way to restoring 
the health of our industry and our businesses. Labor short-
ages continue to plague builders and trades in the field.  Un-
predictable lumber pricing and material allocations plagued 
many parts of the U.S.  Cash flow and lending concerns 
abound as we consider expansion of our business to keep up 
with demand. We have a lot to think about as we forecast 
performance for the upcoming year. 
 
At the MLA Fall Fling in Branson in November, Scott Simp-
son, CEO of BlueTarp Financial educated those in atten-
dance on “Credit as an Offense – How to Boost Your Cash 
Flow and Sales.”
  
Although regarded in our industry by some as a “neces-
sary  evil,” credit and AR should be at the top of the list for 
year-end review.  Credit and cash flow can make or break a 
company in short order.  With that in mind, this is a good 
time of year to look at your projected write-offs. Review your 
credit process and procedure with your credit department.  
Ensure that your credit and collections processes are firmly 
entrenched in your day-to-day business.  Check your cus-
tomer’s credit three times annually at a minimum, to monitor 
any changes that are occurring. If any of the following are 
occurring, it may be wise to re-evaluate their line of credit 
with your company. 

Here are some warning signs that we advise you to look for 
when reviewing an existing customer’s credit:
• Consistency in payment trend
• Short pays, lump sums paid to post on account
• Unreturned calls, hard to connect
• Lost invoices or statements, delivery and/or pricing   
 disputes
• Broken promises to pay, over-reaction to any holds   
 placed on account, or calls for payment on account
 
Remember, the best offense is a good defense. From all of us 
at BlueTarp Financial, we wish you and your families a won-
derful holiday season, and a prosperous 2015!  
 
For those of you unable to attend the Fall Fling who would 
like a copy of Scott’s presentation, or would like more infor-
mation about BlueTarp Financial, please contact  
dcordovajack@bluetarp.com, 719.502.9554, or visit our  
website at www.bluetarp.com.

Special Thanks To 
These Sponsors That 

Support All Association 
Programs 

 
• Federated Insurance 

• Blish-Mize 
• Great Southern Wood  

Preserving 
• Tax Favored Benefits 
• Westfall GMC Truck   

Patronize the companies that 
support your industry!  
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Legislative Activity

NLBMDA Continues Focus on Grassroots Advocacy
by Ben Gann

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

Any lobbyist will tell you there are three basic components 
to a successful advocacy program: lobbying, political action 
and grassroots. But it is how each area works together that 
ultimately determines the strength of an association’s advo-
cacy efforts.
 
Lobbying receives the most attention typically within an 
association’s advocacy efforts. Whether I am meeting with 
lawmakers and their staff, or NLBMDA’s Regulatory Counsel 
Frank Moore is working with agencies such as the Occupa-
tional Safety and Health Administration (OSHA), it is a criti-
cal function of the association that the public policy priorities 
of the lumber and building material industry are addressed.
Our political action committee (PAC), Lumber Dealers Po-
litical Action Committee (LuDPAC), helps supplement the 
work on the lobbying side by making financial contributions 
to the campaign committees of congressional candidates. 

Pooling the personal financial contri-
butions of NLBMDA members, we 
are able to strengthen our relation-
ships with lawmakers who support 
policies addressing the needs of lum-
ber and building material dealers.
 
But no advocacy program can achieve 
its goals without an effective grass-
roots program. At its most basic level, 
lawmakers need to hear from the 
people most affected by their policies. 
Regular communication with members of Congress, even 
when Capitol Hill is not considering policies affecting your 
industry, can pay dividends down the road once you do have 
something to bring to the attention of lawmakers.
 
In many respects NLBMDA is already using best practices 
for a successful advocacy strategy. NLBMDA annually devel-
ops a National Policy Agenda to identify the legislative and 
regulatory issues that are important to the association and 
communicates them to lawmakers and government regula-
tors. This foundational document helps guide the legislative 
and regulatory activities of the association.
 
The Legislative Conference in Washington, D.C. every 
March gives dealers the opportunity to meet with lawmakers 
and their staff about the issues most affecting the industry. 
This day on Capitol Hill helps advance the industry’s agenda 
and complements the work Frank and I do on a daily basis 
representing NLBMDA.
 
The grassroots efforts also include having members of Con-
gress visit lumber yards to learn more about the business, 
see the people who help make it successful and show how its 
operations are helping local communities. There is also our 
Legislative Action Center at www.dealer.org that allows  
NLBMDA members to send emails or letters to congres- 
sional offices on pressing legislative issues.
 
A great example of our grassroots advocacy paying dividends 
was on OSHA’s Cranes and Derricks in Construction rule. 
Thanks to the efforts of NLBMDA and its members, the 
final rule, which took effect earlier this year, largely exempts 
articulating boom trucks used to deliver building materials to 
construction sites.  
Continued on next page
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Legislative Activity - cont.

Updates on the Website 
 
Keep updated on industry issues by going to our  
website – www.TheMLA.com. The MLA staff keeps all 
of the updates posted and current for events and issues.  
Important information is available in the members-only 
section. Contact MLA for your username and  
password – available to all members.

Representing over 6,000 members operating single or mul-
tiple lumber yards and component plants, there is certainly 
strength in numbers when NLBMDA members decide to 
be engaged on an issue. And with members in every state, it 
is easy to show how the work of NLBMDA members has a 
positive impact on every congressional district. That makes it 
much easier for dealers to communicate with lawmakers and 
bring to their attention issues they perhaps were not previ-
ously considering.
 
However, in an environment where many associations also 
have lobbyists in Washington, D.C., Capitol Hill “fly-ins” 
for their members, and the same online tools that NLBMDA 
uses, we are always considering new ways that allow the voice 
of NLBMDA and its members to be heard by lawmakers.
Recently, leaders in NLBMDA met to discuss a new strategic 
plan to guide the activities of the association over the next 
several years. In terms of advocacy, one of the items that came 
up with several people at the meeting was the need to build 
on the success we have had through grassroots advocacy. 
 
Since that meeting, NLBMDA staff has developed strategic 
goals to guide our advocacy strategy and make our grassroots 
efforts even better. One of our strategic objectives in the near-
term is to have more regular engagement at the local level 
with federal lawmakers viewed as important to the public 
policy objectives of the lumber and building material indus-
try. And in an era of smartphones, Facebook and Twitter, 
we are also evaluating new online tools that would give our 
members additional ways to engage their lawmakers.
 
The success of NLBMDA’s advocacy efforts is in no small 
part due to the work of dealers taking time out of their busy 
schedules to inform members of Congress and government 
regulators about their business and its relevance to the com-
munities they serve.  
 
If you have any ideas or questions regarding our advocacy 
strategy, I welcome you to contact me at ben@dealer,org.

New Technology Update

The mobile applications development group at Spruce 
Computer Systems recently demonstrated their latest mo-
bile functionality, Spruce ProLink, at the company’s annual 
user conference in Latham, New York. With the release of 
ProLink, Spruce system owners have a customizable dealer 
branded app providing mobile account access as well as inte-
grated mobile shopping app to any pro customer or account 
holder on their iPhone, iPad or any Android phone or tablet.
 
Features within ProLink include the ability to connect with 
your professional customers or account holders 24/7, 365 
days a year with Spruce ProLink providing them valuable 
services they can use to manage their projects, track purchase 
history, submit orders and request quotes, view account activ-
ity and balances, and make payments on their account in a 
secure environment. ProLink provides dealers the ability to 
maintain customer loyalty while promoting their business, 
providing benefits for consumers at job sites or on the go.  

The Next Step in Mobile!
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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

New NLBMDA Chair - Guest Commentary

The Course We Set 
The following are excerpts from the comments of JD Saunders, Economy Lumber, Campbell, California, as he became the 
2015 Chair of the National Lumber and Building Materials Dealers Association in San Diego.

Welcome to San Diego. I’m thankful for the opportunity to 
serve as NLBMDA chair this year and I’d like to thank you 
for making the trip all the way out here. I know that Califor-
nia is geographically a long way away for many of you, and 
even longer away politically.
 
Fifteen years ago, I was flying over the Cascade Mountains 
on my way to California with my boss, my dad’s partner, in 
a commuter prop plane from central Oregon to Portland. A 
lady in the row in front of me said to her traveling com-
panion, “Look down there at all those trees they’ve cut; it’s 
just awful.” A couple minutes passed and my dad’s partner 
leaned across the aisle and loudly said, “Hey, JD, look at all 
the trees they haven’t cut down yet.”
 
I kind of felt like telling her, “You know how when we were 
kids they said money does not grow on trees? Yeah, well, 
lumber does, so relax!”

Unfortunately, California is often the 
starting point for poorly crafted regula-
tions, which seem to eventually find 
their way across the country. The dedi-
cation we all have for our businesses is 
relentlessly matched by the indifference 
and ignorance of those who seek to 
legislate and regulate their way to some 
supposed utopia. But you already know 
that. It’s one of many reasons you are 
here.
 
Despite the politics, I’ve spent the majority of my life here 
in California. Back in high school, I got my first “real” job 
in the industry at the small Ace Hardware near our house 
and at a Coast To Coast store owned by a couple of my 
dad’s high school buddies. I worked for them and their sons 
worked for my dad. It was a healthy way to begin learning 
about business.
 
During college at the University of Colorado in Boulder, 
I studied psychology and creative writing, which naturally 
paved the way into the lumber industry. Actually, they both 
do come in quite handy. For example, here’s a quick  
limerick:
 There once was a man who sold wood.
 Who tried to make a buck when he could.
 He’d often worked late,
 So tired his state,
 He could probably just sleep where he stood.
 
Or maybe a more refined haiku: 
 at the lumberyard
 sawdust forklifts decisions
 tomorrow again

When you talk with other dealers who have recently been to 
an industry conference or meeting, what do you often hear 
them say? They say this: “I got so much out of talking with 
other dealers, or, I learned a lot from meeting other dealers.” 
You all are those other dealers. Most of you in this room
have been driven by your intrinsic motivation, your internal 
motivation, to be here. You are the leaders.
 
Everyone in here has been the source of great information 
or advice for a fellow lumberman or woman and yet nobody 
Continued on next page
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The TIP = Call your Association for true transparent Cost Pass-Through Credit Card Program. The rest of the market = tends to quote their lowest 
rate then hide most of there higher fees “under water” on their quotes and leave members sinking when their bill sails in…

Don’t be fooled by what you “Sea & Hear”… Ask them to show you the facts on their statement “as quoted.”

Then call your Association Advisor, Sam Nardi @ 847-219-6711 for a comparison.
(TriSource Solutions LLC is a registered MSP/ISO for Merrick Bank Corp., Woodbury, NY 11797)

The rest of the market

The TIP

A membership in the MLA is an important business in-
vestment that will provide your business and career with 
a wealth of information and training about our industry. 
Share these benefits with your industry peers by recruiting 
them to join the MLA this year. Here are a few great reasons 
to sign up: 
  
 1) Interact with real people from your industry. 
 2) Sharpen your skills by participating in training and 
     educational opportunities. 
 3) Keep up with legislative issues that are going on in 
     your state and on the national level. 
 4) Receive quality services from the association, and find 
     the best business partners through membership.   
 
For membership information and record changes, call any 
MLA staff member at 800-747-6529.

Your Business Wins When 
Membership Grows

goes home thinking, you know, I dished out some great 
advice at that conference. The industry leadership – that’s 
you – is here in this room. Leverage that status and
throw a little peer pressure at the widely known and well-
respected companies not represented here. I do enjoy seeing 
familiar faces year in and year out, but the heavy lifting we all 
do would be a little easier with a few more hands bearing the 
load.
 
The course we take as an association, whether it leads to suc-
cess or failure, is set not only by what we do, by what we say 
and by what we defend; but by how many of us there are in the 
fight.
 
Geographically, we are widely dispersed across our country, yet 
we are closely knit through our mission and through our ideol-
ogy. We are fantastically fortunate to be members of the best
fraternity and sorority in our nation where we can all learn 
from the valuable cognitive treasure contained both in the 
fresh perspectives of industry newcomers and in the experi-
enced wisdom of veterans.

New NLBMDA Chair - Guest Commentary - cont.
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Legislative Support

         
 

 
                 

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. 

LuDPAC Supports Local Candidates

MLA Regional Manager, 
Robert Uhler, left, with 
Missouri Rep. Billie 
Long in his Springfield 
office.

Robert Uhler, left, with 
Kansas Senator Pat 
Roberts in Fort Scott,  
at a town hall meeting.

The Lumber Dealers Political Action Committee (LuDPAC) 
provided donations in the recent election cycle to candidates 
who are pro-business. Among those who received checks 
from the PAC were Rep. Billie Long (Missouri) and Senator 
Pat Roberts (Kansas). 

What is LuDPAC?
 
The mission of the Lumber Dealers Political Action Com-
mittee (LuDPAC) is to engage lumber and building material 
dealers in the political process and promote the building 
material industry’s legislative agenda by electing industry-
friendly, pro-business candidates to federal office. LuDPAC 
allows likeminded members to come together to elect candi-
dates who will be their voice on Capitol Hill. 

Why should I join LuDPAC?
 
Every day in Washington, DC, politicians make decisions 
that impact your business. From advancing the Innocent 
Sellers Fairness Act, to expanding small business’ access to 

health insurance, to raising or 
lowering taxes – your perspective 
and involvement as a business owner can have a powerful 
impact on how your elected officials vote in Congress. LuD-
PAC provides an easy way for you to contribute personally 
to advance the building supply industry’s legislative agenda. 
Participating in LuDPAC is an investment in the success of 
your business and your industry!
 
Who decides candidate contributions?
 
The LuDPAC Board of Trustees is composed of volunteer 
NLBMDA leaders who are responsible for general supervi-
sion over the activities and funds of LuDPAC. One Trustee 
represents each of the five political regions of NLBMDA’s 
membership, with the LuDPAC Chair, Vice Chair, and the 
Legislative Advocacy Committee Chair serving in at-large 
positions. In keeping with the LuDPAC mission of  electing 
building material industry-friendly, pro-business candidates, 
candidates must demonstrate support for NLBMDA prior-
ity issues. The LuDPAC Board reviews requests from dealers 
and candidates and selects candidates who will receive en-
dorsements and financial support. In the 2012 general elec-
tion, 29 of 35 LuDPAC endorsed candidates were elected, 
which translates into an 83 percent success rate.

How do I get involved?
 
To receive more information on LuDPAC, please return 
the authorization form on page 9 of this newsletter.  Please 
note that participation in LuDPAC is limited to members 
of NLBMDA or its federated state and regional associations. 
Questions? Contact LuDPAC Coordinator Stephen  
Kendrick at Stephen@dealer.org.
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Help LuDPAC Build Good Government 
 
The Lumber Dealers Political Action Committee (LuDPAC), the political action committee of the 
National Lumber and Building Material Dealers Association (NLBMDA), has important information 
to share with you about our political and legislative issues and activities. However, your written 
permission is needed before we can send this information. This in no way obligates you to 
contribute to LuDPAC. Simply sign your name for each year below and return the form. Sign all five 
years for your convenience! 
 
PLEASE FILL OUT THE INFORMATION BELOW. PLEASE PRINT CLEARLY. 
 
COMPANY NAME 

YOUR TITLE 

YOUR NAME 

ADDRESS 

CITY/STATE/ZIP 

EMAIL                                                                                                                                                                                                                                                                       PHONE NUMBER 

 
 

Yes, I authorize LuDPAC to communicate with my company regarding LuDPAC’s political activities. I understand that my 
company may only grant prior approval to one trade association per calendar year. I also understand that submission of this completed 
prior approval form does not obligate me or anyone else in my company to make a contribution. Prior approval is granted for the 
following years (federal law requires a signature for each year): 
 
2014 

2015 

2016 

2017 

2018 

 
 
PLEASE COMPLETE AND RETURN THIS FORM TO LUDPAC BY FAX OR MAIL. 
Lumber Dealers Political Action Committee (LuDPAC) 
2025 M Street NW Suite 800 · Washington DC 20036-3309 
Phone: 202-367-1169 · FAX: 202-367-2288 · http://www.dealer.org 
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Some steps you can take to protect your business from phishing:
• Use caution when providing sensitive information, such as user IDs and passwords.

• Do not provide sensitive information to anyone, unless you are certain of the credentials of the potential recipient of the information.

• Guard terminal information. Do not give out the MID 
number, terminal identification number, or acquirer’s bank 
identification number (BIN). Visa, MasterCard, Discover, 
acquirers, and processors already have this information 
and would not request it. If a call is received requesting 
this information, it is likely a phishing attempt by a 
criminal to gain terminal access. Instead, call your acquirer 
or processor and report the call that you received.

• Avoid clicking on hyperlinks within email 
communications. Type the URL into the web browser 
instead.

• Do not download suspicious email attachments. Plus, educate your staff regarding anti-phishing strategies, such as opening 
email messages only from a known or trusted source.

• Instruct employees not to use business computers and workstations for non-business activities, such as web browsing or checking 
personal email messages.

• When reviewing or responding to email messages, make sure that the sender’s information is correct. Be vigilant for slight 
misspellings, which may indicate a phishing attempt.

• If your business receives a phone call, an email message, or a visit from a repair technician that seems suspicious, you should not 
respond or provide any information. Immediately contact the processor or acquirer to verify the legitimacy of the request.

• Beware of any unscheduled terminal repair technician arriving at your business location requesting access to the point-of-sale 
(POS) terminal. If a repair technician arrives unannounced, contact the acquirer or processor to verify the technician’s identity using 
contact information on file, not the contact information provided by the technician.

• Limit employee access to the MID number, terminal identification number, or an acquirer’s BIN to help prevent unintentional 
leaking of this information to a criminal.

Defending Against Phishing Attempts

Remember, protecting your business from phishing is like most things 
in life: it’s better to be safe than sorry.

Watch Out for Phishing!
Phishing is a method of 
e-mail fraud in which the 
perpetrator sends out a 
legitimate-looking email 
in an attempt to gather 
personal and financial 
information from recipients.



11

Guest Columnist

Worker Death Highlights Need For  
Safety Culture 
By Jim Moody, CAE, President, Construction Suppliers Association

Last week was one of the most difficult I’ve encountered 
in my nearly eight years at CSA. I flew out to San Diego 
recently for the NLBMDA Pro Dealer Summit. When I 
landed and turned on my phone, I had all sorts of alerts and 
messages - the kind of volume that makes you think some-
thing bad has  happened while you were out of pocket. 
 
Indeed, something bad had happened. One of our Self-
Insured Worker’s Comp Fund members had a tragic acci-
dent in their manufacturing operation, and one worker was 
killed. 
 
I can’t imagine how difficult it must be for that company. I 
know the owners, and they are the kind of people who care 
deeply about those who work for them. The other employees 
who were friends and colleagues of the deceased not only 
had to cope with the loss of a co-worker, but also had the 
horror of being on-site when the accident happened. 
 
The thing about this accident was that it was entirely pre-
ventable. And the company had done absolutely everything 
right to ensure worker safety. There were four (yes four) 
ways for the machine involved to be disengaged safely so 
that jammed pieces of wood could be removed safely. The 
employee had been trained a little over a year ago and then 
refreshed within the past couple of months. The signage 
was clear. And yet for some unknown reason, this employee 
crawled into the machine to remove a jam without following 
proper safety protocol. 
 
As I’ve thought about this for a week now, I continue to 
wonder how this accident could have been prevented. If 
this company, which I know to be one of the ones in our 
Fund most focused on safety, could suffer an accident like 
this, what kind of risk does a company not focused on safety 
have? 
 
I know what you are thinking. “We’re just a lumber yard. 
No manufacturing. Not much could happen here like that.” 
And you’d be so wrong. Do you have forklifts? How often 
do your folks wear their seatbelts? I’ve been in enough yards 
to know that seatbelts are rarely worn. It’s a hassle to pop it 
on for such short distances, and the risk is perceived to be 
low. But it’s not. Until last week, that’s the accident I feared 
the most. People who flip fork lifts while not wearing

seatbelts generally get crushed. It has happened in other 
places, and it could happen at your place today. I really do 
understand the owner mentality here. You provide a safe 
place to work. You provide training, the employee has to be 
responsible for his or her own safety. It’s not your responsi-
bility to walk around being the safety police all day. After all, 
you have a real job to do. If I were in your shoes, I’m certain 
I’d feel the same way. And yet the business is at risk if there’s 
not a culture of safety from the top. You are at risk for hav-
ing your worker’s comp rates skyrocket, and you’re at risk for 
OSHA fines. Both of these things have significant impact on 
the bottom line. 
 
 

And yet the business is at risk 
if there’s not a culture of safety 
from the top. 
 
 
If the owner doesn’t appear to care too much about safety, 
the workers simply won’t put a lot of effort into acting safely. 
We all think we are bulletproof to some extent, and dealing 
with safety stuff is often cumbersome and can slow down 
operations. But in that environment bad things can hap-
pen. Frankly, they can happen even when there’s a culture 
of safety. That seems to be the case with the recent fatality. 
Still, I would bet if those owners could go back a couple of 
weeks, they would either walk the floor themselves or have 
their safety officer walk through one more time observing 
folks, complimenting them on proper safety technique and 
chastising those who cut corners. You have an opportunity 
to learn from their difficult experience. 
 
Note: Robert Uhler is MLA’s designated safety direc-
tor. Please contact Robert about either instituting a safety 
culture or nurturing the one you have in place. Lives are 
literally at stake. 
 
Construction Suppliers Association (CSA) is the building 
material trade association for member companies in Alabama, 
Georgia, Louisiana, and Mississippi.
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Best Practices for Human Resources Webinar Series 

November 13, 2014 – January 29, 2015 

Cost: $99 per webinar / $396 Series (5 for 4) 

 

Instructor: Mike Haberman, SPHR  

Michael D. Haberman is vice president and co-founder of Omega HR Solutions, Inc., a 
consulting and services company offering complete human resources solutions. Mike brings 
over 30 years of experience in dealing with the challenges of Human Resources in the 21st 
century. He authors the HR blog entitled HR Observations at OmegaHRSolutions.com. He 
speaks, writes and teaches on a number of management and HR issues.  
 
In his blog he writes about working with the laws and regulations in the HR field. He also 
writes about “futurist” topics in order to prepare HR professionals for things they will have to 
deal with in the next 5 to 10 years. Additionally he is the co-host of a podcast radio show, 

NakedHRRadio.com where he discusses the good, the bad and the ugly about human resources. 
 

How to Conduct an Effective and Legal Interview 
Thursday, November 13, 2014 / 2 pm to 3 pm EST (50 min/10min Q&A) 

In this webinar we will discuss the best way to conduct an interview to identify if a candidate can actually 
perform the job for which you are interviewing them. You will learn ways to ask questions to uncover work 
behaviors and determine if they match how work is done at your place of business. We will also cover what is 
“illegal” in an interview. 
 

Improving Your Chances of Hiring the “Talent” You Need 

Tuesday, December 2, 2014 / 2 pm to 3 pm EST (50 min/10min Q&A) 

In this webinar we will discuss the use of assessment tools that will provide multiple points of information that 
will allow you to make better decisions on people. We will discuss the notion that assessments are not “tests”. 
Rather they are a tool to help you select the right person to begin with and avoid “warm body” hiring. 
 

Effective and Legal Termination Practices 

Tuesday December 16, 2014 / 2 pm to 3 pm EST (50 min/10min Q&A) 

One of the most dreaded duties of management is terminating an employee. Terminations are emotionally 
charged situations. In this webinar we will cover suggested ways to handle these situations that may help 
dispel some of the emotion and help insure you are legally terminating your employee. 
 

How to Conduct an Effective Performance Evaluation 

Thursday, January 15, 2015 / 2 pm to 3 pm EST (50 min/10min Q&A) 

One big area that most managers and employees hate is the performance evaluation. Why? Because it is 
poorly done. In this webinar we will cover an effective way to set up a performance evaluation process and 
how to have those discussions. 
 

How to Legally use Background Checks and Avoid the EEOC 

Thursday, January 29, 2015 / 2 pm to 3 pm EST (50 min/10min Q&A) 

Today the Equal Employment Opportunity Commission is clamping down on the use of the background check. 
We will discuss their “ban the box” movement to remove asking about prior felony convictions. We will cover 
their best practices and then talk about some practical practices that will help you avoid the misuse of a 
background check. We will also cover the Fair Credit Reporting Act requirements that must be complied with in 
the process.  
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Best Practices for Human Resources Webinar Series  

Registration Form 

 

 

 

Yes, I would like to register for the following webinars: 

 

 Best Practices for Human Resources Webinar Series (5 for 4) …………. $396 per computer 


 How to Conduct an Effective and Legal Interview …………………….....…. $99 per computer  

        November 13, 2014 / 2 pm to 3 pm EST (1 p.m. to 2 p.m. CST) 

 

 Improving Your Chances of Hiring the “Talent” You Need ……….………. $99 per computer 

        December 2, 2014 / 2 pm to 3 pm EST (1 p.m. to 2 p.m. CST) 

 

 Effective and Legal Termination Practices ……….…………………….……. $99 per computer 

        December 16, 2014 / 2 pm to 3 pm EST (1 p.m. to 2 p.m. CST) 

 

 How to Conduct an Effective Performance Evaluation ……….……………. $99 per computer 

        January 15, 2015 / 2 pm to 3 pm EST (1 p.m. to 2 p.m. CST) 

 

 How to Legally Use Background Checks and Avoid the EEOC …………. $99 per computer 

        January 29, 2015 / 2 pm to 3 pm EST (1 p.m. to 2 p.m. CST) 

 

Company Name: __________________________________________________________________________ 
 

Registrant’s Name: _______________________________________________________________________ 
 

Registrant’s Email: ________________________________________________________________________ 
 
Payment Methods:  Invoice   Check # ______________     VISA  MC  AMEX      
 
Card #__________________________________________   Exp. Date_____/_____     Sec. Code _________ 
 
Cardholder’s Signature _____________________________________________________________________ 
 
Please Note:  Once your registration has been received and processed, you will receive a confirmation email 
with webinar instructions.  

 

 

*If registering more than one employee, please make copies of this 

form. Once completed, please email or fax this form to 

Olivia Holcombe, 816-561-1249. Register Today!  
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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 

2rd Vice President
Ed Page 
Bowling Green Lumber Co.
700 W. Champ Clark Dr.
Bowling Green, MO 63334
573-324-5400
Fax: 573-324-3524
epage@bglbm.com 
 
3rd 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.



15

Winter Safety Concerns



 
*Not licensed in the states of NH, NJ, RI, and VT.    © 2014 Federated Mutual Insurance Company

Every employer, no matter what size, has to deal 
with human resource issues, regulations, and 
employment law changes. Contact your local 
marketing representative to learn how Federated 
Insurance can help you address issues such as 
hiring, firing, and disciplinary actions with an 
employee handbook building tool, sample  
policies and procedures, and access to  
independent employment law attorneys.

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

Is Uncertainty Holding You Hostage?


