
Day 2 - Residential Material Takeoff 
	 •	Apply	what	you’ve	learned 
	 •	Review	all	elements	for	a	small	house 
	 •	Practice	takeoff 
	 •	Instructor	feedback 
 
Who Should Attend: Sales/estimating	staff,	 
management	personnel,	or	anyone	involved	in	reading	blue-
prints.	It	is	especially	useful	to	those	with	minimal	skills	in	
reading	blueprints. 
 
Registration Fees: 
	 •	Members	-	$445	for	one	person	-	$425	each	for 
	 			two	or	more	from	same	company 
	 •	Nonmembers	-	$545	for	first	person	-	$525 
	 			for	each	additional	person	from	same	company. 
	 Fees	include	lunch,	breaks	and	handout	materials. 
 
A registration form is included in this newsletter on  
page 2.

     MLA	will	be	conducting	an	Estimating	and	Residential	
Material	Takeoff	Workshop,	March	22-23,	at	the	State	Fair	
Community	College	Campus,	Sedalia,	Mo. 
					In	today’s	highly	competitive	market,	the	success	of	a	ma-
terial	supplier	relies	heavily	on	the	ability	to	generate	quick	
and	accurate	estimates.	The	ability	to	estimate	the	material	
costs	of	a	project	is	an	essential	skill	for	those	in	the	lumber	
business.	This	class	emphasizes	the	basic	skills	needed	in	
estimating	material	costs. 
					Whether	estimates	are	being	generated	by	hand	or	by	
computer,	there	are	basic	principles	that	must	be	understood	

to	produce	a	quality	
takeoff.	The	basic	
math	of	quantity	
takeoff	methods	
dealing	with	length,	
area	and	volume	
and	the	basic	
business	math	of	
calculating	the	costs	
for	material	profit	

margin,	add-ons,	and	discounts	are	some	of	these	essential	
basics.	The	class	will	use	residential,	small	commercial	and	
agricultural	plan	sets	as	examples	and	projects. 
 
Day 1 - Introduction to Estimating & Construction 
Methods 
	 •	Estimation	as	a	tool	to	make	a	sale 
	 •	Different	types	of	estimates 
	 •	Basic	estimation	calculations 
	 •	Using	an	architectural	scale 
	 •	Basic	blueprint	reading 
	 •	Understanding	elevations,	floor	plans,	details	and 
	 			symbols 
	 •	Estimating	formats	and	formulas 
	 •	Key	measurements 
	 •	Estimating	small	projects	(decks	&	garages)

NEWS YOU 
CAN 
USEM

LA
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Sign Up Now For MLA Estimating and Material 
Take-Off Workshop

New Cost of Doing Business 
Study       
     Join	with	other	lumber	locations	in	our	territory	and	
thousands	of	dealer	locations	nationwide	by	participating	in	
the	2011	annual	Building	Material	Operational	Comparison	
program. 
					The	online	program	is	easy	to	use,	secure,	private	and	
once	you	have	entered	your	company	data	you	will	have	the	
results	of	your	regional	and	nationwide	comparison	numbers	
and	graphs	instantaneously.	If	you	need	to	see	your	banker	
for	any	reason,	all	you	need	do	is	print	the	book	of	graphs	
and	put	it	all	in	a	binder. 
					Check	out	the	program	demo	at	www.themla.com.	More	
information	and	an	order	form	are	on	page	3.
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Where and When: 
 

March 22-23– State Fair Community College, 3201 W. 16th St., Sedalia, MO 65301. Visit their web site at 

www.sfccmo.edu for map and directions. 

 
For room reservations, call the Comfort Inn – Sedalia at 660-829-5050. MLA has a special rate of $62 for 
single or double occupancy. Reservations must be made by Monday, February 28, 2011, and callers must 
reference the Lumbermens Association to get this special rate. The rate includes free hot breakfast, two queen 
beds, indoor pool and other amenities. 
 
The program will be held at State Fair Community College in the Fielding Technical Center. Classes begin 
at 8:00 a.m. both days and end at 5:00 p.m. Attendees should bring a handheld calculator and pencils. 
Reference manual and other materials will be provided. 
 

Instructor: Steve Bloess, State Fair Community College 
 

Steve Bloess has been associated with MLA member yards since 1970.  During this time, he compiled hundreds 

of materials estimates for contractors and homeowners, turned those estimates into sales and provided advice 

and service as the estimated materials were delivered during the construction process. Steve coordinated the 

Building Materials Merchandising degree program at SFCC from 1979-1982 and then from 1988-2009—a total 

of 24 years. He has taught a variety of construction related classes (including materials estimation and 

construction costs classes) for the University of Kansas and State Fair Community College.  

 

Registration Form 
 

Member status:    MLA Member  Nonmember 
 
Company________________________________________________________________________________________ 

Contact____________________________________________ Email________________________________________ 

Address ____________________________________City______________________State________Zip___________ 

Phone________________________________ Fax:____________________________________  
 

Registrants: (If registering more than two people, please make copies.) 

           
1. ________________________________________________________  Cell phone #_________________________      

2. ________________________________________________________  Cell phone #_________________________      

Payment method: 
 

 Check enclosed payable to Mid-America Lumbermens Assn. 

 

 Charge to credit card:  MasterCard   Visa 

 

      Credit card #______________________________________________ Exp. Date_________  

Amount to be charged: $________  Security code_________ (3-digit code on back of card) 

      Cardholder name ______________________________ Authorized signature____________________________ 

 

Return by mail or fax to: 816-561-1249 
Mid-America Lumbermens Association  PO Box 419264  Kansas City, MO 64141-6264 

816-561-5323 or 800-747-6529   www.TheMLA.com 

2011 MLA Estimating Workshop - Registration Form
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Building Material Operations Comparison Survey 
A comprehensive review of expenses AND a salary survey in one tool! 

 

“The Building Materials Operations Comparison Program helps us to improve 

productivity by establishing goals and objectives from benchmarks set by our peers.  

It’s an invaluable tool that helps us keep score on how well we’re performing, and 

identifying areas where we need to improve.” – Anonymous Dealer, North Carolina 

 

 

Features 

 Web-based program with easy data entry.  Definitions provided for categories so that analysis provides ! apples to  

     apples"  comparisons. 

 System auto-computes many numbers and highlights potential errors to prevent typographical errors from ruining your     

     analysis. 

 A secure environment that conforms to the high SSL standards required for e-commerce.  Passwords are encrypted.   

      Information is stored on a server that is ISO9001 compliant. 

 More than 90 charts and graphs, many with industry benchmarks and tags showing which way you want your data to  

      be trending. 

 Ability to store your data from year to year, allowing you to see how you have improved (or not) over time. 

 Created and managed by regional Lumber and Building Material associations you trust. Your data is safe, secure and  

      confidential. 

 Combines cost studies and salary surveys into one program. 

 

How It Works 

 Complete this form and submit it with your payment.  

 You will be sent a username and password, along with a web address. 

 Go to the web address, enter your username and password, and view a tutorial or simply begin entering data. 

 If you # d prefer to delegate the data entry to someone else in your company, you can create a user name and password  

      for them, and determine how much or little they can do once they log in.  

 As you enter data, you can do it all at once or save some and come back later.  All data must be entered by Friday,  

     April 29, 2011.   

 After April 29, 2011, log back into the system to view or print your charts showing how your company compares to  

     national and regional averages. 
 

Payment - $200.00 

Name ___________________________________________________________ 

Address _________________________________________________________ 

City _________________________   ST ________   Zip Code ______________ 

Phone (__________)___________________________     Fax (__________)_________________________ 

e-mail __________________________________________________________________________________ 

Invoice      Check #______________   VISA    MC    AMEX     

Card #_____________________________________________________   Expiration Date ______/______     

Security Code _________ (4 digits front of AMEX/3 digits back of VISA/MC) 

Signature _______________________________________________________________________________ 

 

638 West 39th Street • P.O. Box 419264 • Kansas City, Missouri 64141‑6264 

800‑747‑6529; 816‑561‑5323 • Fax: 816‑561‑1249 • E‑Mail: mail@TheMLA.com 
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Regional Manager Retires

MLA Member Program

    	MLA	has	partnered	with	ComplyAbility	to	bring	you	
and	your	customers	lead-safe	work	practices	training	online.				
You	are	no	doubt	already	aware	of	the	EPA	lead-paint	rules	
that	went	into	effect	in	2010.	The	greatest	issue	with	the	new	
rule	is	the	number	of	renovators	and	remodelers	that	need	to	
be	trained	immediately	by	a	small	number	of	certified	train-
ers. 
					MLA’s	partnership	with	ComplyAbility	can	help	solve	
that	problem.	Your	installed	sales	specialists	and	customers	
who	provide	renovations	on	pre-1978	homes	can	take	six	of	
the	eight	hours	of	training	online	at:	www.leadsafeonline.
com.	By	using	the	special	MLA	member	code	–	MP5YB	–	
their	cost	will	be	just	$150,	a	substantial	savings	over	the	
regular	price.	The	final	two	hours	of	required	training	must	
be	taken	in	person	with	your	association	acting	as	the	trainer.	
If	you	have	at	least	10	people	who	need	the	training,	you	can	
schedule	the	hands-on	component	at	your	store.	One	of	the	
advantages	of	the	online	training	is	that	students	are	provided	
permanent	access	to	the	materials. 
					To	learn	more,	call	Robert	Uhler	at	the	MLA	office	-	 
800-747-6529.		

What A Ride It Has Been 
A fond farewell from Art Brown

The	most	amazing	thing	about	writing	this	is	that	I	am	
here	to	do	it	at	all!	Believe	me,	over	the	years	there	
were	times	when	my	career	and	even	MLA’s	future	

were	really	up	in	the	air.	Great	leadership	and	dealer	deter-
mination	has	prevailed	to	keep	MLA	a	viable	voice	for	our	
dealers	and	it	will	remain	so	in	the	future. 
					These	past	few	weeks	have	been	most	gratifying	for	me	
as	I	have	made	my	final	trip	through	our	trade	territory	and	
(at	least	in	most	cases)	have	received	a	fond	“wish	you	well”	
from	the	dealers.	The	outpouring	of	support	at	the	Kansas	
Winter	Meeting	was	emotional	and	appreciated	as	well	as	
the	congratulations	at	the	Fall	Fling	and	the	Missouri	Winter	
Meeting	-	all	of	which	were	special	and	emotional	in	their	
own	way.	For	those	of	you	who	did	not	attend	any	of	these	
functions,	I	only	wish	to	take	a	small	space	here	to	thank	you	
for	letting	me	share	this	experience	with	you. 
 
The Future Look Bright 
      
				Your	association	has	shown	a	great	deal	of	resiliency	over	
the	years	and	our	future	looks	bright	with	the	planning	and	
direction	of	MLA’s	Boards	of	Directors.	The	current	manage-
ment	staff	is	well-prepared	to	execute	the	Board’s	vision	of	
MLA	into	the	future.	MLA’s	new	Regional	Manager,	Robert	
Uhler,	is	more	than	capable	of	addressing	any	challenges	you	
may	be	facing.	Please	welcome	him	as	you	did	me	when	I	
first	started	this	gig	so	many	years	ago. 
					We	have	the	programs	that	can	help	you	-	all	I	ask,	as	I	
go	out	the	door,	is	to	listen	to	what	Robert	has	to	say	about	
what	we	can	do	for	you.	It	is	your	association.	It	will	only	be	
as	good	and	grow	as	much	as	you	allow	it	to	with	your	input	
and	your	participation.	You	have	an	excellent	Board	of	Direc-
tors	to	provide	the	vision	and	an	excellent	staff	to	move	this	
group	forward	-	please	give	them	the	opportunity	to	do	so. 
					As	for	myself,	hey	I	could	write	a	book	about	it	all,	but	
who	in	the	world	would	read	it?	If	you	see	me	down	the	road	
sometime,	we	can	have	a	cup	of	coffee	and	hash	over	the	
good	times.	Until	then,	God	bless	and	the	best	of	luck	to	the	
greatest	bunch	of	people	I	have	ever	known. 
 
              Art

Changes in the RRP-Lead 
Training Certification 
MLA now handles all field training for  
members

Scholarship Program - Just 
Around the Corner 
Applications must be returned by April 15th

					One	of	the	most	popular	pro-
grams	MLA	provides	is	the	annual	
scholarship	awards	to	members,	
employees	or	their	children.	Each	
state	has	different	criteria	for	earn-
ing	these	$500	awards.	If	you	have	
a	son	or	daughter,	an	employee	or	
employee’s	son	or	daughter	in	col-
lege	or	an	employee	who	is	utilizing	
continuing	education,	take	a	minute	
to	review	the	scholarship	application	
that	was	sent	out	at	the	end	of	 
January.	Contact	Regional	Manager	Robert	Uhler	at	the	 
association	office	for	further	information	-	800-747-6529.
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     Recently	the	Governor	released	his	strategic	Economic	
Development	Plan.		Among	other	initiatives	it	included	pro-
visions	to	“develop	a	more	uniform	business	tax	policy	that	
treats	all	businesses	equally....” 
					Already	there	have	been	several	changes	to	his	proposal	as	
a	number	of	businesses	have	weighed	in	on	components	of	
the	plan.		We	expect	to	see	a	bill	introduced	and	the	legisla-
ture	will	begin	to	work	on	it.
						The	House	Commerce	committee	last	Friday	passed	out	
a	Workers’	Compensation	bill	that	would	make	a	number	of	
changes	to	our	current	law.	See	HB	2317:
 
(1)		 It	would	end	payments	of	unwarranted	claims	by		 	
	 raising	the	threshold	that	is	required	for	an	incident	to 
	 be	compensable;
(2)		 It	overturns	a	number	of	court	cases	that	many	believed 
	 were	too	unfavorable	to	employers;
(3)		 Makes	it	clear	that	employers	receive	credit	for	 
	 pre-existing	conditions;
(4)		 Significantly	increases	the	benefit	caps	for	the	injured		
	 employee;	and
(5)		 Preserves	the	policy	that	the	Workers’	Compensation			
	 System	remains	the	exclusive	remedy	for	care	of	 
	 injured	workers.
 
      
Pay As You Go Rule 
      
					The	125	member	House	of	Representatives	has	adopted	
a	very	strict	rule	that	would	require	that	no	amendments	to	
an	appropriations	bill	could	be	considered	on	the	floor	of	the	
House	to	increase	the	net	dollar	amount	unless	accompanied	
by	an	equal	reduction	in	the	Committee	approved	bill.	This	
rule	referred	to	as	the	Pay	-	Go	rule	effectively	gives	all	of	
the	decisions	on	spending	to	the	majority	of	the	23	member	
committee,	or	12	members. 
					Except	for	bills	in	the	committees	that	are	exempt	from	
deadlines,	all	bills	must	be	passed	out	of	their	House	of	Ori-
gin	by	Friday,	February	25th.	March	23rd	is	the	deadline	for	
each	Chamber	to	consider	bills	from	the	other	house.	April	
27th	is	the	scheduled	date	for	the	Veto	session.

Across State Lines - Kansas

Kansas Legislative Update 
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Across State Lines - Missouri

Winter Meeting of Missouri 
Lumber Dealers Activity 
Committee (MLDAC) 
By Robert Uhler, MLA Regional Manager

					I	have	to	say	there	was	a	lot	of	talk	about	last	year’s	weath-
er	at	this	meeting.	Art	really	tried	to	keep	everything	inside	
this	year	so	nobody	would	have	to	endure	the	bone-chilling	
cold	that	happened	in	2010. 
					The	passing	of	the	gavel	was	made	from	Adam	Hendrix,	
CHIC	Do-it	Center,	St.	Peters,	Mo.	to	Brett	Thorne,	Thorne	
Plattsburg	Lumber,	Plattsburg,	Mo.	The	committee	added	
two	new	members	this	year	-	Randy	Stricker	of	Packs	Do-it	
Center,	Popular	Bluff	and	Bob	Bray	of	CHIC	Lumber	Do-it	
Center. 
      
Thursday Evening “Ice Breaker” 
					Thursday	evening	kicked	off	with	a	little	“Ice	Breaker”	
reception	that	was	very	enjoyable	and	started	the	evening	off	
in	a	great	way.	We	then	had	a	good	dinner	in	front	of	one	
of	the	biggest	televisions	in	Columbia	and	enjoyed	getting	
reacquainted	with	the	group	and	getting	to	know	the	new	
members.	We	started	early	Friday	morning	going	over	the	
committee’s	business	for	the	upcoming	months	and	finalized	
plans	for	the	Swing-into-Spring	event	in	May. 
 
Friday’s Program 
					Presentations	were	made	by	Bette	Johnson,	Recorder	of	
Deeds,	Boone	County,	who	went	over	the	new	Missouri	Lien	
Law	and	what	part	the	recorder	of	deeds	plays	in	the	whole	
process.	Dale	Amick,	Missouri	Legislative	Director,	gave	the	
group	an	update	on	the	legislative	agenda	for	the	coming	ses-
sion	and	a	general	update	of	the	state	of	Missouri.	Last,	but	
not	least,	was	Alice	Bartlett,	Commissioner,	Labor	&	Indus-
trial	Relations	Committee.	She	gave	the	group	a	very	good	
and	straightforward	talk	on	“winning	unemployment	claims.” 
				A	big	“thank	you”	goes	out	to	everyone	who	attended	this	
important	event	and	wished	Art	Brown	a	fond	farewell.	Brett	
and	I	will	keep	you	informed	of	next	year’s	meeting.	We	look	
forward	to	seeing	all	of	you	at	the	Lake	of	the	Ozarks	this	
spring!

May 5-6 at the Beautiful Lake of the Ozarks 

23rd Annual  
Swing-into-Spring Event
    Once	again	the	Missouri	Lumber	Dealers	are	hosting	the	
Swing-into-Spring	event	at	the	Lake	of	the	Ozarks.	Complete	
information	and	a	registration	form	have	been	sent	to	all	
Missouri	members.	Below	is	a	quick	glance	at	the	agenda	and	
schedule	for	the	event. 
 
Thursday, May 5 
	 •	Bass	Tournament,	7	-	11	a.m. 
	 •	Trap	Shooting,	1:30	-	4:00	p.m. 
	 •	Steak	and	Chop	Fry	-	5:00	p.m. 
 
Friday, May 6 
	 •	Golf	Tournament	-	Bear	Creek	Valley	Golf	Course 
 
					Please	plan	on	attending	any	or	all	of	the	events	and	enjoy	
a	great	time	together	with	friends	and	colleagues.	This	is	one	
of	the	best	and	biggest	events	held	yearly	in	our	industry.	We	
welcome	all	MLA	members	to	participate	regardless	of	loca-
tion. 
					For	more	information,	contact	Robert	Uhler	at	MLA,	
1-800-747-6529.

NLBMDA Spring Meeting & Legislative Conference -  
					March	21-23 
Estimating and Material Take-Off Workshop -  
					Mar.	22-23 
Mo. Swing-into-Spring - 
					May	5-6	 
Kansas Sunflower Shootout - 
					June	10 
MLA Annual Meeting and Fall Fling - 
					Nov.	10-11

MLA Calendar of Events

Mid-America Lumbermens Association 
P.O. Box 419264 

Kansas City, Missouri 64141-6264 
Phone: 816-561-5323 • Toll Free: 800-747-6529 

E-Mail: mail@TheMLA.com
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Kansas Winter Meeting - 2011 – A Fond Farewell 
By Robert Uhler, MLA Regional Manager

For	the	25th	year,	the	dealers	of	Kansas	met	
to	learn,	network	and	“get	away	from	it	all.”	
The	venue	this	year	was	Kansas	City,	Mo.	Art	

Brown	served	as	the	chairman	this	year	and	showed	
everyone	in	attendance	some	of	his	favorite	spots	in	
the	city. 
					As	usual,	the	Thursday	night	“Chairman’s	Ice	
Breaker”	in	the	historic	lobby	of	the	old	Muehlebach	
hotel	set	the	tone	for	the	event.	The	Ice	Breaker	
gave	people	a	chance	to	catch	up	with	each	other	
and	share	the	joys	and	heartbreaks	of	the	prior	year’s	
business.	The	next	morning	the	group	started	bright	
and	early	with	a	review	of	DOT	-	CSA	2010.	This	
program	was	presented	by	Mike	Harp	of	Corporate	
Safety	Compliance,	Inc.	from	Maize,	Kan.	Mike	did	
a	good	job	of	breaking	down	a	very	complicated	mandated	
rule	that	is	affecting	everyone	in	our	industry. 
					We	then	loaded	up	and	headed	for	Arrowhead	Stadium	
to	see	all	of	the	new	changes	that	have	been	going	on	there	
over	the	past	two	years.	Of	course,	there	happened	to	be	a	
sale	at	the	gift	shop	that	day.	I	believe	most	in	attendance	

walked	away	with	at	least	one	Chief ’s	item.	Then	we	had	a	
very	enjoyable	bus	ride	down	to	the	famous	Country	Club	
Plaza	for	a	quick,	but	very	enjoyable,	Italian	lunch.	I	believe	
Ray	Mueller,	Herington,	Kan.,	barely	had	time	to	finish	his	
dessert	before	Art	had	us	up	and	out	the	door	and	heading	to	
the	Federal	Reserve	Bank	Museum.	This	was	a	great	learning	
event	as	everyone	in	attendance	watched	in	awe	at	the	pallets	
of	dollar	bills	going	by	us	on	their	way	to	being	counted	(of	
course,	it	was	all	behind	a	glass	wall).	Then	we	went	to	the	 

Across State Lines - Kansas

wonderful	World	War	I	museum	and,	as	promised,	it	left	a	
lasting	impression	on	all	of	us. 
					I	can’t	say	much	about	the	Chairman’s	reception.	If	you	
weren’t	there	you	just	would	not	understand	the	mood	in	
the	room	as	emotions	were	at	a	very	high	level.	It	was	a	great	
time	visiting	about	and	learning	some	of	the	history	over	the	
past	23	years.	The	Hereford	House	put	on	a	great	dinner	and	
the	Mueller’s	did	a	fantastic	job	with	the	DVD	that	captured	
the	experiences	and	moments	each	one	of	you	have	shared	
with	Art	over	the	years. 
					Next	year	Kevin	Rasure,	Goodland,	Kan.,	will	be	the	
Chairman	and	we	will	see	what	new	adventure	he	will	lead.

Kansas Winter Meeting Group at Arrowhead Stadium

Art’s “Beer Babes” Gather at the Winter Meeting

Plan Now to Attend the  
Kansas Sunflower Shootout
						Mark	your	calendar	and	plan	
to	attend	one	of	the	most	antici-
pated	events	every	year	in	 
Kansas	-	The	Sunflower	Shootout.	
This	year	the	event	will	be	held	
June	10	at	the	Highlands	Golf	
Club	in	Hutchinson,	Kansas. 
We	will	have	an	8:30	a.m.	tee	off	and	this	year’s	chair-
man	will	again	be	Ray	Mueller,	Clark	Lumber	Do-it	
Center,	Herington,	Kan. 
					For	more	information	contact	Robert	Uhler	at	the	
MLA	offices	-	1-800-747-6529. 
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Federal Legislation - Benefit to Business

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

Your Source for Financial Services

SWA Financial Consulting, P.C. 
Call us at 800-762-5616 

A Subsidiary of  
SouthWestern Association

Congress Passes Tax Bill With Several Beneficial Provisions 
for LBM Industry
     The	U.S.	House	of	Representatives	passed	the	“Tax	
Relief,	Unemployment	Insurance	Reauthorization	and	Job	
Creation	Act”	(H.R.4853)	by	a	vote	of	277	to	148,	which	
extends	the	Bush	tax	cuts	for	another	two	years.		It	previous-
ly	passed	the	Senate	by	a	vote	of	81-19.	Only	one	amend-
ment	was	considered	in	the	House,	which	would	have	scaled	
back	the	estate	tax	relief	portion,	however	that	amendment	
was	defeated.								 
					“Hopefully,	extension	of	the	tax	cuts	will	bring	some	
certainty	to	the	marketplace	and	accelerate	growth,”	said	
NLBMDA	President	Michael	O’Brien.		“While	we	are	also	
pleased	with	many	of	the	provisions	of	the	bill,	including	the	
compromise	estate	tax	provision	and	the	bonus	depreciation	
and	Section	179	expensing,	the	rollback	of	the	home	retrofit	
tax	credit	for	energy	efficient	building	materials	to	pre-2009	
levels	and	the	utter	failure	to	once	again	repeal	the	1099	
health	care	tax	are	certainly	disappointments.”			
 
Below is a brief summary of key provisions 
in the bill:
 
Estate Tax:	The	bill	institutes	a	$5	million	exemption	
(indexed	beginning	in	2012)	and	35%	rate	on	estates	for	
2011	and	2012.	While	not	permanent,	this	is	based	on	the	
Lincoln-Kyl	compromise	previously	endorsed	by	NLB-
MDA.		The	proposal	was	effective	January	1,	2010,	but	

allows	an	election	to	choose	no	estate	tax	and	modified	
carryover	basis	for	estates	arising	on	or	after	January	1,	2010	
and	before	January	1,	2011.	The	proposal	sets	a	$5	million	
generation-skipping	transfer	tax	exemption	and	zero	percent	
rate	for	the	2010	year.
 
Individual Tax Rates:	Extends	the	35%	tax	bracket	for	an	
additional	two	years.
 
Payroll Tax:	A	temporary	2%	reduction	in	employee-paid	
Social	Security	payroll	taxes	for	2011.
 
Capital Gains & Dividends:	Extends	the	current	capital	
gains	and	dividends	rates	(15%	for	those	in	the	25%	bracket	
and	above)	through	2012.
 
New Energy-Efficient Home Credit (45L):	Extended	
through	2011	(lapsed	after	2009).
 
Energy Efficiency Home Remodeling Credit (25C):	Ex-
tended	through	2011	at	pre-ARRA	levels,	10%	up	to	$500	
with	a	$200	cap	on	window	purchases.	Changes	product	cri-
teria	to	ENERGY	STAR	for	windows,	doors	and	skylights.	
(This	was	previously	30%	up	to	$1500	for	2009-2010).	
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Federal Legislation Benefit to Business - cont.

Call Your Association Hotline For Assistance With:
 
         Accounting	Services		 					 Operations	Comparison	Survey 
		 	 	 					Education	&	Training				 			 Certified	Valuations 
		 	 	 					Legal	Services	 	 					 Benefits	&	Retirement	Planning 
		 	 	 					Insurance	Information	 					 Mergers	&	Acquisition		 	 
	 	 	 					Credit/Background	Checks		 Regulatory	Advice

 
Mid-America Lumbermens Association 

Toll Free: 800-747-6529 

NLBMDA Publishes 2011  
National Policy Agenda
					The	National	Lumber	and	Building	Material	Associa-
tion’s	(NLBMDA’s)	has	released	its	2011	National	Policy	
Agenda.	The	document	reflects	an	effort	to	spur	new	home	
construction	by	mitigating	federal	red	tape	and	encouraging	
banks	to	renew	lending	activity. 
					The	association’s	agenda	includes	statements	on	housing,	
legal	reform,	workforce	policy,	tax	policy,	product	supply,	
transportation	and	energy. 
 
Working With Congressional Leaders 
					“With	Congress	kicking	off	the	112th	Congress	already	
focused	on	reviewing	and	possibly	eliminating	burdensome	
regulations,	NLBMDA	stands	ready	to	work	with	policy-
makers	to	roll	back	the	red	tape	and	costly	mandates	that	
have	hampered	our	economic	recovery,”	said	Joe	Collings,	
NLBMDA	chairman	and	CEO	of	Ferguson	Lumber	in	
Rockville,	Ind.	“It	is	essential	that	Congress	focus	on	job	
creation	and	sound	fiscal	policies	that	will	restore	housing	
as	the	cornerstone	to	our	strong	national	economy.	We	look	
forward	to	working	with	Congress	to	pass	common-sense,	
pro-growth	policies	that	will	put	the	building	supply	indus-
try	and	our	national	economy	back	on	the	path	to	recovery.” 
					In	a	statement,	the	NLBMDA	also	said	it	will	continue	
to	advance	pro-business	policies	that	will	strengthen	small	
businesses	and	protect	the	many	multi-generational	family-
owned	businesses	in	the	industry. 
 
Source: National Lumber and Building Material Dealers  
Association (NLBMDA).

NLBMDA’s 2011 Outlook

 Bonus Depreciation:	The	bill	extends	and	temporarily	
increases	the	bonus	depreciation	provision	for	investments	
in	new	business	equipment.	For	investments	placed	in	
service	after	September	8,	2010	and	through	December	31,	
2011,	the	bill	provides	for	100	percent	bonus	depreciation.	
For	investments	placed	in	service	after	December	31,	2011	
and	through	December	31,	2012,	the	bill	provides	for	50	
percent	bonus	depreciation.
 
Section 179 Expensing:	In	2007,	tax	cuts	temporarily	
increased	section	179	thresholds	to	$125,000	and	$500,000	
respectively,	indexed	for	inflation.	These	amounts	have	been	
further	increased	and	extended	several	times	on	a	temporary	
basis,	including	most	recently	as	part	of	the	Small	Business	
Jobs	Act	which	increased	the	thresholds	to	$500,000	and	
$2,000,000	for	the	taxable	years	beginning	in	2010	and	
2011.	This	proposal	extends	the	2007	maximum	amount	
and	phase-out	thresholds	for	taxable	years	beginning	in	
2012,	at	$125,000	and	$500,000	respectively,	indexed	for	
inflation.	The	proposal	is	effective	for	taxable	years	begin-
ning	after	December	31,	2011.
 
Alternative fuels credit:	The	bill	extends	through	2011	the	
$0.50	per	gallon	alternative	fuel	tax	credit.
 
Tax benefits for certain retail improvements.	The	bill	ex-
tends	for	two	years	(through	2011)	the	special	15-year	cost	
recovery	period	for	certain	leasehold	improvements,	restau-
rant	buildings	and	improvements,	and	retail	improvements. 
 
Source: National Lumber and Building Material Dealers  
Association (NLBMDA).
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Annual Customer Review: a Killer Marketing Concept 
By Bill Lee, BillLeeOnline.com

It	was	about	this	time	of	year	when	back	in	my	corporate	
purchasing	days	I	received	an	innocent	enough	tele-
phone	call	from	the	national	accounts	manager	at	one	

of	our	largest	vendors	asking	if	I	would	schedule	time	for	an	
Annual	Customer	Review.	
					I	quickly	agreed	to	the	meeting	and	also	per	the	national	
accounts	manager’s	request,	put	the	meeting	on	the	calendar	
of	three	other	members	of	our	management	team.	
					In	this	particular	case,	the	vendor	brought	the	meeting	to	
us.	In	later	years,	we	visited	the	vendor	and	held	the	meeting	
on	their	turf	(which	seemed	to	be	more	effective	from	their	
perspective). 
 
Specific Meeting Agenda 
					On	the	day	of	the	meeting,	one	of	the	vendor’s	VPs	
handed	out	an	agenda	which	kicked	off	the	meeting	with	a	
review	of	our	prior	year’s	purchases	by	major	product	catego-
ry	and	a	large	thank-you	for	our	business	and	our	support	of	
several	key	initiatives	they	had	conducted	over	the	past	12	
months.	
					They	brought	with	them	to	the	meeting	two	new	em-
ployees	who	would	be	working	with	us	during	the	coming	
year,	which	gave	us	an	opportunity	to	meet	them	and	get	to	
know	them.	
					Next,	the	VP	asked	us	to	rate	the	service	we	had	experi-
enced	from	their	company	over	the	past	12	months.	They	
asked	very	specific	questions	about	several	very	specific	as-
pects	of	customer	service	and	gave	each	of	us	every	opportu-
nity	to	praise	or	criticize.	Each	member	of	the	vendor’s	team	
was	taking	copious	notes.	
					As	the	Annual	Customer	Review	was	winding	down	--	
which	was	one	of	the	most	positive	and	upbeat	meetings	we	
had	ever	had	with	this	vendor	--	there	was	only	one	more	
agenda	item	to	cover.	 
					At	this	point,	the	VP	explained	to	us	that	it	would	mean	
a	lot	to	him	personally	if	in	the	coming	year	we	would	
purchase	a	particular	product	line	the	company	had	manu-
factured	for	several	years	and	had	put	a	lot	of	resources	
into.	He	explained	that	this	product	line	had	been	added	to	
his	marketing	group	to	promote,	so	he	was	asking	this	as	a	
personal	favor.	
					While	we	were	purchasing	this	particular	product	line	
from	one	of	his	competitors,	we	didn’t	have	any	special	al-
legiance	to	that	competitor,	so	we	made	the	commitment	to	
buy	the	product	line	from	them	for	the	next	12	months	and	
agreed	that	we	would	make	the	decision	about	the	following	
12	months	a	year	from	now.	

Management Tips

					The	meeting	was	over.	We	all	shook	hands	and	wished	
each	other	well	as	the	VP	and	his	entourage	left	our	offices.	
					This	was	my	first	experience	with	the	Annual	Customer	
Review,	but	I	quickly	became	sold	on	its	effectiveness	as	a	
marketing	tool.	
					Now	is	the	best	time	to	schedule	your	Annual	Customer	
Review	meetings.	In	most	markets,	construction	activity	is	
about	as	slow	this	time	of	year	as	it’s	going	to	get.	
					I	recommend	you	hold	your	Annual	Customer	Reviews	
in	your	place	of	business;	that	is,	on	your	turf,	and	invite	the	
key	people	from	each	customer’s	company	that	makes	up	
80%	of	your	annual	sales.	This	could	be	as	many	as	20	to	25	
individual	meetings.	
					Develop	an	agenda.	Ask	the	owner	or	manager	of	the	
business,	the	inside	and	the	outside	salespeople	assigned	to	
each	customer	to	sit	in	on	the	entire	meeting.	But	have	on	
standby	any	new	managers	who	will	play	a	role	in	servicing	
each	customer	you	invite,	people	like	your	credit	manager,	
operations	manager,	buyer(s),	etc. 
 
Ask for Customer’s Support of a New  
Product 
					Include	a	tour	of	your	facilities	and	be	sure	to	point	out	
any	services	or	equipment	you	have	added	to	better	service	
your	customers	during	the	coming	year.	
					But	before	the	meeting	is	over,	make	it	a	point	to	ask	for	
a	key	product	line	the	customer	is	not	currently	purchasing	
from	your	company.	Explain	that	you	really	need	their	sup-
port	on	this	line	and	you	are	asking	this	as	a	personal	favor.	
					If	anyone	has	any	questions	about	conducting	Annual	
Customer	Reviews,	send	me	an	email	at	BLee3Paris@aol.
com.	 
 
Visit BillLeeOnline.com for more sales and management  
information.

Business Forms
Look to the Association for all your for all 
your business forms needs. MLA has  
competitive prices for all stock and custom 
forms, including business envelopes. 
 
Contact De at the MLA office, 1-800-747-6529 
for pricing and more information.
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Personal Finances

					Definition	of	“saving”	–	adj.	–	Tending	or	serving	to	save;	
rescuing;	preserving.
					Many	of	us	have	all	but	abandoned	the	very	thought	that	
we	should	have	a	savings	account.	“I	can’t	afford	it;	I	don’t	
have	enough	money	to	live	on	anyway;	I	put	money	in	and	
it	just	gets	eaten	up	with	one	emergency	after	another,	etc.”	
There	are	a	million	reasons	we	can	come	up	with	for	why	we	
don’t	have	a	savings	account.
					So	many	times	we	begin	a	savings	account	with	just	one	
thing	in	mind	–	saving	for	a	vacation	or	a	new	boat	or	that	
iPad	or	maybe	even	that	$500	designer	puppy	you	just	have	
to	have.	Here	you	go	–	saving	to	spend	on	the	wants	of	life.	
Saving	to	spend	is	the	only	savings	we	think	we	should	have.	
Look	at	the	definition	of	saving	above	–	do	you	see	the	word	
preserving?	How	about	preserving	some	of	your	money	for	
you?
					What	happened	to	just	saving	to	save?	Letting	your	
money	grow	for	the	good	of	your	future	or	that	emergency	
you	always	run	into?	I’m	not	saying	that	you	shouldn’t	save	
for	the	wants	of	life,	but	folks,	let’s	get	real	here	–	you	have	
got	to	get	into	the	habit	of	saving	your	money	for	Mature	Me	
Inc.	–	that	would	be	YOU!
					Perhaps	your	retirement	plan	was	the	McMansion	or	the	
latest	stock	of	the	month.	Surely,	without	much	explanation	
you	can	see	over	the	past	few	years	how	these	investments	for	
your	retirement	have	totally	tanked	in	many	areas.	I’m	not	
saying	not	to	invest	in	them,	but	how	about	diversifying	and	
investing	in	yourself	and	beginning	to	understand	the	word	
“liquidity?”	
					Definition	of	“liquidity”	–	The	ability	or	ease	with	which	
assets	can	be	converted	into	cash.	(A	savings	account	would	
apply	here.)
					I	save	for	the	needs	of	life	and	know	each	month	how	
much	I	need	to	put	back	for	my	car	tags,	my	property	taxes,	
etc.	I	also	know	that	I	set	a	certain	amount	of	money	back	
each	month	and	enjoy	watching	it	grow	year	by	year.	It’s	
not	a	lot	of	money	yet,	but	with	interest	and	compounding	
it	should	grow	by	more	than	what	I	put	in.	Hopefully,	that	
money	will	be	there	when	I	become	mature	enough	to	retire.	
Forget	that	62	or	65-year-old	retirement	dream.	Most	of	us	
are	going	to	have	to	work	until	we	drop.
					Just	give	me	the	habit	of	saving.	I	started	with	$25	a	
month.	Go	to	my	webpage	www.motorcyclemary.com	and	
check	out	the	forms	that	are	free	to	download.	There	is	a	
flow	of	forms	there	that	have	not	only	the	blank	forms,	but	
examples	of	how	the	forms	work.	Sure,	there	are	going	to	be	

times	when	you	have	to	jerk	money	out	of	it	for	something	
you	had	not	planned	on,	but	just	keep	trying,	because	it	
really	will	pay	off	in	the	long	run.	Here’s	the	new	mantra	for	
your	finances	–	Spend	Less	and	Save	More.	Read	it	–	study	
it	–	learn	it.	It	just	might	be	the	most	important	financial	
lesson	you	ever	learn.

Saving to Spend? 
By Motorcycle Mary

If you would like Motorcycle Mary to conduct a financial fitness 
workshop for your employees, contact her at  
mary@motorcyclemary.com.

We Stock A Complete Program 

of  Certainteed EverNew® LT 

Cellular PVC Decking with  

Lumenite™ and PT Composite 

Decking with PermaTech™ 
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                           Announcing 
 
 
 

Lead-Safe Training – Now Available Online 
 

The Mid-America Lumbermens Association is proud to team with ComplyAbility 
to bring you – AND YOUR CUSTOMERS –  EPA mandated  

Lead-Safe Work Practices training online! 
 

 

Who is covered?  Painters, Remodelers, Renovators, Contractors, Plumbers, Electricians, Roofers… 

All must be “RRP Certified” and use Lead-Safe Work Practices when working in child-occupied facilities or 
homes built before 1978.  To become RRP Certified, individuals doing work that disturbs lead-based paint 
MUST be licensed and take an “RRP” Class from an Accredited Training Provider!  

 
 

The course consists of six (6) hours of online and two (2) hours of “hands-on” training. 
 

 

MLA members promote this online training to customers that are impacted by the rule and 
also schedule a “hands-on” class with ComplyAbility. 
 

The regular online price is $195 per person.  Your customer’s cost (because you 

are an MLA member) is just $175.  Instruct customers to use the MLA 

Promotional Code: MLAAO when registering to receive the MLA discount. 
 
 

 
Now you (and/or customers) can take mandated Lead-Safe Work Practices training when it’s convenient.   

• No sitting in uncomfortable chairs, in stuffy rooms, daydreaming or thinking about what must be done 
when returning to work.   

• Students learn in a non-stressful environment because they have control over the training experience.   

• No taking time away from their business and no lost income as a result.   

• Instant access to training manuals, required forms, brochures (Renovate Right pamphlet that must be 
distributed to home owners, etc.),  

• Plus permanent access to these materials.   
• There are many additional benefits to online training! 

 

Impacted Individuals Must Act Now to Avoid Stiff Financial Penalties! 
 

All of the forms, manuals and other materials are accessible via the ComplyAbility 
LeadSafeOnline system…Licensed Firm & Renovator Application, Training Verification 
Record, RRP Rule Handbook, On-the-Job Training Verification Form, and more. 
 

Register @ www.leadsafeonline.com or call 1-800-708-6460. 
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A pair	of	high-ranking	Senate	Democrats	kicked	off	 
the	New	Year	by	introducing	a	bill	to	repeal	the	 
	upcoming	1099	reporting	requirements	on	small	

businesses.	These	onerous	measures	would	go	into	effect	in	
2012	and	require	all	businesses	to	file	1099	forms	for	all	
companies	and	individuals	from	whom	they	purchase	more	
than	$600	worth	of	goods	or	services	annually.
					The	new	reporting	requirements	have	been	among	the	
most	universally	disliked	provisions	of	the	Affordable	Care	
Act,	generally	referred	to	as	the	health	care	reform	bill.	Busi-
nesses	and	advocates	have	uniformly	opposed	the	measure,	
arguing	that	the	last	thing	companies	should	be	worrying	
about	in	the	current	economic	climate	is	an	enormous	in-
crease	in	paperwork	requirements.
					“We	have	heard	small	businesses	loud	and	clear	and	are	re-
sponding	to	their	concerns,”	said	Sen.	Max	Baucus	(D-MT),	
chairman	of	the	Senate	Finance	Committee,	who,	along	with	
Senate	Majority	Leader	Harry	Reid	(D-NV),	introduced	the	
newest	repeal	bill.	Baucus	had	introduced	a	similar	measure	
in	the	previous	Congress,	but	it	was	ultimately	rejected	by	the	
Senate	at	large.	“Small	businesses	need	to	focus	on	creating	
good-paying	jobs,	not	filing	paperwork,”	said	Baucus.	“Many	
of	my	colleagues	on	both	sides	of	the	aisle	want	to	work	with	
the	small	business	community	to	eliminate	these	

requirements,	and	it	is	my	hope	we	can	come	together	to	pass	
legislation	quickly.”
					Reid	expressed	his	hope	that	the	bill	could	pass	with	
bipartisan	support,	which	is	less	important	in	the	Senate	than	
it	is	in	the	House,	where	republicans	hold	a	new	majority.	
“Small	businesses,	the	engine	of	our	economy,	told	us	the	
1099	provision	was	burdensome,	and	we	are	responding	
quickly	to	ensure	that	they	can	keep	running	smoothly,”	said	
Reid.	“Making	it	easier	for	small	businesses	to	thrive	should	
be	something	Republicans	and	Democrats	can	agree	on.	I	
hope	we	can	come	together	on	common-sense	reforms	like	
these	to	improve	a	law	that	is	already	saving	money	and	sav-
ing	lives.”
					While	it’s	true	that	no	one	on	Capitol	Hill	has	a	bad	word	
to	say	about	small	businesses,	disagreements	have	previously	
surrounded	how	the	repeal	should	work	from	a	budgetary	
standpoint.	Despite	its	unpopularity,	the	new	1099	report-
ing	requirements	would	generate	a	hefty	amount	of	revenue.	
Democratic	approaches	have	typically	been	geared	toward	a	
full	repeal	of	the	requirements	without	much	in	the	way	of	
off-setting	revenue	increases	or	spending	cuts.	Republicans,	
however,	have	remained	skeptical	of	any	approach	that	adds	
to	the	country’s	already	massive	deficit.
 
Jacob Barron, NACM staff writer

Federal Legislative News

     A	membership	in	the	MLA	is	an	important	business	investment	that	will	provide	your	business	and	career	with	a	wealth	
of	information	and	training	about	our	industry.	Share	these	benefits	with	your	industry	peers	by	recruiting	them	to	join	the	
MLA	in	2011. 
 
Great Reasons to Sign Up! 
	 •	 Interact	with	real	people	from	your	industry. 
	 •	 Sharpen	your	skills	by	participating	in	all	of	our	training	and	educational	opportunities. 
	 •	 Keep	up	with	all	of	the	new	legislative	issues	that	are	going	on	in	your	state	and	on	the	national	level. 
	 •	 Receive	quality	services	from	the	association,	and	find	the	best	business	partners	through	membership 
	 	 in	the	association. 
 
					For	membership	information	and	record	changes,	call	MLA	at	800-747-6529.

Your Business Wins When We Grow Membership

Senators Introduce First 1099 Repeal Effort of New Year
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MLA BOARD OF DIRECTORS – 2010-2011
President 
Gary Smith 
Smith	&	Sons	Building	Center,	Inc. 
114	SE	2nd	St. 
Anardarko,	OK	73005 
405-247-3501/Fax:	405-247-7423 
 
1st Vice President 
Ken Blackmon 
Ken’s	Discount	Bldg.	Materials 
PO	Box	450 
El	Dorado,	AR	71731 
870-862-4917/Fax:	870-862-7859 
 
2nd Vice President 
Kevin Rasure 
Rasure	Lumber	Do	It	Center 
PO	Box	418 
Goodland,	KS	67735 
785-899-7149/Fax:	785-890-2077 
 
3rd Vice President 
Bob Scruggs 
Scruggs	Lumber 
PO	Box	104266 
Jefferson	City,	MO	65110	 
573-635-6881/Fax:	573-635-5687 
 
Immediate Past President 
John Duncan 
Schmidt	Builders	Supply,	Inc. 
PO	Box	8456 
Topeka,	KS	66608 
785-354-1733/Fax:	785-354-1364 
 
Secretary/Treasurer 
Ed Page 
Bowling	Green	Lumber	Co. 
700	W	Champ	Clark	Dr. 
Bowling	Green,	MO	63334 
573-324-5400/Fax:	573-324-3520 

NLBMDA Representative 
John Duncan 
Schmidt	Builders	Supply,	Inc. 
PO	Box	8456 
Topeka,	KS	66608 
785-354-1733/Fax:	785-354-1364 
 
Kansas/Oklahoma Director 
Pat Goebel 
Star	Lumber	&	Supply	Co.,	Inc. 
325	S.	West	St.,	PO	Box	7712 
Wichita,	KS	67277-7712 
316-942-2221/Fax:	316-941-0136 
 
Missouri/Arkansas Director 
Dan Prendergast 
Moscow	Mills	Lumber	Co. 
250	Main	St. 
Moscow	Mills,	MO	63362	 
636-366-4221/Fax:	636-366-4633 
 
State Cmte. Chairman - Kansas 
Jim Bishop 
Vesta	Lee	Lumber	Co. 
2300	S	138th	St. 
Bonner	Springs,	KS	66012 
913-422-1075/Fax:	913-422-1077	 
 
State Cmte. Chairman - Oklahoma 
Position Currently Open 
 
State Cmte. Chairman - Arkansas 
Greg Smith 
E.C.	Barton	&	Company 
102	N	Gee	St. 
Jonesboro,	AR	72401 
870-935-3511/Fax:	870-935-6536 

State Cmte. Chairman - Missouri 
Lowell Littrell 
Bethany	Building	Center 
1301	Main	St. 
Bethany,	MO	64424 
660-425-3132/Fax:	660-425-8807 
 
Associate Director 
Don Rieger 
Cargotec	USA	Inc. 
1910	Gravois	Rd. 
High	Ridge,	MO	63049	 
636-677-2980/Fax:	636-677-5800 
 
Associate Director 
Pat Sinclair 
Forest	Products	Supply	Co. 
9264	Manchester 
St.	Louis,	MO	63144 
314-961-6195/Fax:	314-961-3509 
 
Associate Director 
Joe Fannin 
Rollex	Corporation 
329	Old	Orchard	Cir. 
Arnold,	MO	63010 
314-703-5335 

     Every	two	weeks,	MLA	sends	an	electronic	newsletter	to	members	
and	friends.	If	you’re	not	receiving	it,	you’re	missing	out	on	a	lot	of	timely	
information,	as	well	as	regular	legislative	and	regulatory	updates.
					Please	send	your	email	address	to	mail@themla.com	so	we	can	add	you	
to	the	list	so	you’ll	get	all	our	communications.	
					Information	is	an	important	benefit	of	membership	and	we	don’t	want	
anyone	to	miss	out!

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

Ken and Dolores Blackmon
Ken’s Discount Material, Inc.
El Dorado, Arkansas

The FEDERATED Insurance Companies 
Home Office: 121 East Park Square, Owatonna, Minnesota 55060   

Association 
Recommendation for: 
Property and Liability, 

Workers Compensation, 
Group Health, and 

Financial Protection 
Services



Mid-America Lumbermens Association 
P.O. Box 419264 
Kansas City, MO 64141-6264 
 
Address Service Requested

SPECIAL THANKS TO THESE  
SPONSORS THAT SUPPORT ALL  

ASSOCIATION PROGRAMS  
Federated Insurance 

Blish-Mize 
Mid-Am Building Supply 

Rollex Corporation 
Westfall GMC Truck  

Patronize the companies that support your industry!  


