
Mark your calendar and plan to attend the upcoming Fall 
Fling, set for October 4-6 in Kansas City, Missouri. This year 
MLA has teamed up with Mountain States Building Mate-

rial Dealers Association (MSLBMDA) to bring you a fantastic line up 
of speakers for the annual Fall Fling. Be sure to review the line-up of 
great speakers on page 10 of this newsletter. Financial planning, sales, 
the lumber and building materials economic outlook and leadership 
are just a few of the important topics to be discussed at this year’s 
Fall Fling.  
 
If you’ve attended the Fall Fling in the past, you probably already 
have been looking forward to this annual event. You already know 
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. 
 
This year we are teaming up with the Mountain States Building Mate-
rial Dealers Association to make this the biggest regional get together 
of independent building material dealers in the Midwest. Our head-
quarters hotel will be the Kansas City Marriott/Country Club Plaza. 
We have negotiated a fantastic rate of $179 per night, single or double 
occupancy. 
 
Hardwood Ramblers 
Max Guetz and his band, The Hardwood Ramblers, will be perform-
ing live at the Fall Fling after dinner on Thursday evening. Max is a 
long-time member of the NLBMDA and the Mountain States Lumber 
& Building Material Dealers Association. The Hardwood Ramblers is 
a three-piece acoustic group with guitar, mandolin, dobro, harmonica 
and vocals. Their music is a combination of southern rock, rock, coun-
try and bluegrass. 
 
More information about this important meeting including the agenda 
and speaker information is included with in this newsletter starting 
on page eight. A registration form is also included. 
 
See you at the Fall Fling!
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 Kansas City, Missouri 
 
Please note: All events are open to members 
and their employees. If you cannot attend, please 
send another company representative. 
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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 informa-
tion. You must not rely on the information in this 
newsletter as an alternative to legal advice from 
your lawyer or other professional legal services 
provider. If you have any specific questions about 
any legal matter you should consult your lawyer 
or other professional legal services provider.

Fall Fling Leadership  
Conference Set For  
October 4-6 in Kansas City
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Your Association

What MLA Can Do For You 
By Robert Uhler, CAE, IOM 
Exec. Vice President Mid-America Lumbermens Association

In my role as Executive Vice President of a growing As-
sociation, I’m often asked, “What does the Association 
do?” Not every Association is the same, nor are their mis-
sion statements, but I am speaking of what Associations 
SHOULD be focused on, generally speaking. 
 
You might know associations for their activities—perhaps 
legislative activities, or the annual golf tournament or 
you know that they print the business directory, hold lots 
of meetings and have some fun events. But, what does 
the Association really do beyond those tactics and why 
is your annual investment so important? Associations 
should offer its members P.E.A.C.E of mind.
 
P is for Problem Solving —The Association is a resource 
for solving challenges and needs our members may have, 

as well as being a hub for discussion of key issues affect-
ing the business community.
 
E is for Economic Development — The Association is an 
engine for economic development through work in busi-
ness retention and expansion, helping solve workforce 
issues and helping members grow.
 
A is for Advocacy — Simply put, Associations fight for 
the interests of our members every day at the local, state 
and even federal levels and provide forums for you to 
voice your concerns and ideas to leaders at all levels of 
government. Sign up, join in and engage when we host 
these events. Adding your voice makes every business in 
our industry stronger.
 
C is for Connection — Whether it is networking recep-
tions, number of referrals we provide, cost-saving pro-
grams, tools we provide on our websites to connect our 
members with other members, business expos or partner-
ships, we can help build connections between businesses 
and industry suppliers, or connect our members to new 
customers through our social media platforms. The as-
sociation can connect companies to those they need to do 
business with every day. 
 
E is for Education — Whether it is policy events, can-
didate forums, business education series, information-
packed weekly e-newsletters, business councils or other 
events throughout the year, Associations give you the 
information you need to succeed. Our goal is to provide 
educational opportunities that make our businesses more 
informed and more prepared to address the challenges of 
the day!
 
PEACE of mind doesn’t come easy; it takes a full team 
committed to core values of serving you. It’s not just 
staff—the board of directors steer the ship for each orga-
nization.
 
Association Boards are the principal governing and policy 
making body of the organization and are integral to an 
Association’s success. The board represents a variety of 
sectors within the industry and region. They are equally 
committed to adding value to the business community 
through the Association’s programs & advocacy efforts.

Continued on next page
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OSHA Compliance

What MLA Can Do For You 
Continued

So, to answer that earlier question of “What does the As-
sociation do?” Together, our staff and board help create 
PEACE of mind to the members of our business commu-
nity.
 
If you want your business to increase its activity in the as-
sociation or if you have a need, contact your association’s 
office today. We want to help you! 

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

Your Business Wins When 
We Grow Membership
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 recruit-
ing them to join the MLA in 2017. 
 
Below are listed a few great reasons to sign up: 
 
1) Interact with real people from your industry. 
 
2) Sharpen your skills by participating in all of our 
 training and educational opportunities. 
 
3) Keep up with all of the new 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 the  
 membership of the association. 
 
For membership information, sign-ups and record chang-
es call any MLA staff member at 800-747-6529 or email us 
at info@themla.com.

MLA Hotline 
 
Contact your MLA at 1-800-747-6529 
with legal and business related  
questions. We are here to help!
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Educational Opportunity

2017-2018 Scholarship Recipients
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 popular program MLA offers. The Kansas Lumber-
mens Committee has also awarded four $500 scholarships 
for this year. Here is a short review of all the winners: 
 
ERIN PRENDERGAST 
Erin is returning to Southeast  
Missouri State University where she 
is studying non-profit leadership. She 
has been very involved in several areas 
helping the less fortunate in her area, 
and has been on several mission trips to 
Haiti and various other locations. Erin 
says, “Even though my chosen area of 
study might not lead directly to work-
ing in the family business,” she hopes that the lessons she 
learns at college can continue to help the lumberyard as 
she continues to work there during the summer and on 
her breaks. 
 
 
GABRIELLE SAUL 
Gabrielle will be attending Northwest 
Missouri State University studying 
Business Management. She is excited to 
further her education and use the skills 
she will learn to help shape the world. 
She believes that the “independent retail 
lumber industry will grow and prosper 
in the future, as people will be drawn 
to the family-like atmosphere” and can 
even see herself running a small, independent lumber 
business - someday. 
 
 
ELIZABETH FETH 
Elizabeth will be attending East Central 
College, studying animal science. She 
has worked with animals her whole life 
and is very passionate about that. She 
hopes to one day return to rural Ameri-
ca and buy her own farm and continue 
the lifestyle that she loves.  
 

CHASE BROMSTEDT 
Chase will be attending the University of Tulsa studying 
business marketing. While attending the university, he 
would like to maintain above a 3.25 GPA while studying 
marketing. He plans to do all of this while contributing to 
the success of the university’s men’s soccer team. 
 
 
MADISON HAYS 
Madison is continuing at Kansas State 
University. This fall she will be study-
ing 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 in the agricultural 
field.  
 
 
BRENNA JELLISON 
Brenna will also be returning to Kansas State University 
this fall continuing her studies in elementary/special edu-
cation. Once she has completed her degree(s), she plans 
to return to a small town like the one she grew up in. She 
believes that the local stores in the small town really make 
the community a stronger one. 
 
 
AUSTIN WILLIS 
Austin is returning to Kansas State Uni-
versity and will study architecture. Not 
only did Austin carry a 4.0 GPA in high 
school, but he was also very involved in 
school with sports and several clubs – 
Senior Class President, Student Council, 
FBLA, Friends of Freshmen, math tutor, 
office aide, football, track, basketball 
and powerlifting. He has continued his 
success in Manhattan making the Dean’s List in 2016-
2017. 
 
 
GRANT BOLDT 
Grant will be attending Cedarville 
University, studying engineering. His 
career goal is to become a civil engi-
neer. He is interested in designing the 
structures themselves and learning 
how to make them stronger and more 
durable. Grant believes that the inde-
pendent lumber industry will continue 
down the road to automation and 
online ordering. 
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Virtually eliminates seams. Totally eliminates competitors.

find out more at celect.royalbuildingproducts.com

Special Thanks To These 
Sponsors That Support All 

Association Programs 
 

• Federated Insurance 
• Blish-Mize 

• Great Southern Wood Preserving 
• Mid-Am Building Supply 

• Westfall GMC Truck  
Patronize the companies that  

support your industry!  

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

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

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

 
 Mid-America Lumbermens Assn •  800-747-6529 • www.themla.com
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Across State Lines - Kansas

Kansas Sunflower Shootout - Winners and 
Sponsors
Congratulations to the winners of the 2017 Kansas Sun-
flower Shootout, held June 10th in Hesston, Kansas. 
 
1st Place - A Flight - Brent Traylor, Dustin Plett, Jeremy 
Flickinger, and Brandon Rohr with a score of 55. 
 
2nd Place - A Flight - Russel Rucker, Blaine Rucker, Mike 
DeSimone, and Jim Shaw with a score of 57. 
 
1st Place - B Flight - Myron Bartel, Larry Martin, Gary 
Robert, and Derek Broce with a score of 64. 
 
2nd Place - B Flight - Jeff Koehn, David Armstrong, Jason 
Conkle and Aaron Zaclina with a score of 64. 
 
Longest Putt on #9 - Gary Willis 
 
Closest to the Pin #15 - Chuck Sumner

 

Proud to be MLA Members…. 

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

Longest Drive #7 - Jim Shull 
 
Closest to the Pin #2 - Chris Cleaver 
 
Longest Drive #10 - Jeff Hennick 
 
Longest Putt #11 - Bob Pickett

Thanks to our Sponsors 
 
Pinnacle Level 
 Blish Mize 
 CCM Countertop & Cabinet Mfg. 
 Federated Insurance Co. 
 Mid-Am Building Supply 
 PWD Inc. 
 Tamko 
 Westfall GMC 
 
Championship Level 
 BlueTarp Financial 
 Do-it Best 
 Forest Products Supply 
 Monarch Cement 
 Quaker Windows 
 Quikrete 
 Tennison Brothers 
 
Clubhouse Level 
 Great Southern Wood Preserving 
 Tax Favored Benefits 
 Treeline Forest Products
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FOR YOU
to make an impression

EASY

The Endocote Finishing System from Huttig®.
The most advanced technology in fiberglass 
finishing systems.

Visit www.huttig.com to learn more.
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Economy in 2017: Did We Get What We Expected? 
Chris Kuehl, Armada Corporate Intelligence 
Dr. Christopher Kuehl (PhD) is a Managing Director of Armada Corporate Intelligence and one of the 
co-founders of the company in 1999. He has been Armada’s economic analyst and has worked with a 
wide variety of private clients and professional associations in the last 10 years. Chris has a  
doctorate in Political Economics and advanced degrees in Soviet Studies and Asian Studies, and was a 
professor of international economics and finance for over 15 years prior to starting Armada. You’ll 
enjoy Chris’ down-to-earth insightful presentation on current economic issues and what that means 
for the rest of the year. 
 
Peak Sales Performance—Rick Davis, President, Building Leaders, Inc. 

Rick has emerged as the premier sales trainer in the construction products industry, and 
has been requested for keynotes and training seminars in 41 states and six Canadian  
provinces by the leading dealers, manufacturers, and associations in the construction indus-
try because he delivers results. He will share his latest thoughts on peak sales performance. 
The situations salespeople face are common and predictable including the price objection, 
blind bid requests, and emergency delivery requests. In this poignant presentation, you will 
receive tactics to address these common sales challenges and more. At the conclusion of 
his presentation, you will know how to continually recognize the repeating patterns of  
client behavior and how to maximize your opportunities for success in each situation.  
 

 
The Top Issues Dealers Need to Think About in 2018 
Craig Webb, Remodeling and ProSales Magazine 
Craig is Editor-in-Chief of Remodeling, the nation’s leading magazine for professional remodelers, as 
well as ProSales, a magazine serving lumber and building material dealers and distributors. Dealers have 
to worry about a myriad of things that can affect their business every day. From the US Economic Fore-
cast, to the Softwood Lumber Agreement, to labor, material shortages, the political landscape, banking 
regulations and more; the list seems endless at times.  Where do we need to cast our awareness? Craig 
Webb will provide his unique vantage point from his wide-angled perspective on the LBM industry. 
Hear directly from Craig what we will need to be focused on in 2018 that will impact our businesses, both the positive 
and the not so positive, in the year to come. The LBM industry has a number of issues in the works that will affect how 
we operate in 2018 and beyond. Also, you will learn about Craig’s research on the marijuana and opioid epidemic, that 
was just published in ProSales magazine. This issue continues to have a substantial impact on the already strained labor 
resources for our industry. It is a fascinating topic, with no easy answers. Learn what other dealers are doing to protect 
themselves in 2018 and the years to come, and to prepare their organizations for success!  
 
Sell Like You Mean It 
Troy Harrison, “The Sales Navigator” Troy Harrison and Associates 

Troy Harrison has trained salespeople from 23 different countries on two different continents.  He’s 
worked with principals of companies in the United States, Canada, Europe, and the Middle East.  That’s 
why they call him the “Sales Navigator” – he navigates the globe teaching the very best and most  
contemporary techniques for selling and sales management to clients worldwide. He is the author of 
“Sell Like You Mean It – Outselling Your Competitors By Understanding Your Customers” and “The 
Pocket Sales Manager.” Sales management is one of the biggest challenges in building a business.  In this 
program, Troy will show the best ways to accomplish this by using skills that nearly every sales  
manager already possesses. The topics will include: How to build productive relationships with your 
salespeople; Coaching sales behavior the friendly way; Building an Emotional Bank Account with your 
salespeople – and managing it wisely; Managing the Millennial. 

The conference will wrap up with a luncheon sponsored by  
Federated Insurance. It’s your opportunity to visit with your 
friends and colleagues, and discuss the important issues and 
ideas presented during the morning.  

Where Successful Dealers Meet 

 
 
Fall Fling Leadership Conference 
October 4-6, 2017 

Make plans to join us in Kansas City October 4-6th for the first ever joint conference with  
dealers from MLA and the Mountain States Lumber & Building Material Dealers Association. 
We will be bringing our dealers together to network, fellowship, and most important, to learn 
about leadership skills that will help propel our respective organizations to the next level and 
beyond.  
 
“Don’t judge each day by the harvest you reap but by the seeds that you plant.” —
Robert Louis Stevenson 
 
As the LBM industry continues to evolve, the challenges that we face are multi-faceted. From 
sales to operations, to governmental regulations to labor challenges, the one attribute that is 
most important to our individual and collective success is leadership. Leadership sets the 
course, stands tall in the face of adversity, and guides us to our destinations. Without it, we 
cannot succeed.  
 

Registration Information 
Registration fee for this event is $275 for member/$495 for nonmembers. Complete the  
enclosed registration form and return to MLA by Wednesday, September 13. Let us know 
who’s coming and we’ll do all the rest. (You’re responsible for your hotel reservations and  
travel expenses.) 
 
This meeting is sponsored by Federated Insurance, your suppliers and your  
Association.  
 

Hotel 
Our headquarters hotel is the Kansas City Marriott/Country Club Plaza. We negotiated a  
fantastic rate of $179 per night, single or double occupancy.  Reservations may be made 
through the hotel link on our website under the Events tab, (www.themla.com) or by calling the 
hotel at (800) 810-3708. 
 
Guests must call before the September 13 cut-off date and request the “Mid-America Lumber-
mens Association rate.” On the cut-off date, rates will return to their regular level. 
 
This is your chance to join colleagues and friends in a fun atmosphere for a quick get-away. This 
is a special event for members to have an informative and entertaining two days with industry 
friends. We hope to see you there! 

MID-AMERICA LUMBERMENS 
ASSOCIATION 

 
638 W. 39th St. (64111) 

PO Box 419264 
Kansas City, MO 64141-6264 

 
Phone: 816-561-5323 

Toll-free: 800-747-6529 
Fax: 816-561-1249 

Why Attend?   
 
This program is for  
owners, managers and key 
LBM personnel.  
 
The programs are for  
everyone—lumber and build-
ing material dealers and their 
suppliers.  
 
If you want to learn more 
about your industry and find 
better ways to operate, this 
program is for you.  You’ll 
pick up excellent ideas for 
managing your company to-
day and into the future.  
 
You'll also be sure to pick up 
ideas from the others who 
attend, as we annually  
attract the best and brightest 
dealers in our area. It's al-
ways great to talk with others 
about problem solving and 
issues to get fresh ideas and a 
new perspective. 

THANK YOU SPONSORS! 
 
Presenting Sponsor  
Federated Insurance 
  
Sterling Sponsors 
Blish-Mize Company 
Mid-Am Building Supply 
  
Standard Sponsors 
LMC 
PrimeSource Building Products 
  
Dine-Around Sponsors 
Great Southern Wood Preserving 
MiTek Building Products 
Tax Favored Benefits 
Westfall GMC 
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MEETING AGENDA 
 

Wednesday, October 4 
5:30-6:45 p.m.—Welcome Reception at Boulevard Brewery  
7:00 p.m.—Dine-Around Country Club Plaza 
 
Thursday, October 5 
7:00-7:45 a.m.—Breakfast (Invitation only) 
8:00-11:55 a.m.—Board Meetings (Invitation only) 
12:00-12:55 p.m.—Lunch  
1:00-1:45 p.m.—Tony Misura, Misura Group LLC 
2:00-2:45 p.m.—Bill Male, Tax Favored Benefits 
3:00-4:00 p.m.—Ed O’Malley, Kansas Leadership Center 
4:00-4:30 p.m.—Patrick Connor, Husch Blackwell LLC 
5:30-8:00 p.m.—Reception/Dinner—Jonathan Paine, NLBMDA and 
   KEYNOTE SPEAKER—Kevin Hancock, Hancock Lumber 
8:00 p.m.—Live Music by The Hardwood Ramblers and a Special Guest 
 
Friday, October 6 
7:00-7:45 a.m.—Breakfast—Chris Kuehl, Armada Corporate Intelligence 
8:00-9:30 a.m.— Rick Davis, Building Leaders Inc. 
9:45-10:45 a.m.—Craig Webb, Remodeling and ProSales 
11:00-Noon—Troy Harrison, “The Sales Navigator,” Troy Harrison and Associates 
12:00-1:00 p.m.—Closing Lunch—Sponsored by Federated Insurance 
 

Live Music by The Hardwood Ramblers 
 
Max Guetz and his band The Hardwood Ramblers will be  
performing live at the Fall Fling after dinner on Thursday 
evening. Max is a long-time member of the NLBMDA and 
the Mountain States Lumber & Building Material Dealers 
Association.  
 
The Hardwood Ramblers is a three-piece acoustic group 
with guitar, mandolin, dobro, harmonica and vocals. Their 
music is a combination of southern rock, rock, country 
and bluegrass. The trio that forms The Hardwood Ramblers 
is Max Guetz on guitar, vocals and blues harmonica. Guetz 
is the Alpine Lumber District Manager; Paul Preziosi, on 
the guitar and vocals, works at Pro Build in Littleton,  
Colorado; Bob Bradeen, seen on the mandolin, dobro and 
guitar, was formerly with Home Lumber Millwork.  
 
 

 
 
Also you won’t want to miss a special guest appearance 
by someone you all know.  
 

 
 

 

 

 

 

 

 

 

 

Sponsorship 
Opportunities 

Available! 

Tony Misura, Misura Group LLC 
Tony has been in the building materials industry since 1987.  In 1999, Tony was recruited to Focus  
Executive Search, a Minneapolis-based executive recruiting firm, to start up a Building Industry  
Division.  By 2007, the Building Industry Division grew larger then the original Food Division, requiring 
more concentrated resources to adapt to the changing business environment.  Tony bought the Building 
Industry Division, changed the name to Misura Group, and diversified to include M&A Advisory and 
Sales and Management Consulting. 

 

Bill Male, Tax Favored Benefits 
Bill graduated from The University of Kansas (KU) and has been in the finance industry for over 30 
years. He has been a financial consultant with TFB for four years. Bill focuses on personal wealth  
management, as well as education and 401(k) plan portfolio design assistance for employees of our  
corporate 401(k) client base. He is a registered Representative and Investment Advisor Associate with 
Ameritas Investment Corp. 

 
 
Your Leadership Edge—Ed O’Malley, Kansas Leadership Center 
The titles “president” and “CEO” may conjure up traditional notions of authoritarian leadership, but Ed 
O’Malley, who holds those titles at the Kansas Leadership Center, doesn’t see them that way. O’Malley 
spent four years as a state legislator, with a ringside seat for both effective and ineffective displays of 
civic leadership. To him, leadership is not a title, personality trait or workshop topic. Instead, it’s an 
opportunity that people can grasp and choose to exercise in many different ways and venues. 

 
Preserving Your American Dream—Patrick Conner, Husch Blackwell LLP 

Patrick is a member of the Financial Services & Capital Markets industry group at Husch Blackwell LLP. 
Patrick focuses on estate planning; estate and trust administration; estate and trust litigation, and tax 
and succession planning for privately held businesses. Patrick’s presentation explores the timeless ques-
tions all family business owners need to consider when planning their estates. Attendees will gain  
insight into simplifying the business succession and estate planning process, and learn about Federated’s 
proven planning strategy for bringing a measure of certainty to entrepreneurs as they create, build, and 
preserve your great American dream. 

 
Government Affairs Update—Jonathan Paine, NLBMDA 
Jonathan serves as the President & CEO of the National Lumber & Building Material Dealers Associa-
tion (NLBMDA). Jonathan is in charge of a Washington, D.C. office and implements board initiatives 
through the legislative, regulatory, educational, communications, and events staff that report to him. He 
works closely with NLBMDA leaders, member volunteers and the state and regional building material 
associations that comprise the NLBMDA federation. He has more than 13 years' experience in the non-
profit and public sectors and is an alum of Suffolk University in Boston, Massachusetts. 
 
Leadership Lessons from the Land of Crazy Horse—Kevin Hancock,  
Hancock Lumber. In 2010, at the peak of the housing market collapse, I acquired a rare voice disorder known 
as Spasmodic Dysphonia (SD).  SD forced me to re-think and re-design my leadership style because talking for extended 
periods of time was no longer possible for me.  I quickly learned to ask questions, listen more and push power out to 

others.  Originally, this was just a defensive mechanism to protect my voice.  In time however I can to 
see ‘pushing power out’ as more dynamic and meaningful way to lead.  In 2012, after the housing  
market had stabilized I began a series of trips to the remote Pine Ridge Indian Reservation in the SW 
corner of South Dakota.  There I encountered an entire community that felt like it had no voice, like it 
had been left behind and was not heard.  The two events (SD and Pine Ridge) combined to make me 
think differently about the nature of leadership in the modern age and soon thereafter I came to see 
my voice disorder as a blessing and a calling to do what I could to help strengthen the voices of  
others.  Back home at our lumber company in Maine I began to ask new questions…What if we could 
create an organization where everybody led…where every voice felt powerful, respected, trusted and 
heard?  Wouldn’t an organization where everybody led outperform a more traditional model where 

just a few people held all the leadership cards? My talk will explore these learnings and lay out a new model for leadership 
where the top bosses do less, not more, thereby creating more room for everyone to lead. 

MEET OUR SPEAKERS 
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more concentrated resources to adapt to the changing business environment.  Tony bought the Building 
Industry Division, changed the name to Misura Group, and diversified to include M&A Advisory and 
Sales and Management Consulting. 

 

Bill Male, Tax Favored Benefits 
Bill graduated from The University of Kansas (KU) and has been in the finance industry for over 30 
years. He has been a financial consultant with TFB for four years. Bill focuses on personal wealth  
management, as well as education and 401(k) plan portfolio design assistance for employees of our  
corporate 401(k) client base. He is a registered Representative and Investment Advisor Associate with 
Ameritas Investment Corp. 

 
 
Your Leadership Edge—Ed O’Malley, Kansas Leadership Center 
The titles “president” and “CEO” may conjure up traditional notions of authoritarian leadership, but Ed 
O’Malley, who holds those titles at the Kansas Leadership Center, doesn’t see them that way. O’Malley 
spent four years as a state legislator, with a ringside seat for both effective and ineffective displays of 
civic leadership. To him, leadership is not a title, personality trait or workshop topic. Instead, it’s an 
opportunity that people can grasp and choose to exercise in many different ways and venues. 

 
Preserving Your American Dream—Patrick Conner, Husch Blackwell LLP 

Patrick is a member of the Financial Services & Capital Markets industry group at Husch Blackwell LLP. 
Patrick focuses on estate planning; estate and trust administration; estate and trust litigation, and tax 
and succession planning for privately held businesses. Patrick’s presentation explores the timeless ques-
tions all family business owners need to consider when planning their estates. Attendees will gain  
insight into simplifying the business succession and estate planning process, and learn about Federated’s 
proven planning strategy for bringing a measure of certainty to entrepreneurs as they create, build, and 
preserve your great American dream. 

 
Government Affairs Update—Jonathan Paine, NLBMDA 
Jonathan serves as the President & CEO of the National Lumber & Building Material Dealers Associa-
tion (NLBMDA). Jonathan is in charge of a Washington, D.C. office and implements board initiatives 
through the legislative, regulatory, educational, communications, and events staff that report to him. He 
works closely with NLBMDA leaders, member volunteers and the state and regional building material 
associations that comprise the NLBMDA federation. He has more than 13 years' experience in the non-
profit and public sectors and is an alum of Suffolk University in Boston, Massachusetts. 
 
Leadership Lessons from the Land of Crazy Horse—Kevin Hancock,  
Hancock Lumber. In 2010, at the peak of the housing market collapse, I acquired a rare voice disorder known 
as Spasmodic Dysphonia (SD).  SD forced me to re-think and re-design my leadership style because talking for extended 
periods of time was no longer possible for me.  I quickly learned to ask questions, listen more and push power out to 

others.  Originally, this was just a defensive mechanism to protect my voice.  In time however I can to 
see ‘pushing power out’ as more dynamic and meaningful way to lead.  In 2012, after the housing  
market had stabilized I began a series of trips to the remote Pine Ridge Indian Reservation in the SW 
corner of South Dakota.  There I encountered an entire community that felt like it had no voice, like it 
had been left behind and was not heard.  The two events (SD and Pine Ridge) combined to make me 
think differently about the nature of leadership in the modern age and soon thereafter I came to see 
my voice disorder as a blessing and a calling to do what I could to help strengthen the voices of  
others.  Back home at our lumber company in Maine I began to ask new questions…What if we could 
create an organization where everybody led…where every voice felt powerful, respected, trusted and 
heard?  Wouldn’t an organization where everybody led outperform a more traditional model where 

just a few people held all the leadership cards? My talk will explore these learnings and lay out a new model for leadership 
where the top bosses do less, not more, thereby creating more room for everyone to lead. 

MEET OUR SPEAKERS 
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Economy in 2017: Did We Get What We Expected? 
Chris Kuehl, Armada Corporate Intelligence 
Dr. Christopher Kuehl (PhD) is a Managing Director of Armada Corporate Intelligence and one of the 
co-founders of the company in 1999. He has been Armada’s economic analyst and has worked with a 
wide variety of private clients and professional associations in the last 10 years. Chris has a  
doctorate in Political Economics and advanced degrees in Soviet Studies and Asian Studies, and was a 
professor of international economics and finance for over 15 years prior to starting Armada. You’ll 
enjoy Chris’ down-to-earth insightful presentation on current economic issues and what that means 
for the rest of the year. 
 
Peak Sales Performance—Rick Davis, President, Building Leaders, Inc. 

Rick has emerged as the premier sales trainer in the construction products industry, and 
has been requested for keynotes and training seminars in 41 states and six Canadian  
provinces by the leading dealers, manufacturers, and associations in the construction indus-
try because he delivers results. He will share his latest thoughts on peak sales performance. 
The situations salespeople face are common and predictable including the price objection, 
blind bid requests, and emergency delivery requests. In this poignant presentation, you will 
receive tactics to address these common sales challenges and more. At the conclusion of 
his presentation, you will know how to continually recognize the repeating patterns of  
client behavior and how to maximize your opportunities for success in each situation.  
 

 
The Top Issues Dealers Need to Think About in 2018 
Craig Webb, Remodeling and ProSales Magazine 
Craig is Editor-in-Chief of Remodeling, the nation’s leading magazine for professional remodelers, as 
well as ProSales, a magazine serving lumber and building material dealers and distributors. Dealers have 
to worry about a myriad of things that can affect their business every day. From the US Economic Fore-
cast, to the Softwood Lumber Agreement, to labor, material shortages, the political landscape, banking 
regulations and more; the list seems endless at times.  Where do we need to cast our awareness? Craig 
Webb will provide his unique vantage point from his wide-angled perspective on the LBM industry. 
Hear directly from Craig what we will need to be focused on in 2018 that will impact our businesses, both the positive 
and the not so positive, in the year to come. The LBM industry has a number of issues in the works that will affect how 
we operate in 2018 and beyond. Also, you will learn about Craig’s research on the marijuana and opioid epidemic, that 
was just published in ProSales magazine. This issue continues to have a substantial impact on the already strained labor 
resources for our industry. It is a fascinating topic, with no easy answers. Learn what other dealers are doing to protect 
themselves in 2018 and the years to come, and to prepare their organizations for success!  
 
Sell Like You Mean It 
Troy Harrison, “The Sales Navigator” Troy Harrison and Associates 

Troy Harrison has trained salespeople from 23 different countries on two different continents.  He’s 
worked with principals of companies in the United States, Canada, Europe, and the Middle East.  That’s 
why they call him the “Sales Navigator” – he navigates the globe teaching the very best and most  
contemporary techniques for selling and sales management to clients worldwide. He is the author of 
“Sell Like You Mean It – Outselling Your Competitors By Understanding Your Customers” and “The 
Pocket Sales Manager.” Sales management is one of the biggest challenges in building a business.  In this 
program, Troy will show the best ways to accomplish this by using skills that nearly every sales  
manager already possesses. The topics will include: How to build productive relationships with your 
salespeople; Coaching sales behavior the friendly way; Building an Emotional Bank Account with your 
salespeople – and managing it wisely; Managing the Millennial. 

The conference will wrap up with a luncheon sponsored by  
Federated Insurance. It’s your opportunity to visit with your 
friends and colleagues, and discuss the important issues and 
ideas presented during the morning.  

Where Successful Dealers Meet 

 
 
Fall Fling Leadership Conference 
October 4-6, 2017 

Make plans to join us in Kansas City October 4-6th for the first ever joint conference with  
dealers from MLA and the Mountain States Lumber & Building Material Dealers Association. 
We will be bringing our dealers together to network, fellowship, and most important, to learn 
about leadership skills that will help propel our respective organizations to the next level and 
beyond.  
 
“Don’t judge each day by the harvest you reap but by the seeds that you plant.” —
Robert Louis Stevenson 
 
As the LBM industry continues to evolve, the challenges that we face are multi-faceted. From 
sales to operations, to governmental regulations to labor challenges, the one attribute that is 
most important to our individual and collective success is leadership. Leadership sets the 
course, stands tall in the face of adversity, and guides us to our destinations. Without it, we 
cannot succeed.  
 

Registration Information 
Registration fee for this event is $275 for member/$495 for nonmembers. Complete the  
enclosed registration form and return to MLA by Wednesday, September 13. Let us know 
who’s coming and we’ll do all the rest. (You’re responsible for your hotel reservations and  
travel expenses.) 
 
This meeting is sponsored by Federated Insurance, your suppliers and your  
Association.  
 

Hotel 
Our headquarters hotel is the Kansas City Marriott/Country Club Plaza. We negotiated a  
fantastic rate of $179 per night, single or double occupancy.  Reservations may be made 
through the hotel link on our website under the Events tab, (www.themla.com) or by calling the 
hotel at (800) 810-3708. 
 
Guests must call before the September 13 cut-off date and request the “Mid-America Lumber-
mens Association rate.” On the cut-off date, rates will return to their regular level. 
 
This is your chance to join colleagues and friends in a fun atmosphere for a quick get-away. This 
is a special event for members to have an informative and entertaining two days with industry 
friends. We hope to see you there! 

MID-AMERICA LUMBERMENS 
ASSOCIATION 

 
638 W. 39th St. (64111) 

PO Box 419264 
Kansas City, MO 64141-6264 

 
Phone: 816-561-5323 

Toll-free: 800-747-6529 
Fax: 816-561-1249 

Why Attend?   
 
This program is for  
owners, managers and key 
LBM personnel.  
 
The programs are for  
everyone—lumber and build-
ing material dealers and their 
suppliers.  
 
If you want to learn more 
about your industry and find 
better ways to operate, this 
program is for you.  You’ll 
pick up excellent ideas for 
managing your company to-
day and into the future.  
 
You'll also be sure to pick up 
ideas from the others who 
attend, as we annually  
attract the best and brightest 
dealers in our area. It's al-
ways great to talk with others 
about problem solving and 
issues to get fresh ideas and a 
new perspective. 

THANK YOU SPONSORS! 
 
Presenting Sponsor  
Federated Insurance 
  
Sterling Sponsors 
Blish-Mize Company 
Mid-Am Building Supply 
  
Standard Sponsors 
LMC 
PrimeSource Building Products 
  
Dine-Around Sponsors 
Great Southern Wood Preserving 
MiTek Building Products 
Tax Favored Benefits 
Westfall GMC 
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Selling Is Evolving ... Are You? 
By Troy Harrison

When I started my business in 2004, I would 
tell people that I was a sales trainer, and 
they would respond by asking, “Do you do 
product sales or service sales?” My response 

was always the same – that sales in the modern era was 
all about service. Everyone had great products, so the sale 
was about wrapping a great service model around those 
products and showing why you were the best resource. 
That was one evolution of selling, but there’s been  
another, more significant evolution. 
 
 
 
The new evolution – or maybe it’s a 
revolution – is toward conceptual  
selling. 
 
 
The evolution in the last 20 years has been from transac-
tional selling to relationship selling. The new evolution – or 
maybe it’s a revolution, and I’ll explain why in a  
moment – is toward conceptual selling. 
 
Let’s use, as an example, an industry that I spent quite 
a bit of time in as a salesperson – bearings, power trans-
missions, and industrial supplies (that’s all one industry 
handled through one distribution 
channel, not three separate industries). 
 
In the mid-90s, much of the selling 
was still based on products. Here 
are the features and benefits of my 
product, here’s how it fits your situ-
ation, please buy it – and as you’re 
buying the product, you’ll buy it from 
us. This was reinforced by our com-
pany’s emphasis on product training 
(I once went to a three-day school on 
ball bearings), and on the emphasis 
on vendor ride-alongs to sell their 
products. Very little time was spent 
on our service model, and the rela-
tionships that were built were spe-
cifically between the salesperson and 
particular contacts at the customer. 
Not surprisingly, most customers 
split their business between us and 
competitors, depending on who had 
the “best” products. We were selling 

mostly to mid-level or low-level managers like stockroom 
or maintenance managers. 
 
In the late 90s and early 2000s, smart salespeople evolved 
to a service selling model. Salespeople (including me) ap-
proached customers saying, “Look, we have great prod-
ucts. I’ll be frank; so do our competitors. You should buy 
from me because my company has the service ethic and 
expertise to better take care of your needs. Whenyou’re in 
doubt, we’ll pick the products ourselves, and when you 
know what you want, we’ll make sure you get it, on time, 
when you need it.” This model worked better because 
instead of competing for transactions, we were competing 
for customers. And once you won that sale, you typically 
got a majority (although not necessarily a full share) of 
your customer’s spend in your product category. Since the 
company’s processes and people were so integral to the 
sale, the key relationship was between companies. Most 
of the time, the contacts remained the same, although 
sometimes we ended up in an assistant plant manager’s 
office. 
 
Also in the late 90s came a concept called, “Integrated 
Supply.” In the integrated supply concept, a salesper-
son approached the corner office and said, “Let’s agree 
that great service and great products are expectations, 

Continued on next page

Sales Tips
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Sales Tips - cont.

not bonuses. What we bring to the table is the ability to 
handle the entire procurement process for everything you 
consume in your plant. You’ll still get the great products. 
You’ll still get the great service. But, you can focus on your 
core business because you will no longer have to make 
mundane buying decisions about everything from convey-
or rollers to toilet paper.” The concept of integrated supply 
was sold to the ultimate decision maker (Plant Manager, 
President, CEO, etc.), and all the suppliers came along 
with it. The same phenomenon is happening in multiple 
industries.  For instance, the copier and office technology 
industry is evolving from product (buy our copier because 
it’s the best) to service (managed print services where we 
handle everything from copiers to toner to paper and 
charge you per-click) to conceptual (let us install software 
that manages your entire document process, from creation 
to duplication to archiving).  
 
When selling went from transactional (product) to relation-
ship (service), some good product salespeople got left 
behind because they couldn’t transition.  There are still a 
number of transactional salespeople out there (and trans-
actional sales processes), and they are struggling.  Howev-
er, that transition was less difficult, because in most cases, 
the contact remained the same – so the major change was 
in approach.
 
Today’s evolution is tougher, because now relationship 
salespeople are getting left behind.  They’re finding that 
their relationships aren’t with the right people to keep 
them alive in their customers.  A great relationship at mid-
level does no good when someone sells the concept of a 
different process to the mid-level person’s boss.
I’ve been saying for some time that the successful sales-
person of the next 20 years will be far different from the 
successful salesperson of the last 20.  Here’s how I see the 
successful salesperson of the next 20 years:
 
• Highly polished and professional:  The successful 
 salesperson of the future will be able to meet, and win  
 sales, with the top officer in the company.  He or she   
 will be able to speak to the CEO as an equal, not as a  
 supplicant.  This means more than looking good in a  
 suit.

 
• Great businessperson:  The salesperson of the future 
 will need more than expertise in products and  
 services; they will need to understand how to read a 
 P&L, how to help build and grow their customers’ 
 businesses, and understand instinctively how to  
 address issues like opportunity costs, hidden costs, 
 and other high-level and big-picture issues that  
 officers face.

• Versatile:  That said, the salesperson of the future will  
 still need to shift gears and work with the downstream 
 implementers and influencers that will put their  
 concepts to work.  Yes, you’re going over the head of  
 the mid-level managers when you approach the  
 CEO – but if you do it right, they never feel like 
 they’ve been disrespected.
 
•    Well trained:  Finally, that salesperson will need to 
       be incredibly well trained in all three sales models –   
       transactional, relationship, and conceptual – and  
      know when to use each.
 
If that sounds like a big challenge, it is.  But challenging is 
different from impossible.  Are you up to the challenge?
 
Troy Harrison is the author of “Sell Like You Mean It!”, “The Pocket 
Sales Manager,” and a Speaker, Consultant, and Sales Navigator. He 
helps companies build more profitable and productive sales forces with 
his cutting-edge sales training and methodologies.  For information on 
booking speaking/training engagements, consulting, or to sign up for 
his weekly E-zine, call 913-645-3603, e-mail Troy@TroyHarrison.com, 
or visit www.TroyHarrison.com.  Troy Harrison is speaking at the MLA 
Fall Fling in October.

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



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

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

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

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

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

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

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

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

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

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

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

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

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

Associate Director
Nate Wedermyer 
Dealers Choice Distribution
4008 NW 14th St.
Topeka, KS 66618
785-234-8405
nwedermyer@dealerschoice-
distribution.com
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(To register additional people, simply copy this form.)  
 
Name______________________________Title_________________ E-mail___________________________ 
Attending:      Wed. Reception       Thursday Lunch        Thursday Banquet  
             Friday Breakfast     Friday Lunch  (Please indicate which events you plan to attend.) 
 

Name______________________________Title_________________ E-mail___________________________ 
Attending:      Wed. Reception       Thursday Lunch        Thursday Banquet  
             Friday Breakfast     Friday Lunch  (Please indicate which events you plan to attend.) 

 
Company________________________________________________________________________________ 
 
Address_________________________________________________________________________________ 
 
City______________________________________ State___________ Zip___________________________ 
 
Phone___________________________________ Fax____________________________________________ 
 
 
FEES:                                 Per Person 

One registrant from member company.........................................................  $275 
Spouse registration  ........................................................................................  $125  
Nonmember ....................................................................................................  $495 
  

Enclosed is our check for $______________ 
 
Please charge $_________ to credit card:    Amex        Visa    MasterCard 

 
Card #___________________________________________________________Exp Date___________________  
 
Security code_________________  Name on card__________________________________________________  
 
Authorized signature_________________________________________________________________________  
 

Send completed form with remittance to: 
Mid-America Lumbermens Association 

P.O. Box 419264 · Kansas City, MO 64141-6264 · Fax: 816-561-1249 
Questions? Call Lisa at 800-747-6529 or 816-561-5323  

Cancellation Policy: If you register after September 13, you will be charged a $50 per person late registration fee. Register 
today for lowest price. Full refunds will be issued until September 13. Then, a cancellation fee of $50 will apply until seven 
days prior to the program. After that, no refunds will be issued for cancellation. You may substitute without penalty. To substi-
tute or cancel, please submit your request in writing to MLA: Email lstock@themla.com or call Lisa at 800-747-6529. 

        Fall Fling Registration Form 
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One small distraction while driving can cause a lifetime of pain. 
Talk to your local marketing representative about  

our Drive S.A.F.E. Campaign.


