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Your Association Does!

More than 400 associations representing 800,000 members  
exclusively recommend one or more Federated Insurance programs.  

Contact your local marketing representative to �nd out why. 

Visit www.federatedinsurance.com to �nd a representative near you.

®

 

*Federated Service Company is not licensed in the states of NH, NJ, RI, and VT.                     © 

It’s Our Business
to Protect Yours®
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Editorial
by Executive Director J. Barry Johnson

More ILMDA Offerings
Last quarter in the ADVANTAGE we talked about the iLumber Mall and Stores located 
at ILMDA.com.  This new web site will bring value to our members, their friends 
and customers as they enjoy the financial advantage of purchasing in a nationwide 
purchasing group. Many members are already saving over $10.00 a box on their copy 
paper and so far have been terrifically pleased with both quality and delivery.   These 
stores are open for your use right now.  

Two of our programs, SEVEN, our utility savings program and Integrity, our credit card 
vendor, have already proven themselves wildly successful at saving our members 
hundreds of thousands in unnecessary overhead expense.  

This fall we would like to talk to you about another new feature that ILMDA is partnering 
to provide to our dealers through our nationwide affiliation with other regional and 
statewide associations in the Building Products Retailers Alliance (BPRA).

These new programs will be available online but will only be available to owners and 
their managers.  The only way to access these programs online will be with a user 
name and password which will be provided exclusively to ILMDA members.

As owners you can have your employees log in and take advantage of these compliance 
tools and training programs as you wish.

The benefits will be amazing and the price for many of these programs will be low or 
free in many cases.  

This new web section is nearing completion and will be available before year’s end.   The 
new ILMDA web section will be called the BPRA BUSINESS SOLUTIONS CENTER, 
and it will include some of the following new programs.

COMPLYABILITY – A web-based compliance and training center.  As this is developed, 
you as a dealer will be able to provide online training to your employees in many diverse 
topics.  Let me give you a short list for now.  An extended list will follow in the mail.

Forklift training videos and certification training• 
Blueprint estimating videos and instruction• 
Diversity training• 
Drug and alcohol policy training • 
Employee harassment and discrimination training • 
Fair Labor Standards Act training • 

Continued on page 5
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Dealer
Dealer to

by ILMDA Executive Director J. Barry Johnson

SMOKING POLICY
 QUESTION:  Can ILMDA provide us with a recom-
mended company smoking policy?
 ANSWER:  Sure.  And it can be modified to fit your 
specific needs. For example, you could modify it to include 
one outside area in which employees can smoke. 

Smoking
 The health of each employee and every customer of 
the Company is of utmost importance to the Company.  In 
order to protect our customers and employees from the 
hazards involved in second hand smoke and in order to 
maintain compliance with Public Act 095-0017, smoking is 
prohibited on all of the Company’s premises and property 
including company vehicles. The failure to comport with 
this policy and procedure will result in disciplinary action 
up to and including termination.
 Employees may not smoke in areas of employment, 
which are enclosed areas in which employees must enter, 
leave, or pass through as a course of their work, including 
but not limited to offices and work areas, restrooms, 
conference rooms, break rooms, cafeterias, lobbies, 
corridors, and any other common areas.  Employees also 
may not smoke within fifteen (15) feet of entrances or exits, 
windows that open, or ventilation systems that serve an 
enclosed area where smoking is prohibited.

CREDIT CARD PURCHASES
 QUESTION:  Can we charge a customer if they wish  
to purchase with a credit card?
 ANSWER:  No, not right now, but retailers can impose 
a $10 minimum (no higher than $10 though) on credit card 
transactions. They cannot charge fees to cardholders – that 
is still unacceptable practices per Visa and MC. Retailers 
can, though, offer a discount for another form of payment 
such as cash. There are a few types of merchants that can 
surcharge but they are not your typical retailers – accredited 
schools and utility companies can surcharge you.
 This could all change later this year. There was a 
big settlement about a month ago which supposedly has 
provisions where retailers will be able to do this but as of 
right now, they cannot.  Merchants can lose their ability to 
accept credit cards altogether if they are reported to be 
surcharging.

PAID VACATION TIME?
 QUESTION:  Are we required to pay departing 
employees for unused vacation time?
 ANSWER:  There is no statute that requires employers 
to provide paid vacation benefits to employees.  If an 
employee becomes eligible for vacation pay under an 
agreement or under company policy, failure to pay the 
employee for vacation time may be treated as nonpayment 
of wages.

 Your liability for this pay is solely contractual.  The key 
is what you have done with other departing employees in 
the past or what is written in your employee handbook.  
 The key is making sure you are being consistent with 
what you have done with other employees leaving your 
employ or what is written in your employee handbook if you 
have one.  Because an employer’s liability for vacation pay 
is wholly contractual, it may be advisable for the employer 
to specifically state whether or not it will pay an employee 
his or her pro-rata share of “earned vacation” upon the 
employee’s termination.  

FORKLIFT INSPECTIONS
 QUESTION: Does OSHA require a daily forklift 
inspection?  
 ANSWER: OSHA requires that all forklifts be examined 
at least daily before being placed in service. Forklifts used 
on a round-the-clock basis must be examined after each 
shift. [29 CFR 1910.178(q)(7)]
 The operator should conduct a pre-start visual check 
with the key off and then perform an operational check 
with the engine running. The forklift should not be placed 
in service if the examinations show that the vehicle may 
not be safe to operate.
 A vehicle in need of repair, defective or in any way 
unsafe, should not be driven and should be taken out of 
service immediately. Any problems should be recorded on 
the appropriate documents and reported to a supervisor. 

Before starting your vehicle, conduct a pre-	
operation (or pre-start) inspection that checks a 
variety of items, including but not limited to:

Fluid levels -- oil, water, and hydraulic fluid. 	
Leaks, cracks or any other visible defect 
including hydraulic hoses and mast chains. 
NOTE: Operators should not place their hands 
inside the mast. Use a stick or other device to 
check chain tension. 
Tire condition and pressure including cuts 	
and gouges.
Condition of the forks, including the top clip 	
retaining pin and heel.
Load backrest extension.	
Finger guards.	
Safety decals and nameplates. Ensure 	
all warning decals and plates are in place 
and legible. Check that information on the 
nameplate matches the model and serial 
numbers and attachments.
Operator manual on truck and legible.	
Operator compartment. Check for grease 	
and debris.
All safety devices are working properly 	
including the seat belt. 

Dealer to Dealer is written to share problems and solutions that 
are common to members of the Illinois Lumber & Material Dealers 
Association.  When legal or professional opinions are shared, 
ILMDA is prepared to disclose the source of said opinions should 
additional consultation be desired.
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Editorial...
Continued from page 3

Safe lifting training• 
OSHA compliance and training• 
Hazardous chemical training• 
Fall protection training• 
Sales and cash reporting training• 
Sales training for successful sales calls• 
Crane operators training and certification• 
Americans with Disability training.• 

 
The complete list of future offerings is up to four single-
spaced pages - so, you get the idea. 

In addition, ILMDA is looking to provide members a great 
place to sell off their excess and distressed inventory.  This 
will be a Craig’s List type web site where you will be able 
to list what you need to sell and turn it into cash.  It will be 
called Builder Flash and is currently under development.  

Other BPRA Business Solution programs  in 
development include store-branded credit cards for your 
customers, discounted legal services, yard brokerage 
services, workforce recruiting services and discount fuel 
programs.  

Not all of these programs are going to be home runs, but 
we are excited that your association can continue to seek 
ways to make your business operation more profitable.  

coventryhealthcare.com

proud to support

  Illinois Lumber 
and Material Dealers
      Association

�oud 


















  

In addition to this general inspection, additional items 
should be checked depending on the forklift type (electric 
or internal combustion, including liquid propane). These 
include but are not limited to: 

Electric Forklifts	
Cables and connectors for frayed or exposed 	
wires
Battery restraints	
Electrolyte levels	
Hood latch	

Note: Always use personal protective equipment such 
as a face shield, rubber apron, and rubber gloves when 
checking electrolyte.

Internal Combustion Forklifts	
Engine oil	
Brake reservoir	
Engine coolant	
Air filter	
Belts and hoses	
Radiator	
Hood latch	

Liquid Propane Forklifts	
Properly mounted tank	
Pressure relief valve pointing up	
Hose and connectors	
Tank restraint brackets	
Tank for dents and cracks	
Tank fits within profile of truck	
Leaks	

Dealer to Dealer...
Continued from page 4
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 So you (Joe, age 62) want to sell your business 
(Success Co.) to your key employee (Ken, age 38). Ken 
is terrific. Actually runs Success Co., but, as is usually the 
case, has no money to fund the purchase.
 What to do?
 Joe decides to see his lawyer and long-time friend, 
Lenny. Joe tells Lenny, “Ken and I have agreed on a price 
for Success Co…. $4.2 million (to be paid over eight years 
with 4.5% interest on the unpaid balance.). The average 
before-tax profit for the last three years was $840,000. 
But the trend is up. My tax basis for Success Co.’s stock 
(an S corporation) is $800,000. What’s the best way to 
structure the sale?”
 Joe also explains to Lenny that he has three concerns 
that keep him up at night: (1) Make sure that he and his 
wife Mary( age 61) can maintain their lifestyle if they live 
to a ripe old age (both are healthy and come from long-
life families); (2) runaway inflation (thinks it is inevitable 
because of the out-of-control national debt); and (3) his 
obligation to pay for the college education of four more 
grandkids (already paid for the three oldest).
NOTE: Joe always left the bulk of his profits in Success 
Co. to grow the business. Outside of the business Joe 
and Mary have two upscale, well-furnished homes (one 
in Indiana – worth about $1.3 million and the other 
in Florida, worth about $1.4 million). A variety of other 
assets total about $850,000, including $475,000 of liquid 
investments.
 After much discussion, Lenny advises Joe to structure 
the sale as an installment sale for tax purposes. Reason, 
Joe will not pay any tax on the $3.4 million capital gain 
until he actually gets paid by Ken.
The Tragic Tax Cost of an Installment Sale for the Seller.
 Not satisfied, Joe goes to see his CPA, Cal (by 
coincidence a reader of this tax column for many years).
First, Cal explained the tax consequences of an installment 
sale to Joe. Subject to Congress changing the tax rates, 
under the current law the rates (including healthcare) will 
rise from a top rate of 35% for 2012 to 40.5% for 2013 and 
beyond for ordinary income( which includes the interest 
income Joe will receive).
 Capital gains (long-term) are even worse: Rising over 

50% from 15% in 2012 to 23.8% starting in 2013.
Simply put, Joe would be clobbered with Federal taxes… 
plus Indiana will get its State income tax.
NOTE: Congress may change the tax rates, which will 
alter the tax dollars due, but the concept (the lousy tax 
results) will remain the same.
 Next, the even worse tax cost for the buyer.
 Cal explains that Ken gets killed with two problems: 
a tax problem and an economic problem. Let’s lower the 
price of Success Co. to $1 million for ease of following 
the numbers. Assume the income tax burden (state and 
Federal combined is 44%). It’s hard to believe, but Ken 
must earn $1.78 million, pay $780,000 in taxes to have 
the $1 million to pay Joe. And oh, yes, multiplied in this 
cases by 4.2 (remember the price for Success Co. is $4.2 
million). On top of all that, the unpaid balance will always 
bear interest. That’s the tax problem.
 What’s the economic problem?... Sam’s personal 
financial statement must now show a liability of $4.2 
million, destroying his personal balance sheet… and 
making it almost impossible for Success Co. to borrow 
money for growth (banks want a personal guarantee from 
the owner). 
 Finally, Cal suggested Joe call me, which he did.
 An Intentionally Defective Trust (IDT) solves the 
problems for both seller and buyer.
 One strategy (an IDT) solves not only the tax and 
economic problems as outlined above but also solves 
a significant human problem: An IDT allows Joe to keep 
control of Success Co. until he is paid in full.
NOTE: The solution that follows assumes that Joe will 
sell all the stock he owns (100%) of Success Co. to Ken 
(because that is the typical situation we see the most in 
real-life practice). Later is an explanation of the variation 
we actually did for Joe.

The solution is a simple two-step process.
 Step 1: Do a recapitalization (just a fancy name for 
creating voting and nonvoting stock)… say 100 shares 
of voting stock, which Joe keeps to maintain control and 
10,000 shares of nonvoting stock, which ultimately will be 
transferred to Ken.
 Step 2: An IDT is the weapon of choice to transfer the 
nonvoting stock to Ken. Actually, Joe creates the IDT and 
sells all 10,000 shares of his nonvoting stock to the trust 
for $4.2 million. The IDT now owns the nonvoting stock 
and Joe has a $4.2 million note receivable (payable from 
the IDT). The cash flow of Success Co. (must be an S 
corporation or become an S corporation) is used to pay 
off the note, plus interest.
 Every $1 million of price for Success Co. will save 
about $200,000 in taxes. Here (with a $4.2 million price) 
the savings are $840,000. 
 Ken is the beneficiary of the IDT. When Joe’s note 
is paid off, the trustee will distribute the nonvoting stock 
to Ken. Then, Ken buys the 100 voting shares from Joe 
for a nominal price (say $1,000). Ken now owns 100% of 

Bite
Tax Tips for Dealers

Irv Blackman, CPA and lawyer, is a retired founding partner of 
Blackman Kallick Bartelstein, LLP (CPAs) and Chairman Emeritus 
of the New Century Bank (both in Chicago). Want to consult? Need a 
second opinion? Visit Irv’s website at  www.taxsecretsofthewealthy.
com.  Contact Irv at 847-674-5295 irv@irvblackman.com. 

Irving L. Blackman by  Irv Blackman, CPA

Tax

How To Sell Your Business To Your Key 
Employee, Make A Huge Profit, Yet Pay No 

Tax (Not One Penny)
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Success Co.
 What is an IDT?... It is the same as any other 
irrevocable trust, with one big difference: The trust is not 
recognized for income tax purposes. The result under 
the Internal Revenue Code is that every penny you (the 
seller) receive is tax free: no capital gains tax on the note 
payments, and no income tax on the interest income you 
receive. 
 Does an IDT work for a transfer to your kids?
 Yes, it works exactly as explained above. Just 
substitute the name of your child for Ken in the above 
examples. And yes, the transfer can be to more than one 
employee or child. When one (or more) of your children is 
involved, an IDT offers three more important advantages: 
(1) The fair market value of the nonvoting stock can be 
discounted by about 40%. For example, if Success Co. 
is worth $10 million, the nonvoting stock (over 99% of 
the company’s value) can be valued for tax purposes at 
about $6 million. (2) You can gift or sell all or a portion 
of the stock (voting and nonvoting) to the IDT. (3) The 
trustee of the IDT can be instructed to keep possession 
of the nonvoting (and the voting stock if in the trust) so 
if your child who is the beneficiary gets divorced, his/her 
spouse will have no interest in the stock. 
NOTE: Can the same IDT strategy be used to buy out 
fellow stockholders?... YES.
 How we adjusted the IDT strategy to accomplish 
Joe’s special goals.
 An IDT is extremely flexible. Go back to the beginning 
of this article and read again the three concerns that kept 
Joe up at night. To alleviate these concerns Joe sold only 
65% of the nonvoting stock to the IDT. So Joe would 
continue to earn 35% of Success Co.’s income. A simple 
agreement tied up the 35% of stock so Joe could sell it to 
the IDT down the road at a formula price (intended to be 
fair market value at that time), and Ken was assured that 
some day he would own 100% of Success Co.
 One more point: Joe was concerned that Success 
Co. could quickly lose its value if Ken got hit by a bus. 
To cover this problems we had the IDT buy insurance on 
Ken and in the event of his death, the insurance proceeds 
would pay any amount still due Joe.

And finally.
 Every possible use of an IDT in succession planning 
is not covered in this article. Nor is every nuance, tax trap 
or exception covered.
 One warning: If your professional advisor ignores 
the use of an IDT in your succession planning (no matter 
what his/her reason may be)… Run!
 If you have a unique succession problem that is not 
covered in this article contact me (Irv) – by email (irv@
irvblackman.com), or call me (847-674-5295).

Tax Bite
Continued from page 6

Brian Soule
C: 309.275.9987
brian.soule@insurewithsnyder.com

Thomas “Jimmy” Mitchell
O: 217.793.6000 
C: 217.341.9141
thomas.mitchell@insurewithsnyder.com

Snyder Insurance is 
an endorsed member 

by the ILMDA Trust.

We can provide ILMDA
members with more options

for your health insurance.

Call Brian or Jimmy today to
find out how we can tailor a

plan to fit your needs
and your budget.

Home, Auto, Business, Farm, Life.
Service Beyond Expectations!

www.insurewithsnyder.com







HOME SALES TAX 

The National Association of Realtors is all over this and 
working to get it repealed – before it takes effect. But, I am 
very pleased we aren't the only ones who know about this 
ploy to steal billions from unsuspecting homeowners. How 
many realtors do you think will vote Democratic in 2012? 

Did you know that if you sell your house after 2012 you will 
pay a 3.8% sales tax on it? That's $3,800 on a $100,000 home, 
etc. When did this happen? It's in the health care bill – and 
it goes into effect in 2013. Why 2013? Could it be so that it 
doesn’t come to light until after the 2012 elections?  So, this 
is ‘change you can believe in’? 

Under the new health care bill all real estate transactions 
will be subject to a 3.8% sales tax. 

If you sell a $400,000 home, there will be a $15,200 tax. 
This bill is set to screw the retiring generation – who often 
downsize their homes. Does this make your November, 2012 
vote more important? 

Oh, you weren't aware that this was in the ObamaCare bill? 
Guess what; you aren't alone! There are more than a few 
members of Congress that weren't aware of it either. 

You can check this out for yourself at:
http://www.gop.gov/blog/10/04/08/obamacare-flatlines-
obamacare-taxes-home
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TASC CAFETERIA PLAN
ADMINISTRATION

(Except S-CORP)

TASC - An ILMDA Trust endorsed
cafeteria plan administrator will provide
 you and your employees with an easy

 way to make your purchase of the
 following items tax free:

Day Care - Dental Care - Co-Pays -
Eye Care - Prescription Drugs -

Deductibles

The ILMDA Insurance Trust
will help pay the set up fee

and the monthly
administrative fee

(up to $2500)

for your participation
in this plan.

 Almost all the administrative expenses will
be covered by your participation through our
Trust and the tax savings will be captured to
you and your employees’ bottom line.

2012 HEALTH
INSURANCE

PREMIUM HOLIDAY
up to $1,000

for one month only

In order to preserve the Trust Funds
 as long as possible and provide

continued employee benefits, the
Trust Committee has set the above
limits for the  2012 health insurance

premium holiday.

HEALTH INSURANCE

THROUGH EITHER:

FEDERATED INSURANCE

SNYDER INSURANCE or

COVENTRY HEALTH

INSURANCE

If you have questions, call or email Kristen (kt@ilmda.com) or
Barry (jbj@ilmda.com) at ILMDA - 1-800-252-8641.

EMPLOYEE BENEFITS

for MEMBERS
THROUGH THE

ILMDA INSURANCE TRUST

To receive this benefit,  a copy of any health insurance billing statement
for 2012 and/or the Administrative invoice(s) from TASC, along with
the cancelled check(s) showing payment should be mailed or faxed to

ILMDA,  Attn: Kristen Tinch, 932 South Spring Street, Springfield, IL 62704 -  Fax: 217-544-4206.
(You must be a retail or associate member in good standing with ILMDA.)
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Eric and Pam Wheelwright open their hardware store division.

Above and at right:  Open house crowd.

Lumberyard.

Ribbon Cutting Ceremony.

At Right:  
Hoskins 
kitchen 

displays.

Hoskins hardware center.
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Our reputation is on the line  
with EVERYTHING we make!
Maze Nails is America’s Largest Manufacturer of Specialty Nails
Ultimate corrosion-resistant nails in double hot-dipped galvanized and  
stainless steel for the following applications:

� FIBER CEMENT SIDINGS AND TRIM

� CEDAR AND REDWOOD SIDINGS

� PRESSURE TREATED LUMBER

� FENCING

� POST FRAME BUILDING

� ROOFING

� GUTTERS AND TRIM

� PVC MOLDINGS AND TRIM

� DECKING

� LOG HOMES AND TIMBER FRAMES

Get to mazenails.com FAST!
Scan this QR Code using an  

application on your mobile device.

1.800.435.5949
Division of W.H. Maze Company
Helping to build America since 1848

Use the RIGHT nails to get the BEST performance!
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 Whether you are helping your parents or worrying 
about yourself and family, there is plenty to think 
about regarding health care in retirement.  The anxiety 
associated with this topic goes beyond Obamacare.  After 
food, health care is the 2nd largest expense in retirement 
and the annual growth in healthcare spending is expected 
to be about 6.3%. From a financial standpoint, you need 
to understand health care cost in retirement, understand 
what Medicare covers and what it does not and finally 
develop a financial plan to cover the cost.  Some estimates 
of the out-of-pocket cost of health care in retirement to 
be $240,000 for a 65-year-old couple.  Note that out-of 
–pocket means what you pay.  Most of us grossly under 
estimate these costs.  
 To begin to understand how Medicare works you 
must understand you’re A, B, C’s:
Medicare Part A Helps with Hospital Insurance
Medicare Part B Helps with Medical Insurance
Medicare Part D Helps with Prescription Drug Coverage
Medicare Part C Medicare Advantage Plans
Medigap Medicare Supplement Insurance
 Generally, Part A is free (if you paid into Medicare 
during your working career), Parts B and D are offered 
through government programs and charge premiums and 
Part C and Medigap are offered through private insurance 
companies and charge premiums.   All of these programs 
have coverage limitations, deductibles and copays.  It 
is here where the $240,000 estimates come from - 
premiums, coverage limits, deductibles and copays.  If you 
and/or your spouse continue working beyond the current 
Medicare age of 65 and your employer offers health 
insurance, your premiums represent part of the healthcare 
costs in retirement.  Depending on the premiums costs, 
you may either wish to retain or drop coverage from 
your employer.  In addition, some employers still provide 
retiree coverage at reasonable rates.  This may also help 
to offset your retirement healthcare bill.  
 Using a quick hypothetical using some national 
averages, here is how you arrive at the $240,000 
number:
Medicare Part A $0 – covered by Medigap F (one of 10 

optional programs offered)
Medicare Part B $1,198 for premium – deductible & 

coinsurance covered by Medigap F
Medicare Part D $1,517 for premium and deductibles
Medigap Part F $2,064 for premium
Annual Total $4,779 per person or $9,558 per 

couple
 If you expect to live 25 years in retirement, that’s 
close to my $240,000 ($9,558 X 25).  Putting on my 
financial planning hat, your retirement income must cover 

ALERT!  Planning for Health Care in Retirement

both essential and discretionary expenses.  Healthcare 
is certainly in the essential category.   You therefore will 
need a reliable income source such as pensions, social 
security and/or an annuity to provide the income stream 
to fund these expenses.  Other income sources including 
mutual funds, stocks/bonds, CD’s, IRA’s and/or 401k’s 
should be used to cover any gaps and the remainder 
used for your discretionary expenses.
 Some resources available to help make your choices 
are:  

www.medicare.gov (download the Medicare & You • 
publications for late night reading!) 
www.eldercare.gov (U.S. Administration on Aging • 
connecting you to services for older adults and their 
families 800-677-1116).  
www.shiptalk.org (Senior Healthcare Insurance   • 
Program 800-548-9034).  
www.benefitscheckup.org  BenefitsCheckUp is free • 
service of the National Council on Aging (NCOA), 
a nonprofit service and advocacy organization in 
Washington, DC.  
Actually Social Security has a pretty good website • 
www.ssa.gov.

 Terry Holm is a long time lumber dealer and the owner of 
Holm Financial which has been providing financial services 
to individuals and companies since 1989.  Securities and 
advisory services offered through Ausdal Financial Partners, 
Inc.  Member FINRA/SIPC 220 North Main Street, Suite 400 
Davenport, IA. 52801 563-326-2064 www.ausdal.com Holm 
Financial and Ausdal Financial Partners, Inc. are separately 
owned and operated.  Information herein is for educational 
purposes only. 
 Contact Terry at 773-684-7600 tholm@holmfinancial.com

Calendar of Events: 
Nov. 22-23 ILMDA Office Closed for 

Thanksgiving
Dec. 5  ILMDA Board of Directors Meeting
Dec. 24-25 ILMDA Office Closed for Christmas 

Holiday
Jan. 1  ILMDA Closed for New Year’s 

Holiday

MARK YOUR CALENDAR!

2013 CONSTRUCTION SUPPLY EXPO
FEBRUARY 26-27

PRAIRIE CAPITAL CONVENTION CENTER
SPRINGFIELD, IL

(NEW LOCATION)

Financial
Holm
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 In my early years, I spent many 
early mornings with my best buddy, 
cruising the lake in search for 
Bluegills.  When we smelled fish, we 
would dive, locate the bed and mark 
it. Later in the afternoon, we would 
return to the bed and haul in fish by 
the bucket.
 My fishing was limited to Bluegills 

until my father took me fishing in the Gulf of Mexico.  What 
a revelation!  We landed all kinds of fish: Redfish, Flounder, 
Speckled Trout, Yellow Tail, Catfish, Sharks and the list 
goes on.  I then realized my lake was a pond in comparison 
to the gulf and my catch was restricted to the fish in the 
pond.
 Most business leaders will say the success of their 
company is due to the efforts of their employees.  So, it 
makes sense that the better the staff, the more successful 
the business. Unfortunately, the challenge lies in locating 
talented employees.  
 In your search for top talent are you fishing in too small 
of a pond?  Are you hooking bream when you are angling 
for bass?   So how do you expand your search?  Advertise 
in trade magazines?  Use an online service?  These 

possibilities may produce hundreds of resumes but provide 
no guarantee that you will find a suitable candidate.  
 Finding top talent is an art, as well as a science.   The 
process requires more than collecting resumes.  Once a 
list of prospective employees is identified, then one must 
begin the laborious task of qualifying, interviewing and 
recruiting the candidates.  To find good employees you 
need numerous industry contacts, a database of potential 
candidates and a finger on the pulse of your industry.   
Generally, a successful employee search is best handled 
by an executive search professional.
 People often engage a guide to lead them to the best 
fishing spots.  Fishing guides are experts on the waters 
they troll in; they know the good fishing holes and the 
right bait to use.  Like fishing guides, the professionals of 
the foremost executive search firms have the knowledge, 
expertise and experience needed to land first-rate 
employees.
 Don’t limit the success of your business by fishing in 
a small pond.  Bring in the professionals.
 Bill Tucker is an account executive with Schaffer 
Associates.  He and his colleagues specialize in 
finding and placing employees in the building supply 
industry.  For more information email Bill at bill@
consultsa.com.

Fishing in a Small Pond
By Bill Tucker

ILMDA EDUCATION FOUNDATIONILMDA EDUCATION FOUNDATIONILMDA EDUCATION FOUNDATIONILMDA EDUCATION FOUNDATIONILMDA EDUCATION FOUNDATION
 Encouraging the next generation of leaders in the lumber industry!Encouraging the next generation of leaders in the lumber industry!Encouraging the next generation of leaders in the lumber industry!Encouraging the next generation of leaders in the lumber industry!Encouraging the next generation of leaders in the lumber industry!

This year the Foundation was privileged to assist the next generation
in their quest for a future  in the lumber-related field by awarding

six outstanding students $1,000 scholarships.
Congratulations to:

Anne Bauer - ProphetstownAnne Bauer - ProphetstownAnne Bauer - ProphetstownAnne Bauer - ProphetstownAnne Bauer - Prophetstown
Brock Berogan - Rock FallsBrock Berogan - Rock FallsBrock Berogan - Rock FallsBrock Berogan - Rock FallsBrock Berogan - Rock Falls

Kelly Goetz - Arlington HeightsKelly Goetz - Arlington HeightsKelly Goetz - Arlington HeightsKelly Goetz - Arlington HeightsKelly Goetz - Arlington Heights
Joel Hilgendorf - TuscolaJoel Hilgendorf - TuscolaJoel Hilgendorf - TuscolaJoel Hilgendorf - TuscolaJoel Hilgendorf - Tuscola

Kaylyn Morris - Mt. VernonKaylyn Morris - Mt. VernonKaylyn Morris - Mt. VernonKaylyn Morris - Mt. VernonKaylyn Morris - Mt. Vernon
Lucas O’Grady - WoodstockLucas O’Grady - WoodstockLucas O’Grady - WoodstockLucas O’Grady - WoodstockLucas O’Grady - Woodstock

Your support to the Foundation makes the difference between programs that
simply meet needs and programs that encourage excellence.

Please consider your gift to the Foundation in 2012 to continue this honor.Please consider your gift to the Foundation in 2012 to continue this honor.Please consider your gift to the Foundation in 2012 to continue this honor.Please consider your gift to the Foundation in 2012 to continue this honor.Please consider your gift to the Foundation in 2012 to continue this honor.
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In over ten minutes of oral testimony in favor of HB 3636, 
Ed Winkless presented industry specific considerations to 
the Illinois House Judiciary Committee in their summer 
hearing in Chicago.     

The Cypress decision of the Illinois Supreme Court 
essentially allows the banks to now preemptively determine 
when, and which, and how much each contractor or sub-
contractor should be paid.  With this decision the Court in 
effect abdicated to the banks the equitable allocation of 
the pain of loss amongst those with perfected liens.

Ed (far right) provided vital House testimony in Chicago.Ed Winkless and his daughter Christine.

ILLUMPAC - LEGISLATIVE ALERT

Should the bank choose to pay one contractor because 
of favored status with the bank or because of practical 
considerations – like the need for a roof – the remaining 
pool of money left for all the other contractors would be 
severely diminished or totally spent.  This is exactly what 
happened with the Cypress Creek decision.

Ed explained to the committee that the decision was a 
game changer for the retail lumber industry.  Those 
contractors and sub-contractors holding perfected liens 
would now be severely limited in their ability to collect.  
Future contractor credit to improve real estate will be 
limited. 

The bill has an immediate effective date and essentially repeals the reporting requirements of the 2011 Caustic 
Chemical Act.  The 2011 Act required retailers to log the driver’s license and other information on the sale of any caustic 
chemicals in stores.  

ILMDA DEALERS NO LONGER NEED LOG THESE SALES.

Our coalition for the passage of this bill was led by the Chemical Industry Council of Illinois.  HB 4523 inserted the 
following language in the Caustic Chemical Act.  This language exempts retailers from reporting requirements on the 
sale all caustic household products.  
 

(b) Exemption.  The requirements of subsection (a) do not apply to batteries or household products.  For the 
purposes of this Section, "household product" means any product which is customarily produced or distributed 
for sale for consumption or use, or customarily stored, by individuals in or about the household, including, but 
not limited to, products which are customarily produced and distributed for use in or about a household as a 
cleaning agent, drain cleaner, pesticide, epoxy,  paint, stain, or similar substance.

Caustic Chemical Act Reporting Requirements Repealed
→  HB 4523 -   Became Public Act 097-0929, August 10, 2012 as Governor Quinn signed the bill  

http://www.ilga.gov/legislation/publicacts/fulltext.asp?Name=097-0929
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Again
by Stan Zielinski

On the Road 

While traveling throughout Central Illinois to visit 
ILMDA members, we’ve been gathering some historic 
figures that show many family-owned businesses continue 
to carry-on with next generation members. Here are some 
of their stories:

AVISTON LUMBER CO, AVISTON… Was co-founded 
in 1947 by J.B. “Jack” Heimann and his nephew, Paul W. 
Netemeyer. The co-founder’s son, and current president, 
Maurice E. Netemeyer, has kept Aviston Lumber Co. 
tradition alive by continually working towards growth and 
innovation. Its motto: “Plan It Right, Build it Right, Price 
it Right”

EFFINGHAM BUILDER’S SUPPLY, EFFINGHAM INC...
Providing value in materials and services since 1939, 
Effingham Builders Supply, Inc. has been a leader in 
customer satisfaction, serving the residential builder 
or remodeler as well as the commercial contractor and 
architect. Today, it’s led by George Mette and his sons, 
Dick, Bob, John and Bill. Their motto: We know our 
products and service what we sell. See why we say, 
“Quality Backed with Service.” 

HOFFRICHTER’S WEST SIDE LUMBER, PonTIAC… 
Was founded in 1865 by A.F. Fisher and is one of Pontiac’s 
oldest businesses. It was purchased by E. B. Kipp in 1875 
(great-grandfather of William Kipp Hoffrichter, current 
owner), and has remained in the Hoffrichter family ever 
since. Hoffrichter is celebrating seven generations and its 
137th anniversary.

KIRCHNER BUILDING CENTERS, KAnSAS… Was 
founded in 1906 by Charles Kirchner in Kansas, Illinois. 
During the late 1920’s his son, George Kirchner, joined him 
in the business and became a partner in the Company. 
In 1963, George Kirchner’s oldest son, Charles L. 
Kirchner became General Manager of the corporation. In 
1972, Charles L. Kirchner was elected President of the 
corporation and began a campaign to generate renewed 
growth. The expansion continued over the years adding 
lumber yards that have grown to nine stores today. The 
fourth generation of family leadership occurred when Kurt 
Kirchner was elected President and Charles L. Kirchner 
assumed the role of Chief Executive Officer. It’s celebrating 
four generations of family members. Kirchner’s motto:  
“Locally Owned Means—We Care!

MAZE LUMBER, PERU… Is Illinois’ longest family-owned 
operating lumberyard and continues to thrive along 
Peru’s historic Illinois Riverfront. When Samuel Nesbitt 

Maze entered the lumber business in 1848, he began an 
enterprise that would grow and flourish for a century and 
a half... and beyond. Today, the 6th generation of Maze 
family is still providing construction materials to help build 
America and the world after 164 years. Maze Lumber’s 
motto: “Build it Once, Build it Right”

PIKE COUNTY LUMBER CO, PITTSFIELD… Was 
originally Pike County Coal and Lumber Company. Bill 
Grote, the father of Steve and Fred, started the company 
when he bought a preexisting coal business after World 
War II.  Pike County Lumber Company has been a family 
owned and operated business since 1947. Steve and Fred 
Grote each have over 30 years of experience in the lumber 
industry. Nick Grote, the son of Steve Grote, now works 
at Pike County Lumber making this a family business for 
3 generations. “Everything from Dowels to Timbers Since 
1947.”

STAHL LUMBER Co & STAHL READY MIX CONCRETE, 
WYOMING… The business was established in 1933. 
Today, it’s managed by Jim Sr. with Jim Jr. who oversees 
the ready mix location. Jim Sr. says that when a stranger 
stops at the store, they’re either lost or had planned to 
stop in for a visit.

ILMDA Member News… Wendell Hocking, long-time 
employee of Contractor’s Lumber City, Springfield, is 
celebrating his 58th year in the lumber industry. Wendell 
started his career with Dawson Lumber in Springfield 
then moved to Contractor’s Lumber City and is still going 
strong. Wendell says he has no plans to retire because 
he likes what he is doing and has many long-time friends 
who frequent the store. 

ILMDA Scholarship Foundation… Contributing members 
continue to show their support to college students who one 
day will return to the lumber industry to help it grow even 
stronger or become the next generation in a family-owned, 
business. Please support the ILMDA Scholarship Fund with 
your contributions to assist those college-bound students 
who are enrolled in a building-trades related curriculum. 

ILMDA Advantage 
Magazine Advertisers*

Coventry Health Care................................... 800.743.3901
Edmund Allen................................................. 800.892.1884
Federated Insurance .................................... 507.455.5200
Hutchison......................................................... 800.927.3620
ILMDA Insurance Trust................................. 800.252.8641
Maze Nails.......................................................  800.435.5949      
PrimeSource Building Products................. 800.488.5508
Snyder Insurance .......................................... 877.725.1800
Tempco Products ......................................... 800.642.4391
*Last minute advertising changes may affect the 
accuracy of this listing.
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Bob and Jason Plummer.
ILMDA, along with the Illinois Trucking Association and the 
Illinois Telecommunications Association, hosted a fundraiser in 

Springfield for congressional candidate Jason Plummer. 

Help elect one of our own.
Send contributions of any amount to help elect Jason to:

Plummer for Congress
Att: Anna Vetter

P.O. Box 1272
O'Fallon, IL 66226
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Midstates Golf Outing

Cahokia Golf Outing

Fays BBQ for dinner.

At Right:  Terry Holm, Pete 
Loveland and Jeff Esposito.

Len Kasperski, Barry Johnson, Jim Stoakes and Les 
White.

Cathy Steelhorn, Barry Johnson 
and Doug White.

Terry Holm, Randy Browning 
and Jerry Rehkemper.

Doug White and Lenny Colbert.
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Mark Your Calendar

The 2013
ILLINOIS

CONSTRUCTION
EXPO

Come Join Us!
We have…..

Moved our Expo to
SPRINGFIELD, ILLINOIS
Prairie Capital Convention Center

Changed the dates to
FEBRUARY 26 - 27, 2013

Added “SHOW & TELL”
Exhibitors will be demonstrating

their products and services to
ILMDA Retailers and their employees
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Please Support our Loyal
Associate Members

Adler Warehouse & Sales

Alexandria Moulding

Edmund A. Allen Lumber Co.

Amerhart, Ltd.

Anthony Supply Co., Inc.

Babb Lumber Co., Inc.

Bear Creek Truss, Inc.

BlueLinx Corporation

Boise Distribution

Cargotec USA

Cedar Siding Inc.

Chicago Suburban Lumber

Cook County Lumber

Coventry Health Care                                

Cranes & Equipment Corp.

Decatur Mack

Do it Best Corp.

East Side Lumberyard Supply

The Empire Company

Federated Insurance

Forest Products Supply Co.

GAF

GRK Fasteners

Great Northern Lumber

Guardian Building Products

Hawk Agency

Hawkeye Building Distributor

Hixson Lumber Sales

Holm Financial

Hutchison Lumber/Division of 
Hutchison Lumber & Building

Huttig Building Products

Illini Hardware

Illinois Industrial Lumber Co.

Industrial Products Co.

Integrity Payment Systems

K & G Specialty Sales

Krauter Auto-Stak

Lumberman’s Wholesale

Lumberyard Supply Co.

Marvin Windows

Maze Nails

Metal Sales Mfg.

Mid-Am Building Supply

Moulding & Millwork

Nudo Products

Okaw Truss

Pekin Hardwood 

Pennsylvania Lumbermens Insurance

Prairie Wholesale Supply

Presnell Bros., Inc.

PrimeSource Building Products

Progressive Affiliated Lumbermen

Progressive Solutions, Inc.

QUIKRETE

Rayner & Rinn-Scott Inc.

Rehkemper and Sons, Inc.

River City Millwork

Roberts & Dybdahl

Rollex Corp.

Runnion Equipment Company

Seven Utility Management Consultants

Shelter Distribution

Simpson Strong Tie Co.

Snyder Insurance

Spruce Computer Systems

Tempco Products

Transworld Systems

Truss-Slater

Wall-Vern Products

Warrior Building Products

Weyerhaeuser

Woolf Distributing Co.

Illinois Lumber & Material Dealers Association
932 South Spring Street - Springfield, IL 62704

Phone: (217) 544-5405 - Fax: (217) 544-4206 - Toll Free: (800) 252-8641
E-Mail:  ILMDA@ilmda.com


