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News to Use 
Integrity Payment Systems Announces Preferred Pricing for ILMDA Members! 

     Integrity Payment Systems is a credit card processor headquartered             
     in Illinois and national in scope.  
 

We have partnered with the ILMDA  
to provide preferred pricing to members.  

 

     Additionally, you will have access to: 
 Unique and valuable cash  

management tools 
 State of the art PCI Compliance 

support 
 Includes EZ PCI unique breach 

protection (up to $100k) 
 Customizable information alerts 
 Maximum savings with our no-

obligation statement analysis 
 

Let us show you all the ways we can help your business.  

                  Call: 866.988.4882 or Email for information 
                                save@integritypays.com 
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 As an association there are annual programs and events that define the state-of-being 
for an industry.   Such was the case with the ILMDA Annual EXPO at the Par-A-Dice Hotel 
Casino in East Peoria.   Both the industry and the EXPO show great promise for the future.  
 The EXPO Committee under Craig Loomis, along with the ILMDA Board under the 
leadership of lumberman Kurt Kirchner, led our industry into an entirely new format for 
2015.  They gambled that a leaner one-day industry get-together would not only cut costs 
for our Associate members/exhibitors but would be an easier and more profitable one-day 
investment of time and travel for our retail dealers.   
 They were correct, and their gamble paid off big-time for all concerned.   The 2015 
show floor was sold out; education event were packed; ILMDA retail member attendance 
was excellent; the weather was just good enough and just bad enough; and the new 
format ended up being, by all accounts, a huge success.   
 The 2016 EXPO will follow the same one-day format, and the committee just last 
week set the location and dates to be back at the Para-A-Dice Hotel Casino in East Peoria 
on February 4th.

Here are some EXPO comments from attendees this year:
 Downsizing is sometimes good.  If you didn’t get a chance to attend the convention 
this year I feel you missed something special. The ILMDA Board and staff did a fantastic 
job by utilizing one large ballroom at the Hotel Casino in East Peoria, and those attending 
felt like they could have great business discussion with venders and had lots of time to 
spend with fellow dealers. 
 The auction was fun and dealers had great trips, ballgame tickets and quality 
merchandise to bid on.   Over $3,300 was raised for scholarships and ILLUMPAC support.  
This 2015 association EXPO was truly a great industry event. 
 Dan Martin – Peoples Building Center – Watseka, IL

 The annual Construction Supply EXPO provides good value to me as a supplier and 
as an Associate Member.  The largest benefit comes from the relationships that have been 
developed and strengthened over the years with my customers!  I am old fashioned – I 
still believe that relationships are the primary basis of long-term business success, and I 
find that participating in the ILMDA EXPO each year is an extremely good (and efficient) 
way to develop and maintain these important business relationships for the long term.    

Craig Loomis – WOOLF Distributing

 I enjoy meeting with friends of the industry at the EXPO.  It’s nice to see everyone 
from the ILMDA, suppliers and fellow dealers.  I also appreciate the opportunity to learn 
about changes in the industry and new product introductions.  We attend every year and 
really find the day a great investment of our time.   

Eric Rademacher – Rademacher Building Center – Gifford, IL

ILMDA Officers
President

Kurt Kirchner
Kirchner Building Centers

Kansas

Vice President
Craig Loomis

Woolf Distributing
Peoria

Secretary
Lester Gray

Gray Lumber 
Modesto

Treasurer
Kent Smith

South Side Lumber Co.
Herrin

Directors
Gary Beres

Crafty Beaver Home Center
Skokie

Jim McKee
McKee & Son Lumber

Thomson

Bob Mette
Effingham Building Supply

Effingham

Jason Plummer
R. P. Lumber
Edwardsville

Joe Stubler
Alexander Lumber

Bloomington

Past Presidents
Arthur Mize

Associated Lumber
Carbondale

Terry Holm
Holm Financial

Chicago

Ed Winkless
Alexander Lumber Co.

Aurora

Dan Martin
Peoples Complete Building Center

Watseka

Doug White
Doug White Lumber Company

Marrissa

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
Editors:  J. Barry Johnson and Marilee Casteel 
Layout: Tamiko Kinkade  Advertising Sales:  Amanda Eichholz (217) 725-2281

The ILMDA Advantage is published bimonthly by the Illinois Lumber & Material Dealers Association, Inc., headquartered 
in Springfield, IL. Subscription rates are $30.00 per year or $5.00 per copy, entered as third class matter Springfield, IL. 
Advertising rates are available upon request by contacting ILMDA’s Editorial & Advertising Offices at 932 South Spring 
Street, Springfield, IL 62704.

ILMDA Annual EXPO Recap

Editorial
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Dealer
Dealer to

by ILMDA Executive Director J. Barry Johnson

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.

Rules for Hiring Teens
Question:  Can you bring us up to date again on hiring 

young folks to work at our yard this spring?
Answer:   Child labor is regulated two different ways: the 

jobs kids can do, and the hours they can work. And jobs are 
regulated according to three different age groups: 12-13; 14-
15; and 16-17. Hours are regulated if you’re under 16.

Kids 12 and 13 can only work on farms and with their 
parents’ consent. (Illinois law says age 10 is OK, but that’s 
trumped by the more protective federal law.)

Kids 14 and 15 can have jobs that are officially not 
hazardous, not manufacturing, and not mining.

For kids 16 and 17, those last two restrictions are dropped, 
but they still can’t do hazardous work.

At age 18, kids become adults, so the child labor laws no 
longer apply.

During the summer (June 1 through Labor Day), kids 
under 16 can work: between 7 a.m. and 9 p.m.; no more than 
8 hours a day; no more than 6 consecutive days in a week, and 
no more than 40 hours a week. During the school year, hours 
are more restrictive.

The federal regulations now gives better—but still pretty 
general—guidance about the jobs that are OK for 14- and 
15-year-olds. Among other things, kids can be clerical workers, 
cashiers, cooks (but not over an open flame), do cleanup 
work, kitchen work, and “work of an intellectual or artistically 
creative nature.”

The hazardous work that kids under 18 cannot do is 
spelled out quite specifically in both federal and Illinois 
regulations. It prevents kids under 18 from operating or being 
around all but the safest machinery and tools. For example, 
vacuums and floor waxers are OK but not power mowers or 
edgers.

An official “employment certificate” is required to legally 
employ anyone under 16. It’s issued by the local school 
superintendent, and requires an application signed by parent 
or guardian. Employer and parent each get a copy of the 
issued certificate.

Note that the job restrictions for kids under 16 can vary 
according to specific occupations. Some examples:  lifeguards 
(age 15, pools OK, but not lakes or rivers), various park district 
jobs, caddies, and “home-workers engaged in the making of 
wreaths composed principally of natural holly, pine, cedar, or 
other evergreens.” And child labor laws generally don’t apply 
at all to baby-sitting, yard work, newspaper delivery, or child 
actors.

Kids under 18 can be paid a subminimum wage of $7.75 
an hour until they turn 18. Tipped minors can be paid a super-

subminimum wage of $4.65 an hour, but their tips must 
average at least another $3.10 an hour, so that they make at 
least $7.75 an hour. (They’ve got to make at least $20 a month 
in tips to qualify as a tipped employee.)

Payroll Options
Question:  Are we required to pay an employee with a 

check if they reject our direct deposit payroll system?
Answer:  Our attorney believes “the law allows employers 

to condition employment on direct deposit --- so long as the 
ER does not require a certain bank for deposit and unless the 
worker cannot establish an account. That noted, the IDOL 
says that ERs cannot do this --- but I think they are wrong! :-) 
Unfortunately, there is no case on point.” 

ILMDA, of course, does not wish a member company to 
become the test case in court; so you may proceed according 
to the counsel above as you wish.

Credit Card Surcharges
Question:  Can we, as a lumber and material dealer, add 

a surcharge to credit card transactions?    
 Answer:  Credit card fees are typically the fifth largest 

single expense for an independent lumber dealer.  These 
fees really take a bite out of profits especially if you have a 
large average sale.   This is why ILMDA recommends Integrity 
Payment Systems as they have proven to be both reliable 
and low-cost.  

At the end of January, 2013, it became legal for retailers in 
40 of the 50 states to add a surcharge to credit card purchases 
of up to four percent to offset credit card processing charges.  
The new regulations are the result of a settlement following a 
lawsuit filed against the major credit card companies.  

However, as a practical matter, while it is now legal to 
charge your customers the additional percentage it costs 
you to process a credit card, new rules and regulations 
for surcharge implementation are complex and possibly 
unfeasible.  For starters, businesses need to register with 
Visa and MasterCard and display signage of their intent to 
surcharge thirty days prior to putting this into action.   The 
charge, which must be properly identified on the receipt, 
cannot exceed the lesser of four percent or the equivalent of 
what the retailer is paying for the processing costs on each 
particular card.  To complicate things further, surcharging is not 

Continued on page 5
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Editorial
Continued from page 3

allowed on Visa and MasterCard check cards, which can equate 
to more than fifty percent of the transactions in a typical retail 
establishment.  With hundreds of different interchange rate 
classifications, a retailer would not know what the appropriate 
rate would be, nor would their POS system have the ability 
to categorize these or stop a surcharge when a check card 
comes through. 

Leading retail consultants question the wisdom of 
imposing the surcharge, even if it appears to offset one of the 
largest expenses in your business.  They recommend making 
it easy for customers to do business with you and removing 
as many barriers to sales as possible.  Deciding to impose a 
surcharge, when your competition may not, could steer your 
customers in the wrong direction.  

 The ILMDA EXPO at the Peoria Par-A-Dice Casino Hotel 
was a great experience for me.  I really enjoyed seeing my 
suppliers as well as old friends.  I was impressed with all the 
information on new products and took a lot of ideas back to 
work with me.
 The food was delicious.  (Thank you, Tempco Products)  I 
look forward to coming to another EXPO in the future.  Thank 
you, ILMDA.    

Terry Stahl – Stahl Lumber Company –Wyoming, IL

 The organizers deserve a pat on the back for such a great 
show.  It was quite impressive.

Employees of Maurice Netemeyer 
Aviston Lumbers - Aviston, IL  

 As each month the housing industry regains strength, 
the bottom line for the state-of-being for the retail lumber 
industry in Illinois is showing great improvement and 
promise.  We saw the excitement of this improvement at the 
EXPO in 2015 and anticipate that the 2016 EXPO will be even 
bigger and better as our industry continues to recover.   
Let’s celebrate our success together.   

 SEE YOU IN EAST PEORIA 
FEBRUARY 4, 2016.  

Dealer to Dealer
Continued from page 4
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It should be noted that Joe and his fellow shareholders 
have one common goal in this SP area: create a succession 
plan that satisfies the needs and wants of Success Co. and 
each shareholder. Everyone, including the many professional 
advisors the Big Ten consulted, is stumped.

Step #1 of the system divides the Big Ten into three 
separate categories, based upon the likelihood of their kids 
working for Success Co. (a requirement for becoming a 
shareholder). Here are the categories:

(a) Three (of the Big Ten) have kids that already work for 
Success Co.

(b) Three know for sure that none of their kids will ever 
work for  Success Co.

(c) It’s a we-don’t-know-for-sure issue for the remaining 
four.

Now, all you family-owned or closely-held businesses that 
are considering SP... Listen up. The problem is the same (or 
similar) whether you have only one shareholder or multiple 
shareholders.

Following is the three-step plan:
Step #1. The simple secret that solves SP problems.

Here’s our secret: Each shareholder—for the purpose 
of SP—is treated as owning 100% of his/her shares of the 
company. This gives all shareholders the freedom to do what 
they want with the stock each owns, as long as it does not 
interfere with the company or the other shareholders.

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  
blackman@estatetaxsecrets.com. 

Irving L. Blackman by  Irv Blackman, CPA

Tax

The Secret to Solving Your Business Succession Problem, 
Whether You Have One or a Dozen Shareholders

Sooner or later, every business—whether guided by a 
well-thought-out plan or forced by circumstances—must 
replace its leader. “Succession Planning” (SP) is the name of 
this game.

Done right, SP allows new management to lead the 
business without missing a beat. Done wrong (faulty planning) 
or an unexpected occurrence (usually the death or disability 
of the leader) typically creates a nightmare, because of 
uncertainty for the operation of the business and expensive 
tax consequences.

Over the years, the following fact has created the most 
challenging SP problems: The more stockholders, the tougher 
it was to solve the SP problems. I must admit, in the beginning, 
we fumbled the SP ball more than once.

But maybe practice does make perfect. Experience 
allowed us to develop a flexible system to handle the SP 
problems no matter how many shareholders are involved. The 
system, which has three steps, creates foolproof results—every 
time—whether there is only one stockholder or dozens. 

Following is an example of how the system works... using 
the real-life facts concerning a column reader (Joe) who asked 
us to solve his SP problems.

Example: Joe owns 10% of Success Co. He is one of 10 
shareholders, each owning 10% of Success Co. I nicknamed 
them the “Big Ten.” All are the children of four brothers who 
started the business years ago. Each of the Big Ten works for 
Success Co., is healthy and has one or more of their own kids.

Continued on page 7

800-927-3620
www.hutchison-inc.com

Traditional Panel

Universal Panel KlauerK
®

KlauerK
®

Trims, Vents, Builders
Hardware, Fasteners, Doors,
Windows, and Rain Goods

Lumber & Panel Products
• Douglas Fir/Larch 2x8 thru 2x12                      

Select Structural & #2 & Better
• Southern Yellow Pine #1 KD S4S 2x6 thru 2x12
• 2x4 & 2x6 #2 & Better & Premium W-SPF  8’-20’
• Pre-Cut SPF Studs, 92 5/8" & 104 5/8"
• 1x4 thru 1x12 Ponderosa Pine/ESLP                

Pine boards  #2 & Better, #3 & #4 Grades

• #2 & Better Ponderosa Pine Pattern Stock    
Pattern #116 Car Siding, Pattern #106 Drop
Siding, Shiplap, Bevel Cribbing

• Treated Lumber, ACQ Dimension & 5/4
Decking, Treated .60 Building poles,
Foundation Plywood 

• OSB and SYP Plywood

LVL Lumber

Post Frame Building
Columns
Laminated Columns,
Finger Joint Base
Treated Ground
Contact Columns

Engineered Wood &
Remanufactured Lumber Products
• Laminated Veneer Lumber (LVL) 9 1/2" 

12" 14" 16" 18"   Lengths up to 66'
• Economy 2x4 & 2x6 8'-20'
• Cut-to-length crating lumber
• Ripped-to-width lumber
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So, Step #1 simply identifies which of the above three 
categories each stockholder fits into.

For example, Joe’s son (Sam) already works for Success Co. 
(fits perfectly into category (a) above). Joe can sell (probably 
using an IDT, described later), gift, leave his stock to Sam when 
he goes to heaven... or some combination. The significant 
point: Joe is not forced by the buy/sell agreement to sell his 
stock to Success Co. or his fellow stockholders.

Step #2. Draft a buy/sell agreement
Of course, all shareholders are a party to the buy/sell 

agreement, which is drawn to accommodate the wants 
and needs of Success Co. and each of the 10 shareholders. 
Rarely, a special clause must be inserted in the buy/sell to a 
accommodate or solve an unusual problem.

The buy/sell is insurance funded.
What happens when a (b) shareholder (no kids in 

business) becomes an (a) shareholder (one of his kids joins 
the Success Co. work force)?... The new (a) shareholder is now 
automatically covered by the (a) provisions of the buy/sell. The 
same concept allows (c) shareholders to change their category 
as required by circumstances.

Step #3. If required, create a special plan for certain shareholders
Almost always, the buy/sell covers everything necessary 

to complete the SP for all. On occasion a separate agreement 
is drawn to cover an unusual situation.

Tax Bite
Continued from page 6

The intentionally defective trust (IDT)
An IDT can be used to transfer the stock of a single 

owner or a multiple owner (like Joe... one of the Big Ten). Let’s 
approach the how-to of an IDT from the standpoint of a single 
owner (the most common use).

So, this time Joe owns 100% of Success Co. First we 
recapitalize Success Co... means creating voting stock (say 100 
shares) and nonvoting stock (say 10,000 shares).

Next, Joe sells only the nonvoting shares to the IDT at 
its fair market value (say $7 million). (Joe keeps the voting 
shares and control of Success Co.) He receives a $7 million 
note from the IDT, which is paid off using the future cash flow 
of Success Co.

What are the results of an IDT?... Really a tax miracle: The 
entire transaction is tax-free. No capital gains tax for Joe. Even 
the interest he receives, as part of the note payments, are tax 
free. A final WOW!: Success Co. is out of his estate.

What about Sam?...  He’s the beneficiary of the IDT and will 
receive the nonvoting stock after Joe’s note is paid. He has no 
liability... never pays a penny for the stock... everything is tax free.

 I know, I know!... You still have a question about your 
specific succession problems. Remember, it would take a large 
book to cover every possible succession situation. However, 
in practice, the right buy/sell agreement coupled with an IDT 
solves almost every succession problem. 

Still got a question... call me (Irv) at 847-674-5295. Or email 
me at irv@irvblackman.com.

B e y o n d  t h e  O r d e r S M

•  Arauco Plywood
•  Atlas Insulation
•  Boral TruExterior Trim
•  CertainTeed Vinyl Siding
•  Columbia Hardwood Plywood
•  FastenMaster Products
•  Grace Roofing Products
•  James Hardie Fiber Cement
   Siding
•  Lomanco Ventilation
•  LP Engineered Wood Products 
   & OSB
•  Pluswood Melamine
•  Rollex Soffit & Siding
•  Simpson Strong-Tie Hangers
•  Trex Decking & Railing

Amerhart’s vision of a better future is also our recognition 
that you deserve more.

Although stocking the building products you need at a fair 
price and delivering them when needed are important, we 
understand that your challenges start far before an order is 
placed and continue well past product delivery.

So, as you stretch to meet the needs of each project you 
undertake, customer you serve, and community you operate 
in you can be sure that we will be right by your side.

It’s our promise to you…a promise to be there 
beyond the order.

BRANDED SPECIALTY PRODUCTS

800.879.9123
Pekin, IL Office

800.879.7123
Sun Prairie, WI Office

Together, we will inspire our communities to build their version of the American Dream.
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ALERT - New Opportunity for Generating Lifetime Income

Financial
Holm

 A survey of people aged 44 to 75 found that 61% 
fear running out of money in retirement.1 There may be 
various personal reasons behind this concern, but the 
decline of traditional pensions, combined with longer 
life spans and rising medical expenses, has created an 
uncertain future for many Americans, including those 
who have put away a solid nest egg for retirement.
 A recent IRS decision opened a new opportunity for 
retirement plan owners to turn a portion of their retirement 
savings into a guaranteed future income stream using 
a qualified longevity annuity contract (QLAC). Although 
longevity annuities (sometimes called longevity insurance) 
are not new, the IRS decision makes it more effective to 
purchase and hold an annuity in a qualified retirement plan 
such as a traditional IRA or a 401(k). Here’s how it works.

Deferred Payouts 
 A longevity annuity is a deferred fixed annuity that 
delays lifelong income payments until a future date — often 
when the contract owner reaches age 80 or 85. Because 
the annuity income is deferred, the payouts are typically 
higher in relation to the premiums than they would be if 
the annuity income had been paid immediately. Purchasing 
the annuity at a younger age with a longer deferral period 
would generally give you a better premium-to-income ratio.
In the past, it would have been counter-productive to 
purchase a longevity annuity in a qualified retirement plan, 
because the amount used to purchase the annuity would 
have been included in the account balance to determine 
required minimum distributions (RMDs). The new IRS 
ruling allows retirement plan participants to use the lesser 
of $125,000 (inflation adjusted) or 25% of their account 
balances to buy a QLAC, with the annuity’s value excluded 
from the account balance used to determine RMDs.
 Having a QLAC might allow you to take larger 
retirement plan distributions earlier in retirement, knowing 
that you will have a guaranteed future income from the 
annuity. Income payments must begin no later than the first 
day of the month following the participant’s 85th birthday.

Options and Limitations 
 The rules also allow for the continuation of income 
payments throughout the lifetime of a beneficiary (such as 
a surviving spouse) and/or the return of premiums (minus 
payouts) as a death benefit. However, these options will 
either raise the purchase price or reduce income payments 
later in life. Without the optional death benefit, insurers will 
generally keep the premiums paid if the annuity owner dies, 
even if payouts have not yet begun.
 Cash-out provisions are not allowed in QLACs, so any 
money invested in the annuity is no longer a liquid asset, 
and you may sacrifice the opportunity for higher investment 
returns that might be available in the financial markets. 
(By contrast, nonqualified annuities may offer a cash-out 
option that permits withdrawals during the deferral phase, 
but surrender charges typically would apply.) Like other 
distributions from tax-deferred retirement plans, income 
payments from QLACs are fully taxable. (With nonqualified 
annuities purchased outside a retirement plan, only the 
earnings portion is taxed.)
 Like most annuities, a QLAC typically would be 
purchased with a lump sum. However, if your employer 
chooses to offer a QLAC option in your retirement plan, you 
may be able to invest through regular salary deferrals.
 Annuities are insurance-based contracts that have 
exclusions, contract limitations, fees, expenses, termination 
provisions, and terms for keeping them in force. Any 
guarantees are contingent on the financial strength and 
claims-paying ability of the issuing insurance company.
 The information in this article is not intended as tax or legal 
advice, and it may not be relied on for the purpose of avoiding 
any federal tax penalties. You are encouraged to seek tax or legal 
advice from an independent professional advisor. The content 
is derived from sources believed to be accurate. Neither the 
information presented nor any opinion expressed constitutes a 
solicitation for the purchase or sale of any security. This material 
was written and prepared by Emerald. Copyright 2015 Emerald 
Connect, LLC.  This article was taken from my website (www.
holmfinancial.com) sponsored by Emerald Connect.  You might 
also find other articles of interest there.  Give it a try!

 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 5187 Utica Ridge Road, Davenport, IA. 52807 
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.

1) money.usnews.com, February 21, 2014



The ILMDA AdvantagePage 10

2014 ILMDA Award Recipients

Kurt Kirchner presents Dennis Hamilton with a plaque recognizing 
Maroa Lumber’s 60 years in business

Shawn Spain (left) and Mike Couch (right) receive a plaque 
honoring Huff  Lumber’s 135 years in Decatur. 

ILMDA President Kurt Kirchner, Kirchner Building Centers 
recognizes Gary Beres and Paul Puttrich for 

Crafty Beaver Home Center’s 80th anniversary in Skokie. 

Kurt Kirchner presents a 25th anniversary  plaque to 
Frank Mekeel from Dixon Builders Supply. 
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 Mr. Arthur Mize of Associated Lumber Industries in Carbondale, 
Illinois, has been chosen the 2014 recipient of the prestigious 
Lumberman of the Year award.  The Lumberman of the Year award is 
awarded to folks whose entire lives have been centered on helping the 
retail lumber industry and the dealer members of the Illinois Lumber and 
Material Dealers Association. (ILMDA)
 The Lumberman of the Year award is the highest individual honor 
given in the Illinois retail lumber industry.  Those who have been 
honored with receipt of this award in the past have been individuals that 
have exemplified selfless dedication to the promotion of professionalism 
within the lumber industry. 
 Those special people chosen in the past to receive this prestigious 
award include Bob Harrison in 1992, Bud Howe in 1993, George Mette in 
1994, Francis Twigg in 1995, Vince Toepfer in 1996, John Graves in 1997, 
Dan Welty in 1998, Sarah Brian in 1999, Jan Wagner in 2000, Curt Knapp 
in 2001, Ervin Yoder in 2002, Bill Huff in 2003, Dick Mette in 2004, Bill 
Brinkman in 2005, Charles Kirchner in 2006, Doug White in 2007, Craig 
Loomis in 2008, Ed Winkless in 2009, Dan Martin in 2010, Mary Murphy in 
2011, Terry Holm in 2012, and Robert Plummer in 2014.
 Mr. Mize has been actively engaged and contributed to all the 
facets of ILMDA programming and industry leadership.  This includes 
serving as the state’s EXPO chairman and past president.  In addition, 
Art has supported the association’s educational events, political action 
committee, the board of directors and long service on the executive 
committee.  He has served in all the offices of ILMDA.
 More importantly, he is a superbly nice guy and the observant kind 
of man you want on your side and watching your back.  He is an excellent 
editor and can spot financial trend faster than anyone else we know.  
 Mr. Mize has for decades provided outstanding service to the ILMDA 
and his fellow dealers statewide, and he was honored in ceremonies in 
February in Peoria, Illinois at the ILMDA Annual Expo and trade show.   

2014 LUMBERMAN OF THE YEAR

Mr. Arthur Mize

 Arthur Mize of 
Associated Lumber Industries in 

Carbondale, Illinois.

ILMDA President Kurt Kirchner and ILMDA’s 
2014 Lumberman of  the Year Arthur Mize.

Save this Date on 
Your Calendar!

2016 ILMDA Expo
February 4, 2016 

Par-A-Dice Hotel Casino
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Metal Sales Manufacturing

Babb Lumber Company

ILMA EXPO Sponsors 

Huttig Building Products

Pennsylvania & Indiana 
Lumbermens Mutual Insurance 

Companies

Tempco Products, Co.Wall-Vern Products

Woolf  Distributing Federated Insurance Companies
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 Question:  We have a current employee who has been with 
the company for 8 years in a Director role. We are considering 
outsourcing the work he does along with all IT work. I know we 
can go ahead and lay him off due to these business decisions, 
and we would be putting together a separation agreement. 
My concern is that I read recently that anyone over the age of 
40 is to be given the separation agreement at least 21 days in 
advance of the separation. True? We are concerned because 
he does have security controls, etc., and if we give him this 
advance notice - we are not sure what damage he might do 
to the company.

 Response: If an employee is 40 years of age or older, any 
separation agreement that seeks to release claims under the 
Age Discrimination in Employment Act (ADEA) must contain 
specific language as required by the Older Workers Benefit 
Protection Act (OWBPA) in order to be a proper, valid and 
enforceable release (see http://www.eeoc.gov/policy/docs/
qanda_severance-agreements.html for specific guidance). 
You are correct that an employee age 40 and older must be 
given 21 days to consider a waiver and release agreement, 
and then an additional seven days once signed (if signed 
within that time period), to revoke his or her signature and 
thus the contract itself. There are other requirements that 
must be satisfied when more than one employee is separating 
from employment (such as providing information about the 
ages and positions of employees impacted by a layoff and 
not impacted by the termination decisions, and a 45-day 
consideration period), but we assume from the inquiry that 
only one employee is at issue here (the Director). Note that 
employers are not required to provide employees under 40 
with a specific amount of time to sign a separation agreement 
and there is no revocation period required in that situation. 
 As to your concern regarding providing “advance 
notice” to the subject employee, the 21-day waiting period 
is solely for purposes of the employee executing the 
separation agreement. In other words, the employer does 
not need to give an employee advanced notice as to his 
or her last day of work. Indeed, the employer can include 

in the separation agreement that the last day of work is 
effective immediately requiring him to return all company 
property, etc. (assuming employment is at-will and no other 
contract governs the issue) and the employee could still 
have the 21-day consideration period to decide whether to 
accept the terms of the separation agreement (albeit the 
employee would spend this consideration period at home 
or away from work as he would no longer be employed). 
 For more information on obligations under the OWBPA 
in severance agreements, please see http://www.eeoc.gov/
policy/docs/qanda_severance-agreements.html and we also 
recommend that the employer consult with local counsel for 
guidance in drafting a separation agreement (or to at least 
review what the employer has endeavored to draft itself ) to 
ensure it meets the employer’s objectives while remaining 
compliant with applicable laws.
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Hodgson Retirement from 
Alexander Lumber
 Tom Hodgson, Executive Vice President of 
Operations, has announced his retirement from 
Alexander Lumber after 23 years with the company 
and nearly five decades in the industry. 
 Tom began with Alexander Lumber in 1992 as 
the Aurora District Manager, covering the Chicago 
Metro region. Over the next fifteen years, Tom built 
and led a strong team, growing the Aurora District 
into Alexander Lumber’s largest and most profitable 
division.
 In 2007, Tom was promoted to his current role, 
providing essential leadership within the company 
during the housing recession and, more recently, 
through the final illness of its longtime President, 
Walter Alexander. In anticipation of Walter’s passing, 
Tom was instrumental in guiding the search for 
Walter’s successor and facilitating that transition 
ahead of his retirement announcement.
 At its January board meeting, the Alexander Board 
of Directors elected Tom as an outside director and 
look forward to his continued service to the company 
in that capacity. Tom will step down from his role 
of Executive Vice President of Operations effective 
January 31, 2015.

Edward Hines Obituary
 Edward Hines, age 79, of 
Northfield, Illinois died peacefully 
February 5, 2015.  Edward was 
the beloved husband of Marcia 
McMillan Hines, a loving father 
of three children; and a proud 
grandfather of ten grandchildren.   
Mr. Hines began his career at 
Edward Hines Lumber Co. in 1957 and ultimately 
led the company for over 25 years until his recent 
retirement. 

StateAround the

James S. “Jim” Jones Obituary
 Jim Jones, 78, of Macomb, passed 
away Wednesday, April 29, 2015.  He 
married Judith K. (Anderson) Jones in 
Birmingham, Iowa, on Nov. 22, 1956. 
They shared 58 years of marriage, and 
she survives.  Also surviving are two 

sons, five grandsons and three great-grandchildren.  
 He grew up in Birmingham, Iowa, graduated from 
Birmingham High School and served in the National 
Guard for seven years in the Army Artillery Unit at 
Washington, Iowa.  
 He was a thoughtful and appreciative husband 
and father and was proud to watch his sons develop 
into successful men. He especially enjoyed attending 
his grandson’s special sporting events and watching 
them give their best. 
 Jim was employed by Roberts and Dybdahl as a 
lumber trader for 40 years, retiring in 2007. Prior to 
that he was in retail lumber sales in Fairfield, Grand 
Mound and Stanwood, Iowa.  
 Jim was a past member of the Board of Directors 
of the Illinois Lumber and Material Dealers Association.

John Weidler Obituary
 John D. Weidler, 81, of 
Inverness, IL, passed away on May 
3, 2015.  He was married for 60 
years to Marilyn, and she survives.  
He is also survived by four 
children, eleven grandchildren 
and six great-grandchildren.  
 John was employed by Midwest Jobbers Inc. for 
50 years before retiring in 2004.  He became the owner 
and president of the company in 1985.  
 John was a member and supporter of the Illinois 
Lumber & Material Dealers Association for many years. 

Zachary Coon – Sullivan
Levi James – Mt. Carmel

Parker Kendrick – Forsyth
Matt Korte – Mulberry Grove

Eric McDonald – Freeburg
Collin Meese – Oblong

Jacob Perdue – Abingdon

The ILMDA Foundation would like to congratulate 
its 2015-2016 scholarship recipients:
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