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Please 
make it 

home 
safe 

today.

 
 16.08  Ed Date. 11/15  *Not licensed in the states of NH, NJ, and VT.   © 2016 Federated Insurance

Federated provides clients with access to services offered through wholly independent third parties. Neither Federated nor its employees provide legal advice. 

We believe you deserve more 
than just insurance. You deserve 
valuable risk management tools—
like the “What is Important to You” 

distracted driving prevention program—designed to 
help you and your employees make it home safe today.   
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 When I came to work at ILMDA in the spring of 1989, lumberman Andy Orlet from 
Sauget, Illinois, was the immediate past president of ILMDA.  Andy pulled me aside and 
told me that, because of the declining economy, I needed to understand that my role with 
the association would be to “Serve The Survivors with Enthusiasm” and that I needed to be 
careful to not allow the changes in the industry with closures and competition with the 
“Big Boxes” to affect how I served.   He said that the industry had a very bright future and 
that the survivors would continue to supply the industry with all the building materials 
that might be required.  

In September of this year, the 2015 ILMDA Board of Directors and many ILMDA past 
presidents met for a long range strategic planning meeting in Geneva, Illinois.  The purpose 
of the retreat was to evaluate the services and staffing for the future of our association.   
Also the goal of our industry leaders at this retreat was to set a course that will provide 
for a long-term future both financially and practically for ILMDA to continue serving this 
industry.  Representing our association as your executive director and lobbyist for the past 
27 years has given me a unique perspective on the past and hopefully on the future too.   
And I still claim Andy’s advice and try to serve with enthusiasm every day.  

As we all know, the industry has changed dramatically from the days when every small 
town had a lumber yard and every big town had many multiple yards.  The history of these 
changes and the reasons for so many closures are well documented.   But most attribute 
the amazing growth of our membership and then the dramatic reduction in the number 
of lumber yard locations to multiple causes.  The World Wars certainly had an impact, and 
then changes in transportation made abandoning small city yards an economic necessity.  
And the advent of publically-owned yards that are not concerned with the price of lumber 
made a huge difference.   Lumber prices became hostage to the public perception about 
a company’s market penetration.   Book value on the stock exchange and the ability to 
purchase everything from lawn mowers to refrigerators at a “Box Store” impacted the 
public’s need for a yard in every community.   

When I started working for you all in 1989, I recall we represented yards in over 840 locations.  
But there were many of our older guys that recalled that the association was much bigger 
“Back When.”   So this week I decided to go to our board room library and dig back though 
our past Annual Directories and Buyers Guides to determine what our membership looked 
like 30 years ago, and then 60, and then 90 years ago.  The numbers are quite amazing.
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Dealer
Dealer to

by ILMDA Executive Director J. Barry Johnson

NEW OVERTIME PROVISIONS MAY BE 
REQUIRED IN 2016
 Question:   Can you help me with changes to the federal 
overtime laws as proposed for 2016?
 We have studied our payroll, and we have identified a 
number of managers that may be impacted if this proposal 
becomes the law of the land.

 Answer:   Our labor law attorney believes that the change 
will go through but has not been formally approved yet.   When 
it is implemented there is nothing that will prohibit you from 
establishing an hourly rate that when combined with the 
normal hours worked over 40 will approximate what your 
employees are currently earning.
 However, I realize that this will be an amazing burden on 
you that many employees are not going to understand.  
 If you have an employee on salary at $48,000 working 
50 hours per week, that is $18.46 per hour, but if you have to 
change the calculation for time and a half, you will have to tell 
him his hourly rate will be $16.78, that will get you to the same 
place except for vacation and holidays but the perception the 
person will get is that he is getting a pay cut of $1.50 per hour.
 Even if you get the person over that, I understand that 
many managers often work 51 or 52 just to get the job done 
and in the winter it may be 48 and now every 15 minutes is 
going to change their pay, that will be something that they 
will not like.  I realize it will be the same everywhere but there 
will be a ripple effect through the economy because of this.
 I think a lot of employers will pay them the $18.46 in the 
example above but cut their hours so that they end up making 
less, but that is just a guess.  This potential change in the law 
will be very difficult for a caring, family oriented employer.

INJURED WORKER ONLY OFF THREE DAYS
 Question:    I had an employee injured falling off a ladder 
at work. He was not hurt too badly and was released by his 
doctor to return to work after three days.
 Three days is too short of a time for our worker’s 
compensation insurance to kick in.  I do not mind paying 
wages to him for the three days but I am concerned that 
other employees may think they can stub a toe or whatever 
and receive the same benefit.  We are concerned with the 
precedent.
 So my questions are: 

• Is the employer required to pay the three days wages?
• Does paying this injured employee set a legal 

precedent for future three day claims? 
• What is your recommendation?  

 Answer:   Under Section 8(b) of the Workers Compensation 
Act, benefits are owed after a “waiting period” of 3 working 
days and are then paid for as long as the disability exists.  If 
the disability continues for 14 days or more, the employer is 

liable for payment beginning on the first day of the disability, 
which is the day after, not the day of, the accident. 
 Therefore, you do not have to pay for the three days that 
fall under the “waiting period” pursuant to the Illinois Workers’ 
Compensation Act.
 However, the Commission, of course, would never 
penalize the employer for paying the injured worker during 
that time, but the Act clearly does not require it. 
 Paying the three-day period would not create legal 
precedent from a workers’ compensation aspect, because the 
Act controls. 
 However, you are correct that if you as the employer pay 
one injured worker for the three-day period, it is possible 
there could be more injured workers attempting to collect 
these same benefits from your company in the future.   From 
an employment law perspective, if you treat one worker in a 
certain way --- you may have to treat similarly situated workers 
the same later on.

NEW LIEN LAW BONDING PROVISIONS  
 Question:   I understand that banks and others may be 
able to bond over our liens in the future.  Can you explain?
 Answer:   A new section of the Act allows lien claimants to 
satisfy their claims by proceeding against a bond and thereby 
avoid delays and red tape.
 On July 29, 2015, Governor Rauner signed Illinois House 
Bill 2635, which adds section 38.1 to the Mechanics Lien Act. 
The new section allows lien claimants to satisfy their claims by 
proceeding against a bond, avoiding the normal claim process. 
Proponents say it will enable lien claimants to be paid faster 
and keep construction projects from being held up in court.
In Illinois, a mechanics lien claim can cause real estate 
development projects to grind to a halt while the interests of 
the parties are adjudicated. With a bond in place, the court 
may dismiss all parties to the case except the principal, the 
surety of the bond, and the lien claimant.
This avoids lengthy litigation and can lead to lien claimants 
being paid faster. The bond would also remove the mechanics 
lien from the real property, allowing a construction project 
to go forward. The legislation becomes effective on January 
1, 2016.
 How the process works
 In order to substitute a bond for a traditional lien claim, 
the statute requires that a petition be filed with the clerk of 
the circuit court where the real estate is located. The petition 
must provide for a statutorily sufficient bond. In order to be 
sufficient, a bond must be a surety bond for 175 percent of 
the value of the lien claim, issued by a top-rated bonding 
company.

Continued on page 5

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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 The petition must be approved by a court after notice to 
the lien claimant. It must be filed within five months of the 
filing of a complaint or counterclaim to enforce the specific 
lien claim. If no complaint or counterclaim has been filed, the 
bond petition may be filed at any time.
 The bond also provides security for the lien claimant, 
says Turner. A successful lien claimant recovers a judgment 
for what is due it against the principal and surety of the bond. 
The statute requires that the bond be for 175 percent of the 
amount of the lien claim. It is therefore very likely the bond 
will satisfy the lien claimant’s judgment in full.
 In a proceeding to foreclose the lien and sell the property 
under section 9 of the Mechanics Lien Act, or a joint action 
against the owner and contractor under section 28 of the Act, 
all of the lien claimants share the total amount the owner is 
required to pay. If the property is sold to satisfy lien claims, the 
proceeds of sale may also have to be shared with mortgage 
lenders and other non-mechanics lien claimants.
 In these proceedings, even after the lien claimant gets 
a judgment, there is no assurance that the lien claim will be 
satisfied. If the suit is on a section 38.1 statutory bond, the lien 
claim will be resolved more quickly and it is more likely that 
the lien claimant’s judgment will be paid in full.

Dealer to Dealer
Continued from page 4

Keeping in mind that ILMDA dates back to 1889, and has 
served this industry continuously for the last 127 years, the 
following are the number of active yards going back these 
many decades:
 1926 - 1422 Locations
 1956 - 1564 Locations
 1986 - 844 Locations
 2016 – 372 Location

Survivors indeed.    The consensus from our Geneva meeting 
was that the trend toward larger, multi-location companies 
would continue; and that regardless of the number of 
locations ILMDA serves, folks will still need lumber and the 
dealers that deliver it to them.   Our role as an association will 
continue to evolve too.  But as can be seen in these numbers, 
our job for decades has been to manage change.  

Like all our lumber dealer survivors, as your ILMDA staff, 
Marilee and Kristen and I believe we are also the survivors.  We 
have weathered many storms, and I promise you that along 
with your amazingly dedicated Board of Directors, we will 
all still remain excited to serve this industry with incredible 
enthusiasm long into the future.   

Editorial 
Continued from page 3

Calendar of Events

February 4   ILMDA Expo 

March 2   Risk Management Seminar 

May 4  ILMDA Spring Board of Directors Meeting

May 11 & 12 Blueprint Reading and Residential Estimating Seminar

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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Is fitness for duty certification legal after FMLA maternity leave?
Question? 
 One of our employees went on maternity leave and wants to return to work a few weeks earlier 
than planned. Is it required or legal to ask her to bring Fitness for Duty Certification?

Answer:
 If the employee’s leave was taken as baby bonding leave under the protection of the federal 
Family and Medical Leave Act (FMLA), then such leave was not taken in connection with a serious health 
condition, and as such the employer would not need or necessarily be entitled to a release to return to 
work, which is by definition inconsistent with a leave that was not taken due to the employee’s inability 
to work. If, however, all or any part of the employee’s absence was in connection with a pregnancy-
related medical condition that rendered her ineligible to work, and the employer has a policy or 
practice of requiring employees who are absent in connection with medical conditions to produce a 
fitness for duty certificate upon their return, the employer is within its rights to treat the employee no 
differently. If the employee was not absent in connection with a medical condition, but the employer 
has a policy that requires all employees who take time off from work in connection with the birth of a 
child, whether FMLA protected or not and regardless of gender, to produce a fitness for duty certificate 
before returning to work, we are not aware of any law which would prohibit this (although as noted, it 
would seem irrelevant and incongruent to require employees who take time off from work for a non-
medical reason to produce a medical fitness for duty statement). Keep in mind that employers ARE 
prohibited by federal and state law from discriminating against employees on the basis of gender, 
including pregnancy. This means that the employer should ensure that any policy requiring a fitness 
for duty certificate from employees who take leave to have a baby should be similarly imposed upon 
employees who take leave in connection with other temporary medical conditions.
  Generally, the best practice and our recommendation is to allow an employee who has taken 
FMLA leave to bond with a newborn child to return to work at or before the conclusion of the 12-week 
period of leave under the Act. Unless the leave was also taken in connection with a serious health 
condition, we would not recommend requiring a fitness for duty certificate unless requiring one is 
consistent with an employer policy in connection with ALL employees who take time off to give birth or 
otherwise for any temporary medical reason.
  Want to learn more about how to handle issues like this?  Visit:  https://hrms.enquiron.com/App/  
to listen to our podcast about Fitness for Duty Certification.

© 2014 Advisors Law Group, All Rights Reserved
To learn more about the Federated Employment Practices Network®, contact your local 

Federated Marketing Representative, or visit www.federatedinsurance.com.
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and Mary. Variations suffer one or both disadvantages. And 
inflation, remains an unknown fear factor for as long as Joe 
and Mary live. 

What to do?
 Enter a concept called “Spousal Access Trusts.” (SAT). As 
you will see a SAT solves every issue raised by Joe’s business 
succession problem.
The first step in creating a SAT for Joe and Mary is to elect S 
corporation status and divide the Success Co. stock so Joe and 
Mary each own 50% of the non-voting stock.
 NOTE:  If you do not have voting/nonvoting stock, it is a 
simple tax-free transaction to create them. Typically, Joe will 
keep the voting stock (say 100 shares) and control of Success 
Co. The nonvoting stock (say 10,000 shares) are gifted to the 
SATs: 5,000 shares each to Mary’s trust and Joe’s trust. 
 Now, Joe and Mary can each use a portion of their $5.43 
million gift tax free exemption when gifting the nonvoting 
stock to the SATs. 
 An important tax note: nonvoting stock is entitled to 
various discounts of about 40% making the 10,000 shares ($1.5 
million value) that were gifted to the SATs worth only about 
$900,000 (rounded) for tax purposes. 
 Joe’s trust, in simple terms, gives Mary a right to the trust 
income for life, and at her death the trust assets go to Sam. 
Mary’s trust does the same for Joe.
 It is critical that the trust for Joe and the trust for Mary be 
drafted in such a way as to be different, in order to avoid the 
so-called “reciprocal trust doctrine,” that would pull the gifts 
back into their estates. So, make sure you work with an advisor 
who is experienced in drafting and working with SATs.
 The operation of the SATs on a year-to-year basis: Joe 
and Mary are limited to working only with their spouse’s trust 
to get the income they need from time to time. Any income 
that they do not take, stays in the trust and will eventually go 
to their heirs (kids and  grandkids)... estate tax-free.
 A little summary: The results of the SATs for Joe and Mary 
are (1) Success Co. is out of Joe’s estate, but he keeps control; 
(2) the income earned by Success Co. in the future will be 
available to Joe and Mary as needed; (3) when Joe and Mary 
go to the big business in the sky, (a) Success Co. will go to Sam 
and (b) all of the nonused income accumulated over the years 
in the SATs will go to their heirs... free of the estate tax.
 Joe’s comment – “WOW!”
 If you have a business succession problem, logic tells you 
to consider SATs. Got a question: call me (Irv) at 874-674-5295 
or email me, irv@irvblackman.com.

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

Can You Transfer Your Business to Your Kids, 
Yet Keep Control and Enjoy Your company’s Income for Life?

 The answer to the three questions in the title of this article 
is yes, yes, YES.
 A long-time reader of this column... (Joe, age 64, from Ohio, 
but now retired and a resident of Florida) called me. Joe wanted me 
to do his estate plan, including transferring his business (Success 
Co., a C corporation) to his son Sam using an intentionally defective 
trust (IDT).
 This article zeros in on the transfer of Success Co. to Sam, 
who runs the business.
 Following are the facts pertinent to why we did not use 
an IDT to make the transfer, but instead used a little-known 
strategy called a spousal access trust (SAT).

NOTE: Joe’s facts and circumstances are the same or 
similar to most readers who call me with a business 
succession problem.

 Now, Joe’s facts: Joe is married to Mary (age 63). They 
do not have an estate tax problem... not worth enough. They 
are worth $5.7 million ($1.7 million for their Ohio and Florida 
homes, $800,000 in a traditional IRA, $500,000 stock and bond 
portfolio, land and building leased to Success Co. worth $1.1 
million, $100,000 in cash... and finally, Success Co. worth in the 
$1.5 million range).
 Success Co. on average makes about $300,000 per year, 
after Joe’s salary of $95,000 (Joe consults with Sam by phone, 
fax and email.) The plan is to stop the salary when Joe and 
Mary can enroll in Medicare and get off the company health 
care plan.
 Then, Sam plans to buy Joe’s (he owns 100%) stock, using 
an IDT, over a 10-year period: 10% of the stock per year at 
$140,000 per year. 
 It should be noted that both Joe and Mary are healthy. I 
pointed out to Joe that according to the latest life expectancy 
tables he has 18 years to live to age 82 and Mary has 27 years 
to live to age 90.
 Obviously, Joe or Mary (or both) could outlive the ages 
on those tables... their $140,000 per year would have stopped 
and only heaven knows how much inflation will have reduced 
the value of their spendable dollars.  After some discussion, 
Joe agreed that their current plan would not work if they were 
lucky enough to enjoy long/healthy lives.
 What to do?

The Solution
 Joe sent me a pile of documents that, together with his 
input, brought me up to speed on the problem. What Joe 
did not realize is that his problem is not unique. Most family 
business owners have been down the same frustrating path.
 A sale of your company’s stock kicks up current capital 
gains tax. A gift of the stock means no more income to Joe 
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 Hutchison Lumber & Building Products, of Manchester 
and Delaware, Iowa introduces John Bavester as Managing 
Director.  “John’s addition to the management team of 
Hutchison Incorporated will enhance the structure of 
Hutchison Incorporated and our Supply Chain Management 
program with consolidation of the lumber, building products 
and farm & ranch supplies divisions,” said Buck Hutchison, 
Hutchison, Inc. chairman.  “John’s primary function will be to 
manage and bring his experience of 35 plus years in lumber 
trading activities, retail lumber management and creation 
of value added products through reman facilities,” added 
Hutchison.
 Hutchison Incorporated founded in 1952 in Manchester, 
Iowa in addition to operating the wholesale lumber 
operation also is the operator of distribution, manufacturing 
and transportation companies in the Midwest and 
Western United States servicing lumberyards, farm stores, 
cooperatives and implement and hardware dealers across 
rural America.
 For more information on Hutchison Lumber & Building 
Products or Hutchison Incorporated visit. www.hutchison-
inc.com.  John Bavester can be reached at 563-927-3620; 
jbavester@hutchison-inc.com.

Hutchison Lumber & Building Products
Introduces John Bavester 

as Managing Director

Please consider your gift to the Foundation in 2016 to continue this honor.
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Convention Headquarters Hotel:

Par-A-Dice Hotel & Casino
21 Blackjack Boulevard • East Peoria, IL

Toll Free: 
1-800-547-0711

Reference Code: 02033LUM

Hotel 
Information

Make your hotel reservations 
NOW by calling the 

Par-A-Dice Hotel & Casino.

Identify yourself as an  
ILMDA Convention attendee 

and receive the following 
reduced room rate:  

King/2 Queen Deluxe = $99+tax

Thursday, February 4, 2016
All activities will be held at the 

Par-A-Dice Hotel - East Peoria, IL

9:00 a.m. – 1:15 p.m. Exhibitor Education Seminars
 
10:00 a.m. – 4:00 p.m. Show Floor Hours 

11:30 a.m. – 12:45 p.m. Free Lunch
  Sponsored by Tempco Products Co.  

1:30 a.m. – 2:30 p.m. Advanced Framing Seminar

3:00 p.m.  Bar Opens

4:00 p.m. – 6:00 p.m. Auction & Cocktail Party 
  Everyone Invited 
  Reception Sponsored by: 
  Federated Insurance

Don't miss the very informative exhibitor seminars 
and be sure to visit all the exhibitor's booths.  

They are here to show you what’s new with their company. 

Group Rate is guaranteed through 
January 20 for 

ILMDA Expo attendees.

Special Thanks to our 
Proud Sponsors in 2016

Federated Insurance Co.

Huttig Building Products

Orgill, Inc.

Pennsylvania & Indiana 
Lumbermens Mutual  

Insurance Co.

Quaker Windows & Doors

Tempco Products

Woolf Distributors
(as of 12/30/15)

Message from Our Expo Chairman 

Welcome to the 2016 ILMDA Expo

We look forward to seeing you February 4th at the 
Par-A-Dice Hotel in East Peoria.    Whether you are a dealer, 
supplier, or builder  . . .  there are many reasons to come 
together at our annual gathering of those dedicated to 
providing shelter (at a profit).  

Investing your day with us could yield knowledge of a 
new product, a new technique, or a new skill.  Surely it 
will provide you with opportunities for new contacts or 

renewed friendships.  Take advantage of the educational opportunities at the free 
demonstration programs and the “Advanced Framing” seminar by Matthew Brown 
(APA – The Engineered Wood Association).   Or simply take the time to visit individual 
booths for rewarding promotions and ideas.

The FREE Lunch won’t take you away from the activities too long and the FREE 
Cocktail Reception allows you to relax and support our industry.  This opportunity for 
you and your staff requires just a day from a busy schedule, but like many things . . .  
the more you invest in relationships, the more you gain. 

See you in East Peoria on the Fourth of February - bring a friend!

Bob Mette  
Effingham Builders Supply
2016 ILMDA Expo Chair 
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FREE to attend
9:00 a.m. – 9:45 a.m.
Huber Engineered Woods
 ZIP System Sheathing -   Understanding Performance, 

Installation and Code Compliance

9:00 a.m. – 9:45 a.m.
Parksite
 Tyvek and Versatex
 Parksite’s Tyvek presentation will be focused on protecting 

a window opening with proper flashing techniques using 
DuPonts complete system which provides the builder 
with a 10-year product and labor warranty.  Parksite will 
demonstrate a complete window install.

 Versatex is the most dynamic PVC trim on the market.  
Parksite will show many unique offerings followed by a post 
column wrap demonstration.

10:00 a.m. – 10:45 a.m. 
Federated Insurance Companies
 Take the Bull’s-Eye off Your Business -  Data Compromise: 

Cyber Liability
 Data breaches—the theft, loss, or mistaken release of private 

information—are on the rise.   And, it’s not just a big-business 
problem.   Identity thieves increasingly target small and mid-
sized businesses, often because they have fewer data security 
resources. Join Federated for a discussion on data breach 
prevention tips and learn ways you can minimize your risk of 
becoming a victim of costly and time consuming cybercrime.

11:00 a.m. – 11:45 a.m.
CertainTeed Corporation
 2016 CertainTeed Siding Products & Programs
 Spend 45 minutes with CertainTeed as they review their 

product and program offering for 2016.  Highlights include 
a review of the new Shake and Shingle siding products and 
information on how to use CertainTeed’s Contractor Loyalty 
programs to gain more business. 

11:30 a.m.. – 12:45 p.m.  
FREE Lunch - Sponsored by Tempco Products Co.

12:30 p.m. – 1:15 a.m.
Simpson Strong-Tie
 Deck Building Principles -  Construction of Code-

Compliant Decks
 Simpson Strong-Tie’s presentation will cover advanced 

techniques for deck building. The program will focus on 
the critical connections involved in deck construction 
and what the code requires for these areas. It is intended 
to help dealers, contractors, designers, inspectors and 
deck professionals ensure that their decks are properly 
constructed per the International Building Code® (IBC) and 
International Residential Code® (IRC).

EVERYONE is Invited to the 
Cocktail Party and Auction!

Please join us from 4:00 to 6:00 right 
outside the show floor doors for the annual 
Cocktail Party & Auction and the important 
Lumberman of the Year Award announcement.  Enjoy 
free hors d’oeuvres, beer, wine and soda along with 
great conversation.  This is a really fun event and is a perfect 
time to network or just get to know your fellow dealers and 
suppliers.  All proceeds will support the association’s college 
scholarship program through the ILMDA Foundation and 
legislative representation through the PAC.  (Cash, checks, 
and credit cards accepted)
 This fun-filled night is just a few days before Valentine’s 
Day, so plan to make some great buys at the auction to take 
home to those important people in your life. 

Reception Sponsored by Federated Insurance

1:30 p.m. – 2:30 p.m.
APA – the Engineered Wood Association
 Advanced Framing
  Matthew Brown, an Engineered Wood Specialist with the 

APA, will discuss the fact that as builders seek to meet more 
stringent energy codes while maintaining the structural 
integrity of their homes, many are turning to Advanced 
Framing.  Advanced Framing is the name given to a variety 
of techniques that increase whole wall R-values, reduce 
thermal bridging, optimize building materials, and maintain 
the strength and stiffness of the building.  Advanced Framing 
in wall construction addresses not only energy efficiency, 
but also cost-effectiveness and, if designed effectively, 
can even add disaster resiliency to the structure. It also 
provides methods for meeting Energy Star and various green 
building programs.  This program will provide attendees 
with information to thoroughly understand advanced 
framing and how to take credit for the efficiency savings.  
Real-life case studies will be shared to show the potential 
savings of framing lumber, as well as the increases in energy 
performance that can be attained.  Builders, designers, 
and framers will appreciate the approach that any of the 
advanced strategies shown can be applied individually or 
together, making implementation easier.  

Prior to Joining APA-The Engineered Wood 
Association, Matthew Brown gained a significant 
amount of experience in the construction and 
energy rating industry.  He is an ICC Certified 
Residential Energy Code Inspector and Plans 
Examiner as well as a HERS Rater and a Certified 

Green Professional (CGP). Matthew’s role with APA is to 
build relationships with builders, suppliers, code officials, 
engineers and architects as a resource for Engineered Wood 
Products(EWP) offering education, consulting and product 
assistance. He has a deep understanding of the true energy 
efficiency of Engineered Wood Products and brings knowledge 
on how Engineered Wood Products can effectively compete in 
today's advanced Energy Codes.

Schedule - Thursday, February 4, 2016
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EXPO 2016 Exhibitors

AGS Stainless
7873 N.E. Day Road
Bainbridge Island, WA  98110
(888) 842-9492
www.agsstainless.com
kevin@agsstainless.com

Edmund A. Allen 
117 E. Industrial Drive
Momence IL 60954
(800) 892-1884
egillhouse@edmundallen.com
www.edmundallen.com

Amerhart, Ltd.
1810 Riverway Dr
Pekin IL 61554-9307
(800) 879-9123
www.amerhart.com 
paul.desjardins@amerhart.com

Anasco Inc.
1515 W. Fullerton
Addison IL 60101
(630) 953-1111
www.anasco.com 
deans@anasco.com

APA-The Engineered Wood 
Specialist
9204 S 250 E
Hamlet IN 46532
(219) 369-6711
matthew.brown@apawood.org

Babb Lumber Co.
700 Fulton Glass Road 
Vincennes IN 47591
(812) 886-0551
www.babb.com 
bev@babb.com

BlueTarp Financial
221 Robin Lane
Wood Dale IL 60191
(888) 321-6698
www.bluetarp.com
ssavides@bluetarp.com

Boise Cascade BMD
600 Timber Lane
Rochelle IL 61068-3512
(877) 206-2144
www.bc.com/distribution 
BradSkelley@BC.com

Cedar Creek LLC
122 E. Chain of Rock Road 
Granite City IL 62040-2717 
(800) 388-2889
www.cedarcreek.com 
mmontgomery@cedarcreek.com

CertainTeed Corporation
6 Price Meadows Drive
St. Louis MO 63132
lance.h.finland@saint-gobain.com
www.certainteed.com

CertainTeed Gypsum
304 Barney St
Henry IL 61537
Dan.Bogner@saint-gobain.com
www.certainteed.com

Dealers Choice
10366 E. 1400 North Road
Bloomington IL 61705
(800) 801-7677
www.dealerschoicedistribution.com 
jnoreiko@dealerschoicedistribution.com

East Side Lumberyard 
Supply Co., Inc.
P.O. Box 1190
Herrin IL 62948-5190
(618) 942-3281
www.eastsidelbr.com 
donjr@eastsidelbr.com

The Empire Company, Inc.
PO Box 17
Zeeland MI 49464-0017
(800) 490-8560
www.empireco.com 
rosenstengelc@empireco.com

Federated Insurance Companies
P.O. Box 328
Owatonna MN 55060
(507) 455-5368
www.federatedinsurance.com 
jsstevenson@fedins.com

Hixson Lumber Sales, Inc.
P.O. Box 237
Plumerville AR 72127
(800) 844-1503
www.hixsonlumbersales.com 
kbrewer@tcworks.net

Huber Engineered Woods
1333 Danada Ct
Naperville IL 60563
(630) 669-0171
www.huber.com 
lori.oberman@huber.com

Hutchison Incorporated
PO Box 1158
Adams City CO 80022-0158
(303) 777-5662
www.hutchison-inc.com 
cratcliff@hutchison-inc.com

Klauer Manufacturing Co.
PO Box 59
Dubuque IA 52004-0059
(563) 582-7201
rhoerner@klauer.com
www.klauer.com
 
LBM Advantage, Inc.
555 Hudson Valley Ave., Suite 20 
New Windsor   NY     12553  
(800) 456-4300
aproal@enap.com
www.lbmadvantage.com

Lomanco
PO Box 519
Jacksonville AR 72076
(800) 643-5596
www.lomanco.com 
dougrus@lomanco.com
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EXPO 2016 Exhibitors

Lumberman’s Wholesale, Inc.
1551 Crescent Lake Drive
Montgomery, IL  60538
(800) 325-5149
www.lwisupply.com
george@lwisupply.com
jeff@lwisupply.com

Metal Sales
16138 Aspen Lane
Girard IL 62640
sjacobson@metalsales.us.com
www.metalsales.us.com

Metrie, Inc.
13602 W. US Highway 150
Brimfield IL 61517-9561
(309) 397-2003
www.metrie.com 
tami.westart@metrie.com

Mid-Am Building Products
37 Circle Dr
Charleston IL 61920
(866) 755-7636
kevin.drewel@midambuilding.com
www.midambuilding.com

Orgill, Inc.
3742 Tyndale Drive
Memphis TN 38125
(800) 347-2860
slaffey@orgillsales.com
www.orgill.com

Owens Corning
1 Owens Corning Parkway, 
Area Toledo OH 43659
(866) 543-9237
shawn.baker@owenscorning.com
www.owenscorning.com

Parksite
1563 Hubbard Avenue
Batavia IL 60510
(630) 788-0969
mreed@parksite.com
www.parksite.com

Pennsylvania & Indiana 
Lumbermens Mutual
2005 Market St Ste 1200
Philadelphia PA 19103-7008
(800) 752-1895
www.plmilm.com 
CFriend@plmins.com

River City Millwork
200 Quaker Road
Rockford IL 61104-7069
(800) 892-9297
www. rivercitymillwork.com 
Billsarbaugh@rivercitymillwork.com

Rollex Corp.
800 Chase Avenue
Elk Grove Village IL 60007
(847) 871-1614
www.rollex.com
sanderson@rollex.com

Runnion Equipment Company
7950 W. 47th Street
Lyons IL 60534
(708) 447-3169
www.runnionequipment.com 
prunnion@runnionequipment.com
 
Simpson Strong-Tie, Inc.
2600 International Street
Columbus OH 43228
(800) 999-5099
www.strongtie.com 
rschaefer@strongtie.com

Snyder Insurance
1 Brickyard Drive
Bloomington IL 61701
(877) 725-1800
www.snyder-ins-agency.com 
soule@mtco.com

TAMKO Building Products
PO Box 1404
Joplin, MO  64802
(800) 641-4691
www.tamko.com
ed_steinway@tamko.com

Tempco Products Company
P.O. Box 155
Robinson IL 62454
(618) 544-3175
www.tempcoproducts.com 
spitzja@tempcoproducts.com

Wall-Vern Products
7508 Triple Lakes Road
East Carondelet  IL  62240
(800) 547-7001
www.wallvernproducts.net 
wallvern@htc.net

Warrior Building Products
6363 Bartmer Industrial Drive
St. Louis MO 63130
(314) 726-2225
jackiekeck@warriorbp.com
www.warriorbp.com

Weyerhaeuser/Trus Joist
1500 Eaglebrook Drive
Geneva IL 60134
(630) 778-7070
joe.youman@weyerhaeuser.com
www.weyerhaeuser.com
 
Woolf Distributing Co., Inc.
515 S. Maxwell Rd
Peoria IL 61607
(800) 334-3695
bmenold@woolfdistributing.net
www.woolfdistributing.net
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LBM Advantage
Better. Stronger. Together.

LBM Advantage combines the  similar values of ENAP and PAL to create a larger co-operative 
and leverage the volume of our members while still allowing them to make independent buying 
decisions. Our growing importance with the mills and manufacturers improves our members’ 
competitive advantage while retaining a regional market presence and expertise. 

555 Hudson Valley Ave
New Windsor NY, 12553

5465 Executive Parkway SE
Grand Rapids, MI 49512

1900 North 18th St
Monroe, LA 71201

National Buying Power Improves Your Profitability
Regional Expertise In Your Products And Players

 On July 29, 2015, Governor Rauner signed Illinois House 
Bill 2635, which adds section 38.1 to the Mechanics Lien Act. 
The new section allows lien claimants to satisfy their claims by 
proceeding against a bond, avoiding the normal claim process. 
Proponents say it will enable lien claimants to be paid faster 
and keep construction projects from being held up in court.
In Illinois, a mechanics lien claim can cause real estate 
development projects to grind to a halt while the interests of 
the parties are adjudicated. With a bond in place, the court 
may dismiss all parties to the case except the principal, the 
surety of the bond, and the lien claimant.
 This avoids lengthy litigation and can lead to lien claimants 
being paid faster. The bond would also remove the mechanics 
lien from the real property, allowing a construction project to 
go forward. The legislation becomes effective on January 1, 
2016.
 Glendale Heights attorney Howard M. Turner, who is 
authoring a forthcoming book on mechanics liens for the 
ISBA, points out that every state has a bond procedure for 
mechanics liens; Illinois was the last state to adopt one. “As is 
true of Illinois mechanics liens in general, the remedy under 

the Illinois statute is far more protective of lien claimants than 
similar laws in other states,” he says.
 The new bond procedure makes it easier for lien claimants 
to enforce their claims because it limits the number of 
necessary parties and their defenses to the claim. Turner, 
who is of counsel to Nigro, Westfall, & Gryska, P.C., says that 
the proceedings on a bond claim will likely be shorter than 
those on a standard lien claim because the bond proceeding 
does not require the adjudication of the claims of other lien 
claimants. It only requires it of those who are subject to the 
bond.
 W. Matthew Bryant, a partner at Arnstein & Lehr, says that 
the bond provision solves many problems related to payment 
disputes between contractors and subcontractors. When a 
mechanics lien is filed against a property, most construction 
lenders will not disburse further funds until the dispute is 
resolved. The bond provision “takes the lien off of the property 
and attaches to the bond.” This keeps construction lenders 
secure and also helps contractors remain in compliance with 
their contracts, most of which contain provisions requiring the 

Mechanics Lien Act Change Will Expedite Process
By Matthew Hector

A new section of the Act allows lien claimants to satisfy their claims by proceeding 
against a bond and thereby avoid delays and red tape.

Continued on page 15
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contractor to prevent liens from attaching to the property.
“What ended up happening was that someone up the 
chain would just pay the subcontractor to keep the project 
moving, regardless of the merit of the claim,” he says. While 
the lien approach gives the subcontractor more leverage, 
the bond approach does have benefits for the subcontractor. 
For example, the subcontractor no longer has to sue every 
claimant, which lowers litigation costs by greatly simplifying 
the claim.

How the process works
 In order to substitute a bond for a traditional lien claim, 
the statute requires that a petition be filed with the clerk of 
the circuit court where the real estate is located. The petition 
must provide for a statutorily sufficient bond. In order to be 
sufficient, a bond must be a surety bond for 175 percent of the 
value of the lien claim, issued by a top-rated bonding company.
The petition must be approved by a court after notice to the 
lien claimant. It must be filed within five months of the filing 
of a complaint or counterclaim to enforce the specific lien 
claim. If no complaint or counterclaim has been filed, the bond 
petition may be filed at any time.
 The bond also provides security for the lien claimant, 
says Turner. A successful lien claimant recovers a judgment 
for what is due it against the principal and surety of the bond. 
The statute requires that the bond be for 175 percent of the 
amount of the lien claim. It is therefore very likely the bond 
will satisfy the lien claimant’s judgment in full.
 In a proceeding to foreclose the lien and sell the property 
under section 9 of the Mechanics Lien Act, or a joint action 
against the owner and contractor under section 28 of the Act, 
all of the lien claimants share the total amount the owner is 
required to pay. If the property is sold to satisfy lien claims, the 
proceeds of sale may also have to be shared with mortgage 
lenders and other non-mechanics lien claimants.
 In these proceedings, even after the lien claimant gets 
a judgment, there is no assurance that the lien claim will be 
satisfied. If the suit is on a section 38.1 statutory bond, the lien 
claim will be resolved more quickly and it is more likely that 
the lien claimant’s judgment will be paid in full.

Fee-shifting provision poses risks for claimants
 Turner points out that the new provision is not without 
risk for lien claimants. Under the bond provision, a prevailing 
party is able to recover its attorney’s fees. While this may be 
attractive to most parties, he notes that many subcontractors 
are “small companies with limited means.”
 When a bond principal prevails, the lien claimant is liable 
for its attorney’s fees. Turner fears that this risk will “inhibit 
many [subcontractors] from pursuing legitimate claims.” 
Although seeking redress in the courts is a fundamental right, 
he is concerned that the risks associated with an attorney’s fee 
award “may inhibit small companies from exercising this right.”
Bryant says that the fee-shifting provision of section 38.1 is 
less onerous than those of section 17 of the Act. The provision 
“allows parties to better predict risk with regard to attorney 
fees” because it is only triggered if the claimant recovers less 

than 25 percent of its claim. In that event, the attorney’s fees 
are capped at 50 percent of the claim’s value.
 Turner and Bryant agree that section 38.1 greatly simplifies 
the process of disposing of mechanics lien claims.

Matthew Hector is a senior associate at Sulaiman Law 
Group, Ltd.  Reprinted with permission from the Illinois 
Bar Journal.  http://www.isba.org/ibj/2015/11/lawpulse/
mechanicslienactchangewillexpeditep.

Mechanics Lien Act
Continued from page 14
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Bipartisan Budget Act Impacts Medicare and Social Security

Financial
Holm

The Bipartisan Budget Act of 2015, signed into law on November 
2, 2015, ensures federal government funding through fiscal 
year 2017, primarily by suspending forced across-the-board 
spending cuts called “sequesters,” which were triggered when 
lawmakers failed to reach a budget agreement in 2011. Among 
a variety of other provisions, the law limits Medicare premium 
increases for 2016 and — in the biggest surprise — eliminates 
two potentially lucrative Social Security claiming strategies. 
 
Mitigating Medicare Increases
 Prior to the bill’s passage, about 30% of Medicare beneficiaries 
faced Part B (medical insurance) premium increases of 52% due 
to rising medical costs and a “hold harmless” provision in the 
Social Security Act that prevented increases for the other 70% of 
beneficiaries because there was no Social Security cost-of-living 
adjustment (COLA) for 2016.1

 The legislation authorizes borrowing from the General Fund 
to limit the standard Part B premium to what it would be if spread 
among all beneficiaries. The monthly Part B premium will remain 
at $104.90 for those protected by the hold-harmless provision and 
will increase to $121.80 (as opposed to a projected $159.30) for four 
groups: (1) Part B enrollees who have not yet filed for Social Security 
benefits, (2) those who enroll in Part B for the first time in 2016, (3) 
lower-income beneficiaries whose premiums are paid by Medicaid, 
and (4) higher-income beneficiaries (who also pay an income-based 
surcharge).2

 A $3 monthly surcharge built into the higher standard premium 
will help repay the loan from the General Fund.3 The law authorizes a 
premium subsidy in 2017 if there is no COLA, but has no provisions 
for future years.

Closing Loopholes
 A section of the bill titled “Closure of Unintended Loopholes” 
ends Social Security claiming strategies that may have been 
unintended consequences of the Senior Citizens Freedom to Work Act 
of 2000. Closing these loopholes is projected to slightly reduce the 
Social Security actuarial deficit.4  Depending on your age, you might 
still be able to take advantage of certain expiring claiming options. 
The changes should not affect current Social Security beneficiaries 
and do not apply to survivor benefits.

File and Suspend
 Under the previous rules, an individual who had reached full 
retirement age could file for retired worker benefits in order to allow a 
spouse or dependent child to file for a spousal or dependent benefit. 
The individual could then suspend his or her worker benefit in order 
to accrue delayed retirement credits and claim an increased worker 

benefit at a later date, up to age 70. For some couples and families, 
this strategy increased their total lifetime combined benefits.
 Under the new rules, effective April 30, 2016 (or later if the Social 
Security Administration provides additional guidance), no benefits 
can be paid while the worker’s benefit is suspended. Thus, a spouse 
(and potentially an ex-spouse) and a dependent child can receive 
spousal or dependent benefits only when the primary beneficiary is 
receiving worker benefits, effectively ending the file-and-suspend 
strategy for couples and families. This also means that a worker can 
no longer suspend benefits and request a lump-sum payment for the 
period during which benefits were suspended, an option that was 
helpful to beneficiaries who faced a change of circumstances, such 
as a serious illness.
 The option to file and suspend after reaching full retirement age 
is still available as long as no benefits are paid to anyone during the 
suspension. So someone who claims worker benefits could decide 
to suspend future benefits upon reaching full retirement age (e.g., 
because he or she went back to work) and restart them later at a 
higher amount.
 TIP: If you are 66 or older before the new rules become effective, you 
can still take advantage of the combined file-and-suspend and spousal/
dependent filing strategy.

Restricted Application
 Under the previous rules, a married person who had reached 
full retirement age could file a “restricted application” for spousal 
benefits after the other spouse had filed for Social Security worker 
benefits. This allowed the individual to collect spousal benefits while 
accruing delayed retirement credits on his or her own work record. 
In combination with the file-and-suspend option, this enabled both 
spouses to earn delayed retirement credits while one spouse received 
a spousal benefit, a type of “double dipping” that was not intended 
by the original legislation.  
 Under the new rules, anyone born in 1954 or later will be deemed 
to be filing for any and all benefits to which he or she is entitled — a 
spousal benefit or a worker benefit, whichever is higher — and will 
not be able to change from one benefit to another at a later date.  
 TIP: If you were born in 1953 or earlier, you can still file a restricted 
application for a spousal benefit once you reach full retirement age.
 Basic options for claiming Social Security remain unchanged. You 
can file for a permanently reduced benefit starting at age 62, receive 
your full benefit at full retirement age, or earn delayed retirement 
credits by waiting to file, up to age 70. Although the changes are 
relatively small, the bipartisan agreement may open the door to 
much-needed legislative action on Social Security and Medicare.
1–2) Centers for Medicare and Medicaid Services, 2015 
3) Kaiser Family Foundation, 2015 
4) Social Security Administration, 2015

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.    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.  Contact Terry at 773-684-7600 tholm@holmfinancial.com  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.
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 The Department is proposing to update the 
regulations governing which executive, administrative, 
and professional employees (white collar workers) are 
entitled to the Fair Labor Standards Act’s minimum 
wage and overtime pay protections. The Department 
last updated these regulations in 2004, and the 
current salary threshold for exemption is $455 per 
week ($23,660 per year). With this proposed rule, the 
Department seeks to update the salary level required 
for exemption to ensure that the FLSA’s intended 
overtime protections are fully implemented, and to 
simplify the identification of nonexempt employees, thus 
making the executive, administrative and professional 
employee exemption easier for employers and workers 
to understand and apply. 

Key Provisions of the Proposed Rule
The Notice of Proposed Rulemaking (NPRM) focuses 
primarily on updating the salary and compensation 
levels needed for white collar workers to be exempt. 
Specifically, the Department proposes to:

1. set the standard salary level at the 40th percentile 
of weekly earnings for full-time salaried workers 
($921 per week, or $47,892 annually);

2. increase the total annual compensation requirement 
needed to exempt highly compensated employees 
(HCEs) to the annualized value of the 90th percentile 
of weekly earnings of full-time salaried workers 
($122,148 annually); and

3. establish a mechanism for automatically updating 
the salary and compensation levels going forward 
to ensure that they will continue to provide a useful 
and effective test for exemption.

 The Department’s proposal to set the standard 
salary level at the 40th percentile of weekly earnings 
for full-time salaried workers represents the most 
appropriate line of demarcation between exempt and 
nonexempt employees. This salary level minimizes the 
risk that employees legally entitled to overtime will be 
subject to misclassification based solely on the salaries 
they receive, without excluding from exemption an 
unacceptably high number of employees who meet the 
duties test. As proposed, this would raise the salary 
threshold from $455 a week (the equivalent of $23,660 
a year) to about $970 a week ($50,440 a year) in 2016.1
The Department is also proposing to automatically 
update the standard salary and HCE total annual 
compensation requirements to ensure that they remain 
meaningful tests for distinguishing between bona fide 

executive, administrative, and professional workers who 
are not entitled to overtime and overtime-protected 
white collar workers. Experience has shown that the 
salary level test is an effective measure of exempt status 
only if it is up to date.

 In addition, the Department discusses the current 
duties test and solicits suggestions for additional 
occupation examples and requests comments on the 
current requirements. Similarly, the Department seeks 
comment on the possibility of including nondiscretionary 
bonuses to satisfy a portion of the standard salary 
requirement. The Department is not proposing specific 
regulatory changes on either of these issues.

 Since 1940, the Department’s regulations have 
generally required each of three tests to be met for 
one of the FLSA’s white collar exemptions to apply: 
(1) the employee must be paid a predetermined and 
fixed salary that is not subject to reduction because of 
variations in the quality or quantity of work performed; 
(2) the amount of salary paid must meet a minimum 
specified amount; and (3) the employee’s job duties 
must primarily involve executive, administrative, or 
professional duties as defined by the regulations. 

 Certain highly compensated employees are exempt 
from the overtime pay requirement if they are paid total 
annual compensation of at least $100,000 (which must 
include at least $455 per week paid on a salary or fee 
basis) and if they customarily and regularly perform 
at least one of the exempt duties or responsibilities of 
an executive, administrative, or professional employee 
identified in the standard tests for exemption.

Wage and Hour Division

FACT SHEET: PROPOSED RULEMAKING TO UPDATE THE REGULATIONS DEFINING AND DELIMITING 
THE EXEMPTIONS FOR “WHITE COLLAR” EMPLOYEES

ILMDA Advantage 
Magazine Advertisers*

Edmund Allen .............................................................800.892.1884

Federated Insurance  ................................................507.455.5200

Hutchison Lumber & Building Products ............800.927.3620

ILMDA Foundation ....................................................800.252.8641

LBM Advantage ..........................................................845.220.3710

Snyder Insurance  ......................................................877.725.1800

Tempco Products  ......................................................800.642.4391
*Last minute advertising changes may affect the accuracy of this 
listing.

 

Risk Management: A Peek Inside Your Company Culture 

Risk management is often thought of as something to do, but just as importantly, it’s also something to believe. It’s a state of 
mind that, when shared by everyone in an organization, can enrich the company culture and become a valuable asset to 
customers. 

What impact does a strong culture have? 
When that risk management state of mind takes hold, every transaction outside the organization reinforces what the business is 
all about. Culture impacts business operations such as recruiting, retaining, motivating, reinventing, and continuous 
improvement. It is a visible representation of your company. For example: 

Hiring and retention 
The new generation of employees wants to understand a business and its culture enough to feel comfortable working there. 
They don’t want to work for just a paycheck. They want to know how their work impacts overall business results and how those 
results impact society. They want a connection to their company and what they accomplish through their job. Sound 
employment practices can play an important role in overall risk management by helping to hire and retain reliable, trustworthy 
workers. And, once you’ve hired the best, you certainly want them to stay. A formal retention program can benefit companies 
of any size, and may help persuade your star performers to become long‐term employees. 

Planning and implementation 
As businesses set company and employee goals, initiatives, or strategies, having a strong risk management culture helps the 
process move from planning to implementation. Having a culture that focuses on understanding the risk associated with 
change is critical to successful implementation. Companies with strong, engaged cultures recognize potential hazards or 
roadblocks in the planning stages and don’t have to wait until the implementation phase to find and solve a potential issue. 
This reduces the time and effort spent to rework those goals and put the new plans in place.  

Results 
A negative culture impacts results as much as a positive culture does. Imagine watching a business service vehicle weave in and 
out of highway traffic because the driver is texting. Worse, the driver’s distraction causes a horrific accident. When you notice the 
company name on the side of that vehicle, do you think, “I’m never going to do business with them!”? That certainly isn’t good 
advertising for that business.  

Aside from the bad publicity, a side effect of that driver’s distraction is something called hidden costs or profit leaks. They are the 
sales you never got or may never get because of the actions of your business and/or employees. These leaks come in all shapes 
and sizes, and can substantially impact a business’s profits. But, by controlling exposures, implementing best practices, and 
continuously refreshing your risk management culture, your company can create more opportunities for long‐term success than 
your competitors that don’t.  

Culture is not a task, not an initiative, not a goal—it is you, your employees, your suppliers/vendors, and everything else your 
business stands for every day. Culture is critical to success—both with customers and employees. Believe it! 
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Risk Management: A Peek Inside Your Company Culture 

Risk management is often thought of as something to do, but just as importantly, it’s also something to believe. It’s a state of 
mind that, when shared by everyone in an organization, can enrich the company culture and become a valuable asset to 
customers. 

What impact does a strong culture have? 
When that risk management state of mind takes hold, every transaction outside the organization reinforces what the business is 
all about. Culture impacts business operations such as recruiting, retaining, motivating, reinventing, and continuous 
improvement. It is a visible representation of your company. For example: 
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They don’t want to work for just a paycheck. They want to know how their work impacts overall business results and how those 
results impact society. They want a connection to their company and what they accomplish through their job. Sound 
employment practices can play an important role in overall risk management by helping to hire and retain reliable, trustworthy 
workers. And, once you’ve hired the best, you certainly want them to stay. A formal retention program can benefit companies 
of any size, and may help persuade your star performers to become long‐term employees. 

Planning and implementation 
As businesses set company and employee goals, initiatives, or strategies, having a strong risk management culture helps the 
process move from planning to implementation. Having a culture that focuses on understanding the risk associated with 
change is critical to successful implementation. Companies with strong, engaged cultures recognize potential hazards or 
roadblocks in the planning stages and don’t have to wait until the implementation phase to find and solve a potential issue. 
This reduces the time and effort spent to rework those goals and put the new plans in place.  

Results 
A negative culture impacts results as much as a positive culture does. Imagine watching a business service vehicle weave in and 
out of highway traffic because the driver is texting. Worse, the driver’s distraction causes a horrific accident. When you notice the 
company name on the side of that vehicle, do you think, “I’m never going to do business with them!”? That certainly isn’t good 
advertising for that business.  

Aside from the bad publicity, a side effect of that driver’s distraction is something called hidden costs or profit leaks. They are the 
sales you never got or may never get because of the actions of your business and/or employees. These leaks come in all shapes 
and sizes, and can substantially impact a business’s profits. But, by controlling exposures, implementing best practices, and 
continuously refreshing your risk management culture, your company can create more opportunities for long‐term success than 
your competitors that don’t.  

Culture is not a task, not an initiative, not a goal—it is you, your employees, your suppliers/vendors, and everything else your 
business stands for every day. Culture is critical to success—both with customers and employees. Believe it! 
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