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Assumption of Association

Editorial
by Executive Director J. Barry Johnson

 One last time on the “assumption of association” with presidential messengers.  
 Is it not possible to like and vote for a message and yet still not like or even respect 
the messenger?  
 Why must it be assumed that every vote is based in personality - not policy?   
 Why must any American of conviction - liberal or conservative - be castigated and 
demeaned because of his or her thoughtful vote about a message that mirrors much of 
their belief system?   It seems our society cannot help but classify and then publicly and 
privately demean every voter who voted for a message.  
 No matter which side, we easily use nasty terms like racist, misogynistic, gun-toting, 
Bible-thumping stupid or liberal, pinko, socialist commie.    
 I am very tired of any man or woman constantly being classified by incredulous losers 
and by the politically-motivated press that so often seems to create controversy in order 
to sell advertising to either side.  Like either candidate was so pure -  right??  
 The method of operation from both sides now seems to be that the choice of the 
messenger is much more important than the message itself.
 I respectfully and vigorously disagree.    
 For example - How dare I vote for Trump when he is obviously such a flawed person?  
Or for Hillary as she is so obviously equally flawed but in different ways.  
 And yet I know from experience and history that every president was flawed.  In fact, 
I would submit that every man and every woman voter is probably just as flawed - in their 
own secret way.  Granted maybe just not so blatantly and publicly as these two in the 
latest election.    
 Candidates aside, should it not be the message we vote for?  
 As a conservative, free-enterprise-supporting man, should I not vote for 
the message to:
 abolish an obviously failed and bankrupted government health care system that had 
been ramrodded down our throats by the prior president  - or - cut taxes on the middle 
class so the genius of our free enterprise system can raise every family boat floating in our 
economy - or - save unborn souls from government sanctioned and funded abortions - or 
- appoint persons to the Supreme Court who are not looking to legislate socialism from 
the bench?  
 That I voted for a message, not a man or woman, has now condemned me to the 
ridicule of the righteous losers. That I did not ever care for either of the candidates to me 
was not nearly as relevant as my need to support or oppose the messages and potential 
policies they were promulgating.   And even then I do not support every message – for 
example, I believe we should pass laws to limit gun sales, institute strict registration 
regulations and even prohibit the sale of automatic killing machines.   
 I voted for the candidate that I believed shared the majority of my beliefs in hopes 
that the president and the Congress will, in fact, do what I believe is best for our country 
and my family.  I voted for the message. I believe everyone should be allowed the same 
privilege and should never be the subject of ridicule for standing by their beliefs. 
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Dealer
Dealer to

by ILMDA’s J. Barry Johnson and Marilee Casteel

Employee Passes Out at Work 
 Question:  Last week, we had a driver who was using 
a power ladder - a mechanical elevator ladder -  loading 
approximately 75 lb bundles of shingles onto the power ladder 
up to the roof, where it was being unloaded by a customer/
contractor.  The contractor noticed that our employee had 
passed out, describing him as “passed out and turning gray”.  
An ambulance was called, and he was taken to the hospital.  
 The employee has seen his doctor and has been released 
to return to work without any restrictions.  Our concern is 
that the doctor releasing him did not have access to what 
the employee does for our company.  We can only guess that 
the employee shared some of what he does.   Also, unless the 
employee is tested doing the work, how would the doctor 
know how his body might react?
 Our company is now hoping to find a medical facility that 
could test the employee to the extent that he would be fully 
exerting himself and truly prove to professional evaluators 
that he is capable to return to work without concerns for his 
own safety, the safety of those who work with him, and the 
safety of the public in general.  
 We have several questions.   Do you know of such a 
testing company?  Is it legal to test the employee now?  Can 
the employee be dismissed for being a danger to himself and 
others?  
 Answer:  Despite your probable lack of a company policy 
for these kinds of occurrences, our ILMDA attorney believes 
that having your employee evaluated by a third-party testing 
company is perfectly legal.  Of course, you will be establishing 
company policy on the fly when you deal with this kind of 
problem for the first time.  Consistency later will be essential.  
 He is checking with industry sources to try to assist in 
finding you a possible test group and will report back to me 
soon.    He wanted to make sure that you have the doctor’s 
medical release regarding this employee in writing.  Should 
the employee fail the test, you could then either offer an 
alternative job that accommodates his inability to perform 
this task or, depending on your needs at that time, take other 
action as is required. 
 The cleanest approach is to have a physical ability test 
that measures ability to lift a certain weight, carry certain 
loads, etc., with respect to physical movements/skills the job 
requires.  If, however, the test involves measuring heart rate, 
blood pressure, etc., that starts to cross the line into a medical 
examination that can be problematic under the ADA.   As 
we also discussed, conformity with established policies and 
consistency in terms of how similarly situated employees 
(past, present, and future) have been dealt with under similar 
circumstances at your company is critically important in terms 
of avoiding potential discrimination claims. 
 (With our attorney’s help, we checked with industry 
sources to try to assist in finding a possible test group, and 

our attorney found several testing sources which we reported 
back to our ILMDA member).

CDL Alcohol Issues
 Question:  Recently an employee who is a CDL driver 
voluntarily admitted himself to the hospital for alcohol 
withdrawal. He has a prior history with us of alcohol abuse.  
We have told him that he must have a doctor’s release before 
we will consider allowing him to return to work.  What should 
we do if he tries to come back to work?
 Answer: There are several different aspects to this 
situation. 
 First - Since Illinois is an “employment at-will” state, you 
can terminate the employee if you feel that he will put lives 
or your company at risk.  You will probably end up having to 
pay unemployment though. 
 Second – Since the employee is seeking help on his own 
accord and did nothing wrong (for example: get a DWI ticket), 
he is not in violation of any DOT rule or law.  If he can provide 
a doctor’s release, and you choose to allow him to return 
to work, you cannot require him to go to substance-abuse 
counseling or rehabilitation.  If he chooses to get this help, 
it is at his expense. Any follow-up alcohol testings would be 
done at the employee’s expense also. 
 Because you are in our ILMDA program, all this 
information is contained in Section 8 of your DOT Drug and 
Alcohol Policy that the employee would have signed. 
 Third – Another part of the answer as to what you 
can and cannot do will be contained in your company’s 
employee manual or policy. Each employee should have a 
copy of your policy, and you should have a signed receipt 
that they have received and read the policy at the time of 
employment. Hopefully your company policy is detailed and 
specific enough as to the requirements and consequences 
to an employee in this situation. If your policy is specific 
about termination due to alcohol abuse, and the employee 
has signed off on it, then you can require rehabilitation or 
terminate if you wish and will probably not have to pay him 
unemployment. 
 If you do not have a company policy manual or employee 
manual, it is too late now to create one just for this situation.  
But if your company does not have a manual, ILMDA and 
Knowledge Central can help you create one to protect your 
company in the future. 

Interest On Interest On Open Accounts – and 
Other Issues
 Question:  Can we charge interest on interest on accounts 
that are multiple months past due?  We are developing a 
proposed new credit policy for personal customers.   According 
to our proposed new credit agreement, we are considering 

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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Dealer to Dealer
Continued from page 4cx

charging 2% per month, and we would like to set up provisions 
to compound the interest. Is this legal?
 Answer:  You have several issues here we need to address 
before you begin instituting this credit policy.  ILMDA double 
checked with our attorney and with our retail association 
friends, and it is clear that you are not allowed to charge 
interest on interest.  In addition, and of importance too, is that 
in Illinois you are not allowed to charge consumer customers a 
rate above 1.5 percent per month on either the average daily 
unpaid balance of the principal of the debt during the billing 
cycle or of the unpaid balance of the debt on approximately 
the same day of the billing cycle.
 Listed below is the statute penalty to a retailer for charging 
a usurious rate:  

Recipient subject to suit for twice total of all interest, 
charges, and attorney’s fees and court costs (815 ILCS 205/6) 

Sales to business entities and corporations are different that 
consumer laws.  A creditor can legally charge these entities 
any rate of interest.   You may note that credit card companies 
and other creditors charge higher rates, that is because there 
are exceptions to the limit for credit extended by a bank or 
credit card company who are based in other states that can 
use their own state’s rate rather than Illinois.

(815 ILCS 205/4.2) (from Ch. 17, par. 6407) 
  Sec. 4.2. Revolving credit; billing statements; disclosures. On a revolving 
credit which complies with subparagraphs (a), (b), (c), (d) and (e) of this Section 
4.2, it is lawful for any bank that has its main office or, after May 31, 1997, a branch 
in this State, a state or federal savings and loan association with its main office 
in this State, a state or federal credit union with its main office in this State, or 
a lender licensed under the Consumer Finance Act, the Consumer Installment 
Loan Act or the Sales Finance Agency Act, as such Acts are now and hereafter 
amended, to receive or contract to receive and collect interest in any amount 
or at any rate agreed upon by the parties to the revolving credit arrangement. 
It is lawful for any other lender to receive or contract to receive and collect 
interest in an amount not in excess of 1 1/2% per month of either the 
average daily unpaid balance of the principal of the debt during the billing 
cycle, or of the unpaid balance of the debt on approximately the same day 
of the billing cycle. If a lender under a revolving credit arrangement notifies the 
debtor at least 30 days in advance of any lawful increase in the amount or rate of 
interest to be charged under the revolving credit arrangement, and the debtor, 
after the effective date of such notice, incurs new debt pursuant to the revolving 
credit arrangement, the increased interest amount or rate may be applied 
only to any such new debt incurred under the revolving credit arrangement. 
For purposes of determining the balances to which the increased interest rate 
applies, all payments and other credits may be deemed to be applied to the 
balance existing prior to the change in rate until that balance is paid in full. The 
face amount of the drafts, items, orders for the payment of money, evidences of 
debt, or similar written instruments received by the lender in connection with 
the revolving credit, less the amounts applicable to principal from time to time 
paid thereon by the debtor, are the unpaid balance of the debt upon which the 
interest is computed. If the billing cycle is not monthly, the maximum interest 
rate for the billing cycle is the percentage which bears the same relation to the 
monthly percentage provided for in the preceding sentence as the number 
of days in the billing cycle bears to 30. For the purposes of the foregoing 
computation, a “month” is deemed to be any time of 30 consecutive days. In 
addition to the interest charge provided for, it is lawful to receive, contract 
for or collect a charge not exceeding 25 cents for each transaction in which a 
loan or advance is made under the revolving credit or in lieu of this additional 
charge an annual fee for the privilege of receiving and using the revolving credit 
in an amount not exceeding $20. In addition, with respect to revolving credit 
secured by an interest in real estate, including a manufactured home as defined 
in subdivision (53) of Section 9-102 of the Uniform Commercial Code that is 
real property as defined in the Conveyance and Encumbrance of Manufactured 

Homes as Real Property and Severance Act, it is also lawful to receive, contract 
for or collect fees lawfully paid to any public officer or agency to record, file or 
release the security, and costs and disbursements actually incurred for any title 
insurance, title examination, abstract of title, survey, appraisal, escrow fees, and 
fees paid to a trustee in connection with a trust deed. 
 (a) At or before the date a bill or statement is first rendered to the debtor 
under a revolving credit arrangement, the lender must mail or deliver to the 
debtor a written description of the conditions under which a charge for interest 
may be made and the method, including the rate, of computing these interest 
charges. The rate of interest must be expressed as an annual percentage rate.  
 (b) If during any billing cycle any debit or credit entry is made to a debtor’s 
revolving credit account, and if at the end of that billing cycle there is an unpaid 
balance owing to the lender from the debtor, the lender must give to the debtor 
the following information within a reasonable time after the end of the billing 
cycle: 
  (i)  the unpaid balance at the beginning of the billing cycle;
  (ii) the date and amount of all loans or advances made during the billing 

cycle, which information may be supplied by enclosing a copy of the 
drafts, items, orders for the payment of money, evidences of debt 
or similar written instruments presented to the lender during the 
billing cycle;

  (iii) the payments by the debtor to the lender and any other credits to 
the debtor during the billing cycle;

  (iv) the amount of interest and other charges, if any, charged to the 
debtor’s account during the billing cycle;

  (v) the amount which must be currently paid by the debtor and the date 
on which that amount must be paid in order to avoid delinquency;

         (vi) the total amount remaining unpaid at the end of the billing cycle 
and the right of the debtor to prepay that amount in full without 
penalty; and

  (vii) information required by (iv), (v) and (vi) must be set forth in type of 
equal size and equal conspicuousness.

 (c) The revolving credit arrangement may provide for the payment by the 
debtor and receipt by the lender of all costs and disbursements, including 
reasonable attorney’s fees, incurred by the lender in legal proceedings to collect 
or enforce the debt in the event of delinquency by the debtor or in the event 
of a breach of any obligation of the debtor under the arrangement.  
 (d) The lender under a revolving credit arrangement may provide credit life 
insurance or credit accident and health insurance, or both, with respect to the 
debtor and may charge the debtor therefor. Credit life insurance and credit 
accident and health insurance, and any charge therefor made to the debtor, 
shall comply with Article IX 1/2 of the Illinois Insurance Code, as now or hereafter 
amended, and all lawful requirements of the Director of Insurance related 
thereto. This insurance is in force with respect to each loan or advance made 
under a revolving credit arrangement as soon as the loan or advance is made. 
The purchase of this insurance from an agent, broker or insurer specified by the 
lender may not be a condition precedent to the revolving credit arrangement 
or to the making of any loan or advance thereunder. 
 (e) Whenever interest is contracted for or received under this Section, no 
amount in addition to the charges authorized by this Act may be directly 
or indirectly charged, contracted for or received whether as interest, service 
charges, costs of investigations or enforcements or otherwise. 
 (f) The lender under a revolving credit arrangement must compute at 
year end the total amount charged to the debtor’s account during the 
year, including service charges, finance charges, late charges and any 
other charges authorized by this Act, and upon request must furnish such 
information to the debtor within 30 days after the end of the year, or if the 
account has been terminated during such year, may give such requested 
information within 30 days after such termination. The lender shall annually 
inform the debtor of his right to obtain such information. 
  (g) A lender who complies with the federal Truth in Lending Act, amendments 
thereto, and any regulations issued or which may be issued thereunder, shall 
be deemed to be in compliance with the provisions of subparagraphs (a) and 
(b) of this Section. 
 (h) Anything in this Section 4.2 to the contrary notwithstanding, if the 
Congress of the United States or any federal agency authorizes any class of 
lenders to enter, within limitations, into a revolving credit arrangement secured 
by a mortgage or deed of trust on residential real property, any person, firm, 
corporation or other entity, not otherwise prohibited by the Congress of 
the United States or any federal agency from entering into revolving credit 
arrangements secured by a mortgage or deed of trust on residential real 
property, may enter into such arrangements within the same limitations. 

(Source: P.A. 98-749, eff. 7-16-14.)



The ILMDA AdvantagePage 6

Dax D. Campbell, CFP, MSFS, is a Financial Advisor with Ameriprise Financial Services, Inc. in Springfield and Mattoon, 
Illinois.  He specializes in fee-based financial planning and asset management strategies and has been in practice for 20 
years. To contact him:  ameripriseadvisors.com/dax.d.campbell, phone: 217-726-9917, Address:  993 Clocktower Drive 
- Suite B, Springfield, Illinois 62704.

Is There a Right Time to Take Social Security?

 Social Security benefits are a cornerstone of retirement 
income for many Americans. Yet, deciding when to start 
collecting benefits can be a puzzle, and the solution is different 
for everyone. You can claim Social Security as early as age 62, 
or delay it until your 70th birthday. The longer you wait, the 
larger your monthly benefit will be. There are a variety of ways 
you can structure your Social Security claiming strategy, based 
on your income needs, personal savings and retirement goals. 
Use the following three scenarios to evaluate what timing is 
best for you:

Starting Social Security early
 A person who will retire at age 62 is counting on Social 
Security to help meet income needs once retirement begins. His 
monthly benefit will be $1,500, 25 percent below what he would 
have received at age 66, which is his full retirement age. 
 Those who claim early will receive a smaller monthly 
benefit. If you are retired or plan to retire early, claiming Social 
Security before full retirement age may make sense. Social 
Security can help you cover living costs and prevent you from 
having to draw down significant sums from your personal 
savings. Therefore, this form of cash flow can help sustain your 
savings for what could be decades in retirement. However, if 
you keep working after you claim and your income exceeds 
the earnings limit, you might sacrifice some of your current 
Social Security benefits until you reach full retirement age.

Claiming benefits at full retirement age 
 A working spouse plans to claim her full retirement benefit 
at age 66. Claiming helps provide a cash flow cushion as she and 
her husband begin a slow transition into retirement. Her benefit 
of $2,733 per month would be 32 percent higher if she waited 
until age 70, but she will collect a minimum of $32,796 per year 
in benefits beginning at age 66.
 Waiting until full retirement age to claim benefits means 
that your monthly paycheck will be higher than if you began 
taking them at an earlier age. For a married couple needing 
an income boost, it may be wise to have the lower earning 
spouse (who qualifies for a lower Social Security benefit) be 
the one who claims benefits first. This is because if the spouse 
earning the higher Social Security benefit is the first to die, 
the surviving spouse will begin to collect that person’s higher 
benefit. Therefore, it may make sense to have the higher-
earning spouse delay claiming until he or she qualifies for the 
highest possible benefit.

Collecting benefits as late as possible
 Starting on his or her 70th birthday, a person can begin 
collecting the maximum benefit. Knowing this, a wife who is 
the highest-earning spouse waits until turning 70 to first collect 
Social Security, generating income of $3,224 per month. That is 
32 percent higher than the $2,450 monthly benefit she qualified 
for at full retirement age.
 If you choose to keep working, or you rely on your 
savings until you claim at age 70, you will qualify to receive 
the maximum monthly benefit. After age 70, the maximum 
amount does not change, so there is no reason to delay 
collecting beyond your 70th birthday. Waiting to claim may 
make sense if you plan to continue working later in life or if 
you have sufficient assets to satisfy your income needs once 
you retire without risking your long-term financial security. 

Be mindful when making decisions
 Determining when to claim Social Security is something 
that is best done in the context of your overall retirement plan. 
Know what other sources of income are available and how 
those can best be utilized in conjunction with Social Security. 
Discussing this matter with your financial advisor can help you 
make suitable choices for your circumstances.

Investment advisory products and services are made available 
through Ameriprise Financial Services, Inc., a registered investment 
adviser.   Ameriprise Financial Services, Inc. Member FINRA and SIPC.  
© 2017 Ameriprise Financial, Inc. All rights reserved.  
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Tight-Knot Western
Red Cedar Siding
Columbia Cedar manufactures
siding, decking, fencing and
interior paneling products.

Edmund Allen Lumber is proud
tto stock quality Western Red
Cedar products from our trusted
friends. If you want quality cedar
products, you can count on
Edmund Allen Lumber.

A Perfect Partnership

An Employee Owned Company

(800) 892-1884

Edmund Allen Lumber & Columbia Cedar
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ALERT: Required Minimum Distribution Rules

Financial
Holm

 Many people wait as long as possible to withdraw funds 
from tax-deferred retirement plans such as IRAs and 401(k)s 
in order to give their investments more time to grow. But the 
IRS won’t let you postpone the income taxes indefinitely. Once 
you reach age 70½, you generally must begin taking required 
minimum distributions (RMDs) from these accounts each year, 
whether you need the money or not, or face a penalty equal 
to 50% of the required amount that was not withdrawn.
 Annual RMD amounts are based on your account balances 
(as of December 31 of the previous year), your age in the 
current tax year, and your life expectancy as defined in IRS 
tables. To calculate your RMDs, simply divide the value of each 
retirement account balance by the distribution period in the 
IRS life expectancy table.

Mark Your Calendar
 Required minimum distributions must start for the year 
in which you turn 70½, but you have a one-time opportunity 
to wait until April 1 (not April 15) of the following year to take 
your first distribution (however, doing so requires taking two 
distributions in one year). For example, if your 70th birthday Continued on page 11

was in October 2017, you will turn 70½ in April 2018 and must 
take an RMD for 2018 no later than April 1, 2019. You must take 
your 2019 distribution by December 31, 2019.
 Be aware that your RMD for the year must be taken before 
any account rollover (or a Roth conversion) can be made. 
Otherwise, the rolled-over RMD amount could be considered 
an excess contribution, which is subject to a 6% penalty for 
each year it remains in the account.
 If you continue working into your 70s, you can wait to take 
RMDs from your current employer’s 401(k) plan until after you 
retire, but you still must take RMDs from other tax-deferred 
accounts (except Roth IRAs).

Aggregation Rules Vary
 Toward the beginning of the year, retirement plan 
administrators typically send a notice about the amount of any 
RMD due by year-end. Still, it’s important to understand which 
RMDs can be combined and which accounts must distribute 
separate RMDs.
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 The information in this newsletter is not intended as tax, legal, 
investment, or retirement advice or recommendations, and it may 
not be relied on for the purpose of avoiding any federal tax penalties. 
You are encouraged to seek 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 Broadridge Advisor Solutions. 
© 2017 Broadridge Investor Communication Solutions, Inc.

Contact Terry at 773-684-7600 tholm@holmfinancial.com
 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.

LBM Advantage
Better. Stronger. Together.

We are LBM Advantage, a dealer owned, lumber and building material buying cooperative.

LBM Advantage creates National Buying Power by combining the multi-billion dollar purchasing power  
of our members. As a result, they enjoy a clear competitive advantage in their marketplace.

www.lbmadvantage.com
With over 1100 independent lumberyards across the United States, our members enjoy  

National Buying Power through cooperation and combined purchasing clout.

Traditional, SEP, and SIMPLE IRAs
 One of the benefits of IRAs is that RMDs for multiple 
accounts can be aggregated. Each RMD must be calculated 
separately but can be taken from any IRA owned by the same 
person. Let’s say you have two IRAs, and your RMDs are $10,000 
and $8,000, respectively. You can take whatever amount you 
want from one or both accounts as long as your withdrawals 
add up to $18,000 (or more).

Employer plans 
 403(b) accounts follow rules similar to IRAs: RMDs must 
be calculated separately, but can be taken (in whole or in part) 
from any of your 403(b) accounts.
 RMDs from 401(k) and 457(b) accounts cannot be 
aggregated. RMDs must be calculated for each individual plan 
and taken only from that plan.
 Also, RMDs for one type of account can never be taken 
from a different type of account. For example, a 401(k) RMD 
cannot be taken from an IRA. Plus, RMDs from different account 
owners may never be aggregated, so one spouse’s RMD cannot 
be taken from the other spouse’s account, even if the couple 
files a joint tax return.

 If you have multiple tax-deferred accounts, coordinating 
RMDs could be quite complicated. Before you take any specific 
action, be sure to consult with your tax professional.

Distributions from traditional IRAs and most employer-sponsored 
retirement plans are taxed as ordinary income. Withdrawals taken 
prior to age 59½ may be subject to a 10% federal income tax 
penalty, with certain exceptions as outlined by the IRS.

Holm Financial
Continued from page 10
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What are my Health Insurance options when I turn age 65??

 Everyone has the option to enroll in Medicare Part A and B when they turn age 65. It is a 7- month window. 3 months before 
your birthday month, the month of your birthday and the 3 months after your birthday month.
 Medicare Part A and B start on the 1st of the month only. Typically, the effective date will be the first of the month, within 
the month you turn age 65. If your birthday is on the first of the month, then your effective date will be the 1st of the month, 
in the previous month of your birthday month (not confusing at all, is it?) EXAMPLE – if your birthday if on March 1st, then your 
effective date will be February 1st.
 You don’t have to take Medicare at this time, it would depend on your personal circumstances and if this is the best fit for 
you.

Here are some options to consider:
•	 If someone is receiving Social Security Benefits when they turn age 65, they will automatically receive a Medicare card 

that shows they are automatically enrolled in Part A and B. 
•	 If you are not receiving Social Security Benefits, then you would go the Social Security to apply for Parts A and B
•	 When you receive your Medicare card, you have the option of opting out of Part B until a later date. You cannot opt 

out of Part A since it is a free benefit. Many people still working do this
•	 An employer cannot kick an employee off a group plan when they turn 65. They can talk to the employee and let them 

know that it would be better for the employer group plan cost, if they were no longer on the plan. If the employee is 
willing to come off the plan, they can do this voluntarily

•	 When an employee age 65 or older is removed from the group plan, the cost savings is SIGNIFICANT. Considering 
Medicare Part A, B and a Supplement are better medical coverage than a group plan, it’s a win for everyone.

•	 If someone is over age 65 and leaves group insurance for the first time, this is considered a “qualifying event” therefore 
they would be able to enroll in Medicare Part B without a late enrollment penalty

•	 If someone has an “Individual Health Policy” (not a plan through their employer) they would need to enroll in Medicare 
Part A and B when they turn age 65 or would be subject to the late enrollment penalty. For most people this will be 
better coverage and much lower premiums.

We hope this is helpful information! If we can answer any questions for you, please don’t hesitate to call!

For more information contact:  
Lori Curry, Life & Health   217-321-3149   lcurry@troxellins.com
Jimmy Mitchell   217-321-3246   tmitchell@troxellins.com
www.troxellins.com

QUESTIONS ABOUT  THE MEDICARE PROCESS?
HOW IT ALL WORKS TOGETHER

Part 2 of 2

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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Go to ILMDA.com/KNOWLEDGE CENTRAL/MY CURRICULUM 
for a listing of training courses.

Use the AVAILABLE tab to actually take the courses online. 

Included are 65 training modules divided into job specific modules:
• ALL EMPLOYEE OSHA TRAINING

• MANAGER & SUPERVISOR TRAINING
• JOB SPECIFIC TRAINING

• FEE BASED REQUIRE EMPLOYEE COURSES 

IF YOU LIVE IN FEAR OF AN OSHA AUDIT
ILMDA OFFERS FREE-ONLINE 

COMPLIANCE TRAINING

JUST SIGN IN TO BPRA KNOWLEDGE CENTRAL 
AND FOLLOW THE LINKS.
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Message from Our Expo Chairman 

Thursday, February 8, 2018
All activities will be held at the hotel

9:00 a.m. – 11:45a.m. 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 Metal Sales Mfg. & Tempco Products Co.

3:00 p.m.  Bar Opens

4:00 p.m. – 6:00 p.m. Auction & Cocktail Party 
  Everyone Invited 

Reception Sponsored by Federated Insurance

Schedule At-A-Glance

Special Thanks to our 
Proud Sponsors in 2018

BlueTarp Financial

Federated Insurance Co.

Hutchison Lumber & Building 
Products

Metal Sales Mfg.

Okaw Truss

Quaker Windows & 
Doorstempco Products

Tempco Products

Woolf Distributing
(as of 12/14/17)

Convention Headquarters Hotel:

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

Toll Free: 
1-800-547-0711

Reference Code: 0208LUM

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 = $100+tax

Group Rate is guaranteed through 
January 24 for 

ILMDA Expo attendees.

Welcome to the 2018 ILMDA Expo

 Hello, and welcome to the 2018 ILMDA Expo. This year’s 
expo, as it been for a few years now, is being held at the 
Par-A-Dice Hotel and Casino in East Peoria, Il. The date is 
Thursday, February 8th, with doors opening at 9 a.m. for 
education seminars and the show floor opening at 10 a.m. 
We have several events on this year’s agenda, including 
four great education seminars.  A large percentage of the 
booths are already reserved, and the show floor is filling 
up earlier than in years past.  Included in this brochure is 
a list of the suppliers who have signed up so far to exhibit, 
and there will be more exhibitors added by show time.
 I mention this to all of you as sign of what we’ve been 
seeing and hearing from retail dealers and exhibitors 
alike…that there is a renewed interest and better 

attendance as a result of our new format.  If you haven’t been to our Expo in the last 
few years, you really owe it to yourselves to attend this February. The feedback has 
been very positive, and there is a new energy to the show. 
      The schedule of events is similar to years past. The Educational Seminars commence 
at 9 a.m. and thanks to Metal Sales Mfg and Tempco Products, there will be a free 
lunch served starting at 11:30 am. The very popular free cocktail reception will begin 
at 4:00 p.m. when the show floor closes.   This is a great way to wind down the day and 
connect with your fellow show attendees. Come bid on the many silent auction items 
that are displayed during the cocktail party.  
     I would like to encourage those of you who have not attended recently to 
make an effort to be there this year for a few hours or for the whole day.  And I 
would personally like to thank all of you who do come and support the ILMDA 
Expo. To our generous sponsors, thank you as well!  
      In closing, we hope to see all of you on the 8th of February. Come see lots of 
new products and many old friends.  

Chris Burton
Warrior Building Products
2018 ILMDA Expo Chairman

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. 

Chris Burton
Warrior Building Products
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Demos and Seminars

Thursday, February 8, 2018
FREE to attend
9:00 a.m. – 9:45 a.m.
BlueTarp Financials
 Build A Winning Game Plan Through Credit
 Boost cash flow, grow sales & eliminate risk through a 

great credit program.
 Topics covered:

n	Understanding the importance of cash flow
n	Understanding underlying factors in the LBM 

industry
n	Clear understanding of your true cost of credit
n	Clear alignment of philosophy & limits with business 

goals
n	Integrating Sales and Credit decisions
n	Tailor sales and service level decisions based on 

customer risk and profitability (L.E.A.P.)
*BlueTarp will give away a few $50 VISA gift cards 
during the presentation.

9:00 a.m. – 9:45 a.m.
Federated Insurance
 Estate and Succession Planning for the 

Business Owner
 This seminar will cover how to properly plan and pass 

your estate, avoiding the probate process, minimizing 
taxes, and asset protection – all tailored toward business 
owners.   Additionally, the seminar will cover buy/sell 
agreements for closely held businesses.

10:00 a.m. – 10:45 a.m. 
Huber Engineered Woods
 The What, Why and How of ZIP System 

Sheathing 
 Learn about the benefits and proper installation of 

ZIP System Sheathing and understand  why builders 
around the country are embracing these benefits 
over conventional methods to achieve better building 
performance and improve productivity for their bottom 
line.

You could win $500 in cash!  
Sponsored by BlueTarp Financial 

Stop and talk to BlueTarp Financial in booth #20 and leave the ticket you will be given at the registration desk.  
One ticket will be drawn during the cocktail party, with $500 in cash going to the lucky person.  You MUST be 
present at the drawing to win.

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. All proceeds will support the 
association’s 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

11:00 a.m. – 11:45 a.m. 
Parksite
 The Latest in Low-Maintenance Exterior 

Products
 Home owners no longer want to spend hours with the 

upkeep of the exterior of their home. Join us as we unveil 
the newest, low-maintenance products that will please 
each and every one of your customers.   From exterior 
cladding, trim, decking and more, let us show you the 
industry-leading products when it comes to ease of 
installation and low upkeep.
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EXPO 2018 Exhibitors
Altec Cranes
210 Inverness Center Drive
Birmingham AL 35242
(312) 459-6627
www.altec.com
dan.tomasek@altec.com

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

Anasco Inc./A B2B Industrial 
Packaging Co.
313 S Rohlwing Rd
Addison IL 60101
(630) 953-1111
www.anasco.com
dsummerfield@b2bind.com

BlueTarp Financial
One Monument Square, Ste 800
Portland ME 04101
(888) 321-6698
www.bluetarp.com
tguillerault@bluetarp.com

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

Cedar Creek LLC
122 E. Chain of Rock Road
Granite City IL 62040
(800) 388-2889
www.cedarcreek.com
zwestfall@cedarcreek.com
510 E Third St
Milan IL 61264
crudy@cedarcreek.com

CertainTeed Corporation
20 Moore’s Road
Malvern PA 19355
(800) 233-8990
www.certainteed.com
lance.h.finland@saint-gobain.com

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

East Side Lumberyard Supply Co., Inc.
1101 W Maple St
Herrin IL 62948
(618) 942-3281
www.eastsidelbr.com
donjr@eastsidelbr.com
728 James Thompson
East St. Louis IL 62202
eastsideesl@yahoo.com

ECi Software Solutions
4400 Alliance Gateway Freeway, #154
Fort Worth TX 76177
(800) 777-8231
www.ecisolutions.com
info@ecisolutions.com

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

The Empire Company, Inc.
8181 Logistic Drive
Zeeland MI 49464
(800) 253-9000
www.empireco.com
e1salesorders@empireco.com

Federated Insurance Companies
121 East Park Square
Owatonna MN 55060
(507) 455-5368
www.federatedinsurance.com
wcodykirk@fedins.com

GAF
900 S. Frontage Road Suite 350
Woodridge IL 60517
(331) 212-1124
www.gaf.com
ckoenig@gaf.com

Guardian Building Products
6301 N Gateway Dr
Marion IA 52302
(800) 234-5539
www.guardianbp.com
don_allison@gbpd.com
gary_knutson@gbpd.com

Hixson Lumber Sales, Inc.
1575 School Street
Hillsboro IL 62049
(800) 844-1503
www.hixsonlumbersales.com
kbrewer@tcworks.net
2010 Skelgas Road
Streator IL 61364

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

Hutchison Lumber & Building 
Products
940 E Main Street
Manchester IA 52057
(563) 922-2005
www.hutchison-inc.com
thoeger@hutchison-inc.com

Huttig Building Products
4072 Nash Road
Cape Girardeau MO 63702
(800) 866-0020
www.huttig.com
blaplaga@huttig.com

Illinois Trucking Association
932 S Spring Street
Springfield IL 62704
(630) 654-0884
www.iltrucking.org
matt@iltrucking.org
2250 S Chicago Street
Joliet IL 60436

Krauter Auto-Stak
1435 Brookville Way Ste C
Indianapolis IN 46239
(800) 992-2824
www.ks-ka.com
info@KS-KA.com

LS Building Products
300 Pinecrest Dr
East Peoria IL 61611
(309) 694-4356
www.ls-usa.com
marybeth@ls-usa.com
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EXPO 2018 Exhibitors
Lumberman’s Wholesale, Inc. (LWI 
Supply)
1551 Crescent Lake Drive
Montgomery IL 60538
(800) 325-5149
www.lwisupply.com
info@lwisupply.com

Marvin Windows and Doors
PO Box 100
Warroad MN 56763
(866) 687-8441
www.marvin.com
nickbaggio@marvin.com

Maze Nails
100 Church St
Peru IL 61354
(800) 435-5949
www.mazenails.com
info@mazenails.com

Metal Sales Mfg. Corp.
8111 29th Street West
Rock Island IL 61201
(800) 747-1206
www.metalsales.us.com
sjacobson@metalsales.us.com

Metrie, Inc.
2200 West Haven
New Lenox IL 60451
(815) 717-2660
www.metrie.com
sales@metrie.com

Mid-Am Building Products
2425 S Wabash
Centrallia IL 62801
(866) 755-7636
www.midambuilding.com
kevin.drewel@midambuilding.com

Midwest Office Supply/BPRA
1999 W Wabash, Ste 200
Springfield IL 62704
(217) 753-5555
www.midwestofficesupply.com
kgaffney@midwestofficesupply.com

Midwest Perma-Column, Inc.
7407 N. Kickapoo Edwards Road
Edwards IL 61528
(800) 798-5562
www.midwestpermacolumn.com
pehnle@midwestpermacolumn.com

Millwork Supply
540 Meyer Rd
Bensenville IL 60106
(888) 685-0077
www.millwork-supply.com
rsmith@millwork-supply.com

Otto Brandt Wines Inc.
110 Main St
Lemont IL 60439
(217) 415-0966
bobopopo1954@gmail.com

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

Parksite
1563 Hubbard Ave
Batavia IL 60510
(800) 338-3355
www.parksite.com
sannable@parksite.com

Pennsylvania Lumbermens Mutual 
Insurance Company
2005 Market St Ste 1200
Philadelphia PA 19103
(800) 752-1895
www.plmilm.com
custserv@plmilm.com

Quality Edge Building Products
2712 Walkent Dr NW
Walker MI 49544
(888) 784-0878
www.qualityedge.com
info@quality-edge.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) 437-3000
www.rollex.com
marketing@rollex.com

Simpson Strong-Tie, Inc.
2600 International Street
Columbus OH 43228
(800) 999-5099
www.strongtie.com
rschaefer@strongtie.com

Snyder Insurance
1 Brickyard Dr
Bloomington IL 62701
(877) 725-1800
www.snyder-ins-agency.com
brian.soule@insurewithsnyder.com

Tempco Products Company
301 E Tempco Ave
Robinson IL 62454
(618) 544-3175
www.TempcoProducts.com
tempco@tempcoproducts.com

Wabash Valley Wood Protection, Inc.
700 Fulton Glass Road
Vincennes IN 47591
(812) 886-0551
www.wabashwood.com
bev@wabashwood.com

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

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

Wausau Supply
7102 Commerce Dr
Schofield WI 54476
(800) 804-0804
www.wausausupply.com
Adam.Hueckstaedt@wausausupply.com

Woolf Distributing Co., Inc.
515 South Maxwell Road
Peoria IL 61607
(800) 334-3695
www.woolfdistributing.net
dkiesewetter@woolfdistributing.net
1625 W Lake Shore Drive
Woodstock IL 60098
(800) 562-3499
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Adler Warehouse & Sales

Alexandria Moulding

Amerhart, Ltd.

Anthony Supply Co., Inc.

Bear Creek Truss, Inc.

BlueTarp Financial

Boise Distribution

Cedar Creek 

Dealers Choice

East Side Lumberyard Supply

ECi Spruce Computer Systems

Edmund A. Allen Lumber Co.

The Empire Company

Federated Insurance

Forest Products Supply Co.

GAF

Guardian Building Products

Hixson Lumber Sales

Holm Financial

Hutchison Lumber/Division of 
Hutchison Lumber & Building

Huttig Building Products

Klauer Manufacturing

Krauter Auto-Stak

LBM Advantage

LS Building Products

Lumberman’s Wholesale

MAX USA

Maze Nails

Metal Sales Mfg.

Metrie, Inc.

Mid-Am Building Supply

Millwork Supply 

The Murkin Group

Okaw Truss

Pennsylvania Lumbermens  
Mutual Insurance

Prairie Wholesale Supply

Presnell Bros., Inc.

Rehkemper and Sons, Inc.

River City Millwork

Rollex Corp.

Runnion Equipment Company

Simpson Strong Tie Co.

Snyder Insurance

Tempco Products

Troxell

Truss-Slater

Wabash Valley Wood Protection

Wall-Vern Products

Warrior Building Products

Woolf Distributing Co.


