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Federated’s Client Contact Center is staffed by friendly,  
knowledgeable employees ready to respond to your insurance-
related phone requests within seconds, making us one of  
the industry leaders. Discover the value of live customer service 
with a “Minnesota Nice” accent.

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

Our Client Contact Center 
speaks a foreign language…

It’s Our Business
to Protect Yours®

 

*Federated Service Company is not licensed in the states of NH, NJ, RI, and VT.                     © 
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Editorial
by Executive Director J. Barry Johnson

A New Way to Buy Nail Aprons
For well over one hundred years ILMDA has provided our dealers with association 
purchasing programs for everything from nail aprons to insurance.  This service has 
been a great way for our staff to work with and be of real service to our members.  

The theory has always been that your employees need to be selling lumber and the 
association can help with the necessary, but often time consuming and mundane 
tasks that are important to your business function and image - like ordering nail 
aprons.  Plus we have always had decent group pricing.  

ILMDA is seeking ways to bring you even more offerings through technology.

As we move into the techno-age, ILMDA has partnered with other state and multi-
state associations to bring our local yards the purchasing power of our nationwide 
network of dealers.  This group is called the Building Products Retailer Alliance 
(BPRA) and is now poised to bring to our members savings as a buying group.  

Under the BPRA banner, our members will on their respective state websites, be 
offered ever increasing opportunities to purchase products and services with greater 
speed, convenience and at much lower group pricing.  This really will be a new way 
to purchase nail aprons.  

The cover of this month’s Advantage introduces our members to the Internet Lumber 
Mall.  The iLumber Mall will be a series of online stores where you, your customers, 
and even your softball leagues, churches and best contractor customers can log 
on and find special deals on everything from embroidered polo golf shirts to an 
online Craig’s List type store for your distressed inventory.  The stores will be serving 
members nationwide so prices will always be low and convenience maximized.

Initially there are three stores open.  The iLumber Apparel Store is now open for 
business and promises quick turn around on quality embroidered products.  This 
includes everything from hats to denim work shirts jackets and hoodies.  The list of 
quality items and prices is impressive.  

In the iLumber Apparel Store you can actually upload your company logo. Under 
Customize you can place and resize the logo on the shirt or hat of your choice, 
change the background and thread color, choose the quantity and order the items 
produced and delivered all in one short period of time. 

Continued on page 4
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Dealer
Dealer to

by ILMDA Executive Director J. Barry Johnson

14 Day Law? 
 QUESTION:  We have a large vendor who just recently 
went into receivership.  We owe some money on recent 
purchase to this vendor.  I seem to recall an Illinois law 
that provided a vendor the right to reclaim inventory within 
14 days of shipping.  I am concerned that if we pay and 
then receive the recall register letter we will be fighting 
with the receiver for our cash back or inventory.   Do you 
remember such a law?
 ANSWER:  We have checked with several legal 
sources and even the Illinois Retail Merchants Association 
and have been unable to locate any law with these 
provisions.  However, it certainly would be prudent to 
at least delay payments 14 days to just be on the safe 
side.     
 We assume you have possession of the materials 
you are to pay for.  If not, I would certainly advise against 
paying for materials that are to be delivered at a future 
point in time.

“BULK SALE STOP ORDER”  
 QUESTION: We are purchasing a neighborhood 
hardware store and are about to have the closing and the 
Illinois Department of Revenue (IDOR) has sent us a legal 
document called a “BULK SALE STOP ORDER”  
 IDOR represents that the sellers of the business owe a 
humongous amount of money to the state and that we as 
the purchaser must withhold this amount from our purchase 
price.  We are unable to get anyone from IDOR to return 
our calls or provide for us an accounting of the amount 
they say is owed.  This may ruin our ability to close this 
transaction.  What should we do?
 ANSWER:  ILMDA was able to find a responsible 
person at IDOR and it was learned that the sellers do not 
owe the amount shown on the BULK SALE STOP ORDER.  
It seems the IDOR practice is to triple the amount they 
calculate is owed to the State of Illinois and that they had 
also calculated incorrectly the actual amount owed.
 Once all this was corrected at the State we are happy 
to report that the closing was concluded on time and that 
the State of Illinois was paid the correct amount.

CAN WE FIRE THIS GUY?
 QUESTION:  Can we demand to find out the identity 
of an employee who constantly files complaints about 
workplace safety with OSHA?  Can we fire him?
 ANSWER:  Wow this is a dangerous arena.  Let me 
share the following about this subject.   
 The answer is NO!  The OSH Act protects workers who 
complain to their employer, OSHA or other government 
agencies about unsafe or unhealthful working conditions in 
the workplace or environmental problems. You cannot be 

transferred, denied a raise, have your hours reduced, 
be fired, or punished in any other way because you 
used any right afforded to you under the OSH Act. 
Help is available from OSHA for whistleblowers.

More of “CAN WE FIRE THIS GUY?”  
QUESTION: What can I do if I think my workplace is 
unsafe?
 ANSWER: If you believe working conditions are unsafe 
or unhealthful, we recommend that you bring the conditions 
to your employer’s attention, if possible.
 Workers, or their representatives, may file a complaint 
and ask OSHA to inspect their workplace if they believe 
there is a serious hazard or their employer is not following 
OSHA standards. 
 A worker can tell OSHA not to let an employer know 
who filed the complaint.
 It is against the Act for an employer to fire, demote, 
transfer or discriminate in any way against a worker for 
filing a complaint or using other OSHA rights.
 You can file a complaint online; download the form 
[En Espanol*] and mail or fax it to the nearest OSHA 
office; or call 1-800-321-OSHA (6742). Most complaints 
filed online may be resolved informally over the phone 
with your employer. Written complaints that are signed 
by a worker or worker representative and submitted to 
the closest OSHA office are more likely to result in onsite 
OSHA inspections.
 When the OSHA inspector arrives, workers and their 
representatives have the right to:
 Go to the inspection.
 Talk privately with the OSHA inspector.
Be part of meetings with the inspector and the employer 
before and after the inspection is conducted.
 Where there is no union or employee representative, 
the OSHA inspector must talk confidentially with a 
reasonable number of workers during the course of the 
investigation.
 An inspector who finds violations of OSHA standards 
or serious hazards may issue citations and fines. A citation 
includes the methods an employer must use to fix a 
problem and the date by when the corrective actions must 
be completed. Workers only have the right to challenge the 
deadline for when a problem must be resolved. Employers, 
on the other hand, have the right to contest whether there 
is a violation or any other part of the citation. Workers or 
their representatives must notify OSHA that they want to be 
involved in the appeals process if the employer challenges 
a citation.
 If you send in a complaint requesting an OSHA 
inspection, you have the right to find out the results of the 
OSHA inspection and request a review if OSHA decides 
not to issue citations.

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

The second store is the iLumber Promo Store where 
you really can choose from a full line of nail aprons 
and 300,000 other specialty items.  From golf balls to 
carpenter pencils, this is an easy answer for these kinds 
of promotional items.  

The iLumber Load Securement Store is also about 
to open for business.  We have partnered with Cargo 
Equipment Corporation to provide our dealers nationwide 
with the very best strapping at discounted prices.  All of 
these purchases can be made online today or soon.

We are working on an iLumber Office Products and 
Furniture Store as well, and our vendor of choice has 
assured us that our paper prices and other key office 
product prices will blow Staples and Office Depot out of 
the water.  This could be fun and profitable for all our 
members.  

In addition, the BPRA iLumber Mall will have an OWNERS 
ONLY section with a login that will feature many other 
low-priced service connections.  For example, in this 
store you will find links to the BPRA nationwide Integrity 
Payment Systems credit card vendor that has already 
saved our members hundreds of thousands in credit card 
processing fees.  It costs nothing to find out how much 
savings you can add to your bottom line.

Clicking on any of the iLumber Store links will take you 
directly into the discounted pricing structures arranged by 
BPRA. 

iLumber Stores “in the works” will include:
Online excess inventory auction• 
Some low cost insurance products• 
Lifelock at a discount that employees or customers • 
may purchase
Connex Teleconferencing service • 

iLumber “Owners Only” Stores “in the works” will 
include:

Discounted legal services• 
Yard brokerage services• 
Lifelock at a discount (as an employee benefit • 
program” 
Workforce recruiting services.  • 
Branded lines of credit for your customers• 
Discount fuel programs• 

 Navigate to ILMDA.com, click on the iLumber tab on 
the left margin or upper right menu, and check out why 
we are so excited.  The iLumber Mall is available for 
your orders today at www.ILMDA.com.   
 We will be sending (ILMDA) BPRA owners and yard 
managers a login password soon so that you may access 
the iLumber “Owner Only” Mall.

coventryhealthcare.com

proud to support

  Illinois Lumber 
and Material Dealers
      Association

�oud
Custom Size Vinyl Windows

Replacement and New Construction
Aluminum Storm Windows and Doors

Double Hung • Bay/Bow • Slider
Casement • Great Trim

Give Your House
a Face Lift

With New Windows
Beautiful, large Double
Hung Windows really bring
in the outdoors to create a
warm and cozy feeling.

Our Double Hung provides
a Lifetime of beauty and
energy savings. Tempco
manufactures our windows
with you, the customer, in
mind. Specially Formulated
Vinyl, Dual Seal Insulated
Glass, and Sloped Sills are a
few of the quality
components that are
incorporated into each
window.

Let us give your home a face lift with
new Tempco Vinyl Double Hung

Windows. Give us a call today!

6 - Window - Give Your House a Face Lift
Size: 2 column x 7”
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 A great article about estate planning for family 
business owners titled, “Warding off Analysis Paralysis,” 
starts out reading like a good-news, bad-news story. 
First, the good news: “Approximately 90 percent of U.S. 
businesses are family firms… more than 17 million family 
businesses… employing 62 percent of the U.S. work 
force.”
 And now the bad news: “Unfortunately, only a  little 
more than 30 percent of family businesses survive into 
second generation… By the third generation, only 12 
percent will be family-controlled.”
 The article written by David Leibell and Daniel 
Daniels was published in the June 2011 issue of Trusts & 
Estates. It is a masterpiece, focusing exclusively on the 
technical aspects involving family business succession, 
the complexity of the law and why many business owners 
as a result, are overwhelmed (got “analysis paralysis”), 
then sadly never do an estate or succession plan.
How true.
 Almost as bad, in my experience, the hundreds of 
family business estate plans that I have reviewed (gave 
a second opinion) just did not accomplish the goals of 
the business owners, their families or their businesses. 
Generally, three types of problems raise their ugly heads: 
tax, economic and human. Sooner or later, one or more of 
these problems doom most family businesses… adding 
to the unfortunate statistics.
 The information that follows is a road map that first 
clearly identifies each problem and then shows you how 
to solve it. Although each family business succession 
real-life situation is unique, after creating and reviewing 
hundreds of plans over the yeas, the problems (and the 
solutions that follow) tend to be common to almost all 
family business succession plans.
 Keep in mind that when working with real business 
owner clients, the technical stuff is the easy part… my job 
is simple: know the law and how to implement it. What’s 
the hard part?... Hands down, the human stuff (emotions, 
greed, control, jealousy and on and on), which is often 
ignored, causes the most problems. Sorry, but miss or 
mishandle the human factors, and your plan – no matter 
how technically correct – will ultimately crash and burn.

 Just how do you start?... A simple statement of the 
exact facts and circumstances makes the problems easy 
to identify. So, let’s start with a basic fact situation – comes 
up often in real life – and we’ll build from there.
 A basic fact pattern: Joe (married to Mary) owns 
100% of Success Co., a family business. His only child 
Sam is a chip off of the old block… actually runs Success 
Co., which Joe wants to transfer to him. Success Co. is 
worth $8 million (professionally valued), making about 
$1.5 million per year before tax. Sam is married. Joe is 
still active, draws a $375,000 salary and has no intention 
of ever retiring (but will slow down).
 Typical – but wrong – succession plans: The two 
most common succession plans we see in practice for 
the Joes of the world are: (1) Success Co. is sold to Sam 
on an installment basis for $8 million or (2) Joe sells 49% 
of Success Co. to Sam for $4 million (rounded) and keeps 
51% of the stock, so he can keep control. Plan (2) is an 
obvious loser… 51% of Success Co. is still in Joe’s estate. 
Setting aside the control issue for a moment, let’s analyze 
plan (1). Joe is not treated too badly, he walks off with 
a capital gain: his tax basis is tax-free and the balance 
an acceptable 15% (could go higher in the future) capital 
gains tax.
 What about Sam?... He gets killed with two severe 
problems: a tax problem and an economic problem. Let’s 
lower the price of Success Co. to $1 million  for ease of 
following the numbers. Assume the income tax burden 
(state and Federal combined is 40%). It’s hard to believe, 
but Sam must earn $1.667 million, pay $667,000 in taxes 
to have the $1 million to pay his dad, which is subject to 
capital gains tax. That’s the tax problem…  And oh yes, 
multiplied in this case by 8 (remember Success Co. is 
worth $8 million). On top of all that, the unpaid balance 
will always bear interest.
 What’s the economic problem?...  Sam’s personal 
financial statement must now show a liability of $8 million, 
destroying his personal balance sheet.
 But wait!...  A drum roll please.
 One strategy solves not only the tax and economic 
problems, but also a significant human problem: Joe 
keeping control of Success Co.
 
The solution is a simple two-step process:
 Step 1: Do a recapitalization (just a fancy name for 
creating voting and nonvoting stock)… say 100 shares 
of voting stock, which Joe keeps to maintain control and 
10,000 shares of nonvoting stock, which will be transferred 
to Sam.
 Step 2: An intentionally defective trust (IDT) is the 
technical weapon of choice to transfer the nonvoting stock 
to Sam. Actually, Joe creates the IDT and sells all 10,000 
shares of his nonvoting stock to the trust. At what price?... 
It must be fair market value (FMV). The recapitalization 
puts a whole new set of IRS approved rules into play. The 
rules are called the “discounting rules.” Properly done 
(easy to do for an IRS okay), the discounting rules give 

Bite
Tax Tips for Dealers

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

Irving L. Blackman by  Irv Blackman, CPA

Tax

Working on Your Family Business 
Succession Plan?  How to Solve your 
Tax/Economic and Human Problems 
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you a 40% discount for the nonvoting stock. This makes 
the FMV of Joe’s sale of the 10,000 shares of nonvoting 
stock $4.8 million (after the 40% discount on $8 million). 
The IDT now owns the nonvoting stock and Joe has a 
$4.8 million note receivable (payable from the IDT). The 
cash flow of Success Co. (must be an S corporation or 
became an S corporation) is used to pay off the note, plus 
interest.
 The payments received by Joe, both principal and 
interest are tax-free, under the IDT rules. What’s the 
tax and economic result?... every $1 million of price for 
Success  Co. will save about $190,000 in taxes. Here 
(with a $4.8 million price) the savings are $912,000.
 One more awesome IDT strategy: Sam is the 
beneficiary of the IDT. Typically, when Joe’s note is paid 
off, the trustee would distribute the nonvoting stock to 
Sam. Instead, we have the trustee continue to hold the 
stock for Sam’s benefit.  Should Sam get divorced, his 
now ex-wife would not share in the value of the nonvoting 
stock because it is not an asset that Sam owns. Neat!
 The above little tricks of the trade – solve the tax, 
economic, control and divorce problems – hold constant 
in the more complex fact situations that follow. The use of 
the recapitalization and discounting results also remain 
the same.
 The more children Joe has, the more challenging the 
human problems become. So, let’s take a look at different 
situations, causing different human problems, when Joe 
has two or more children.
 Situation #1. Joe has three kids… all in the business. 
(Note: It could be two kids or any number more, but all 
are in the business). Now, here’s the problem: Joe wants 
to typically treat them equally, so each would get one-
third of the nonvoting stock as beneficiaries of the IDT. 
But what happens when Joe goes to heaven?... who gets 
the voting stock? 
 Experience has taught us that voting control must 
go to the clear leader of the three business kids. But 
what about treating the kids equally? Assume Sam is the 
clear leader. Here’s how to solve the problem: Sam gets 
enough extra voting shares to have control of Success 
Co. and is then shorted an equal number of nonvoting 
shares. Result: Sam has control, but each of the three 
kids has exactly the same number of shares.
 Situation #2. Joe has two or more kids and one 
(or more) is in the business and one (or more) is not. 
Of course, as is typical, Joe wants to treat all the kids 
– business kids and nonbusiness kids – equally. What 
happens if the value that each business kid will get is 
more than Joe can give to each of the nonbusiness kids? 
(Note: a common problem when Joe just does not have 
enough nonbusiness assets for the nonbusiness kids 
because of the large value of Success Co.) What to do?
The most common solution is to buy life insurance. Since 
Joe is married, the choice is to buy second-to-die life  
insurance on Joe and Mary. The premiums are generally 
about 40% less than single life on Joe.

Tax Bite
Continued from page 6

 So, job one is to buy the type of insurance that gives 
us the most death benefit for the least amount of premium 
cost. The next job is to find the premium dollars… Rarely, 
does Joe’s plan call for him to use his own dollars. When 
an IDT has been created, we use the funds the trust gets 
from Success  Co. to pay the premiums. If Joe has money 
in a 401(k), IRA or other qualified plan, we use those 
funds.  Sometimes, if there is no other choice, we will use 
the funds of Success Co. (making the nonbusiness kids 
shareholders, but only temporarily, so  they can be bought 
out when the life insurance proceeds are collected after 
both mom and dad are gone).
 Let’s summarize: Joe (no matter how many kids 
he has and whether they are in or out of the business) 
(1) transferred Success Co. to the business children… 
tax-free … while keeping control; (2) eliminated the tax 
and economic problems that normally plague a business 
transfer and (3) solved the human problems that typically 
destroy family businesses.
 It is important to note that this article does not cover 
every possible situation we see in practice. So, if you 
have a unique succession problem that is not covered 
in this article contact me (Irv)  – by email (blackman@
estatetaxsecrets.com), call me (847-674-5295) or fax me 
(847-674-5299).

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

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

Snyder Insurance is 
an endorsed member 

by the ILMDA Trust.

We can provide ILMDA
members with more options

for your health insurance.

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

plan to fit your needs
and your budget.

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

www.insurewithsnyder.com









The ILMDA AdvantagePage 8

 Back in 1999, lumber dealer Curt Knapp of Top Notch 
Building Supply in Pecatonica, Illinois, was approached 
by a missionary to Peru to see if a sawmill would be 
helpful in developing jobs and housing for the people 
in the jungle highlands of that nation. Knapp raised the 
funds for the acquisition of the mill, in large part, through 
the help of the members of the ILMDA. In time, the mill 
became a reality, and Knapp has led groups back into the 
jungle eight times over the last eight years.
 Knapp says the sawmill has definitely been a huge 
success, but not in the way he expected. When Curt and 
fellow ILMDA member Jeff Hunt first went the jungle in 
2005, along with a millwright and sawmill owner who lives 
in Durand, they found a village with no clean drinking 
water. The children and women were shoeless. There 
was only one 15 cubic-foot refrigerator which operated on 
propane in a town of 450 people. The elementary school 
for 125 children only had about 20 books total. There was 
one boom box and one small TV in the whole town, and on 
Friday and Saturday evening there would be about 150 or 
200 gathered around it at the general store which was the 
size of a two-car garage. The nearest electricity was 26 
miles. What really tugged at the heartstrings was that the 
little children walked around with beet red welts on their 

torsos the size of a man’s finger which was caused by 
parasites that were growing inside the children due to the 
poor water supply.  These parasites, which could get up 
to three foot long, were trying to bore out of the children’s 
bodies to reach the outside light.
 Relationships were built, and over the next year 
there were 22 wells built and fourteen pumps installed 
to improve the water supply. The children of the village 
generally have serviceable shoes, and women wear 
comfortable flip flops to protect the soles of their feet. 
There is now electricity four hours a day as a result of a 
Cat generator being acquired and 40 homes are electrified 
at some level. A church building, a quaint parsonage, and 
a new school have been built.
 Life in the village has changed enough that people 
are moving out of the jungle and into the community, and 
the population is now approaching 750. 
 Curt and Linda Knapp and the folks at Top Notch 
have now been asked by missionaries to provide a 
similar mill to the Cameroon. They are confident that 
this gift will help break the circle of poverty that envelops 
rural Cameroon. The budget for the mill is between 
$25,000.00 - $35,000.00 (depending on the mill selected) 
plus the transportation costs and any tariffs that will need 
to be paid. The Knapp’s are willing to give the mill and 
subsidiary tools but are very resistant to paying tariffs on 
these gifts. 
 The Knapp’s are requesting you and/or your employee 
team to come along side them and provide this life and 
shelter-giving gift to some of the world’s poorest. We all 
have our own problems, but ours pale in comparison to 
having no home, no water and no hope. Please consider 
a gift to this project of hope…you won’t be disappointed 
that you did. 
 Thank you for caring, and thank you for sharing God’s 
love! 
 Contributions can be made to help Curt and his team 
at: Master Carpenter’s Mission Project, 632 Park View, 
Pecatonica, Il. 61063.

Sawmill for the Cameroon

ILMDA Advantage 
Magazine Advertisers*

Coventry Health Care ...................................800-743-3901
Edmund Allen ................................................. 800.892.1884
Federated Insurance  ..................................... 507.455.5200
Hutchison ..........................................................800.927.3620
ILMDA Insurance Trust ..................................800.252.8641
Snyder Insurance  ............................................877.725.1800
Tempco Products  .......................................... 800.642.4391
*Last minute advertising changes may affect the 
accuracy of this listing.
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 With the first of the baby boomers reaching full 
retirement age this year, I thought it might be appropriate 
to share with you some of the strategies available to 
those planning for their retirement.  Social Security offers 
a number of options for collecting benefits.  Navigating 
the many options and alternatives available to recipients 
of Social Security Retirement benefits can be a huge 
dilemma.  Early understanding of your options can greatly 
impact you in your retirement planning.  So following are 
some brief guideposts to keep in mind:
 First, some general parameters – You can begin 
benefits as early as age 62, but you receive full retirement 
benefits at Full Retirement age (FRA).  That ranges from 
65 for those born before 1938 to 67 for those born in 1962 
and after.  You can also delay retirement until age 70.  
There’s a bonus for waiting, just as there is a penalty for 
taking early retirement.   Since the first baby boomers 
reach FRA this year, let’s use this to explain the penalty 
and the bonus.  If you begin benefits at 62, your monthly 
benefit amount will be  PERMANENTLY reduced by 25%.  
At 63 the benefit will be cut 20%, at 64 13.33% and at 65 
only 6.67%.  On the positive side, if our 66-year old waits 
until 67 the increase is 8%, at 68 it’s 16%, at 69 its 24% 
and at 70 it’s 32% where it remains.  Some estimates on 
your rate of return from your Social Security investment 
are in the 1.50% to 2.00% range.  So on the bonus side 
delaying taking Social Security after FRA gives you an 
8% return.  Not bad for government work!
 Each person must take into consideration their 
own circumstances.    Your health, your family situation 
(including marital status and dependent children), your 
genes (is their longevity in your family?), your financial 

ALERT!  Strategies for Collecting Social Security
status, your tax bracket, your spouse’s work history and 
employment situation all will help determine when to 
apply.
 If you are in poor health or were recently laid off 
and have little in saving, you don’t have much choice.  
However, with some planning, you may be in a position 
to maximize your Social Security benefits.  Here’s one 
example:  if you are married, you may be able to apply for 
spousal benefits equal to 50% of your spouse’s benefits.  
For couples where 50% of one spouse’s  benefit is greater 
than the full benefit of the other spouse, you can claim the 
family benefit, delay the other spouse’s benefit until 70 
and get the 8% annual increase on the higher spouse’s 
benefit.  
 Actually, the Social Security administration has a 
pretty good website www.ssa.gov and if you dig further 
and visit: www.ssa.gov/financialplanners, there are 
several tools available from getting a statement of your 
account to estimating your benefits.  I also have a link 
on my website www.holmfinancial.com direct to Social 
Security.  
 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.  Only securities 
and Advisory services offered through Wall Street Financial 
Group, Inc.  Registered Investment Advisor Member FINRA/
SIPC.  Wall Street Financial Group Inc. and Holm Financial are 
separate entities.  They are independently owned and operated.  
Information herein is for educational purposes only.  Contact 
Terry at 773-684-7600 tholm@ameritech.com.
 *Source for this material – U.S. Department of Labor, 
Employee Benefits Security Administration, Fact Sheet 
February, 2012.

Calendar of Events: 
Aug. 22  Mid-State Lumbermen’s Club Golf 

Outing – Spring Valley
Sept. 12  ILMDA Board of Directors Meeting
Sept. 20 Cahokia Lumbermen’s Golf Outing – 

Alton
Dec. 5  ILMDA Board of Directors Meeting

MARK YOUR CALENDAR!
2013 CONSTRUCTION SUPPLY EXPO

FEBRUARY 26-27
PRAIRIE CAPITAL CONVENTION CENTER

SPRINGFIELD, IL
(NEW LOCATION)

Financial
Holm

Barry Johnson meets with Congressional Candidate Rodney Davis 
and IL Telecommunication Association’s President Matt Johnson



The ILMDA AdvantagePage 10



Summer 2012 Page 11

Heart Attacks & Aspirin
Most heart attacks occur in the day, 
generally between 6 A.M. and noon. 
Having one during the night, when the 
heart should be most at rest, means that 
something unusual happened. Somers 
and his colleagues have been working for 
a decade to show that sleep apnea is to 
blame. 

Something that we can do to help 
ourselves:
 1.  If you take an aspirin or a baby 
aspirin once a day, take it at night. The 
reason: Aspirin has a 24-hour “half-life”; 
therefore, if most heart attacks happen in 
the wee hours of the morning, the aspirin 
would be strongest in your system. 
 2. FYI, Aspirin lasts a really long time 
in your medicine chest for years, (when it 
gets old, it smells like vinegar).  Bayer is 
making crystal aspirin to dissolve instantly 
on the tongue. They work much faster than 
the tablets. 

Why keep Aspirin by your bedside? 
 It’s about Heart Attacks - There are 
other symptoms of a heart attack, besides 
the pain on the left arm. One must also 
be aware of an intense pain on the chin, 
as well as nausea and lots of sweating; 
however, these symptoms may also occur 
less frequently.  Note: There may be NO 
pain in the chest during a heart attack. 
 The majority of people (about 60%) 
who had a heart attack during their sleep 
did not wake up. However, if it occurs, the 
chest pain may wake you up from your 
deep sleep. 
 If that happens, immediately dissolve 
two aspirins in your mouth and swallow 
them with a bit of water. 

Afterwards: 
Call 911. • 
Phone a neighbor or a family member • 
who lives very close by. 
Say “heart attack!” • 
Say that you have taken 2 Aspirins. • 
Take a seat on a chair or sofa near • 
the front door, and wait for their arrival 
and 
DO NOT LIE DOWN! • 

Dr. Virend Somers, is a Cardiologist from 
the Mayo Clinic, who is lead author of 
the report in the July 29, 2008 issue of 
the Journal of the American College of 
Cardiology. 

ILMDA EDUCATION 
FOUNDATION

 Encouraging the next generation of leaders in 
the lumber industry!

This year the Foundation was privileged to assist the 
next generation in their quest for a future  

in the lumber-related field by awarding seven 
outstanding students $1,000 scholarships.

Congratulations to:
Anne Bauer - Prophetstown
Brock Berogan - Rock Falls

Ryan Faust - Aviston
Kelly Goetz - Arlington Heights

Joel Hilgendorf - Tuscola
Kaylyn Morris - Mt. Vernon
Lucas O’Grady - Woodstock

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

programs that encourage excellence.  
Please consider your gift to the Foundation in 

2012 to continue this honor.

Pictured above:  ILMDA 
Educational Foundation Committee: 

Sarah Brian, Kurt Kirchner, Jim 
McKee, Lester Gray (Chairman) 

and Robin McKee

Pictured at right:  Kent Smith, 
South Side Lumber in Herrin 

receives 65th Anniversary award 
from Arthur Mize
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ANNE BAUER
Anne was a 2011 graduate of 
Prophetstown High School.  She 
has been active in athletics, the 
arts and music.   Her interest in 
architecture began when she toured 
the home of Thomas Jefferson 
and the University of Virginia.  Her 
desire to make that her field of 
study was confirmed when she 
attended the Discover Architecture 
program at the University of Illinois.  
She is a sophomore majoring in 
architecture at the University of 
Illinois with a focus on architectural 
preservation.  

BROCK BEROGAN
Brock is a 2012 graduate of the 
Morrison Institute of Technology 
with an Associate degree in 
Applied Science for Construction 
(Engineering) Technology.  Brock 
has worked construction with his 
father and has been employed at 
a lumberyard, so a career in the 
construction industry is a natural 
choice.  He will be pursuing a 
Construction Management Degree 
at Illinois State University this fall.

RYAN FAUST
Ryan graduated from Mater Dei 
High School in Breese in the 
spring of 2010.  He is a junior 
at Ranken Technical College in 
St. Louis, Mo, working towards 
a bachelor’s degree in Applied 
Science and Construction. After 
graduation, he plans to bring 
his knowledge and skills back 
to Alberternst Construction, the 
family construction business.  He 
has represented his school at the 
USA Skills Competition the last 
two years, earning first place in the 
regional level and participated at 
the state level as well.

2012-2013 Education Foundation 
Scholarship Recipients

KELLY GOETZ
Kelly was a 2011 graduate of 
Prospect High School in Mt. 
Prospect, IL.  She is pursuing her 
bachelor’s degree in Architecture 
at the University of Illinois.  Kelly’s 
attributes part of her passion for 
architecture to the fact that she 
grew up in Chicago surrounded 
by beautiful buildings.  Kelly’s 
career goal is to own a firm that 
specializes in the restoration of old 
buildings.

JOEL HILGENDORF
Joel was a 2008 graduate of 
Tuscola High School.  After working 
at a local lumberyard this summer, 
he is returning this fall to Eastern 
Illinois University to complete 
his senior year in the Applied 
Engineering and Technology 
program with a concentration in 
construction. 

KAYLYN MORRIS
Kaylyn was a 2011 graduate of 
Mt. Vernon Township High School.   
She is currently working on a 
degree in Architecture at Rend 
Lake Community College with 
future plans to also get a degree 
in Construction Management and 
Interior Design. Her goal is to be 
able to design her own buildings, 
be on the site and also do the 
interior design.

LUCAS O’GRADY 
Lucas graduated in 2009 from 
Woodstock High School.  He 
will begin his senior year this 
fall at Bemidji State University 
in Minnesota obtaining a degree 
in Construction Management.  
His desire upon graduation is to 
contribute to the building industry 
by building greener and promoting 
sustainability.
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Again
by Stan Zielinski

On the Road 

 While visiting Central Illinois ILMDA members, we’ve 
been conducting a general survey to learn how current 
market conditions are affecting them. Many report that 
they’re surviving thanks to an ongoing consumer demand 
for building materials for home-additions and remodeling 
projects, along with purchases of roofing supplies from 
contractors. Their candid opinion is there are some new 
construction start-ups but it’s the other business that’s 
been keeping them going. However, they’re anxiously 
waiting for increased interest from families wanting to 
shop for new homes.
 Other members tell us that they have become more 
creative and are diversifying their product line offerings 
by renting equipment and tools to help offset slow, 
construction projects. Although they depend more on 
contractor business, they’re also updating their stores and 
retail display areas, and rearranging their product-lines to 
make it more appealing to DYI and impulse-shopping. 
 In the central-west and western region, lumber 
dealers appear to be enjoying slightly more business 
due to a pick-up in manufacturing activities and lower 
unemployment numbers. Among the manufacturers in 
the central/west region and toward the Quincy area, is 
a growing demand for field tile/drainage products that 
is helping to add to the workforce. Additionally, a large 
food company is expanding its facilities and hiring more 
workers. They also report that new construction is on the 
rise as well as more remodeling, home additions and 

roofing materials needed to replace shingle damaged 
from last year’s severe weather occurrences (although 
they’re not celebrating good times just yet).
 Although several members say they are (or are  
considering) leasing tools and equipment, others say that 
too many tools are returned damaged and repairs can be 
costly, which makes them expensive to rent (sounds like 
a conundrum, doesn’t it?).
 East-central and eastern Illinois are also seeing a 
demand in home additions, remodeling projects, and 
more deck construction. In speaking with an insurance 
agent, he reported that their agency has not been writing 
many new home policies, the trickle-down effects from 
the recession. One yard reported a large medical center 
for Alzheimer patients is being constructed in his town but 
not much new home construction to excite local builders 
and lumber yards.

ILMDA member, Gray Lumber, Modesto:
 Owners Lester (ILMDA board member and chair, 
scholarship foundation committee) and Jewel Gray, Gray 
Lumber, have made donations of building materials to the 
“Honoring Our Veterans” memorial located in New Berlin. 
The Veterans Memorial Association’s intent is to honor 
the courage and service of those American service men 
and women who have paid a price for freedom. ILMDA 
salutes our American patriots, Lester and Jewel Gray for 
their contributions and support of our military men and 
women.

ILMDA Scholarship Foundation
 Contributing members continue to show their support 
to college students who one day will return to the lumber 
industry to help grow our lumber industry or become the 
next generation in a family-owned, business. ILMDA 
thanks Lester and Jewel Gray, Gray Lumber, Modesto, 
Doug Slater, Truss/Slater, Virden, for their generous 
support in sustaining the scholarship funds.

Obituary
 Billy E. Stiegemeier, 86, of Staunton, Illinois, passed away Friday, June 29, 2012 
at 7:26 AM at his residence in Staunton, Illinois. He was born December 25, 1925 in 
Staunton, Illinois.  Pictured at right is Bill with Brenice, his wife of 64 years. 
 Bill was a longtime member of ILMDA and a good friend.  Known for his big smile 
and easy ways Bill spearheaded the Cahokia Lumbermen’s Regional Club events for 
many years 
 Bill had retired from owning and operating Illini Lumber Company for 37 years. 
Prior to that, he worked for Illinois Lumber Co. of Staunton for 28 years. He served in 
the US Army during World War II, where he was the recipient of the Bronze Star. He 
was a member of St. Paul’s United Church of Christ of Staunton; a 50 year member of Staunton Masonic Lodge # 
177 AF & AM; Staunton VFW Post #1241; Veteran of the Battle of the Bulge; Elbon Shrine Club; Honorary Member 
of Concordia Hall of Staunton; former member of Community Memorial Hospital Board of Directors; former City 
Alderman; former member of Staunton Country Club; former member of Cahokia Lumberman’s Club; and was the 
Transportation Coordinator for the DAV for 19 years, driving the DAV van to and from St. Louis VA facilities.
 He is survived by his wife, Bernice Stiegemeier of Staunton, IL; 2 sons, Craig (Barbara) Stiegemeier of St. 
Charles, MO, Dennis (Sarah) Stiegemeier of Staunton, IL; 5 grandchildren, Drew, Douglas, Billy, Maggie, & Charles 
Stiegemeier; 1 brother, Delbert Stiegemeier of Staunton, IL. Numerous nieces and nephews also survive. 
 Memorials are suggested to either St. Paul’s United Church of Christ in Staunton, the DAV, Veterans of the 
Battle of the Bulge, or the charity of the donor’s choice.
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TASC CAFETERIA PLAN
ADMINISTRATION

(Except S-CORP)

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

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

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

Deductibles

The ILMDA Insurance Trust
will help pay the set up fee

and the monthly
administrative fee

(up to $2500)

for your participation
in this plan.

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

2012 HEALTH
INSURANCE

PREMIUM HOLIDAY
up to $1,000

for one month only

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

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

premium holiday.

HEALTH INSURANCE

THROUGH EITHER:

FEDERATED INSURANCE

SNYDER INSURANCE or

COVENTRY HEALTH

INSURANCE

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

EMPLOYEE BENEFITS

for MEMBERS
THROUGH THE

ILMDA INSURANCE TRUST

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

ILMDA,  Attn: Kristen Tinch, 932 South Spring Street, Springfield, IL 62704 -  Fax: 217-544-4206.
(You must be a retail or associate member in good standing with ILMDA.)
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ILMDA ADVANTAGE

Please Support our Loyal
Associate Members

Adler Warehouse & Sales

Alexandria Moulding

Edmund A. Allen Lumber Co.

Amerhart, Ltd.

Anthony Supply Co., Inc.

Babb Lumber Co., Inc.

Bear Creek Truss, Inc.

BlueLinx Corporation

Boise Distribution

Cargotec USA

Cedar Siding Inc.

Chicago Suburban Lumber

Cook County Lumber

Coventry Health Care                                

Cranes & Equipment Corp.

Decatur Mack

Do it Best Corp.

East Side Lumberyard Supply

The Empire Company

Federated Insurance

Forest Products Supply Co.

GAF

GRK Fasteners

Great Northern Lumber

Guardian Building Products

Hawk Agency

Hawkeye Building Distributor

Hixson Lumber Sales

Holm Financial

Hutchison Lumber/Division of 
Hutchison Lumber & Building

Huttig Building Products

Illini Hardware

Illinois Industrial Lumber Co.

Industrial Products Co.

Integrity Payment Systems

K & G Specialty Sales

Krauter Auto-Stak

Lumberman’s Wholesale

Lumberyard Supply Co.

Marvin Windows

Maze Nails

Metal Sales Mfg.

Mid-Am Building Supply

Moulding & Millwork

Nudo Products

Okaw Truss

Pekin Hardwood 

Pennsylvania Lumbermens Insurance

Prairie Wholesale Supply

Presnell Bros., Inc.

PrimeSource Building Products

Progressive Affiliated Lumbermen

Progressive Solutions, Inc.

QUIKRETE

Rayner & Rinn-Scott Inc.

Rehkemper and Sons, Inc.

River City Millwork

Roberts & Dybdahl

Rollex Corp.

Runnion Equipment Company

Seven Utility Management Consultants

Shelter Distribution

Simpson Strong Tie Co.

Snyder Insurance

Southern Wholesale Lumber 

Spruce Computer Systems

Tempco Products

Transworld Systems

Truss-Slater

Wall-Vern Products

Warrior Building Products

Weyerhaeuser

Woolf Distributing Co.

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

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


