Fall 2013

ILMDA ADVANTAGE

Too Busy To Protect Your Business?
Even the best businesses can have claims.
Contact your local Federated representative
to learn more about risk management resources,
like a distracted driving program, designed to
help keep your business on the right road.
Visit www.federatedinsurance.com
to find a representative near you.
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Editorial

by Executive Director J. Barry Johnson

Measure Success
Measuring success is an interesting process for a business. The bottom line can be
scrutinized and studied with a variety of tools. ILMDA has an online evaluation program
that will return to a business owner a complete nationwide comparative analysis of
almost every facet of a lumber yard’s operation. Of course with a business it is ultimately
the bottom line that is the best determination of success.
I recently heard a sermon from a pastor of a large congregation that dealt with the subject
of measuring success within a church. There really is no bottom line for a church like with
a business - other than giving and attendance - and that is certainly not the same as
bottom line profitability in a business.
So the preacher suggested that his staff was stuck when it came to measuring the success
of their own work. Should it be attendance or baptisms or the financial stability of their
church that should somehow be their measure?
He mentioned that a year ago at a staff meeting his team had stumbled upon the idea of
sharing small successes within the church. Each staff meeting would, from that point on,
begin with the sharing of positive things that each had observed or been involved with
during the prior week. He indicated that in the past the focus of staff meetings had, as
is human nature, way too often end up negative as everyone seemed always willing to
share the bad things that had happened.
The implementation of this sharing of positive happenings changed the staff ’s attitude.
At first the change was just about their staff meetings, but ultimately the new attitude
carried over to their work and to those they each dealt with each day. The results of this
simple practice and mind set had been dramatic.
Want to try it? Try this at your next staff get together. When the meeting opens, as
opposed to talking about the lumberyard across town that stole your best customer with
a bid that surely had to be at a loss or dwelling on the customer who demands three
pickups and deliveries a day and is seemingly never satisfied, consider beginning each
staff meeting or each day celebrating the successes not the failures. Start this change
from the top. Use it in your staff meetings for a month or a year. Post signs in the break
room encouraging the sharing of good news, not bad.
I really do believe a positive attitude can be contagious, and maybe this simple practice
can change the way you, your staff and ultimately your customers perceive your business.
I myself love doing business with folks who are upbeat and positive. I am betting you
do too.
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WHAT’S
YOUR

COMPETITIVE
ADVANTAGE?
SERVICE
We focus on buying you focus on selling.

FLEXIBILITY

TRANSPARENCY

ENAP dealers choose how to
run their individual operations.

ENAP provides you complete
information to make your
buying decisions.

46 Years and Counting…
(1$3,QFZDVIRUPHGLQE\LQGHSHQGHQWOXPEHU\DUGRZQHUVWKDWZHUHORRNLQJWRLQFUHDVHWKHLU
FRPSHWLWLYHDGYDQWDJHLQWKHLUPDUNHWSODFH7RGD\RXUPHPEHUVFRQWLQXHWRDOLJQZLWKXVWRVRXUFH
SURGXFWVDQGLQFUHDVHPDUJLQVZLWKWKHJRDORIVWUHQJWKHQLQJWKHLUFRPSHWLWLYHDGYDQWDJHLQDQHYHU
FKDQJLQJLQGXVWU\
Membership Guarantee
(1$3OHYHUDJHVWKHEX\LQJSRZHURILQGHSHQGHQWOXPEHU\DUGVUHSUHVHQWLQJRYHUELOOLRQLQUHWDLO
VDOHVJLYLQJ\RXWKHFRPSHWLWLYHDGYDQWDJHLQ\RXUPDUNHW2XUVWUHQJWKVDUH\RXUVWUHQJWKV
Set Yourself Apart
:HQHJRWLDWHFRPSHWLWLYHSURJUDPVIURPWKHLQGXVWU\·VOHDGLQJPLOOVDQGPDQXIDFWXUHUVEULQJLQJ\RX
GDLO\PDUNHWLQWHOOLJHQFH2XUH[SHUWVWDIILVDQH[WHQVLRQRI\RXUSXUFKDVLQJWHDP

Inc.

ENAP

YOUR COMPLETE SOURCE FOR LUMBER AND BUILDING MATERIALS
+XGVRQ9DOOH\$YH6XLWH1HZ:LQGVRU1<1RUWKWK6W6XLWH0RQURH/$
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Employers’ Control Over Drug Use Will Not Go Up In Smoke Under Illinois’
Medical Marijuana Law
Posted on August 1, 2013 by SmithAmundsen LLC
On August 1, 2013 Illinois Governor Pat Quinn signed the
Compassionate Use of Medical Cannabis Pilot Program Act
making Illinois the 20th state to enact some form of medical
marijuana legalization. The law goes into effect January 1,
2014, but regulations and full guidelines for implementation
will likely not be in place until next summer. Proving that
patience does have its virtues, Illinois has taken note of the
bumps and pitfalls other states have encountered with their
medical marijuana programs to craft a law that addresses
the concerns of both medical marijuana advocates and
employers who value a drug free workplace.
The four-year pilot program is highly structured. Patients
must obtain a registry identification card by submitting
applications which include medical documentation of a
covered condition; a written certification from a physician
with whom the patient has an established relationship; the
name of the dispensary the patient will use; a background
check; and other identifying information and certifications.
They may purchase only 2.5 ounces at a time, and make
purchases at one of 60 highly regulated dispensing outlets.
While the law states that no employer may refuse to hire
nor penalize a person solely for his/her status as a registered
qualifying patient, there are significant exceptions and
protections to keep employers in control of their workplace:
•
An employer may refuse to hire, terminate, or otherwise
take action against a registered user based on their
status if such action is necessary for the employer to
follow applicable federal law or to retain a monetary
or licensing-related benefit under federal law or
regulation;
•
An employer may enact a zero-tolerance, drug testing
policy as long as it is applied in a non-discriminatory
manner and discipline registered users who violate the
policy;
•
Employers may prohibit employees who are registered
users from using, possessing, or being impaired by
marijuana while on the employer’s premises and during
hours of employment;
•
An employer may discipline a registered user who
tests positive for marijuana if the employee’s positive
status puts the employer in violation of federal law or
jeopardizes federal contracts or funding;
•
Employers who observes specific, articulable symptoms
(such as unusual speech or actions) may conclude that
a registered user is impaired and may take disciplinary
action if the employee cannot refute the determination;
•
There is no cause of action against an employer who
imposes discipline based on a good faith belief that the
registered user was impaired;
•
No health insurance plan is required to cover medical
marijuana;
•
Employers may prohibit a “guest, client, customer, or
visitor” to use legally prescribed cannabis on or in their
property.
Fall 2013

Employers should remember that this is a state law only.
Marijuana – prescribed or otherwise – remains a Schedule 1
drug under federal law, which places it in the same category
as heroin and LSD. Possession and distribution of marijuana
remains illegal under federal law.
In the employment context, courts have held that federal
employment statutes such as the Americans with Disabilities
Act and the Family and Medical Leave Act do not protect
or allow for the use of medical marijuana. Thus, permitting
an employee to take breaks to smoke medically prescribed
marijuana would not be a reasonable accommodation
under the ADA. Federal agencies that promulgate and
enforce employment standards, such as the Department of
Transportation, have made it clear that a positive drug test
for marijuana is a positive drug test, regardless of the source
or reason for the presence of the drug.
Bottom Line: Employers will not have to significantly alter
their policies and programs to comply with the new law and
will not be required to permit employees to use or be under
the influence of medical marijuana in the workplace.
Contributed by Caryl Flannery
SmithAmundsen LLC
630.569.0079 - Mobile

Be a part of the ILMDA and Integrity Program!
Now you will receive better value for your credit card
processing! The ILMDA & BPRA have done their due
diligence and have chosen to endorse Integrity
Payment Systems for it's members because...
`V\SSNL[TH_PT\TZH]PUNZ^P[OV\Y
no-obligation cost verification
0U[LNYP[`VMMLYZ\UPX\LHUK]HS\HISLJHZO
management tools
UVJVU[YHJ[^LZLY]L`V\^P[OL_JLSSLUJL[V
make you want to stay with us)

You have choices...
`V\TH`MH_`V\YJ\YYLU[WYVJLZZPUNZ[H[LTLU[
to 847-789-8874 for your complimentary
verification
LTHPS[Vsave@IntegrityPays.com
°JHSSH=07:WLJPHSPZ[H[866-988-4882 for more
information.
It's more than saving money.

It's what are you getting for the money
you are already spending????
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Dealer to

Dealer

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.

by ILMDA Executive Director J. Barry Johnson

DREADED FUEL SERVICE CHARGES TAXABILITY

QUESTION: The dreaded Illinois Department of Revenue is
here at my lumber yard this week, and they are scouring all
my sales for new state revenue. They have challenged the
way I show my delivery charges on my invoices to customers
and have indicated that I will need to pay the state sales tax
on all my delivery charges. The reason they cite is that I used
the terminology “Fuel Service Charge” not “Delivery Charge”
on my printed invoices.
I have made it a practice of educating my customers that
the price we have on our products is the price that they will
pay if they pick the materials up at my locations. I then have
indicated that the amount of the delivery charge may vary
from month to month based upon the rise and fall of diesel
fuel.
The auditor seems to think that I have done this incorrectly
and should have never labeled the delivery charge as a fuel
charge. Because of this I will need to pay the state tax on all
my deliveries. Can you help?
ANSWER: Well, I am not sure at this point and neither are my
Illinois Department of Revenue contacts. We will clarify this
answer once a final determination is rendered.
For everyone reading this though, at this point we
recommend that you immediately quit using the term “Fuel
Service Charge” on any deliveries. If you just list a separate and
distinct “Delivery Charge” on your delivery invoices you should
not be subject to tax. But as we stated, we will clarify when
and if the dealer involved gets relief from this situation.

MORE ON FLAGS

QUESTION: New question for you on lumber products. When
we sell lumber and load the customer, if the boards stick out
the back of the truck more than 4 feet are we required to flag
the material? Also is it our responsibility to make sure the
material is secured? Example: Customer got several 2x4’s and
had small pickup truck. They were loaded in the back with the
tailgate up. Product stuck out almost 8 feet. One of the guys
sat on the lumber in the truck bed to weight it down because
what was sticking out was heavier. Was that an error on our
part to let him leave that way? It was his choice.
ANSWER: First, and most logically, it is illegal in Illinois
for anyone to ride in the back of a pickup truck unless in a
parade.
To help avoid liability we have been informed by legal
counsel that the best thing you can do is have a supply of
red flags available for the driver of any load when the load
protrudes from the vehicle. At night lanterns are required.
Ultimately the driver is responsible for his own vehicle
once it has departed your property onto the public roads.
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The situation you describe would most definitely require
securing the load properly and flags. See the statute below.
(625 ILCS 5/12-204) (from Ch. 95 1/2, par. 12-204)
Sec. 12-204. Lamp or flag on projecting load.
Whenever the load upon any vehicle extends to the rear 4
feet, or more beyond the bed or body of such vehicle there
shall be displayed at the extreme rear end of the load, at the
times specified in Section 12-201 hereof, a red light or lantern
plainly visible from a distance of at least 500 feet to the sides
and rear. The red light or lantern required under this Section
shall be in addition to the red rear light required upon every
vehicle. At any other time there shall be displayed at the
extreme rear end of such load a red flag or cloth not less than
12 inches square.
(Source: P.A. 77-37.)

OFF FOR REHAB

QUESTION: Our employee has been out sick for a week. We
have learned that the employee is in a drug rehab unit.
Now we are concerned about his liability if we put the
employee back to work and something unfortunate happens
as a result of a relapse. What can and should he do?
ANSWER: This answer from our legal counsel: There are lots
of issues here… it depends on size of company and if it falls
under the Family and Medical leave Act (FMLA), and it also
depends on whether the company has a drug-free program
in place, among several other factors.
In short, the employer must look into his/her policies and
make sure they follow their own written policies and any FMLA
obligations (if applicable) and then determine how much
time it can allow the worker to be off as a form of reasonable
accommodation. If the worker successfully goes through
treatment and can return promptly or upon expiration of any
FMLA leave, then the employer must allow the return and
monitor the worker as it would any other employee.

STATE LINE ISSUES

QUESTION: I have a question regarding taking our two-ton
truck across state lines. We don’t want to get in trouble for
this.
We need to drive to Wentzville, MO, to pick up a floor
scrubber for us to use at the new building to prepare our floors
for finishing. This is not something we are buying or selling, we
are just renting it. This machine cannot fit in a pickup truck, so
we need to take our two-ton lumber truck to pick it up.
We do not have a DOT number, because we do not do
business across state lines. Is it illegal for us to take our truck to
Missouri to pick this machine up? It is not a truck that requires
CDL (like our boom truck), so we aren’t even sure we need a
trip permit to go to Missouri. Can you help, please?
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Continued from page 4
ANSWER: You need a trip permit from Missouri. To get one
you can contact the MO DOT or call Kathy at Comdata in
Springfield at (217) 528-0564.

Locking In Insurance Rates

QUESTION: We received a notice from our health insurance
provider encouraging us to renew our contract with a new
policy year beginning December 1st to lock in rates before the
first of the year. We have done some research on the issue,
but everything with this new legislation sounds so uncertain
that we don’t know what to do.
We just wondered if you have any information to help guide
us in our decision on how to proceed.
ANSWER: We checked with agents from two insurance
companies who are associate members of ILMDA. Their
answers are as follows:
1) Locking in rates by December 1st will delay the impact
of some of the requirements of Obamacare. December
1, 2013, is the last chance to medically underwrite, and
the advice we are giving our customers on locking in
rates depends on what kind of group they have. Once
Obamacare kicks in, a healthy group could potentially
see a large increase in their insurance rates, while an
unhealthy group may see a decrease. So it may not in their
best interest to lock in if they have an unhealthy group of
insured employees.
We are recommending to our customers who are
questioning what to do that they take bids. If the bids
come back higher, then they should lock into what they
have currently.
2) “I’ve been advising the same early renewal option to some
of my insured’s too. Just about all insurance carriers are
now offering this early renewal option to their insured’s
that “qualify” – lower than expected claims experience.
The premise behind this early renewal option is to
give insured’s an opportunity to stay on some parts of
the old system for another year, until the new system,
i.e. Obamacare goes into effect, which is the “later” of
1/1/2014 or at renewal. By moving the medical insurance
renewal date before the end of 2013, the current medical
coverage is not subject to certain Obamacare provisions
until the 2014 renewal, such as; pre-existing conditions,
mandated coverage of Mental Health and Substance
Abuse Disorders, Pediatric Services, and Adjusted
Community Rating, to name a few.
This early renewal option insurance carriers has come
off VERY suspicions to some of my own clients, but it’s
the best possible option and it doesn’t lock them into
anything, namely their current carrier.”

Dan Welty, Jones-Berry Lumber, Amboy; Dan
Martin, Peoples Complete Building Center,
Watseka; and Senator Kirk Dillard.

Dan Welty, Jones-Berry Lumber, Amboy; Dan
Martin, Peoples Complete Building Center,
Watseka; and standing is ILMDA Executive
Director J. Barry Johnson.
Fall 2013
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Tax

Bite
Tax Tips for Dealers
Irving L. Blackman

by Irv Blackman, CPA

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

Family Limited Partnerships:
How to Make Sure You and Your Family
Win... the IRS Loses
To win the estate tax game, you must have a comprehensive
plan: really two plans... an estate plan (death plan) and a
lifetime plan (LP). The LP lays the groundwork for beating
the estate tax.
The best LP is asset based. You can have four types of
assets:
1. Residence(s)
2. Business(es)
3. Qualified funds (i.e., in a 401(k), IRA or the like)
4. Investments (stocks/bonds/cash/real estate
[owned alone or with others] and similar assets)
This article zeros in on “investments,” an area where
almost all professional advisors are at a loss of what to
do and how to do it.
Let’s call our tax hero “Joe,” who has accumulated a variety
of investment-type assets worth $12 million. He is married
to Mary, has three children and six grandchildren. Joe has
considerable wealth in all four types of assets, but his goals
concerning the investment assets are:
• Reduce (or eliminate) the potential estate tax
• Reduce income tax on the assets’ income
• Protect the assets from creditors and divorce (exin-laws if kids or grandkids get divorced)
• Keep control of the assets
You’ll Flip Over FLIPs (Family Limited Partnerships)
No question about it, a FLIP (sometimes more than one)
is the weapon of choice to accomplish all of Joe’s goals.
FLIPs are so effective that since 1985 all 50 states have
adopted the Revised Uniform Limited Partnership Act.
A FLIP is a partnership consisting of one or more voting
general partners (i.e., who control management and
make investment decisions) and limited partners (receive
nonvoting units). Unlike irrevocable trusts, a FLIP is a
flexible tool that can be amended, if necessary, to meet
the changing needs of your family or circumstances.
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Discounts
Since the limited partnership units are unable to vote
or control investments or distributions, they are eligible for
valuation discounts. These discounts typically reduce the
value of the property (for tax purposes) transferred to the
FLIP in the 30 percent to 40 percent range. We typically
take 35% discounts (even for stocks, bonds, cash or
cash-like assets), which always has been accepted by the
IRS.
Discounts are a big deal. For example, if Joe transfers $1
million of investment-type assets, the $350,000 discount
will save $140,000 in estate taxes (using the 2013 top 40%
estate tax rate).
Joe and Mary (both 61 years old) want to shift their
investment asset value and the accompanying income, free
of gift and estate taxes, to their children and grandchildren.
Following is an example of the creation and operation of a
FLIP that does the job perfectly.
1. A FLIP agreement creates a general partnership
interest to own one percent and a limited partnership
interest to own 99 percent of the FLIP. To start Joe and
Mary own all interests (units).
2. Joe and Mary transfer $10 million (only $6.5 million
for tax purposes after discounts) of various investment
assets to the FLIP in exchange for the general and limited
partnership units. The transfer is tax-free.
3. The general partnership units are retained by Joe
and Mary for their lifetime, while the limited partnership
units are gifted over time directly to (or via a trust for the
benefit of) the children and grandchildren.
4. As general partners, Joe and Mary control the
investment and management of the FLIP assets. They must
receive adequate compensation for services rendered to
the FLIP, but they can hire others to manage and perform
required services.
5. We actually created two FLIPs: one (FLIP #1) for
assets likely to appreciate in value and FLIP #2 for the rest
of the assets. For asset protection purposes, all the real
estate was put into a series of limited liability companies
(LLCs) and the interests in the LLCs were transferred to
the FLIP.
6. Now we are ready to get down to business. Our
business is gifting the FLIP limited partnership units to
the kids and grandkids in the most tax effective way. After
considering the overall comprehensive plan for all the other
assets owned by Joe and Mary, this is what we did:
a) Gave all of FLIP #1’s limited partnership units to
the three kids (using up $4.8 million of their unified
credit–$5.25 million each for Joe and Mary in 2013).
Immediately, the appreciating assets and the income
from these assets are out of their estate.
b) Next, we started an annual gifting program
using the $14,000 (the annual exclusion for 2013),
or $28,000 for Joe and Mary combined... a total of
$252,000 per year ($28,000 times all nine of the kids
and grandkids). It will take Joe and Mary seven years
The ILMDA Advantage

Tax Bite
Continued from page 6
to complete gifting the FLIP #2 limited partnership
units. It should be noted that units owned by the kids
and grandkids are protected from their creditors or
ex-spouses in case of a divorce.
If you have a significant amount of investment assets, a
FLIP (or two) will help you win the estate tax game. One
warning: Only work with advisors who have experience
doing comprehensive plans (death–estate plans–and
lifetime plans). Want to learn more? Browse my website:
www.taxsecretsofthewealthy.com. Or in a hurry, call Irv at
847-674-5295.
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a new
choice

Snyder Insurance is
an endorsed member
by the ILMDA Trust.

for your

health

insurance!

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
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
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ILMDA Visits Southern Illinois Members

Stotlar’s Building Center
Johnston City, IL.
Brian & Dick Stotlar

Stotlar - Herrin Lumber
Company, Herrin, IL.
David & Fred Stotlar.

Fall 2013
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MARK YOUR CALENDAR!
2014 CONSTRUCTION SUPPLY EXPO
FEBRUARY 18-19
PRAIRIE CAPITAL CONVENTION CENTER
SPRINGFIELD, IL
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ILMDA Visits Southern Illinois Members

Jerry Wright and his REO Speedwagon
that was restored by Jerry’s father.

Wright’s Building Center,
Murphysboro, IL.

Model A 1930 restored pickup used as a display and for parades

Proud Supplier of industry
leading manufacturers including:

Ph - 800-325-5149

•

www.lwisupply.com

LWI - More Than Just a Warehouse
Fall 2013
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ILMDA Visits Southern Illinois Members

Associated Lumber Industries in Carbondale, IL.

ILMDA President Arthur Mize, PresidentGeneral Manager, Associated Lumber Industries.

South Side Lumber, Herrin, IL.

Traditional Panel

Universal Panel

K

®

Klauer

Lumber & Panel Products

Jette Diaz, Manager, Worden Lumber Co.,
Worden, IL.

• Douglas Fir/Larch 2x8 thru 2x12
Select Structural & #2 & Better
• 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

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

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

LVL Lumber

Humility is not thinking less of yourself, it's
thinking of yourself less.
–C. S. Lewis
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K

®

Klauer

800-927-3620
www.hutchison-inc.com
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ALERT! Creating Your Own Financial Bucket List
The traditional “bucket list” is a list of things to do before you
die. I would like to propose a financial bucket list – a list of
financial things to do so you can create a better bucket list for
your life. Many years ago as I prepared for my certification
as a financial planner (CFP®) I was required to successfully
complete exams in the financial planning process, risk
management, investments, tax planning & management,
retirement & employee benefits and estate planning. These
are all the things that need to be taken into consideration in
creating your financial bucket list.
The financial planning process includes the following steps
– data gathering and defining goals and expectations,
analyzing and evaluating your financial status, developing
a plan including alternatives, implementing the plan and
finally monitoring the plan. So let’s get started.
Data gathering and goal setting will depend on your starting
point. The young will have a different view than older folks,
but the basic questions to start with are determining your
current financial position, articulating your personal and
financial goals, and establishing your attitude about risk.
Your financial position can be briefly defined as what you
own versus what you owe. This is called a balance sheet, and
the difference between the two is your net worth or financial
position. So the first step is to develop your personal
balance sheet followed by a budget showing your income,
spending and savings. From this you will be in a position
to more realistically determine your goals, expectations
and your attitude toward risk. This stage includes taking
into consideration issues like marriage, family, housing,
education, careers choices, community involvement, leisure
time activity and retirement. Here’s where your financial
bucket list begins to broaden.
Analyzing and evaluating your status is “the how do we get
from here to there” part of the equation. Here is where you
must better define some of your broader goals by peppering
in a dose of reality. Some examples – whether you buy a
house or rent, you still need property insurance; no matter
what your career choice, you still need health insurance; if
you start a family you must consider protecting them with
life insurance. All of this plays into your attitude toward
risk. Finally, as part of the process, you must also think
about investments. Early in your journey, the investments
take the form of expenses for housing, education and family
rather than savings for future goals and retirement. One of
the most important financial bucket list items in my view
is “paying yourself first.” Studies abound highlighting the
financial benefits of the person who started saving early then
stopped but still had more money at the end than a person
Fall 2013

who started later and may have even contributed more. The
principal of compound interest remains one of the strongest
building blocks to wealth there is.
This leads to the development of your plan to go forward. Most
of us go through life without a plan, allowing circumstance to
dictate our actions. The plan you create should represent a
roadmap for your financial future. I like to quote a statement
by the Cheshire cat in Alice in Wonderland, “If you don’t know
where you are going, any road will get you there.” Your plan
should include both short-term and long-term goals and the
intermediate steps in between. The better you understand
and link short and long-term goals together the more
coherent your plan will be. Note that developing a plan
includes alternatives, because the road is never as straight as
we expect.
Implementing your plan requires the discipline and courage
to never give up. I am reminded of the recent America’s Cup
victory by Team Oracle in the sailing world. Despite being
penalized two races and down 8-1, the American team won
their final race to defeat New Zealand 9-8 in one of the
greatest comebacks in sports history. Whether it is saving for
a home, saving for the education of your children or saving
for retirement, discipline and courage each have a place in
your plan and should have a priority commensurate with your
plan. Weighing short-term wishes against long-term goals is
always a temptation. Remember your bucket list will never
be fulfilled if there is nothing in your financial bucket.
That leads to the final step of monitoring your progress.
Staying on course requires periodic review and rebalancing of
both your goals and priorities. Changing personal, financial
and market conditions must be monitored and required midcourse corrections must be made. We live in a very volatile
world, thus vigilance is required.
Your overall goal must be to match your objectives with
your financial circumstance, risk tolerance and time horizon
to meet your financial goals. This will allow you to create a
better bucket list. Good luck in your approach.
Terry Holm is a long time lumber dealer and the owner of
Holm Financial which has been providing financial services to
individuals and companies since 1989. Securities and advisory
services offered through Ausdal Financial Partners, Inc. Member
FINRA/SIPC 220 North Main Street, Suite 400 Davenport, IA. 52801
563-326-2064 (www.ausdal.com). Holm Financial and Ausdal
Financial Partners, Inc. are separately owned and operated.
Information herein is for educational purposes only. Terry can
be reached at 773-684-7600 tholm@holmfinancial.com.
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Mid-State Lumbermens
Fall Golf Outing Thrives
September 18

Dan & Sue Welty enjoy Fay’s BBQ with ILMDA
Executive Director Barry Johnson.

Chicken & Chops by Fay’s
Andrew Kreofsky and Pete Loveland prepare for the
draw down.
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Classified Advertisements

Boomtruck For Sale: 2000 Sterling 9500, 111,800 miles,
Jabco JT240 Silver Edition with 4,223 hours.
All 10 tires are brand new. Contact Brian or Mark at
Stotlar-Herrin Lumber Co., Johnston City, IL,
618-983-5121, 618-983-3192 (fax/phone)
or email stotjc@gmail.com.

proud to
support the

Illinois
Lumber
and
Material
Dealers
Association

www.coventryhealthcare.com
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OUR severe
weather
solution.

MAZE ring shank HDG
rooﬁng nails are MiamiDade County Approved.

MAZE rooﬁng nails are available
in bulk for hand driving and
coils for pneumatic tools.

MAZE rooﬁng nails are available in double
hot-dipped galvanized, stainless steel,
copper and aluminum.

MAZE rooﬁng nails are
100% MADE IN THE USA.

MAZE ring shank rooﬁng nails provide
more than twice the holding power of
smooth shank nails.

NAIL IT ONCE. NAIL IT RIGHT. ®

1.800.435.5949 s mazenails.com
Celebrating 165 Years  1848–2013
A Division of W.H. Maze Company
Helping to Build America Since 1848

Fall 2013

Manufacturing 100% Made in the USA nails with pride, honor and tradition.
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Please Support our Loyal
Associate Members
Adler Warehouse & Sales

Hawkeye Building Distributor

PrimeSource Building Products

Alexandria Moulding

Hixson Lumber Sales

Progressive Affiliated Lumbermen

Edmund A. Allen Lumber Co.

Holm Financial

Progressive Solutions, Inc.

Amerhart, Ltd.

Hutchison Lumber/Division of
Hutchison Lumber & Building

QUIKRETE

Anthony Supply Co., Inc.
Babb Lumber Co., Inc.
Bear Creek Truss, Inc.
Boise Distribution
Cargotec USA
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

Huttig Building Products
Illini Hardware
Illinois Industrial Lumber Co.
Industrial Products Co.
Integrity Payment Systems
Krauter Auto-Stak
Lumberman’s Wholesale
Lumberyard Supply Co.
Maze Nails
Metal Sales Mfg.
Mid-Am Building Supply
Moulding & Millwork
Nudo Products
Okaw Truss
Pekin Hardwood
Pennsylvania Lumbermens Insurance

Rehkemper and Sons, Inc.
River City Millwork
Roberts & Dybdahl
Rollex Corp.
Runnion Equipment Company
Seven Utility Management Consultants
Shelter Distribution
Simpson Strong Tie Co.
Snyder Insurance
Spruce Computer Systems
Tempco Products
Transworld Systems
Truss-Slater
Wall-Vern Products
Warrior Building Products
Weyerhaeuser
Woolf Distributing Co.

Prairie Wholesale Supply
Presnell Bros., Inc.

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

