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Selling i1s Not Telling...

Thirty (30) students gathered this past November to learn...Selling is Not

are truly professional salespeople when we understand that our purpose
is to: Help our customers make decisions that are good for them.

This is the number one definition of selling and we should use our
knowledge of building products and our experience in the market to
help our customers be more successful in running their businesses.

The professional salesperson needs to ask more questions to get to know
the customer and their company goals. The best questions to ask are
thought-provoking questions that generally
begin with: what, why, how, or tell me about.
We then need to actively listen and make |
suggestions to assist them in saving and S h D

making money. For this service we are ave t e ate '
entitled to make a fair profit margin for our . . .
company and a good living for ourselves and What: EBMDA Educational Seminar & Board Meeting

our family.

When: February 15-16, 2007
Sales is a profession and learning should ) -
never stop. We should be learning everyday Where: Sheraton Suites, Wilmington, DE
and refining our skills regularly to ensure our

personal success. February 15, 2007

Thank you to Austin McGonigle, Lee 9:00 am -12:00pm Microsoft Excel Basics '
Resources, the Eastern Building Material CEIUE] QR0 (A6 ) SElIETS
! 1:00 pm - 4:00 pm Microsoft Excel, Beyond the Basics

Dealers Educational Foundation, and all Gardnel Dyson, Fred Pryor Seminars

of our attendees for mgking the _ 2:00 pm - 4:00 pm New Board Member Orientation
November 30th Educational Session a 4:15 pm - 5:30pm Eastern Retirement Trust (ERT) Meeting
success! 5:30 pm - 6:30 pm Reception for members and invited guests at Costas
(including seminar participants)

6:30pm Dinner at Costas

February 16, 2007

8:00 - 9:00am Executive Committee Meeting (closed)

9:00 am - Noon Board of Directors Meeting (open)

Amore detailed itinerary will be in the mail shortly!

Companies wishing to sponsor an event are encouraged to contact MaryEllen
Parmer at 800-296-3278 or maryellen@wannerassoc.com.




Message from the Executive Director

Despite employing half the private-sector workforce, only 14 percent of small businesses offer 401(k)
plans. Only 14 percent of the nation’s small-business owners offer a 401(k) plan to their employees, and
63 percent do not offer any retirement benefits at all, according to a study by Harris Interactive, a
Rochester, NY, market-research firm and ShareBuilder, an online brokerage. In addition, those levels do
not appear headed for change. Just 17 percent of respondents said they feel a strong obligation to offer
retirement benefits, and 46 percent said they felt no obligation.

The survey found that owners who do not provide retirement benefits fail to do so for a variety of
reasons. Fifty-four percent said they didn’'t have enough employees to make it worthwhile, 28 percent
cited a financial inability to match contributions, and 26 percent blamed unstable business
circumstances.

“Small businesses employ half of all private-sector employees in America and serve as our economy’s
growth engine,” ShareBuilder CEO Jeff Seely said in a statement.“Given the rising cost of health care,
uncertainty about Social Security, and longer life expectancy, it's imperative that America’s small business
owners understand their crucial role in addressing the looming retirement crisis.” Moreover, some
companies have found that providing retirement benefits helps them compete for talent against bigger
competitors.

Many EBMDA members agree that offering such remuneration is an increased burden for smaller firms,
but less of a financial one than many might think. One of the many benefits of belonging to EBMDA is
your ability to take advantage of the retirement program designed by you, and for you, through the
Eastern Retirement Trust. The Trustees (EBMDA members) meet four times each year to review the
investments (now totaling $58M). SEI Investments provides the backbone of this member service. SEl is a
$300 billion investment firm and is one of a handful that acts as an investment co-fiduciary. An outside
administrator, Turning Point Associates, performs the administrative functions, and an outside auditor
verifies the performance. EBMDA Trustees provide due diligence to oversee the plan on behalf of EBMDA
members who are enrolled in this retirement program.

If you haven't looked into the retirement plans offered by EBMDA through Eastern Retirement Trust,
please consider a no cost comparison of your current program. Please call Tom Fleck at Turning Point
Associates for a no cost comparison of your current retirement program at 856.241.1200
(tfleck@turningpointassoc.com).

Best wishes for a prosperous new year!

[
? : _ “Tumovcr costs about 1 5

times the sa!arg of the

~

Pamela J. Hinton

Executive Director, EBMDA emplogee who moves on.”
800.296.3278
pam@ebmda.org -Price Waterhouse Coopers

\_ J
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National News Corner NEBMD/—
NLBMDA Year-End Legislative Report

The 109th Congress adjourned in mid-December after completing action on appropriations measures. A brief
summary of NLBMDA's accomplishments and priority issues is provided below:

e[ awsuit Reform -Innocent Sellers Fairness Act (ISFA)

Under NLBMDA'’s leadership, the Innocent Sellers Fairness Act (ISFA; H.R. 5500) was introduced in the House of
Representatives and garnered 22 cosponsors. Although legislative action is improbable before the 109th
Congress adjourns, NLBMDA already is making plans to secure reintroduction of ISFA in the 110th Congress.
Please watch for alerts on NLBMDA's advocacy website, www.buildthevote.org, and future issues of The Advocate
for the new bill number and ways that you can help promote ISFA and other industry priorities to legislators.

e[ awsuit Reform —Asbestos Litigation

Senator Arlen Specter’s (R-PA) legislation, the Fairness in Asbestos Injury Resolution (FAIR) Act (S. 852), failed to
gain the 60 votes necessary for consideration in the spring. The FAIR Act, which would create atrust fund to pay
individuals who have been exposed to asbestos, thereby reducing the liability burden on retailers, was
reintroduced as S. 3274. No further legislative action occured on the FAIR Act before the 109th Congress
adjourned.

eHealth Care —Small Business Health Plans (SBHPS)

After nearly a decade of inaction, the entire Senate debated legislation (S. 1955) to allow small businesses to
band together to purchase health insurance for their employees through the creation of SBHPs. Unfortunately,
the Senate fell short of the votes necessary to end debate and pass the bill. Expanding access to affordable
health care for small businesses will continue to be a priority for NLBMDA and the 110th Congress.

oTax —Estate Tax Reform

The Senate failed to achieve the 60 votes necessary to end debate on a compromise on permanent repeal/
reform of the estate tax. This will continue to be one of NLBMDA's priorities in 2007.

--------------------------------------------------------------------

NLBMDA LecisLaATivE CONFERENCE
ArriL 16-18, 2007

The Ritz-Carlton Washington, DC
1150 22nd Street, NW
Washington, DC 20037

www.ritzcarlton.com (202.835.0500)
Visit www.dealer.org to register
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FROM THE CHAIR

Meer tHE New CHarmAN oF EBMDA

Professional Background - Barry Scholtz, SSC Distributors, Chester, PA

SSC Distributors is a third generation, family owned and operated business with it roots firmly
implanted in lumber and building materials.Barry's grandfather,John Scholtz, founded the
company,in 1913 as Scholtz Lumber, on Tinicum Avenue in Philadelphia. His father, Edwin F.
Scholtz, started in the business after his return from the Pacific at the end of WW II. Barry's
brother,Keith,and Barry had the privilege of working with their Dad for thirty years. A past
EBMDA board member and treasurer,he made many friends in the organization and had a
great appreciation for the fraternal relationships that developed.

SSC has evolved into a distributor of kitchen cabinetry and architectural millwork to tract
builders, general contractors and commercial clients. Barry serves as President of the company
specializing in commercial builders and developers, while his brother Keith serves as Vice
President handling tract builder and custom builder sales. Barry Scholtz, EBMDA Chairman

What do you see as the biggest challenge in the building supply industry?

"Keeping the independent building material dealer the preferred choice of supply for the professional and do it yourselfer. In
the last 15-20 years our industry has seen mergers, acquisitions, the emergence of the 'Big Boxes',economic windfalls, and
devastating recessions. Nowadays, building supply dealers need to be knowledgeable about so many different aspects of the
business. Market trends, building trends, commodity pricing, banking, the political landscape, taxes, law, the list goes on and
on. You name it,and the independent is dealing with it. The independent lumber dealer has to stay ahead of the curve. He has
to be progressive and willing to evolve with the changing economic conditions, creating markets and opportunities that will
ensure his survival and future growth. Assisting the independent with these challenges is where the EBMDA must play its
biggestrole."

What are your goals for EBMDA?

"First,membership recruitment and retention will dominate our efforts in 2007 with a particular focus on younger members. To
that effort | applaud last years'Board of Directors who established the Harold Smick Young Dealer of the Year Award program.
It's our hope that it will energize younger people under the EBMDA banner, creating more value and generating more interest
in membership.

Second, we will take time this year to explore the possibility of bringing back a trade expo and educational event for our region.
Our target will be to host a trade show in 2008. | think we're positioned to develop an expo that will surpass those of the past
and create a lot of “buzz”in our industry. We are very fortunate to have the guidance and experience of our new CEO, Pamela
Hinton,and the staff of our association management company“Wanner Associates”to collaborate and provide support on this
and other progressive ideas for the future.

Third; Education, education, education, education. | fully support EBMDA in its effort to provide quality educational
programming. The education committee chaired by Geoff Huguely has developed a great educational calendar for us in 2007
and our education foundation chaired by Steven Mitchell has stepped up to the plate providing two years of generous grant
support to offset costs.

Lastly,my goal is to listen to you, the members! To work with the board in developing programs and services that cannot be
duplicated elsewhere on behalf of building material dealers within our region. Building value in the organization and
exceeding members’ expectations is the mission for EBMDA in 2007.

Itis an honor to serve as your chairman for the 2007-2008 term. Prior chairs leave large shoes to fill, but rest assured | will do
my very best to uphold the expectations and standards of the EBMDA. My wife, Michele,and | wish you God’s blessing and the
very best for a healthy and prosperous new year.-
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Assoclation News

Welcome New Members...

Regular Member Associate  Member

Builder Resource Holbrook Lumber
Supply Corp. Company
Contact: Gary Allshouse Contact: Paul Dean
8155 Stayton Drive 70 Fuller Road

Jessup, MD 20794 Albany, NY 12205
301-490-8660 ~ Fax: 301-490-8662 518-489-4708 ~ Fax: 518-489-4781

www.brsupplycorp.com www.holbrooklumber.com

Thank you to SEI Investments, Inc. for your
Sponsorship at our November 30-
December 1, 2006 Board Meeting!

Thank you!

While at dinner on November 30",
Incoming Chairman, Barry Scholtz, and
1st Past Chairman, Kip Coleman, thank
Alta Miller for her service as EBMDA
Chairman. (She held her last Board
Meeting as the EBMDA Chair on
December 1) They expressed the
Board’s appreciation while presenting her
with a‘chair’ of her own. We look forward
to having her continued service as our
1st Past Chairman and welcome Barry
Scholtz as our New Chairman!
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Flcasc SUPPort These
Associate Members \Who

Support ]

AmeriHealth Casualty Services
Arch Wood Protection, Inc

Blue Linx Corporation

Blue Tarp Financial, Inc.

Brooks Lumber Co.

Derr Flooring Company

Do it Best Corporation

Eckman Lumber Company

ENAP Inc.

Federated Insurance

George Nakashima Woodworker,SA
Gro-N-Sell Inc.

Guardian Building Products
Holbrook Lumber Company
Indiana Lumbermens Mutual Ins.
JAFCO Industries, Inc.

LMC

Manning Management Corporation
PA Lumbermen's Mutual

Parksite Plunkett Webster

Patterson Lumber Co., Inc.

Reeb Millwork Corporation

Reinsel Kuntz Lesher LLP

Roehrs & Company

Salem Millwork & Truss

SEl Investments

Silk Systems, Inc.

Super Enterprises

Superseal Construction Products USA
Turning Point Associates, Inc.
Weaber Inc.

_BMDA

Mark Your Calendars: March 28 and 29, 2007

ADVANCED SELLING SKILLS FOR FOREST PRODUCTS PERSONNEL

Personal selling methods provide most forest product companies the differentiation strategy necessary to be successful
in the marketplace. As the forest products industry becomes increasingly competitive, personal selling skills increase in
importance. Those attending this course will learn how to increase their effectiveness in their sales jobs. Specific topics
include territorial management, self-motivation, sales negotiation techniques, time management, communication skills,
value-added sales techniques and keeping a positive attitude. The course will be held at the Inn at Virginia Tech on
March 28™ and 29" in Blacksburg, VA. For additional information please contact Bob Smith at 540-231-7107 or

rsmith4@vt.edu
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Commercial Automobile Premiums
DonN'T Pay ExTrAl

Premiums for commercial vehicles are based on fleet size, loss experience and three important factors:

| — Size Class — Trucks are grouped by gross vehicle weight and gross combined weight for extra
heavy truck-tractors. Weight categories are 10,000 Ibs. or less, 10,001-20,000 Ibs., 20,001-45,000 Ibs.,
over 45,000 Ibs. for extra heavy trucks. Review the weight classifications with your agent to make
certain all of your trucks have proper weights assigned.

Il - Business Usage — Trucks are classified service, retail or commercial. Service is the lowest rated
category and designed for contractors who go to a job site all day. However, if you do service work or
installed sales you qualify for a lower cost. Trucks for dealer delivery are placed in the commercial
classification.

[l - Radius — The radius categories are up to 50 miles, 50-200 miles and over 200 miles. The higher the
normal radius the higher the cost. Discuss this with your agent. Most insurers will accept “normal
operating radius” as the basis for the premium charge.

You don’t want to pay extra! Take advantage of the “service” category if it applies to you. Make certain the
weight of each vehicle is accurate. Use the “normal” operating radius for each vehicle.

Submitted by, Clifton T. Whitehead, CPCU, SVP, Roehrs & Co.

The Pennsylvania Lumbermens Mutual Insurance Company has provided EBMDA with DVD training
programs. The sessions listed below are available, at no charge, to members of EBMDA. There is no charge
for the DVD's if they are returned within 14 days after receipt. The charge for keeping the training videos past
14 days to 30 days is a flat fee of $30.00. If not returned within 30 days, the DVD will be reported as lost and the
company will be charged $175.00.

EACH DVD provides English and Spanish Versions:

Warehouse Safety: It's No Mystery

Fire Safety: Alert, Aware, Alive

Fire Extinguishers: Your Pass to Safety
Boomlifts for Construction

Safe Driving

Defensive Driving: Prepared for the Worst
Defensive Driving: A Crash Course
Electrical Safety: Basic Principles

In addition to the DVD, each session has an English-only booklet that recaps the training, along with a quiz
that can be used to show that your employees have undergone training.

Contact MaryEllen Parmer at 800-296-3278 (717-441-6045).
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Communication: The Key to Keeping Your Star
Players

By Mark Barnard and Harold Barnard

A good client called us a few days ago to review an opening they needed to fill immediately. Their marketing
manager had just taken another position with a competitor creating an instant void that could not go unfilled for
very long. The HR Director explained that the employee had taken a similar position for “not that much more
money” than they had been paying him.

As it turns out, the employee had been made some promises by his direct supervisor that had gone unfulfilled.
They weren't about money or promotion. Apparently the Marketing Manager was promised a new office as the
current space was small, dark and barely large enough for him and his assistant. After waiting over a year for the
move to a new office, the manager became frustrated that his boss did not fulfill the promise. He voiced his
frustration and reason for leaving during the resignation meeting. The manager quickly said they would be willing
to find his marketing expert a new office and they would do it today! But it was too little, too late, the employee
explained, as he had already committed to taking a new position and HE was going to keep HIS word. So, the
Marketing Manager left on Friday with no notice accepted due to the competitive situation and Monday we got the
call to get started right away on helping to find a new employee.

About now, many readers will be saying to themselves that the marketing expert should have the common sense to
address the issue with his manager rather than letting it come down to making the decision to take another
position over something as small as just an office space. He must be considered a weak employee to begin with,
right? Not always. We would find that the majority of those people who send us their resumes (approximately 65-
70%) are leaving their positions or are looking because of many un-kept promises. We see it everyday; valuable
employees with excellent skill sets and work histories leaving good companies because of a promise that was made,
but was never kept.

We hear about broken promises from promotion and salary increases, to commission changes and job
responsibilities. Some employees feel awkward about talking to their managers about a broken promise. They fear
the boss will be insulted and they may risk termination for calling foul. The easier route for some is to find new
employment and just walk away. Many people will simply turn away to avoid a perceived confrontation. What this
points to is not weak employees or managers, but rather poor communication between them. Good, effective
communication is one of the keys to hiring and retaining the top talent. Too often it is overlooked and under-
emphasized. We consult with enough clients across the country to know that the number one reason companies
cannot retain or attract the best talent is due to weak or ineffective communication.

Managers do not always communicate effectively with their teams and assumptions are made, things are forgotten
and promises go unfulfilled in the heat of the battle. Details need to be clearly defined and understood by all.
Assumptions are made that if our employees don’'t know or unclear that they will ask. We know from experience
that it does not always happen that way. Have you ever been surprised by someone giving notice because they did
not receive a promotion they had been promised or an annual review was overlooked? Have you ever been
surprised at how a seemingly content employee was giving notice because of what was bothering him or her?
Unfortunately, the proper communication happens too late and sometimes not until an exit interview.

ARTICLE CONTINUED ON BACK PAGE...

About the authors: Mark Barnard is President and Harold Barnard is Vice President of SnapDragon Associates, LLC, a full service consulting
and recruiting company. They offer a common sense approach to problem solving in the lumber and building products industry where they have
spent the majority of their careers. SnapDragon’s focus is on consulting and recruiting for businesses and professionals in the Building Materials

and Lumber Industries. For more information and contact information go to www.snapdragonassociates.com or call them at (603) 621- 9037.
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908 N. Second Street

-E-BMDE Harrisburg, PA 17102

800-296-3278
717-441-6045
fax: 717-236-2046
e-mail: office@ebmda.org

EBMDA Officers

Chairman of the Board, EBMDA
Barry Scholtz

SSC Distributors

Chester, PA

Chairman Eastern Retirement Trust
(ERT)

Annette Stuckey

Barrons Enterprises, Inc.
Gaithersburg, MD

Chairman Eastern States
Management Services (ESMS)
Phil Skarada

Your Building Centers, Inc.
Altoona, PA

Chairman Eastern Building Material
Dealers Education Foundation
(EBMDEF)

Steve Mitchell

G.R. Mitchell, Inc.

Willow Street, PA

Staff
Pamela J. Hinton
Executive Director

MaryEllen B. Parmer
Managing Director

Industry Calendar of
Meetings & Events

Jan. 25-February 2, 2007
Guardian Building Products
Show

Paris Las Vegas & Casino
Las Vegas, NV

February 7-9, 2007

NAHB International Builders
Show

Orlando, FL

February 15, 2007
Excel Basics

Excel Advanced
WWW.pryor.com
Sheraton Suites
Wilmington, DE

February 15-16, 2007
EBMDA ERT & Board Meetings
Sheraton Suites

Wilmington, DE

February 22, 2007

Accounting for Non-Accountants
www.richardheath.com

Parksite Plunkett Webster
Baltimore, MD

March 14-17, 2007

ENAP 40th Anniversary

Mtg &Trade Show

Gaylord Texan Resort & Conv. Ctr.
Grapevine, TX

March 15-17, 2007
ACE Hardware Spring Show
Las Vegas, NV

March 21-25, 2007
ABC National Meeting
Nashville, TN

March 23-25, 2007
True Value Market
Chicago, IL

March 25, 2007

NAHB National Green Building
Conference

St. Louis, MO

March 29, 2007
Yard Foreman
www.tomfife.com
TBA, PA

April 26, 2007

Business Succession Planning
http://www.susqu.edu/
facstaff/m/mischel/

Hershey Hotel

Hershey, PA

April 26-27, 2007

EBMDA ERT & Board Meetings
Hershey Hotel

Hershey, PA

May 17, 2007

Sales: Friends, Beggars, &
Blue Suede Shoes/The Fallacy
of the Close
www.buildingleaders.com
Harrisburg, PA

May 2007
Do-It Best Market
Indianapolis, IN

June 6, 2007

NAHB Legislative Conference
& Board Meeting
Washington, DC

June 18-20, 2007
Guardian
Charlotte, NC

August 16 -18, 2007
Orgill
Las Vegas, NV

September 14 - 15, 2007
LMC
Philadelphia, PA

September 20, 2007
Benchmarking for Excellence
& Process Improvement
www.lbmsolutions.com
Hyatt Regency Chesapeake
Bay

Cambridge, MD

eleven





