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American Rescue Plan Oﬀers Employers Tax Credits
President’s
Message
STAFDA members…
What a wild ride we
have all been on!
But we can ﬁnally
say we are kicking
Brian Gersten
COVID-19 here in the On Time Supply
Suﬀern, NY
U.S. and other parts
of the world. With vaccina ons ﬂying into people’s arms, hospitaliza on
and deaths are declining, businesses
are ﬁnally star ng to reopen, children
are returning to school, and the travel
industry is star ng to move people
from place to place again where and
whenever possible. No one could
have ever imagined the a ermath
from COVID-19 in addi on to the
change in the U.S. Presidency.
In late April, STAFDA’s Vice President,
Allan Guthrie, and I had the pleasure
to meet with our Manufacturer and
Rep Liaison Commi ees for our annual mee ng via Zoom. Normally, these
mee ngs take place in January during
World of Concrete (WOC), but since
WOC ’21 was pushed back to next
month, we didn’t want to wait un l
January ’22 to talk about industry issues. It was an enlightening mee ng
and let me share some of the things
that were men oned.
1) We’re all experiencing con nued
supply chain disrup on with countless container ships anchored oﬀ the
west coast ci es of L.A., San Francisco, Oakland, and Long Beach. Here on
the east coast, we’re also seeing ships
si ng oﬀshore just wai ng to get into
port. Some longshoreman are getng paid to sit at home. Distributors,
Con nued on page 6

The American Rescue Plan Act of 2021
(ARP) allows small and midsize employers, and certain governmental employers, to claim refundable tax credits that
reimburse them for the cost of providing
paid sick and family leave to their employees due to COVID-19, including leave taken by employees to receive (or recover)
from COVID-19 vaccina ons. ARP credits
are available to eligible employers from
April 1, 2021, through September 30,
2021, that pay for sick and family leave.
Eligible Employers: An eligible employer
is any business, including a tax exempt organiza on, with fewer than 500 employees. Self-employed individuals are also
eligible for similar tax credits.
Paid sick and family leave for which tax
credits can be claimed: Eligible employers are en tled to tax credits for wages
paid for leave taken by employees who
are not able to work or telework due to
reasons related to COVID-19, including
leave taken to receive COVID vaccina ons
or to recover from any injury, disability,

New Members

Please visit the members-only sec on of STAFDA’s website, www.stafda.org, to get detailed
informa on on the following new members:

Distributor
Vantage Construc on Products – Winkler, MB
Associates
Hearing/Face/Eye Protec on
Hellberg Safety North America – South Gate, CA
Workwear, Outerwear, Protec ve Wear & Acc’ys.
Snickers Workwear North America – South
Gate, CA
Safety Shoes, Boots, Occupa onal Shoes
Solid Gear Footwear North America – South
Gate, CA
Rep Agents
Bechtel Equipment Opera ons – Sugar Land, TX
DMM Group, Inc. – Houston, TX

illness, or condi on related to vaccinaons. These tax credits are available for
wages paid for leave from April 1 through
September 30, 2021.
The tax credit amount and how they’re
calculated: The paid leave credits under
ARP are tax credits against the employer’s share of the Medicare tax. The tax
credits are refundable which means the
employer is en tled to payment of the
full amount of the credits if it exceeds the
employer’s share of the Medicare tax.
The tax credit for paid sick leave wages
is equal to the sick leave wages paid for
COVID-19 related reasons for up to two
weeks (80 hours), limited to $511/day
and $5,110 in the aggregate, at 100% of
the employee’s regular rate of pay. The
tax credit for paid family leave wages is
equal to the family leave wages paid for
up to 12 weeks, limited to $200/day and
$12,000 in the aggregate, at two-thirds of
the employee’s regular rate of pay. The
amount of these tax credits is increased
by allocable health plan expenses as well
as the employer’s share of social security
and Medicare taxes paid on the wages
(up to the respec ve daily and total caps).
Claiming the credit: Eligible employers
may claim tax credits from April 1 – September 30, 2021. They’ll report their total paid sick and family leave wages (plus
eligible health plan expenses and eligible
employer’s share or social security and
Medicare taxes on the paid leave wages)
for each quarter on their federal employ- 1
ment tax return, usually Form 941. Instruc ons on Form 941 explain how to reﬂect the reduced liabili es for the quarter
related to the deposit schedule. Self-employed individuals may claim comparable
tax credits on their individual Form 1040,
U.S. Individual Tax Return.

STAFDA’s In-Person Educa onal Workshops in Orlando
One of the biggest complaints professional speakers’ have had the
past year about Zoom mee ngs or
webinars was the lack of audience
interac on. Thankfully, with widespread COVID vaccina ons and the
State of Florida being pro-ac ve on
keeping people safe yet allowing
mee ngs to take place, STAFDA’s
back on track to hold its in-person
Conven on & Trade Show, October 24-26, in Orlando, FL.
STAFDA will comply with Florida
and Orlando mandates regarding
COVID safety in October. Orlando
Health works with the Orange
County Conven on Center (OCCC)
to ensure the health and well-being of all mee ng a endees and
STAFDA is no excep on.
STAFDA’s 45th Annual Conven on
& Trade Show leads oﬀ with four,
concurrent 90-minute workshops
Sunday morning, October 24, from
8:30 – 10:00 a.m. and 10:30 a.m.
– Noon. The workshops repeat to
a diﬀerent audience following a
30-minute break.
There is also one workshop Sunday
a ernoon and an addi onal program Tuesday morning, October
26.

Sunday Morning Workshops, October 24:
Decoding MicroExpressions To Increase Sales! Janine
Driver: As a former
federal law enforcement oﬃcer
with the Department of Jus ce,
Driver will share her knowledge of
how to read others’ body language
and unlock tricks of master manipulators to easily spot decep on
on phone calls, emails, Facebook

posts, handwri en notes, and social media. People o en think if a
person crosses their arms, they’ve
lost interest or it’s a power pose.
Driver believes when people cross
their arms it’s not a nega ve, rather it indicates they’re using both
sides of their brain. But, if they’ve
crossed both their arms and legs,
they’ve emo onally withdrawn
from the conversa on. She’ll share
ps on how to spot discomfort and
devia ons in hidden facial expressions along with fear and disgust.
Driver believes rapport building is
the founda on upon which interac ons with others are built and
the framework of successful rela onships. She’s a popular guest
on NBC’s TODAY, NBC’S Weekend
TODAY, FOX News, along with being quoted in other media outlets.
www.janinedriver.com
How to Work
with & Lead People Not Like You.
Kelly McDonald:
Diversity in the
workforce is a hot
topic. Many employers are under
pressure to ensure their employee
base is diverse and represents the
customers they serve. Progressive
companies value diversity since
it can lead to be er decisions,
solu ons, and innova ons while
growing business and proﬁts. But
a diverse workforce doesn’t just
mean diﬀerent racial and ethnic
backgrounds: It can also be diversity of thought. A new mom is in a
very diﬀerent place than an empty
nester. Someone with a master’s
degree is diﬀerent from someone
who is a high school graduate. Different people may not see eye-toeye on an issue. Communica on
styles may diﬀer. Cultural backgrounds vary and even men and
women see situa ons diﬀerently.
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How can today’s leaders mo vate
and lead groups of people from different backgrounds? McDonald will
oﬀer speciﬁc tac cs for employees
to succeed in today’s workplace
without becoming frustrated by
approaches to work that may diﬀer
from theirs. And for leaders, they’ll
learn three key steps to make a diverse team more cohesive, producve, and enjoyable. McDonald has
been featured in Fast Company,
Forbes, BusinessWeek, and her clients include Toyota, State Farm,
Nike, and Miller-Coors.
www.mcdonaldmarke ng.com
The Unspoken Rules
of Leadership. Jamie Turner: Turner
led a webinar for
STAFDA
earlier
this year and it
was so well received he was invited to Orlando! His workshop will
look at the four pillars of leadership
(mentoring, marke ng, mindset,
management) where a endees
will determine which “pillar” they
are. He will cover why the world’s
best leaders work on their mindset
ﬁrst and their skillset second; How
thinking “backwards” can help improve one’s inﬂuence with others;
Why humility is a secret weapon all
powerful leaders possess; How to
use the Law of Reciprocity to create
a win/win environment; Turning a
yes/no ques on into an either/or
ques on to grow inﬂuence; and
Why leading with a story (rather
than facts) can turn a person into a
more eﬀec ve persuader. Turner is
an author, professor, and CEO who
was recognized by CareerAddict
as one of the world’s best speakers along with Ariana Huﬃngton,
Daymond John, and Gary Vaynerchuk. His client list includes CocaCola, AT&T, Microso , Verizon,
and SAP. He’s a professor at both

Emory University (Atlanta) and the
University of Texas (Aus n). www.
jamieturner.live
Overcoming the
7 Deadliest Communica on SINs.
Skip Weisman: Yet
another STAFDA webinar speaker who
resonated well with
members so he’s
on deck for Orlando! Prior to starting his consul ng business creating championship work teams for
clients, he served as CEO for ﬁve
diﬀerent professional baseball
franchises aﬃliated with the Boston Red Sox, Cincinna Reds, New
York Mets, Sea le Mariners, Tampa Bay Rays, and Texas Rangers. In
this workshop, Weisman will do a
deep-dive into interpersonal workplace communica ons. A endees
will learn these four key points: 1).
How to calculate the actual dollars
of how dysfunc onal communicaon and behavior impacts a company; 2). Deﬁning workplace communica on problems and applying
speciﬁc strategies, tools, and techniques to get diﬀerent results; 3).
Increasing workplace produc vity
by 50% overnight by commi ng to
just one of seven deadliest communica on sins; and 4). Commi ng to
adjus ng one’s own communicaon habits to ini ate the change
they want in their workplace. www.
yourchampionshipcompany.com

Sunday a ernoon, 1:30 –
3:00 p.m.
Sales PRO Update. Paul Reilly:
In 2006, Tom Reilly, then STAFDA’s
Sales Consultant,
spent six months
researching and interviewing STAFDA
outside sales professionals and

their managers before he wrote
STAFDA’s outside sales training
manual, Sales PRO. Fast forward to
2021 and Tom’s son, Paul, who has
been STAFDA’s Sales Consultant for
several years, is now upda ng the
original Sales PRO. This spring, Paul
surveyed STAFDA distributors to
learn about their speciﬁc outside
sales policies and trends. The COVID-19 pandemic has revolu onized
the way outside sales is now conducted. It s ll involves ﬁeld sales
calls, but virtual selling has soared
to the forefront. The updated Sales
PRO will include research and techniques to address today’s new selling environment to include virtual
selling, crea ng personal value,
and customer messaging. Paul’s
Orlando session will be a preview
of his soon-to-be-printed manual.
In addi on, in late 2020/early 2021,
he’ll conduct a series of virtual webinars for members which will focus on Sales PRO’s new research to
help outside salespeople navigate
today’s challenging environment.
www.tomreillytraining.com

Tuesday morning, October
26, 8:00 – 9:30 a.m.
Economic Update.
Alan
Beaulieu:
As STAFDA’s Economic
Advisor,
and one of the
pre-eminent economists in the country, Alan Beaulieu
will present his annual economic
recap of 2021 and oﬀer his forecast for 2022 and beyond. As the
U.S., and world, emerges from the
worst of the COVID-19 pandemic,
economies are regain their foo ng
while businesses hit the accelerator. Everyone wants to get back to
“normal” and he will highlight what
sectors are achieving success over
others. Some forecasts say normalcy won’t set in un l 2023 so ﬁnd
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out if Beaulieu agrees with them or
not. He writes STAFDA’s quarterly
Economic Advisories which update
members throughout the year, but
they’re no subs tute for his standing-room only workshop. Beaulieu
is President of ITR Economics and
will lead a 90-minute free webinar
on June 10 for STAFDA members.
Since 1990, ITR helps companies
around the globe forecast, plan,
and increase their proﬁts based
on business cycle trend analysis.
www.itreconomics.com

Registra on for STAFDA’s 45th
Annual Conven on & Trade Show
opens at 8:00 a.m. Central, Monday, June 28, from the membersonly sec on of www.stafda.org.
Test your username and password today! Contact the STAFDA
oﬃce if you need assistance
(info@stafda.org).
Exhibitors: Booth space will be
assigned on a ﬁrst-come, ﬁrstserved basis with booth assignments being made using the me
stamp on the registra on forms.
STAFDA’s host hotels will also begin taking reserva ons on June
28. A er logging in to the members-only sec on, click on the
Conven on tab at the top of the
page and follow the Hotels link
on the submenu. STAFDA-specific reserva on hyperlinks will be
available under each hotel’s listing.

What’s Fresh?

Get to Know your STAFDA Leadership

STAFDA’s introducing several fresh concepts during
the Orlando Conven on & Trade Show. Be sure to
take advantage of them all!

In most Trade News issues, STAFDA leadership is
proﬁled. This month features STAFDA Manufacturer Liaison Commi ee member, Lenny Colasuonno, VP-Sales & Marke ng/Anchoring Division,
Aerosmith Fastening Systems, Indianapolis, IN.

Live Streaming & Capture Services

Exhibitors wan ng to host a live streaming event
during the Trade Show may contact Freeman A/V to
schedule a me and arrange for videographers to record, capture, and produce the feed. Informa on will
be in the Freeman Exhibitor Kit.

Media Mee ng Space

Aﬃliate media members and social media inﬂuencers
will be provided with a quiet space in the Des na on
Lounge to conduct video interviews, set up future visits to member companies, and discuss business oﬀ the
show ﬂoor. The Des na on Lounge is located one level
above the Trade Show.

ShowMo Promo

Since the Trade Show is a buying show, STAFDA encourages exhibitors to promote and adver se “STAFDA
Show Specials” that can only be taken advantage of
during the Trade Show.
Logos: Exhibitors may upload a jpg of their company
logo to accompany their lis ngs on the Interac ve ﬂoor
plan under the Conven on tab of STAFDA’s website
and the Conven on app. Size guidelines will be listed
on the online Conven on registra on form.
Video: Exhibitors also may upload a brief video promo
to show more of their products to members. The video will be highlighted on the interac ve ﬂoor plan on
STAFDA’s website and Conven on app. They may also
log in at any me and change the video if they’d like
to demo another product and unveil a new special. Exhibitors may upload their ShowMo Promo informa on
from the online registra on link. There will be ﬁelds included on the Exhibitor Informa on page where booth
size is selected and product descrip ons are entered.
Exhibitors do not need to include the informa on
when they register — they may log in and enter the
informa on and video at a later me.
Specials, Prize Drawings, & New Products: Exhibitors
also may upload details of their Show Specials, Prize
Drawings, and New Products. They will receive a small
easel sign for their booth with icons delinea ng what
they are oﬀering a endees. The signs are designed
to prompt a endees to strike up a conversa on with
booth personnel.

What path brought you to this business and how many years
have you been in the industry? Great ques on! In 1981, I began working part me while in high school for a company by the
name of The Rawlplug Company, located in New Rochelle, NY.
They later changed their name to Powers Fasteners in 1995 and
were eventually purchased by Stanley Black and Decker in 2013.
In total, it’s been 40 years, some mes hard to believe!
What are you most passionate about professionally? I would
have to say helping others succeed and doing business in an honest and ethical manner. Many examples come to mind but there is
no be er feeling than being able to help a Distributor salesperson
who may not be as knowledgeable in a certain area of the business, learn from your past experiences so the next me he feels
comfortable enough to try and tackle the issue on his own. I believe working with people and then being able to empower them
for the next me around is key to what we do.
What is your greatest accomplishment in this industry? I believe
my greatest accomplishment in the industry would be my contribu on in helping a privately owned business who was doing
approximately $5 million in sales grow to be a $200+ million business, who would then eventually be sold to a Fortune 500 company. To be part of that success story will always be a highlight in
my career.
What part of this business do you enjoy the most? I enjoy a lot
of things about the business but most importantly, the compe veness of the business, the constant change, where every day
is never the same. Although if I had to pick one thing it would be
the friendships and long-las ng rela onships you make along the
way. Those that last well beyond your business tenure.
What is the current focus of your business? For Aerosmith, it’s
easy, to con nue to grow as a supplier to the STAFDA distributor
and be a company that con nues to solely focus on Direct Fastening and Mechanical and Adhesive Anchoring. To also get back to
doing business the way it had been done in the past: Where customer service, same day shipping, quality products, and where
your word s ll means something. If you are going to say you are
going to do something, you do it!
What is your favorite way to spend me when not working? I
enjoy spending me with my wife, Lisa, and two daughters, Jennifer and Nicole. Traveling, listening to live music (when we all can
go again!), spor ng events, and the beach.
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Distributors are oﬀ to a Solid Start in Q1 ‘21
STAFDA members who par cipated in the Q1 Trend Report saw a healthy increase in sales, up 7.3% over Q1 2020.
According to Dodge Data & Analy cs’ Richard Branch, Chief Economist, “A 2% increase of total construc on starts in March
bumped the seasonally adjusted rate to $825.3 billion. The March increase is welcome news following the past three
months of decline. Construc on will con nue to improve as the year moves on however, just as the pandemic is loosening
its grip on the economy, logis cal problems and the rapid escala on in material prices have become the primary risk to the
construc on sector. These issues may restrain opportunity in the coming months.”
Par cipa ng STAFDA distributors, averaging $23.7 million in annual sales, reported
the following (Table 1):

Table 1
Region

Q1 ‘21 Sales to Q1 ‘20

A/R 3/31/21 to 3/31/20

Avg. Days O/S

1-Northeast

5.5%

-24.8%

52

2-Mid-Atlan c

1.4%

-8.2%

36

5.9%
3.3%
49
Through March, nonbuilding starts fell 7% 3-Southeast
5.6%
-2.7%
44
to a seasonally adjusted average of $186.7 4-South Central
-3.9%
-17.0%
50
billion. For the 12 months ending March 5-Midwest
2021, total nonbuilding starts were 10% 6-North Central
5.0%
5.5%
39
lower than the 12 months ending March 7-Rocky Mountain
11.0%
1.2%
39
2020. Highway and bridge starts were 3%
8-Northwest
-8.1%
-5.3%
47
higher on a 12-month rolling basis while
-5.6%
8.3%
44
environmental public works were up 8%. 9-Paciﬁc
56.4%
6.3%
21
Miscellaneous nonbuilding fell 19% and 10-Canada
7.3%
-3.3%
42 days
u lity/gas plant starts were down 36% for Overall Average
the 12 months ending March 2021. Notable projects in this category with Q1 starts include the $1.2 billion Sanborn Solar Facility (Mojave, CA), $525 million Azure
Sky wind farm (Throckmorton, TX), and $425 million Double E Pipeline (extending from Eddy County, NM, to Waha, TX).

Nonresiden al starts posted a seasonally adjusted annual rate of $235.3 billion in March. For the 12 months ending March
2021, nonresiden al building starts dropped 28% compared to the 12 months ending March 2020. Commercial starts declined 30%, ins tu onal starts dropped 20%, and manufacturing starts slid 56% in the 12 months ending March 2021. Large
nonresiden al projects breaking ground in Q1 included a $306 million Amazon warehouse (Maspeth, NY), $300 million
Ball Corp. Aluminum Can factory (Pi ston, PA) and $288 million TCCD Northwest Campus Redevelopment (Arlington, TX).
Residen al construc on starts have an annually adjusted annual rate of $403.3 billion. However in March alone, mul family jumped 33% while single family housing fell 9%. Mul family structures that spurred the growth in Q1 included the $329
million 1629 Market Street mixed-use project (San Francisco), $287 million Schuylkill Yards West Tower (Philadelphia)
and $242 million Na onal Urban League
mixed-use building (New York City).
Table 2
Q2 ‘21 to Q1 ‘21 Sales
Q2 ‘21 to Q2 ‘20
Region

For the 12 months ending March 2021, total residen al starts were 6% higher than
the 12 months ending March 2020. Single
family starts gained 14% while mul family starts were oﬀ 14% on a 12-month sum
basis.

1-Northeast

0.0%

-10.0%

2-Mid-Atlan c

5.1%

7.1%

3-Southeast

14.5%

19.8%

4-South Central

4.8%

11.5%

5-Midwest

28.4%

10.0%

6-North Central

34.2%

10.2%

6.5%

15.2%

8-Northwest

10.0%

10.0%

9-Paciﬁc

7.5%

6.5%

10-Canada

9.7%

23.3%

Overall Average

12.1%

10.4%

STAFDA Trend par cipants see the next 7-Rocky Mountain
quarter shaping up like this (Table 2):
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Inventory Management Workshops

Message Con’t. from p. 1

STAFDA’s Inventory Consultant, Jon Schreibfeder, will oﬀer two
workshops in Grapevine, TX, next month. With today’s supply
chain backlog, these will be two mely programs.

manufacturers, and reps are experiencing severe delays when products are unloaded and put on rail cars,
planes, or trucks to send across the country.

On June 7-8, he’ll oﬀer his Eﬀec ve Inventory Management workshop which takes a specialized approach to inventory by maximizing cash ﬂow while maintaining a high level of customer service.
A endees will use their own company’s data to plug into Schreibfeder’s models. The workshop will also address ongoing inventoryrelated challenges caused by COVID-19, future forecas ng for each
stocked item, and how to calculate a company’s ideal inventory
investment.

2) We are seeing con nued price increases/changes
daily.

On June 9, it’ll be Inventory Control/Warehouse Opera ons. This
interac ve program will explore best prac ces in material storage,
order fulﬁllment, and other aspects of warehouse and storeroom
opera ons. Topics covered include calcula ng the amount of space
needed to store material at each facility, iden fying necessary skills
for key warehouse employees, evalua ng new technology, and educa ng employees on the cost of bad inventory control.

4) Here’s something you might not have thought
about, but businesses are star ng to see a Cardboard
Box deﬁciency. Why? Online retailers like Amazon,
Ebay, and others saw a huge spike in sales last year
and used all available boxes to ship things to people
at home during the pandemic.

STAFDA members receive a discount and for more details, please
visit www.eﬀec veinventorymanagement.com

Member News
Isaiah Johnson recently joined the sales team at LADD Associates,
Melbourne, FL. He has 10 years of sales experience in Florida’s construc on/industrial markets.

Reynolds

Channellock, Meadville, PA, promoted Lynn Reynolds to Marke ng Manager and Ken Burchill to
Product Manager. Reynolds has been with the
company for 27 years and previously served as
Marke ng Services Manager. Burchill was Channellock’s e-commerce account manager and has
been with the ﬁrm eight years.

Last month, Darragh Company, Li le Rock, AR,
opened a new loca on in Springﬁeld, MO. This
marks the company’s third expansion in 2021 folBurchill
lowing the opening of a new branch in Memphis,
TN, in February and acquiring Morgan Tool and Supply, Shreveport, LA, in March…NEFCO, East Har ord, CT, acquired Sigma Engineering, Lincoln, RI. Sigma is an engineering company providing
structural and piping services to architects, engineers, plant operators, and other clients. This acquisi on allows the NEFCO Engineered Supports division to expand its capabili es and geographical reach to its current and future branch loca ons.
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3) Sky high raw material costs for lumber and steel.
One story shared during the mee ng was how one
Cleveland-based steel manufacturer is now partnering with Steel Service Centers to control the amount
of steel entering the marketplace.

5) Petroleum based products and polymers are seeing astronomical cost increases.
6) Engine backlog. One manufacturer said his company is wai ng on 8,000 engines from their usual
vendor forcing them to procure engines from other
manufacturers to put into their products in order to
keep up with the high rate of demand.
7) One STAFDA ladder manufacturer had a backlog
of 18 million ladders so they shut down the company
for two weeks in order to get caught up on producon, only to reopen and ﬁnd a demand for 21 million
ladders! This is just incredible!
8) Fuel Shortage who remembers back in the 70’s
when we waited in line to get fuel on odd/even days
depending on your license plate number. And just recently, the cyber a ack on the Colonial Pipeline impac ng states from Texas to New York is forcing many
gas sta ons to shutdown due of no fuel availability.
Those are just a few topics that came up in our meeting, but the one that really s cks with me are the price
increases that just keep coming. You must be aware
of your inventory cost in order to stay the course and
its impera ve you adjust your pricing accordingly.
STAFDA is a strong group as a whole and we all need
to s ck together. We have strength in NUMBERS and
we have come so far. Let’s stay the course together! I
look forward to seeing you all in Orlando this October
for STAFDA’s Annual Conven on & Trade Show.

