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My father had ulterior motives when he
arranged a summer job for me in Dighton
over 40 years ago. The store manager, Dick
Sculley, was a successful, devoted disciple
to “the Home Lumber way”- his instruction
was crystal clear without need of review
from a 16 year old kid. [ was mentored
through several more summers of relief
work with the likes of Don Sparks, Leroy
Bowen, Hoot Baird, Jim Sims, Clayton
Jones, Dale McFarland and several other
strong managers with their own variation
of the “way”. When Dad suggested that I
drive down from Sterling- my first full-time
store manager’s job- to visit with Mr.
e, | agreed with some reluctance. My wife,
Diane, was comfortable raising our family in her hometown and my prior experience
there with retired, septuagenarian co-workers, Sam Brothers and Ray Neaville, was
most rewarding. I was developing my own mixed flavor of the Home Lumber way to
manage a store with some success. Tex was persuasive though, so with the “Boss’s”
blessing my mentoring continued with several cherished years in Ashland before my
father, Bus Couch, Mary Urban and Paul Baker all retired from the daily acitivity.

When I came back home 26 years ago there were twice as many independent building
material retailers in Kansas. Fifty years ago there were over 750 dealers- three times
as many as today! The current era has been defined by rampant consolidation among



dealers, suppliers, and builders. While the old, trusted rules of working hard and
offering the best possible products and services are still relevant, they serve more as
basic prerequisites for survival today. Our continued success in the face of fewer, but
stronger competitors today has evolved with a HOME team that has willed change in
response to the needs of our markets. The company has operated 45 different
locations over the last 100 years. Although there are a variety of reasons for buying
or selling or closing a store, our greatest opportunities are, obviously, in rural markets
with the most healthy, diversified economy(s), and we strongly support those regional
development efforts with our corporate and local resources.

The advantage that we continue to leverage is the opportunity to know our customers
and their needs better than our competitors do. Today, we have 16 different variations
on doing that right with the network to learn from one another. Our store managers
are held accountable for serving these markets, and along with their staff are,
undoubtedly, the most aggressive team in the company’s history. We continue to build
on the mutual respect of suppliers and service providers that recognize our growing
role in this market by helping us provide the best products and service possible.

I would be remiss to not acknowledge the exceptional support received from Phil
Mitchell and Gary Petz with Discovery-Based Retail. We’ve been privileged recently to
broaden our educational opportunities for all personnel with their professional
services. Furthermore, without their work and encouragement this book would still
be “in process” indefinitely and for that support I'm sincerely grateful.

The sales growth from $7,000,000 to $23,000,000 in the last 25 years has required a
substantial increase in working capital. We have been blessed since Mr. Berryman’s
original capital seed of $10,000 over 100 years ago with 4 generations of family
ownership that respect and support our longevity by allowing our operating capital to
fund the growth. This has been a significant advantage for management over the years
that continues today with our current Board of Directors and stockholders.

The motto for our centennial celebration is sincere- “Connected to our Past, and
Focused on our Future”. I am most fortunate for the opportunity to manage this
company and participate in the ownership and operational issues that have made the
company as strong as it is today. With the excellent support from an experienced staff
here- Roy Hoffman, Yard Supervisor, Kim Hazen, Office Manager, Karen Leterle, Yard
Bookkeeper, and Matt Harmon, Systems Manager- I'm confident we can address the
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