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T H E  L I C A A Message From the President

Hello fellow LICA members and friends! 

I hope you are all safe and well. It’s hard to believe that it’s already August. 
It seems like just yesterday many of us were in Lincoln, Nebraska. Wow, what 
an exciting place! I had never seen so many options for dining and enjoying 
the hospitality of our Nebraska members. The countryside was beautiful, 
and the tours were amazing.  Seeing the metal finishing process at Lincoln 
Industries reminded me of my younger days. I had a motorcycle and would 
have loved to get some things chrome plated. And the Museum of American 
Speed displayed a Corvette I wished for as a kid! Thanks again to National 

LICA and Nebraska LICA for all your hard work and the fun you provided for our members.  I’d 
also like to express gratitude to our fantastic associates for their continued support.

I’m sure everyone is busy as a hive of bees making honey. It’s remarkable how things can get 
done when a group works together. Don’t be afraid to find ways to become more active in LICA.  
Volunteer for a committee.  Go out and invite new contractors to LICA meetings and events. Show 
them our national network of like-minded professionals, and the benefits available to us all.  With 
teamwork, the sky is the limit! 

I hope all our members have enjoyed or will enjoy your summer outings and events with your 
state chapters. Please make time to attend them and share the fellowship with others. I’ll be going 
to the tenth annual New York LICA golf outing in September. I have a special tee shot that I might 
share again. For that story, ask our National Chairperson, Chris Wagner; I’m sure he would be 
delighted to tell you.

If I don’t see you at your events, I hope to see you at the winter convention in Virginia Beach in 
February. Remember to stay safe and watch out for your families and friends. God bless you all and 
thank you for being part of the LICA family!

David Gallahan, National LICA President
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LICA Leadership: It All 
Starts with Membership
By CAROLINE KRUG, Editor and Assistant to the CEO

What is a Leader?
Sometimes, the fear of becoming a leader comes from think-

ing that only certain kinds of people can lead. But that’s not 
true! Leadership isn’t limited to just one type of person or per-
sonality; it takes on diverse forms, each contributing uniquely 
to our association’s growth and success. The Land Improve-
ment Contractors of America (LICA) believe that the only pre-
requisite for a great leader in this organization is a passion for 
conservation and land improvement. 

Let’s explore how different types of personalities can step 
up and be leaders in LICA, making a positive impact.  The 
visionary Dreamers inspire by painting a vivid picture of the 
future and fostering a culture of innovation. Analytical Think-
ers bring clarity to complex situations, making well-informed 
decisions that steer LICA’s path. Caring Communicators cre-
ate an inclusive atmosphere, valuing every voice and ensuring 
unity in purpose. Adaptable Explorers thrive amidst change, 
turning challenges into steppingstones for progress. Energizers 
infuse enthusiasm into every endeavor, motivating the associa-
tion towards remarkable achievements. 

Becoming a leader doesn’t mean you have to change who 
you are. In LICA, your unique personality is a big asset. LICA 
believes that dreamers, thinkers, communicators, explorers, 
and energizers all have something important to offer.

So, if you’ve ever been worried about being a leader, remem-
ber that your passion and personality are what make you spe-
cial. Embrace your strengths, overcome your fears, and step 
into a leadership role in LICA. Your journey as a leader will 
be all about growing, making a difference, and achieving great 
things together.

Hear From Your Past Presidents
At the National Summer Meeting in Lincoln, NE a panel 

of National past presidents participated in a seminar sharing 
their unique journeys of moving through the ranks of LICA 
leadership.  The panel, consisting of Steve Anderson (IL), 
Mike Cook (MI), Steve Gerten (OH), and Don Loken (MN), 
provided a sample of the many diverse personalities that have 

held office throughout the history of LICA.  They shared why 
they joined, how and why they served in leadership roles, and 
how they benefitted from serving LICA.  Perhaps one of their 
stories resonates with you and inspires you to pursue the path 
of leadership within this great association.

Steve Anderson continues to run the com-
pany his father started back in 1958, along-
side his brother Stewart. As a young child of 
seven or eight years old, he accompanied his 
father to LICA meetings and was exposed 
to the industry. Steve has fond memories of 
LICA events, such as attending a picnic in 
Pekin followed by a trip to Six Flags. He has 
been operating heavy equipment since the 
age of 15, and in 1976, his father purchased 

a bulldozer for him. In 2000, Steve expanded the services of 
his business to include field tiling and purchased the necessary 
equipment from a fellow LICA member.  

Throughout more than 35 years as a LICA member, Steve’s 
involvement has expanded steadily. He began by being elected as 
the director of his district when it was just his brother and him. 
He was then invited to take on the role of treasurer, which suited 

Past Presidents Steve Gerten, Steve Anderson, Don Loken, and Mike Cook 
on a leadership panel moderated by Allison Hack 

Steve Anderson 
Marseilles, IL
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his background in finance. Steve thought he could hide in that 
position, but when Illinois needed a new first vice president, he 
stepped up and accepted the challenge. With the subsequent 
resignation of the vice president, Steve quickly moved up the 
ranks.  Steve became the third member of his family to serve as 
state resident and, although it felt daunting, he found comfort 
in being surrounded by people he had known for years. Despite 
being introverted, Steve found his place within the group.  One 
significant opportunity arising from his LICA experience was 
his attendance at a seminar on two-stage ditches at the Ohio 
State University. Steve attended in place of his president and 
gained valuable knowledge, which he later applied to selling 
two-stage ditches to his customers.

His first interaction with National LICA came when he repre-
sented Illinois at a meeting in Orlando. Steve thoroughly enjoyed 
attending national events and connecting with LICA members 
from all over the country. Considering there had been no Na-
tional president from Illinois since 1973, Steve decided to run 
for regional vice president to begin his journey on that track. He 
appreciated the opportunity to visit state chapters, get to know 
the people in his region, and build relationships with the Na-
tional board. As regional vice president, he expanded his reach 
by speaking in Nebraska, seizing an opportunity for growth and 
going beyond one’s current limitations.  Steve recalls his father 
putting him on a bulldozer at a young age without specific in-
structions, simply telling him to “get it done.” which instilled a 
sense of initiative within him. This advice has been reinforced 
throughout his LICA journey, as he’s reminded himself time 
and again to “get up and do it because it needs to be done”.

 One LICA member who particularly inspired Steve was 
Louis McFarland, who started as a “regular guy” and then 
rose to become vice president. He also credits Steve Miller for 
teaching him a lot through their conversations, extending be-
yond the scope of regional reports.

As National president, Steve made it a priority to attend 
as many events as possible, appreciating the camaraderie and 
the exchange of knowledge among LICA members, includ-
ing the practice of trading jobs with competitors within the 

LICA family.  Balancing his responsibilities on the National 
board with his work life was manageable for Steve. The meet-
ings were always scheduled with consideration for the indus-
try, and his duties rarely interfered with his business. He only 
missed a dinner once when he had to return home to repair 
an engine on a combine. 

Serving on the executive committee provided Steve with an 
eye-opening experience about the processes and projects go-
ing on at the National level. He learned valuable interpersonal 
skills, public speaking, and most importantly, listening skills.  

Steve Anderson is grateful for the inspiration he has re-
ceived from everyone at LICA and acknowledges that he has 
grown so much because of it. 

Mike Cook’s family legacy in drainage 
dates back to the 1950s when his grandfather 
worked in the field, followed by his father in 
1957. Mike pursued a degree in surveying 
and later joined Hancor, where he became 
an associate member of LICA. In 1987, he 
established his own business and has been 
grateful to hold both associate and contrac-
tor LICA memberships. He finds immense 
value in engaging with fellow contractors, 
and compares the membership to that of a church congrega-
tion. He finds it refreshing that even competitors share ideas 
with one another.

Within just two years of joining, Mike found himself on 
the state board. Subsequently, he assumed the role of execu-
tive director. Although initially pressured to join, he found 
the experience to be immensely rewarding. He has held every 
officer role in Michigan and was elected by his region to step 
into the position of regional vice president once his predeces-
sor, Bob Clark, became National vice president. Subsequently 
serving as president was an honorable experience for him. He 
takes pride in revitalizing the kids’ program and contributing 
to the development of the MOU, as well as scouting a new of-
fice location in collaboration with National LICA, providing 

Mike Cook
Westphallia, MI

Becoming a leader doesn’t mean 
you have to change who you are. 
In LICA, your unique personality 
is a big asset.

“ “



more space for our headquarters. Mike also chaired the water 
table committee, a task that initially appeared daunting. He 
emphasizes the importance of listening to others’ needs, learn-
ing to be flexible, and respecting differing opinions as valuable 
lessons reinforced during his tenure with LICA. 

When it comes to his commitment to the executive com-
mittee, Mike naturally accepted the time demands and was 
recognized for his efforts. During his leadership journey, he 
had plenty of help along the way. His son Adam efficiently 
managed the workload in his absence; during one trip he ac-
complished two weeks’ worth of work in just three days! Past 
President Nordis Estrem’s advice to “dress right” proved valu-
able, and she even helped him iron his shirts. 

As an officer, he sought to learn and grow from his team 
rather than boast about his own accomplishments. He is proud 
of his family and his role as a mentor. Throughout his journey, 
he has gained valuable experience, leaned on the guidance of 
individuals like Brad McArdle, and found a sense of family 
with CEO Jerry Biuso, Sr. who consistently emphasized the 
importance of prioritizing family over business. 

Mike Cook draws inspiration from everyone he has encoun-
tered in LICA.

Steve Gerten, a farm drainage profes-
sional from Ohio, has played an integral 
role in the LICA community. In 1981, he 
became a member of LICA after acquiring 
the business of Marion Inbody, a long-time 
LICA member and one of the founders of 
the Ohio Drainage Contractors Association, 
which later became LICA in 1967. Through-
out his journey, Steve has been fortunate 
to have mentors like Cy Schwieterman and 

Louis McFarland, both former National presidents, who have 
guided and inspired him.

Steve’s journey within LICA began by serving on the board 
of directors, followed by his election as the president of the 
Ohio chapter in 2006. He continued his service on the board 
and was then invited to become the regional vice president 
for region 3, offering him the chance to learn from different 
states. This paved the way for his progression into the roles of 
National vice president and president, where he thoroughly 
enjoyed visiting various states, forming new friendships, and 
participating in discussions that resolved issues and fostered 
membership growth in Ohio.  Thanks to his sons, who could 
cover for him in the business, Steve was able to dedicate signifi-
cant time to National LICA as an officer.  Steve deeply values 
LICA as an extended family and appreciates the nationwide 
network it provides.

Despite his initial fear of public speaking, Steve received 
valuable advice from a fellow contractor to overcome this 
challenge by focusing on the back of the room until he felt 

more comfortable. While there was a learning curve in his 
early years as a regional vice president, Steve embraced it by 
asking questions and continually striving for improvement. 
He looked up to leaders like Bruce Barnhart, Harry Haus-
child, and Dirk Riniker during his tenure, learning by their 
example. As a national officer, he considered taking care of 
the membership and assisting them in achieving success as 
his top priorities. Steve has taken pride in serving as the 
chairperson of field days for the past two decades and val-
ues the strong relationship between OH LICA and the Ohio 
State University. 

Being part of LICA has benefitted Steve’s business through 
collaboration with other contractors and has enhanced his 
reputation among his customers. Steve’s involvement in LICA 
has taught him valuable lessons about the importance of team-
work, particularly within his business operations. He has also 
adopted the practice of meticulous planning before jobs to en-
sure effective teamwork in the field.

Throughout his journey, Steve Gerten has experienced per-
sonal and professional growth. He is grateful for the valuable 
relationships and experiences he has gained, acknowledging 
that he has learned the most by listening to and observing the 
remarkable individuals within the organization.

Don Loken opened his business nearly 49 
years ago, providing a comprehensive range 
of year-round services like farm drainage, 
snow removal and septic services, as well as 
aggregate crushing, hauling, and grading. His 
company collaborates with approximately 10 
different townships, maintaining a perma-
nent staff of 10-12 employees. It was Don’s 
cousin, a contractor member, who invited 
Don to join LICA, a commitment spanning 
nearly five decades that reflects his overwhelmingly positive im-
pressions of the LICA family. 

Don’s involvement with LICA began at the regional level, 
where he served as a vice president and subsequently held ev-
ery position leading up to chairman at the national level. As 
a regional vice president, Don dedicated himself to represent-
ing the interests of the states under his jurisdiction. He pri-
oritized effective communication by regularly checking in with 
the states and relaying important information between the 
states and the national office. Don made it a priority never to 
miss a meeting, recognizing the significance of listening to the 
members and acting as their voice within the organization. He 
firmly believes that much can be learned simply by listening 
to people.  While serving on the executive committee, Don 
received support from capable individuals who managed his 
business in his absence, teaching him the value of delegation. 
Learning Robert’s Rules of Order has also left a lasting impres-
sion on Don.

6   z   FALL 2023	 THE LICA CONTRACTOR

Steve Gerten
Leipsic, OH Don Loken

Owatonna, MN
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Don highly values the camaraderie, support, and collabora-
tion he’s found in LICA. He recalls one remarkable example 
of teamwork when, during a challenging period, his wife, Jan, 
and fellow member, Nordis Estrem, jointly took on the role of 
executive director, working tirelessly without pay to stabilize 
the Minnesota LICA chapter.  

Don takes immense pride in the successful execution of the 
Minnesota field days, his committee memberships, and his multi-
ple terms as the national safety committee chair. He also finds sat-
isfaction in his dedicated efforts to expand LICA’s membership, 
adhering to mantras like “get involved and the problem is solved” 
and “if each one gets one, the problem is solved.”   As National 
LICA president, Don felt honored to contribute to the Farm Bill. 
His input on NRCS was considered and respected, providing him 
an opportunity to showcase his knowledge and expertise. 

Don Loken expresses deep gratitude for the nurturing and 
support he has received throughout his journey with LICA.

What Does it Take to Lead with LICA?
Based on a culmination of advice provided by the panel dur-

ing the leadership seminar, any member considering a leader-
ship role within LICA should bear the following in mind:

1. Time, Resources, and Business Backup: Serving as a Na-
tional LICA Officer requires individuals to have the necessary 
time, resources, and a backup plan to ensure their business 
can continue operating in their absence.

2. Overcoming Initial Fears: It is common to experience 
fear, particularly when it comes to starting something new or 
speaking in public. However, officers are encouraged to speak 
from the heart, face their fears head-on, and remember that ev-
eryone in the LICA community shares common experiences. 
Seeking advice from past leaders who have gone through simi-
lar challenges can also be beneficial.

3. Embrace Collaboration: Being an officer is about working 
together and helping others. By collaborating and supporting 
fellow members, officers can also help themselves grow person-
ally and professionally.

4. Support from the LICA Community: The LICA com-
munity is a close-knit network of individuals who genuinely 
support and want officers to succeed. Knowing that there is a 
network of support and guidance can provide officers with the 
confidence they need to take on their role.

At National LICA, we encourage you to explore leadership op-
portunities.  Look to those who have held office before you for 
guidance and inspiration.  Learn from and grow with your peers.  
Get involved in committees, practice using your unique voice and 
ideas to push this great association into the future.  Being active 
in this community creates a natural progression into roles of men-
torship and ultimately leadership.  It all starts with membership. z
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Chris Wagner, National president, “passes the pin” to David Gallahan, 
incoming National president

National Officers Chris Wagner, chairperson; Jerry Biuso, Sr., CEO; 
David Gallahan, president; and Tony Cain, vice president 
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Insurance costs represent a significant part of the expense 
ledger for most land improvement contractors, but securing 

the best coverage for the best price can be challenging.
Property and casualty insurance is an indispensable, and 

extremely important, expense. Insurance protects the viability 
of your organization in the event of an accident or claim. As 
a business owner, you have no control over the outcome of a 
claim against you; injuries or damages might be low or might 
run into millions of dollars. Without assets to assume such 
risk, you need insurance to protect your business.

Still, contractors need to be mindful of expense factors that 
go to their bottom line, including insurance coverage. The im-
portant thing to remember is that, while insurance companies 
are in the risk-taking business, they also compete with other 
insurance companies on premiums and services they offer to 
contractors. An agent experienced in construction can help 
you find the right coverage for the right cost.

How does an insurance company determine the premium 
for my business?

Most companies that offer coverage for insurance lines of 
business critical to so many LICA members—General Liabil-
ity, Automobile, Property, Inland Marine/Contractors Equip-
ment and Workers Compensation, for example—begin with 
loss costs for the class codes that represent your business. In-
surance advisory organizations such as the Insurance Services 
Office and the National Council on Compensation Insurance 
collect and compile statistical data from member insurance 
companies and use that information to recommend loss costs 
by state and file those recommendations with the appropriate 
regulators. 

Insurance companies begin with those industry loss costs 
when determining a rate adjusted for the limit   being request-
ed, that is then applied to a contractor exposure basis such as 
payroll.

If most insurance companies use industry loss costs, 
why do premiums vary by company?

There is a difference between loss costs and rate – and 
that difference is that insurance companies apply factors like 
a loss cost multiplier (LCM). Each insurer develops its own 
multiplier to factor their expenses and ultimate loss ratio po-
tential not captured by loss costs. They also add a profit load 

needed to maintain their viability, in the same way they pro-
tect yours, so they are in a position to pay claims that may not 
manifest until many years down the road. 

Insurance companies then use objectively determined cred-
its and debits to assess the quality of risk management controls 
that a particular contractor might have in place to protect third 
parties and employees. Examples include the use of telematics 
in Automobile, underground utility strike prevention for Gen-
eral Liability and personal protective equipment for Workers 
Compensation.

It’s important that contractors consider whether the low-
est premium might also regrettably translate into less support 
from one insurance company compared to another in impor-
tant areas such as coverage for certain types of losses and ser-
vices like claim containment and safety-related risk control.

This is where insurance agents and brokers provide an 
important consultative role. They seek the most competitive 
quote with the best services an insurance carrier can provide 
to assist your own risk management efforts.

What can a Land Improvement Contractor do to ensure 
best-in-class pricing?

Demonstrate controls are in place to:
• �Identify and analyze risk exposure such as underground 

utility strikes or work zone safety.
• Select the best method when addressing that exposure.
• �Avoid exposure entirely if not controllable with some de-

gree of confidence.
• Monitor those controls.

Managing Insurance Costs 
Without Sacrificing Coverage

By JOHN TATUM, Managing Director, Ambac



How can an agent help control insurance costs? 
Agents advise on risk retention. For example, they can help 
you determine the appropriate Property Damage deductible 
for your risk tolerance and budget. A deductible might en-
able you to retain the costs of small claims you feel are man-
ageable and reduce premium. However, you should never 
risk too much for a reduced premium. That mistake can oc-
cur when taking too high a deductible or underestimating 
the number of claims that might be subject to your deduct-
ible. An agent can help ensure all projections are within 
your budget.

Agents also play an important role in contractual risk trans-
fer. The indemnification and additional insured coverage you 
extend to General Contractors or require from your subcon-
tractors, are considered within the premiums. These agree-
ments require a contractor to hold another party harmless for 
losses experienced by a third party for work performed under 
the terms of the contract. 

In the same way, contracts can pass along a much higher 
degree of liability by requiring that you be named as an ad-
ditional insured.

Your attorneys should be your resource for the legal obliga-
tion incurred, but an agent can inform you on the costs associ-
ated with the additional insured coverage.

How should a contractor decide on an agent?
Do you need a single agent or broker or is the cost concern 

such that another firm should be extended the opportunity to 
solicit quotes? There are disadvantages to using too many; it can 
become a disruptive process that becomes counter-productive. 

And there are advantages to having only one as your trusted 
advisor, such as a reduced time commitment for you so you 
can focus on your business. 

The overarching message of this article is to outline some 
ways the insurance needs of any land improvement contractor 
can be best served. This happens when the insurance company 
is fully informed on the great risk management story your com-
pany represents, and you have a complete understanding of 
the costs and services you can expect from that company.

Your agent can ensure that sense of partnership is in place. z

John Tatum has more than 25 years of experi-
ence in the insurance industry, primarily serving 
clients in the construction sector. He is building a 
construction-focused managing general agency for 
Ambac’s insurance distribution division. Prior to 
joining Ambac, he worked for AXIS and CNA 
Financial Corporation. He can be reached at  
jtatum@ambac.com.
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Virginia Beach holds a very important place in the his-
tory of this great country. A history that has been well-

preserved for over 300 years. In April of 1607, ships of the 
London Company arrived at Chesapeake Bay carrying over 
200 people.  Captain Newport, commander of the ships, was 
ordered to find a site for a colony that was accessible by water, 
but safe from Spanish attack. Newport sailed up a river eventu-
ally establishing what is now known as Jamestown. 

The site where Newport and his ships first hit land is today’s 
First Landing State Park. It boasts 20 miles of trails and over 
a mile of beach along Chesapeake Bay. If you want to learn 
more about the history of First Landing, visit the Chesapeake 
Bay Center, which offers historic exhibits and aquariums to 
explore.

Near First Landing stands the Cape Henry Lighthouse, 
which guided boats to safety for almost 100 years. Cape Henry 
was the first federally funded public works project, authorized 
by George Washington and overseen by Alexander Hamilton. 
Cape Henry provided a 360-degree view and served as a place 
to watch for invasions.  In 1896, Preservation Virginia mem-
bers placed a tablet on the lighthouse, commemorating the 
site of the “First Landing.” 

Although no major battles took place in Virginia Beach, 
there is a consensus among historians that the Battle of York-
town was strategically won right off the coast of Cape Henry. 

Until August of 1781 the British controlled the waterways of 
Virginia. But that changed after a two-day sea battle, when the 
French fleet defeated the British. The Chesapeake was no lon-
ger controlled by the British and their army was left without 
reinforcements and supplies, ultimately forcing them to sur-
render on October 19, 1781.

Virginia Beach is only about an hour away from the Historic 
Triangle of Yorktown, Williamsburg and Jamestown, where the 
foundation of our country began. But you don’t have to go that 
far to explore the story of the first colonists.  There are multiple 
historic homes and museums throughout Virginia Beach.

Virginia is for LICA: 
Exploring the Historical and 

Vibrant Virginia Beach

By ALLISON HACK, Director of Communications
Virginia Beach Boardwalk

Cape Henry Lighthouse



The Thoroughgood House is one of the oldest surviving co-
lonial homes in Virginia Beach, which remains standing where 
it was built in 1719. This residence provides insights about the 
Thorowgood family and the history of Princess Anne County. 
Guided tours will bring you back in time to the lives of the 
wealthy Virginia colonists who lived there.

Built around 1725, the Lynnhaven House shows visitors 
what life was like leading up to the American Revolution. 
Through a tour of the house, you will find out about its origi-
nal builder, Francis Thelaball, and his family.

Ferry Plantation House, dating back to 1642, went through 
many iterations before becoming the historic site you can visit 
today. It was the site of the second and third Princess Anne 
Courthouses until 1751. The Walke Family owned the prop-
erty and built the Manor House, using the former courthouse 
as a kitchen. A fire in 1828 burned the Walke Manor house to 
the ground and two years later George and Elizabeth (Walke) 
Macintosh rebuilt it from the surviving bricks of the manor 
house, resulting in the house that stands today. Tour the Ferry 
Plantation House and learn about its long history.

While experiencing Virginia Beach’s history is a “must”, 
there is even more to explore in this vibrant coastal commu-
nity. Beyond history, the city presents an array of attractions, 
from wildlife to mouth-watering food options, ensuring there’s 
something to do for everyone.

The Virginia Aquarium & Marine Science Center is con-
sidered one of the top aquariums in the country. There are 
plenty of marine species to discover, interactive exhibits, and 
the National Geographic 3D Theater. 

We all love good food, good drinks, and good times with 
friends; Beachside Social has all three in store for you. This 
unique establishment is right near the Boardwalk and serves 
up plenty of indoor fun: a full menu, cocktails, beer, bocce 
ball, shuffleboard and board games. Even on chilly nights, 
Beachside Social turns up the heat with its “beachy” vibes and 
amazing ocean views. 

Speaking of drinks, Virginia Beach has an expanding craft 
beer scene, with brews and flavors for everyone. Virginia 
Beach Pilot House, Smartmouth Brewing Company’s newest 

location, is just three blocks from the oceanfront. The fully 
renovated facility is a former post office with a small-batch 
brewing system, tasting room and Bakehouse Pizza inside. If 
you are still thirsty – continue on to more breweries and follow 
The Virginia Beach Beer Trail. It includes more than twenty 
breweries, so download the guide and experience the flavorful 
journey all on your own. 

If you are a “foodie” look no further! Virginia Beach has 
a variety of fresh cuisine, but the first stop has to be Catch 
31 Fish House & Bar…located in the Hilton Virginia Beach 
Oceanfront. They offer breakfast, lunch, dinner and even late-
night bites. Enjoy everything from oysters to a classic BLT, just 
steps from your hotel room. Not in the mood for seafood? Visit 
ZZAS for a slice of brick oven pizza, Murphy’s Irish Pub for 
bangers and mash or Lolly’s Creamery for a sweet treat. 

Nature enthusiasts will be captivated by prime whale watching 
season off the coast of Virginia. From December until March 
you can see the magnificent humpback and fin whales making 
their annual journey north. Rudee’s Sightseeing Tours offers an 
educational experience that will take your breath away.

Virginia Beach’s allure spans all seasons, with its rich his-
tory, local cuisines and array of both indoor and outdoor at-
tractions to experience. National LICA has exciting plans in 
store for the LICA Family this coming February, with detailed 
tour information and registration coming this fall. z
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Virginia Beach City Centre

Williamsburg historic homes Williamsburg colonist actors
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Crop production in sandy soils is challenging due to high 
permeability and low water-holding capacity. SWRT So-

lutions, Inc. provides a practical and proven solution to this 
challenge: the mechanical installation of SWRT’s specially en-
gineered polymer membranes for soil water retention that re-
quire no maintenance. To achieve installation of these mem-
branes for interested producers, SWRT Solutions wants to 
explore potential business arrangements with interested land 
improvement contractors given their expertise and demon-
strated results in conservation practice installation over de-
cades. LICA’s members are ideally suited to install this new 
soil water optimization technology because of their equip-
ment experience, unique technical skills, and the trusted rela-
tionship they maintain with America’s producers.

SWRT Solutions’ innovative thin polymer membranes are 
mechanically installed in the soil profile in a cascading ar-
rangement and at design depths and curvature with a new 
patented mechanical installation machine (MIM) now of-
fered for sale. The MIM technology has been developed over 
7 years, with improvements periodically incorporated. The 
currently available MIM for commercial use has four chis-
els and installs four membranes concurrently at alternating 
soil depths of 18 and 24 inches, with a U-shaped membrane 
width to depth ratio of 2 to 1. This cascading arrangement of 
membranes also has consistent lateral gaps between them to 
allow for some deep-water percolation and root penetration 
further into the soil. The MIM, typically pulled behind a 240 
hp tractor or tracked equipment, can install membranes on 
3 to 4 acres per day with a GPS-guided driver and just one 
trained laborer to periodically assist the MIM’s membrane 
feeding process between rolls.

Based on years of research and on-farm practical use, 
SWRT’s membranes have multiple benefits for crop produc-
tion and the environment, including:
• �optimization of soil water during the crop growing season, 

plus greater fertilizer use efficiency,
• �reduced use of irrigation water and associated energy for 

crop production,
• �resilience to prolonged dry periods and droughts,
• �suppression of soil salinity development in saline soils,
• �greater crop production certainty and resulting income for 

producers, and

• �improved water quality and reduced Greenhouse Gas 
(GHG) emissions.
The Return on Investment (ROI) from the mechanical in-

stallation of SWRT’s membranes is between 2 to 9 years de-
pending on the crops grown. Because the installation cost per 
acre is largely consistent, crops with higher value achieve the 
ROI in fewer years. Additionally, a field that is double cropped 
will have an even shorter time period to achieve the ROI.

To enhance awareness and understanding of SWRT Solu-
tions’ innovative and proven polymer membranes, which 
have been used in four states and eight countries to date, the 
following questions and answers are provided to LICA mem-
bers for consideration:

1. What are the installation depths of most SWRT mem-
branes?

SWRT membranes are typically installed into most sandy 
soils at depths ranging between 18 and 24 inches, below the 
tillage depth. However, membrane placement depth may vary 
based on the soil’s textural coarseness and pore size distribu-
tion directly below and within crop root zone.

An Innovative Technology to 
Improve Crop Production & 
Conservation in Sandy Soils

By STEVEN V. LAW, Vice President of Customer Development, Soil Water Retention Technologies (SWRT) Solutions, Inc.

Two Membrane Installation Chisels (MIC’s) at the SWRT Solutions shop 
awaiting field season
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2. May polymer membranes other than those patented by 
SWRT Solutions be used?

No. SWRT’s patented membranes have been developed 
through science and widely field tested for this specific 
purpose. They are designed for ease of handling during 
installation through the MIM, to achieve performance expec-
tations, and to ensure durability and longevity. Dow Corpora-
tion has determined these impermeable membranes should 
last in the soil profile for at least 48 and up to 100 years. Only 
exposure to prolonged ultraviolet light “depolymerizes” and 
ages these patented membranes. 

3. What are the installation costs per acre of SWRT’s poly-
mer membranes with a MIM?

SWRT membrane installation costs using a MIM de-
pend on several variables including the depth of their in-
stallation, soil type and conditions, time taken to install the 
membranes, fuel prices, the costs of labor and equipment, 
membrane costs, and mobilization costs.  SWRT Solutions 
is committed to working closely with land improvement 
contractors and producers to ensure all costs are transpar-
ent, reasonable, and reflective of current conditions. SWRT 
Solutions would be pleased to discuss costs with interested 
land improvement contractors.

4. How do SWRT’s water-saving polymer membranes influ-
ence plant growth and yields?

SWRT membranes reduce deep leaching of water by up to 
50 percent and nutrients by up to 30 percent, depending upon 
crop type, irrigation use, and rainfall amounts. The additional 
soil water in crop root zones retained by using SWRT’s mem-
branes continuously enhances plant metabolic performance 
and physiologic growth, and therefore crop yields in a posi-
tive manner.

5. Will SWRT’s membranes cause flooding during excessive 
rainfall or over irrigation?

No. The engineered and field-proven configuration of 
SWRT’s membranes enable the rapid drainage of soil water 

when it reaches amounts damaging to crop growth. Typically, 
sandy soils with SWRT membranes installed will drain within 
24 hours to avoid root flooding damage.

6. Can plants with tap roots be inhibited by SWRT’s water 
saving membranes?

No. SWRT’s water-retaining membranes are consistently 
installed laterally across a field with adequate space between 
membranes for dominant tap root growth between mem-
branes. The lateral gaps between membranes allow plants 
with tap roots to go deeper into the soil. The integrity of the 
durable polymer membranes remains intact, and they con-
tinue to function properly while tap roots go around them 
through the intentional lateral gaps between the membranes.

7. Will SWRT’s membranes increase or decrease the use of 
fertilizer?

SWRT membranes significantly reduce the leaching of fer-
tilizers in sandy soils by 40 to 60 percent as compared to these 
same soils without membranes. Pesticides and crop growth 
regulators are also retained in the root zone of plants with 
SWRT membranes at similar high percentages. Scientists 
continue to research the possible need for increasing fertilizer 
as crop yield increases on SWRT’s membranes. If rainfall and/
or supplemental irrigation meet the growth and transpiration 
needs for greatly increased plant growth on SWRT mem-
branes, especially as plant populations are increased, then ad-
ditional nutrient inputs can be added without contaminating 
groundwater.

8. Can plant populations on sandy soils be increased when 
the water and nutrient concentrations in the root zone are 
improved by SWRT’s membranes?

Yes. Field studies have demonstrated that SWRT’s mem-
branes retain highly available soil water and nutrients for crop 
growth, and they are not leached below root systems. The pro-
ductive capacity of the field with membranes is increased and 
therefore plant populations also can be increased to improve 
crop yields and the production of above-ground biomass.

MIC with deep chisels inserted to 24 inches can be drawn by a 240 horse 
power unit at a swift walking speed. 

Excavated water and nutrient saving membrane, installed at 20 in. soil 
depths, at the base of the membrane positioned into a U-shaped trough that 
is 12 in. wide and 6 in. deep.
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9. How does reduced soil drainage with use of SWRT’s mem-
branes influence soil salinity?

SWRT membranes prohibit the upward movement of 
salts in saline soils into crop rhizospheres. On-farm stud-
ies have identified low-saline irrigation water, combined 
with crop uptake, dramatically reduces root zone salinity. 
Properly installed SWRT membranes will reduce the up-
ward migration and surface evaporation of saline soil solu-
tions originating from subsoils.

10. Can SWRT’s membranes be used to establish sustainable 
production in arid and semiarid regions?

Yes. For example, SWRT membranes installed in arid rain-
fed regions of west Texas increased cotton production by over 
500% in one study. In another international study, both ir-
rigated and non-irrigated manually-installed SWRT mem-
branes in arid equatorial Kenya increased corn yield 3- to 
6-fold and vegetable yields 3-fold. z

SWRT Solutions welcomes your phone call, text, or email to 
learn more about this exciting new technology that will transform 
crop production on sandy soils in the U.S. and internationally. 
With over 100 million acres of highly permeable sandy soils in the 
U.S. and over 2.4 billion acres internationally in agricultural pro-
duction (either rain-fed, irrigated, or both), the opportunity for the 
installation of SWRT’s membranes using the efficient and proven 
MIM is enormous and untapped. We believe that land improve-
ment contractors are key and essential to producers realizing the 

many benefits from properly installed SWRT membranes. Steve 
Law can be reached at #517-919-0864 or via email at law@
swrtsolutions.com 

CONSTRUCTION PLOWSWHEEL TRENCHERS

Get the job done with our powerful commercial 
and agricultural trenchers, proven to hold grade 
in even the toughest conditions. 

Scan or visit wolfeequipment.com to learn more: 
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Melbourne, Iowa was abuzz with excitement on June 26th 
and 27th, 2023 as the Iowa chapter of the Land Im-

provement Contractors of America (LICA) hosted the highly 
anticipated Midwest Construction Expo & Field Day at the 
Iowa LICA Farm. This biennial event has been a staple since 
2005, drawing drainage contractors, industry professionals, 
and curious attendees from across the Midwest to witness the 
latest in land improvement practices and equipment.

The Iowa LICA Farm has a rich history and a distinct pur-
pose. Acquired over two decades ago, this 80-acre farm serves 
as an educational hub for farmers and contractors, emphasiz-
ing resource management and conservation practices that en-
hance land and water quality. 

The farm’s journey began in 2003 with its purchase, fol-
lowed by a series of developments throughout the years.  With 
the dedication of LICA contractors and associate members, 
a range of projects has been undertaken, including terraces, 
drainage tile installations, ponds, grass waterways, buffers, 
saturated buffers, nutrient removal wetlands, and sediment 
control basins. The effectiveness of these projects in improv-
ing water quality has been closely monitored over the years.

Recap: The 2023 Midwest 
Construction Expo & Field Day at 
the Iowa LICA Farm

By CAROLINE KRUG, Editor and Assistant to the CEO
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The LICA farm is an 80 acre farm controlling the run 
off from a water-shed of over 1000 acres. The farm 
stops over 50% of phosphates and almost 100% of the 
nitrates before the water flows from the LICA farm. 
This demonstrates what LICA contractors do 
everyday to help reduce nutrients and soil from our 
waters.
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Today, the farm controls runoff from a 1000-acre water-
shed, showcasing its transformative impact. As the deep water 
CREP reaches completion, the farm is projected to filter out 
over 50% of phosphates and nearly 100% of nitrates, signifi-
cantly reducing the flow of these nutrients into surrounding 
waters.

The 2023 Midwest Construction Expo & Field Day was a 
dynamic showcase of activities, exhibits, and presentations. 
Attendees enjoyed two immersive days, exploring indoor ex-
hibitor booths within the barn and outdoor equipment dem-
onstrations and displays. The event’s schedule was filled with 
engaging sessions, including:

- Tile installation project on the east hillside
- Grading and leveling project north of the main building
- Sheet Piling Installation Demo
- �Mini Excavator Rodeo with a $100 cash prize for top opera-
tors in each age category

- Antique tractor display by Mid-Iowa Case Antique Tractors
- Wolfe 450 Plow Demo by A&E Construction Supply
- Trench Rescue Davit System Demo
- ���Bron 2015 Versatile with Bron 750, and 2023 BRON 585 
with DL850 Demos by RWF Bron

- �Presentation on Saturated Buffer Installation and Batch & 
Builds Project

- Buckeye Trencher/ Plow Demo by Mid American Trenchers
- Inter-Drain 2050 Tile Plow Demo by Northland Trenching
- DOT Truck Inspection Demo
- Hydramaxx 2520 Demo by Port Industries

A notable addition to the event was the Equipment Op-
erator Training (EOT) Simulator Trailer. This mobile simula-
tor, owned by JB Holland Construction and accompanied by 

Roger Solberg, provided an immersive experience of operating 
heavy construction equipment through virtual reality technol-
ogy. The simulator aimed to introduce children to the world 
of construction careers while engaging attendees of all ages.

The Water Table Podcast, a Prinsco education initiative 
hosted by Jamie Duininck and Trey Allis, was also present, cap-
turing live recordings on various industry-related topics. From 
water management and trench safety to engaging younger gen-
erations in the industry, the podcast shed light on crucial dis-
cussions shaping the field.

Iowa LICA held their summer membership meeting during 
lunch of Monday.  Lively discussion ensued, with announce-
ments about plans to grow membership and potentially en-
hance the barn structure on the farm with additional class-
room space to host more educational programs. 

With more than 30 exhibitors showcasing displays and field 
demonstrations, the 2023 Midwest Construction Expo & 
Field Day was undoubtedly a success. The event’s organizers 
extended their heartfelt appreciation to all participants, par-
ticularly the dedicated associate members who contributed 
their time, expertise, and heavy equipment to make the event 
a memorable and impactful one.  Special thanks also go to the 
Field Day Committee Members: Gene Blazek,

Mark Erpelding, Dave Flewelling, Reagan Gingerich, Kel-
by Kiefer, Aaron Lyle, Russ Peters and Dan Vorwald without 
whose help this event would not have been possible. 

As the 2023 Midwest Construction Expo & Field Day at 
the Iowa LICA Farm came to a close, attendees left with new 
insights, innovative ideas, and a renewed commitment to 
furthering the cause of land improvement and water conser-
vation. The event not only celebrated the remarkable prog-
ress achieved over the years but also laid the foundation for 
a future where sustainable practices continue to shape the 
landscape. z

Bron 585 tiling demonstration

Tiling project on the Iowa LICA Farm
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The U.S. Equal Employment Opportunity Commis-
sion (EEOC) recently issued a report that reveals that 
race, sex, and national origin discrimination and ha-
rassment remain widespread in the construction in-

dustry. The report, titled “Building for the Future: Advancing 
Equal Employment Opportunity in the Construction Industry,” 
concludes that the EEOC will focus on targeting construction 
companies to ensure compliance with anti-discrimination laws. 

Key Findings
The EEOC found that discrimination and harassment within 

the construction industry are pervasive. The findings include:
• �Discrimination based on sex, race, and national origin 

contributes to the underrepresentation of workers, forc-
ing many to leave the industry.

• �Racial and sexual harassment is pervasive on construction 
sites, hindering efforts to recruit and retain women and 
minority workers.

• �Racial harassment in construction has taken egregious 
forms, with nooses appearing at an alarming frequency 
across jobsites in the U.S., along with the use of ethnic 
slurs, racist graffiti, references to slavery, threats of vio-
lence, and physical assaults.

• �Women and people of color are significantly underrepre-
sented particularly in higher-paid jobs and skilled trades.

The EEOC’s Next Steps
EEOC states that it will take the following steps:
• �Provide specialized training and develop coalitions for 

pre-apprentices, apprentices, and workers to help them 
understand their rights under the law and equip them 
with the knowledge to file a charge with the EEOC. 

• �Provide industry-specific training to employers and 
unions on best employment practices and harassment 
prevention, with a specific focus on small businesses.

• �Meet with employers, unions, workers, and advocacy 
groups to understand their needs and to develop coali-
tions for action.

• �Collaborate with other federal, state, and local anti-dis-
crimination agencies to advance equal employment op-
portunities in the industry.

Best Practices for Employers
The EEOC recommends that employers should be proactive 

in addressing discrimination concerns and should consider 
implementing the following:

• �Review your employee handbook to make sure that non-
discrimination, anti-harassment, and Code of Conduct 
policies are up to date.

• �Ensure that workers who believe they have experienced 
harassment or discrimination have multiple avenues to 
report alleged violations and take steps to ensure workers 
know to whom and how to file a complaint.

• �Train management/leadership to effectively prevent, rec-
ognize, and respond to harassment and discrimination in 
the workplace.

 • �Use safety toolbox sessions to remind all workers of com-
pany policies and to ensure everyone knows how to re-
port harassment and/or discrimination concerns. z

The EEOC is Targeting 
Construction Companies

By CRAIG MARTIN, Construction Attorney with Lamson, Dugan and Murray

Legally
Speaking

Craig Martin is a construction attorney with Lamson Dugan & Murray, 
LLP law firm in Omaha, Nebraska, and a member of the collaborative Johnson 
Team. The Johnson Team consists of a group of specialists serving LICA members on 
matters of significance – planning, protection, and preservation of their businesses 
and families.  If you have any questions, Craig’s e-mail is cmartin@ldmlaw.com.
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In the ever-evolving landscape of online auctions, the need 
for a reliable and efficient auction platform has become 

more crucial than ever before. For contractors looking to sell 
their equipment and assets with confidence, finding the right 
partner can be a daunting task. “Beginning in 2024, BigIron 
is partnering with Land Improvement Contractors of America 
(LICA) to put you on the path to success.” announces Jerry 
Biuso, Sr., National LICA CEO.

BigIron is more than just an online auction platform; the 
company is committed to providing a full-service selling experi-
ence characterized by unwavering honesty and integrity. From 
start to finish, BigIron takes care of everything, making the 
selling process seamless and hassle-free for contractors across 
various industries. Whether it’s construction, transportation, 
agriculture, or real estate, BigIron’s expertise covers it all.

Make-Ready Services
One of the key components of a successful auction is an 

emphasis on make-ready services. Preparing equipment and 
assets for auction is crucial to maximizing their value, and Bi-
gIron ensures that every item is presented in its best condition, 
allowing sellers to achieve top dollar for their offerings. This 
attention to detail and quality sets BigIron apart as the right 
auctioneer choice.

National Exposure
National exposure is another invaluable asset offered by a 

great auction company. With a vast network of bidders and 
buyers, the reach of BigIron’s auctions extends far beyond 
regional boundaries. Sellers can tap into a nationwide mar-
ket, attracting a diverse range of potential buyers ensuring 
competitive bidding and excellent returns.

Targeted Marketing
Sellers can expect a comprehensive suite of targeted market-

ing services designed to maximize their selling potential and 
reach the most relevant buyers. With a deep understanding of 
the construction, transportation, agriculture, and real estate 
industries, BigIron uses advanced data analytics and market 
insights to identify potential buyers who are actively seeking 
the sellers’ specific equipment or machinery. Through person-
alized email campaigns, social media promotions, and strategi-
cally placed advertisements, BigIron ensures that sellers’ list-
ings are prominently featured to their target audience, thereby 
increasing visibility, and driving higher bidding activity. 

Auction Options
The flexibility of choosing between auction types allows 

sellers to tailor their selling strategy according to their needs 
and preferences. Weekly Wednesday auctions and Single 
Seller auctions are unique features that further demonstrate 
BigIron’s dedication to versatility and options. Wednesday 
auctions, with multiple sellers, create a dynamic marketplace 
with a wide array of offerings. On the other hand, Single 
Seller auctions provide a focused and exclusive platform for 
sellers, maximizing visibility and engagement for their assets.

Success Stories
BigIron takes pride in countless success stories that exem-

plify the efficacy of “Selling The BigIron Way”. One such story 
comes from T&M Cain, where the owner, Tony Cain, had an 
exceptional auction experience. Not only did he achieve a fan-
tastic outcome for his equipment, but BigIron also gave back 
proceeds from the sale to the LICA Educational Foundation 
for Veterans, thereby supporting a noble cause.

Choosing the Right Auctioneer
By TIM KIPPER, Director of Equipment Sales 

BigIron presents donation check to the LICA Educational Foundation 
for Veterans.  From left: Fred Lopez, National LICA VP Tony Cain and 
Tim KipperBigIron online auction activity for June 11-17, 2023 
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The statistics from T&M Cain’s sale speak volumes about 
the potential of selling with BigIron. High sales prices, broad 
interest, and a seamless process are the hallmarks of a success-
ful auction with the auction company. The combination of 
comprehensive services and a charitable outlook demonstrates 
the values that BigIron embodies.

BigIron and LICA Partnership
As we move towards 2024, BigIron is thrilled to be part-

nering with LICA in a series of quarterly auctions. These 
auctions will not only provide an excellent platform for con-
tractors to sell their assets but will also contribute to the 
greater good. 

Jay Smith, BigIron’s Director of Integration, shares his ex-
citement about the partnership, stating, “BigIron is thrilled to 
be partnering with LICA in 2024 through quarterly auctions 
with a percentage of the proceeds from each auction going 
to National LICA, supporting essential initiatives within the 
industry.”

With a commitment to full-service selling through make-
ready expertise, national exposure, targeted marketing and 
options like Wednesday and Single Seller Day auctions, 
contractors can confidently choose BigIron as their auc-
tioneer of choice. As Tony from T&M Cain experienced 
firsthand, “Selling The BigIron Way” delivers results that 
benefit both sellers and the greater community.

So, for contractors seeking the right auctioneer in 2024 and 
beyond, the path is clear – BigIron unlocks a world of oppor-
tunities for your assets and your mission. z

BigIron online auction activity for T&M Cain Auction on July 25, 2023

FOCUS AUCTION 
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Market Watch
App-Based Safety Program for 
Construction Workers

aQuiRe™ (from CAHill 
TECH) is an app-based 
e-learning platform that 
provides company-wide 
safety and training for the 
construction industry.

Continually train your 
workforce to ensure new 
and returning employees 
have the right knowledge, 
technical skills, training, 
and ability to succeed in the 
construction workplace.

Quality training results in fewer worksite accidents and 
helps preserve equipment and downtime, saving companies 
time and money.

LICA members receive a 10% discount, a whole year of free 
toolbox talk topics, and free safety program audits. 

cahilltech.com

Ditch Doctor Excavating Attachment
The Ditch Doctor ex-

cavator attachment revo-
lutionizes ditch mainte-
nance with a self-leveling, 
one-and-done method.  
No trucking. No spread-
ing. This rotary ditching 
tool protects your cus-
tomers’ land and water 
quality by maintaining 
natural vegetation buffers 
to reduce soil erosion and 
nutrient runoff.

The Ditch Doctor is an alternative to traditional bucket-
and-truck methods with a one-operator, one-machine ap-
proach. It can save labor, fuel and time costs. Ditch Doctor 
attachments are available and sized to fit full-size to mini ex-
cavators and works in conditions from dry soil to up to 3ft 
of water.

See DitchDoctor.ca for more info, or email  
info@ditchdoctor.ca for dealers throughout USA and Canada.”

Bower’s Great Lakes Inter-Drain, Inc.
Your Dealer for Inter-Drain Plows, Trenchers and Parts

1912 W McPherson Hwy, Clyde, OH 43410 • 419-547-2379
sales@bowersglid.com • www.greatlakesinterdrain.com

Inter-Drain
“Excellence by Experience”
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BRON ADD ON PLOW MODELS:
375—66” cutting depth
400—78” cutting depth
750—90” cutting depth 

RC 750—90” cutting depth 

1954 N Linn Avenue
New Hampton IA 50659

Phone: 641-394-3141
Fax: 641-394-3823

www.mitkollc.com

Full Line of Surface Water Intakes
• �8” & 10” riser with 8” & 10” combination tees.  

Also 6” round riser with reducing tee.
• �Constructed of heavy-weight, high-density polyethelene.
• �Parts highly adjustable & interchangeable with others on 

the market.
• �Orifice plate place at tee level or at ground level.
• Exclusive locking devide on each part.
• User friendly, priced effectively.

Tim Rozendaal • Coretha Rodendaal
2064 Republic Ave. West, Monroe, IA 50170

www.precisionintakes.com
800-932-7611 • 641-259-2651 • Fax 641-259-3218

“Dealer Inquiries Welcome”

GPS Interference Again 
Before Congress
By NICK YAKSICH, LICA Director of Government Relations

Legislative
Landscape

Farm bill reauthorization, infrastructure funding, and 
tax proposals are issues that typically grab the head-
lines out of Washington and capture the attention of 
land improvement contractors.  While these big issues 

evolve and, hopefully, resolve there are countless legislative and 
regulatory issues impacting the land improvement industry 
that don’t make the headlines.  One of those issues, potential 
GPS interference, is simmering in the Federal Communication 
Commission (FCC) and Congress and may have a significant 
impact on air travel, construction and agricultural operations.

The Role of Government in GPS
Decades ago, the U.S. Government built the foundation for 

success of satellite operations by providing stable spectrum alloca-
tions, protecting allocated spectrum from harmful interference, 
and defending satellite interests around the globe. Today, through 
these efforts, the L-band includes three key satellite services: GPS, 

the National Oceanic and Atmospheric Administration’s Geosta-
tionary Operational Environmental Satellites, and satellite com-
munications services provided by companies like Iridium. 

Each of these services has operated in its respective frequency 
bands for years and considerable amounts of capital have been 
invested into each service. These investments have resulted in 
corresponding benefits to consumers, the United States, and 
the global economy.  Such economic benefits would not have 
materialized if satellite operators had been unable to rely on 
stable spectrum allocations and operational rules that limit the 
potential for harmful interference to their operations.

Adding Capacity Upends Balance
LightSquared requested waivers in 2009 of the ATC techni-

cal rules to allow for deployment of a more expansive terrestrial 
service. The commercial GPS industry strongly objected due to 
the potential for harmful interference to their operations. The 



© 2015 Caterpillar. All Rights Reserved. CAT, CATERPILLAR, BUILT FOR IT, their respective logos, “Caterpillar Yellow” and the “Power Edge” 

trade dress, as well as corporate and product identity used herein, are trademarks of Caterpillar and may not be used without permission.

www.catallday.com

Your next new Cat® machine comes 
with extended powertrain protection… 
at no cost to you.

Basic engine, transmission, 
torque converter/divider, 
drive line, differential, 
drive axles and final drives.

Hydraulic drive pumps 
and motors on excavators 
and machines with 
hydrostatic drive or 
differential steering.

Brake components that 
also provide steering on 
track-type tractors and  
track-type loaders.(3)

Service brake components 
that are internal to covered 
powertrain components.

Your powertrain will be covered for up to three years or 5000 hours (1) so you can:

What’s included?

And it won’t cost 
you a thing.(2)»Safeguard your investment

entrusting your machine to trained 
technicians whose service expertise 
and accurate recordkeeping can 
boost resale value

»Control Costs
avoiding the expense 
of covered repairs

»Work Confidently
backed by the power 
of the earthmoving 
equipment leader

»

»
The plan covers parts and labor for powertrain component failures caused by defects in materials or workmanship. 
This includes:

Contact your Cat Dealer for details 
(1) Varies by model up to 3 years or 5,000 hours.
(2) Offer available for LICA members only. Terms and conditions apply.
(3) Excludes normal brake wear.

Delivering More. 
All Day.
Every Day.
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National Telecommunications and Infor-
mation Administration (“NTIA”) raised 
similar concerns about Government GPS 
uses. Furthermore, construction and ag-
ricultural users of GPS voiced their con-
cerns about potential interferences to 
their operations.

In January 2011, the FCC granted a 
waiver with the primary condition that 
LightSquared address the harmful inter-
ference concerns raised by Federal and 
non-Federal users of GPS devices, includ-
ing NTIA. The FCC established a multi-
stakeholder working group to study po-
tential interference to GPS devices, man-
dated interference testing, and required 
LightSquared to obtain FCC approval of 
measures to counter harmful interference 
revealed by the testing before initiating 
commercial terrestrial services.

Later in 2011, the interference testing 
was conducted, and Congress became in-
volved, holding three highly charged hear-
ings to examine the interference threat 
LightSquared posed to GPS users. After 
the additional testing identified potential 
harmful interference, NTIA sent a letter 
to the FCC in February 2012 conclud-
ing that “there [was] no practical way to 
mitigate the potential interference” from 
LightSquared’s proposed ATC network. 
This effectively revoked the FCC’s prior 
approval. Later in 2012, LightSquared 
filed for bankruptcy protection.

In December 2015, LightSquared 
emerged from bankruptcy rebranded as 
Ligado and filed modified applications 
with the FCC for a terrestrial network 
with new technical parameters which 
Ligado claimed were intended to protect 
GPS operations from harmful interfer-
ence. Ligado also entered into settlement 
agreements with GPS device space manu-
facturers Deere, Garmin, Trimble, NovA-
tel, Topcon, and Hexagon. In September 
2016 and December 2016, Iridium filed 
in-depth technical analyses demonstrat-
ing the harmful interference Ligado’s pro-
posed out-of-band emissions would cause 
to Iridium devices and aviation services.

Despite the recognized benefits of L-
band satellite services, Ligado’s proposals 
have threatened to upend the delicate 
balance among these L-band services for 
years. Sharing between satellite and ter-
restrial services, both on an adjacent-band 
and co-frequency basis, is complex at the 
best of times, and even more so when the 
terrestrial operations are added after the 
satellite services are established. The cur-
rent L-band neighborhood balances the 
interests of a variety of incumbent stake-
holders, but opponents state Ligado’s pro-
posed terrestrial network will destabilize 
this balance, cause harmful interference 
to existing satellite services, and create 
uncertainty for the future viability of sat-
ellite operations. For decades, the L-band, 

in which Ligado proposes to deploy a dis-
ruptive terrestrial service, has been a sat-
ellite neighborhood. The L-band is criti-
cal to the members of the Satellite Safety 
Alliance and harmful interference from 
Ligado has the potential to upend the re-
liability of GPS, SATCOM, and weather 
data collection. 

Potential Consequences of Interference
Despite Ligado’s claims and the FCC’s 

Order approving Ligado’s terrestrial op-
erations, significant concerns remain 
over harmful interference from Ligado’s 
proposal.  These concerns include:

• GPS will be heavily impacted by 
Ligado’s plans, creating safety issues for 
aviation, and interference to many other 
types of GPS systems.

• Ligado’s proposed network will 
have potentially millions of mobile de-
vices transmitting just one megahertz 
away from critical SATCOM services, 
including cockpit communications.

• Real-time weather satellite data from 
NOAA will face interference if Ligado 
receives approval to operate in the 1675-
1680 MHz band, degrading data relayed 
in real time via satellite from stream 
gauges for flooding, fire sensors for wild-
fire management, and tide gauges for 
coastal evacuations in hurricanes.

• Ligado is planning 10,000+ sites 
that would interfere with certified avia-
tion GPS when aircraft are operating in 
close proximity.

• “The concerns and safety issues of 
the industry have NOT been addressed, 
particularly when considering the lack of 
testing in key areas” - Letter from Eleven 
Aviation Organizations to FAA Acting 
Administrator Elwell, June 2018

• GPS interference is a safety of flight 
issue for low-level aircraft operators.

• Threat to medivac, state and local 
emergency aviation operations.

Although below the radar, National 
LICA joined over 90 industry groups 
to weigh in against the Ligado order, 
pending a clearer understanding of the 
impact it will have on equipment opera-
tions. It is our hope that one day the 
headline will announce an agreement 
has been reached and all parties can op-
erate in a safe and functioning system 
that enhances construction and agricul-
tural operations utilizing GPS. z

Skid Steer
Mounted

(763) 537-6639  • www.truaxcomp.com

FLEX Drills and Trillion Broadcasters
Both with Skid Steer Mounts

Planting Widths

4' • 5.3' • 8'



2209LI_Fall_CarryPumps.indd   1 8/5/22   11:43 AM



30   z   FALL 2023	 THE LICA CONTRACTOR

2024 National LICA Winter Convention
Virginia Beach, Virginia - February 13 - 17th 

Agenda

 
 

Tuesday, February 13

8:30 am - 3:30 pm                 Aviation Museum/Nauticus

Wednesday, February 14

8:30 am - 3:30 pm                  Tour of Williamsburg

6:00 pm -10:00 pm                 Executive Committee

Thursday, February 15

7:00 am -5:00 pm                   Committee Meetings

12:00 pm                                Opening Lunch

Friday, February 16

8:00 am                                  Breakfast

9:00 am -12:00 pm                 Educational Seminars
 
12:30 pm - 3:00 pm                Executive Directors’ Meeting

7:00 pm - 10:00 pm                Associates’ Night (Exhibition)

Saturday, February 17

8:00 am                                  Breakfast

9:00 am -10:00 am                 Delegates’ Meeting

10:00 am - 11:00 am              Board Meeting

12:30 pm                                Lunch

6:00 pm - 7:00 pm                  Reception

7:00 pm                                  Awards Banquet

Please note: The Winter Convention Agenda has changed. National LICA
Committees are now Thursday. Seminars & Associates’ Night are Friday. 



SEPTEMBER 26-28   |   2023   |   LOUISVILLE, KY

1.4 MILLION
square feet  
of exhibits

OVER 19,000
attendees

32 ACRES
of equipment  
and services

The largest and fastest growing trade show for the utility infrastructure and construction 
industry is back. Experience the latest technologies, innovations and trends through live 
talks and hands-on demos in our expansive layout.

Where the Utility
Industry Goes to Grow

Register now at theutilityexpo.com  
and save 20% with code PARTNER20

UE 8.125x10.625 Ad 032923.indd   1UE 8.125x10.625 Ad 032923.indd   1 3/29/23   12:38 PM3/29/23   12:38 PM
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As talent shortages persist across industries, an increas-
ing number of small businesses are grappling with the 

need to adapt to this “new normal” to address this chal-
lenge effectively. Small businesses are encountering a sig-
nificant shift in which they find themselves dealing with an 
inadequate number of applicants or insufficient resources 
(e.g., budget and staffing) to meet the high demand for can-
didates. In certain scenarios, some organizations are facing 
both issues at the same time. This article explores the real-
ity of ongoing talent shortages and how small businesses 
can address them. 

Understanding the New Normal
Many organizations are starting to accept that talent short-

ages are the new normal. A 2023 global trends report from 
talent experience platform HireVue found the following about 
the current hiring landscape: 

A lack of qualified candidates was the top hiring barrier for 
employers for the third consecutive year.

Many organizations faced reduced hiring budgets due to eco-
nomic uncertainty, despite their hiring needs.

One in 3 hiring leaders turned to technology to meet hiring 
demands with fewer resources.

Continued resignations have resulted in employers increas-
ing compensation, investing in learning and development al-
lowances, and doubling down on internal mobility.

Employers emphasized internal mobility to address hiring 
challenges and added contractor roles.

Addressing Ongoing Talent Shortages
Talent shortages aren’t going away any time soon, so small 

businesses will have to continue pursuing creative ways to do 
more with the resources they have. Strategies small businesses 
can implement to address and combat talent shortages include:

Prioritizing skills-based hiring—While specific qualifications 
may be valuable for some roles or industries, small businesses 
can consider candidates based on desired skills rather than ex-
perience or education.

Supporting internal mobility—Small businesses shouldn’t 
forget about their current workforce. Many employees are will-
ing to transition to job roles within the organization for higher 
compensation, better work-life balance and new learning op-
portunities.

Focusing on retention—A renewed focus on retention can 
help small businesses avoid having additional open positions 
to source or recruit for. 

Leveraging technology—With limited time and resources, 
small businesses can use technology to streamline tedious and 
time-consuming processes and workflows and expand recruit-
ing efforts with online platforms. 

Employer Takeaways
It’s critical that small businesses explore alternative hiring 

approaches relentlessly to maximize their existing resources. 
The most successful organizations are those that can be agile 
amid uncertainty and focus on workers’ skills instead of only 
experience or education. z

How Small Businesses Can 
Address Talent Shortages

By THE LICA SAFETY PORTAL, Zywave Resource Library
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Caterpillar Extended Powertrain 
Protection Program

• Powertrain covered up to 3 years or 5,000 hrs.
• Covers parts & Labor for powertrain component fail-

ures, caused by defects in materials or workmanship.
• Contact your CAT dealer for complete details.

Sunbelt Rentals Discount

• 10% Discount on Rentals
• $500 maximum discount
• Present flyer at time of rental

Email: anational.lica@gmail.com

The LICA Health Plan

• Group Health Plans for small or large groups
• Competitive rates & benefits
• Service & support

Visit www.worldinsurance.com/lica to get started OR
Call: 973-871-1512

The LICA Safety Portal

• Online safety portal
• Search safety articles
• OSHA requirements
• Safety forms
• Ready to download & print

Email: anational.lica@gmail.com

Spotcast: The Video Sticker

• QR Code stickers unique to your company
• Scan sticker & record a safety/instructional video.
• Recorded video plays when scanned by next user
• LICA members get 10 stickers free

Email: lica@safer.me
Call: 512-846-3011 

Custom OSHA Compliant Safety Program

• Certified safety professionals
• OSHA inspection assistance
• Safety & health trainings
• LICA members get a 10% discount

Contact: Al Osche
Call: 412-752-6387
Email: albert.osche@lancastersafety.com

aQuiRE: Contractor Training

• Online training videos
• Audit templates
• Inspection forms
• Safety forms
• Free trial for LICA Members

Email: info@cahillresources.com
Call: 716-364-3022

National LICA Benefits
Exclusive for LICA Members!

Heavy 
Equipment 

Benefits
Safety Tools

The LICA Contractor 
Magazine

• Free to LICA members
• Published 6 times/year
• Stories about contractors
• Latest industry,legislative 

& legal news.

Health 
Insurance
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BusyBusy: Tracking Software

• 30% Discount for LICA members for the 1st year
•  Time and equipment tracking
•  Scheduling and Daily reports 
 
Visit BusyBusy.com

Space Pen

• Members get a 25% discount.
• Writes upside down
Website: Spacepen.com 
Use Code: LICA320

5% Discount on Big Switch Products

• Big Switch is USDA biopreferred                            
compost sediment filter

• Erosion/Sediment control
• Stormwater Mgmt. & slip repair
Call: 724-681-4414
Email: Joe@greco.tc

Clean Fire New Member Discount

• $50/Case Discount 
• Clean Fire Diesel fuel additive
• Reduced emissions & optimum performance
Call: 402-693-2424
Email: cleanfiredist@gpcom.net

ConX: Labor Sharing 

FREE for LICA Members, use code: Q2SQBVHW

• Borrow workers by searching ConX Database for extra 
labor 

• Loan employees out for a small profit during slow work 
times.

Email: BradL@CONX-USA.com
Website: CONX-USA.com

LICA Beef Benefit

• 25% off at Piedmontese.com
• Discount code: LICA
• Gourmet steaks
• Free Shipping over $99

eCommerce Benefit: Sell from your Website

• Sell directly from your website
• Powered by Currency Pay
• Invoicing made easy
• Emails to buyer & seller after sale

Premium Hosted Website 

• Discount on a new custom website
• FREE web banner advertising                                           

(on MachineryTrader.com)
• Priority level service & data backup

Advertising Discount 

• 50% OFF first 2 months of advertising                                            
(with 4 month commitment)

• Auction Time
• Machinery Trader
• Tractor House
• And More!

Buy & Sell Equipment with the Inventory 
Management System 

• List & sell on LICANational.org for FREE
• FREE cloud-based Inventory Management System
• Machinery Trader representative will help with setup.
• List equipment (for a fee) on sites like  Machinery 

Trader.

Time Tracking Tools
Benefits from 

Machinery Trader

Member Discounts

Get Started with any of these Benefits from
Machinery Trader by calling:

1-800-247-4898
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LICANATIONAL.ORG

At LICA we pride ourselves on offering our members a 
plethora of benefits that help your business and family. 
The National LICA website, LICANational.org, is a benefit 
within itself - and is available 24/7.

• Sell & purchase used equipment 
• Legislative Updates
• Upcoming event details
• State Chapter contact information
• And of course....full list of National Benefits

Scan the QR Code with your phone’s camera to see the 
National LICA Benefits. Each benefit has a downloadable 
flyer that contains details on the benefit and contact infor-
mation to get started.

MASA: Medical Transport Solutions

• MASA provides emergency transportation solutions.
• Covers your out-of-pocket medical transport costs

Call: 314-540-5729
Email: azink@masamts.com

Business & Family Legacy Planning

When it comes to putting a “ribbon around your affairs,” 
The Johnson Company has the wisdom, passion & skills 
to put the foundation you desire in place.

• No fee for initial consultation
• Business Succession, Exit & Continuation Plans
• Family Business & Estate Planning
• Buy-Sell Reviews & Arrangements
• Key Employee Retention
• Tax effective “idea merchants.”

Call: 402-944-2331 Email: nan@thejohnsoncompany.net

Pistons & Piston Kits

• CTP Crown & Skirts
• CTP Pistons meet most Rigor &                            

Stringent Specifications
Call: 866-548-8750
Email: info@petrocon.org

Cooper Tire Program

• Discount with Cooper Tire & Rubber Company
• Replacement Commercial Truck Tires

Call: 866-548-8750
Email: info@petrocon.org

Petrocon CAT Parts Replacement Program

• CAT Aftermarket Replacement Parts
• Expected Savings 20-40% over OEM parts

Call: 866-548-8750
Email: info@petrocon.org

Petrocon Commodities Program

• National Oil Program
• National Tire Program
• National Antifreeze Program

Call: 866-548-8750
Email: info@petrocon.org

Petrocon Savings Business & 
Family Finances

Emergency 
Transport

National LICA
Website

Land Improvement Contractors of America
3080 Ogden Ave., Suite 300 Lisle, IL 60532

Phone: (630) 548-1984   Email: anational.lica@gmail.com
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National Membership Drive
January 1, 2023 through July 31, 2023

Connecticut
ConExpo	 1

Florida
ConExpo		
	 1

Georgia
ConExpo		
	 1

Illinois
Ryan Arch	 1
Jon Seevers	 1
Drainage Workshop	 2
ConExpo	 1
Insurance	 1
Unidentified	 2

Indiana
Unidentified	 1

Iowa
ConExpo	 2
Insurance	 1
None	 1

Kansas
ConExpo	 2
Convention	 1

Unidentified	 2

Maryland
ConExpo	 1

Michigan
ConExpo	 1

Minnesota
Unidentified	 4

Missouri
Gerald Bauer	 1
Debbie Dickens	 1
Rob Liles	 1
Gene Rotert	 1
Web/insurance	 1

New Jersey
Apprenticeship Program	 114
Buddy Freund	 1
Insurance	 5
Web	 2

New York
ConExpo	 3
Insurance	 4
Unidentified	 8

Nebraska
Unidentified	 1

North Carolina
ConExpo	 1

Ohio
Nate Cook	 1
Paul DeMuth	 1
Convention	 1
Insurance	 1
Unidentified	 1

Oklahoma
ConExpo	 1

Pennsylvania
Joanie Micsky	 1
Chris Moore	 1
811Show	 2
ConExpo	 1

Texas
ConExpo	 1

Utah
ConExpo	 1

Wyoming
ConExpo	 1

Total	 185

WE KEEPWE KEEP
AMERICAAMERICA

ON TRACKON TRACK

MOROOKACARRIERS.COM 804-409-6360

Come see us at 
The Utility Expo 2023! 
September 26 - 28
Booth E623
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n ARKANSAS LICA
National LICA
3080 Ogden Ave.
Lisle, IL 60532
Phone: 630-548-1984
Email: nlica@aol.org

n FLORIDA LICA
Matt Palmer
290 Mount Vernon Dr.
Venice, FL  34293
Phone:  941-223-0762
Email: mcmpalmer@ 
aol.com

n ILLINOIS LICA
Ryan Arch
112 Exchange St. Suite 2
Galva, IL 61434
Phone: 309-932-1230 
Email: ryan@illica.net

n INDIANA LICA
Nanci Gutwein
P.O. Box 425
Francesville, IN 47946
Phone: 219-204-1722
Email: indianalica@
gmail.com

n IOWA LICA
Kelby Kiefer
900 Des Moines St.
Des Moines, IA  50309
Phone:  563-202-0682
Email: director@ialica.com

n KANSAS LICA
Jon Ungerer
850 US Highway 77
Marysville, KS 66508
Phone: 785-221-8697
Email: jungerer@
kansaslica.com

n MICHIGAN LICA
Sarah Cook
4780 E. Townsend Road
St. Johns, MI 48879
Phone: 517-282-1083
Email: scook@
michiganlica.org

n MINNESOTA LICA
Jennifer Breberg
2570 130th Street
Dawson, MN  56232
Phone: 320-226-6398
Email: mnlica2@gmail.com

n MISSOURI LICA
Andrea Rice
410 Madison Street
Jefferson City, MO  65101
Phone: 573-634-3001
Cell: 660-414-5482 
Email: LICAMissouri@ 
gmail.com

n NEBRASKA LICA
Kira Cooney
1000 27th Road
Walthill, NE 68067
Phone: 402-870-0582
Email: kira.cooney@
nelica.com

n NEW JERSEY LICA
Buddy Freund
P.O. Box 166
Succasunna, NJ 07876
Phone: 973-630-7600
Email: buddy@
govisionstrong.com

n NEW YORK LICA
Maura Dibble
3330 Pratt Road
Batvia, NY 14020
Phone: 585-219-4802
Email: nylica@
rochester.rr.com

n NORTH DAKOTA
Eileen Levy
National LICA
3080 Ogden Avenue 
Lisle, IL 60532
Phone: 630-548-1984
Email: nlica@aol.com

n OHIO LICA
Amy Gerten
8603 Road 5
Leipsic, OH 45856
Phone: 419-943-2965
Email: ohiolica@gmail.com

n PENNSYLVANIA LICA
Joanie Micsky
775 Mercer Road
Greenville, PA 16125
Phone: 724-866-1082
Email: pennsylvanialica@
gmail.com

n SOUTH DAKOTA LICA
Toby Crow
1600 W. Russell Street
Sioux Falls, SD 57104
Phone: 605-271-0292
Email: accounting@sdagc.org

n VIRGINIA LICA
Kim Johnson
7337 Kennedy Road
Nokesville, VA  20181
Phone:  703-753-7231
Email:  kandcj3@gmail.com

n WISCONSIN LICA
National LICA
3080 Ogden Ave.
Lisle, IL  60532
Phone:  630-548-1984
Email:   nilca@aol.org

STATES WITH MEMBERS-AT-LARGE 

n California
n Massachusetts
n North Carolina
n Oklahoma

n Oregon
n South Carolina
n Texas
n Wyoming

3

2

1

6 4

59

8

7
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Insurance contracts are underwritten and issued by one or more of the 
following: BITCO General Insurance Corporation and BITCO National 
Insurance Company (domiciled in Iowa), rated A+ (Superior) by A.M. 
Best, A2 Stable by Moody’s, and A+ Strong by Standard and Poor’s.

Home Office
Davenport 

Regional Offices
Dallas
Atlanta
Pasadena

All programs may not be 
available in all states.

Since 1917, BITCO has provided customized insurance 
programs and services to support the backbone of the 
American economy. We’ve protected our customers 
through the ups and downs of the American economy  
for over a century.

Looking for a carrier who values long-term relationships, 
understands your business, and affords you the peace of 
mind that comes from placing your insurance with a company 
that is part of one of America’s 50 largest shareholder-owned 
insurance related businesses? Look no further.

We are committed to you and are here for the long run.  
Visit BITCO.com to learn more and find a specialist  
agent near you.

WE ARE HERE FOR YOU 

1-800-475-4477
BITCO.com 

Branch Offices
San Antonio
St. Louis
Des Moines
Indianapolis
Little Rock
Charlotte
Denver

Service Office
Nashville

Service Locations
Milwaukee
Pittsburgh
Portland
New Orleans
New York, New York
Oklahoma City





You’ve worked hard to construct a reliable business. 

We’re trusted partners equally committed to protecting your business 
and reputation.

As the carrier of choice, we’re proud to offer LICA members a special opportunity to 
participate in our trusted state LICA insurance program.

n Simple insurance solutions tailored to your needs, including comprehensive risk control.

n Compassionate, person-centered customer service continuing long after a contract  
 is signed.

Visit ufginsurance.com to find an agent today.  

INSURANCE ELEVATED. 
BEYOND DEDICATED.

  WE’RE ALL IN. 

CEDAR RAPIDS, IA

© 2022 United Fire & Casualty Company. All rights reserved.




