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

Hello to all:
There is nothing quite like a beautiful fall morning- the crisp air, the colors 

of the trees, and that quiet reminder that another season is turning. It’s a 
time to pause, take a breath, and appreciate the work we do and the people 
we share it with.  That same spirit of renewal fits perfectly with what’s hap-
pening across LICA right now: a time of change, growth, and excitement for 
what lies ahead.

Across the country, our members are tackling new projects, strengthening 
partnerships, and bringing fresh energy to the work we do. LICA is building 
momentum and growing stronger for the future. I’m proud of the direction 

we’re heading and grateful for every member and associate who helps make this organization what 
it is today.

As we look ahead, I’m pleased to share that Dennis Mikula will join us as National LICA’s new 
CEO on January 1. Dennis brings experience, leadership, and a fresh perspective that will serve 
LICA well in the years to come. We also extend heartfelt thanks to Jerry Biuso for his many years of 
service and the legacy he leaves behind. Jerry’s commitment to growing membership and strength-
ening partnerships helped make LICA what it is today.

I would like to take this time to welcome Origin Specialty to LICA as a Corporate Sponsor. I am 
looking forward to what all they can bring to the table for the betterment of our companies and 
our organization. 

I also hope each of you has a chance to attend your state convention, and I encourage you to mark 
February 28, 2025, on your calendar for the start of our winter convention in Las Vegas. We’ll wrap 
up on March 2 and head straight into Con-Expo, the largest construction machinery show many 
of us will ever see. Make your plans early, as Allison and the convention committee have secured a 
fantastic room rate through the show. Hope to see you there!

As we move into the holiday season, I want to take a moment to wish you and your families a 
very Happy Thanksgiving and a Merry Christmas. May your days be filled with good health, great 
company, and the satisfaction of a job well done. Here’s to a strong finish to the year!

Jeff Schell, National LICA President
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Profit Moves for 2026: 
Upgrades That Pay You Back

By CAROLINE KRUG, Editor The LICA Contractor

The end of the year is when most contractors take stock 
of what worked, what didn’t, and what needs to change. 
For land improvement contractors, the path to a more 

profitable 2026 isn’t just about buying new iron or adding an-
other crew. It’s about getting more out of the equipment and 
people you already have, smarter use of machines, tighter con-
trol of time and costs, and a return to the fundamentals that 
keep every job productive.

Margins are still tight, material and labor costs continue 
to shift, and clients want fast, accurate work.  The contrac-
tors who will thrive in 2026 will be those who operate lean 
and adapt quickly. The upgrades that follow are practical, 
realistic, and built to deliver measurable gains across a full 
season of work.

1. Multipurpose Power: Do More with Less
One of the fastest ways to boost profit is to cut down on 

the number of machines it takes to finish a job. Multipurpose 
equipment lets contractors cover more ground with fewer op-
erators and less overhead.

CASE Construction Equipment has made versatility a top 
priority in its lineup, with machines like the 580SV Construc-
tion King combining loader, backhoe, and tool-carrier capa-
bilities in one package. The result is less transport time, lower 
fuel use, and greater flexibility for small to mid-sized crews that 
tackle a variety of work each week.

“Now is the time for contractors to assess their equipment 
strategy and consider investing in multi-functional machines 
designed for versatility and efficiency,” says Terry Dolan, Head 
of CNH Construction Brands, North America. “Combining 
multiple capabilities in a single unit helps companies better 
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manage workforce challenges and adapt to the varied demands 
of today’s jobsites.”

For land improvement contractors, this kind of flexibility 
translates directly into profit. Whether trenching, backfilling, 
or loading material, one machine that handles multiple roles 
keeps projects moving and labor costs predictable.

2. Precision That Pays: Smarter Grading
Few tools have changed land improvement work as much 

as GPS guidance, but the real shift is how universal and ac-
cessible the technology has become. According to Nate Cook, 
Managing Partner of Cook’s AGPS, even older machines are 
now easy to upgrade.

“GPS control can be added to self-propelled tile plows, doz-
ers, or tractors pulling blades and plows, and most modern 
agricultural tractors built since 2000 already have electronic 

valve controls that make them nearly plug-and-play,” Cook ex-
plains. “Even machines that started life running on lasers can 
now be controlled with GPS.”

Training, once a hurdle, is now faster and simpler. “When 
I first started training operators 22 years ago, many of them 
would admit they didn’t even know how to turn on a com-
puter,” Cook recalls. “Today, smartphones have made every-
one more comfortable with technology. Operators can send a 
picture of their screen or even connect their computer to the 
internet so we can remote in and fix a problem in minutes.”

The payoff is immediate. Contractors see savings through re-
duced grade-checking, faster planning, and consistent accuracy 
that limits rework.

The most significant improvement in recent years is the 
shift to full global navigation satellite systems (GNSS), which 
pull satellite signals from multiple global constellations rather 
than relying on GPS alone. According to Cook, the gains have 
been dramatic. “Even for contractors who have run GPS for 
more than ten years, the last four years have brought major 
improvements,” he says. “As other countries launched satel-
lites and manufacturers updated hardware and firmware, we 
went from tracking 13 to 18 satellites to 26 to 40. That greatly 
improved accuracy and reduced wait time near trees and other 
obstructions.” The result is smoother production, fewer inter-
ruptions, and more consistent grades across the job.

For 2026, GPS guidance is less a luxury and more a prac-
tical necessity. Crews that run it work faster, burn less fuel, 
and spend less time on cleanup passes. This level of efficiency 
keeps bids sharp and profits intact.

Meet the CASE 580SV Construction King 
side shift backhoe loader. 

A GPS-equipped Cat dozer cuts grade-checking time and improves accuracy.



3. Track the Dollars: Managing Time, Labor, and Equipment

Most contractors know what they bill. Fewer know exactly 
where they make or lose money. Clear visibility into labor, ma-
chine hours, and downtime is one of the most direct ways to 
improve profit without adding overhead.

Tools like busybusy and Sandhills’ Telematics+ give contrac-
tors an accurate picture of their operations in real time.

busybusy, a time-tracking and equipment monitoring app 
built for contractors, helps bridge the gap between field work 
and financial control. Crews clock in from their phones, su-
pervisors verify hours instantly, and every minute of labor and 
machine time is assigned to a job.

“You can’t manage what you can’t measure,” says Bracken 
Anderson, Senior Partner Manager at busybusy. “When con-
tractors track both time and equipment use, they uncover 
the hidden waste that eats into profit. Our busybusy clients 
see an average 30 percent increase in profit within a year be-
cause better visibility turns lost hours and idle machines into 
real gains.”

At the same time, Sandhills Global’s Telematics+ provides 
a big-picture view of the fleet. Contractors can see hours, idle 
time, and maintenance schedules across mixed brands, help-
ing them prevent breakdowns and plan replacements. Pairing 
that data with the Value Insight Portal (VIP) gives contractors 
the resale value of every machine in their fleet, so decisions to 
sell, upgrade, or repair are based on facts, not estimates.

Together, these tools give contractors the clarity they need 
to protect their profit.

4. Selling Smarter: Turn Old Equipment into Opportunity
Profitability isn’t just about what you buy.  It’s also about 

how and when you sell. Online auctions have become one of 
the most efficient ways for contractors to convert idle or aging 
iron into capital for upgrades.

BigIron Auctions gives contractors the flexibility to sell from 
their own location while reaching a national buyer base. The 
process is simple, transparent, and often delivers results faster 
than working through dealers or waiting on private buyers. 

“As we head into the ‘short’ off-season for many construc-
tion and farm operations, now is one of the best times to list 
equipment,” says Tim Kipper, General Manager of BigIron 
Auctions. “Buyers are looking, budgets are open, and auctions 
can deliver results faster than waiting for a traditional trade-in 
or private sale.”

Selling what no longer serves your operation today can open 
the door for the upgrades and opportunities you want tomorrow.

5. Reducing Risk and Protecting Your People
Profit is also preserved by what doesn’t go wrong. Injuries, 

violations, and downtime from preventable accidents eat into 
margins faster than almost anything else.

Through Prins Insurance, LICA members have free access 
to the LICA Safety Portal, powered by Zywave. The portal lets 
contractors create OSHA-compliant safety manuals tailored to 
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BigIron Auctions let contractors liquidate unused equipment without hauling costs or middlemen.

Real numbers. Real control. busybusy gives contractors instant visibility into 
labor and equipment hours—right from the jobsite.
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excavation, trenching, site-prep, and other earthwork. It also 
provides training materials, checklists, and other resources 
that help keep crews compliant and clients confident.

“A safer crew is a more profitable crew,” says Bruce Mosier, 
CIC, President of Prins Insurance. “Members who use the 
Safety Portal are not just meeting requirements. They are re-
ducing downtime and protecting their reputation.”

The same idea applies to personal protective equipment. 
Proper footwear reduces slips, fatigue, and minor injuries 

that can cause lost time. Red Wing Shoes offers LICA mem-
bers a fifteen percent discount on safety footwear, which 
makes upgrading your crew’s comfort and protection more 
affordable. It is also a smart time of year to outfit your team. 
New boots make a practical holiday gift for employees and 
a good way to start next year with everyone safer and better 
equipped.

6. The Profitability Mindset
The most profitable contractors in 2026 will be those who 

combine old-school practicality with modern precision. Every 
machine hour, every minute of labor, and every gallon of fuel 
is a potential gain or loss.  Contractors who track and refine 
those details will be the ones who stay ahead.

Improvement doesn’t have to mean a major overhaul. It can 
mean upgrading one tile plow with GPS, replacing a backhoe 
with a multipurpose loader, adding a time-tracking app, or re-
writing a safety plan. What matters most is clarity: knowing 
where your money goes, how your people perform, and when 
your machines make or lose you money.

As you plan your 2026 budget, remember that profit is rarely 
found in a single purchase. It’s built in layers: accurate work, 
reliable machines, transparent data, safe people, and smart 
timing. Every improvement, no matter how small, strengthens 
the foundation for a better year ahead. z
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2026 Quarterly Auctions:
March 17 | June 16 | August 25 | December 15

MARCH 17, 2026
LIST BY FEBRUARY 27

ONLINE FOCUS AUCTION

SEAMLESS SELLING EXPERIENCE LICA MEMBER BENEFITS

CONTACT TIM KIPPER
402-802-5028
Tim.Kipper@BigIron.com BigIron.com | 1-800-937-3558

Comprehensive listings
Wide network of buyers in a competitive global marketplace
Proven bidding system with no reserves
Targeted Marketing

Special Member Listing Pricing
All-Inclusive Equipment Marketing
Full Service Auction
No Transportation Costs

Holiday gifts that work as hard as your crew. LICA members save 15% 
on Red Wing footwear, making new boots a smart and practical gift this 
season.



HIGH SPEED Land Levelers
Roll at speeds up to 18 mph, without vibration

Innovative Chassis Design
Heavy Duty construction - BUILT TO LAST
Flotation System and Articulated Tandems - Standard

1-888-404-4380
www.shoule.com

We also carry a full line of
Heavy Duty rock removal equipment
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For more than two decades, Jerry Biuso, Sr. was the face of 
the Land Improvement Contractors of America. To many, 

he’ll always be the “Godfather of LICA,” a nickname born 
from his unmistakable personality, his Jersey confidence, and 
the way he looked after this association as if it were his own 
family. As he retires at the end of the year, the LICA commu-
nity is taking time to reflect on the incredible impact he has 
had on the organization, its members, and the people who had 
the privilege of working beside him.

Growing a National Family
When Jerry first got involved with LICA, membership hov-

ered around 1,400 contractors. Through relentless effort, cre-
ative ideas, and countless flights—between 40 and 60 a year 
by his count—he helped double that number to 2,800. He be-
lieved in the value of connection and never hesitated to get 
on a plane, shake a hand, or listen to what members needed.

Those conversations weren’t transactional. They were per-
sonal. He remembered people’s families, their businesses, and 
the challenges they faced. Jerry had a way of making everyone 
feel like they mattered.  He wasn’t just recruiting members; he 
was building a family.

A Brand Builder in a World of Bulldozers
Jerry didn’t come from the construction world. His back-

ground was in New York advertising, where he represented 
brands like Elizabeth Arden and Saks Fifth Avenue. He knew 
how to build an identity and how to make people take notice. 
LICA benefited from every bit of that experience.

One of Jerry’s proudest accomplishments was creating The 
LICA Contractor magazine. What began as a way to commu-
nicate news and updates quickly became the heart of LICA’s 
national identity, uniting contractors, sharing ideas, and cel-
ebrating members’ achievements.

He also championed the visibility of the LICA name. He 
believed LICA members should be instantly recognizable, and 
he turned the green shirt into a symbol people looked for at ev-
ery event. No one wore that shirt with more pride than Jerry. 

Creating Community, One Idea at a Time
Jerry had a knack for turning simple ideas into beloved tradi-

tions. One of his favorites was Associates’ Night, which he rein-
vented as a themed networking event that reflected the personal-
ity of the host city. These gatherings became a highlight of every 
national meeting, blending business, laughter, and local flavor.

He also expanded 
LICA’s visibility at trade 
shows and national events. 
From CONEXPO to Hard 
Hat, NACD to IECA, Jerry 
made sure LICA was rep-
resented. He later served 
on the CONEXPO educa-
tional committee, helping 
shape educational pro-
gramming for excavating 
professionals and raising 
LICA’s national profile.

State Chapters and Strong Partnerships
Throughout his career, Jerry visited every state chapter, re-

cruiting, supporting, and celebrating the people who make 
LICA strong. Many of the members he recruited went on to 
serve in leadership positions at both state and national levels.

He built relationships with associate members and major 
manufacturers that helped sustain LICA’s growth over the 
years, agencies, legislators, and industry partners so contrac-
tors had someone in their corner. And he showed up for mem-
bers whenever they needed him, whether the issue was big or 
small, business or personal.

An Advocate Contractors Could Count On
Jerry stood apart because he treated advocacy as a responsi-

bility, not a task. He knew the pressures facing small contrac-
tors and kept a close watch on every regulatory or tax change 
that could affect their bottom line. He paid attention, he asked 
questions, and he was an early voice urging members to make 
full use of Section 179 deductions and bonus depreciation.

Whenever he spoke to a crowd, he reminded contractors 
that he saw himself as their advocate first. “My job is to help 
my members run safer, smarter, and to be more profitable,” he 
once said, “and I take that very seriously.” He meant it.

In His Own Words
Jerry shared a few reflections from his early days with LICA:
“I had a hostile beginning,” he laughed. “At my first Iowa 

meeting, a contractor threatened to chop off my legs. In Vir-
ginia, someone told me if I didn’t take off my tie, he’d cut it off. 
And in the Carolinas, a member told me he’d be watching my 
every move because he didn’t think I’d ever succeed.”

A Farewell to “The Godfather of LICA”—
Jerry Biuso’s Legacy of Growth, Grit, 
and GREEN Shirts
By CAROLINE KRUG, Editor The LICA Contractor
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“But I kept showing up. I went from being the new guy 
from New Jersey to being part of something bigger than I ever 
imagined.”

He recalls how his national journey began almost by accident.
“I started as the NJ LICA Executive Director, and when I 

went to my first national convention, I sat in on the public re-
lations committee meeting. I was the only one there. Without 
a vote, they made me chair of the committee. That’s how my 
national career began.”

Over the years, Jerry worked alongside dozens of dedicated 
presidents, executive committee members, and contractors he 
now considers lifelong friends.

Stories From the Road
Jerry’s colleagues didn’t just work with him. They traveled 

with him, argued with him, laughed with him, and made life-
long memories with him.

Mike Cook of Michigan LICA remembers taking Jerry out 
recruiting in the snow during his early years. Jerry hadn’t 
brought boots, so Mike handed him a pair and led him across 
muddy fields to sign up a new contractor.

“Then we went to Les Miller’s nice office,” Mike said, “and 
the frustration of taking those boots off… I laughed so hard. 
City guy in a farmer world.”

Mike also remembers how Jerry always asked about his fam-
ily, especially Mike’s grandson with autism, who Jerry always 
made feel welcome at conventions. “He’s a brother and a men-
tor,” Mike said. “I’ll always cherish the time spent with him.”

Maura Dibble from New York LICA told the now-famous 
chocolate cake story. At one of Jerry’s first conventions, she 
leaned over and sampled his dessert with her fork. He never 
forgot it. From then on, she sent him a chocolate cake every 
year for his birthday. Their friendship spanned countless trade 
shows, road trips, football games, and plenty of laughter.

A Lasting Legacy
Jerry’s focus on membership, branding, and building gen-

uine relationships left a lasting impression on every part of 
LICA, from coast to coast and from the boardroom to the job 
site. Those who worked with him describe a leader who cared 
deeply about people and believed in what LICA stood for. 

As Jerry steps into this next chapter, the LICA community 
thanks him for his years of dedication.  LICA will never have 
another Jerry Biuso. And we will never forget the years he gave 
so much of himself to the organization he loved. He led with 
heart, humor, loyalty, and fire, and his work will continue to 
inspire the members and friends he’s brought together along 
the way. z

“Jerry’s energy is contagious — you always knew when he was in 
the room. He’s fought hard for LICA and for our members, always 
focused on growth and keeping this organization strong. After work-
ing together for so long, it’s hard to imagine LICA without him 
leading the charge.”

—Eileen Levy, CFO, National LICA

“I had the pleasure of meeting Jerry in New Jersey when he as-
sumed the role of Executive Director. It did not take long for us to 
become friends, as we quickly found a lot of common interests. Our 
friendship has been marked by countless road trips, numerous trade 
shows, football, especially the Buffalo Bills, golf events and many 
libations and a lot of laughter. Together, we have created hundreds 
of memories, each one cherished and unforgettable.”

—Maura Dibble, Executive Director, NY LICA:

“For nearly twenty years, I’ve had the honor of working alongside 
Jerry—a true leader whose wisdom, integrity, and tenacity have shaped 
LICA’s voice and strengthened our community. His vision and tire-
less commitment gave life to both the LICA Contractor magazine 
and The History of Farm Drainage and the LICA Contractor book, 
preserving our industry’s story for generations to come. Jerry’s legacy 
of leadership and friendship will continue to guide us all. I wish him 
comfort, gratitude, and the very best in the next chapter of his life.”

—Bob Clark, Past President, National LICA:

“Jerry’s ideas have shaped LICA for decades. He’s never 
been afraid to try something new or push us forward — from the 

magazine to CONEXPO and everything in between. He’s got 
a big personality and an even bigger heart for this organization 
and its members. It’s been an incredible run working side by side 
all these years.”

—Allison Hack, EVP, National LICA:

“I am proud to have worked with Jerry, Bob Clark, Eileen Levy, 
Deb Dickens, Caroline Krug, and many others on the History of 
Farm Drainage book. I was honored that Jerry believed my role in 
the evolution of GPS was worth an entire chapter. It brought back 
many fond memories from throughout my life.

Jerry, thank you. You were never just a director to me in all the 
years we worked together at LICA. You have been a brother and a 
mentor who taught me how to handle both the good and the tough 
moments. I am grateful for the positions and responsibilities you 
trusted me with over the years.

Best wishes to you, Donna, and your family. Jake and all of my 
family will always cherish the time we spent with you. We’re always 
here for you. Go Michigan!”

—Mike Cook, Past President, National LICA:

“Jerry changed the entire course of my career. With his support, 
I grew into the editor of a national magazine. I even became a 
published author because of a project he put into motion. He taught 
me so much about publishing, design, and the art of negotiation. 
I’ll always be grateful for the chance to learn from the Godfather 
of LICA.”

—Caroline Krug, Editor The LICA Contractor:

LICA Members Remember…
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What began as a six-week idea grew into a remarkable out-
pouring of generosity as hundreds gathered on Satur-

day, November 15, 2025, at the Lovettsville Game Protective 
Association for the first-ever Top Gun Construction Rodeo, 
an event benefiting 11-year-old Pierce Cole, who is fighting T-
Cell Acute Lymphoblast Leukemia. More than $25,000 was 
raised, with additional donations still coming in and every dol-
lar will be given directly to the Cole family.

Competition With Heart
From 8:00 a.m. to 5:00 p.m., skilled heavy-equipment 

operators competed head-to-head in timed challenges that 
showcased the talent, precision, and camaraderie within 
our industry. Local contractors provided 14 pieces of equip-
ment, creating a powerful visual reminder of how deeply 
the construction community cares for its own. A new CAT 
machine, made available thanks to a LICA member, be-
came a huge hit for kids, who eagerly waited in line to try 
the $5 tire-stacking challenge with all proceeds going di-
rectly to Pierce’s family, one of the day’s most memorable 
attractions.

Crowds, Cheers, and Standout Attractions
Attendance exceeded all expectations, with roughly 300 cars 

filling the lot and families cheering operators through every 
challenge. Support also came from leading dealers such as 
Carter CAT, James River Equipment , JCB, Virginia Maryland 
Tractor, and Linder Komatsu, who stepped up to ensure the 
competition grounds were fully equipped and ready for action.

A 6-by-6-foot drone, brought in by supporter Sean Keane, 
drew crowds as it soared above the event grounds, demonstrat-
ing advanced technology for spreading grass seed and fertilizer. 
It wasn’t just entertaining; it turned into a teaching moment 
for both the young and the young at heart.

Acts of Generosity
The silent auction delivered both excitement and heartfelt 

generosity. A CAT cooler sold for $1,000 and then the winner 
immediately donated it back to the family. Meanwhile, a bowl-
ing ball stopped two children in their tracks. They wanted it, 
badly, but only had one penny to offer. They placed their bid, 
and when no one challenged them, they proudly walked away 
with their prize to cheers from the crowd.

1st Annual Top Gun Construction 
Rodeo Raises Over $25,000 to 
Support 11-Year-Old Pierce Cole:
A Community Steps Up

By ALLISON HACK, Executive Vice President, National LICA

Colby Nutter (Carter Cat), Eric Gordon (TMG Construction), Edgar Ramirez (TMG Construction), Denny Housden (TMG Construction), Joe Jenkins 
(Dozer LLC), Tory Jasinski (TJT Construction), Tommy Chapman (Mountaineer Pipe Construction), Fausto Cortes (Veterans LLC), Kyle Lushina  
(Loudoun Co. Construction), and David Gallahan (Dozer LLC) came together in support of Pierce Cole at the Top Gun Construction Rodeo.
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The Moment That Said It All
Event organizer Dave Gallahan said one memory will for-

ever define the day.
“Pierce’s dad, Fred, just walked up and hugged me,” Dave 

recalled. “He couldn’t say thank you enough. There were hugs 
and tears from people I didn’t even know.”

Fred, Dave said, is not someone who ever asks for help. But 
on this day, the community made sure he didn’t need to.

“It’s about coming together—laying everything aside. Cancer 
can hit anyone anywhere. We try to help in any way,” Dave 
shared.

“All these guys helping are construction guys. We do care 
about families and community.”

Dave credits an incredible team effort for pulling off such a 
meaningful first-year event with almost no lead time: Eric and 
Jenny Gordon (new VA LICA Vice President and Secretary), 
Glen Brown of Carter CAT, and VA LICA Executive Director 
Millie Gallahan.

A New Tradition Begins
The event banner originally read “Construction Rodeo.” 

But Dave made one important change right before printing: 
adding “1st Annual”. When people noticed, they cheered be-
cause they knew they were part of something special.

Even through the challenges of planning a major fundraiser 
so quickly, Dave never wavered.

“I didn’t realize how hard it was to put together an event 
like this,” he admitted. “But it wasn’t about me. Only Cole 
mattered.”

With overwhelming support, strong industry backing, and 
a purpose that touched every heart on the property, the Top 
Gun Construction Rodeo is poised to become a proud an-
nual tradition, uniting contractors, operators, and families in 
a shared mission to lift each other up.

Because when one member of the construction community 
hurts, we show up. z

Have you ever wanted to share your insights, experiences, or in-
novative projects with the broader LICA community? Now is your 

chance!  The LICA Contractor magazine is calling for submissions 
from our valued readers like you. Whether you’re a seasoned profes-
sional, a passionate newcomer, or an industry enthusiast, we invite 
you to contribute your article ideas and photos for a chance to be 
featured in an upcoming issue.

Why Submit to The LICA Contractor Magazine?
1. Showcase Your Expertise: Share your insights, experiences, and 
best practices with fellow land improvement professionals across 
the nation.
2. Gain Recognition: Get your name and your work in front of a dedi-
cated readership of industry insiders, contractors, and enthusiasts.
3. Contribute to the Community: Help cultivate a vibrant exchange 
of ideas and knowledge within the LICA community.
4. Inspire Others: Your stories and photos have the power to in-
spire and educate others in the industry, sparking new ideas and 
approaches.

What We’re Looking For:
• �Feature Articles: Share your expertise on topics such as best 

practices, industry trends, project highlights, and innovation in 
land improvement.

• �Case Studies: Dive deep into specific projects, challenges faced, 
solutions implemented, and lessons learned..

• �Photo Submissions: Capture the beauty and complexity of land 
improvement projects through striking photographs.

• �Success Stories: Inspire others with stories of triumph, innova-
tion, and collaboration in the field.

• �Tips and Tricks: Offer practical advice, tips, and tricks to help fel-
low contractors excel in their work.

How to Submit:
• �Article Ideas: Send in a brief outline or description of your pro-

posed article.
• �Photos: Share high-resolution images capturing the essence of 

LICA
• �Contact Details: Include your name, contact information, and a 

brief bio.

Email Your Submissions to: 
Caroline Krug, Editor, cnational.lica@gmail.com

Subject Line: 
The LICA Contractor – Article Submission  or

The LICA Contractor – Photo Submission

Selected submissions will be featured in upcoming issues, so don’t 
miss out on this fantastic opportunity to be part of The LICA Con-
tractor magazine!

Calling All Contractors: 
Share Your Expertise in The LICA Contractor!

Joe Jenkins of Dozer LLC (right) took first place, while Denny Housden of 
TMG Construction earned second in the dozer competition.



LAS VEGAS CONVENTION CENTER

EDUCATION: JANUARY 19-22, 2026
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Push limits. Smash barriers. Break boundaries. And when you’ve 
conquered all those obstacles? You discover your full capacity for 
greatness. World of Concrete delivers all the real-world solutions 
that will crush your challenges and take your expertise to new 
heights. Growth opportunities are everywhere, whether you’re  
getting hands-on with game-changing tools and tech or shaking 
hands with your future partners. Ready for maximum success? 
Nothing’s standing in your way.

ACHIEVE PEAK 
PERFORMANCE

VIEW 
GLOBAL EVENTS



Autonomous construction is shifting from a future concept 
to a present-day competitive advantage. Bedrock Robot-

ics, a San Francisco–based technology firm founded in 2024 
by former Waymo engineers, has begun supervised autonomy 
testing on active construction sites, marking one of the most 
ambitious deployments of autonomous excavation equipment 
to date.

Working with Sundt Construction, Bedrock’s systems have 
been loading human-operated articulating dump trucks on a 
130-acre manufacturing facility project in the Southern U.S. 
To date, the company reports more than 65,000 cubic yards 
of material moved using the same workflows crews already fol-
low. Rather than forcing contractors to adopt new methods, 

Bedrock integrates directly with existing processes and equip-
ment, from compact 20-ton excavators to 80-ton earthmovers.

For Sundt, autonomy isn’t about replacing operators. It’s 
about better leveraging the experienced ones they have. “The 
biggest challenge we face isn’t just finding operators—it’s keep-
ing experienced ones engaged,” said Dan Green, Project Man-
ager at Sundt Construction. He notes that repetitive truck 
loading can be a morale-killer. Automating that work allows 
skilled operators to focus on tasks where judgment, creativity, 
and problem-solving matter.

Bedrock also recently completed autonomous excavation at 
Proto-Town, a Central Texas facility that supports next-gener-
ation hardware startups. It is Bedrock’s second active deploy-
ment, part of a broader push to commercialize fully autono-
mous operations in 2026.

The company is expanding rapidly through partnerships 
with major heavy civil and commercial contractors. Austin 
Bridge & Road, Maverick Constructors, and Haydon Com-
panies are among the newest collaborators, joining a growing 
list that includes Zachry Construction, Champion Site Prep, 
and Capitol Aggregates. These partners help Bedrock refine 
its technology in conditions that reflect real-world job site 
complexity.

Safety and workforce shortages are key drivers behind the 
momentum. “Our partnership with Bedrock Robotics has 
opened the door to autonomous equipment, a game-changer 
in next-level worker protection as well as increased efficiency 
and precision,” said Bill Heathcott, Executive Vice President 
of Austin Bridge & Road. By reducing exposure to repetitive 
and hazardous tasks, autonomy can help retain valuable opera-
tors while making projects more productive.

Bedrock CEO Boris Sofman believes the timing couldn’t be 
better. With demand surging from data centers, manufactur-
ing, and energy projects, contractors face unprecedented work-
load pressure. “Developing our technology on active job sites 
with experienced contractors means we’re addressing the exact 
challenges that limit project capacity today,” he said.

If Bedrock succeeds in its 2026 commercialization target, 
autonomous excavation could shift from an industry experi-
ment to a practical tool that helps contractors do more with 
the labor they have. Contractors should keep a close eye on 
how quickly this technology scales—because autonomy isn’t 
coming someday. It’s already here. z

Learn more at bedrockrobotics.com.

Autonomous Equipment 
Takes a Big Step Forward
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Deer Creek, IL 
309-369-2248 

Since 1983 

LegacyEquipmentCo.com 



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.
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Change is inevitable on construction projects. Unforeseen 
site conditions, owner-requested modifications, design clarifi-
cations, and regulatory issues frequently require adjustments 
to the original scope of work. While these changes are com-
mon, how they are handled can dramatically affect project out-
comes. This is why strict adherence to the contract’s change-
order provisions is essential.

Change-order clauses establish the required procedure for 
requesting, approving, and documenting modifications to the 
work. They typically include notice deadlines, pricing require-
ments, supporting documentation, and guidelines for how 
changes will impact time and cost. When contractors follow 
these provisions precisely, they protect their right to recover 

additional compensation and avoid disputes over whether the 
change was properly authorized.

Failing to follow a contract’s change-order process is one of 
the most common—and avoidable—sources of conflict on proj-
ects. Courts and arbitrators routinely deny claims where the 
contractor performed extra work without written approval, 
missed a notice deadline, or failed to provide sufficient backup 
for cost impacts. Even well-justified changes can be rejected 
if they were not pursued according to the agreed-upon proce-
dure.

Adhering to change-order provisions also promotes trans-
parency and project efficiency. Written, timely requests allow 
owners and design professionals to evaluate impacts before the 
work proceeds, helping control budgets and maintain schedul-
ing clarity. The documented approval process further provides 
an auditable record that reduces the risk of later disagreement.

Ultimately, a disciplined approach to change orders protects 
all parties. Contractors secure their entitlement, owners main-
tain financial control, and projects stay aligned with contrac-
tual expectations. By keeping an eye on change-order compli-
ance, contractors can reduce risk, preserve relationships, and 
keep projects moving forward with clarity and confidence. z

The Importance of Following 
Change Order Provisions in 
Construction Contracts

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 business-
es and families.  If you have any questions, Craig’s e-mail is cmartin@ldmlaw.com.
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Retirement rules are changing, and contractors with crews 
should pay attention. While the federal government is 

pushing new requirements under the SECURE 2.0 Act, 
more than 20 states have already enacted their own retire-
ment savings mandates. If your business has employees, you 
may be required to offer a retirement plan or enroll in your 
state’s program.

This shift is more than compliance. Contractors are com-
peting for skilled workers, and benefits now play a major 
role in hiring and retention. Understanding your options 
ensures you stay compliant without missing an opportunity 
to strengthen your workforce.

Federal Update: SECURE 2.0 Requirements 
That Affect Employers

Beginning with plan years starting in 2025, newly estab-
lished 401(k) and 403(b) plans must include automatic en-
rollment for eligible employees. The default contribution 
rate must begin between 3% and 10% of pay, and plans must 
automatically increase that rate each year until it reaches at 
least 10%. Employees may opt out, but plans created after 
December 29, 2022 are generally required to include this fea-
ture unless they fall under a limited exemption.

SECURE 2.0 also expands access for part-time employees. 
Starting in 2025, workers who complete at least 500 hours 
of service in each of two consecutive years must be allowed 
to make elective deferrals. This change brings many seasonal 
and part-time construction employees into eligibility for the 
first time.

These federal updates come alongside increasing state 
enforcement, but it’s worth noting one clear advantage for 
employers who sponsor a 401(k): contribution limits are far 
higher than the limits for IRAs used by most state-run retire-
ment programs. A 401(k) allows employers and employees to 
contribute more, structure matches and profit sharing, and 
create a benefit that supports retention in an industry where 
talent is increasingly hard to keep.

State Mandates: Where They Stand Now
Every state program operates a little differently, but most 

require employers without a retirement plan to enroll in a 
state-facilitated IRA. Employers remain responsible for reg-
istering, uploading payroll data, and submitting contribu-
tions. These plans are better than nothing, but they lack 
the flexibility, contribution limits, and plan design options 
of a 401(k).

Regardless of Your State — You Do Have Choices
State-facilitated IRAs offer a straightforward way to meet 

retirement mandates, but they come with downsides:
• �Contribution limits are lower than what many 401(k) 

plans allow.
• �Because they’re IRAs, employers cannot deduct employ-

er matching the way typical employer-sponsored retire-
ment plans can.

• �Administration (payroll deductions, reporting, compli-
ance) still falls on the employer.

For many construction and land-improvement firms, a private 
401(k) — or a pooled-employer option like the MEAP available 
exclusively to LICA members through our partnership with 
World Insurance — may make more sense. A professionally man-
aged plan can relieve you of paperwork, provide more flexibility 
in contributions, and help attract and retain workers.

If your company hasn’t reviewed its retirement benefits in 
the past year, it’s worth taking a fresh look at your options. 
Understanding what your state requires is the first step; 
knowing what best serves your business is the next.

LICA members who want help evaluating their compliance 
status or comparing their existing plan to the advantages of 
the MEAP can speak with:

Mike Coughlin, CIC, CPIA 
World Insurance Associates LLC 

mikecoughlin@worldinsurance.com 
201-559-8157

He can walk you through your choices, whether that 
means enrolling in a state program, setting up a 401(k), or 
confirming that your current plan meets the rules where you 
operate. z

401(k) Mandates Are Here: 
What Contractors Need to Know 
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A mixture of both positive developments and challenges 
faced contractors working in the land improvement and pub-
lic infrastructure markets this year. While the crystal ball is al-
ways a little cloudy when trying to project future construction 
markets, some clear warning signs are already on the horizon. 
As always, contractors need to remain agile and work with a 
very sharp pencil when putting together proposals.

Tariffs have had a measurable impact on public-infrastruc-
ture projects (roads, bridges, public buildings, utilities) and are 
influencing how these projects are budgeted, procured, and 
managed. Some of the impacts include higher material costs, 
disrupted supply chains, contract risk, and potential delays or 
scope changes.

Studies have pointed out that increases in tariffs on imported 
steel and aluminum are putting pressure on infrastructure proj-
ect budgets. For example, one study describes how doubling 
tariffs on steel and aluminum can “derail current and planned 
infrastructure projects” because of price increases, availability 
issues, and budget/contract uncertainty. Tariffs add uncertainty 
to sourcing, lead times, and supplier availability. Public agencies 
working under tight budgets and deadlines have had to adjust 
designs, extend timelines, and postpone work as a result. A sur-
vey by the Associated General Contractors (AGC) noted that 
newly imposed and announced tariffs are having an impact on 
construction activity, with 16 percent of firms reporting that 
at least one project they are working on has been postponed, 
canceled, or scaled back because of tariffs. Forty-one percent of 
firms report they have raised prices because of tariffs, and 39 
percent have accelerated purchases in anticipation of new tariffs. 
Only 14 percent of firms report they have switched from foreign 
to domestic suppliers because of tariffs.

For the land improvement market, tariffs have significantly 
impacted farmer product sales and therefore income. China 
retaliated against tariffs imposed by the Trump Administration 
on imported Chinese products by cutting off purchases of soy-
beans and other products from U.S. farmers. While a trade 
agreement was recently reached between President Trump and 
China’s leader Xi Jinping, increased costs associated with im-
ported fertilizers and equipment have led to higher production 
costs for farmers, limiting their ability to make investments in 
water conservation, drainage, and other land improvements, 

which typically require substantial upfront costs. In addition 
to financial constraints, sustained tariffs may shift farmers’ 
focus from long-term sustainability to short-term production 
gains to offset lost revenue.

An additional impact on the agriculture market is the reor-
ganization and reduction in workforce at the U.S. Department 
of Agriculture. With USDA reducing the number of field of-
fices to five regional offices, obtaining technical support and 
grant funding for conservation measures has proven difficult. 
As of this writing, the FY 2026 appropriations for USDA have 
not been approved by Congress and are embroiled in the gov-
ernment shutdown impasse. The Ag appropriation legislation 
was reported by the House and passed by the Senate before 
the shutdown began and is included in one of the year-long 
measures that Congress is considering separate from the CR 
funding other programs through the end of January. USDA 
conservation programs are likely to get a small increase in 
funding for FY 2026 under this proposal.

Workforce shortages and immigration enforcement have 
also impacted contractors’ ability to bid on projects and, once 
awarded, to keep them on time and under budget. Construc-
tion workforce shortages are the leading cause of project delays 
as new immigration enforcement efforts have impacted nearly 
one-third of construction firms, according to the results of a 
workforce survey conducted by AGC and NCCER. Noting 
that 92 percent of contractors report they are having a hard 

This Year’s Construction Challenges 
Likely to Continue in 2026 for Land 
Improvement and Infrastructure

By BRIAN DEERY, LICA Director of Government Relations

Legislative
Landscape
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time filling open positions, construction officials called for 
more funding for construction education and new, lawful 
ways for people to enter the country to work in the industry.

On the positive side, bipartisan legislation has been intro-
duced in the House to create a new H-2C temporary work visa 
program for non-agricultural industries like construction that 
face persistent labor shortages. It would establish an annual 
cap of 65,000 visas, which could be adjusted based on market 
needs. Separate legislation has also been introduced to offer 
a pathway to conditional legal status for non-citizens working 
in critical industries, including construction and agriculture, 
providing a pathway to legal status for many undocumented 
workers in the existing workforce.

Another positive development is a Trump Administra-
tion initiative to expedite construction project permitting by 
streamlining environmental reviews, leveraging technology, 
and reforming regulations. Strategies include creating clearer 
timelines, enhancing interagency coordination, and using 
technology for better project management and transparency. 
This initiative keeps in play efforts over the past decade to 
shrink the amount of time it takes to get infrastructure proj-
ects approved and moved to construction.

The bottom line is that obstacles facing the industry are sur-
mountable as long as the market stays robust. Construction 

infrastructure funding at the federal level remains strong 
into the coming year. There has been some slowing due to 
the government shutdown, but thus far the impacts have 
been minimal. However, reauthorization of funding for high-
way, bridge, rail, transit, water, and wastewater projects must 
all be addressed by September 30, 2026. Funding for USDA 
conservation programs was targeted for significant cuts by the 
Administration and the House but is now likely to receive in-
creased funding in FY 2026 and potentially stronger support 
as we get closer to next year’s midterm elections. While infra-
structure funding has always received strong bipartisan sup-
port, as most politicians recognize the value of these projects 
to their states and local communities, retaining that support 
in the face of large federal budget deficits and growing debt is 
of paramount importance to the construction industry. LICA 
members must be ready to carry the message to their senators 
and representatives in the coming elections. z

Brian Deery brings over 40 years of experience advocating for highway, heavy, 
and civil construction contractors before Congress and federal agencies. As LICA’s 
Director of Government Relations, he keeps members informed about legislative 
and regulatory issues that impact the land improvement industry. If you have any 
questions, Brian’s email is Deery5@gmail.com.
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The Association of Equipment Manufacturers (AEM) has 
released a comprehensive study, From Source to Solution: Ad-
vancing Water Stewardship in the Non-Road Sector, showing how 
construction, agriculture, and utility industries are saving tril-
lions of gallons of water every year through improved prac-
tices and smarter equipment design.

What the Numbers Show
• �U.S. irrigation practices now save an estimated 9.7  

trillion gallons of water annually.

• �Utility-sector innovations in the U.S. and Canada have 
reduced water withdrawals by nearly 4 trillion gallons 
each year.

• �Advances in concrete production have cut freshwater use 
by up to 20 percent in new manufacturing.

These findings illustrate how modern equipment and better 
planning aren’t just increasing productivity—they’re reducing 
environmental impact and operating costs.

What It Means for LICA Members
The takeaway isn’t to buy new equipment—it’s to think dif-

ferently about how existing tools and processes are managed. 
Water use on job sites, particularly for dust control and soil 
compaction, is an operational factor that often flies under the 
radar. The AEM study underscores that incremental improve-
ments in efficiency can have large-scale results when applied 
across an industry.

For land improvement contractors, this may mean:
• �Calibrating and maintaining dust-control systems to avoid 

over-watering.
• �Scheduling projects to reduce unnecessary equipment 

travel and idling.
• �Exploring partnerships or pilot programs that support 

sustainable land and water management.

Expert Perspective
“This study demonstrates that North American equipment 

manufacturers are doing more than just supplying innovative 
and cutting-edge equipment — they are enabling some of the 
most advanced water stewardship practices in the world,” said 
Curt Blades, AEM Senior Vice President of Agriculture Ser-
vices and Forestry.

The Bigger Picture
As regulatory pressure grows and clients emphasize sustain-

ability, contractors who can document responsible water use 
and resource management will stand out. The AEM report 
highlights that the same efficiency mindset that drives profit-
ability can also strengthen a company’s reputation and long-
term competitiveness.

To read the full study, visit newsroom.aem.org. z

Smarter Work, Smarter Resources: 
What AEM’s New Study Means 
for Contractors

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
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Market Watch
Ligchine International Acquires 

the Power Buggy

Ligchine® International has acquired the Power Buggy 
Company. The move supports Ligchine’s continued growth 
and reinforces its commitment to delivering industry-leading 
construction equipment. 

The Power Buggy is a quick and versatile ride-on material 
mover, originating from its development by Morrison in the 
late 1960s. Over the decades, ownership has transitioned 
through several respected organizations, including Terex Cor-
poration in the 2000s and later the DiGeronimo Companies, 
which incorporated the brand into Indy Equipment and 
Supply Company. The Power Buggy is a well-known product 
throughout many parts of the United States.

“The Power Buggy is a very high-quality piece of equipment 
that we will be able to stand behind when providing it to our 
loyal base of customers, we are proud to be able to continue 
the growth of this very respected brand.” said Kyle Hohmann, 
President of Ligchine International.

Contact Ligchine at 812-903-4500 or email sales@
ligchine.com.

Kubota Unveils Next-Generation
Grand L70 Series Compact Tractors

Kubota Tractor Corporation introduces the new Grand L70 
Series, the further evolution of its compact tractor. Engineered 
for commercial, land-improvement operators, the Grand L70 
Series includes three model options (premium, deluxe and 
cold weather) and delivers advanced technology in the opera-
tor seat with a multi-function loader joystick and Intelligent 
Hydrostatic Transmission.

The new Kubota ProCab allows for optimal comfort and 
productivity year-round.    

KubotaUSA.com

Wind Defender’s Stockpile Cover System 
Provides Reliable Protection

Wind Defender provides an easy-to-use cover system de-
signed to protect a wide range of stockpiles. Whether cover-
ing contaminated soils, salt, sand, or agricultural commodi-
ties, the system installs quickly and stays secure in challenging 
weather. Its durable materials help reduce runoff, control dust, 
and protect valuable materials. Wind Defender’s solutions of-
fer fast setup, long service life, and dependable performance.

Contact:  215-203-4622, www.wind-defender.com

Legacy Drainage Equipment Announce 
New Product Line

These updated products were developed by collaborating 
closely with our customers and dealers and incorporating their 
valuable feedback. With more than 40 years of experience, 
these improvements reflect our ongoing commitment to prac-
tical innovation and our mission to build lasting partnerships. 
We are excited to deliver solutions that meet the wide variety 
of needs of our customers!

Phone: 309-369-2248
Email: legacyequipmentco@gmail.com
Website: www.legacyequipmentco.com
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National LICA Benefits
Exclusive for LICA Members!

Red Wing Safety Footwear Program

• 15% Discount on safety footwear off MSRP,                        
as part of an exclusive billing program.

• A 1-year warranty on Red Wing footwear 
• Multiple purchasing options - In-Store, Mobile Boot 

Trucks, and Online W/Free Shipping.

Contact: Brian Duerinck
Phone: 815-355-4242
Email: Brian.Duerinck@redwingshoes.com

Heavy 
Equipment 

Benefits

The LICA Member Auction Benefit
• (4) scheduled LICA member auction dates.
• Special member rates with no added fees
• Full service - BigIron handles everything

Contact Tim Kipper
Call: 402-802-5028
Email: Tim.Kipper@bigiron.com

Equipment
Auctions 

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

Safety Tools

The LICA Safety Portal

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

Email: anational.lica@gmail.com

Training 
Resources

CDL: Entry-Level Driver Training (ELDT)
Training Provider Resources

• Bring ELDT training in-house.
• Save thousands for each applicant.
• Eliminate the need for outsourcing.

Email: Cnational.lica@gmail.com

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.

Safety Footwear Program
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Health Insurance Plans
• Group Health Plans for small or large groups
• Competitive rates & benefits
• Service & support

Visit www.worldinsurance.com/lica to get started 

Payroll & HR
• Payroll Setup & Tracking
• HR Consulting & Support
• Tax Administration, Filings, Payments

Visit www.worldinsurance.com/lica to get started 

Business Resources

Business & Family Legacy Planning

• No fee for initial consultation
• Business Succession, Exit & Continuation Plans
• Family Business & Estate Planning
• Buy-Sell Reviews & Arrangements

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

Business 
Succession

BusyBusy: Tracking Software

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

Time Tracking ToolsBenefits from 
World Insurance 

Associates
To get started on these benefits contact:

Call: 908-738-8493 
Email: LICA@worldinsurance.com

401k Employee Program
• Turnkey 401k Employee Program
• Reduce fiduciary & administrative responsibilities
• Leverages the strengths of group participation

Visit www.worldinsurance.com/lica to get started OR
Call: Michael Coughlin | 201-559-8157

Titanium Payments

• No Contract
• Eliminate Fees
• Next Day Funding
• Sale Amount & Service Fee on Receipt

Call: 609-957-1784 
Email: louis.puglisi@yahoo.com

Credit Card 
Processing

IT Solutions by Zog Inc.

• Free IT Health Check & Tech Review
• WiFi, mobile cloud access, and more.
• Security, backup & user access audit.
• Custom pricing for LICA Members.

Call: 267-730-8685 
Email:pmiller@zoginc.com

Tech Tools &
Support
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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

eCommerce Benefit: Sell from your Website
• Sell directly from your website
• 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

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.

Member Discounts

Benefits from 
Machinery Trader

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

1-800-247-4898

The LICA Contractor 
Magazine

• Free to LICA members
• Published 6 times/year
• Stories about contrac-

tors
• Latest industry, legisla-

tive & legal news.

Industry News & Education 
Agricultural Drainage Management Coalition 
(ADMC) Membership Discount

LICA members receive 50% off Bronze & 
Associate membership.

• Industry Networking
• Education & Training
• Recognition

Email: jhansen@admcoalition.com
https://admcoalition.com/join-admc/

M & V Custom Apparel Discount

• LICA Members receive a 15% discount
• Brands include: Carhartt, Red Kap and more

Call: 848-668-4300
Email: hello@mvcustomapparel.com
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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

Pistons & Piston Kits

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

Stringent Specifications

Cooper Tire Program

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

Petrocon CAT Parts Replacement Program

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

Petrocon Commodities Program

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

Petrocon Savings
To start saving with any of these benefits contact:

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

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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If you want fresh ideas to 
improve production, extend 
equipment life, and take ad-
vantage of new technology, the 
Earthmoving track at CONEX-
PO 2026 is the smartest stop 
you’ll make at the show.  These 
sessions go beyond theory and 
focus on actionable strategies 
contractors are using right now 
to cut costs, work safer, and win 
bigger jobs.

From innovative site prepara-
tion methods and drones in dai-

ly operations to repurposing ADTs and turning compact equip-
ment into high-precision machines, this lineup delivers practical 
insights you can take straight to the jobsite. You’ll also hear first-
hand lessons from one of the largest earthmoving undertakings 
in the country, along with sessions on trench safety and dust 
control that could save lives and protect your bottom line.

LICA members are encouraged to make these sessions part 
of their show plan. Stop by the LICA booth in the Grand 
Lobby — GL20701 and tell us which ones you’re attending! 
Earthmoving Track Sessions,Tuesday, March 3
• New Technology in Site Preparation
• Using Drones in Your Earthmoving Business
• From Debris to Dollars: Crushing Startup Secrets
• In the Trenches: An Operator’s Perspective on Trench Safety
Wednesday, March 4
• Dumping the Dump Bed: ADTs That Do More
• �Turning Your Excavator Into the Ultimate Multipurpose 

Machine
• �Moving Mountains: Technology Behind South Carolina’s 

New EV Plant
Thursday, March 5
• �Connected Machines: Precision GPS for every machine on 

the Jobsite
• �Machine Control for Compact Equipment and Small Businesses
• �Minimizing Crystalline Silica and Airborne Particulates 

through Efficient Water Tank Usage

Don’t Miss the Earthmoving Track at 
CONEXPO 2026!

Land improvement contractors lay the groundwork for our country’s 
success. Something that important deserves the confidence that 
comes with an insurance partner who truly knows your business 
and how to support you best. Since 1917, BITCO has provided 
customized insurance programs across the country, dedicated to 
protecting you and delivering confidence day-in and day-out.

DEDICATED  
TO DELIVERING  
CONFIDENCE.
It all starts with a deep 
understanding of your business.

Get the service you deserve. 
Visit BITCO.com to find a specialist agent near you.

MARCH 3-7  /  2026  /  LAS VEGAS  /  NEVADA

REGISTER at conexpoconagg.com  
Save 20% with promo code AD20

269,000 net square meters of exhibits  

139,000 Attendees 

2,000 Exhibitors 

150 Education Sessions

TAKING CONSTRUCTION

TO THE NEXT LEVEL.

“CONEXPO-CON/AGG MAKES US FASTER, LEANER, 
AND BETTER EVERY TIME WE GO.”

DYLAN MERCIER  |  D2 CONTRACTING  |  BRIGHTON, MI 

CECA2026_D2 Contracting_7.875x10.75.indd   1CECA2026_D2 Contracting_7.875x10.75.indd   1 6/26/25   4:05 PM6/26/25   4:05 PM

LICA Members Receive a 40% Discount 
on Entry to CONEXPO CON/AGG

Must register by December 5th.

Visit LICA’s booth in the Grand Lobby.
Booth # GL20701

Scan code to Register
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National Membership Drive
August 1, 2025 October 31, 2025

Florida
Unidentified	 1

Indiana
Website	 1

Kansas
Unidentified	 1

Ohio
Field Day	 1
Call In	 1
Farm Science Review	 2

New Jersey
Apprenticeship Program	 33

New York
Maura Dibble	 2
David Rule	 2

Virginia
Unidentified	 1

TOTAL	 45

800-720-8453 
timewellpipe.com

QUALITY YOU CAN INSTALL
WITH CONFIDENCE
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Company Name_____________________________________________________________________________

Member Name____________________________________ Spouse’s Name ____________________________

Street Address _____________________________________________________________________________

City___________________________________________ State _______ Zip ____________________________

Phone (__________) ________________________ Cell Phone (__________) ___________________________

Fax (__________) __________________________  Email: __________________________________________

LICA Sponsor ______________________________________________________________________________

Contractor (Type of Business)

Application is for (Check One)

p   �Active Contractor Member (Annual Dues)......................................................................Vary by State Chapter 
Active Land Improvement Contractor.

p   �Company Associate Member (Annual Dues)..................................................................Vary by State Chapter 
Person or companies manufacturing or selling materials, equipment or services to active contractor members.

p   �Supporting Member (Annual Dues)................................................................................Vary by State Chapter 
Person(s) or associations interested in LICA.

p   National Associate Member.................................................................................................................. $395.00

p   �Member-At-Large.................................................................................................................................. $195.00 
Contractors in state without chapters

Signature ________________________________________________ Date_____________________________

Please contact your state chapter for annual dues and additional information. See page 33.

To become a national associate please contact:
National LICA, 3080 Ogden Avenue, Suite 300, Lisle, IL 60532

Phone 630-548-1984 • Fax: 630-548-9189 
Email: anational.lica@gmail.com • Website: LICANational.org 

Membership Application

p	CH	 Concrete/Hardscaping
p	CR	 Crane Service 
p	DB	 Directional Boring
p	DW	 Drainage/Water Mgmt./ Irrigation
p	EM 	 Earthmoving/Grading/Land Leveling 
p	EX 	 Excavating/Land Clearing
p	GR	 Gravel/Rock Production
p	LS	 Landscaping/Seeding/Sod
p	OD 	 Open Ditch Work/Dredging

p	PD	 Ponds/Dams
p	RP	 Roads/Paving
p	SP	 Site Prep./Demolition
p	SS	 Septic Systems/ 
		  Onsite Wastewater Treatment
p	TH	 Trucking/Hauling 
p	TW	 Terraces/Waterways 
p	UU	 Underground Utilities
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n ARKANSAS LICA
National LICA
3080 Ogden Ave., Suite 300 
Lisle, IL 60532
Phone: 630-548-1984
Email: anational.lica@gmail.com

n FLORIDA LICA
Matt Palmer
4202 Oakfield Avenue
Holiday, FL 34691
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
PO Box 1728
Jefferson City, MO 65102
Phone: 573-634-3001
director@mo-lica.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
Batavia, NY 14020
Phone: 585-219-4802
Email: nylica@
rochester.rr.com

n NORTH DAKOTA
National LICA
3080 Ogden Ave., Suite 300 
Lisle, IL 60532
Phone: 630-548-1984
Email: anational.lica@gmail.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
P.O. Box 1742
Sioux Falls, SD 57101
Phone: 605-274-8689
Email: becca@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., Suite 300 
Lisle, IL 60532
Phone: 630-548-1984
Email: anational.lica@gmail.com

STATES WITH MEMBERS-AT-LARGE 

n Idaho n Tennessee
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Prins Insurance — ufginsurance.com.............................................................................................................. 19

RWF / Bron — rwfbron.com..........................................................................................................................35

Shoule — shoule.com........................................................................................................................................ 9

Timewell Drainage Products — timewellpipe.com......................................................................................... 31

You may have seen headlines about the FMCSA cracking 
down on CDL trainers and removing providers from the 
Training Provider Registry. What many of these stories fail 
to explain is that most removals had nothing to do with un-
safe instruction or curriculum problems. The majority were 
removed for a much simpler reason: providers did not update 
their information in the registry as required. When the system 
showed outdated or unverified details, FMCSA treated them 
as inactive and removed them.

For in house trainers, this is an entirely avoidable issue. 
If you are training employees, delivering the required cur-
riculum, and submitting completion records, you are already 
meeting ELDT standards. The real risk is letting your registry 
information go stale. FMCSA views inactivity the same way it 
views non participation.

Current rules require training providers to update their 
registration within 30 days of any changes to key details, in-
cluding business name, address, phone number, types of train-

ing offered, provider status, or any change in state licensure, 
certification, or accreditation. Providers must also complete a 
biennial update to confirm their registration even if nothing 
has changed.

To protect your status:
• �Log in to the Training Provider Registry regularly and 

verify that your information is current.
• �Review business details, instructor listings, and contact 

information for accuracy.
• �Submit training completion records promptly after each 

employee finishes.
If your information is current, you should have no trouble 

staying on the registry. The recent removals serve as a remind-
er that FMCSA expects active account management. In house 
ELDT programs are a valuable asset for land improvement con-
tractors. Do not let paperwork or a missed update block your 
employees from earning a CDL. Keeping your profile updated 
is the simplest step you can take to protect that advantage. z

Don’t Get Dropped: Protect Your ELDT 
Training Provider Status in 2026
By CAROLINE KRUG, Editor The LICA Contractor
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Want the highest  
ROI in agriculture? 

Tile.
Contrary to popular belief, the best financial 
upgrade for your farm isn’t equipment or building 
upgrades—it’s tile. Drainage increases land value, 
improves yields and delivers ROI year after year. 

Start investing where it pays.

Scan the code 
to contact an 
ADS sales rep.


