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A Message From the CEO

Creating Value for Every Member

As CEO of National LICA, one question continues to guide me: How do
we create more value for every LICA member?

Over the past several months, I have met with and listened to contractors,
state leaders, industry partners, government agencies, educators, and organi-
zations across our industry. Every conversation is different, but my objective
remains the same: to identify opportunities that benefit our members and
strengthen LICA.

I believe LICA is uniquely positioned to bring people together. Whether through new partner-

ships, member benefits, education, government relationships, or connections across our industry,
we should always be looking for ways to help our members build stronger businesses and prepare
for the future.

You will also see this philosophy reflected in our events.

As we look ahead to our 2027 National Convention in Arizona, our goal is to make it our most
interactive and valuable convention yet. I want every contractor and partner who attends to leave
with something tangible: new information, new relationships, new opportunities, and ideas they
can put into action.

That is the standard I want us to continually ask ourselves: What value are we creating for our
members?

LICA has tremendous knowledge, experience, and opportunity within its network. Our job at
National is to connect those pieces and make that network work harder for you.

We have exciting opportunities ahead, and I look forward to continuing to build a stronger LICA
together.
Dennis Mikula Jr., CEO, National LICA

Brand new Iowa LICA Farm Classroom facility in Melbourne, IA
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Where Learning
Meets the Dirt

lowa and Indiana LICA show how hands-on education connects contractors,
conservation and the next generation.

By ALLISON HACK, Executive Vice President, National LICA

ands-on education has long been an important part

of LICA, giving contractors and industry profession-

als opportunities to see equipment, construction
methods and conservation practices at work in real-world
conditions.

Recent events in Iowa and Indiana offered two different
examples of how State Chapters are continuing that tradition.
Iowa LICA celebrated the opening of a new Farm Classroom
at its Conservation and Demonstration Farm, creating a per-
manent home for year-round education, while Indiana LICA
brought contractors, educators, manufacturers and guests
into the field for two days of live tile drainage installation and
demonstrations.

Although the settings were different, both brought education
closer to the work contractors perform every day.

A New Home for Learning in lowa

For more than two decades, the Iowa LICA Conservation
and Demonstration Farm has provided a place where visitors
can see conservation work in action.

Located near Melbourne, lowa, approximately 15 miles
from Marshalltown and 60 miles from Des Moines, the 80-
acre property was purchased in 2000. Since then, Iowa LICA
has developed the farm into a working educational site where
contractors, agencies, students and members of the public can
learn how conservation systems are constructed and how they
perform over time.

The property receives water from a surrounding watershed
of more than 1,000 acres. lowa LICA reports that practices in-
stalled at the farm remove more than 50 percent of the phos-
phates and nearly all of the nitrates before the water leaves the |
property. S e o=y

Many of those practices were installed during lowa LICA Siesliiii e i 0¥ S ui fg MLl Tl ning (iRm0 R

Field Days, giving members and visitors an opportunity to see
the work from installation through long-term operation. Gt
The farm’s educational capabilities have now expanded with
the opening of a new Farm Classroom.
The completed building gives lowa LICA an indoor, weather-
protected location for meetings, workshops, contractor instruc- :
tion, safety education and other programs throughout the year.

It also gives conservation agencies, agricultural groups, schools, 0 4F PSP m s sy
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We are not only opening the doors to this facility,
but to new opportunities, opportunities to educate the
next generation, strengthen our membership, promote

conservation, and continue serving lowa with excellence.
— Scott Bohle, Iowa LICA President

Ribbon cutting ceremony for the lowa LICA Conservation and
Demonstration Farm Classroom.

landowners and industry partners a place to meet before
heading outside to see the conservation practices installed
throughout the property.

That combination allows visitors to learn about the design,
construction or purpose of a practice inside the classroom and
then see an example operating under actual field conditions.

Iowa LICA celebrated the classroom’s completion with a
grand opening and open house that brought together contrac-
tor and associate members, representatives from USDA, the
Natural Resources Conservation Service and the Agribusiness
Association of Iowa, state officials, members of the media and
community guests.

Following remarks and a ribbon-cutting ceremony, guided
tours gave attendees a closer look at conservation projects in-
stalled during previous Field Days.

Iowa Secretary of Agriculture Mike Naig praised the new fa-
cility and emphasized the role contractors play in putting con-
servation plans into action.

“People can talk about conservation, make plans and de-
signs, but somebody has to get it on the ground,” Naig said.
“LICA is the critical link in that equation.”

Iowa LICA President Scott Bohle also reflected on what the
classroom will make possible for the association.

“We are not only opening the doors to this facility, but to
new opportunities—opportunities to educate the next genera-
tion, strengthen our membership, promote conservation, and
continue serving lowa with excellence,” Bohle said.

The project came together through financial contributions
from Iowa LICA contractor and associate members, along with
members who donated labor, machinery, professional knowl-
edge and other resources. A building committee developed the
initial plans, and lowa LICA’s Board of Directors worked with
Executive Director Kelby Kiefer and the project team through-
out construction.

“I'm incredibly grateful to everyone who played a part in
making this vision a reality,” Kiefer said. “Today, we celebrate a
beautiful new facility. Tomorrow, we begin the work of filling
it with purpose.”

THE LICA CONTRACTOR FALL 2026 I 5



lowa LICA Farm Classroom Grand Opening

Indiana Takes Education to the Field

While lowa LICA opened the doors to a permanent educa-
tional facility, Indiana LICA created a hands-on learning envi-
ronment around an active drainage installation.

Contractors, industry professionals, educators and guests
gathered July 21-22 at Purdue University’s Agronomy Cen-
ter for Research and Education in West Lafayette for Indiana
LICA’s Tile Drainage Installation Field Day.

After days of extreme heat and scattered thunderstorms
leading up to the event, the weather cooperated for two hot
but successful days in the field.

At the center of the event was the drainage installation itself.

Several crews and machines moved steadily across the field
as tile plows installed drainage tile. Compact track loaders fol-
lowed behind, pushing soil back over newly connected lines,
while ground crews checked the work and kept the installation
moving.

Attendees were able to watch the crews and equipment
work side by side, providing a close look at the coordination
involved in a large drainage project.

Small AT Vs, trailers, golf carts and larger utility terrain ve-
hicles transported attendees between the Agronomy Center
and the active installation site. Volunteers and neighboring
State Chapters also helped, including Michigan LICA, which
brought a utility vehicle to assist with transportation through-
out the event.

National LICA Executive Vice President Allison Hack,
National LICA CEO Dennis Mikula Jr. and LICA Contractor
Editor Caroline Krug attended the opening day.

Activities included a live in-trench rescue scenario con-
ducted by the Lafayette Fire Department, along with edu-
cational discussions involving drainage maintenance, wa-
ter recycling and other topics related to agricultural water
management.

Indiana LICA Field Day Trench Rescue Demonstration

The shop served as a gathering place for educational ses-
sions and lunch, while exhibitors set up tents and tables
outside. Representatives from Ohio LICA were also onsite
with a booth promoting the organization and connecting
with attendees.

The field day was organized under the leadership of In-
diana LICA Executive Director Nanci Gutwein and State
Chapter President Keith Miller, with support from a group
of volunteers who helped coordinate the site, educational
schedule, transportation, demonstrations, meals and other
day-of logistics.

Equipment, tile and other materials were contributed by
participating pipe and equipment manufacturers and industry
supporters. Those contributions gave attendees an opportuni-
ty to see installation work firsthand while spending time with
contractors, manufacturers, educators and others involved in
the drainage industry.

Learning by Seeing the Work

The Iowa Farm Classroom and Indiana Tile Drainage In-
stallation Field Day took different approaches, but both cre-
ated opportunities for people to learn while staying closely
connected to the work taking place in the field.

In lowa, visitors can now gather inside the Farm Classroom
to discuss conservation practices before walking outside to
see installations that have been operating on the property for
years. In Indiana, attendees watched a drainage system being
installed while crews, equipment and manufacturers were on-
site to demonstrate how the work comes together.

Both also depended on cooperation.

Contractor and associate members contributed to the lowa
classroom through financial support, labor, equipment and
professional knowledge. Indiana’s field day relied on contrac-
tors, volunteers, manufacturers, educators and neighboring
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Indiana LICA Field Day Tiling Demonstration at Purdue University’s
Agronomy Center for Research and Education in West Lafayette, IN
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State Chapters to bring the installation and educational pro-
gram together.

Those partnerships create opportunities that extend be-
yond a single event or facility. Contractors can share their ex-
perience with one another, manufacturers can demonstrate
equipment and materials in working conditions, educators
and agencies can connect technical information with field
applications, and students and guests can get a closer look at
the people and skills behind the land improvement industry.

They also provide an opportunity to introduce the next
generation to careers in excavation, drainage, conservation
construction and related fields.

As National LICA continues to focus on education, mem-
bership growth, new programs and stronger connections
between State Chapters, lowa and Indiana offer examples of
what those efforts can look like at the chapter level.

Whether it happens in a new classroom overlooking conser-
vation installations or alongside crews putting drainage tile in
the ground, the idea is the same: bring people together, share
knowledge and give them an opportunity to see the work for
themselves.

For LICA members, that kind of hands-on learning has al-
ways been one of the best ways to learn from one another and
strengthen the industry. I

Need Parts? Shop Now!
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A Seatwt
LIGA’S

By DENNIS MIKULA JR., CEO of National LICA

en I was invited to represent the Land Improvement
Contractors of America at the inaugural session of
the North American Trade Parliament in Oakland, Califor-
nia, I knew it would be an opportunity to bring LICA into a
broader conversation. What I did not fully appreciate until 1
arrived was how closely those conversations would connect to
the work our members do every day and how the experience
would reinforce my view of LICA’s future.

The North American Trade Parliament, an initiative of the
Canada-U.S.-Mexico Trade Council, officially launched on
August 19, 2026. It brings together business and economic
organizations from local to national levels across the United
States, Canada, and Mexico.

What impressed me most was not the size of the gathering
or any single statistic, but the willingness of leaders from three
countries, across industries and business communities, to sit
together and ask an essential question: How can we work to-
gether to build a stronger business environment for everyone?

That spirit of collaboration matters because our economies
and businesses are increasingly interconnected.

I had the opportunity to participate in a panel on nearshor-
ing and its impact on our industry. Nearshoring is often dis-
cussed in the context of manufacturing, international trade,
and supply chains. As a contractor, I see another side of it.

Economic investment ultimately becomes a physical project.

When a manufacturer expands, a company relocates pro-
duction, or a community attracts new investment, someone
must prepare the site. Land must be developed, earth moved,
water and drainage issues addressed, and infrastructure and
utilities installed.

LICA members are often among the first contractors to ar-
rive at those sites.

o -

\Table:"Strengthening

fig N01|‘tlf'

As a contractor, I understand what economic development
looks like long before a ribbon is cut. As CEO of National
LICA, I also believe we have a responsibility to ensure that the
contractors doing that work have a voice in the conversations
that shape what comes next.

Nearshoring can create significant opportunities across
North America, but opportunity alone is not enough. We
need the infrastructure to support that growth and must con-
tinue developing the skilled workforce capable of building it.

That means recruiting people into our industry, developing
their skills, embracing technology, and creating opportunities
for the next generation. We cannot seriously discuss expand-
ing manufacturing, strengthening supply chains, and investing
in infrastructure without also addressing the people who will
do the work.

My experience in Oakland also reinforced a broader point
for me about LICA.

We are at a critical point in our evolution as an organiza-
tion.

LICA represents contractors whose work spans infrastruc-
ture, agriculture, conservation, water management, excava-
tion, site development, and economic growth. Yet people out-
side our industry still do not fully understand who LICA is or
the important role our members play.

I see that as an opportunity.

If we want LICA to have a stronger voice in conversations
like those at the North American Trade Parliament, we must
continue strengthening our organization from within. We
need to grow our membership, strengthen our state chapters,
develop future leaders, expand relationships with industry and
government, and become more effective at telling the story of
what LICA contractors contribute to our economy.

10 B FALL 2026
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Organizational growth cannot be measured solely by the
number of members on a roster. It should also be measured
by the credibility we earn, the partnerships we build, the op-
portunities we create for members, and our ability to represent
their interests in important conversations.

That is why opportunities such as the North American
Trade Parliament matter.

They give LICA an opportunity to gain recognition not only
across the United States but also among organizations and
business communities in Canada and Mexico. Our members
already operate in an economy where equipment, manufactur-
ers, suppliers, materials, and business relationships cross bor-
ders. Building stronger relationships with our North Ameri-
can neighbors can create opportunities we may not yet see.

The North American Trade Parliament plans to continue
this work through assemblies in Mexico, Canada, and the
United States beginning in 2027. I want LICA to remain part
of conversations like these.

But having a seat at the table comes with responsibility.

‘We must continue building an organization capable of bring-
ing something meaningful to the table: our contractors’ experi-
ence, the strength of our state chapters, the knowledge within
our industry, and the collective voice of our membership.

COOK'S
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Dennis Mikula, Jr., National LICA CEQO, addresses the room at the NATP

inaugural session.

I left Oakland encouraged about the possibilities for North
American collaboration, but I also left reflecting on what is
possible for LICA.

Our members help build the foundation for economic
growth every day. Now we must continue building an organi-
zation strong enough to represent them wherever the future of
that growth is discussed. I
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for details cooksagps.com
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Before Al Changes the Job Plan:
A Verification Protocol for Land
Improvement Contractors

By DR. GLEB TSIPURSKY, author of The Psychology of Al Adoption at Work

LICA members are already seeing Al show up in estimating
software, equipment platforms, office systems, and everyday
writing tools. It can organize information and speed up rou-
tine drafting. Every recommendation still has to match the ac-
tual job, the customer’s scope, the equipment condition, and
the people responsible for the work.

That standard fits LICA’s mission of high workmanship
standards, responsible resource management, and profitable
land improvement enterprises. The useful question for a con-
tractor is simple: Where can Al save time without getting

ahead of the field facts?

Use AI Where You Can Check the Work Quickly

Start with work that has a reliable source and a knowledge-
able reviewer.

Proposal review. Give the tool the customer’s written scope
and your draft proposal. Ask it to flag missing items, unclear
assumptions, inconsistent quantities, or questions that still
need an answer. Then have the estimator or project manager
compare every flag against the plans, site information, and cus-
tomer request before anything changes.

Daily reports. Turn field notes into a cleaner first draft.
Al can organize labor, equipment hours, deliveries, weather
notes, delays, photographs, and work completed. The employ-
ee who observed the work should verify the date, quantities,
directions received, and anything that could affect billing or a
later change order.

Change-order documentation. Al can group notes, emails,
photographs, and schedule impacts into a draft narrative. The
project manager still needs to confirm what changed, who di-
rected it, when it happened, and which costs or time impacts
the company can support.

Equipment service records. Al can summarize maintenance
histories and recurring descriptions so a mechanic or fleet
manager can see patterns faster. Use that summary to prepare
questions. Keep diagnosis, repair decisions, and equipment re-
lease with the qualified person who can inspect the machine.

These are practical uses because the source material already
exists and the output can be checked quickly. The LICA Con-
tractor regularly focuses on equipment, crews, productivity,
costs, and changing industry conditions. Those same operat-
ing realities should control how a contractor uses Al

Ask Four Questions Before the Output Leaves the Desk
A short check at the handoff can prevent a polished draft
from turning into a bad job decision.

1. What source supports this? Keep the plans, notes, speci-
fications, photographs, service records, or customer request
beside the draft. If the source does not support a claim, treat it
as an assumption that needs verification.

2. What came from observation, and what came from in-
ference? “The crew recorded standing water at 7 a.m.” is a field
observation. “The excavation is safe to enter” requires current
site judgment from the right person. Do not let a smooth sum-
mary blur that difference.

3. Who owns the release? Match the reviewer to the stakes.
Office staff can confirm names and formatting. Project manag-
ers can verify scope, cost, and schedule. Mechanics can evalu-
ate equipment questions. Safety-critical work requires the per-
son with the training and authority to make that decision.

4. What stays outside the tool’s authority? Keep trench
entry, protective systems, utility clearance, engineering deci-
sions, legal obligations, employee discipline, and contractual
commitments under explicit human control.

That last point matters because field conditions can change

14 B FALL 2026
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quickly. OSHA requires a competent
person to inspect trenches and excava-
tions daily and as conditions change,
and that person must have the authority
to take corrective action. An Al-generat-
ed checklist can help organize informa-
tion. It cannot perform that inspection
or carry that authority.

Try This at Your Company: A Four-
Week Daily Report Pilot

Pick one crew and one low-risk work-
flow: turning field notes into a draft
daily report.

Before the pilot starts, agree on the
source information the tool may use,
the fields every report must contain, the
claims it may not make, and the person
who approves the final report.

For four weeks, track five things:
preparation time, missing information,
factual corrections, major rewrites, and
whether the finished report helps with
billing, customer communication, or
change documentation.

Include one experienced skeptic
and one practical early adopter. Ask
the skeptic to look for missing context
and unsafe assumptions. Ask the early
adopter to refine the workflow and doc-
ument what saves time. Their combined
feedback will tell you more than prompt
counts or login numbers.

At the end of four weeks, keep the
workflow only if the finished reports are
faster or clearer without creating more
corrections, omissions, or rework. If the
results are mixed, adjust the process be-
fore expanding it.

Keep the Field Decision With the
Field Professional

Al can prepare a question, organize a re-
cord, compare two documents, or draft a
summary. Contractors create value when
experienced people connect that informa-
tion to the actual site, customer, machine,
crew, and responsibility in front of them.

Use Al selectively where it reduces ad-
ministrative effort and where the right
person can still verify the facts and own
the decision. Start small, measure the
finished work, and expand only when
the evidence supports the next step. ll

Adapted from: The Psychology of Al
Adoption at Work: From Resistance to Results
(Georgetown University Press, 2026)
https:
aibook

disasteravoidanceexperts.com,

Dr. Gleb Tsipursky, a behavioral scientist
called the “Office Whisperer” by The New York
Times, helps techforward leaders stop overpay-

ing for Al while boosting engagement and in-
novation. He serves as CEO of the Al con-
sultancy Disaster Avoidance Experts and has
written eight books, including The Psychology
of Al Adoption at Work: From Resistance to
Results (Georgetown University Press, 2026).
https:
aibook

disasteravoidanceexperts.com
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LICA Introduces
New Wireless Benefit
Through Helix Wireless

New program offers exclusive wireless pricing, dedicated support and access to all three major networks.

ational LICA has partnered with Helix Wireless to offer
LICA members a new telecommunications benefit de-
signed to help contractors reduce wireless costs while simplify-
ing the way they manage mobile service across their businesses.
Through the partnership, LICA members have access to ex-
clusive wireless pricing, carrier-agnostic service across all three
major wireless networks and dedicated account support. Helix

POWER TO PERFORM

Drainage Plows

BRON ADD ON PLOW MODELS:
375—66" cutting depth
400—78” cutting depth
750—90” cutting depth

RC 750—90” cutting depth

BPFECIALTY SALER & SERVICE
1954 N Linn Avenue Phone: 641-394-3141
New Hampton IA 50659 Fax: 641-394-3823

www.mitkollc.com

Wireless estimates that participating businesses can reduce
their current wireless expenses by 30 to 50 percent, depending
on their existing service and eligibility.

The program was developed with the needs of construction
businesses in mind, including companies managing employees
and devices across offices, fleets and multiple job sites. Rather
than limiting members to a single carrier, Helix provides ac-
cess to all three major networks, giving businesses greater flex-
ibility to choose coverage and plans based on their individual
needs.

Participating members also receive a dedicated point of con-
tact to assist with plan design, device procurement, billing sup-
port and ongoing account optimization. Additional services
include mobile device management, consolidated billing and
reporting, equipment financing, white-glove onboarding and
priority support from U.S.-based specialists. Helix also offers
LICA members a no-cost telecom audit to identify potential
savings.

Exclusive LICA member pricing begins at $45 per line per
month for businesses with five to 10 lines under the Custom
Plan and decreases to $35 per line for businesses with 25 or
more lines. An Elite Plan with additional features and priority
support is also available. A minimum of five lines is required
to participate.

The benefit also includes free calling to more than 80 coun-
tries, providing another option for contractors whose employ-
ees, customers or business partners work internationally.

As an added benefit, qualifying LICA members who main-
tain active Helix service for nine months can receive up to
$325 toward their LICA membership dues, paid directly by
Helix Wireless to National LICA.

All current LICA members are eligible to participate, sub-
ject to qualification, coverage and carrier availability. i

For more information or to request a no-cost telecom audit, contact
Mike Eliades, Director of Business Development at Helix Wireless, at
908-323-4223 or mike.eliades@helixwireless.co.
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LICA Announces Marsh McLennan Agency
as National Insurance Partner

A National Partnership Built to
Serve Every LICA Contractor

LICA is excited to announce a new partnership with Marsh
McLennan Agency, which will serve as the National LICA In-
surance Partner and the Presenting Sponsor of the 2027 Na-
tional LICA Winter Convention.

This partnership represents an important step forward in
LICA’s commitment to providing greater value, stronger re-
sources, and best-in-class solutions to our members across the
country.

One of LICA’s greatest strengths is the diversity of the con-
tractors we represent. Our members work across numerous
sectors and specialties, operate businesses of vastly different
sizes, and serve communities throughout the United States.
Finding an insurance partner that can understand and serve
that entire membership was critical.

Marsh McLennan Agency brings the national reach, indus-
try expertise, resources, and capabilities to serve LICA con-
tractors in all 50 states, across the services our members pro-
vide, and across businesses of all sizes.

POWER TO PERFORM

CANADA: 519.421.0036

MN, USA: 507.547.2864
1.800.263.1060

FIND OUT MORE ONLINE
WWW.RWFBRON.COM

BRON is a registéred trademark of RWF Industries,
a division of Roberts Welding & Fabricating Ltd.

A Message from Marsh
McLennan Agency

“We are incredibly excited
to serve as LICA’s National
Insurance Partner and proud
to be the Presenting Sponsor
of the Winter Conference!
We look forward to build-
ing strong relationships with
LICA members of all sizes
across the country, providing

valuable resources and insur-

ance solutions, and—most importantly—being a trusted part-
ner for years to come. We can’t wait to kick things off, see
everyone at the Winter Conference, and have a little fun along
the way!”

Marisa Elvod, Assistant Vice President

Charlie Page, Senior Vice President

Continued on page 18
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A Message from National LICA CEO

“What makes Marsh McLennan Agency such a perfect fit
for National LICA is their ability to serve our entire member-
ship. LICA contractors operate in all types of markets, provide
a wide range of services, and range from small family-owned
businesses to some of the largest contractors in the industry.
Marsh McLennan Agency has the national reach to represent
members in all 50 states, across every service our contractors
provide, and at every business size.”

“As we continue building a stronger National LICA, we
want partners who can grow with us and deliver meaning-
ful value to every contractor we represent. Marsh McLennan
Agency gives us that opportunity. We're extremely excited to
welcome them as the National LICA Insurance Partner and
Presenting Sponsor of our Winter Conference, and we believe
this is the beginning of a tremendous long-term partnership
for our members and our organization.”

Dennis Mikula Jr.
CEO, National LICA

Built for the Entire LICA Membership

This partnership goes beyond insurance. LICA and Marsh
McLennan Agency intend to build a relationship focused on
education, resources, risk management, insurance solutions,
and long-term value for LICA members.

, , 800-720-8453
DRAINAGE PRODUCTS timewellpipe.com

Whether you operate a small family business or a large
multi-state contracting operation, the vision is the same: ev-
ery LICA member should have access to a national insurance
partner with the capabilities and resources to understand their
business and support their needs.

Members will have the opportunity to meet the Marsh
McLennan Agency team and learn more about the resources
and insurance solutions available through this new partner
ship at the upcoming 2027 National LICA Winter Conven-
tion, where Marsh McLennan Agency will officially join us as
the event’s Presenting Sponsor.

We look forward to introducing Charlie, Marisa, and the Marsh
McLennan Agency team to the LICA family and kicking off what
we believe will become an outstanding long-term partnership. I

One LICA. All 50 States.
Every Size Contractor.
Partnerships Built to Serve Them All.
Marsh McLennan Agency
Partnership Representatives
Marisa Elrod, Assistant
Vice President | 706-296-0676
Marisa.Elrod@marshmma.com
Charlie Page, Senior Vice President 404-550-7738

Charles.Page@marshmma.com
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The Additional Insured
Requirement: A Small Detail With

Big Consequences

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

A subcontractor’s insurance certificate may seem like rou-
tine paperwork, but when a subcontractor’s work damages
a project, that paperwork can determine who pays the bill.

General contractors should require subcontractors to
name the general contractor as an additional insured
under the subcontractor’s commercial general liability
policy. This can provide the general contractor with in-
surance protection for claims arising from the subcon-
tractor’s work and help ensure that the subcontractor’s
insurer participates in defending and resolving those
claims.

Consider a project where a subcontractor was hired to
install the storm sewer. The subcontractor improperly
installed a section of the system, resulting in significant
water intrusion that damaged portions of the newly con-
structed building. The owner made a substantial claim
against the general contractor for the resulting damage.

Although the subcontract required the subcontractor
to name the general contractor as an additional insured,
the general contractor never confirmed that the required
endorsement had actually been obtained. When the gen-
eral contractor sought the subcontractor’s participation
in settlement discussions, the subcontractor refused. This
left the general contractor to address the claim under its
own insurance rather than having the benefit of coverage
under the subcontractor’s policy.

The lesson is simple: A contractual requirement is not
enough. General contractors should obtain and review
the actual additional insured endorsement before work

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 email is cmartin@ldmlaw.com.

begins and verify that the required coverage is in place. A
few minutes of insurance verification can prevent a costly
dispute when something goes wrong. Il

PRECIS|ON

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.

“Dealer Inquiries Welcome”

Coretha Rozendaal
2064 Republic Ave. West, Monroe, |IA 50170
www.precisionintakes.com
800-932-7611 » 641-259-2651 « Fax 641-259-3218
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Legislative
Landscape

Midterm Elections Could Determine
Outlook for Infrastructure Funding,
Farm Relief and Regulatory Reform

By BRIAN DEERY, LICA Director of Government Relations

ith only a few weeks remaining before the country

goes to the polls for the midterm elections, much is

at stake, and it’s unclear how the outcome will im-

pact funding and regulatory reform for infrastructure programs
and the outlook for a variety of other construction markets.

The 2026 midterm elections on November 3 are a compe-

tition for control of Congress and what gets accomplished

over the next two years. While the Republican Party cur-

rently controls the Senate and House, the margins are very

closely divided. All 435 House seats are up for election, with
218 members needed to hold the majority. Republicans cur-
rently hold 218 seats, with an additional independent mem-
ber caucusing with Republicans for 219 operational votes.
Democrats hold 212 seats, and there are five vacancies. In
the Senate, Republicans hold a 53-47 advantage, including
two independents. There are 35 Senate seats up in 2026,
including special elections in Florida and Ohio, of which 23
are held by Republicans.

meet contractor customers’ needs.

contractor coverages.

Prins Insurance, which has been working with the LICA program for more than 30 years, has teamed up with Grinnell Mutual to write LICA
business for its members. All members* are eligible to be considered for this benefit, which has even more expanded coverages to

Grinnell Mutual, based in Grinnell, lowa, has been around since 1909, and works with thousands of independent agents in the 12 states
of its territory. The company is excited to work with LICA members and the opportunity to add the LICA program to its industry-leading

The Grinnell Mutual program will be available to LICA members in the following states: lowa, Minnesota, Nebraska,
Pennsylvania, Missouri, Indiana, lllinois, South Dakota, North Dakota, Ohio, and Wisconsin.

LICA members can access the state LICA insurance program in three ways:

Talk to a local Grinnell Mutual agent and ask

Visit grinnellmutual.com/find-an-agent

Ask their non-Grinnell Mutual agent

for a quote inside the state LICA insurance

program. their area.

and search for a Grinnell Mutual agent in

to contact Prins Insurance directly for
a quote.

Administered by

ZRINS

INSURANIECE

*Being a state LICA member does not guarantee issuance of a
policy in this program. Each account is individually underwritten.

S GRINNELL

MUTUAL
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While President Trump isn’t on the ballot, the midterms
have traditionally been a referendum on the administration
in power. Although the Senate map still favors Republicans
holding on to the chamber, President Trump’s declining
approval ratings, frustration with the war in Iran and ris-
ing prices have pushed a number of GOP-held seats into
play. Democrats need to flip four seats to take control of
the Senate while holding onto all current Democratic seats.
The Cook Political Report, an independent election prog-
nosticator, reports that Democratic voters have turned out
in stronger numbers than Republicans in the primaries this
spring and summer, showing a potential enthusiasm gap
when it comes to voting in the general election. On the
other hand, national Republican PACs have funds available
that far exceed the amounts held by the various national
Democratic PACs.

In a typical election cycle, only a small fraction, usually fewer
than 10% to 16%, of the 435 House seats are considered genu-
inely competitive. This fall, even fewer congressional contests
are expected to be competitive, and experts say the extraor-
dinary mid-decade redistricting efforts initiated by President
Trump are largely to blame. According to the Cook Political
Report, only 18 House races are considered toss-ups.

With so much at stake in this election, Congress took
an extended August recess and will be in session for only
three weeks after returning in September before members
head home for further campaigning. Prior to leaving for
the recess, both the House and Senate took action to pass
a continuing resolution (CR) to keep the government open

until mid-December. Each chamber passed a different ver-
sion of the legislation, so a compromise bill will have to be
approved before September 30. Given the potential elec-
toral consequences of not keeping the government open,
dealmaking is expected to rule the day.

Many key issues that impact LICA members remain un-
resolved, including the farm bill, farm relief, yearround
use of E15 fuel blends, reauthorization of the highway bill,
continued funding for water and wastewater programs, ex-
pansion of H-2B visa caps, reform of the H-2A visa pro-
gram, completion of reforms to the definition of Waters
of the United States, and the list goes on. It remains to be
seen how motivated Congress will be to complete action
on these important issues in a lame-duck session. Should
there be a dramatic change in control of the House, Senate
or both, Democrats may be willing to wait until 2027 to
address these issues.

November 3 will be an important day for LICA members.
Don’t miss the opportunity to express your opinion at your
polling place. il

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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Market Watch

RB Global to Acquire Biglron,

Accelerating Strategic Expansion into
U.S. Agriculture

RB Global, Inc. announced that it has entered into a de-
finitive agreement to acquire Big Iron Auction Company (“Bi-
glron”), accelerating the Company’s strategic expansion into
U.S. agriculture.

Big Iron is a scaled, agriculture-focused online marketplace con-
necting buyers and sellers of agricultural equipment, land, live-
stock, and other farm and ranch assets. Embedded in the com-
munities it serves across rural America, Big Iron’s digital platform
is trusted by farmers, landowners, and rural contractors.

“Big Iron brings a talented team with deep ag sector knowl-
edge and an established sales footprint that will continue oper-
ating as a stand-alone brand while being complemented by the
Ritchie Bros. industrial footprint. This will create opportuni-
ties to serve even more customers through a combination of
onsite, offsite, and digital channels and solutions,” said Jim
Kessler, Chief Executive Officer of RB Global.

“We are proud of our team’s tremendous work to establish
Big Iron as a leading auction marketplace for farmers, land-
owners, and rural businesses,” said Mark Stock, Co-Founder
of Big Iron. “RB Global values our culture and shares our re-
spect for the agricultural community. Through this combina-
tion, we gain a larger platform and additional resources, which
is expected to help us deliver even greater choice and liquidity
to all the sellers we serve.”

Ron Stock, Co-Founder of Big Iron, said, “Since our found-
ing in 1984, we have remained steadfast in our commitment
to providing an honest, trustworthy auction. We look forward
to continuing our mission to serve our sellers, buyers, and em-
ployees for years to come, and to continue operating Big Iron
as a stand-alone brand with Mark and I involved in the busi-
ness as usual.”

ONLINE FOCUS AUCTION

TRUSTED
PARTNER
FOR OVER
40 YEARS

OCTOBER 29, 2026 ‘ DECEMBER 16, 2026

LIST BY OCTOBER 5, 2026

l; A -f::_& i
m rlL :&- I

SEAMLESS SELLING EXPERIENCE

» Comprehensive listings

= Wide network of buyers ina competitive global marketplace

= Proven bidding system with no reserves
* Targeted Marketing

CONTACT TIM KIPPER
402-802-5028
Tim.Kipper@Biglron.com

LICA MEMBER BENEFITS

= Special Member Listing Pricing

= All-Inclusive Equipment Marketing
= Full Service Auction

* No Transportation Costs

®
Biglron \
AUCTIONS
Biglron.com | 1-800-937-3558
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Calling All Contractors:

Share Your Expertise in The LICA Contractor!

Have you ever wanted to share your in-
sights, experiences, or innovative proj-
ects 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 professional, a passionate new-
comer, or an industry enthusiast, we invite
you to contribute your article ideas and pho-
tos for a chance to be featured in an upcom-
ing issue.

Why Submit to The

LICA Contractor Magazine?
1. Showcase Your Expertise: Share your
insights, experiences, and best practices
with fellow land improvement profession-
als across the nation.
2. Gain Recognition: Get your name and
your work in front of a dedicated reader-
ship of industry insiders, contractors, and
enthusiasts.
3. Contribute to the Community: Help cul-
tivate a vibrant exchange of ideas and
knowledge within the LICA community.
4. Inspire Others: Your stories and photos
have the power to inspire 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 innova-
tion 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 sto-
ries of triumph, innovation, and collabo-
ration in the field.

Tips and Tricks: Offer practical advice,
tips, and tricks to help fellow contractors
excel in their work.

How to Submit:
Article Ideas: Send in a brief outline or
description of your proposed article.
Photos: Share high-resolution images
capturing the essence of LICA
 Contact Details: Include your name, con-
tact information, and a brief bio.

Email Your Submissions to:
Caroline Krug, Editor,
editor@licanational.org

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
Contractor magazine!

Both with Skid Steer Mounts

FLEX Drills and Trillion Broadcasters

Skid Steer
Mounted

Planting Widths
4.53.8'

AEM and CGA
Partner to Expand
811 Safety
Messaging

The Association of Equipment Manu-
facturers (AEM) and Common Ground
Alliance (CGA) are joining forces to put
an important safety reminder directly in
front of equipment operators: contact
811 before you dig.

The organizations recently adopt-
ed a Statement of Shared Principles
focused on advancing safe digging
awareness, consistent industry guid-
ance and best practices for working
around underground infrastructure.
As an early step in the partnership,
AEM and CGA are recommending
that manufacturers place an 811-re-
minder decal on new non-highway
equipment that could unintentionally
strike underground utilities.

Under the recommendation, the de-
cal could appear on applicable new
equipment sold in the United States by
August 2027. The goal is simple: give
operators a visible reminder to have un-
derground utilities located and marked
before work begins.

The need remains significant. An es-
timated 245,129 incidents of damage
to underground infrastructure were
reported nationwide in 2025. Urtility
strikes can interrupt electric, gas, tele-
communications and other critical ser-
vices while also putting equipment op-
erators, workers and bystanders at risk.

The initiative extends beyond tra-
ditional construction sites. Agricul-
tural equipment can also encounter
underground lines in fields, farmyards
and rural rights-of-way, making safe-
digging practices important across the
industries that build, feed and power
communities.

AEM and CGA say the decal initia-
tive is only an eatrly example of their
broader collaboration. The organiza-
tions plan to continue working together
to expand safety education, encourage
consistent guidance and provide prac-
tical tools that help equipment owners
and operators prevent underground
utility damage. I
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National LICA

CONTRACTOR CONCIERGE

Connecting you to the programs and partners that move your business forward

HEAVY EQUIPMENT & FLEET

Caterpillar Machine & Attachment
Association Discount Program

®

Equipment & attachment savings
* Member pricing on select Cat® compact equipment
¢ Trade Association discount program through Caterpillar

¢ Available through participating Cat dealers nationwide

National LICA | benefits@licanational.org

I GM Fleet

. Fleet

Vehicle savings for LICA members

¢ Incentives up to $7,500 on select models

¢ Available on eligible Chevrolet, GMC, Buick,
& Cadillac vehicles

¢ LICA membership certificate required prior to
vehicle purchase

¢ Vehicles must be titled and registered in

a business name

National LICA | benefits@licanational.org

I How to Access These Benefits

Getting started is simple

e Contact the provider listed with each benefit
e Mention your LICA membership
® Reach out to National LICA for assistance

National LICA | benefits@licanational.org

SAFETY

I The LICA Safety Portal

ZRINS

¥
INSURANCE

Safety & business online resource

¢ Safety programs & compliance documentation
e Contracts, HR forms, & operational templates

¢ Training videos & workforce tools

National LICA | safetyportal@licanational.org
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PARTS & PURCHASING CDL: Entry-Level Driver Training (ELDT)
Training Provider Resources

I.J' d |':|:|:r!-' nal E'.'IIH:I-_'.'E
ot Amariea

LICA

I ConEquip: Construction
Equipment Parts

Tt
ConkEouir

ConstrucTion EquiPMENT PARTS

Bring CDL training in-house & reduce costs

$100 parts credit for LICA members ® In-house ELDT training provider resources
*  Reduce per-driver training expenses

* Dedicated Parts Specialist does the searching ¢ Eliminate third-party outsourcing costs

* New, used & aftermarket parts

* Fast, reliable sourcing to minimize Caroline Krug | ckrug@licanational.org

equipment downtime

ConEquip | (716) 427-7502 | The LICA Contractor

I Petrocon National Purchasing
Program

“E‘;

PeEetTrocolN

Quarterly publication featuring contractor stories,

industry news & National LICA updates
Discounted equipment parts, lubricants, & more

e  Contractor project features & industry highlights
e Legislative & legal updates impacting members
¢ Included with National LICA membership

e Petrocon pricing on lubricants, tracks & parts
®  20-40% savings on select components
e Access to national supplier pricing through Petrocon

Caroline Krug | ckrug@Ilicanational.org
Petrocon | info@petrocon.org

ADVOCACY

INDUSTRY EDUCATION
I Legislative Landscape

I ADMC Membership Discount

Mmgage Management

Coalition

Monitoring legislation impacting contractors

50% off ADMC contractor silver membership *  Key federal policy updates affecting contractors
*  Breaking down policy developments

e  Sent via email & posted on LICANational.or
e Industry networking & collaboration P °

* Advocacy in water management policy ) L . .
e Education & training resources Brian Deery | legislative@licanational.org

Jeanne Hansen | jhansen@admcoalition.com
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EQUIPMENT MARKETPLACE & AUCTIONS

I Equipment Auctions

Bi
gAUCTIDNS

Member-exclusive equipment auction program
® Four scheduled LICA member auction events annually
¢ Preferred member rates with no added fees

* Full-service support from listing to settlement

Tim Kipper | Tim.Kipper@bigiron.com

| DPA Auctions

DPA

AUCTIONS

Turn idle equipment into value.

® 50% off DPA's standard seller fees
¢ Up to 5 free equipment appraisals per member
¢ Nationwide buyers, competitive bidding, & real-time

valuations

Scan to enroll in the
LICA/DPA member benefit.

Machinery Trader Marketing &
Inventory Solutions

Mlachinery!
Im_

Promote your equipment & grow your online presence

e List, manage & promote equipment on
Machinery Trader

e Sell your equipment for free on LICANational.org
through the LICA Marketplace

¢ Build a professional website with flexible
contractor-focused design options

Machinery Trader | 1-800-247-4898

TECHNOLOGY & OPERATIONS

I busybusy

busy

Time tracking & equipment management software

¢ 30% member discount for LICA contractors
* Track employee time, job costing, & daily reports
e Equipment tracking to improve project cost accuracy

busybusy | www.busybusy.com

I ConX

Contractor workforce sharing network

e Connect with contractors to share skilled labor
e  Fill short-term workforce needs quickly
¢ Improve scheduling flexibility & project capacity

ConX Support | support@conx-usa.com

I Helix Wireless Discount

~ HELIX
 WIRELESS

Potentially save 30-50% each month

e Access to all three major networks

e Dedicated account management

®  Free calling to 80+ countries

e After 9 months, Helix will pay up to $325 of your
dues directly to National LICA.

Mike Eliades | mike.eliades@helixwireless.co

I Safety Footwear Program

@ RED WING

15% Discount for LICA members

¢ 1-year warranty on Red Wing footwear

* Multiple purchasing options: online or in-store

¢ Free shipping

Brian Duerinck | Brian.Duerinck@redwingshoes.com
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CONTRACTOR DISCOUNTS

| The Big Switch Discount

o L
gAs e,

By e
Filprathl

5% Discount on Big Switch products

e  USDA BioPreferred compost sediment filter
Erosion/sediment control
*  Stormwater management & slip repair

Joseph Greco | Joe@greco.tc

I Clean Fire Member Discount

Improve engine performance & fuel efficiency

e $50 per case discount
* Clean Fire diesel fuel additive
*  Reduced emissions & optimum performance

Clean Fire | cleanfiredist@gpcom.net

FUTURE GENERATIONS

I National LICA Scholarships

Supporting the next generation of our industry

e Scholarship opportunities available through National LICA

*  Application on LICANational.org

National LICA | 630-548-1984

National LICA
3080 Ogden Ave., Suite 107, Lisle, IL 60532
benefits@licanational.org | LICANational.org

BUSINESS & FINANCIAL SERVICES

Business Succession &
Exit Planning

GRECO
Abssociates

FINANCILAL SERVICES
“Helping you write the story of your life,"

Strategic planning for contractor business transitions

*  Free initial consultation

¢  Contingency planning and business continuation
planning

* Key employee retention strategies

Greg Greco | greg@grecofinancial.com

I Titanium Payments

‘ TiTANIUM
*AY MENTS

Credit card processing solutions for contractors

e Competitive payment processing rates for members
e Simplified invoicing & payment solutions
®  Reduce or offset credit card processing fees

Titanium Payments | support@titaniumpayments.com

| World Insurance Programs

VORLD

Insurance & employee benefits for LICA contractors

e Commercial insurance coverage tailored for contractors

e Surety bonds, risk management, & claims advocacy support

e Employee benefits including retirement plans, health plans,
& HR solutions

Mike Coughlin | mikecoughlin@worldinsurance.com
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Company Name

Membership Application

Member Name Spouse’s Name
Street Address

City State Zip
Phone ( ) Cell Phone ( )
Fax ( ) Email:

LICA Sponsor

Contractor (Type of Business)

N A [ A N (N

PD Ponds/Dams

RP Roads/Paving

SP Site Prep./Demolition
SS Septic Systems/

CH Concrete/Hardscaping

CR Crane Service

DB Directional Boring

DW Drainage/Water Mgmt./ Irrigation
EM Earthmoving/Grading/Land Leveling Onsite Wastewater Treatment
EX Excavating/Land Clearing
GR Gravel/Rock Production
LS Landscaping/Seeding/Sod

OD Open Ditch Work/Dredging

TH Trucking/Hauling
TW Terraces/Waterways
UU Underground Utilities

auaa aaada

Application is for (Check One)

[} Active Contractor Member (ANNUAI DUES)......ceeiiiiiiiiiiieee e .Vary by State Chapter
Active Land Improvement Contractor.

| Company Associate Member (AnNnUal DUES)........coouuiiiiiiiiiiieeeee e .Vary by State Chapter
Person or companies manufacturing or selling materials, equipment or services to active contractor members.

(3 Supporting Member (ANNUAI DUES)............oooureeeeeeeeeeeeeeeeeeeeeeeee oo .Vary by State Chapter
Person(s) or associations interested in LICA.

(1 National ASSOCIAtE MEIMDET ............ov.ieieeeeeeeeeeee e eeeee oot en e, $395.00

1 MEMDEI-AL-LAIGE ...ttt ee e, $195.00
Contractors in state without chapters

Signature Date

Please contact your state chapter for annual dues and additional information. See page 29.

To become a national associate please contact:
National LICA, 3080 Ogden Avenue, Suite 107, Lisle, IL 60532
Phone 630-548-1984
Email: membership@licanational.org « Website: LICANational.org
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National LICA

3080 Ogden Ave., Suite 107

Lisle, IL 60532

Phone: 630-548-1984
Email: ahack@licanational.org

7 I FLORIDALICA

Matt Palmer

4202 Oakfield Avenue
Holiday, FL 34691

Phone: 941-223-0762
Email: mcmpalmer@aol.com

[ ILLINOIS LICA

Ryan Arch

112 Exchange St. Suite 2
Galva, IL 61434

Phone: 309-932-1230
Email: ryan@illica.net

1 M INDIANA LICA

Nanci Gutwein

P.0. Box 425
Francesville, IN 47946
Phone: 219-204-1722
Email: indianalica@
gmail.com

W IOWALICA

Kelby Kiefer

900 Des Moines St.

Des Moines, IA 50309
Phone: 563-202-0682
Email: director@ialica.com

[ KANSAS LICA

Jon Ungerer

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

Il MICHIGAN LICA
Sarah Cook

4780 E. Townsend Road
St. Johns, M1 48879
Phone: 517-282-1083
Email: scook@

! michiganlica.org

STATES WITH MEMBERS-AT-LARGE

M Arkansas ¥ North Dakota
Montana Oregon
@ MINNESOTA LICA M OHIO LICA
Jennifer Breberg Amy Gerten
2570 130th Street 8603 Road 5

Dawson, MN 56232
Phone: 320-226-6398
Email: mnlica2@gmail.com

[ MISSOURI LICA
Andrea Rice

410 Madison Street
Jefferson City, MO 65101
Phone: 573-634-3001
Cell: 660-414-5482
Email: director@mlica.org

[ NEBRASKA LICA
Kira Cooney

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

NEW JERSEY LICA
Buddy Freund
P.0. Box 166
Succasunna, NJ 07876
Phone: 973-630-7600
Email: buddy@
govisionstrong.com

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

Leipsic, OH 45856
Phone: 419-943-2965
Email: ohiolica@gmail.com

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

" | gmail.com

[ SOUTH DAKOTA LICA
Toby Crow

P.0. Box 1742

Sioux Falls, SD 57101
Phone: 605-274-8689
Email: Sandie@sdagc.org

[ VIRGINIA LICA
Millie Gallahan
36933 Freds Lane
Hillsboro, VA 20132
Phone: 703-431-9081
Email: valica2018@
icloud.com

[ WISCONSIN LICA

3080 Ogden Ave., Suite 107
Lisle, IL 60532

Phone: 630-548-1984

Email: ahack@licanational.org
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How You Inherit Is More Important
Than How Much You Inherit

By GREG GRECO, MBA, CEP, Greco & Associates Financial Services

or many years, the federal estate tax

hit broadly enough and cut deeply
enough that “estate planning” came to be
associated with having enough wealth to
trigger an estate tax bill. By contrast, the
estate tax exemptions are so high these
days that very few Americans are affected.
According to the IRS, about 6,000 estate
tax returns were filed in 2021 of which
less than half had a tax liability.

But just because an estate is too small
to get taxed doesn’t mean it is too small to
cause problems for the heirs. Those prob-
lems range from heirs being illequipped to
handle wealth to sibling rivalries exploding
into fullfledged family warfare after Mom
and Dad are gone. And, of course, there is
the almost universal problem of wealth be-
ing dissipated by divorce or lawsuits.

Of course, you could just take the po-
sition that your kids will have to figure
things out on their own. Instead, consider
the differences between your circumstanc-
es and those of your children and espe-
cially your grandchildren. Costs for higher
education and health care continue to ex
plode, the national debt keeps growing,
the number of lawsuits and divorces has
never been higher, and the combination
of globalization and artificial intelligence
is turning entire economies upside down.

As parents, you can do something
for your children that they cannot do
for themselves: make their assets more
valuable by protecting them from future
events such as failed marriages, family
feuds, lawsuits and bankruptcies. The key
is to recognize a basic truth: You can’t lose
anything you don’t own.

Trusted Tools

Give your heirs the benefit of wealth with-
out direct ownership. The way to do this is
by use of a trust. As a separate legal entity,
a wellconstructed trust cannot be forced to
give up assets if the beneficiary is sued, di-
vorced or declares bankruptcy. At the same
time, the trustee can have broad authority
to make assets of the trust available for the
use and enjoyment of the beneficiary.

If you have full confidence in the ability
of your heirs to handle inherited wealth

responsibly, it is to the benefit of such
heirs to inherit the wealth in trust. In
such cases, a trust can be constructed so
that it makes the heir a trustee with pri-
mary managerial and investment control
of trust assets owned by the trust. An in-
dependent trustee is required to make any
distributions to the heir, but the heir can
have the independent trustee removed
and replaced at any time.

Even if the federal estate tax is irrel-
evant for your situation, consider seeing a
skilled estate planning attorney to discuss
the best way to leave wealth to heirs. The
planning that results could have benefits
for generations.

If you have questions, we are here to help.
Greg Greco is a Certified Estate Planner at
Greco & Associates Financial Services, greg@

grecofinancial.com, (319) 234-5723.

The following case studies can help you un-
derstand more about the solutions available.
Then talk to your financial advisor about your
next steps.

CASE STUDY 1

In 2012, Mark came back to his home-
town to join his father’s construction busi-
ness. After getting his degree in construc-
tion management, Mark had spent seven
years working for one of the country’s larg-
est commercial construction companies.
That experience had a profound effect
on his dad’s business; revenue more than
doubled over the next two years and then
doubled again.

In 2015, Mark’s dad gave him 25 percent
of the stock in the company and executed
a buy-sell agreement to make sure Mark
would be able to buy the rest of the stock at
some point in the future. At that time, the
gifted stock was valued at $1.25 million.

In 2017, Mark’s wife gave up trying to
adjust to the small town life. She filed for
divorce and moved back to the city where
she and Mark met. Mark’s 25 percent inter-
est in the company, now valued at $2.5 mil-
lion, was divided between both spouses.
As a result, Mark’s dad is borrowing $1.25
million from the bank to buy back half of
the stock he gifted to his son two years ago.

CASE STUDY 2

Frank and Corrine had been married
55 years when they died within six months
of each other in 1998. They were survived
by their three children, nine grandchil-
dren and two greatgrandchildren. Apart
from modest bequests of cash, Frank and
Corrine’s great legacy was Stone Harbor
Island, a 168-acre private island off the
coast of Washington State. Their children
and then their grandchildren grew up
spending their summers on Stone Harbor
boating, fishing, hiking, and hunting.

Frank and Corrine left the title to Stone
Harbor to each of their three children and
their spouses in equal, undivided shares.
The three families continued to use the
island as a summer getaway, including
planning one week when everyone who
could from all three families showed up
for a reunion.

In 2006, Frank and Corrine’s young-
est son was killed in an automobile acci-
dent. His share of Stone Harbor went to
his widow, Beth. When Beth remarried
18 months later, her new husband and
stepchildren started using Stone Island as
well. It wasn’t long before complaints were
being raised about how roughly those kids
used the boats and other gear, and how
much trash Beth and her new family left
behind.

Things came to a head in 2009, when
Beth’s husband not only lost his job but
also had most of his investments wiped
out in the aftermath of the financial cri-
sis. Beth was unable to pay her one-third
share of the taxes and maintenance fees
for Stone Harbor that year, or the next
year, or the next. Frank and Corrine’s
surviving children offered to buy out her
interest, but they were unable to agree on
what it was worth. Worse still, Beth and
her husband lost their house to foreclo-
sure in 2012 and took up yearround resi-
dence on Stone Island.

The families are now locked in a long-
term, expensive series of lawsuits. The facil-
ities on Stone Harbor are falling into severe
disrepair, and Frank and Corrine’s grand-
children and greatgrandchildren haven’t
visited their summer getaway for years. Il
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Secure the future for your family...your business...your dreams

No matter what kind of operation you run, you possess a remarkable talent for strategic
thinking and planning, looking years ahead despite the countless variables that may arise.

Greco & Associates can help ensure your business continues to thrive for years to come and that your family
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and employees remain protected, no matter what the future holds.

We help owners understand the consequences of operating without a written plan.

Making sure succession planning aligns with estate and wealth transfer strategies.
Multi-generational "bloodline" planning. Insurance positioning and risk management reviews.
We structure and fund well-designed buy/sell arrangements between shareholders.
Contingency planning and business continuation planning.

We develop Key employee retention strategies.

We provide Business Valuation services.

Complimentary Comprehensive Business Valuation for LICA Members
Trusted for 57 years

G I{E CO GREG GRECO MBA CEP i
—& 1727 UNIVERSITY AVE LICA

./{Y d‘ WATERLOO, IA 50701
FINANCIAL SERVICES 319-234-5723
"Helping you write the story of your life.”
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greg@grecofinancial.com



WHATEV
NEXT, YO
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RIGHT ATTACHMENTS
0 SUPPORT YOUR WORK.

Caterpillar has teamed up with Land Improvement
Contractors of America (LICA) to offer member
discounts on Cat” attachments that help you

get more versatility from your equipment.

SAVE NOW AT CAT.COM/LICA

CURRENT DISCOUNT CONTACT
FOR LICA MEMBERS YOUR DEALER

$250 OFF »

SELECT NEW CAT ATTACHMENTS.

‘Attachment Offer Available January 1, 2026-December 31 2026. $250 off select new C 18 tl chments. Limit of ol ed\t per new
attachment purchased befo Decemb 31, 2026. Offer available on new quotes only be combined wllh additional
attachment pre m. Offer available on select attachments. C ntact your local dealer

© 2026 Caterpi All Rights Reserved. CAT, CATERPILLAR, LET'S DO THE WORK, ti

ctive logos, “Caterpillar Corporate Yellow,” the
“Power Edge” and Cat “Modern Hex" trade dress, as well as corporate and product identity used herein, are trademarks of Caterpillar and may
not be used without permission.





