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Happy New Year to everyone. I 
hope everybody had a GREAT 
holidays. Now it is time 
for us to break out those New 
Year's resolutions that we never 
follow through on (well 
at least I never do) and chart our 
course for 2010. My "resolution" 
is that I am not making 
any New Year's Resolution so 
therefore this year I will actually 
do what I said I am going 
to do. I can't believe that we are 
in the year 2010 already. It 
seems like it was just 
yesterday when we were worried 
that Y2K was going to end the 
world. Well, last time I 
checked, the world is still here. 
I know this much, 2009 is a bitter-
sweet year to remember for me 
as I am sure it is for a 
lot of you as well. Bitter part - 
This has been one of the tough-
est years in business I have 
ever had! Sweet part- I will defi-
nitely take what I have learned 
this last year with all the 
refinement and implement the 
lessons I have learned into my 
business moving forward so 
that when things do pick back up, 
the business will run like a ma-
chine. This is what I have learned 
looking backwards: 

 
1.   "Cash" is "King". Simply what 
I mean here is you need cash in 
the account for cash 
flow purposes. The time will 
actually come when you will 
need to use it. The 
other part of this is pay "cash" for 
your purchases as much as 
possible and stay away 
from "credit" unless it is a great 
interest rate or no interest at all. 
 
2.   Make the "Hard" decisions 
now instead of putting them off 
and then having to make 
them anyways. All this will do by 
delaying the inevitable is cost 
you thousands of dollars that you 
will end up needing for your 
business. Sometimes it is hard, 
but understand that by making 
decisions for your business 
based on emotions like compas-
sion, sympathy & empathy can 
really hurt your cash flow in the 
end. An example of this is I had 
one employee I really liked a lot 
and didn't want to get rid of him, 
so I created work for almost a 
year just to keep him around. I 
didn't want to lose him and didn't 
want to affect his finances, but in 
the end I still had to let him 
go.    

Presidentõs Message by John Loftis 

Announcement ð Advertise to FMCA members  

New Advertising Opportunities!  
We hope you like the new layout and style of our newsletter and website- 
www.myfmca.org. We are happy to offer for the first time advertising on our 
website in the form of banner ads and skyscraper ads. 
The advertising prices for the FMCA website banner or skyscraper is $100 per 
month or $1,000 per year starting January 1st, 2010.  See page 10 continued       
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I actually did this with a few em-
ployee's. Remember, if your busi-
ness can't stay 
a float, you will have to get rid of 
everyone instead of a few 
 

Continued on page 4 . 
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President    John Loftis  
John.loftis@myfmca.org 
850-934-0530 

Vice President    Dave Lowell  
Dave.lowell@myfmca.org 
941-716-4789 

Second Vice President   Casey Cass  
Casey.cass@myfmca.org 
772-286-5123 

Secretary -Treasurer    Lori Sousa  
Lori.sousa@myfmca.org 
561-752-0199 

Past President    Mike Jones  
Mike.jones@myfmca.org 
239-481-7143 

 
COMMITTEE'S AT LARGE   
1.  Enforcement,  Environmental & Regulation  
Dealing with all of the local & statewide issues that surface.   
 
Example;  Manatee, Smalltooth Sawfish, sturgeon, Government Affairs, Legislative Action.   
Working with Lobbyist for specific issues. Permitting, etc.  Permitting, License & Insurance Enforce-
ment.  Dealing with moving forward the Enforcement initiative.  Addressing specific related issues.  Get-
ting counties on board with Work. Comp. requirements.  Educating and working with the state in relation 
to Work. Comp. & Licensing Enforcement. (This committee could split up into two committees down the 
road once we have participation.  One could be just "Enforcement" and the other be ñEnvironmental & 
Regulation" Committee. 
 

2.  Public Relations  
Rick Fender   rick@cloud9services.com 
Cloud 9 Services, Inc. 
407-481-2750 
Fax 407-481-8850 
      

3.  Legal Affairs  
Kelly Zufelt White 904-296-3390 
Kelly.white@myfmca.org 
  

4.  Green Marine Initiative  Green Building, Green CEU's, Green Marine Standards & Practice's 
  
5.  Professional Development   Education, training, CEU's development, testing, mentoring programs, 
workshops, obtaining consultants for related items. 
      
  

6.  Fundraising  - Financial Planning & Raising Capital!!  Develop fundraising idea's. 
 

7.  Membership ð Obtaining and retaining membership 
  
 
Time to get involved, please email any board member to request a chair position or the just get involved 
with your association. 

Officers and New Committee Layout  

FMCA Chapters  

Regional Directors  
Central Florida   (aqua) 
Rick Dalrymple 407-998-4108 
Rick.dalrymple@myfmca.org 
 

First Coast  (purple) 
Kelly Zufelt White 904-296-
3390 
Kelly.white@myfmca.org 
 

Panhandle   (tan) 

Bryan Ball 850-602-1186 
Bryan.ball@myfmca.org 
 

South Florida   (white) 
James Charles 561-640-0820 
James.charles@myfmca.org 
 

Southwest Florida  
(pink) 
Ron Paluck 239-267-6857 
Ron.paluck@myfmca.org 
 

Tampa Bay     (blue) 
Alycia McGlone 727-522-7777 
Alycia.mcglone@myfmca.org 
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Newsletter  
Don Ernst      don@ironwoods.com 
Timber Holdings International 
www.ironwoods.com 
912-667-8702 
Fax  (912) 786-9789  

Chapter Updates ðPanhandle Chapter              
      

Bryan Ball, Chapter Director  
 
2010 is finally here and the FMCA is stronger than ever.  We have undergone significant changes that 
we feel will positively impact our members here in the Panhandle and statewide.  It is our goal to hold a 
minimum of one chapter meeting each quarter this year.  We are still finalizing details for our first meeting 
that will be held in mid-March.    Your input is invaluable and very much appreciated.  Please contact me    
at 850-444-7622 or bball@itpays.com with any ideas or topics you would like addressed by our local 

FMCA chapter. 

mailto:John.loftis@myfmca.org
mailto:Dave.lowell@myfmca.org
mailto:Casey.cass@myfmca.org
mailto:Lori.sousa@myfmca.org
mailto:Mike.jones@myfmca.org
mailto:Kelly.white@myfmca.org
mailto:Rick.dalrymple@myfmca.org
mailto:Kelly.white@myfmca.org
mailto:Bryan.ball@myfmca.org
mailto:James.charles@myfmca.org
mailto:Ron.paluck@myfmca.org
mailto:Alycia.mcglone@myfmca.org
mailto:bball@itpays.com
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Message From The President From Page 1  
 
3.   Do not buy multiple pieces of machinery/equipment at once. Buy one....pay it off before 
thinking about buying another. Also, seriously consider renting your 
equipment versus buying. You may pay extra for renting, but when you are done 
with it, then you ARE really done with it and stop paying on it. Also, I have learned 
that salt water plays hell on back hoes, skidsteerers, excavators and so on. Repairs on top of 
payments and insurance is not fun in times like these. If you did buy too many pieces of equip-
ment and you start seeing a decline in the economy, sell immediately as much of it as possible 
before the payments bog you down. I have a commercial pile driving barge I pay $1900.00/
month on and I have used it only 3 times in the last 2 years. It sits on the lot and stares at asphalt now but that $1,900.00 payment 
goes out the door every month. It has been for sale forever. 
 
4.   Really think through your partnerships and investments. When things are "booming" and money is flowing in like water, don't feel 
the need to invest in "this" and invest in "that". What you need to feel the need to do is put your money in the bank and save for a 
rainy day so that you will have the cash when you need it. Also, invest in one thing and see it all the way through to a continuous 
profit before going into another deal. The problem with too many ventures at one time is that if the economy does what it just did, it 
will affect all of them across the board and it will be next to impossible to manage with limited cash flow or you will deplete all of your 
cash trying to keep your investments alive. Also, don't go into a partnership thinking your partner brings all of the cash to the table, 
because "his" or "her" cash can actually disappear in an economy like this and then you have to carry the load on your own with your 
cash instead. 
 
5.   Everything you do in your business needs to be quick and efficient. Get your bids out immediately - Clients will see that you are 
efficient and possibly make the decision to go with you based on this because hopefully you will run the project the same way. Get 
permit applications turned in - you need that application to go through permitting just as fast as you can because you need every pro-
ject now! Return Client calls immediately - Don't give your Client any reason to consider using another Marine Contractor. Get your 
invoices out  - This is so important and you need your cash now. Also, the longer you wait to bill a Client, the more the value of that 
invoice decreases. You also leave more opportunity for something to come up that could change the Client's mind about paying you 
all or a portion of the invoice. Last, by not doing these things efficiently only creates stress in you which therefore can cause bad 
health and so on. Get the point??? 
 
6.   Work your existing Clientele, pending Clientele and what I call "No Go" Clientele. When things are slow, there is nobody easier to 
convince to do something than an existing Client who already believes in your business. Sometimes Clients just need to be reminded 
about something (ex; boatlift servicing) or just need a little nudge to move a project forward. I had a Client that I bid a project for 3 
months ago and didn't hear back from him but I have done lots of work for him in the past and I knew he probably wanted to do the 
work. So I called him and said I had a week coming up that I could do his work for him and he simply responded with "sure" let's do it!! 
I really needed it too, so amen to that. Go after other bids that you have done that are pending and see if there is something you can 
do differently or modify to encourage them to move forward with a project. Last, go after your "No Go" Non-clients from the past and 
figure out how to make them Clients now. Basically, work all of your files in your office. You WILL find work in those files!!! 
 
7.   Get very Creative! In these times, you have to be creative. This starts with listening to what a Client wants and I mean really lis-
ten. Talk to them, ask them questions, figure out what it will take to work with this person. Then after you have heard them, get crea-
tive with them. I have offered to pass builder pay early incentives on to the Client if they pay all of the materials up front. I have of-
fered additional discounts if they pay me within a certain time period. See if there is a product that you can be the exclusive dealer for 
in your area. Just really pay attention and find ways to make additional money and get work. 
 
8.   Market yourself and your business!! You need more than ever to get your name out there and let Clients know you can do the 
work for them. Meet neighbors to project sites. They might need some work as well. Just get your name out there now more than 
ever. 

 
Summary, the best way to say it is "Get back to the basics" of when you first started your business. You were excited, sharp, eager, 
fresh and willing. Go back to where you came from and don't worry about what people will think. In the end, you are saving your com-
pany. People will appreciate what you have done if you pull it off. I really feel that 2010 will be a better year for one of two reasons, 
the economy will start to turn around or you just have found the formula for refining your business to make it work in these times. I 
wish you all the BEST in 2010 and want each and every one of you to prosper and grow. 
Sincerely, 
 

John Loftis 
President, Loftis Marine Division 
President, Florida Marine Contractors Association 

FMCA CLASSIFIEDS  
 

Send your classified ads to Don Ernst, don@ironwoods.com along with a description of your marine product, photo, location, and sales amount.  
This service is for FMCA members to work together for new and used equipment and products.   
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Chapter Updates ðFirst Coast Chapter                   
 

 
 

Kelly White Vandroff Insurance, Chapter Director  
 
We have been working with the Department of Environmental Protection and have scheduled our next workshop.  It 
will be held at the DEP Jacksonville Office, 7825 Baymeadows Way, Jacksonville, Florida, February 18, 2010 from 
1pm to 4:30pm.  The topic is ñWETLANDS BACKFILLò!  I have been told this is a very broad item to discuss in one 

meeting.  We are looking for suggestions and/or specific concerns, so that we may organize the effort into a couple of different meet-
ings if necessary.  Please forward any ideas direct to me Kelly@vandroff-insurance.com and I will refer them over to DEP for consid-
eration.  This is not limited to the First Coast Chapter as we would like input from all members. 
 
I would like to take this time to thank Jim Mayer, Connie Webel and all of the countless number of staff at the DEP NE Florida district 
for their continued assistance and support.  As a result of the workshops and an open line of communication, our contractors are no 
longer walking around in fear.  They have a greater understanding of the DEP permit process and direct contacts they are familiar 
with in the event they have questions.  We owe this to the time and effort the DEP has put into this and we sure are lucky to have 
these guys in our district. 
 
The next time you speak with any of the NE Florida DEP staff, please mention to them that we feel the workshops are a great suc-
cess and a wonderful resource.  I can assure you the compliments go along way, as these guys are used to being beat down daily.  It 
is very important that we acknowledge their assistance and help. 
 
On another note: A meeting is in the process of being scheduled with Flagler County Building and Enforcement staff.  We hope to 
have it scheduled in January as well, but are awaiting confirmations from the invitees.  I will advise as soon as a firm date is estab-
lished and welcome anyone who is interested in attending.  Yeah, more emails from yours truly!  This could get fun!  ;-) 
 
Questions or concerns should be addressed to me for consideration regarding this meeting as well.  We encourage everyoneôs input 
as this is your association and we want to work towards addressing your daily marine related issues. 
 
I am looking forward to seeing everyone very soon.  State Licensing Testing information is as follows: 

 
Please refer to the following website for updates:    http://www.myflorida.com/dbpr/servop/testing/exam.html 

February 16-17, 2010 Tallahassee Tallahassee Automobile Museum 

February 16-17, 2010 Orlando Orange County Convention Center 

February 16-17, 2010 Miami Doubletree Miami Mart Airport Hotel 

April 27-28, 2010 Tallahassee Tallahassee Automobile Museum 

April 27-28, 2010 Kissimmee Ramada Orlando Celebration Resort and Convention Center 

April 27-28, 2010 Miami Doubletree Miami Mart Airport Hotel 

June 15-16, 2010 Tallahassee Tallahassee Automobile Museum 

June 15-16, 2010 Kissimmee Ramada Orlando Celebration Resort and Convention Center 

June 15-16, 2010 Miami Doubletree Miami Mart Airport Hotel 

Chapter Updates ðCentral Florida Chapter              
      

Rick Dalrymple, CPIA, CMIP, Chapter Director  
 

The Central Florida Chapter of  FMCA will continue to work with government officials and permitting agencies 
in the upcoming year.  We will  continue to have workshops for FMCA membership in the upcoming year.  We 
will be contacting members in the Central Florida district  with  future scheduled workshop dates as they ma-

terialize. 

mailto:Kelly@vandroff-insurance.com
http://www.myflorida.com/dbpr/servop/testing/exam.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
http://www.myfloridalicense.com/dbpr/servop/testing/ExamLocations.html
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Mike Jones  

   On November 16, 2009, 
The Army Corps of Engi-
neers and the National Ma-
rine Fisheries Service held a 
meeting in Fort Myers with 
the Smalltooth Sawfish as 
the main topic for the day.  
No doubt the meeting was 

held to clarify those two agencies plans for implementation of the recent Critical Habitat 
designation for two areas in Southwest Florida.  These two areas are the Charlotte Har-
bor Estuary Unit and the Ten Thousand Islands/Everglades Unit.  These two are en-
compassing over 840,000 acres of estuarine bottom.  When the protection of the saw-
fish critical habitat became effective on October 2, 2009 there was little, if any, guidance 
given for any construction.  As a reminder, the critical habitat primarily has three compo-
nents: 1. a red mangrove shoreline, 2. euryhaline habitats (brackish water), and 3. water 
depths between the Mean High Water line and 3ô measured at Mean Low Water.  Of 
course, this caused great concern in the marine construction community because the 
criteria for the critical habitat are also a good description of areas where many dock and/
or seawalls are constructed.  Would we be able to continue to build docks?  What about 
seawalls?  This meeting was held to answer those and other questions. 
 
   As a result, the meeting was mostly good news for marine contractors.  The big news 
for those building in the Cape Coral area is that SAJ-91 will remain intact.  SAJ-91 is the 
ACOEôs ñblanket approvalò for marine construction work done in the canals of the City of 
Cape Coral.  In addition Standard Programmatic General Permits for other area will also 
remain in effect.  It was mentioned that the ñDock Construction Guidelines in Florida for 
Docks or Other Minor Structuresééò should continue to be used.  These guidelines are 
very simple when it comes to mangrove.  There are only three guidelines mentioned.  
They are: 1. The width of the dock is limited to a minimum of 4 feet, 2. Mangroves clear-
ing is restricted to the width of the pier, and 3. The location and alignment of the pier 
should be through the narrowest area of the mangrove fringe.  As a side note, these 
guidelines were published in August of 2001.   
Some other key points to mention:  
 
 - Maintained, dredged channels that have been previously permitted are                                 
    not considered critical habitat. 
 - Black and/or White Mangroves are not features of the critical habitat.   
 - No mitigation will be accepted.   
 
   All of the above was helpful in clarifying some of the questions surrounding the Small-
tooth Sawfish, but others still remain.  We still donôt know how long it will take to process 
an application where the agencies determine there will be an impact to the critical habi-
tat.  It was mentioned in the meeting that where ñInformal Consultationò is needed is 
should take 30 days or less.  Where ñFormal Consultationò is needed, it could take up to 
135 days.  It was stressed that these timelines are based on the assumption that all re-
quired information has been received by the agencies at the time of review. 
 
   As we move into 2010 we will learn more about how much the Smalltooth Sawfish will 
affect the marine construction industry in Southwest Florida.  Please let me know if you 
are having any problems with permitting concerning the Smalltooth Sawfish.  I can be 
contacted at mike.jones@myfmca.org.  

Smalltooth Sawfish -  Pristis pectinata 

·  
 

 

 

Smalltooth sawfish are the 
only domestic marine fish, 
and the only 
"elasmobranch" 
listed under the ESA. 
 
· Sawfish saws have great 
significance to many 
cultures around the world. 
 
· Sawfish use their saws as 
a weapon to kill and 
capture prey, and also as a 
sensory organ in murky 
water or to detect buried 
prey. 
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Chapter Updates ðSouth Florida 
Chapter              

James Charles, Chapter Director  
A group beachfront property owners in Destin, Florida 
known as Stop the Beach Renourishment (STBR) are 
attempting to stop an effort by local and state officials to 
restore approximately seven miles of shoreline that were 
initially damaged by Hurricane Opal in 1995 and further 
eroded by subsequent hurricane.  While beach renour-

ishment is generally seen as process that protects private property owners 
from losing land due to beach erosion, STBR sees the state renourishment 
project as a subvert attempt to grab land and take their littoral rights without 
just compensation.  Essentially, the issue in question is whether the state 
assumes ownership of those portions of beach that are restored by adding 
sand to the waterfront.  If the answer is the state owns the restored areas of 
the beaches, then those beach front properties that had their property bound-
ary running to the water before the restoration would now have an interven-
ing public beach between their property boundaries and the water.  
 
STRB petitioned for an administrative hearing challenging the Florida Depart-
ment of Environmental Protection permit that would have authorized the 
renourishment project.  The administrative hearing resulted in a final order 
issuing the permit; a decision that STBR unsuccessfully challenged in the 
First District Court of Appeals.  The case is now before the U.S. Supreme 
Court.  The U.S. Supreme Court will decide the question whether a state 
statute providing for renourishment of eroded beaches constitutes a regula-
tory taking or violates the U.S. Constitutionôs Fifth Amendment prohibition 
against taking without just compensation when the renourishment affects the 
boundary lines of the private property.  A decision is expected in September 
and will be a significant case defining property rights, beach access, and 

ownership of the beaches.  FMCA will monitor this case and report on 
the U.S. Supreme Courtôs decision and how it may impact coastal 
construction projects. 
James Charles  Lewis, Longman & Walker, P.A.    1700 Palm Beach Lakes Blvd., Suite 

1000,  West Palm Beach, Florida 33401     (561) 640-0820    (561) 640-8202 facsimile      
jcharles@llw-law.com     www.llw-law.com 

mailto:jcharles@llw-law.com
http://www.llw-law.com
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