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Stop and smell the roses … oh, wait

Instead of sitting behind a desk all 
day, you get to work with plants, 
make yards look pristine and 
create landscapes. 

W
hen I first moved to San Di-
ego at the end of 2017, I got 
a kick out of seeing my new 
neighbors bundled up in win-
ter coats once the temperature 
dropped below 60. 

I used to live in Cleveland, 
mind you, so I don’t think I need to explain 
why I found it funny. Meanwhile, here I was, 
sporting short sleeves and sandals without so 
much as a goose bump. Leaving my house, I’d 
chirp, “What a nice day it is,” to the first per-
son I’d pass. Sometimes I’d get some strange 
looks, and I’d say to myself, “Silly me — it’s a 
nice day every day here.” Or so I thought.

Before the winter of 2018-2019, I could 
count on one hand the number of times it 
had rained here since I moved. As of mid-
March, I’ve lost count. Temperatures have 
dipped down into the 30s, and people have 
stayed home “because the weather is bad.” 

But I have to admit, the gloom of rain 
and cold temperatures day in and day out got 
the best of me this winter. I found myself a 
bit down in the dumps. I had actually let the 
bad weather — albeit “bad” only on a relative 
scale — get me down. How did I, a tough 

Midwesterner let this happen? 
So at the first sign of sun, I headed for 

the nearest park. Those couple of hours spent 
outdoors were exactly what the doctor or-
dered. I immediately felt so much better — 
and happier. It got me thinking about our 
industry and how lucky many of you are to 
work outdoors. 

Instead of sitting behind a desk all day, 
you get to work with plants, make yards look 
pristine and create landscapes. Who wouldn’t 
choose that over cubicle walls, conference 
calls and responding to emails all day? 

While the rest of the world has to be re-
minded to stop and smell the roses, you’re 
already doing it. I haven’t read any studies 
on the mental health of people in the land-
scape industry, but I have to think taking in 
the fresh air and absorbing the sunshine sur-
rounded by the beauty of plants all day long 
does a lot for one’s well-being. 

I sure do appreciate the results of your ef-
forts when I see my lush green lawn or when 
I walk around Balboa Park and see all the 
colorful blooms. I get a smile on my face as 
I ask the passersby, “Isn’t it a beautiful day 
out?” For me, that will never get old.  
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Franklin Electric celebrates milestone
Investors Corner
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Franklin Electric Co. Inc., Fort Wayne, 
Indiana, has announced that 2019 is the 
company’s 75th anniversary. The compa-
ny says this year will be a celebration of 
all that the company has accomplished in 
many places for its customers all around 
the world.

A lot has changed since 1944 when 
E.J. (Ed) Schaefer and T.W. (Wayne) 
Kehoe founded the company in Bluffton, 
Indiana. Named after Benjamin Franklin, 
a pioneer in electrical engineering, Frank-
lin Electric has grown from a small motor 

manufacturing company into a global 
provider of systems and components for 
moving water and fuel. 

Franklin Electric developed the 
world’s first reliable submersible 
electric motor for water systems, 
which has remained a staple of the 
water well industry. Seventy-five 
years later, the company contin-
ues to manufacture and distribute 
improved versions of that motor 
design all around the world and 
has expanded into pumps, elec-
tronics and adjacent products.

“We would like to recognize and thank 
all of our employees, customers, partners 

and investors that have played a role in 
helping shape Franklin Electric into the 
company it is today,” says Chairman and 

 “We would like to recognize and thank all of our employees, customers, partners 
and investors who have played a role in helping shape Franklin Electric into the 
company it is today.” — Gregg Sengstack, chairman and CEO
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CEO Gregg Sengstack. “As we reflect 
on our past during this milestone, we 

find ourselves even more focused 
on our vision of being an indis-
pensable partner to all of our 
customers worldwide.” 

Franklin Electric produces 
and markets systems and com-
ponents for the movement of 

water and fuel.  It serves custom-
ers in several countries around the 

world in residential, commercial, agricul-
tural, industrial, municipal and fueling  
applications.

Franklin Electric posted record fourth 
quarter and sales and earnings on Feb. 19. 
Fourth quarter 2018 sales were $316.7 
million, compared to 2017 fourth quar-
ter sales of $288.2 million. Organic sales 
increased 9 percent for the quarter when 
excluding foreign currency impact. 
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• • GREEN BUSINESS BRIEF

  Landscape

Massachusetts landscape firm makes 
acquisition
Mountain View Landscapes and Lawn-
care Inc., Chicopee, Massachusetts, has 
acquired another landscape firm, Amherst 
Landscape and Design Associates, located 
in Amherst, Massachusetts.

Mountain View has spent the last four 
decades performing landscape mainte-
nance and construction throughout Mas-
sachusetts and the surrounding states. 
The company has offices in Chicopee and 
in Manchester, Connecticut. It employs 
around 75 people. 

“The idea (of the acquisition) is to help 
maintain the Amherst Landscape De-
sign name, and we also hope it will open 
doors for us in the Amherst-Northampton 
area,” says Stephen Corrigan, president of 
Mountain View, in a local newspaper ar-
ticle. “We will work together and with our 
connections, people will feel they are still 
connected and valued through the relation-
ship they’ve earned through the years.”

Steve Prothers, owner of Amherst 
Landscape and Design Associates, says in 
the article that he sees the change as an-
other phase for his business and career, in 
which he will be imparting his knowledge 
to others. “I feel the best days are ahead, 
and I’m anxious and eager to continue what 
I’ve been doing for the last 40 years,” says 
Prothers. 

Ewing Irrigation and Landscape Supply, 
Phoenix, has announced its merger with 
three Kenney Outdoor Solutions’ sprinkler 
locations, further extending Ewing’s foot-
print in the Midwest.

Kenney Outdoor Solutions has served 
the green industry since 1906 and is a 
multigenerational family-owned business. 
Combining these two strong family-owned 
businesses better allows Ewing to serve 
green industry professionals in the Mid-
west, according to the company.

“Growing with Kenney Outdoor Solu-
tions is a great opportunity for Ewing as 
we enter these new markets. We are gain-
ing a robust team, optimum locations and a 
strong partnership for our customers in this 
market,” says Dale Nieuwbeerta, Ewing’s 
Great Lakes division vice president.

Ewing, the nation’s largest family-owned 
wholesale distributor of landscape and wa-
ter management products, will be merging 
the Kenney Rochester Hills location into 
Sterling Heights, Michigan, while main-
taining the existing Kenney’s Grand Rap-
ids, Michigan, and Indianapolis, Indiana, 
locations. Through this partnership, Ewing 
will retain the local staff at the three new 
Ewing locations.

“As a family-owned business, it was 
important to partner with another mul-
tigenerational family company that up-
holds similar values, culture and focus on 
customer service as Ewing. We are look-
ing forward to embracing our new Ewing 
family members and providing the quality 
service all Ewing customers expect to the 
green industry pros in Michigan and Indi-

ana,” says Douglas W. York, Ewing Presi-
dent and CEO.

While Ewing expands through these 
three Kenney sprinkler locations, Kenney 
Machinery Corp. will continue to own 
and operate locations focused on The Toro 
Company commercial equipment and golf 
irrigation sales. Ewing will now operate 
seven locations in the Midwest.

  Irrigation

Ewing merges with Kenney Outdoor Solutions

  Events

GIE+Expo adds to offerings in 2019
Building on last year’s record-breaking event, plans for an even bigger show are in the works 
for GIE+Expo 2019. Expanded show hours and new education opportunities, combined 
with strong exhibit sales, are early indicators that the national outdoor living and equipment 
expo will be one for the record books. The industry’s largest annual event is set for Oct. 16-
18 in Louisville, Kentucky at the Kentucky Exposition Center.

The indoor show floor will open an hour earlier for dealers, retailers and the media on 
Wednesday, Oct. 16. Both indoor exhibits and the 20-acre outdoor demonstration area will 
open earlier for the entire industry on Friday, Oct. 18.

The GIE+Expo workshops for lawn and landscape professionals are expanding with 
two new opportunities on Wednesday, Oct. 16. The Irrigation Association, Fairfax, Virginia, 
will host “Secrets of a Successful Irrigation Business,” a panel discussion featuring irrigation 
contractors, landscape professionals and manufacturers, while the National Association of 
Landscape Professionals, Fairfax, Virginia, will present a session on snow and ice manage-
ment. These workshops, $85, will run simultaneously from 12:30 to 1:45 p.m., immediately 
before the opening keynote.

“The Irrigation Association is excited to be a more formal participant in the GIE+Expo 
education program this year,” says Irrigation Association CEO Deborah Hamlin. “Some-
one said to me recently, ‘there are probably more landscapers out there dabbling in irrigation 

than there are irrigation contractors.’ Most landscap-
ers come into contact with irrigation systems, wheth-
er they are responsible for them or not. We would like 
anyone touching an irrigation system to do it right. 
Water is a precious resource and we can’t be wasting 
it with broken or poorly maintained systems.”

A special event on Friday, Oct. 18 will feature not-
ed industry economist Brian Beaulieu. Beaulieu, the 
CEO of ITR Economics, Manchester, New Hamp-
shire, will discuss the state of the economy and OPE 
industry and provide strategic action items that can 
directly impact attendees’ businesses. This session, set 
for 9:30 a.m., is open to all attendees and included 
with trade show registration.
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 QUICK
 TAKES

Family awarded  
$1.2 million in  
landscaper’s death
A settlement has been reached in 
a Connecticut court in a wrong-
ful death lawsuit brought by the 
family of a landscaper against his 
employer, K. Landscaping, based 
in Waterbury, Connecticut. 

Michael Pranulis was killed 
on Nov. 4, 2012, in Middlebury, 
Connecticut, after a fall during 
a tree-cutting operation in the 
wake of Hurricane Sandy. The 
lawsuit states he died after too 
much slack was allowed in the 
rope by K. Landscape employees 
as a large limb was being cut. 

Retired Massachusetts 
landscaper target of scam
The Massachusetts Secretary of 
State’s Securities Division has 
charged an investment adviser 
with misappropriating nearly 
$100,000 from a 65-year-old 
retired landscaper.

Bruce Worthington of Tewks-
bury, Massachusetts, devised an 
“elaborate plan” to take advantage 
of his client from 2006 to 2018, 
according to an administrative 
complaint filed Feb. 21, 2019.

AAA Tree Service opens 
new office 
AAA Tree Service, Great Neck, 
New York, is expanding with a 
new office in Queens County, 
New York. 

The new branch opened 
in early March 2019. The tree 
removal and tree care services 
company has been in operation 
for 24 years. 

With the addition of this new 
office in Queens County, AAA 
Tree Service plans to serve more 
people of New York and Long 
Island with its tree cutting and 
maintenance services.

  Landscape

Connecticut landscape company opens new campus to expand its green footprint
Eastern Land Management, a commercial landscape and winter snow/ice services firm 
serving Fairfield County, Connecticut, for more than 40 years, has opened a 6-acre, 
20,000-square-foot campus in Monroe.

The expansion is part of ELM’s multiyear strategic investment to advance the company’s 
green footprint, integrate emerging technologies, and improve processes and practices to 
meet the stewardship needs of its clients throughout Fairfield County.

The campus will serve as a hub for its winter operations and will house ELM’s new 
zero-emission, all-electric fleet. In addition, the site will include safe and sustainable salt 
storage, an eco-friendly brine-making facility, and a fleet of specialized vehicles and equip-
ment for anti-icing pretreatment, snow removal and post-storm liquid applications during 
winter weather events.

  Horticulture

Winter showers bring ‘super bloom’ to California 
While some Californians were lamenting the cold, wet winter, horticulture enthusiasts 
knew it meant a possible “super bloom” in the spring. 

Rain in the Coachella Valley and surrounding areas brought forth a wildflower boon 
across the California desert, drawing visitors from near and far to see the colorful array of 
flowers created by Mother Nature.

Cameron Barrows, an associate research ecologist at University of California, Riverside’s 
Center for Conservation Biology told USA Today that in the more than 30 years he’s lived 
in the area, there have been only a handful of exceptional wildflower years, and 2019 has 
turned out to be one of them. 

He attributes it to the timing of the rain, the 
amount of rain and the temperature. More than 
4 inches of rain were recorded in Palm Springs in 
February, and more than 7 inches fell between Oc-
tober 2018 and February 2019. The article says that 
is more than double the 3.31 inches that are typical 
for the area during that period.

The bloom started to appear in early March, 
drawing crowds to many parts of the California 
dessert. The bloom is expected to last through April 
in some parts of the state, especially those in higher 
elevations. 

California isn’t alone. Texas is also having a spec-
tacular year for spring flowers.

  Irrigation

Equity firm acquires Orbit and Hydro-Rain
Platinum Equity, Beverly Hills, California, has announced the acquisition of Pro-Mark, 
the parent company of Orbit Irrigation and Hydro-Rain, from affiliates of the company’s 
founders. Financial terms were not disclosed.

Headquartered in Salt Lake City, Orbit is a provider of irrigation systems and related 
products. Hydro-Rain is its commercial line of professional-grade irrigation and lighting 
products.

Pro-Mark was founded by Max Ericksen in 1971. Over the last 40 years his family has 
built Orbit into a global distribution network with products available in 40 countries and 
all 50 U.S. states.

“Orbit has created a successful business through a combination of product innovation, 
quality and entrepreneurial spirit,” says Platinum Equity Partner Jacob Kotzubei. “With the 
addition of our financial, operational, and mergers and acquisitions resources to support the 
company’s growth, Orbit is poised to take yet another significant step forward.”
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Jeff Carowitz advises landscape industry firms on marketing and business strategy.
He can be reached at jeff@strategicforcemarketing.com.
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MARKETING MATTERS

By Jeff CarOwiTz

Teach them to reach them

Make your
marketing 
efforts
more about
educating
your customers 
than about
trying to sell 
them.

W
ant to be happier in your contract-
ing business? Attract and keep 
more of the right customers. 

Who are the “right” custom-
ers? They’re the ones who are anx-

ious to engage your services, eager to listen to your 
advice and willing to pay fair rates for quality work. 

The wrong customers are the ones who make de-
cisions solely on the basis of price. It’s not because 
they’re all cheapskates; it’s simply because they don’t 
have another basis on which to make a decision. 

Want to help prospects make better decisions 
(choosing you)? Make your marketing efforts more 
about educating your customers than about trying to 
sell them.

Everyone is looking to make a sale, but few are 
willing to inform. Most websites contain very little 
information that helps prospects make wise choices. 

Do you want to lead the march away from 
price-focused competition and toward value-based 
selling? What about attracting customers who are 
motivated to buy at the first meeting? Then embrace 
consumer education in your marketing campaigns.

Focus on real buyer concerns. Most business-
people use their websites to talk about what’s im-
portant to them: their products, services and compa-
ny biography. But buyers are looking for information 
that will allay their fears and help them make wise 
decisions. 

What types of things do prospects fear? Mainly, 
they fear having a bad experience with a contractor 
who doesn’t show up, displays shoddy workmanship, 
leaves work incomplete, misunderstands the scope or 
vision of their project, has poor follow-through or 
cheats or overcharges them — I could go on and on. 
Rework your website to address these fears head-on.

Make a list of what buyers ask about. You’ve 
heard customers expressing objections and concerns; 
get that list down on paper, then compare it to what 
you’re offering on your website. I’ll bet you’re ad-

dressing only a fraction of these issues. 
Start developing content around these concerns. 

Be sure you’re addressing real questions, such as, 
“Will an irrigation system raise my water bill?” so you 
can write attention-grabbing answers to them. Don’t 
hide from problems; be the expert who addresses 
them head-on.

Develop a buyer’s guide. Teach consumers how 
to evaluate contractor proposals point-by-point. 
Show them what to look for when making compar-
isons with an easy checklist. Give it a great title like 
“12 Things to Consider Before Hiring a Landscape 
Contractor.” Avoid making it another sales pitch and 
focus instead on sharing valuable advice. 

Email this guide to all your potential prospects 
before you do their consultations; nothing will do 
more to demonstrate your expertise before you even 
arrive. Include this information with your proposal. 
The recipient will find it handy when it comes time 
to make a decision. And put it on your website — it’ll 
draw an amazing amount of search traffic.

Be patient. Customer education is not a quick-fix 
strategy; a “one-and-done” approach won’t cut it. 
Instead, address new questions and bring fresh ex-
pertise to the discussion. Keep adding content and 
distribute it through social media, YouTube videos 
and your website. 

The outcome: increased close rates, faster sales. 
When you’re attracting and educating potential cus-
tomers with helpful information, you’ll have more of 
the right people coming to you directly, because your 
expertise will be apparent from the content on your 
website. They’ll be able to see that you understand 
their problems and know how to solve them. 

As a result, prospects will give your company 
stronger consideration among multiple proposals 
and might even be willing to wait to work with you 
over someone else who can start right away. Help-
ful educational content makes it obvious that you’re 
worth every penny that you’re charging.  





NIGHT LIGHTING

Kevin Smith is the national technical support and trainer at Brilliance LED LLC, Carefree, Arizona, 
and can be reached at kevin.smith@brillianceled.com. 
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By Kevin SmiTh

Keep bugs at bay

L
ast year I asked the lighting community 
if there were any topics of interest that I 
might write about. I was happy to receive 
a question from Steve Schafer of Milow 
Electric in Long Lake, Minnesota. He 

asked me to investigate the effects of LED light on 
flying insects. 

Most everyone has enjoyed family meals out-
doors on the patio — or tried to — only to find that 
during the summer months, flying insects can make 
such gatherings unbearable. Halogen, incandescent 
and fluorescent light sources all have the potential to 

attract flying insects due to their wavelengths 
and the heat generated by the lamps. 

With the rise in West Nile virus cases, 
people are more careful about selecting light 
sources. For several years there has been dis-

cussion as to which new LED light sources reduce 
the attraction of insects to them. In studies related to 
this subject, it’s been determined that proper thermal 
management along with choosing LED light sources 
with the right wavelengths successfully reduces in-
sect interest. 

Insects process light differently than humans. 
But like us, they seem to have a particular “taste” for 
the lights that attract them. Insects use ultraviolet 
light to guide themselves at night, thus making the 
back-porch bug zapper a popular summertime ac-
cessory for us humans. 

Some scientists in Pakistan discovered that in-
sects are more attracted to one particular color spec-
trum. The purpose of this study was to help create 
light-driven insect traps as an alternative to pesti-
cides for the agricultural industry. The results found 
that 22 percent of insects were attracted to blue light. 

So, how can these findings help us design a less 
bug-friendly lighting system? We now know that the 
warmer the wavelength, the fewer insects will be at-
tracted to it. When designing a lighting system for 
an area in which people will congregate, it will be 
necessary to select light sources that lean more to-
ward the red spectrum. 

Using bulbs with a Kelvin temperature of 2,200 K 
in these areas can create a warm, relaxing atmosphere 
with a reduced number of insects flying around. Bis-
tro light strings equipped with 2,200 K bulbs can 
provide this effect, as well as a broader span of light-
ing. In some commercial applications I’ve seen red 
and 2,200 K bulbs mixed together in these strings. 

Lighting with these color tones also helps relax 
our eyes from the blue spectrum of light we view all 
day on our computers and phones. In other areas of 
a property, away from where people group, other col-
or temperatures can be used. You can still light up 
the big trees in the yard and create depth with back 
lighting. Task lighting that’s 5,700 K or brighter 
should always be put on some type of switch if locat-
ed close to patios or gathering areas. 

For outdoor rooms, you may need to use bulbs 
with two different Kelvin temperatures, warmer for 
dining and cooler for cleanup. Both lighting arrays 
should be on separate switches. Some manufacturers 
have made switching easier via color-changing prod-
ucts and smart home systems.

When selecting light sources for outdoor envi-
ronments, be sure to read the specifications carefully, 
and select ones that produce no UV light. This will 
reduce the number of insects they attract and will 
also help avoid color shift in the phosphors applied 
to the diodes. Unknowing customers who buy lamps 
online may find themselves with an ultraviolet di-
ode that is covered with phosphor to look like white 
light. UV will break down the phosphor and create a 
purple hue which will attract insects. 

In my research, I have not discovered any truly 
bug-free light sources. Until they exist, it’s up to us 
as contractors and designers to do the best we can to 
reduce how attractive our installations are to those 
annoying flying insects.  

I wish to thank Steve Schafer for asking me to 
research this subject. If you have a lighting topic you 
would like me to investigate, please email me. In the 
meantime, keep your customers buzzing about your 
great designs … and not the bugs! 

In my 
research,
I have not 
discovered 
any truly
bug-free light 
sources.
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L
ike racehorses in the starting gates, green industry profession-
als are ready to begin this year’s lawn care season. Months of 
cold weather and dull landscapes have many ready to welcome 
spring and the beauty and business it brings. 

And people aren’t the only ones who suffer from the winter 
blues. Harsh winter weather can wreak havoc on lawns, leaving 
them in need of some tender, loving care. Lawns awakening 
from their winter slumber need to be properly repaired and 

treated in the spring, so they’ll be looking lush and healthy by the time 
summer rolls around. 

While many parts of North America experienced average, moder-
ate winter seasons, others endured more severe weather. Some parts of 
the Midwest experienced record lows and many states in the West had 
much wetter winters than normal.

The Muskoka region of Ontario, two hours north of Toronto, is a 
popular summer destination for vacationers. It’s here that Bill Kilpat-
rick owns and operates Earth Elements, an irrigation, landscape light-
ing and lawn maintenance company. 

“It’s been a horrible, terrible winter. We’ve had the most snow in at 
least seven years,” says Kilpatrick. By the end of February, he says the 
area had already received a cumulative 14 feet of snow. It’s also been a 
bitter cold winter for people in the region, with temperatures in the neg-
ative 20s. But having over 15 years of experience in the green industry, 
Kilpatrick is well versed in treating the issues this harsh weather causes 

LET THE
BUSY SEASON

BEGIN
After enduring the long and frigid winter,

landscapers across North America are prepping
lawns for the peak season.

B Y  S A R A H  B U N Y E A
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for lawns. For parts of the U.S. not accus-
tomed to the frigid temps experienced this 
winter, he has some interesting insights. 

Winter woes
Because of Muskoka’s heavy snowfall, it’s 
typically mid-to-late-April when Kilpat-
rick and his guys can get started with spring 
maintenance. “By the time the snow banks 
have melted, it’ll just start to warm up, and 
then everything will just be so saturated we 
can’t really do much,” says Kilpatrick. “We 
have to give it another week or two after all 
the snow melts just to dry out.”

The large amount of snow and ice in 

Muskoka causes a lot of dead grass and 
snow molds. Kilpatrick says there are two 
types of snow mold to watch out for: pink 
snow mold (Fusarium patch) that affects 
the crown of the turf, and gray snow mold 
(Typula blight) that infects the leaf tis-
sue. A tell-tale sign that a lawn has been 
infested with snow mold is dead circular 
patches of grass that appear after the snow 
has melted.

Other than that, he says moles and 
voles underneath the snow are a huge 
issue. During the cold winter months, 
these rodents burrow deep in the lawn for 
warmth and feed on the roots of turf and 

bulbs. If you find S-shaped paths, tunnels 
and holes throughout the lawn, it most 
likely means it’s become a rodent habi-
tat. The solution to this, Kilpatrick says, 
is dethatching and aerating the lawn. This 
helps disturb the rodent’s habitat, so they 
won’t cause future harm. 

To repair the damage, Kilpatrick and 
his guys overseed the bare areas and then 
add topdressing to help smooth the surface 
of the lawn, improve the soil structure and 
reduce thatch buildup.

Without this kind of spring lawn 
maintenance program, Kilpatrick says that 
weeds and crabgrass take over. “We’re basi-

Photos: SiteOne Landscape Supply
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cally right on top of bedrock on the Canadian Shield, 
so the soil is just terrible. If you don’t overseed in the 
spring, you’ll have tons of crabgrass by the time July 
rolls around.” 

Despite some pressure from environmental health 
advocates to limit the use of pesticides in the U.S., 
herbicides remain the most effective way for lawn 
care professionals to eliminate pesky weeds. But this 
isn’t the case for the Canadian provinces of Quebec 
and Ontario, that have placed restrictions on the use 
of lawn pesticides since 2010. 

“We don’t use a lot of chemicals like glyphosate 
or anything like that. We’ve gotten completely away 
from offering weed control in the traditional sense of 
spraying weeds,” says Kilpatrick. 

These regulations also affect pest control. They 
can’t put down pesticides to take care of grubs or 
other food sources to discourage the moles and voles 
from burrowing in lawns. Earth Elements basically 
waits till the damage is done and then tries to fix it. 

Getting irrigation systems back up and running is 
also on the spring to-do list. Kilpatrick and his team 
visit each client’s property, check for possible sprin-
kler head damage and start up the irrigation system 
to makes sure everything’s running well. 

“For big overseed programs, we’ll do a cycle and 
soak program of short waterings four or five times a 
day to keep the seed moist until the grass seed pops 
up,” says Kilpatrick. “Then we’ll slow down and start 
doing longer waterings with more days in between to 
drive the roots down.”

A fresh trim
A and A Lawncare and Landscaping in Florence, 
Kentucky serves northern Kentucky, Ohio and In-
diana and has 90-plus employees. With 20 years of 
experience in the green industry, Ron Beard is the 
general manager, heading up the lawn care division. 

He says this winter in northern Kentucky has 
been cold with consistent snowfall. He and the rest 
of the team at A and A Lawncare and Landscaping 
had a bit of a false start in February when the weath-
er warmed up, leading them to think they’d be able to 
start spring maintenance early. 

Beard says they got everything ready to go, but 
the temperatures soon dropped again. “We’re just 
going to wait for Mother Nature. Mid-March is typ-
ically when we’ll go out the door, and it looks like it’ll 
be that way this year too,” says Beard.  

He says that spring maintenance begins with a 
good cleanup. “We get rid of all the winter debris, 
limbs and twigs, then do a little bit of pruning to 
damaged trees from the winter.” 

Plants that flower on new wood can be pruned 
in early spring, just as the new growth begins. This 
leaves them plenty of time to recover from pruning 
and allows them to still create flower buds that will 
bloom the same season. 

Beard says the ideal time to prune is after the buds 
have emerged on the stems but before they expand. 
He also advises to avoid pruning during wet or damp 
weather. Moisture can encourage the growth of dis-
eases. Instead, wait until a sunny day so the sunlight 
can dry the plant, killing mold and bacteria.

Good nutrition 
Cold weather can cause foliar and root disease to 
grass and plants. Applying winterizer products in the 

Landscape crews 
perform a host of 
activities in the spring 
to prepare yards and 
landscapes for the 
growing season. Jobs 
include overseeding, 
fertilizing and cleaning 
up debris like tree 
branches left over from 
winter.

TRADE TIP
Prune plants that 

flower on new wood 
in early spring. 

DID PHIL GET IT WRONG?
Contrary to Punxsutawney Phil’s prediction on an 
early spring, meteorologists are forecasting that 
spring weather will take its time arriving in the 
Northeast, mid-Atlantic and Great Lakes this year. 
Fortunately for landscape contractors, these regions 
are not expected to receive as much rainfall as they 
did in 2018. 

In the Midwest and much of the Plains regions, prolonged warmth is 
expected to arrive in mid-April. A few stretches of dry weather are forecasted 
during the season, though drought is not expected at a regional level.

Meanwhile, the Southeast and Gulf Coast will buck the trend, with Arctic 
air retreating quickly and the threat for severe weather not far off. These 
southern regions may face the threat for above-normal rainfall, with the 
potential for flooding in cities such as Houston, New Orleans and Tallahassee, 
Florida. (source: www.accuweather.com) ©
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fall can help prevent this, but the key is following 
up in the spring with a thorough lawn care program. 

“We’ve got a lot of compacted soil around here, 
so the products that we use are putting the right nu-
trients back into the soil. This helps our clay soils 
around here, which is healthier for the grass too,” 
says Beard. “We put down a good spring fertilizer 
with bionutritional products. This helps the lawn 
come out of the winter dormancy as it starts its 
growing season.” 

In addition, a pre-emergent herbicide is applied 
to protect lawns from crabgrass and grassy weeds. 
And don’t forget aeration, which Beard says, “is the 
single best thing you can do to your yard around here, 
because it opens up the soil, and it allows the right 
nutrients to get down to the roots.”

Just like in Muskoka, a common yard issue in the 
area is little mounds of soil, signifying moles tunnel-
ing underground in the lawn. Beard says that these 
small bare areas in the lawn usually just require being 
raked up, seeded and fertilized. He says the best way 
to get rid of these pests is to trap them, but you can 
also alternate their food source. 

“We need earthworms in the soil, so you don’t 
want to get rid of them,” notes Beard. But when it 
comes to grubworms and other insects that moles eat, 
he says, “We’ll go ahead and apply a grub control to 
help get rid of a food source.”  That’s usually enough 
to get these unwanted critters off the property.

Keeping a watchful eye
Josh Pool is chief operating officer for Timberline 
Landscaping in Colorado Springs, Colorado, a land-
scape design, construction and maintenance firm.  
Here, he says, late winter and early spring have a lot 
of really warm days and then really cold nights.

“The swings in temperature really stress out the 
plants, especially a lot of our evergreens. They don’t 
really know what season it is,” he says. “They just go 
back and forth from freezing to 50- or 60-degree 
days, which is very stressful.” 

Fortunately, the area received a normal amount 
of snowfall this year, which helps provide the right 
amount of moisture for these plants. 

Unlike some areas, Pool says Timberline doesn’t 
need a lot of overseeding. “We have bluegrass, which 
is naturally aggressive as far as spreading,” he says. 
“So you tend to get some winter kill, and then it’ll fill 
back in pretty quickly with the right fertilizer pro-
gram and moisture availability.” 

Spring aeration also isn’t always necessary. “A lot 
of people have the idea that the aeration in the spring 
is going to help your lawn green up faster, and that’s 
not technically the case unless you have a lot of dogs, 
kids or traffic on it during the winter,” says Pool. 

The company aerates in the fall when grass is 
more actively growing and two to three more times 
year depending on traffic and turf compaction.

Timberline has two different weed control pro-
grams depending on whether the property is residen-
tial or commercial. “As far as the residential goes, we 
have a five-step program. That way we’re making sure 
we’re there and we have eyes on it so we can catch 
any issues with insects, diseases or weeds.” 

Pool says Timberline starts with an early spring 
pre-emergent herbicide, followed by a five- or six-
week rotation of applying a light fertilizer applica-
tion to the lawns. 

“Obviously, you don’t want to do too much fer-
tilizer as you’re going into summer so you’re not 
causing unnecessary work for your mowing crews,” 
he says. “With fertilizing, you get newer flushes and 
growth, and you could end up needing to bag more 
than you necessarily need to.” 

The company’s commercial property program is a 
bit different. It employs more of a slow-release type 
product for two applications, one in early spring and 
one toward August.

On schedule
Like many places, April is the ideal time to start up 
irrigation systems. The company averages at least one 
monthly irrigation check during the growing season 
for residential clients. 

“When we’re visiting the site, we’ll run through 
each program individually so that we can make sure 

TRADE TIP
Using traps or

alternating food 
sources helps

eliminate moles.

Mounds of dirt in the yard are tell-tale signs of moles. Setting traps 
as show here is one way to eliminate the nuisance. Another is 
removing their food sources like grubworms and insects. 

WHY APPLY TOPDRESSING?
Topdressing is a sand or prepared soil mix applied in a thin layer to the sur-
face of the lawn. It can be used to smooth the surface of the lawn and reduce 
thatch buildup by encouraging decomposition. It can be used following seed-
ing, overseeding or sprigging to protect the developing plants from desicca-
tion during the establishment process. 

When applied following core aeration, the topdressing material filters into 
the holes opened by the aeration process, speeding turfgrass recovery. Top-
dressing also can be used to modify the soil profile, though this takes multiple 
applications over a number of years. For this use, the topdressing material 
differs from the composition of the soil to which it is applied.  
(source: www.thelawninstitute.org) 
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none of the heads got out of alignment or determine 
if there are broken or clogged nozzles,” says Pool. 
“We do quite a bit more on our commercial side be-
cause the systems are a lot bigger and are more at risk 
to have a main line break. So we do those properties 
weekly, sometimes biweekly.” 

Timberline’s approach to managing commercial 
properties is to have its water managers be solely re-
sponsible for doing irrigation checks instead of both 
checking and doing repairs. “We all know what hap-
pens when you end up having a break — you just 
spent two days there, and then you’re behind on your 
checks and you’re doing your other properties a dis-
service,” says Pool. 

“So we break it up where our water managers are 
doing the checks. They’ll do some minor repairs if it’s 
a head or a nozzle or something along those lines. 
But if there’s anything larger that’s going to take 
them away from doing their visual checks on prop-
erties, we then schedule that out to our technicians 
who come behind them and do the repairs.”

Pool says they encourage a lot of their clients to 
use smart controllers, which allows the water manag-
ers to easily check and monitor irrigation as they go. 

“Right when we start up the irrigation system or 
around that same time frame, we do a spring cleanup 
in the beds, we’ll cut back ornamental grasses and 
we’ll do a low mow.” Pool says you don’t want to scalp 
it, but just open up the canopy enough so that the 
sunlight gets in your soil to warm it up faster. 

“Typically when you do that, you have faster 
green up compared to people that don’t do it. And 
you get some of that dead debris out of there, so you 
don’t start contributing to your thatch layer.” After 
this initial mow, they’ll start weekly mowing some-
time in May and continue on the rest of the summer.

Maybe you’ve had a busy off-season filled with 
snow removal or planning for the year ahead. Or 
maybe you’ve taken a bit of a breather to relax and re-
cover from last year. Regardless of how you spent the 
winter, it’s always exciting to get back into the swing 
of things and start the spring season. Hopefully the 
months ahead will bring your business new oppor-
tunities and growth. Best of luck this spring season, 
and may your lawns be oh-so-green and lush.  

The author is digital content editor of Irrigation & Green  
Industry and can be reached at sarahbunyea@igin.com. 

TRADE TIP
Aeration allows air, 
water and nutrients 
to get down to the 

roots. 
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Tony Massey has helped grow Massey 
Services in Orlando, Florida, by investing
in people who make up the lawn care,
irrigation and pest management company. 
Photos: Kellie Warren. 
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I
f someone were to ask you 
what your company does, 
you might answer with 
“lawn care, pest prevention 
and irrigation.” And while 
all those offerings are true 
for Massey Services, if you 

were to ask its president, Tony Massey, 
that question, you would get a different 
response. 

That’s because Massey knows that 
owning a green industry business takes 
more than the mere ability to perform 
certain jobs. It takes people who can 
do those jobs well and customers who 
want their services. That philosophy 
has guided the team member training 
programs at Massey Services and has 
even led to new areas of business.

“We are not an irrigation business, 
a lawn care business or a pest business 
— we are a people business. Our prod-
uct is people, and with that you get all 
the various factors that come with peo-
ple,” says Massey. 

That understanding has helped 
make the Orlando, Florida-based 
company grow from a $3.9 million op-
eration in 1985 with four locations to 
a $248 million company in 2018 with 
145 offices. 

By focusing on team members Tony Massey has helped
build Massey Services into one of  the fastest growing

pest management and lawn care businesses in the Southeast.

GROWING A PEOPLE BUSINESS

TONY MASSEY
Following what he knew
Massey may not have planned to end 
up working for a pest management 
and lawn care company, but the in-
dustry wasn’t completely foreign to 
him. While attending high school in 
Memphis, Tennessee, he would spend 
summers as a termite technician for his 
father, Harvey L. Massey at Terminix. 

His father had held senior man-
agement positions for both Orkin and 
Terminix, but it wasn’t until Massey 
entered college at the University of Al-
abama that his father decided to pur-
chase a well-established family-owned 
pest control and lawn care business in 
Orlando, Walker Chemical and Exter-
minating Company.

When Massey graduated with a 
degree in corporate finance and in-
vestment management, he wasn’t sure 
where he wanted to go, he just knew 
he didn’t want to work for a bank. He 
made the decision in December 1989 
to join his father in the family business 
and started at Massey Services.   

“I had gained a lot of experience 
in the pest business while I was work-
ing during the summer months and 
I loved it.  That’s why I decided to 
join the company after I graduated,” 

Massey recalls.
When his father bought the com-

pany, its focus was pests, termites and 
lawn care. “We had never intended to 
be in the lawn business, but we decided 
to stay in it,” Massey says. 

In 1987 the family renamed the 
company Massey Services. The name 
was changed because as Massey puts it, 
“At that time (as well as today) ‘chem-
ical’ was not a great word to have at-
tached to your name.” 

The family also changed the name 
of the lawn care side of the business to 
GreenUP Landscape Services. 

Beyond basic 
The company expanded into irrigation 
maintenance in 2006 as “an attempt at 
that time to help control another as-
pect of landscapes,” Massey says.

At the time, Massey says, Florida 
was experiencing a drought, immedi-
ately followed by periods of too much 
rain. It was a no-brainer, he says, to 
offer irrigation services to some of the 
company’s existing customers to help 
them control their lawn’s watering 
needs.  

Looking back, Massey says it took a 
little while for the company to become 
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Tony Massey, president of Massey Services since 2006, says comprehensive training reduces turnover 
and gives team members the knowledge to better communicate with customers. 

“In the lawn care business the 
first thing you have to do is have 
incredible communication with 
your customers.” – Tony Massey

SNAPSHOT:
MASSEY SERVICES
Headquarters:
Orlando, Florida

No. of locations:
145

No. of employees: 
2,100

Locations:
Oklahoma, Georgia,
Texas, Florida,
Louisiana, North
Carolina and South 
Carolina

Annual revenue: 
$248 million (2018)

adept at irrigation. “I will tell you we weren’t very 
proficient at it for about three years. We did basic ir-
rigation repair, but we really didn’t understand every-
thing about it until about three years in, when we got 
beyond basic and reached intermediate,” he says, but 
“about five years in, we knew everything about irriga-
tion, and we were a full service irrigation company.”

The company discovered through its various irri-
gation projects throughout Florida that the state was 
highly regulated at the local level. This made things 
complicated, so the company worked to help change 
that. “There were anywhere between 50 to 70 re-
quirements, and we tried to consolidate all of those at 
the state level and receive statewide licensing by test-
ing and so forth,” Massey says. And they succeeded.

Around 2015, Florida passed legislation creating 
a state test for irrigation contractors. Massey Services 
played a big role in getting the state to set up the cer-
tification. “In fact, our company couldn’t take the test 
for a couple of years because we wrote the first one,” 
he says, laughingly. “We had a couple of people who 
couldn’t become certified because they wrote the test!”

Continuing to expand
The four service centers that made up Massey Ser-
vices in 1985 were in the Florida cities of Cocoa 
Beach, Daytona, Fort Pierce and Orlando. The com-
pany now has 2,100 team members at 145 branches 
in seven states, including Florida, Georgia, Lou-
isiana, Texas, South Carolina, North Carolina and 
Oklahoma, performing termite and pest services. 
Lawn care is offered in Florida, Louisiana and most 
recently, Georgia. Irrigation services are currently 
only offered in Florida. The company plans on ex-
panding its lawn care services into Texas within the 
next year and has many more expansion plans. 

The firm’s marketing approach is integrated and 
includes “traditional media” (television and radio), 
direct mail and digital marketing with a strong cus-
tomer referral program. Team members also sell ad-
ditional services to customers. 

The company’s marketing strategy includes being 

prepared to change campaigns at any moment to re-
spond to changing conditions, like promoting irri-
gation programs during dry periods. “What worked 
great for us last year might not be good for us this 
year,” Massey adds. 

Acquisitions are also part of Massey Services’ 
growth strategy. It mainly aims to enter new markets 
versus trying to acquire companies within the same 
market. Most of these acquisitions are made in states 
where the company already does business. 

“For the immediate future, we are a southeast 
United States company, but that doesn’t mean there 
isn’t a great market for a lot of our services in the New 
England area or the Midwest area,” says Massey.

Around 250 people work in the Orlando head-
quarters office, including Massey and the rest of the 
leadership team. The Orlando office is also the hub of 
the company’s technical and training programs. 

“We have different technical directors in charge 
of all the technical matters and the training for each 
segment of our business; for instance, we have one 
person for our pest business, another for our termite 
business, another for lawn and another for irrigation. 
One person is totally dedicated to each business from 
a technical and training standpoint,” notes Massey.

An emphasis on training
Why so much emphasis on training? Massey ex-
plains, “Customers who hire a lawn care company 
have a high expectation on the appearance of their 
lawn.  If it doesn’t look they way they expect it to, 
they’re going to let us know about it.” 

The concerns from customers was one of the rea-
sons the company got into the irrigation business in 
the first place.  Landscape specialists didn’t like hear-
ing customers complain about or blame the company 
for dry spots and other conditions that weren’t caused 
by nor were treatable by Massey Services. By enter-
ing the irrigation business, it was be better equipped 
to address those sorts of problems when they arose. 

“In the lawn care business the first thing you have 
to do is have incredible communication with your 
customers,” says Massey. “Too many times in the past 
we had people who wanted to avoid customers be-
cause they were concerned about getting asked about 
something they can’t control or didn’t know the an-
swer to. We’ve established a culture of embracing 
that communication by educating our people.”

Reducing cancellations is another area Massey 
Services focuses on. “The best way to do that, as 
we’ve seen it, is, ‘don’t have team member turnover 



R483-057299-19   Take Control TBOS-BT Print Ad
Color:  4/color

Size:  T - 8.125" x 10.875" B - 8.375" x 11.125" L - 7.125" x 10" 
SIZE A

Publication:

Irrigation & Green Industry

80 70 70 10010.2 7.4 7.4 100 100 100100 100 60 100 100 70 70 30 30 100 100 60 100 100 100 10070 70 30 30 100 100 60 70 70 4070 70 30 30 100 40 100 40 40 100 10 40 40 20 70 70 3.1 2.2 2.270 40 40 75 66 6650 40 4025 19 19B 0 0 0 0

100 70 30 100 10 25 50 75 90 100100 60 100 70 30 100 60 40 70 4070 30 100 40 40 100 40 100 40 70 40 70 40 40  340 70 40 70 40 40100 60A

3%ISO 12647-7 Digital Control Strip 2009

Battery-Operated TBOS-BT. 
Bluetooth-enabled smartphone control.
• Pairs with the Rain Bird app for easy access at your � ngertips

• IP68-rated case can be installed anywhere, even underwater

• Vandal-proof design is ideal for public, high-tra�  c areas

Learn about the TBOS-BT and our full lineup of control 
solutions at rainbird.com/TakeControl-BT.

It’s Your World.



24            Irrigation & Green Industry     April 2019

CLOSE-UP PROFILE

www.tchristy.com

2019-2020 Product Catalog

CEMENTS, PRIMERS & CLEANER

TOOLS

SEALANTS, LUBRICANTS & EPOXIES

GEOTEXTILES

JOB SITE ESSENTIALS

MARKING PRODUCTS

WATERWORKS & CORROSION
POLYWRAP

PLUMBING

Christys_Cat_2019.indd   1

2/4/19   5:58 PM

EVERY IRRIGATION JOB  
NEEDS CHRISTY’S
Get Your FREE 100+ Page Guide

Download at TChristy.com or call 800.258.4583

• Solvents + Sealants  
• Specialty Tools
• Job Site Essentials  
• And Much More !

in lawn specialists.”
Massey estimates it takes at least a year 

to fully train a lawn specialist. “They have 
to see every season of what’s going on and 
understand why it’s happening and become 
familiar with what could and should be oc-
curring on a landscape, from the lawn, to 
the irrigation, to the trees and shrubs.”

That training, he says, is paramount to 
reducing team member turnover. “If you 

want to retain your people, you’ve got to 
continue to coach, you’ve got to continue to 
train, you’ve got to continue to develop. It 
keeps them abreast of things that could be 
and should be happening.”

Massey Services put in place a compre-
hensive initial training program for new 
hires, which takes three weeks to complete. 
The program can be done in the office or 
online. But it doesn’t stop there. “We call 

everyone in once a year for a two-and-a-
half-day meeting for classroom instruction 
as well,” Massey says.

Landscape specialists are required a 
minimum of one hour of training per week. 
A full day of classroom training is held 
quarterly for the lawn and irrigation teams. 

That’s still not all. Once a year the com-
pany has what it calls a “Rodeo,” which 
Massey describes as “a full day of bringing 
everybody in to get back to basics, back to 
understanding what we are in business to 
do and why.”

In a nutshell, continuous training is a 
high priority. “Training is the foundation 
of everything,” says Massey. “It stops the 
turnover of our people and allows them to 
develop better communication skills and 
strengths, because if they have the neces-
sary knowledge, they’ll be able to better 
communicate with our customers.”

That’s a big deal because it reduces can-
cellations, and Massey says, “If you can stop 
the cancellations in a lawn care business, 
you’re going to grow it.”

Loyal to the cause
This December, Tony Massey will mark his 
30th year with the company. It was 1989 
when he started as a manager trainee, and 
he’s worked his way up to several positions 
between then and now, becoming president 
in 2006. He certainly learned many lessons 
along the way, and was fortunate to have a 
good teacher. 

“I was blessed with having an incredible 
mentor in the business, my father,” he says. 
“Not only just by being there as a father 
figure but by really teaching me business 
lessons.” 

Becoming president of the company 
was never a guarantee. He had to earn it. 
“There was a clear understanding from the 
start that this is a business, and if you grow 
and develop into the role, you can have it; if 
not, someone else will,” he says.

His father, who remains chairman and 
CEO, shared with him the definition of 
discipline at an early age, which he defines 
as, “You make yourself do what you ought 
to do when you ought to do it, whether you 
want to do it or not.”

In other words, when you’ve got to make 
that difficult phone call you don’t want to 
make, do it first and get it off your plate, 
he says, or you’ll dread it the rest of the day. 

With that discipline comes an incredi-
ble work ethic, which Massey applies to his 
job. He constantly reminds himself, “No 
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matter how tired you are, don’t go home 
yet. You’ve got something to finish.”

He also emphasized the importance of 
“being good for people and not to people.” 
He explains, “People have issues, concerns 
and problems, and you have to be empa-
thetic to those things, but you also need to 
remember that if you are good to people 
too often, that’s not going to help them 
grow and develop into who they should 
become.” 

This tack might not earn you as many 
friends as the alternative, but Massey says, 
if you have the right group of people and 
the right culture, “they’ll respect you for 
holding them accountable and making 
those decisions instead of dreading them.” 

Massey also strives to build the business 
in a way that isn’t centered around him. “I 
jokingly tell people, ‘I am not looking for 
anyone to be loyal to me, I am looking for 
them to be loyal to the cause.’” 

Judging by the longevity of Massey 
Services’ team members, there appears to 
be some loyalty. Some have been employed 
with the company 30 years, and the en-
tire executive team has been in place more 
than 12 years. Turnover is 10 percent at the 
managerial level and less than 30 percent 
company-wide. 

Business philosophy
Massey has many great words of wisdom, 
and I wish I could list them all. Yet another 
adage he follows is this: “I believe in both 
good luck and bad luck, and so I plan ac-
cordingly.”

And in the business of lawn care and 
pest management, planning is everything. 
“We are not at the mercy of a product roll-
ing off the assembly line — we can impact 
and change our product daily,” Massey says. 
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Questions like these are rolling around in 
Massey’s brain all of the time.

“Execution is everything,” he says. “It’s 
not strategizing, it’s not planning, it’s not 
having an incredibly-laid-out battle plan  
— it’s the execution, and if you can get 
everyone executing on the little things and 
doing that on a consistent basis, you’ll grow 
your business and have satisfied customers.” 
He adds, “With the right people, along 

with motivation and training, you can real-
ly change something and change it quickly 
if you put in the effort.” 

The business of people might not be for 
everybody, but it seems that Massey has 
found a good fit. 

The author is editor-in-chief of Irrigation & Green 
Industry and can be reached at kristinsmithely@
igin.com. 

A GIVING SIDE
The Harvey and Carol Massey Founda-
tion, named after Tony Massey’s parents, 
is the philanthropical arm of Massey 
Services. Through this foundation, millions 
of dollars have been raised for children’s 
hospitals and early autism intervention. 
Read about it in the online version of the 
article at www.igin.com/growing-a- 
people-business.  
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A
rnie is a good manager. He treats his 
employees well. He communicates 
clearly to them and is always willing 
to listen when they come to him with 
a problem. He encourages them to 
take training and self-development 
classes and grow their skill sets. He 
discourages them from working more 

than eight hours and encourages them to get home 
to their families after a hard day’s work. 

However, one area where Arnie fails miserably 
is in the ability to delegate. For some reason, he 
just doesn’t do it. Oh, he’s tried it once or twice but 

couldn’t stick with it. He’s not alone; to many pres-
idents, CEOs and managers, “delegate” is a dirty 
eight-letter word.

I see this predicament time and time again with 
the clients I work with. What makes it so hard for 
these people to delegate? What causes them to 
fumble, stumble and fall in this critical manage-
ment area?

In my 25-plus years of coaching, mentoring and 
training, I have discovered a few reasons why this 
quandary continues to persist in the green industry.

If you’re a company leader that has trouble with 
the art of delegating and you truly want to learn 

GETTING OVER THE

If delegating is getting you 
down, understanding why you 
should do it can change your 
tune. 
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BUSINESS TO BUSINESS

how to overcome it, I congratulate you. Let’s take a 
closer look at how you can fix this problem forever.

How does it feel?
As strategic coach Dan Sullivan says, “It’s not the 
problem that is the problem — it is how you think 
about the problem that is the problem.” So, with 
that idea in mind, let me ask you a question: how 
do you feel about delegating some of your responsi-
bilities and projects to a few of your team members?

I am not asking a logical question, I am asking 
an emotional one. To answer it, you must get out of 
your head and in touch with your heart. Let me ask 
that question again: How do you feel about dele-
gating some of your responsibilities and projects to 
a few of your team members?

What feeling comes over you when I ask that 
question? Is it fear that the person you delegate to 
will perform the job ineptly and cost the compa-
ny additional time and money? Do you fear po-
tential embarrassment over having been “stupid” 
enough to delegate such an important task to this  
individual? 

Maybe you feel that you just don’t have the time 
to explain to someone else how to do a task that 
you could do in your sleep. After all, in a fraction 
of the time it takes to teach another person how to 
complete a familiar assignment, you could quickly 
and easily complete it yourself. 

You may also think by taking the time to dele-
gate a project, you’d be putting yourself behind the 
eight ball. You already have enough on your list of 
things to do and are frantically trying to get them 
done. By taking the time to delegate a task, you feel 
you’ll have even less time to finish what’s really ur-
gent. You don’t want to feel that kind of pressure; it 
stresses you out just thinking about it. 

Finally, you might be thinking, “If I delegate this 
job to Jerry, he just might do it better than me. That’s 
all I need — another millennial showing me up!”

If you’ve been guilty of having any of the afore-
mentioned thoughts or feelings, I want to encour-
age you to shut off the mind chatter and think about 
this challenge from a different perspective.

Looking at it differently
As has often been said, “You can’t get promoted if 
you can’t be replaced.” In other words, if there’s no 
one capable enough to take over your responsibili-
ties, how will you ever be able to get to the next level 
of your career? How do you feel about staying stuck 
in this position, when in your heart you know you 
want to advance within your organization?

Maybe you’re in a green industry firm where 
there isn’t much room for advancement. Then let 
me ask you this question: Are you in a position 
where you’re putting in far more hours per day than 
you’re getting paid for? Wouldn’t it make sense to 
have someone else who is being paid a lesser salary 

Tom Borg is a team
performance and customer 
experience expert who 
works with small businesses 
and organizations in the 
green industry to improve 
customer acquisition and 
retention. He helps these 
organizations through his 
consulting, speaking,
training and mentoring. 
He can be reached at 
734.404.5909 or 
tom@tomborg.com, or visit 
www.tomborg 
consulting.com.

Research has shown that when employees are
delegated additional job responsibilities 
it keeps them on a growth curve.
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or wage take some items off your to-do list? If you 
do, it will free you up to invest more time in get-
ting more important projects that really need your 
personal attention done. You could focus on things 
that have a higher return on investment of time and 
energy. How do you feel about getting those kinds 
of results?

Let’s look at the other side of that coin. How 
might your employees benefit if you were to start 
delegating to them on a regular basis?

Research has shown that when employees are 
delegated additional job responsibilities, it keeps 
them on a growth curve. One of the main reasons a 
person leaves a company is because he or she feels 
(there is that word again) they are no longer learn-
ing anything new. After a while, they begin to feel 
they’ve outgrown their job. 

While most employees will eventually move up 
or move on from a company, what allows them to 
feel most fulfilled in the time they spend at your or-
ganization is when they are on a learning curve. It’s 
rewarding to learn skills they didn’t have when they 
started, to be continually challenged and forced to 
develop skill sets that will make them glad they 
worked at your company.

Belonging and pride
A second reason to delegate to your team members 
is that it allows them to feel “in on things,” like they 
are an important part of the team. 

You may have heard of psychologist Abraham 
Maslow’s “Hierarchy of Needs.” Wikipedia de-
scribes this as “a theory of psychological health 
predicated on fulfilling innate human needs in pri-
ority, culminating in self-actualization.” 

Maslow pointed out that one of the basic needs 
of human beings is to have a sense of belonging. 
Your employees will gain that sense when they’re 
allowed to successfully contribute to your company 
by being delegated additional responsibilities.

Finally, a third reason to delegate additional job 
responsibilities to your employees is to let them 
earn a sense of pride, to bask in the glow of com-
pliments and appreciation from their peers — and 
their bosses — for a job well done. Makes sense, 
doesn’t it?

Start thinking about delegating in a different 
way than you have before. Acquire a new under-
standing of the value it can create for you, your em-
ployees and your company. When you do this, you 
will progress further down your own road toward 
self-actualization. 

Delegating
dilemma
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T
he physical demands of a career in landscaping 
can be challenging at times, but it makes the job a 
whole lot easier when you have powerful tools and 
equipment. Mini skid steers and compact loaders are 
tough little machines that serve as a valuable part of 
a landscape team, helping your crews accomplish su-

perhuman feats in record time. 
It’s safe to say that landscape contractors rarely regret 

buying a mini skid steer or compact loader. In fact, it seems 
like the only regret they have is not getting one sooner. May-
be you’re considering investing in one for the first time or are 
simply looking to upgrade. 

The landscape pros featured in this story share what their 
purchasing processes were and how these machines have 
helped their operations. Their experiences show why mini 
skid steers and compact loaders have become a must-have 
for many in the landscape industry. 

Getting more work in
One of the biggest draws to using these machines is their 
ability to operate in a variety of site conditions and navigate 
tricky terrains thanks in part to tracks that offer stability on 
soft terrain. 

“When you have a track machine, you’re able to get 
anywhere on a job site at any time no matter what kind of 
conditions there are,” says Andy Mulder, owner of Mulder 

SMALL
BUT
MIGHTY
Mini skid steers and compact loaders may be
small, but the advantages they add can make
a huge difference to a landscape business. 

B y  S a r a h  B u n y e a

Mini skid steers and compact loaders are tough, dependable machines  
capable of lifting, hauling and transporting just about anything. Coupled with 

the right attachment, they can accomplish many tasks. Photo: Ditch Witch
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Maintenance and Services in Crown Point, Indiana. 
We’re able to get more productive days in the season 
because of this machine and with it being tracked.”

The 2018 Takeuchi TL10V2 compact track load-
er he bought in late 2017 has become essential to his 
business. It’s allowed his crew to work in any type of 
conditions. Mud, rocky ground, sand, you name it. 

“Honestly, it just helps us do more work,” says 
Mulder. “It helps our company be more efficient and 
more profitable, and we get more workable days be-
cause of the equipment we own.”

Simple and safe
Mulder did his research before investing in this 
workhorse and shopped around for six months be-
fore ultimately making his choice. While working at 
other companies, he operated a couple of other ma-
chines from different manufacturers, so he had a few 
ideas about what did and didn’t like. 

While price was a factor, scoring a bargain wasn’t 
what Mulder was after. He was more concerned with 
things like horsepower, lift capacity and other features. 

“I’m not going to stay in this business for only a 
couple years. I’m in it for the long haul, so I knew 
that I wanted to purchase something that was going 
to last,” he says.

He liked the hydraulic system and controls of the 
Takeuchi unit. For him the machine provides preci-
sion and wasn’t as jerky of a ride as some of the others 
he’d tried. “Overall, one of the reasons I went with 
Takeuchi was the ease of operation and how smooth 
they are to drive,” he says.

He’s also a big fan of the how the door works. “It 
comes up over your head, and it doesn’t swing out,” 
Mulder explains. 

That functionality allows operators to open the 
door with the arms in any position. They can get 
in and out of the machine even if the arms are up 
slightly. This was a critical safety feature for Mulder, 
knowing that his crew members can get out of the 
machine quickly if needed. 

Needless to say he doesn’t have buyer’s remorse. 
“It’s just overall a great machine to run, especially 

when you’re using attachments,” he says. 
Of course many other makes and models are 

available, and just like buying a truck or picking out a 
new outfit, nothing is one-size-fits-all. Luckily, there 
are many sizes, styles and manufacturers out there to 
accommodate varying needs.

Moving mountains
So-Cal Ponds Inc. in Los Angeles understands the 
power and lift benefits that skid steers and compact 
loaders can provide. The company specializes in de-
signing and building koi ponds and water features, 
as well as the occasional design-build of landscapes. 

Its owner, Dominic Carone, says that for a long time 
he and his crew were doing pond repairs and mainte-
nance. But now that they’re working on bigger proj-
ects, they needed the ability to lift more weight easily. 
The company got its first mini skid steer last fall, a  
Vermeer S925TX. With the rate the company has 
been growing, Carone says that he either needed to 
hire two more guys or buy a machine. Simply put, the 
machine won.

“We’re using large boulders that weigh up to 
1,000 pounds, so having that piece of machinery on-
site just makes us way more efficient,” says Carone.

Their average project has 10 to 20 tons of large 
boulders, and moving them by hand just isn’t prac-
tical or safe. “It’s a lot more fun to use a machine 
moving a 1,000-pound rock than our backs,” he says. 

The mini allows his team to move material with 
less risk of injury, fatigue and pinched fingers.

Solid support
Because the yards in LA are on the small side, finding 
a mini skid steer with a compact design was key. On 
average, the yards they work in are 10,000 to 15,000 
square feet. “I needed to be able to get into backyards 
that have 36-inch-wide gates, so anything bigger or 
wider wouldn’t have worked,” he says. 

The mini skid steer allows them to quickly get 
around sites without destroying the yard, as well as 
better position rocks around the landscape or pond.

But it was the good dealer support that sealed the 

“Honestly, it 
just helps us 
do more work. 
We’re more 
efficient, we’re 
faster, we’re 
able to do work 
in any type of 
conditions,”
– Andy Mulder, 
Mulder Maintenance 
and Services

Landscape contractors like how easy mini skid steers are to operate and maneuver even in the tightest of spaces. Being able to lift heavy 
material with these machines saves time and can reduce risk of injury and fatigue. Photos: Auman Landscape (left) and So-Cal Ponds (right)
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deal for Carone. When he reached out to 
Vermeer, he says a rep promptly responded 
and answered all his questions. “Because 
they called me and provided a quote right 
away and then followed up for two months 
before I actually bought the machine, I felt 
like they were going to take care of me.” 

Carone adds, “If there’s any issues with 
it, they come pick up the machine and do 
the service. If there’s any problems with it 
for more than a day or two, they give us a 
loader for free, so I really like that support.”

A mighty team member 
Just about every contractor who uses 
mini skid steers or compact loaders talks 
about the incredible efficiency they offer. 
Caleb Auman is no exception. “It’s been 
a huge labor saver and labor replacer. It’s 
allowing us to get more productivity out 
of our guys.” Auman owns and operates 
Auman Landscape LLC in Carroll, Ohio, 
together with his wife, Brittany. He says 
the biggest gain they’ve had by using these 
machines is they’ve allowed their compa-
ny to grow without adding staff.

Even moving a small pile of dirt, using 
a mini skid steer is a whole lot easier than 
doing it with a shovel and wheelbarrow. 
“It’s helped us be more productive with less 
labor and less strain. I just can’t even under-
state that. It’s just such a layer of efficiency, 
it’s incredible,” says Auman. 

Three years ago they upgraded from 
their well-worn starter machine, a Ditch 
Witch SK500. Looking for a newer,  
lower-hour machine, they purchased a 
Ditch Witch SK750, which is what they 
use now. “The 750 was a total game changer 
for our company because it was so fast and 
reliable.” While Auman also has a Bobcat 
T595 skid steer, he says the mini is great for 
certain projects, like small residential back-
yard patios, where you physically can’t use a 
full-size skid steer.

Purchasing considerations
“Whoever’s offering the best warranty is a 
big consideration,” says Auman. Machines 
today are very complex with intricate me-
chanical parts and electronics. Long gone 

are the days of playing mechanic and fixing 
issues yourself. Auman says that just about 
any issue you have today requires going to 
the dealer, and nobody wants to pay a deal-
er to fix a problem if it’s not covered by the 
warranty.

When it comes to buying used or new, 
Auman recommends buying new, if you can 
afford it. “It doesn’t make sense to buy used 
machinery right now, because we looked at 
used machines and the hours on them were 
sky high. They were a couple of years old, 
and they were only 20 percent below the 
dealer price of a brand-new similar model,” 
says Auman. “It makes zero sense to buy 
a machine for that many hours when you 
could buy it brand new with a warranty.”

But, with that said, Auman says that 
when you’re getting your first mini skid 
steer, it doesn’t matter too much the exact 
brand, model or year you go with. Why? 
Because it’ll get the job done and “the effi-
ciency gains are just insane.”

The Takeuchi, Vermeer and Ditch 
Witch mini skid steers and compact load-
ers are just a few examples of what’s avail-
able on the market. Just remember, no 
matter what you decide to go with, you’ll 
most likely be satisfied with the power and 
efficiency these machines add to your team. 
It’ll have you wondering why you didn’t 
start using them sooner. 

The author is digital content editor of Irriga-
tion & Green Industry and can be reached at  
sarahbunyea@igin.com. 

Dig deeper online
How do these models stack up against the rest of the skid steer
and compact loaders on the market? Go online for the 2019 Mini
Skid Steer and Compact Track Loader Comparison Chart only
available at www.igin.com/2019-Skid-Steer-Loader-Chart.

The tracks on these machines allow you to operate in 
a variety of site conditions and navigate tricky terrain. 
Photo: Mulder Maintenance and Services
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EMPLOYEE TRAINING

SHOW ’EM
THE ROPES

RIGHT

N
o one likes being “the new guy” on a land-
scape or irrigation crew. There’s new equip-
ment, new rules and procedures, plus new 
supervisors and their management styles to 
get used to. It can all be a bit overwhelming, 
especially if it’s your first job ever.

Now, flip that script and look at it from the employer’s 
perspective. The company owner has anxieties, too — about 
whether that new person will fit in, be capable, show up on 
time and stick around long enough to justify the expense of 
training him. And in our industry, we also have the added 
burden of keeping him safe while he’s doing it. 

As a company continues to grow and add services, at a 
certain point, most owners will ask themselves, “Is our train-
ing process adequately preparing our new employees for all 
the things they’ll be asked to do?” 

Added to this is the anxiety about simply finding some-
one, anyone, to do our work. It’s no secret that the green 
industry has a critical shortage of workers, especially experi-
enced ones. When a company owner does find someone to 
hire, that person is likely to be doing this type of work for 
the very first time. Landscape, landscape maintenance and 
irrigation companies have had to adjust to this new reality.

“The pool of blue-collar employees has continued to 
shrink, year by year,” says Tony Sayegh, regional manager 
at Gothic Landscape Inc., Santa Clarita, California, a large 
company that employs 2,100 people at its branches in Cal-
ifornia, Nevada, Arizona and Utah. “The economy is doing 
really well, so all the construction trades are, too. We’re all 
fighting for the same talent across multiple industries.”

Does that mean Gothic is seeing less qualified or less 

There are many different approaches to 
training your new hires. Are your methods 
working as well as they should?

By Mary Elizabeth Williams-Villano
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desirable applicants come through its doors? His 
answer is interesting. “We’ve had to completely shift 
our mindset so that we no longer look at anyone as 
being ‘less desirable.’ Sure — I have foremen that 
would love it if we’d hire nothing but 20-year veter-
ans of the industry. That’s not realistic anymore. We 
just needed a better training program so it doesn’t 
matter what experience someone has coming in.” 

Sayegh uses himself as an example. “I came from 
outside the industry, and nine years later, I’ve worked 
my way up to regional manager. It’s more about 
finding people that are passionate about quality and 
customer service. We can teach people horticulture 
and all the rest. Experience is great, but it’s not the 
end-all be-all.”

Tony Bass, founder and CEO of Tony Bass 
Consulting and Super Lawn Trucks, Fort Valley, 
Georgia, recently developed a 13-module landscape 
employee training system called “Train Your Lawn 
and Landscape Employees.” He agrees with Sayegh 
that it’s not about experience. “If a company believes 
that they must continually search for experienced 
employees, that’s a dangerous idea,” he says. “But 
the company that can truly take “the McDonald’s 
approach,” hiring young people and giving them a 
chance to develop their skills has a decided advan-
tage in the marketplace.” 

The mentoring approach
So, how do we help them develop those skills? One 
technique that seems to work well, at least according 
to the companies that use it, is the mentoring model. 

Marie Trejo is president and owner of Grasshopper 
Landscaping and Maintenance, Huachuca City, Ar-
izona. The seven-year-old company primarily does 
design/build but also has a landscape maintenance 
division. It’s a small company with 10 employees in 
the busy season.

Training is overseen by General Manager Phil-
lip Farris. “We onboard someone every year for what 
you could call an apprentice position,” he says. “The 
maintenance training is more of a one-on-one men-
torship type of experience with Robert, the person 
in charge of that crew. He’ll start him out on one 
piece of equipment and one task, working through a 
sequence of operations from easiest to hardest.”

Robert will show the new person every part and 
control mechanism of a machine and how to use it 
properly — and the newbie needs to pay attention, 
because there will be a written test later. 

“The first couple of weeks he’s just learning to 
operate the mower and mow straight lines,” says Far-
ris. “Then he’ll graduate to the string trimmer or the 
hard edger and work his way up to the blower, which 
in some ways is the simplest piece of equipment to 
understand yet the most nuanced to use effectively.”

“Maintenance is heavy on horticulture, so work-
ers are taught to identify weeds and the different 
methods for killing them. Then we progress to prun-
ing, learning how to cut perennials back seasonally.”

Farris agrees with Sayegh that lack of experience 
shouldn’t be a barrier to hiring. “When we’re inter-
viewing people, our No. 1 concern is attitude rather 
than aptitude,” he says. “Someone’s technical skills 
are secondary to his being a team player with a will-
ingness to learn.”

After a few weeks of mentoring, an employee’s 
talents begin to surface. “People don’t always know 
where their natural aptitudes lie, so we let them 
get their hands dirty and feel things out,” Farris 
says. “Some will find they lean toward softscape 
and plants, others will gravitate more toward hard-
scape and carpentry, which has more of a technical, 
math-and-precision aspect.”

The mentoring approach seems to work just as 
well at a large company as it does at a small one. 
Once a new Gothic employee completes his orienta-
tion, he’s started on “the buddy system,” where rookie 
employees are partnered with seasoned veterans who 
take them under their wing. 

And how long does this one-on-one training go 
on for? According to Sayegh, “as long as it needs 
to. There’s no set timeline. It could be a month for 
someone brand new to the green industry.”

New hires aren’t allowed to touch any of the pow-
er equipment until the foreman has a notion of their 
capabilities. “Then, slowly but surely, we’ll train them 
on the machinery,” Sayegh says. “After they get a little 
bit more comfortable, we’ll move them up to bigger 
machines, like 36-inch mowers and some trimming 
equipment. It’s a step-by-step process.”

TRAINING, CERTIFICATION AND PROGRAMS:

Greenius: www.gogreenius.com

International Society of Arboriculture: www.isa-arbor.com

Irrigation Association: www.irrigation.org

National Association of Landscape Professionals: 
www.landscapeprofessionals.org

Rain Bird Academy: www.rainbirdservices.com/rain-bird-academy

Train Your Lawn and Landscape Employees:
www.superlawntoolkit.com/tye

Tree Care Industry Association: www.tcia.org

University of Georgia Extension Super Crew Training Series:
www.extension.uga.edu

SAFETY TRAINING MATERIALS: 

NALP’s Safe Company Program:
www.landscapeprofessionals.org/LP/Stand-Out/Safe_Company_Program

Occupational Health and Safety Administration:
www.osha.gov/SLTC/landscaping/safetyprograms.html

EMPLOYEE TRAINING

“Our No. 1
concern is
attitude rather 
than aptitude. 
Someone’s 
technical skills 
are secondary to 
his being a team 
player with a 
willingness to 
learn.”

— Philip Farris, 
Grasshopper
Landscaping and
Maintenance



Our ECO Series family of PVC products lets you 
and your crew breathe a little easier on every 
job. For confidence in every joint you install, 
choose the brand you trust. ECO Series from 
Weld-On. Now with lower emissions.

•  Superior joint strength

•  Fast setting

•    30% lower solvent  
emissions

•  Less odorous fumes

•    Improved working  
environment

The ECO Series from Weld-On: 
Your trusted choice. 
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Multimodal training 
People have different learning styles, and Bass says 
that training should be done in a way that incorpo-
rates them. “Some people are auditory learners, they 
learn best from hearing; visual learners, from seeing, 
and kinesthetic learners by doing,” he says. “Every 
training program must use all three approaches, plus 
a fourth one — repetition.” Hopefully this won’t trig-
ger any traumatic memories, but you may recall that 
as kids, we learned our multiplication tables by being 
drilled in them, over and over again. Bass says that 
adults need that sort of reinforcement, too, via weekly 
tailgate meetings and refresher trainings.

Mariani Landscape, Rock Bluff, Illinois, trains 
new hires with a combination of video presentations, 
written materials and hands-on demonstrations. It’s 
a good example of what Bass is talking about because 
there’s something there for every type of learner.

“Right before our season starts, we’ll do a one-day 
all-inclusive training for the bulk of our returning 

associates as well as the new hires,” says Maintenance 
Operations Director Todd Vena. “We’ll go through 
everything at that point, including our policy book. 
Then we’ll break the group up and go over each piece 
of equipment piece by piece, honing in on safety.” 

There is a classroom component, with some vid-
eos to watch, but Vena says that’s not where the les-
sons really sink in. “We firmly believe that in our in-
dustry, training needs to be more of a hands-on type 
thing; that’s what really resonates with our employ-
ees,” Vena says. “We’ll bring in some shrubs to prune, 
or we’ll plant a few things and show them how to 
dig the hole, how not to plant things too deep or too 
high. Then we’ll huddle in small groups and physi-
cally do the work.”

Vena touched on safety, which he says is above 
all other considerations at Mariani. Indeed, safety 
should be a big part of any good training program. 
“We want all of our employees to go home to their 
families at night healthy, with all their fingers and 

From aimless youth to yard keeper: Read how one Job Corps branch prepares disadvantaged 
young people for careers in the green industry at: www.igin.com/show-em-the-ropes-right. 

“I’ve never had a problem with a  
callback on Bowsmith emitters in my  

design work. Out here, it is a best seller, it is 
the emitter of choice with professionals.” 

- Doug Matthews, Logan Simpson Design

Why choose BOWSMiTH 
NonStop® Emitters?

To learn more go to www.bowsmith.com 
and click to see how the NonStop Emitter 
works or call 1-800-269-7648

No Call Backs!

Best in the World Against Clogging

Mulch & Bark Hoses
•  For delivery of mulch, bark, and wood chips 

surfacing materials.
•  Increased flexibility; allows easier winding and 

unwinding from hose reels.
•  Easy slide helix; allows hose to slide easily over 

rough surfaces.

600 PSI PVC-Reinforced Spray Hoses
•  Spray hoses are made with premium quality PVC 

compounds.
•  Ideally-suited for lawn and ornamental spray 

applications.
•  Pin-pricked ribbed cover reduces drag and 

increases flexibility.
•  Hoses are light weight and easily coiled after use.

Kuriyama of America, Inc.
(847) 755-0360 

sales@kuriyama.com

www.kuriyama.com

EMPLOYEE TRAINING

“If a company
believes that 
they must
continually 
search for 
experienced
employees, 
that’s a 
dangerous
idea.”

—  Tony Bass,
Tony Bass
Consulting
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toes still attached and come back the next 
day ready for work.”

Using outside training materials
Some contractors feel that they’re just too 
busy to spend the time and effort coming 
up with their own training programs. For-
tunately, there are a number of companies 
that specialize in green industry training. 
The programs can usually be customized to 
suit an individual company’s needs. 

Bruce Cummings owns Bayview Gar-
den Nurseries, Northfield, New Jersey, a 
company his parents started in 1952 and 
that he’s run for the last 20 years. Services 
include landscape installation and mainte-
nance, irrigation, fertilization and chemical 
treatments. There’s also a garden center 
and a florist shop. It currently turns around 
about $3 million a year and employs about 
25 people in the high season. 

For years, the company had no formal 
training program. “Whenever someone 
had time, they would sit down with the 
new people and try and train them that 
way,” Cummings says. “We’d make up 
some material and try and do some sort of 
classroom exercise. Other than that, they 
were being trained on the job sites,” he says. 

A few years ago, the company felt the 
need for a change and started using Bass’s 
modular training system, having worked 
with him in the past.

One improvement was noticed right 
away. Paperwork had always been a bug-
bear at Bayview; getting everyone to fill 
things out in a uniform manner so the 
folks in the office could understand it was a 
challenge. “The Bass system addresses how 
to fill out paperwork properly,” Cummings 
says. “It helped make everybody’s job a lit-
tle easier.”

Grasshopper also uses the Bass system. 
“We needed to have a more systemized 
process for our new hires,” says Trejo. “Not 
having one was a problem. Now we do tail-
gate trainings every week, then a monthly 
specialized training that’s a little bit longer 
and more detailed. If we’re going to be fer-
tilizing that month, we’ll go over that.”

Bass’s system is focused on customer 
service and people skills rather than the 
mechanical how-tos. “I just don’t believe 
that today we’ve got to reinvent technical 
training,” Bass says. “That’s available just 
about everywhere. But if you want to create 
a better company, you’ve got to create better 
employees.” Modules include “The Produc-
tive Landscaper,” “How to Move Up in the 

Company” and “Customer Service Success 
Training, Parts I and II.”

Trejo says the system has indeed im-
proved customer relations. “The guys put 
more notes on their paperwork now,” says 
Trejo. “They understand, ‘If I don’t write 
this down, the office isn’t going to know 
about it and won’t know to tell the client.’”

Whether you turn to an outside source 
or develop it internally, having some kind 

of new employee training regimen is essen-
tial, especially as your company expands. 
We hope we’ve given you some good ideas 
that will help in creating your own educa-
tional program, one that will set your new 
hires on a sure path to success.

The author is senior editor of Irrigation & Green 
Industry magazine and can be reached at  
maryvillano@igin.com.
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B Y  M A R Y  E L I Z A B E T H  W I L L I A M S - V I L L A N O

When Glenn Bonick first 
started his company back in 
1982, he never imagined that 
he would someday win ma-
jor awards for designing lush 
landscapes with six-figure 

budgets. Yet here he is, the winner of a 2018 Gold 
Award from the Texas Nursery and Landscape As-
sociation for the project named “Ursula Lane.” It just 
shows you what can happen when you turn a creative 
contractor loose to let his creative juices flow.

The CEO and founder of Bonick Landscaping 

grew up in North Dallas and began his company the 
way many other landscape contractors have. “I came 
out of high school mowing lawns, and it just kind of 
evolved from that,” Bonick recalls. “After I installed 
my first full backyard landscape, complete with a ga-
zebo, I decided not to go to college but to pursue the 
landscape business.”

That turned out to be a good decision. No longer 
a simple lawn mowing operation, Bonick Landscap-
ing has become a thriving multiservice business that 
employs around 80 people. “We’re a design/build 
firm and a pool builder. We do a lot of hardscape 
construction as well as landscape management and 
garden care. It’s really grown into a wonderful com-
pany with great people who are very passionate about 
what they do,” says the proud owner. 

A place for the kids to play
The path to the TNLA red carpet began to be laid 
about seven years ago, when Bonick was hired to 

THE
SOUND
OF
WATER
The music of four different fountains
takes the edges off this thoroughly modern 
home, making it a tranquil retreat from 
the hubbub of urban Dallas.
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One of the couple’s priorities was to have a big 
backyard lawn where their three young children 
could play. “We talked about having an element of 
water at the front door, and we came back with a 
design that we felt fit their needs,” Bonick says.

From the start, Bonick found that he and the 
home’s owners were pretty much in sync. Working 
with cooperative clients right out of the gate made 
his job much easier. “They were very open to all of 
our ideas, and there were very minimal changes from 
our original plan.”

Bonick’s is pleased with the procession up to the 
home’s front door, with a lightly sandblasted concrete 
pathway tinted brown. “It’s really nice, with the na-
tive grasses on both sides as you come up.” 

A series of colored concrete steps with gravel 
joints leads visitors from the driveway to the front 
door. Solid limestone benches flank the walkway to 
provide a pause as the guest approaches the home’s 
front door, greeted by the soothing sound of water.

Water features everywhere
That soothing sound comes from a striking water fea-
ture stationed at the home’s front. It consists of two 
large decorative native rock boulders, “about three 
tons’ worth,” says Bonick, that had to be set in place 
with machines. One boulder is tall, and the other one 
is short. The contrast creates a pleasing composition, 
balancing the vertical height of the trees nearby.

It’s the water features that really make this land-
scape sing. This double-boulder piece at the front 
entrance is just one of four on the property. “They 
separate the house from whatever’s going on in the 
neighborhood and provide a sense of tranquility,” 
says landscape designer Jon Raney, who worked with 
Bonick on phase two. He says it’s the water features 
that give the home its tranquil ambience. 

“It might seem a little over the top to have four 
water features, but as you walk up to the front door, 
that sound of running water welcomes you; it’s also 
heard in the more intimate space of the master bed-
room,” Raney says.

In the backyard, three low concrete planters in 
the shape of bowls form “disappearing” fountains. A 
massing of prickly pear and Mexican feather grass 
separates them from the pool deck. The overflow 
goes into the gravel below and is recirculated.

Moving to the swimming pool, one sees a row of 
side-by-side stainless steel square scuppers with wa-
ter pouring out of them. Seeing these for the first 
time, I thought they were ornamental spouts used for 
filling the pool. They’re not, though. They’re part of a 
third water feature that can be run continuously.

“The sound of water is a major theme to the resi-
dence,” adds Raney. “It’s something that can be heard 
all over the house.”

A cozy outdoor living space
Like most people these days who are building a new 

design and install the landscape and hardscape for a 
6,500-square-foot house to be built on an acre-and-
a-quarter lot in an upscale Dallas suburb called Lo-
bello Estates. 

“We were hired to do the landscape for this 
home, sort of a Texas Hill Country contemporary 
style house,” Bonick says. “We were involved before 
the construction even started and were able to col-
laborate with the architect and the interior designer.” 
Thus began phase one of a project that would see 
completion some three years later.

The reason the home and its accompanying land-
scape and hardscape are so much in harmony is prob-
ably due to the fact that Bonick was involved from 
the very beginning. The first step was meeting with 
the clients to get a handle on what their needs were 
and a sense of their personal style. The couple is in 
their early to mid-40s.  The husband is a production 
home builder, and the wife, a modern art collector.

Native plants harmonize 
with the  “Texas Hill

Country contemporary”  
home. Photos: Sara 

Donaldson

Three tons worth of 
boulders comprise the 

water feature at the 
front of the home.

A fireplace gives the 
outdoor living space 

more of a true 
living room feel.
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home or renovating an older one, this couple wanted 
an outdoor living space where they could entertain 
their large extended family and groups of friends. 
The one Bonick initially built for them included a 
covered outdoor kitchen fitted out with Wolf appli-
ances, including a grill, a custom vent hood, an ice 
maker and a refrigerator. There was also a fire pit and 
a big seating area.

After the family had lived in the house for a 
while, they realized they wanted things to feel a lit-
tle bit cozier in that outdoor space. “Their driveway 
always had vehicles parked on it,” Bonick says. “They 
wanted to be screened off from that and to have more 
walls in their outdoor space. So, in phase two, we put 
a wall behind the grill to hide the driveway.”

The fire pit was removed. “The way it was designed, 
you couldn’t really access it from the far side anyway,” 
says Raney. “The owners decided they wanted more 
of an architectural element to be the focal point of the 
room, so we replaced the fire pit with a limestone fire-
place with a stainless steel surround.” These changes 
gave the space more of a living room feel.

A recent trend in exterior and interior design, es-
pecially in homes with a modern look, is an expanded 
use of concrete. You can see this in the outdoor liv-
ing area. “All the countertops in the kitchen area and 
the surround of the fireplace were all created from a 
poured-in-place concrete product,” says Bonick. 

The pool
The centerpiece of phase two is the spectacular, 
resort-worthy 1,000-square-foot rectangular swim-
ming pool. As Bonick explains, “At the beginning of 
the project, the owners were nervous about having a 
pool, as their children were still very young. So, we 
did the project without it.”  The couple opted for a 
larger play area instead. 

About three years later, Bonick was rehired to 
add the pool and complete the transformation of the 
backyard, this time with the help of Raney, who de-
signed the pool.

But putting the pool in at this point presented 
a bit of difficulty. “Sliding around and through the 
existing trees, trying to do minimal damage to them 
was a real challenge,” says Bonick. But the extra care 
paid off, and no trees were harmed during phase two.

The pool and spa are trimmed with 2-inch-by-8-
inch matte glass white tile. The wall to the left of the 
deck is made of limestone blocks. 

That deck is worth mentioning, too. Wooden 
decks are notorious for needing to be replaced af-
ter a few years. Not this one, though. It’s made of 
Ipê wood, a premium lumber valued for its longevity, 
fire and insect resistance. “It’s a Brazilian hardwood 
that’s very, very dense,” says Bonick. “You have to 
drill it first before you can drive a screw into it, and 
you can only use stainless steel screws because other 
types will rust out very quickly. That deck will proba-
bly be good for better than 30 to 40 years.” 

One of the pool’s most unique features, and one 
that Bonick takes particular pride in: the stunning 
outdoor shower. The awards application form de-
scribes it as “a shower with mosaic tiles in tones rem-
iniscent of a Texas sunset.” 

“The master bathroom had this really great court-
yard built around it, so we created this outdoor shower, 
surrounded by a bamboo enclosure,” Bonick explains.

But this is no mere shower; it’s also yet another 
water feature! Within the shower wall is a limestone 
rain curtain, backlit for nighttime drama, appropri-
ate for something that runs all day and all night. It 
also provides a nice focal point for the view from the 
master bedroom.

This water feature fulfills a wish of the homeown-
ers, who wanted to be able to hear, inside the master 
suite, once again, the sound of water — in this case, 

TEXAS NATIVE
PLANTS used in 
the landscape:
• Live oak
• Grape myrtle
• Eve’s necklace
• Texas mountain 

laurel
• Mexican feather 

grass
• Maiden grass
• Agave Americana
• Red yucca 
• Dwarf  palmetto
• Spineless prickly 

pear cactus
• Yaopon holly
• Gulf  muhly grass

NONNATIVE 
PLANTS used in 
the landscape:
• Acuba
• Holly fern  
• Aralia
• Morning Light 

miscanthus grass
• Rosemary
 prostratus 
• Chinese pistache 

tree
• Wheeler’s dwarf  

pittosporum
• Sweet viburnum
• Salvia greggii
• Podocarpus
• Needlepoint holly 
• Knock Out roses
• Sweetgum trees

In the backyard, three low concrete
bowls form  “disappearing” fountains,
set off by river rock, prickly pear and
Mexican feather grass.

The outdoor shower has 
a backlit rain curtain with 
tilework reminiscent of a 
Texas sunset.

“The sound of water is a major theme to 
the residence. You can hear it all over 
the house.” – Jon Raney
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the sleep-inducing sound of falling rain.
Though the house and the pool have lots of mod-

ern clean lines and angles, nothing about this land-
scape design looks “boxy.” Nor does the pool scream 
“added on later!”  This is, no doubt, due to the talents 
of Bonick and Raney. The landscaping and hardscap-
ing fully complement the home and set it off perfectly.

“The heart of the house, the interior, is in much 
more of a bold contemporary style, not as soft,” says 
Raney. “We designed it so that as you go out to the 
limits of the property, the lines start to soften, and 
that was done with the choice of the materials, such 
as the Mexican feather grass that comes between 
the house and the end of the pool — and also their 
form. You transition from the rectilinear lines of the 
house to the curvilinear shape of the landscape beds. 
The blending of the materials really plays off the 
whole thing.”

The pool integrates well into the overall design, 
and there’s a good explanation for that. “We didn’t 
want it too close to the house, wanted a little bit of 
separation between those two elements and to in-
corporate the scupper water feature that pours into 
the pool,” Raney explains. “Those three low bowl 
fountains that were built in phase one are also in the 
backyard, and we didn’t want those two elements 
competing with each other.”

Lighting it up
Of course, no backyard transformation is complete 
without the addition of an outdoor lighting system. 
Bonick used a mixture of high- and low-voltage fix-
tures. “All the tree lighting is done with mercury-va-
por fixtures. Some of the uplighting was done with 
low-voltage fixtures.”

Why mercury vapor instead of LEDs? “At the 
time, the LED downlighting that was available 
wasn’t quite the color we wanted,” explains Bonick. 
These fixtures have since been updated with LEDs.

“In the Dallas area, our lighting is quite a bit 
different than what the industry is champion-
ing right now,” adds Bonick. “We don’t uplight 
as much as other parts of the world; we do more 
downlighting.” He prefers subtle downlighting to 
“too much uplighting,” because he says “that feels a 
little overdramatic.” 

Native style
In designing the landscape, Bonick tried to match 
the “Texas Hill Country contemporary” style of the 
structure “using lots of clean lines and as much na-
tive plant material as we could.” Some of the site’s 
original plant material was salvaged. When the pool 
was put in, a crape myrtle was transplanted to an area 
adjacent to it. It now stands near a grey cotoneaster, 
set off by dwarf fountain grass.

The area around the outdoor shower is planted 
with acuba, holly fern and aralia. At the far end of the 
pool one can find agave, Morning Light miscanthus 

grass, rosemary prostratus and gulf muhly grass. 
To keep all the plants alive, Bonick installed an ir-

rigation system that employs conventional sprinklers 
in some areas and drip irrigation in others, managed 
by an ETwater Hermit Crab controller. 

A special challenge
I asked Bonick if anything stood out as unusual or 
difficult about the project. “The biggest challenge for 
us was that backyard,” Bonick recalls — and that’s 
even before the pool was put in. “The property slopes 
toward the back of the residence. We didn’t have any 
way of getting rainwater to flow around the house, so 
we ended up having to put an 18-inch pipe under-
neath the structure during the home’s construction 
in order to have drainage.” 

“The most unusual part was just that drainage 
challenge,” he continues. “The outdoor shower was a 
little unusual, I suppose. But the rest of it was fairly 
straightforward.”

Overall, it was a fun project, Bonick says. “The 
clients were building a beautiful home, and we were 
very honored to get the opportunity to work with 
them and help them create their dream.” And the 
lucky trees and plants on the property are honored by 
receiving excellent care — Bonick’s company also has 
the maintenance contract. 

After both phases of the project were complete, 
the clients had spent around $550,000.

Bonick says there really isn’t anything left on the 
owner’s wish list. As for the TNLA Gold Award his 
company got for designing the outdoor surroundings 
of their showpiece home, Bonick says only, “It’s nice 
to be recognized by your peers.” Judging from this 
landscape, I’m sure this won’t be the last time Bonick 
Landscaping receives such recognition. 

The author is senior editor of Irrigation & Green Industry maga-
zine and can be reached at maryvillano@igin.com.

BY THE 
NUMBERS:

4
WATER FEATURES

3
TONS OF

BOULDERS

2
PHASES OF

CONSTRUCTION

1
SWIMMING POOL
IPÊ WOOD DECK 

OUTDOOR SHOWER
TNLA GOLD AWARD

TOTAL COST:
$550,000

These stainless steel 
scuppers aren’t really 
filling the pool. They’re 
a water feature.
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The STMA student challenge
At its 30th annual Conference and Exhibition in Phoenix Jan. 
22-25, the Sports Turf Managers Association, Lawrence, Kansas, 
hosted its annual Student Challenge. The event was presented in 
partnership with the SAFE Foundation, Lawrence, Kansas; found-
ing partner Hunter Industries, San Marcos, California; and sup-
porting sponsor Ewing Irrigation and Landscape Supply, Phoenix. 

Students from colleges and universities across the country 
competed in an exam that challenged their knowledge of the 
sports turf industry. The winning teams each received a cash award, 
a plaque and medallions for each team member. The prize money 
benefits the winning institutions’ turf programs and creates oppor-
tunities for students pursuing careers in sports turf management.

The winners of this year’s Student Challenge are Iowa State 
University and Penn State University. 

The Association of Outdoor Lighting Professionals, Harrisburg, Pennsylvania, holds its 
annual Lighting Awards to honor and promote professional excellence in outdoor lighting 
design and to recognize industry achievement.

The awards are intended to create greater public awareness of the benefits of profes-
sionally designed and installed lighting systems. View the 2019 winners in the Awards of 
Excellence, Awards of Merit and Honorable Mentions categories at www.aolponline.org.

The 2019 Our Winning Green 
Space contest opens
Project EverGreen, Mentor, Ohio, in 
partnership with Exmark Manufactur-
ing, Beatrice, Nebraska; the Sports Turf 
Managers Association, Lawrence, Kansas; 
and the SAFE Foundation, Lawrence, 
Kansas, has announced the third annual 
Our Winning Green Space contest.

Municipal parks and recreation departments, public works 
departments and nonprofit organizations may enter the contest 
for a chance at winning an Exmark commercial mower pack-
age, including Lazer Z X-Series zero-turn and Commercial 30 
walk-behind mowers valued at approximately $15,000, as well as 
a “Healthy Turf. Healthy Kids.” playing field or park renovation 
project. Healthy Turf. Healthy Kids. is a Project EverGreen initia-
tive focused on restoring and revitalizing green spaces, including 
sports fields and parks. Its purpose is to provide a safe, natual grass 
field or park for children to play, exercise and connect.

The entry process requires an essay and photos explaining why 
the city deserves the new equipment and renovated playing field. 
Entrants must explain how the prize will assist the community in 
maintaining a healthier, safer area for kids to play.

Submissions may be entered at Project Evergreen through 
April 26. To view the contest rules, visit www.projectevergreen.org. 

The winners of this year’s STMA Student Challenge are Iowa State University (left) and 
Penn State University (right).

AOLP awards winners announced2019 AWARD OF EXCELLENCE – 
BEST OF SHOW
OUTDOOR LIVING LIGHTING
Tim Ryan, CLVLT
Lighthouse Outdoor Lighting, West Chester,
Pennsylvania | Nashville Retreat

RESIDENTIAL XL LIGHTING
Northwest Outdoor Lighting, Bellevue, Washington
Woodinville Home

RESIDENTIAL LARGE LIGHTING
Pete Bryant, CLVLT, COLD
Southern Lights of NC, Summerfield, North Carolina
Julian Price House

RESIDENTIAL SMALL LIGHTING
Brandon Kuehler, CLVLT, COLD
Light It Right, Katy, Texas | Creekside Courtyard

FEATURE-FOCUSED LIGHTING
Tim Ryan, CLVLT
Lighthouse Outdoor Lighting, West Chester,
Pennsylvania | Twin Falls

COMMERCIAL LIGHTING
Tim Ryan, CLVLT
Lighthouse Outdoor Lighting, West Chester,
Pennsylvania | Austin Landing

HOLIDAY LIGHTING
Light Up Nashville, Goodlettsville, Tennessee
Vertis Project

• • ASSOCIATIONS IN ACTION

Top left: Austin Landing by Tim Ryan, CLVLT, Lighthouse Outdoor Lighting, West Chester, Pennsylvania. Top right: 
Creekside Courtyard by Brandon Kuehler, CLVLT, COLD, Light It Right, Katy, Texas. Above: Nashville Retreat by Tim Ryan, 
CLVLT, Lighthouse Outdoor Lighting, West Chester, Pennsylvania.
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• • ASSOCIATIONS IN ACTION

This Install:
Initial Sale
$2500

3-yr Average
Net Profit

38%

1.800.687.9551
www.christmasdecor.net/franchise

Earn Bigger Winter Profits

Training • Support • Marketing • Products • Experience

Irrigation industry heads 
to the Hill
The Irrigation Association, Fairfax, Vir-
ginia, and irrigation leaders from across 
the U.S., convened in Washington, D.C., 
on March 5-6 for its annual Washington 
D.C. fly-in and Water Resources Con-
gressional Summit. Calling for congres-
sional action on trade, labor and water 
infrastructure implementation, IA volun-
teers met with more than 35 congressional 
offices and officials from the White House 
during the two-day fly-in.

“Moving the needle is tough in this 
political environment,” says IA Govern-
ment and Public Affairs Director John 
Farner. “However, I’m very optimistic and 
excited about the headway made following 
these important constituent meetings.”

In addition to the congressional and 
White House meetings, the IA also joined 
with the National Ground Water Asso-
ciation, Westerville, Ohio, and the Water 
Quality Association, Lisle, Illinois, for the 
2019 Water Resources Congressional Sum-
mit. During the Summit, attendees heard 
from U.S. Geologic Survey Assistant Di-
rector of Water Resources Dr. Don Cline, 
Representative Dan Kildee of Michigan 
and a congressional staff panel regarding 
the future of water policy in congress.

“The IA is fortunate to continue our 
strong partnership with the NGWA and 
WQA during this year’s Water Resources 
Congressional Summit,” continues Farner. 
“The IA joins our friends with NGWA 
and WQA in calling on Congress to act 
on issues that support and advance our 
industries.”

The IA and NGWA’s partnership will 
continue during the co-location of the Ir-
rigation Show and Education Conference 
and Groundwater Week being held in Las 
Vegas, Dec. 2-6, 2019. 

Irrigation Association volunteers visited Washington, 
D.C., to meet with more than 35 congressional offices 
and officials from the White House during its fly-in.
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3Flow rate meter. Arborjet Inc., Wo-
burn, Massachusetts, has launched its 
new AccuFlo flow rate meter. Made 

from 3-D printed carbon fiber, the unit is 
durable yet extremely light and allows for 
precise, multiple treatments of liquid fer-
tilizers, moisture management solutions, 
plant growth regulators, or water-soluble 
insecticides and fungicides to different 
types of plants. 

The unit does the math, making it eas-
ier to get consistent, repeatable results and 
will calibrate and work with most spray 
tanks. No fluids run through it, so there 
are no parts to clog up or wear out.

When properly calibrated, the unit will 
sound when the right amount of fluid has 
been dispensed and remember that flow 
rate until changed. 

The meter can be attached to one’s 
wrist via hook-and-loop fasteners. It runs 
on a watch-sized battery kept charged 
with a micro USB charger. Recommended 
for use with a battery pack sprayer.

Arborjet
www.arborjet.com

SUPPLIER IN THE NEWS
Toro to acquire parent company of Ditch Witch

1Sprayer and tank system. Milwaukee 
Tool, Brookfield, Wisconsin, has intro-
duced what it claims is the industry’s 

first interchangeable tank solution, the 
new M18 Switch Tank Interchangeable 
Sprayer and Water Supply System. It 
includes an interchangeable 4-gallon 
backpack sprayer that delivers instant, 
constant and adjustable pressure up to 120 
psi and can spray up to 25 feet with no 
manual pumping. The backpack frame has 
wide straps for comfort.

The powered base includes the motor, 
the Redlithium battery compartment and 
Redlink electronics, while the inter-
changeable tank assembly includes pump, 
hose and respective accessories. 

The isolated pump-and-hose design 
allows users to add additional tank as-
semblies such as the Pesticide Sprayer or 
Concrete Sprayer. The Pesticide Sprayer 
can withstand common maintenance 
chemicals and features a dual-diaphragm 
pump with Viton seals for longer life. The 
system can be purchased as a kit with the 
charger or as separate components.

Milwaukee Tool
www.milwaukeetool.com

2Arborist chain saws. Husqvarna 
USA, Charlotte, North Carolina, has 
unveiled its new 50cc chain saws for 

arborists, the Husqvarna 550 XP Mark 
II and the 545 Mark II. They have been 
redesigned to have better cutting capacity, 
maneuverability and endurance for urban 
forestry applications including felling, 
limbing, removals or crosscutting of small 
and midsized trees.

The addition of more fins, a heat shield 
and a new muffler improves the cooling 
capacity of both models by 13 percent. 
Both saws also feature a new optimized 
version of AutoTune.

Each of the saws are ergonomically 
designed to enable users to work longer 
without tiring, and has a vertical and a 
horizontal felling sight molded into the 
plastic for clear aiming and permanent 
guidance. Both come equipped with a 
Husqvarna X-Cut chain and an X-Force 
bar. The Husqvarna 550 XP G Mark II is 
equipped with heated handles.

Husqvarna
www.Husqvarna.com

The Toro Company, Bloomington, Minnesota, has entered 
into an agreement to acquire Perry, Oklahoma-based The 
Charles Machine Works Inc., the parent company of Ditch 
Witch and several other brands for $700 million in cash 
subject to certain adjustments. The transaction also is subject 
to regulatory approvals.

Charles Machine Works manufactures a wide range 
of underground installation products including horizontal 
directional drills, walk-behind and riding trenchers, utility 
loaders, vacuum excavators, asset locators, pipe rehabilitation 
solutions and aftermarket tools. It generated approximately 
$725 million in revenue in 2018. 

“The addition of Charles 
Machine Works strengthens 
our portfolio of market-leading 
brands supported by talented 
employees and a commitment 
to innovation,” says Richard 
Olson, Toro’s chairman and 
CEO.  

“Our success is the result of a commitment to developing 
innovative solutions,” says Rick Johnson, Charles Machine 
Works’ CEO. “Our family of companies is well-positioned to 
join The Toro Company’s family of brands.”
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GREEN INDUSTRY MARKETPLACE • •

We’re Looking For You.
Are You Ready To Begin or
Enhance Your Business?

The average annual gross revenue produced 
by our franchise
owners is $1,507,817*

*Based on 34 owners and the 2016 gross revenue report. ©2018. NaturaLawn of America, Inc. A division of NATURLAWN® Services and Products. All rights reserved.

Key Markets Available in Your Area!
(800) 989-5444 | NaturaLawnFranchise.com

30+ Years of Safer Lawn Care
Plus Mosquito & Tick Control Opportunities

1st Year Revenue Potential: up to $150,000
Serving 100,000+ Customers • 14% Growth in 2017

85% Customer Retention • 6 Year Avg. Customer Life
$65M+ in Gross Revenues • Serving 24 States + D.C.

From veteran to beginner, 
we have what you need as 

your partner in the landscape 
lighting business.

Add some 
 Color & Sparkle 

to your Display!

christmasdecor.net
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SUPPLIER IN THE NEWS
John Deere factory celebrates its 5 millionth riding lawn mower

6Utility vehicle. Cushman, a brand 
owned by Textron Specialized 
Vehicles Inc., Augusta, Georgia, has 

expanded its Elite Series with the new 
Cushman Hauler 800 Elite electric utility 
vehicle. Powered by Samsung SDI lithium 
battery technology, the UTV has up to 
900 pounds of towing capacity.

An ergonomically designed dash offers 
storage for clipboards, radios and other 
tools. The flexible bed can be customized 
to securely carry equipment and materials. 

The UTV’s zero-maintenance lithium 
batteries don’t require watering, terminal 
post checkups or cleaning. They charge in 
half the time, require less out-of-the-wall 
power and can “opportunity charge” be-
tween tasks. Because the lithium cells are 
half the size and a fraction of the weight 
of traditional lead-acid batteries, the com-
pany says turf damage and soil compaction 
are reduced. The batteries are backed by a 
five-year warranty.

Cushman
www.cushman.txtsv.com

5Cultivator. Greenworks Commercial, 
Charlotte, North Carolina, has intro-
duced its first-ever professional grade 

cultivator, the new 82V GTL 100, suited 
for smaller commercial gardens and floral 
growing areas.  

The tool runs on lithium-ion battery 
power and features a brushless motor for 
longer runtime and lifespan. The battery 
power and brushless motor combination 
reduces noise pollution and produces zero 
emissions, according to the company. Its 
10-inch tilling width makes soil prepara-
tion easier, and the 5-inch tilling depth is 
optimal for aeration prior to planting and 
for weed control between rows.

Adjustable, removable wheels facilitate 
customization. Ergonomic bike handles 
provide comfort and allow easy maneuver-
ability. A plastic safety guard protects the 
operator from soil and debris spray. 

The 82V GTL 100 is available through 
the Carswell, Carswell OEI, Conniff, 
Edney, PACE and Steven Willand inde-
pendent dealer networks. It comes with a 
two-year battery and tool warranty.

Greenworks Commercial
www.greenworkscommercial.com

The John Deere Power Products factory in Greeneville, Ten-
nessee, has hit a major milestone by building its 5 millionth 
riding lawn mower, according to a local report. 

This location is the company’s highest volume facility, 
with an assembly line of 105 people.

Facility Manager Jeff Hollett says in the article, “We take 
immense pride in the legacy we have built here in Green-
eville, and to know we have built 5 million machines is 
something we are really proud of.”

Doug Hadler is the manufacturing tech on the produc-
tion line that produced the 5 millionth riding lawn mow-

er. He says Hollett 
was cheering all the 
employees on as the 
mower proceeded down 
the line.  

The factory manu-
factures other John Deere products in addition to riding lawn 
mowers. It employs from 500 to 1,000 people depending on 
the season. 

Hollett says, “We’re very proud of what we’ve accom-
plished here in our 30 years.”

4Compact track loader. Kubota Tractor 
Corp., Grapevine, Texas, has unveiled 
its new SVL65-2 compact track load-

er. It features what is described as an ad-
vanced hydraulic multifunction valve that 
provides smooth operation when using 
simultaneous functions, such as auxiliary, 
boom and bucket circuits, and makes run-
ning any attachment that utilizes auxiliary 
hydraulics easier. 

Powered by a 68-horsepower engine, 
the loader has a rated operating capacity 
of 2,100 pounds at 35 percent or 3,000 
pounds at 50 percent, a reach of 34.9 
inches and a hinge pin height of 118.5 
inches. It also has an on/off self-leveling 
capability.

A wide door opening allows easy, safe 
entry and exit. The sliding front door can 
be opened regardless of the position of the 
bucket or loader arm, and full operation 
is possible with the door open. Available 
at authorized Kubota dealers beginning 
April 2019.

Kubota
www.Kubotausa.com
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The Irrigation & Green Industry  
Newsletter, Product Roundup
and Video Vault deliver the

latest industry news, product
information and videos directly

to your inbox.

Sign up at: www.igin.com 

Stay informed
between issues.

www.billygoat.comTake the chore out of the chore with Billy Goat!

Cutting Edge Performance
from Billy Goat! 
A Hardscaper’s dream.  
Exclusive laser clad cutting blade’s hardened leading  
edge offers precision cut & up to 3x blade life.
Variable-speed hydro transmission plus reverse.  
Match cutting speed to ground condition.

For more information contact your Billy Goat  
Representative or call 1-800-776-7690

“Text to Video” 
feature offers 
quick view of 
operating  
instructions  
on your mobile 
device†

NEW! 
LasEr CLad 

CuTTiNG 
BLadE!

† Data rates may apply

I&GI 9-18.indd   1 2/6/18   2:31 PM

Restoring the native balance

ernstseed.com
sales@ernstseed.com

800-873-3321

1 CEU | $25 Members | $40 Nonmembers 

Water Conservation in Irrigation
April 19, 2019, 2-3 p.m. Eastern
Keith Schweiger, CIC, CID, CIT, CLIA, CLWM 
SiteOne Landscape Supply

Wi-Fi Controllers in Irrigation
May 10, 2019, 2-3 p.m. Eastern
Chris Pine, CIC, CID, CIT, CLIA, CLWM 
C. Pine Associates Inc.

Soil-Water Relationships & How  
They Relate to Irrigation Scheduling
Aug. 30, 2019, 2-3 p.m. Eastern
Stacia Davis, PhD, EIT, Louisiana State University

Pipes & Fittings in Irrigation
Oct. 11, 2019, 2-3 p.m. Eastern
Kurt Thompson, CGIA, CIC, CID, CIT, CLIA, CLWM 
K. Thompson & Associates

KNOWLEDGE NETWORK

You don’t have 
to travel far on 
your quest for 
knowledge.

Register at 
www.irrigation.org/webinars

Knowledge Network webinars:  
Maximize your time and keep your 
skills sharp.
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HELP WANTED

PRODUCTS

Visit www.igin.com today!

Need a permanent solution to the
H2-B visa cap problem?

Seasonal & permanent workers.
Based in San Antonio, TX.

Call Todd Miller (210) 695-1648.
www.puertorico-pronto.com 

H2-B WORK VISA
INSURANCE

BUSINESS SOLUTIONS

EQUIPMENT FOR SALE

EQUIPMENT FOR SALE
DitchWitch 410SX Sale (10 machines Fleet 
serviced) all units with trencher plow and boring 
unit. Located in Florida and New York.
Also selling Maxi and Mini Sneakers, dedicated 
trenchers, missiles and compressors.
Any questions email jlawlor@agcirrigation.net

or call 631-218-0901.
Also visit us on the web at
www.agcirrigation.net.

We Provide: Training • Support • Marketing • Products • Experience

Average Gross Sales
(after year 3)

$214,226
Average New

Residential Sale

$1,577
Average Net Profit

38%
Average Closing Rate

52%
Average Daily

Production
(3-man crew)

$2,430How Would You Like to See Numbers Like This?

The Christmas Decor System will teach you how to:
Generate More Revenue • Operate More Efficiently • Lower Operating Costs

Call 1.800.687.9551 for a No-Obligation Territory Analysis - See the Potential in your Market!
We operate in 325 Markets in the U.S. & Canada - The True Pioneers of the Holiday Decorating Industry

www.christmasdecor.net/franchise

We Provide: Training • Support • Marketing • Products • Experience

FOR SALE
IRRIGATION & LIGHTING CONTRACTOR
• Leading irrigation/lighting contractor in Puget 

Sound, Washington area.
•  Owner retiring.
• Strong sales and profit growth potential.
•  Annual Gross Sales ~ $1M.
•  A great tuck-in acquisition for a growth
 minded company.
•  Strong recurring revenue and service portfolio.

CONTACT ROD BAILEY FOR CONFIDENTIAL 
INFORMATION PACKET

971-719-2158 • rodlbailey@hotmail.com

BUSINESS FOR SALE
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Request  
your FREE  
subscription
Irrigation & Green Industry is the leading  
magazine for irrigation, landscape and  
maintenance contractors.

Increase your knowledge and grow  
your business!
• Latest industry news
• Tips and techniques
• Business advice
• Market trends
• Products and technologies
• Insights from industry experts

®

Sign up online!   
www.igin.com/Subscribe/Apr19
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W
eston Appelfeller, CSFM, turf 
manager for the Austin FC 
professional soccer franchise and 
director of professional facilities 
for the Sports Turf Managers 

Association, Lawrence, Kansas, tells us what it’s like 
to make sure a professional sports field in game-
ready condition. 

And when sports are involved, there’s much 
more than meets the eye. The smallest imperfection 
could take a player out of the game. It’s a type of 

pressure only surpassed by the players and 
coaches who take the field. 

Is there a lot of pressure in your job? 
Yes! You could be the most 
detail-oriented residential or homeowners 
association groundskeeper and do beautiful 
work, but relatively few people are going to 
see those lawns. But when you’re a turf man-
ager for a professional sports team, millions 
of people are going to see your work on TV 
in high definition!

Your field needs to look absolutely 
perfect; that’s just expected. It doesn’t happen very 
often that a sportscaster mentions how amazing 
your field looks. 

The greatest compliment I can get is having no 
complaints. If your field is getting talked about, it’s 
typically not a good thing. 

What types of conditions would make a 
sports field unsafe? It has to do with the turf ’s 
root structure. Is it stable enough to withstand 
players’ cleats cutting it? Is the ground so hard that 
if a player’s head made contact with it, he’d get a 
concussion? 

There’s a fine line as to how you have to manage 
a sports field to neutralize any chance that a player 
could get injured.

Is there an ideal cut height for a soccer field? 
We use different varieties that can be cut extremely 
short because million dollar athletes want the field 
to be extremely fast. They don’t want a 2- to 3-inch-
long blade of grass sticking up and slowing them 
down or slowing the speed of play. 

Is there an ideal cut height for a pro baseball 
or football game? It comes down to what a spe-
cific team wants. It may be 11/2 inches for one team’s 
home field and a half inch or full inch for another. 

Can you water a field the night before a 
game? That all depends on what your soil profile 
is. Most pro fields are sand-based, and you’d have to  
water the night before a game if it’s dried out. If you 
have a clay soil, you may not have to. 

How long do you need to wait to let a field 
dry out before a game? It depends on the sport. 
With a baseball field, because you’re throwing the 
ball, you probably wouldn’t want to have your field 
watered. But pro soccer players like the field wetted 
down 10 minutes before a game starts as it helps the 
ball roll faster. 

How do you get a field to that “perfect” 
state?  We apply smaller amounts of chemicals 
more often; we may put one-tenth of a pound of 
fertilizer on once a week for 10 weeks. 

What’s the hardest thing about your job? 
Weather — that’s the one thing we can’t control!  
You can work extremely hard and do absolutely 
everything to make your field as healthy as it can 
be and have a snowstorm come in the night before 
a game. At that point, you have to do whatever you 
can to get that game on and provide the safest field. 

You can be the best turf manager in the world, 
but you can’t battle Mother Nature. 

To read the extended version of the interview with Weston Appelfeller, visit www.igin.com/sports-turf-q-and-a. 

GAME ON!
What’s it like to be a turf manager when 
what you do — or don’t do — can affect
the outcome of a game? Find out in a
Q&A with one of the best in the
business. 

// BY MARY ELIZABETH WILLIAMS-VILLANO

“The
greatest 
compliment
I can get is
having no
complaints. 
– Weston Appelfeller



IT’S 
TIME 
TO…

AT

March 1 – April 30, 2019

Stock Up & Save on select irrigation, 
turf and lighting products
Stop by your local Ewing store to save on the products you need now and for the year!
To find a store near you visit EwingIrrigation.com/locations.



LANDSCAPE LIGHTING

LANDSCAPE LIGHTING
Perfect
every time
Problem-solving products that make it easy 
to specify and install with flawless results

Continuously Adjustable Beam Angles 
10° to 60°

ACCENT HARDSCAPE

Adjust from Warm White (2700K) to 
Pure White (3000K)

Adjust from Warm White (2700K) to 
Pure White (3000K)

M IN I  WALL  WASH

waclandscapelighting.com

Brightness Control Dial Brightness Control Dial Brightness Control Dial
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