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SPRINKLER SPECIFICATION CHARTS

ROTATING NOZZLES

M or F thread Manufacturer Model

Series
Nozzle

Pattern  

(degrees)

Operating 

pressure (psi)
Radius  

(ft.)

Discharge 

rate (gpm)
Precipitation rate 

(in./hr.)

Model

M or F
Hunter

MP 1000 90-210
MP1000

adj. arc/radius
90-210

30-55

8-15
0.17-0.59

0.41-0.5

MP 1000 90-210

F

Hunter
MP 1000 210-270

MP1000
adj. arc/radius

210-270

30-55

8-15
0.4-0.75

0.4-0.5

MP 1000 210-270

M or F
Hunter

MP 1000 360
MP1000

adj. radius

360

30-55

8-15
0.69-1.01

0.41-0.5

MP 1000 360

M or F
Hunter

MP 2000 90-210
MP2000

adj. arc/radius
90-210

25-55

13-21
0.34-1.01

0.40-0.5

MP 2000 90-210

M or F
Hunter

MP 2000 210-270 MP2000
adj. arc/radius

210-270

25-55

13-21
0.72-1.3

0.37-0.5

MP 2000 210-270

M or F
Hunter

MP 2000 360
MP2000

adj. radius

360

25-55

13-21
1.20-1.74

0.36-0.5

MP 2000 360

M or F
Hunter

MP 3000 90-210
MP3000

adj. arc/radius
90-210

25-55

22-30
0.71-2.49

0.39-0.53

MP 3000 90-210

M or F
Hunter

MP 3000 210-270 MP3000
adj. arc/radius

210-270

25-55

22-30
1.68-3.22

0.39-0.53

MP 3000 210-270

M or F
Hunter

MP 3000 360
MP3000

adj. radius

360

25-55

22-30
2.88-4.27

0.39-0.53

MP 3000 360

F

Hunter
MP 3500 90-210

MP3000
adj. arc/radius

90-210

25-55

31-35
1.04-3.94

0.39-0.53

MP 3500 90-210

M or F
Hunter

MP Corner
MP Specialty

adj. arc/radius
45-105

30-55

8-15
0.17-0.53

-

MP Corner

M or F
Hunter

MP Left Strip
MP Specialty

adj. radius

strip

30-55

5×15
0.19-0.26

-

MP Left Strip

M or F
Hunter

MP Side Strip
MP Specialty

adj. radius

strip

30-55

5×30
0.38-0.51

-

MP Side Strip

M or F
Hunter

MP Right Strip
MP Specialty

adj. radius

strip

30-55

5×15
0.19-0.26

-

MP Right Strip

F

Hunter
MP800SR 90-210

MP800SR
adj. arc/radius

90-210

30-55

6-12
0.16-0.58

0.72-0.85

MP800SR 90-210

F

Hunter
MP800SR 360

MP800SR
adj. radius

360

30-55

6-12
0.66-0.98

0.70-1.03

MP800SR 360

F

K-Rain
RN100-ADJ-90-270 Rotary Nozzle female thread

adj.

30-50

13-15
0.22-0.9

0.46-0.59

RN100-ADJ-90-270

F

K-Rain
RN100-FIX360

Rotary Nozzle female thread
fixed

30-50

13-15
0.8-1.2

0.46-0.59

RN100-FIX360

F

K-Rain
RN200-ADJ-90-270 Rotary Nozzle female thread

adj.

30-50

16-19
0.34-1.41

0.45-0.59

RN200-ADJ-90-270

F

K-Rain
RN200-FIX360

Rotary Nozzle female thread
fixed

30-50

16-19
1.34-1.88

0.45-0.58

RN200-FIX360

F

K-Rain
RN300-ADJ-90-270 Rotary Nozzle female thread

adj.

30-50

26-30
0.80-3.1

0.39-0.63

RN300-ADJ-90-270

F

K-Rain
RN300-FIX360

Rotary Nozzle female thread
fixed

30-50

26-30
3.1-3.7

0.42-0.51

RN300-FIX360

F

K-Rain
RNS-RES-515

Rotary Nozzle female thread
fixed-special pattern 30-50

5×15
0.3-0.4

-

RNS-RES-515

F

K-Rain
RNS-LES-515

Rotary Nozzle female thread
fixed-special pattern 30-50

5×15
0.3-0.4

-

RNS-LES-515

F

K-Rain
RNS-SS-530

Rotary Nozzle female thread
fixed-special pattern 30-50

5×30
0.5-0.7

-

RNS-SS-530

F

Rain Bird
R-VAN14

R-VAN
8 to 14 ft. R-VAN

45-270

30-55

8-14
0.28-1.17

0.60-0.67

R-VAN14

F

Rain Bird
R-VAN18

R-VAN
13 to 18 ft. R-VAN

45-270

30-55

13-18
0.42-1.62

0.60-0.68

R-VAN18

F

Rain Bird
R-VAN24

R-VAN
17 to 24 ft. R-VAN

45-270

30-55

17-24
0.60-2.88

0.61-0.64

R-VAN24

F

Rain Bird
R-VAN14-360

R-VAN
14 ft. full circle R-VAN

360

30-55

8-14
1.10-1.45

0.60-0.64

R-VAN14-360

F

Rain Bird
R-VAN18-360

R-VAN
18 ft. full circle R-VAN

360

30-55

13-18
1.65-2.11

0.60-0.63

R-VAN18-360

F

Rain Bird
R-VAN24-360

R-VAN
24 ft. full circle R-VAN

360

30-55

17-24
2.35-3.74

0.60-0.63

R-VAN24-360

F

Rain Bird
R-VAN-LCS

R-VAN
left corner strip R-VAN left strip

30-55

5×15
0.18-0.28

0.56-0.64

R-VAN-LCS

F

Rain Bird
R-VAN-RCS

R-VAN
right corner strip R-VAN right strip

30-55

5×15
0.18-0.28

0.56-0.64

R-VAN-RCS

F

Rain Bird
R-VAN-SST

R-VAN
side strip R-VAN

side strip

30-55

5×30
0.36-0.56

0.56-0.64

R-VAN-SST

M

Toro

PRN-TA

Precision
gear-driven rotary

45-270

20-75

14-26
0.17-2.6

0.6

PRN-TA

F

Toro

PRN-A

Precision
gear-driven rotary

45-270

20-75

14-26
0.17-2.6

0.6

PRN-A

M

Toro

PRN-TF

Precision
gear-driven rotary

360

20-75

14-26
1.81-3.68

0.6

PRN-TF

F

Toro

PRN-F

Precision
gear-driven rotary

360

20-75

14-26
1.81-3.68

0.6

PRN-F

ROTORS

Inlet size (in.)
M or F 

thread
Manufacturer Model

Series
Nozzle

Pattern 

(degrees)
Operation  

pressure (psi)

Radius  

(ft.)

Discharge rate 

(gpm)

Precipitation rate 

(in./hr.)

Gear 

drive
Impact

1/2

M
Buckner

17023W
n/a

B

F

25-60

33-44
1.28-5.48

n/a

no
yes

1/2

M
Buckner

17023R
n/a

B

F

25-60

33-44
1.28-5.48

n/a

no
yes

1/2

M
Buckner

170W-23W
n/a

B

F

25-60

31-41
0.33-3.51

0.03-0.16

no
yes

1/2

M
Buckner

170W-23R
n/a

B

F

25-60

29-38
0.56-2.67

0.05-0.17

no
yes

1/2

M
Buckner

170W-15RP
n/a

B

F

25-50

25-35
0.56-2.45

0.04-0.27

no
yes

1/2

M
Buckner

90SD
n/a

B

F/P
25-55

35-48
3.54-5.44

0.28-0.35

no
yes

1/2

M
Buckner

65P
n/a

Pl

F/P
25-60

33-47
3.54-5.64

0.34-0.29

no
yes

1/2

M
Buckner

90DZ
n/a

ZDC

F/P
25-55

34-47
2.11-5.64

0.20-0.28

no
yes

3/4

M
Buckner

2000SX
n/a

B

F

35-80

40-60
2.53-15.71

0.32-0.56

no
yes

3/4

M
Buckner

261SDX
n/a

B

F/P
30-60

41-50
3.94-13.73

0.26-0.61

no
yes

1

M
Buckner

300SAX
n/a

B

F

40-80

47-80
14.61-46.59

0.47-0.89

no
yes

1

M
Buckner

350SAX
n/a

B

F

40-80

47-80
6.32-46.59

0.29-0.73

no
yes

1

M
Buckner

360SA
n/a

B

F/P
35-100

49-82
7.75-44.01

0.36-0.73

no
yes

1.25

M
Buckner

AI120
n/a

B

F

55-95

75-113
24.9-121

0.52-1.05

no
yes

1.25

M
Buckner

400S
n/a

B

F

65-100

85-117
34.62-132.18

0.35-0.7

no
yes

1.25

M
Buckner

AI123
n/a

B

F/P
55-95

73-113
24.9-121

0.52-1.05

no
yes

1.25

M
Buckner

AI120
n/a

B

F

55-95

73-113
24.9-121

0.52-1.05

no
yes

1.25

M
Buckner

400S
n/a

B

F

65-100

85-117
34.62-132.18

0.35-0.7

no
yes

1.25

M
Buckner

AI123
n/a

B

F/P
55-95

73-113
24.9-121

0.52-1.05

no
yes

1/2

F
Hunter

SRM
Pl

6 Pl

adj. 40-360 30-50

15-30
0.42-3.4

~ 0.45

yes
n/a

1/2

F
Hunter

PGJ
Pl

8 Pl

adj. 40-360 30-50

15-37
0.64-5.3

~ 0.6

yes
n/a

3/4

F
Hunter

PGP-ADJ
Pl

27 Pl

adj. 40-360 30-70

22-52
0.5-14.1

~ 0.4

yes
n/a

3/4

F
Hunter

PGP Ultra
Pl

34 Pl

adj. 50-360 30-70

22-52
0.36-14.8

~ 0.4

yes
n/a

3/4

F
Hunter

I-20
Pl

30 Pl

adj. 50-360 30-70

17-47
0.36-14.8

~ 0.4

yes
n/a

3/4

F
Hunter

I-20
SS

30 Pl

adj. 50-360 30-70

17-47
0.36-14.8

~ 0.4

yes
n/a

1

F
Hunter

I-25
Pl

12 Pl

adj. 50-360 40-100

40-71
3.8-31.5

~ 0.4

yes
n/a

1

F
Hunter

I-25
SS

12 Pl

adj. 50-360 40-100

40-71
3.8-31.5

~ 0.4

yes
n/a

1

F
Hunter

I-40
SS

6 Pl

adj. 50-360 40-100

45-70
7.0-28.2

~ 0.4

yes
n/a

1

F
Hunter

I-40 ON
SS

6 Pl

360 ON
40-100

52-76
13.0-33.7

~ 0.4

yes
n/a

1

F
Hunter

I-80
SS

21 Pl

adj. 60-360 40-100

37-94
8.9-59.6

~ 0.6

yes
n/a

1

F
Hunter

I-80 ON
SS

19 Pl

360 ON
40-100

49-97
13.0-58.5

~ 0.6

yes
n/a

1.5

F
Hunter

I-90
Pl

6 Pl

adj. 40-360 60-100

67-90
30.7-69.8

~ 0.6

yes
n/a
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Green means go

I
t’s been a few years since the last time I at-
tended GIE+Expo, and I’m glad I got the 
chance to make my way to Louisville, Ken-
tucky, again in October. There’s something 
unique about the energy on a green indus-
try show floor. 

It’s a place where professionals can make 
connections to build teams, and business own-
ers can choose the next big purchase that will 
give them the edge over competition. From my 
perspective, it’s a place where I can get back in 
touch with my roots and hear from our readers 
directly. I’ll be looking for new equipment and 
technology, major market trends and the peo-
ple making a difference in the industry. 

This year’s show also marks my first as the 
editor-in-chief of Irrigation & Green Industry. 
I’m eager to build on our magazine’s long his-
tory in bringing quality content that improves 
your business and celebrates your hard work in 
the day-to-day grind. That starts with spend-
ing time getting to know the people actually 
doing the job. It might sound like a trial by 
fire, but I’m fortunate that I was able to use the 
first few weeks of my new role to connect both 
with my team and so many of you at the show.

It seems fitting to take a moment this 
month for thankfulness, and I’m extreme-

ly grateful to the whole Irrigation & Green 
Industry team, who really stepped up to the 
task of putting the magazine in your hands 
as I started out. In particular, I’d like to thank 
Associate Publisher Trisha Klaus and Se-
nior Editor Anne Blankenbiller, who put 
an extraordinary amount of work into these 
interim issues. I also greatly appreciate the 
hard work of Senior Editor Mary Elizabeth 
Williams-Villano and Digital Content Edi-
tor Sarah Bunyea. Finally, a special thanks to 
Publisher Deborah Hamlin for giving me the 
chance to continue Irrigation & Green Indus-
try’s tradition of excellence while bringing in 
new ideas.

I want to carry this feeling of connection 
on through to the Irrigation Show and Ed-
ucation Week, coming up Dec. 2-6 in Las 
Vegas. I’ll be spending my time there trying 
to soak up as much information about the 
irrigation community as I can while working 
with my team. If you see me out on the show 
floor and have an insight that you’d like to 
share, feel free to flag me down. If you can’t 
wait until December, reach out to me anytime 
at kylebrown@igin.com. I’ll be happy to hear 
from you.  

I’m eager to build on 
our magazine’s long 
history in bringing 
quality content that 
improves your busi-
ness and celebrates 
your hard work in the 
day-to-day grind.
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Investors Corner
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STOCK
UPDATE

    Last trade (10-15-19)  52-week low  52-week high; Source: Bloomberg.com

Employees and executives from Briggs & 
Stratton Corporation, Milwaukee, joined 
state, county and city leaders in September 
to celebrate the grand opening of the com-
pany’s new commercial products facility in 
Sherrill, New York.

In 2004, Briggs & Stratton acquired 
Ferris Industries, Munnsville, New York, a 
manufacturer of commercial-grade outdoor 
power equipment, in an effort to diversify 
its product portfolio and expand its busi-
ness to serve the growing commercial land-
scape industry. Since then, the company has 

seen tremendous growth in its commercial 
outdoor power equipment business, neces-
sitating an expansion of its Ferris facility, 
previously located in Munnsville.

“This expansion is the result of strong 
sales growth of commercial products the 
company has achieved over the past several 
years and will position it well for continued 
future growth,” says Todd Teske, chairman, 
president and CEO of Briggs & Stratton. 
“In 2013, commercial engines and products 
were less than 13% of total sales, and now 
they represent more than 30% of our sales.”
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Nearly 500 employees were present at 
the celebration and were recognized for 
their hard work, flexibility and dedication 
in the midst of the move. 

“I would be remiss to not thank our 
great employees who stepped up to the 
challenge of moving, acclimating to a new 
environment and continuing to build the 
top-of-the-line products we’re known for,” 
says Harold Redman, senior vice president 
and president of the company’s turf and 
consumer products group. “We truly be-
lieve that great products are a reflection of 
the people who build them.” 

g 6.01g
3.96

g 17.91

g
9.05

Briggs & Stratton opens new  
manufacturing facility

“This expansion is the result of strong sales growth of commercial products the 
company has achieved over the past several years and will position it well for 
continued future growth.” — Todd Teske, Briggs & Stratton chairman, president and CEO
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  Landscape

Sterling Investment Partners acquires HeartLand
Private equity firm Sterling Investment Partners, Westport, Connecticut, has made a 
majority equity investment in HeartLand, in partnership with management. Heart-
Land is a provider of commercial landscape and facilities services currently operating 
in five markets across the central U.S. The company’s founder, Edward Schatz Jr., 
backed by a proven and entrepreneurial team of green industry executives, chose to 
partner with Sterling to continue building a scalable platform in the industry. 

Headquartered in Kansas City, HeartLand serves clients through its five region-
al companies: Signature Landscape in Kansas City; Columbia Landcare in central 
Missouri; Keesen Landscape in Denver; Hillenmeyer Landscape in Lexington, Ken-
tucky; and JML Landscape in Pittsburgh. Their services include full-service mainte-
nance, landscape enhancements, and snow and ice management.

“We conducted an intensive and focused search to secure a new financial partner 
who will support our continued growth; that process led us to the ultimate selection 
of Sterling Investment Partners,” says Schatz. “Their proven track record and man-
agement partnership philosophy have resulted in the growth and development of 
multiple firms over the years, and we are confident they will help HeartLand achieve 
that same level of success.”

“We are very excited to partner with HeartLand’s entrepreneurial team, who have 
a compelling history of success in the space,” says Charles Santoro, managing part-
ner and co-founder of Sterling. “We look forward to working with the company to 
expand its geographic reach as the team continues to build a world-class platform.”

• • GREEN BUSINESS BRIEF

  Irrigation

Aspire and Weathermatic announce strategic partnership
Aspire, Chesterfield, Missouri, and Weathermatic, Garland, Texas, have entered 
into a strategic partnership integrating Aspire’s business management software with 
Weathermatic’s software for water management. The Aspire-Weathermatic partner-
ship brings together a first-of-its-kind integration of mobile business software with 
expert water management tools.

“This new partnership is a tremendous game changer in the landscaping indus-
try,” says Kevin Kehoe, a founding partner of Aspire. “The integration of Weather-
matic’s SmartLink software into our Aspire platform brings one more critical busi-
ness element literally into the hands of our users. Being able to inspect water zones, 
manage timer adjustments and create system reports right from the Aspire login will 
allow us to drive far more efficiency and business impact. ”

“Water management is becoming a necessity for landscape maintenance con-
tractors who want to grow significantly,” says Mike Mason, president and CEO of 
Weathermatic. “Since introducing our SmartLink technology we have seen over and 
over that those landscaping businesses who manage water with expertise are the ones 
seeing sustainable growth year to year.” 

As an indication of commitment to the partnership, Weathermatic has made $15 
million of capital available for Aspire clients who desire to fully transform their port-
folios of outdated irrigation controllers and upgrade them to the efficient SmartLink 
platform connected with Aspire software.

In addition to accessing capital for portfolio conversion, Aspire users can also 
gain training, marketing and sales support from Weathermatic as they incorporate 
SmartLink into all contract renewals and new project bids. Weathermatic customers, 
in turn, gain access to the tools, services and expertise of the Aspire business network.
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  Equipment

Alamo Group to acquire Morbark
Sequin, Texas-based Alamo Group has entered 
into an agreement to acquire Morbark LLC 
from Stellex Capital Management for $352 mil-
lion. The sale includes all assets and operations 
of Morbark and its affiliate brands.

Founded in 1957 and based in Winn, Michi-
gan, Morbark and its affiliate brands, Rayco, De-
nis Cimaf and Boxer Equipment, produce a full 
line of brush chippers, stump cutters, mini skid 
steers, forestry mulchers, aerial trimmers, whole 
tree and biomass chippers, flails, horizontal and 
tub grinders, sawmill equipment, material han-
dling systems and mulcher head attachments for 
excavators, backhoes and skid steers.

“Together with Stellex, Morbark has 
achieved our strategic vision by greatly enhanc-
ing operations and implementing lean initia-
tives and best-in-class manufacturing practices 
that have resulted in new and improved rede-
signs, significant reductions in lead times and 
improved delivery performance,” says Morbark 
CEO Dave Herr.

Upon completion of the transaction, Mor-
bark will become part of the Alamo Industrial 
Division. Herr will continue in his role as Mor-
bark CEO, and Morbark’s day-to-day opera-
tions will remain unchanged.

“This move provides numerous benefits for 
Morbark,” says Herr. “Employees, customers 
and dealers will notice no significant changes in 
their day-to-day work. Being part of a publicly 
traded company provides long-term stability so 
we can continue our investments in equipment 
and products to promote continued growth. 
All of our brands have an excellent reputation 
in the industry and will be maintained with no 
changes. We will have a significant opportunity 
to leverage Alamo’s international presence to ex-
pand our sales and sourcing capabilities.”

www.igin.com
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• • GREEN BUSINESS BRIEF

  Tree Care

Urban Forestry Services joins Bartlett Tree Experts
Bartlett Tree Experts, Stamford, Connecticut, has acquired Urban Forestry Services Inc., 

a horticulture, arboriculture and urban forestry consulting company operating out of Mount 
Vernon, Washington. The new operation will be known as Urban Forestry Services | Bartlett 
Consulting. This acquisition furthers the expansion of the company’s consulting division.

“Urban Forestry Services has an amazing reputation, and their experience and profes-
sionalism will help take the consulting division to the next level,” says Nick Martin, direc-
tor of Bartlett Consulting. “I believe their focus on proper tree selection, which is rooted 
in survivability, will help strengthen our overall approach to establishing and growing our 
urban forests.”

Jim and Annie Barborinas, former owners of Urban Forestry Services Inc., will be con-
tinuing in their roles as consultants and managers with Urban Forestry Services | Bartlett 
Consulting. The pair first opened Urban Forestry Services in 1990 to provide tree invento-
ries, tree risk assessments, horticultural consultation and landscape appraisals to the Puget 
Sound region. Just a few years later, they opened Urban Forest Nursery Inc. to grow and sell 

quality wholesale trees meant 
for urban streets and land-
scapes, which they will retain.

In addition to certifications 
and close affiliations with a va-
riety of professional organiza-
tions, Jim and Annie have been 
actively involved for many years 
with the TREE Fund, a non-
profit organization dedicated 
to raising money for urban tree 
research and education.

 QUICK
 TAKES

Career center promotes 
landscaping jobs
In Greenwood, Indiana, students 
are learning that mowing the lawn 
can be more than just a chore — 
you can turn it into a very profit-
able business. Central Nine Career 
Center, based in Greenwood, is 
teaching students through its land-
scape management program about 
the ins and outs of careers in the 
green industry.

The students work on landscape 
projects for homes, businesses and 
even maintain the Central Nine 
campus. Students learn to use and 
maintain push and riding mowers, 
tractors, trimmers and leaf blowers.

John Deere donates to 
maintain National Mall
If the turf around the monuments 
in Washington, D.C., starts looking 
a lot spiffier soon, thank the John 
Deere company. The Moline, 
Illinois-based manufacturer just 
donated a new fleet of equipment 
to The Trust for the National Mall.

The donated equipment includes 
alternative-fuel mowers and mainte-
nance equipment, some $400,000 
worth, to help care for newly re-
stored sections of turf on the Mall.

Stihl joins with Burton 
Snowboards
Stihl Inc., Virginia Beach, Virginia, 
has announced its relationship with 
Burton Snowboards, Burlington, 
Vermont, as a sponsor of the Bur-
ton Stash parks, which use natural 
elements to build terrain park-like 
features.

To support Burton’s efforts to 
make its Stash parks as sustainable 
as possible, Stihl will contribute 
battery-powered outdoor power 
equipment and funding to help 
build new features and create new 
chain saw art. They are also helping 
Burton’s headquarters become more 
sustainable through the use of Stihl 
battery-powered equipment. 

  Irrigation

Consortium addressing water problems
In Fort Collins, Colorado, 42 acres of uncultivated 
farmland, a couple of buildings and a small weath-
er station will be transformed over the next several 
months into a bustling research center for irrigation, 
according to an article by Colorado State University 
College of Agricultural Sciences.

The site is Colorado State University’s physical home for the Irrigation Innovation Consor-
tium, a multiuniversity organization partnering with the landscape and agriculture industries 
to tackle the ballooning challenges of water scarcity. The CSU-led consortium was established 
last year through a $5 million grant from the Foundation for Food and Agriculture Research, 
which was matched by the Irrigation Association and initial participants. The co-founding 
university partners are Texas A&M Agrilife Research, University of Nebraska-Lincoln, Kansas 
State and Fresno State, and they are joined by an expanding list of industry collaborators. 

“Forces of growth, demand for more water, declining groundwater and climate change are 
all coming together to the point where irrigation is going to have to be more efficient and 
more effective,” says Reagan Waskom, director of the Colorado Water Center, which is the 
consortium’s administrative head.

The goal is simple: Help farmers and landscapers do more with less, by combining the 
practical knowledge of industry with the academic expertise of universities.

This fall and winter, the consortium’s steering committee is using a competitive process 
to select new projects submitted to its open call for proposals. 

“Basically, the consortium’s approach is to ferret out the best ideas, either from the public 
or private sector, build teams around those ideas, and try to address them,” says Waskom.

The staff of Urban Forestry Services | Bartlett Consulting alongside key 
Bartlett employees
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Gary Horton, MBA, is CEO of Landscape Development Inc., a green industry leader for over 35 years with offices 
throughout California and Nevada. He can be reached at ghorton@landscapedevelopment.com.
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By Gary HOrTOn

Time to revisit the  
‘good old ways’

K
now what your customers want. Sounds 
like common sense, doesn’t it? Yet, we 
often think, “Of course we know what 
our customers want — we’ve been doing 
this for years.” 

If you’ve been in the landscape or irrigation busi-
ness for some time, there’s a good chance that you’ve 
become accustomed to a “good old way” of doing 
things, from the way you calculate bids to your pro-
cesses out in the field. What’s worked in the past 
seems to be working perfectly well in the present — so 
why upset the apple cart? 

In his book “Raving Fans,” management consul-
tant Ken Blanchard teaches that the key to winning 
the hearts of customers is learning what customers 
want and tailoring your products and services to ex-
ceed their particular expectations. 

Landscaping is not a mass‐market business. No 
two jobs are exactly alike. Every job has unique lev-
els of service, amount of detail and scheduling. And 
no two customers are alike, either.  They all have their 
own interests and hot buttons.

A rude but necessary awakening
Years ago, I experienced something profound that for-
ever changed the way our company assembles com-
mercial proposals. 

We’d gone to a client’s office to tie up a model 
home installation contract. One of our experienced 
project managers had assembled our proposal with 
a standard summarized price followed by a long list 
of qualifications — which included a significant up-
charge for a major site amenity. Because the architect 
had failed to provide exact specifications, the project 
manager had omitted this item from the base bid and 
stuck it deep down in the bid qualifications. 

All was going well with our sales pitch until the 
subject of this missing site amenity arose. My proj-
ect manager matter‐of‐factly told the client the 
$100,000‐plus item was fully noted in the qualifica-
tions. When the client heard this, he erupted! Jump-
ing to his feet, he leaned over the table to our project 

Never assume 
that your “good 
old way” of 
doing things is 
necessarily the 
best way.

manager and shouted, “You don’t think we actually 
read all of this (expletive) stuff, do you?” 

I’d never witnessed a client outburst as intense as 
this and haven’t since. But, in truth, this client had a 
right to be upset. Our project manager had used our 
base bid number as though it was reliable, even though 
that wasn’t really accurate. Our previously friendly cli-
ent felt abused and betrayed, and we went back to our 
office licking our wounds. 

This shocking experience motivated us to create 
a new bid format tailored to what our clients most 
wanted to see. We surveyed our clients and, based on 
what they told us, we reimagined what a construction 
proposal should look like — through their eyes. 

Put yourself in your client’s shoes
I won’t disclose our bidding secret sauce, but I will tell 
you that we learned to be upfront and honest with 
clients throughout the bidding process. Early and full 
disclosure of all the costs that might be incurred pro-
tects their interests and yours. 

Provide a base bid early in the proposal, but right 
after that, discuss every concern they might have. Put 
yourself in their shoes. Discuss and disclose all the po-
tential extra charges and issues that might be encoun-
tered before the job is completed. Demonstrate that 
you have their best interests in mind. Be the good guy 
— give them all the information they’ll need to make 
fully informed and intelligent decisions.

Never assume that your “good old way” of doing 
things is necessarily the best way. Periodically adjust 
all your customer-facing processes to what your cus-
tomers really want, and you’ll surely win more busi-
ness — creating “raving fans” along the way. 

Are you curious what happened with that angry 
client? It’s 35 years later, and we continue to do all 
his work. 

Have you had any similar “awakenings” that caused 
you to significantly improve or change your business?  
Please email me at the address below, so I can compile 
ideas to share in future columns. 

BEST WAY

OLD WAY



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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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

Know your IP ratings

An important part of any product that is in-
stalled outdoors is its IP rating, also called 
IP code, ingress protection rating or inter-
national protection rating. Published by 

the International Electrotechnical Commission, they 
classify and rate the degree of protection a mechanical 
casing and/or electrical enclosure has against intru-
sion by dust, water or something else, including body 
parts such as hands and fingers.

Let’s examine different IP ratings and what they 
mean relative to landscape lighting components. This 
will help you be better equipped to know what you’ll 
need to install in certain kinds of environments.

Defining the digits
There are two digits associated with the IP rating sys-
tem. The first number refers to how well a device is 
protected against the intrusion of solid particles like 
dirt and dust. The highest rating is 6. 

The second number refers to the degree of protec-
tion against the ingress of moisture. The highest rating 
for this is 9. The highest rating you’ll see on any land-
scape lighting element is IP68. 

The following is a bit more detail on the typical 
IP ratings you’ll see on landscape lighting lamps and 
other components.

Understand each rating
An IP61 rating on a device indicates it is dust-tight 
and protected against the intrusion of droplets of 
water from something such as condensation. MR16 
LED lamps are among the most common products 
that carry this rating. It means that even if a direction-
al fixture with an MR16 LED lamp in it gets a crack 
on its lens, the lamp inside will still be protected.

Ratings of IP63 and IP64 also mean that a com-
ponent is dust-tight. An IP63 rating indicates protec-
tion from rain and water spray hitting the unit at a 
60-degree angle. If a unit’s rating is IP64, it’s protected 
against the intrusion of splashing water coming from 
any and all directions. Many open-bottom electrical 
covers will bear IP63 or IP64 ratings. Several manu-

facturers offer low-voltage dimmers and wall switches 
that also carry one of these ratings. 

An IP65 rating on a device means that it is dust-
tight in addition to being protected against rain, 
splashing water and jets of water that hit it from any 
angle. Most ground- or wall-mounted integrated fix-
tures will carry this rating, as will most silicon- and 
plastic-covered miniature lamps. When retrofitting a 
path or area light that doesn’t have a lens, it’s a good 
practice to select an IP65-rated lamp. That way, if wa-
ter from a lawn sprinkler sprays the fixture, its lamp 
will be protected. 

The rating IP66 means a device is dust-tight and 
also protected against the intrusion of water project-
ed by powerful jets in any direction. Most landscape 
lighting transformers have this rating. Several manu-
facturers offer IP66-rated mesh Wi-Fi extension pods. 

An IP67 rating means that a device is dust-tight 
and can withstand submersion in water up to 1 me-
ter deep for up to 30 minutes. Should you need to 
do an installation in an area that can experience high 
moisture levels and/or accumulate standing water, an 
IP67 product would be a good choice. Many PAR36 
lamps and sealed integrated fixtures are rated IP67, 
as are epoxy-filled LED drivers and several brands of 
outdoor speakers. 

Products with an IP68 rating will be dust-tight 
and suitable for continuous immersion in water under 
certain conditions cited by the manufacturer. Normal-
ly, this rating means that a piece of equipment is her-
metically sealed. However, when it appears on certain 
other types of equipment, it can mean that water can 
enter — but only in a way that will produce no harm-
ful effects. Most integrated underwater lights carry an 
IP68 rating.

Before you install any landscape lighting compo-
nent, invest some time researching all its specifica-
tions. And should you ever run across a “bargain lamp” 
somewhere, remember that it’s probably a bargain for 
a reason. Be sure to check the IP rating of every land-
scape lighting product you buy. If you would like a 
copy of an IP ratings chart, please email me and I’d be 
happy to send you a copy. 

Be sure to 
check the 
IP rating of 
every landscape 
lighting product 
you buy.
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Fire features are hot,  
and not just because of  

the flames they produce.

BY MARY ELIZABETH WILLIAMS-VILLANO
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W    
hat is it that draws us to want to 
sit around the soothing flames of 
a roaring fire? It must be some-
thing that’s coded into our DNA, a 

throwback to our cave-dwelling ancestors gathering 
around a blaze, enjoying a barbecue compliments of 
the latest hunt.

Design/build contractors who create outdoor liv-
ing spaces are well acquainted with our innate desire 
to gather around the orange glow of a blazing fire. 
Many of these spaces will include a fireplace, fire pit 
or bowl, tiki torches, or one of the newest and coolest 
hot things out there, the fire table. 

Fire pits and fire features are part of the red-hot 
outdoor living trend. “Millennials, in particular, like 
the outdoors, and they want their homes to have a 
seamless flow from the inside to the outside,” says 
Joey S. Shimek, vice president of sales at The Out-
door GreatRoom Company, Burnsville, Minnesota. 
“And people who live in the more northern states 
want to extend their short summers as long as pos-
sible.”

There are four major types of fire features: fire-
places, usually built as part of an outdoor living room; 
fire pits or bowls, freestanding units that sit on or are 
dug into patios; tiki torches; and fire tables that sit at 
dining height, with room for plates and cups with a 
long, narrow stream of fire running down the center.

Shimek says, before installing a fire feature for a 
client, a contractor should ask the client a few ques-
tions — such as what’s the primary use going to 
be? Are they going to want to place glasses or din-
ner plates around it, or do they just want something 
warm to sit around and enjoy? What sort of space is 
available? What sort of décor does the outdoor room 
have, so the feature can be made to blend in with it? 

Regardless of where a fire feature is on a client’s 
wish list, the contractors who install them agree that 
they’re hot commodities. Ed Geneser, who handles 
design and sales at Country Landscapes Inc., Iowa 
City, Iowa, says “A lot of our customers come to us 
with the fire feature as their number one priority and 
not as part of a larger project.” 

Just the opposite has been true for Aaron Wilt-
shire, owner and president of Oklahoma Landscapes 
Inc., Tulsa, and a veteran outdoor room contractor. 
“Very rarely do we get a call where someone says, ‘I 
just want a fire feature, and I want it right here on my 
existing patio,’” he says. “Even if someone just wants 
a fire pit, it’s usually a part of a larger patio extension.”

A RANGE OF PRODUCTS TO 
FIT ANY BUDGET
Fire pits and fire features are within the reach of just 
about everyone. “A wood-burning fire pit without 
natural gas plumbed to it could be had in the $1,500 
range,” says Wiltshire. “Or, they could buy a fire pit 

or fireplace kit that I would install for them — that’s 
a lower-cost option.” Something as nice as the large, 
linear (rectangular) granite-clad feature he recently 
installed for someone cost around $12,000.

Geneser says younger buyers tend to gravitate to-
ward fire pits. “They’re more sociable and easier for 
larger groups of friends or family to gather around,” 
he says. Fireplaces cost quite a bit more, which is 
another reason younger homeowners go for the pits 
and bowls. He’ll also suggest fire tables to those types 
of clients, touting the tables’ quick-connectors that 
allow great flexibility. 

The type of kit Wiltshire referred to is still a 
contractor-grade product, not something that a 
do-it-yourselfer could buy at a local big-box store. 
There’s a huge difference in quality between those 
two products.

“Contractor-grade fire features will have things 
like high density powder-coated steel finishes in a 
range of colors and be made out of glass-fiber rein-
forced concrete,” says Adam Kahler, director of sales 

A stone fire feature can complement the surrounding hardscape 
and landscape design.  Photo: Oklahoma Landscape Inc.

A linear gas-fed fire feature warms a restaurant’s 
outdoor seating area. Photo: Fire Pits Direct
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and marketing at Spotix, parent company of Fire Pits 
Direct, North Liberty, Iowa. “That material handles 
sudden temperature changes well. If the ambient 
temperature outside is cool and somebody lights up 
a cold gas fire feature that’s surrounded by standard 
concrete, the temperature contrast could crack it al-
most immediately.”

“Our burners use grade 304 stainless steel,” says 
Shimek, “which is known for its high corrosion resis-
tance and meant to be used outdoors. It’s not going 
to tarnish or rust right away like a cheaper product. 
You’re not going to be replacing it after one year.”

Geneser says that lower quality units may be 
made of aluminum or a cheaper grade of steel that 
will rust. “A lot of the units we sell are made of steel 
and brass, and those are never going to deteriorate.”  

Wiltshire says, “Generally what we see is that the 
big-box products have a limited lifespan, like a chaise 
lounge that sits outside all the time. Eventually, that 
just wears out and you throw it away. The beauti-
ful thing about having a full-masonry installation 
plumbed with natural gas is nothing can rot or decay, 
and it’s easy,” Wiltshire says. 

This allows for spontaneity. “People don’t say on 
a Thursday, ‘Let’s have a fire Saturday at about 6 
o’clock,’” says Wiltshire. “No — they’ll be inside the 
house eating dinner and someone will say, ‘It’s nice 
out, let’s go light a fire.’” He adds, “Ease of use is a big 
deal. It’s my job to make people’s outdoor living en-
vironments very easy for them, and thus, something 
that they will use consistently.”

WOOD VERSUS GAS
Gas-powered fire features are by far more popular 
overall than wood-burning models, according to 
Kahler and Shimek. But there’s something romantic 
about the sound and smell of a crackling fire, and 
some people want to recreate that “campfire” feeling 
in their backyards. 

In that case, Wiltshire has a speech prepared that 
tends to take the stars out of people’s eyes. “Clients 
will say, ‘We want a wood-burning fire pit,’ and I’ll 
say, ‘That’s fine, we can do that. But you know how 
every summer there are ‘no-burn’ days? How you have 
to get a wood fire started, tend it and put it out? And 
how at campfires, people complain that the wind 
blows smoke in their faces? If you’re okay with all 
those things, then let’s build you that wood-burning 
fire feature.’ After they hear that, about 70% get talk-
ed out of it.”

Romantic notions aside, a lot of times local or-
dinances will dictate the choice, says Geneser. “If 
it’s a small yard and the code says a wood fire fea-
ture needs to be 25 feet away from a combustible 
surface, they might have to go with gas. In a lot of 
neighborhoods nowadays, houses are really close 
together, and you don’t want to be producing a lot 
of smoke for your neighbors.” Still, he says that 
quite a few of Country Landscapes’ clients request 
wood-burning features.

SMART TECHNOLOGY  
AND SAFETY
Fire features are increasingly compatible with 
smart home technology. Many features have re-
mote control capability allowing the user to turn 
it on or off or modulate the flame via a dedicated 
remote or phone app. “We’re finding it much eas-
ier to integrate with pool systems and a variety of 
different home automation systems that are on the 
market now,” says Kahler. 

Owners of high-end residences or commercial 
properties such as restaurants and hotels want the 
convenience and safety of electronic ignitions and 

You need to make 
sure that you 
have enough gas 
supply going 
into the feature 
so it will be able 
to operate at its 
highest level.  
— ED GENESER, COUNTRY  
     LANDSCAPES INC.

A gas-fed concrete outdoor 
fire bowl blazes away on a 
patio. Photo: The Outdoor 
GreatRoom Company

A wood-burning 
outdoor fireplace 
can help your 
client recreate 
that “campfire” 
feeling in their 
backyard.  
Photo: Country 
Landscapes Inc.
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smart technology. An electronic ignition is safer 
for a number of reasons. 

“A conventional gas fire feature typically has 
a ball valve,” says Kahler. “You turn the gas on 
manually using a standard fireplace key, and 
then light it with a match or lighter. That doesn’t 
work well in a commercial setting because there’s 
too much margin for error. Patrons can interfere 
with it, and things can happen, such as leaving 
the gas valve open overnight.”

Many electronic-ignition fire features have 
timers, an especially useful safety feature in the 
commercial arena. A bar or restaurant manager 
can set the feature to turn on at 6 p.m. and off 
again just before closing, instead of depending 
on an employee to remember to turn it off.

This technology may come at too high a cost 
for some budget-conscious homeowners, how-
ever. An electronic ignition generally adds about 
$1,500 to the cost of a gas fire feature, so many 
will opt to light it with a match.

A contractor-grade fire feature will be safe, 
if properly installed. A new standard from the 
American National Standards Institute requires 
that any gas-powered outdoor fire feature must 
include a mechanism that automatically shuts 
off the flow of gas should the pilot light blow 
out from a sudden gust of wind.

Kahler’s company trains all its product spe-
cialists, the people who interact with contrac-
tors, through the National Fire Institute. “That 
is a certification that a lot of people who work 
in the market space have,” says Kahler. “It means 
that someone has in-depth training on the safe-
ty aspects of gas fire feature installation.” 

Local ordinances may dictate who can plumb 
gas lines. Country Landscapes uses a certified 
subcontractor for this purpose. The installation 
must pass a city inspection afterward.

FIRE PIT PITFALLS
There are a few general things to keep in mind 

that will help your installations go smoothly. 
Wiltshire says a mistake that installers some-

times make is in not understanding the BTU 
(British thermal unit, a measurement of thermal 
energy) requirements of the firepit ring or burn-
er. “All fire features need a certain number of 
BTUs to function properly,” he says. “You need 
to make sure that you have enough gas supply 
going into the feature so it will be able to operate 
at its highest level.” 

“Sometimes, there’ll already be a stub-out 
for, say, a gas grill,” adds Geneser. “But when we 
test it, we can see that it doesn’t deliver enough 
gas to run the feature properly and we’ll have to 
run a line off the meter. If the meter is on the 
opposite side of the house, and we have to nav-
igate through walls and around trees and posts, 

sometimes that’s insurmountable, and they’ll 
have to settle for running the feature off a pro-
pane tank.”

Wiltshire cautions you to be careful about 
where you place a feature so that it doesn’t be-
come something that could potentially burn the 
house down. It’s also important to add a drain 
hole so rainwater won’t build up inside the cavity. 

HEAT UP YOUR BOTTOM 
LINE 

The profit margins on fire features can be 
high. “Contractors make a lot of money on these 
things,” says Shimek. 

Wiltshire agrees. “Fire features are profit-
able,” he says. “However, if I was just installing 
fire pits alone, then I probably wouldn’t be in 
business. But I’m not — I’m also building a pa-
tio, a retaining wall and a built-in seating area. 
The fire feature is just one piece of the puzzle 
that I’ll assemble for someone.”

“They do add to a project’s bottom line,” he 
continues. “But you just need to make sure you 
charge enough for them and not put them in too 
cheaply. If you price them correctly and under-
stand your labor costs, they can make you a good 
deal of money.”

With the right information, proper equip-
ment and planning, a fire feature can help you 
add to your project’s bottom line without getting 
burned. 

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

The ABCS  
of BTUS

A British thermal unit is the 
measure of the amount of 
energy required to heat one 
pound of water by 1 degree 
Fahrenheit. With regard to a 
gas-powered fire pit or fea-
ture, the higher the number 
of BTUs, the more flame and 
heat the fire pit or feature 
will generate, and the more 
warmth is felt from the fire. 
The output of a fire pit or fea-
ture will generally range from 
30,000 to 100,000 BTU.  

The appearance and 
height of the burner’s flame 
is affected by other things 
besides the number of BTUs. 
The amount of air mixed with 
the gas before it is burned 
affects the overall color and 
height of the flame. More air 
can be added by opening 
the air shutter, if there is one, 
wider at the orifice. 

The more air in the mix, 
the bluer and shorter the 
flame will be. It will also be 
a cleaner burning, higher 
temperature flame.  

Conversely, closing the 
shutter and reducing the 
airflow produces a brighter 
yellow, taller flame. Closing 
the shutter too much results 
in a sooty, dirty flame. (Note: 
Not all manufacturers utilize 
adjustable air shutters on 
their burner systems.)

A larger orifice hole or a 
higher gas pressure means 
more BTUs, assuming all oth-
er factors remain the same. 

Natural gas has fewer 
BTUs per cubic foot than 
liquid propane. Both are sold 
by the BTU, so the more BTUs 
a feature uses per hour, the 
more it costs to use the fea-
ture. Generally, it’s desirable 
to have a high BTU measure 
for a gas fire pit or feature. 

Source: The Outdoor GreatRoom Company

Younger buyers tend to gravitate toward fire pits, similar to 
what is being installed here.  Photo: Fire Pits Direct 
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Q&A SERIES: SNOW AND ICE REMOVAL

The president and CEO of Linnemann Lawn Care and 
Landscaping, Adam Linnemann, shares how snow and ice 
removal can be an integral part of a landscape business.

EDITED BY KRISTIN SMITH-ELY

I
t’s 5 a.m. on a blustery and cold winter’s day. While most people are still tucked in bed keeping warm 
under fluffy down comforters with their dogs at the foot of the bed, you’ve been out in your truck for 
hours because several inches of snow came down overnight. It’s your job to make sure the parking 
lots and driveways are clear of snow and ice before the currently sleeping masses begin their morning 
commute.

Your work plowing and treating pavement is critical to making sure your customers can get out of 
their driveways to get to work or have a safe parking lot to park in when they get there. Without you, 
motorists would be stranded or worse, they would hit a patch of ice and strike another vehicle or slip 

and fall walking into the office. 
Snow removal is one of those businesses that is less predictable than other green industry niches. It can 

come along at any time of day and is utterly dependent on the weather. One mild winter might hurt profits, but 
a harsh winter might have you raking in the dough. You’ll work for it though. 

Welcome the 
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Q&A SERIES: 
SNOW AND ICE 
REMOVAL

Landscape companies located in the snow-prone 
areas of the country know that winter is a whole dif-
ferent ballgame than the routine that summer main-
tenance provides. A missed weed trim isn’t going 
to put someone in the hospital. But not getting the 
sidewalk cleared of snow and ice might. 

Snow management is just one of the many ser-
vices Waterloo, Illinois-based Linnemann Lawn 
Care and Landscaping Inc. performs. President and 
CEO Adam Linnemann started the business in 
1994 when he was only 14 years old. 

“Today, we employ 25 team members and dis-
patch nine crews for service and install work,” 
Linnemann says. The company’s service offerings in-
clude lawn maintenance, lawn care, landscape design 
build, holiday lighting and of course, snow removal. 
A fleet of 13 trucks helps get the crews and the snow 
in the right place. 

Even for a company like Linnemann whose 
customers in the Greater St. Louis area don’t see 
as much snow as other parts of the country, snow 
removal is still a good business. About 20% of the 
company’s annual profits of $1.4 million comes 
from snow removal alone. 

In this Q&A, Linnemann shares his insights 
into running a successful snow removal business as 
part of an entire landscaping operation. 

Q. What time of year do you start marketing 
your services and why?
Our marketing of our services is nonstop. Snow re-
moval contracts were wrapped up in early August. 
We blast our email newsletter for fall aeration and 
overseeding in early August as well. Holiday light-
ing comes next. We send out renewal info for new 
lawn service as early as late January for the following 
season. It’s a nonstop effort for us at Linnemann.

Q. When do you book most of your ongoing 
business?
Most of our business is booked in February when 
we send out renewal info. We work all winter long 
touching base with existing clients and set up re-
newals at that time. My sales people are busy in the 
offseason getting contracts renewed all winter long. 

Q. What are your customer retention strat-
egies?
We offer a prepay discount back in the form of a 
gift certificate if our clients prepay. This helps with 

About 20% of Linnemann Lawn Care and Landscaping’s annual profits of $1.4 million come from snow removal alone.

HELPING HIS PEERS
Whether it is sharing advice about snow removal or answering an accounting ques-
tion, Adam Linnemann doesn’t mind helping out his fellow green industry pros. In 
2017, the owner of Linnemann Lawn Care and Landscaping, Waterloo, Illinois, start-
ed The Green Executive landscape industry peer groups and consulting. 

“We currently facilitate two peer groups, offer regular facility tours of our own 
shop and tour others while providing constructive feedback,” Linnemann says.

He also offers one-on-one consulting and green industry bookkeeping services, 
which includes accounts receivable, accounts payable, payroll services and Quick-
books invoicing. 

“We are here to help,” he says.

Simply doing good, 
consistent work, 
having clean trucks 
and uniformed team 
members goes a 
long way as well.

–Adam Linnemann
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customer retention. Simply doing good, 
consistent work, having clean trucks and 
uniformed team members goes a long way 
as well. The last thing that helps us out the 
most with customer retention is having 
someone in the office answering phones 
five days a week. Clients love talking to 
someone and knowing they can always 
get a hold of someone for any questions, 
problems or service changes.

Q. What are the biggest challenges 
in the snow removal business?
This is an easy answer … getting salt at 
a reasonable price when needed and hop-
ing it actually snows here in St. Louis. We 
only average 15 to 18 inches per year.

Q. What are the opportunities?
Opportunities would be to turn these 
snow contracts into seasonal for guaran-
teed income. We would have to test the 
waters with this method. 

Q. What do you think it takes to 
be successful in the snow removal 
business?
Definitely it is having clients that want 
zero-tolerance on their properties, allow-
ing you to salt and apply ice melts even 
when we get very minute amounts of ice 
or snow. It is also educating clients on 
why it’s important to be a zero-tolerance 
business for the safety of their customers. 
Lastly, understanding your own numbers 
and what to charge is important so you 
can rest assured you are making money for 
this important service.

Q. What does it mean to have  
a “zero-tolerance” snow removal 
business?
Zero tolerance means that even in very 
light snows or “dustings,” we come out 
and mitigate the snow with ice melters. 
The same goes for any refreeze situations 
after the storm.  When the snow piles 
melt, if they refreeze on the parking lot as 
ice, we come out and mitigate the ice.  We 

have no tolerance for ice or snow on the 
properties we manage.

Q. What advice do you have for 
someone considering expanding 
their landscape business into snow 
removal?
Go with bulk spreaders if at all possible. Ice 
melts are cheaper when purchased in bulk. 
I also recommend hiring a weather service 

to give you detailed weather reporting so 
you can make educated decisions on when 
to service based off up-to-date weath-
er data. Enjoy working at night and long 
hours, because snow removal is not for the 
faint of heart! 

Adam Linnemann is president and CEO of 
Linnemann Lawn Care and Landscaping. He can 
be reached at adam@linnemannlawncare.com.

Enjoy working at 
night and long 
hours, because 
snow removal is not 
for the faint of heart!

–Adam Linnemann



Take the STRESS  
out of seasonal hiring

By Kate Kjeell
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BUSINESS TO BUSINESS

When the weather turns 
cold and pumpkin 
spice makes its return, 
the holidays can’t be 

far away. This is a time of great profitabil-
ity as well as great stress for many orga-
nizations. By November, most retailers 
have been in the market for their seasonal 
holiday workers for weeks or months. The 
same goes for package delivery and hospi-
tality industries.

Seasonal businesses know the impor-
tance of getting a jump on seasonal hiring, 
and the green industry is no different. Un-
less you are in the holiday lighting business, 
the busy season is usually during the warm-
er months, but companies with a planful 
approach to seasonal hiring can benefit 
year-round.

It’s no secret that we are in a tight labor 
market. In September, the unemployment 
rate hit a 50-year low, and we are fast ap-
proaching what economists call “full em-
ployment,” which means that every person 
who wants a job has found one. This puts 
pressure on all levels of jobs but particularly 
part-time and entry-level positions.  As the 
labor pool tightens, the competition to hire 
these types of employees will increase as 
job seekers are presented with more work 
options and higher compensation.

These trends make seasonal hiring even 
more challenging. But there is hope! Com-
panies that are proactive and innovative 
in their approach will be able to beat the 
competition. Here are six strategies that 
can help you be creative in your approach 
to seasonal hiring.

1 Plan ahead
A key discipline in all hiring is 
knowing the number and types 

of positions you will need to fully staff your 
organization. This is called workforce plan-
ning. Seasonal hiring is a key component 
of any workforce plan. How many workers 
will you need and what skills should they 
bring are two questions that need to be an-
swered. If you are having trouble coming 
up with this data, look back to last year as 
a baseline. Is your business growing? Then 
that number should be higher. Is it con-
tracting? Then maybe that number is lower.

Once you know your targets, get an early 
start. In a limited talent pool, it’s the early 
bird that gets the worm. A rule of thumb 
is to start planning for and hiring your sea-
sonal workers two to three months ahead of 
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Kate Kjeell is president 
of TalentWell, a recruiting 
firm that specializes in 
helping small and midsized 
businesses thrive by finding 
and hiring the right people. 
The firm’s approach can be 
described in three words: 
find, fit, flourish.
She can be reached at
kate@talentwellinc.com.

when you need them. Remember that it takes time to 
get candidates through your hiring process. According 
to recruiting software provider iCIMS, the average 
time to find and hire a seasonal candidate is 42 days. 

2 Leverage your employees
When looking to bring on seasonal work-
ers, check first to make sure there isn’t any-

one in your organization that would like to pick up 
extra shifts. Large retailers like Walmart offer addi-
tional shifts to their full-time employees, as well as 
seasonal bonuses, to help meet the demands of their 
busy seasons.

Your employees are also a great source of quality 
candidates. Tap into their networks as the first strat-
egy to expand your talent pool. Employee referrals 
are a top source of hires. According to the Society 
of Human Resource Management, they account for 
over 30% of all hires. Many companies have imple-
mented a bonus for employee referrals that varies 
from small amounts to several thousand dollars. Ef-
fective marketing of an employee referral program 
keeps it top of mind and yielding good dividends.

3 Stay flexible
Being flexible and resourceful is critical 
for successful hiring in a competitive job 

market. Be open to candidates who may not check 
every box but bring strong skills. What abilities and 
background are truly required for a job? What skills 
are you willing to teach or train? Recruiters caution 
about looking for the “perfect” candidate with a 
100% match when in reality 80% or higher is con-
sidered a great candidate match.

Also consider candidates who might not be your 
typical demographic. Could a student be a possibil-
ity? Creating internships or learning opportunities 
can increase your talent pool. What about a retiree? 
Today’s active retirees are often looking for seasonal 
jobs and can bring a wealth of life experience and 
skills to the table.

4 Create a pipeline of talent
Seasonal hiring shouldn’t be seasonal. Keep 
in touch with seasonal workers all year long 

and build a pipeline of talent from which to draw 
upon the next season. Companies that treat their sea-
sonal workers well and build relationships with them 
will start the next hiring cycle at an advantage. Don’t 
view seasonal workers as disposable or just a trans-
action. Invest in getting to know them and keeping 
in touch during the year. This can be a great way 
to find and develop quality full-time employees as 
well. Consider promoting high-performing seasonal 
workers to full-time employees at the end of the sea-
son for a win-win.

There is a financial benefit to keeping in touch 
with former employees and seasonal workers. The cost 

of finding and a hiring a new employee is more than 
rehiring or converting a seasonal worker. If the effort 
or cost of keeping in touch with your company’s for-
mer workers feels too overwhelming or too expensive, 
just compare it to the cost of hiring a new employee. 

 

5 Stand out from the crowd
With so many options for workers in to-
day’s job market, employers need to have 

their jobs stand out from the crowd. Take the time 
to write a compelling and creative job posting. High-
light why jobs at your company are unique and what 
a candidate gets to do that is different or better than 
your competition. Eye-catching headlines and inter-
esting job postings will get more traction than boring 
job descriptions that seem to make up the majority of 
online job postings.

Today’s job seeker is looking to learn and grow 
in a career. What opportunities does your company 
offer? Is there on-the-job training? Are certification 
classes an option? Even tuition reimbursement is a 
strong plus. Make sure you highlight these and any 
other benefits or perks that might engage a job seeker.

6 Utilize technology
There are a wealth of technology options 
that can help with all types of hiring, espe-

cially high-volume seasonal hiring. Online job post-
ing sites, such as Indeed, are foundational, but don’t 
stop there. For seasonal workers, consider other sites 
such as Snagajob (www.snagajob.com) that targets 
hourly workers or Handshake (www.joinhandshake.
com) that targets students and recent grads.

Evaluate other technology solutions to stream-
line your hiring process. There are several tools 
that allow you to text candidates directly. Texting 
is quickly becoming the most effective and efficient 
way to engage with candidates. Check out tools like  
TextRecruit (www.textrecruit.com) to see a demo 
of its capabilities. Video interviewing is also gaining 
speed along with automation. Tools like HireVue 
(www.hirevue.com) allow employers to create video 
interviews that candidates can complete and submit 
as part of the application process.

Don’t let the stress of seasonal hiring put your 
organization in crisis mode. With the appropriate 
planning and creativity, seasonal hiring can become 
a positive experience and great source of talent. With 
a clear understanding of your targets, proactive le-
veraging of your talent pools, original recruitment 
marketing and use of technology, you can turn the 
seasonal hiring rush into a season of success. 

With the appropriate planning 
and creativity, seasonal hiring 
can become a positive experience 
and great source of talent.
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LANDSCAPE CONTRACTING

A
s the winter season approaches, our thoughts are natural-
ly consumed with the excitement of upcoming holidays, 
while many of us anxiously watch the weather forecast 
awaiting the first snow of the season. It’s also the peri-
od of time when trees and perennial plants go dormant, 
storing up energy for the spring, when they will once 

again burst forth with showy blooms and green leaves. 
But just because the plants are sleeping, so to speak, they still 

need protection from the elements. Your clients may not fully ap-
preciate just how precarious a plant’s life can be during the cold 
season. Even if its stems and branches avoid injury by snow, ice 
and wind, they may still feel the teeth of rodents biting into them. 
And even though precipitation in the form of snow may cover the 
ground, the moisture level in that soil can be depleted to critical 
levels, just as it can during the heat of summer. 

In the absence of shading leaf canopies, sun scald becomes a real 
possibility for deciduous trees. And then there’s man-made injury 
caused by snow plows and the application of road salt.

Although your clients may not see you as much as they would 
during the growing season, if you’re a landscape professional who 
does more than simply “mow and blow,” you will want to put a 
plan in motion to see your clients’ trees, shrubs and ground covers 
through to the spring.

Winter plant protection isn’t something most landscape compa-
nies choose to promote in their menus of services. It will often be 
categorized under another heading, such as “fall cleanup.”

Picking the right plants
Winter care starts in the spring, before planting holes are dug 

and while pictures of plants in magazines and catalogs tantalize 

Protecting plants from 

Winter can take a toll on plants and trees, but there are ways you can help lessen its impact.

By 
Phillip 
Meeks

winter’s bite
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homeowners. How those plants will fare during December, January 
and February isn’t likely to cross your customers’ minds. 

Just because a particular plant looks nice in a magazine or cat-
alog doesn’t mean it’s hardy enough to stand up to the kind of 
winter you typically have in your region. Early in the planning and 
planting stages, you can guide your clients to more enlightened 
decisions, saving them much grief and expense come March.

“Plant selection is important,” says Jeff Gerety, owner of Gerety’s 
Professional Landscape Service Inc., Redding, California. Regions 
such as his, in northern California, host a full spectrum of microcli-
mates and soil conditions — and not every plant will work in every 
one of them.

 “It’s all about selecting the right plants, in the right variety, for 
the right situations. Successful wintering stems from a good spring 
plant layout for the climate.”

This is where Gerety’s experience — and yours — counts. He 
points out that winter is a good time to educate your customer base. 
Calling on your professional knowledge of plants and their require-
ments, he suggests using this less-busy time of year to educate them 
as to what will work best in their landscapes.  

Your experience and expertise can also help guide customer deci-
sions regarding the appropriate timing for cultural practices such as 
pruning and applying weed control and fertilizer, particularly if you 
are not the one delivering those services. For instance, fertilizing too 
late in summer or fall will stimulate new growth, which is more easily 
injured by the cold. Late-summer pruning can have the same effect. 

Having such a discussion with your client is a good opportunity 
to suggest that your company take those chores over.

If a customer insists on a plant installation beyond the optimal 
planting season, stress the need for maintenance fail-safes that will 
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help ensure survival. “If you’re installing plant ma-
terials close to when weather will be turning cold, 
especially evergreen plant material, make sure you 
mulch them properly and water them in well,” stress-
es Todd Vena, maintenance operations director for 
Mariani Landscape, Lake Bluff, Illinois.

A dry season
Just as humans can suffer from dry skin in the win-
tertime, the same sort of thing can happen to plants. 
Winter desiccation, or loss of moisture, is common, 
especially in conifers and broadleaved evergreens. 

As Brian Schroeder, owner of Elm Creek Land-
scape and Design LLC, Tulsa, Oklahoma, explains, 
“In winter, dry conditions can be more damaging 
than the cold itself. Cold winter air is usually quite 
dry, and winter winds can remove water from plants 
faster than the roots can absorb it. This is especially 
true of evergreens, as water evaporates quickly from 
their foliage.” When water is lost through evapo-
transpiration faster than it can be replaced because of 
dry or frozen soil, leaves and needles can become as 
scorched as they might from a 100-degree summer 
day.

If the winter (or fall) has been particularly dry, 
the irrigation schedule may need adjusting in order 
to ensure adequate soil moisture until spring. But in 
many cases, this could be achieved through proper 
mulching.

According to Steve Stewart, president of Land-
scape East and West, Clackamas, Oregon, “In the 
Portland area, the winters are usually pretty temper-
ate, so unless you are working with plants outside of 
our climate zone, we recommend having a good layer 
of compost or bark mulch covering the root zone of 

We focus on 
good winter 
pruning to 

ensure we don’t 
have branches 

that will end up 
with too much 
excess weight. 

— Steve Stewart, 
Landscape East  

and West

A good layer of compost or bark mulch covering the root zone of 
plants or trees will help ensure successful overwintering. Photo: 
Native Edge Landscapes
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the plants. That is usually enough to ensure a success-
ful overwintering.”

The layer of mulch serves as an insulating blanket. 
Supplemental watering can also provide an insulat-
ing effect along with extra moisture. “Plant cells that 
are plump with water will be stronger against cold 
damage,” explains Schroeder. “Likewise, moist soil 
will tend to stay warmer than dry soil. A regular wa-
tering schedule in dry, cold weather can help protect 
plants from freezing temperatures.”

Despite your greatest efforts to encourage your 
clients to choose the right plants for the right site 
conditions, they’ll sometimes insist on choices that 
make desiccation inevitable.

“If plant materials are requested regardless,” 
says Vena, “we propose anti-desiccant applications 
or that actual winter protection — such as two-
by-four framing clad with burlap or similar — be 
constructed.”

He emphasizes, too, that inconsistency with anti- 
desiccants throughout the winter months is a com-
mon mistake in the effective use of these products. 
“When temperatures rise above freezing, additional 
anti-desiccant applications should be completed.”

Beating branch breakage
Snow and ice loads on the branches of trees and 
shrubs often leads to breakage. Maintenance deci-
sions made well in advance of the first frost can less-
en the impact. For instance, when pruning, it’s best 
to leave U-shaped branch crotches in place as they 
support heavy ice, snow and wind weight much bet-
ter than V-shaped ones.

“Because we end up at times with ice storms,” ex-
plains Stewart, “we focus on good winter pruning to 

Effective pruning 
helps ensure 
that branches 
don’t have excess 
weight from ice 
and snow, causing 
them to break. 
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ensure we don’t have branches that will end up with 
too much excess weight. We will also wrap some up-
right conifers like Italian cypress, arborvitae or Taxus 
(yews) to keep their branches from spreading out too 
far from the main trunk.”

Damage from intense winter sunlight can impact 
the trunks of tender young trees missing the shade 
provided by their own leaves or the canopies of the 
other deciduous trees in the yard. David Ellis of Na-
tive Edge Landscapes, Boulder, Colorado, advises, 
“Make sure you are wrapping the trunks of trees with 
crepe paper to prevent sunscald, especially ones that 
are on the south or west sides of buildings.”

Critter control
When the herbaceous plants typically foraged by 
wildlife like rabbits and mice are hidden beneath 
the snow, they’ll turn to nibbling the tender cambi-
um within plant stems. Periodic inspection of stems 
during the cold season is advisable to see if rodents 
are active. 

If mulch was applied improperly during the fall, 
particularly in “volcano” fashion, piled against a tree’s 
trunk, it provides good winter shelter and a hiding 
place for mice and other rodents. Take the time to 
pull it back. Mulch should never touch tree trunks, as 
it can lead to rot and insect infestations. 

However, damage by small mammals isn’t al-
ways confined to the lower portions of trunks. Scott 
McIntyre, president of West Hartford Landscaping 
Inc., West Hartford, Connecticut, says that in his 
region, heavy snowpacks allow rabbits to go higher, 
gnawing on limbs several feet above the ground.

“Depending on the plants and how particular the 
clients are, we’ll put forms or cages around shrubs 
and tree trunks and then wrap burlap, chicken wire 
or metal screening around them. That prevents the 
rabbits from damaging those trunks and plantings.”

Humane traps or poisons are sometimes consid-
ered, but these can be troublesome options. Animals 
that have been trapped will need to be transported 
somewhere and released. All mammals have the po-
tential to carry rabies, and you don’t want to expose 
your workers to possible bites or scratches from dis-
eased wild creatures. Poisons that kill rats and rabbits 
can also kill your client’s dogs and cats or those in the 
neighborhood. 

Some treatments or products could require a 
commercial pesticide license in your state, and these 
may be different certifications than those that allow 
you to treat for insect damage.  

Stopping snow and snowplow damage
When a parking lot is blanketed in two feet of snow, 
the primary goal of the property owner becomes 
clearing the travel lanes and parking spots; the pro-
tection of the trees and shrubs in it can be outranked 
and overlooked. In such a scenario, damage from 
snowplows or shovels is a high probability. This can 

be mitigated by placing some sort of protective struc-
ture around tree trunks. 

McIntyre says a snow fence can be constructed 
out of a wood frame covered with chicken wire and 
burlap, similar to the rabbit protection structures his 
company utilizes. “A snow fence can protect valuable 
specimen plants from not only human error such as 
equipment damage, but also from snow sliding down 
on them from a roof,” he explains.

Protecting trees and plants from injury during 
snow and ice removal could be a good winter service 
offering for your company, particularly to commer-
cial customers.

Correcting winter damage
Despite your best efforts, some plants may still 
emerge from the off-season with noticeable injuries.

Drooping, rolled or discolored leaves or needles 
that your client might interpret as cold damage could 
simply be signs of a plant’s natural defense mecha-
nisms at work. In that case, the plant will recover on 
its own. You may need to convey this information to 
your clients and put their minds at ease. 

However, scorched leaves, dead twigs and broken 
limbs are cause for corrective actions such as end-of-
winter pruning.

Fertilizing and watering winter-damaged plants 
can help them compensate for their January and 
February losses once spring arrives. Plants that have 
been pushed out of the ground by frost heave will 
need to be replanted as soon as the ground thaws.

Plants that have been weakened during the win-
ter will be less equipped to survive a droughty sum-
mer. These plants should receive supplemental sum-
mer irrigation.

Winter plant care involves thinking ahead, select-
ing the appropriate plants for a given site and then 
taking steps to keep those plants hydrated and mini-
mize injury to them above and below ground. What 
your clients see in their landscapes come spring 
should confirm that they’ve chosen the right com-
pany.  

Philip Meeks is an educator in the areas of natural resourc-
es, agriculture and horticulture. He resides in the mountains 
of southwest Virginia and can be reached at pmeeks@vt.edu.

Winter 
watering 
guidelines 

If your soil stays 
frozen all win-

ter, then fall is your 
prime time to make 
sure everything is well 
watered before the 
ground freezes.

If you experience 
freezing weath-

er only occasionally, 
and you have had in-
sufficient rain or snow-
fall, water deeply a day 
or so before a freeze is 
forecast, taking care 
to water a plant’s en-
tire root system. A 
good rule of thumb is 
to water an area the 
same size as a plant’s 
dripline.

Be extra atten-
tive to new-

ly planted trees and 
shrubs. Not only are 
their roots less es-
tablished, but the 
churned-up soil can 
allow cold air to pen-
etrate deeper to the 
roots.

Water when the 
air temperature 

is above 40 degrees 
Fahrenheit. Don’t wa-
ter if snow or ice is al-
ready on the ground.

Water early in the 
day so the plants 

have time to absorb it 
before the temperature 
drops at night.

List provided by Brian 
Schroeder, owner of Elm 
Creek Landscape and De-
sign LLC, Tulsa, Oklahoma.

Wrapping the trunks of trees with crepe paper in the winter helps 
prevent sunscald, especially on ones that are on the south or west 
sides of buildings. Photo: Native Edge Landscapes



Fertilizer Injectors 

At Chapin, we embrace the power of water and 
the need to conserve and use it wisely. Chapin 
HydroFeed™ fertilizer injectors deliver your favorite 
plant food with minimal waste. Whether you have 
an in-line sprinkler system, drip irrigation, soaker 
hose or manual hose-end sprinkler, HydroFeed™ 
lets you feed your plants as you water. 

Feed better. 

www.hydrofeed.com  I  800-950-4458

 4710 / 4720                                        4700 / 4701 / 4702
Variable Rate                                              Fixed Rate

© 2018 Chapin International, Inc.
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T here is no such thing as “one size fits all” when it 
comes to irrigation components. That’s why sprinkler 
heads and nozzles come in many different forms: 

fixed and pop-up sprays; rotors; micro sprinklers; and 
high-efficiency, variable-arc and rotary nozzles.  

As Steve Jeffries, owner of B and B Sprinkler Inc., Spo-
kane, Washington, puts it, “Every job is different.” What a 
contractor will install in any given landscape will depend 
on many different factors — soil type, climate, slope, sun 
and shade exposure, plant types, available water pressure, 
professional preference and cost.  

“Because lawns are getting smaller, we’re not getting as 
many calls to irrigate large expanses of turf,” says Peter Es-
tournes, co-owner, vice president and chief operating officer 
of Gardenworks Inc., Healdsburg, California. He prefers to 
use multistream rotary nozzles on his lawn and ground cov-
er areas. 

Jeffries, however, prefers to use single-stream rotors for 
his residential turf clients and some of his commercial ones. 
“A typical residential sprinkler system from us would have 
a combination of single-stream rotors and conventional 
sprays.” He also uses them in some landscape beds instead 
of the drip and low-volume systems he usually uses for that 
application.

If the beds include some annuals and ground cover, or 
if the customer likes to change out the bedding plants a 
lot, Jeffries says he would use spray risers for those beds. 
“Annuals like to be sprayed, because they’re systemic in 
their uptake of water. A perennial plant only takes water 
up through its root zone.” He adds, “The old adage is ‘If in 
doubt, spray it.’” 

To help you choose the right sprinklers for all the differ-
ent applications you as a contractor or technician are called 
upon to irrigate, we present our annual Sprinkler Specifica-
tion Charts. We hope they are helpful to you as you strive 
to bring the highest possible watering efficiency to your 
clients.

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

CONTRACTORS TODAY CAN CHOOSE FROM 
AN ARRAY OF SPRINKLER TYPES TO  

FIT ANY IRRIGATION NEED.

SPRINKLER SPECIFICATION CHARTS

Read about new requirements regarding pressure-regulating sprinkler 
heads online at www.igin.com/a-sprinkler-type-for-every-landscape.

BY MARY ELIZABETH WILLIAMS-VILLANO

SPRINKLER
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TORO® 570Z SERIES SPRAY HEADS 

570ZPR and 570ZPRX spray heads offer a constant nozzle pressure 

of 30 psi to help ensure the entire zone is performing consistently 

across every head. Certified to EPA WaterSense® requirements, 

these spray heads have been proven to eliminate water waste 

caused by nozzle misting and overspray. When used with Toro’s 

patented Precision™ Series Spray Nozzles, 570ZPR and 570ZPRX 

spray heads are some of the most efficient available.

Learn more at: www.toro.com/570Z

SPRAY HEADS
THAT EFFICIENTLY
MAKE SENSE.

IGIN-570Z-Make-Sense-Ad-1119.indd   1 10/15/19   11:12 AM
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SPRINKLER SPECIFICATION CHARTS

ROTATING NOZZLES

Manufacturer Model Series Nozzle M or F thread Pattern  
(degrees)

Operating  
pressure (psi)

Radius  
(ft.)

Discharge  
rate (gpm)

Precipitation rate 
(in./hr.)

Hunter MP 1000 90-210 MP1000 adj. arc/radius M or F 90-210 30-55 8-15 0.17-0.59 0.41-0.5

Hunter MP 1000 210-270 MP1000 adj. arc/radius F 210-270 30-55 8-15 0.4-0.75 0.40-0.5

Hunter MP 1000 360 MP1000 adj. radius M or F 360 30-55 8-15 0.69-1.01 0.41-0.5

Hunter MP 2000 90-210 MP2000 adj. arc/radius M or F 90-210 25-55 13-21 0.34-1.01 0.40-0.5

Hunter MP 2000 210-270 MP2000 adj. arc/radius M or F 210-270 25-55 13-21 0.72-1.3 0.37-0.5

Hunter MP 2000 360 MP2000 adj. radius M or F 360 25-55 13-21 1.20-1.74 0.36-0.5

Hunter MP 3000 90-210 MP3000 adj. arc/radius M or F 90-210 25-55 22-30 0.71-2.49 0.39-0.53

Hunter MP 3000 210-270 MP3000 adj. arc/radius M or F 210-270 25-55 22-30 1.68-3.22 0.39-0.53

Hunter MP 3000 360 MP3000 adj. radius M or F 360 25-55 22-30 2.88-4.27 0.39-0.53

Hunter MP 3500 90-210 MP3000 adj. arc/radius F 90-210 25-55 31-35 1.04-3.94 0.39-0.53

Hunter MP Corner MP Specialty adj. arc/radius M or F 45-105 30-55 8-15 0.17-0.53 -

Hunter MP Left Strip MP Specialty adj. radius M or F strip 30-55 5×15 0.19-0.26 -

Hunter MP Side Strip MP Specialty adj. radius M or F strip 30-55 5×30 0.38-0.51 -

Hunter MP Right Strip MP Specialty adj. radius M or F strip 30-55 5×15 0.19-0.26 -

Hunter MP800SR 90-210 MP800SR adj. arc/radius F 90-210 30-55 6-12 0.16-0.58 0.72-0.85

Hunter MP800SR 360 MP800SR adj. radius F 360 30-55 6-12 0.66-0.98 0.70-1.03

Hunter MP815 90-210 MP815 adj. arc/radius F 90-210 30-55  8-16 0.42-1.30 0.79-1.01

Hunter MP815 210-270 MP815 adj. arc/radius F 210-270 30-55  8-16 0.88-1.61 0.77-1.00

Hunter MP815 360 MP815 adj. radius F 360 30-55  8-16 1.52-2.26 0.80-1.00

K-Rain RN100-ADJ-90-270 Rotary Nozzle female thread F adj. 30-50 13-15 0.22-0.9 0.46-0.59

K-Rain RN100-FIX360 Rotary Nozzle female thread F fixed 30-50 13-15 0.8-1.2 0.46-0.59

K-Rain RN200-ADJ-90-270 Rotary Nozzle female thread F adj. 30-50 16-19 0.34-1.41 0.45-0.59

K-Rain RN200-FIX360 Rotary Nozzle female thread F fixed 30-50 16-19 1.34-1.88 0.45-0.58

K-Rain RN300-ADJ-90-270 Rotary Nozzle female thread F adj. 30-50 26-30 0.80-3.1 0.39-0.63

K-Rain RN300-FIX360 Rotary Nozzle female thread F fixed 30-50 26-30 3.1-3.7 0.42-0.51

K-Rain RNS-RES-515 Rotary Nozzle female thread F fixed-special pattern 30-50 5×15 0.3-0.4 -

K-Rain RNS-LES-515 Rotary Nozzle female thread F fixed-special pattern 30-50 5×15 0.3-0.4 -

K-Rain RNS-SS-530 Rotary Nozzle female thread F fixed-special pattern 30-50 5×30 0.5-0.7 -

Rain Bird R-VAN14 R-VAN 8 to 14 ft. R-VAN F 45-270 30-55 8-14 0.28-1.17 0.60-0.67

Rain Bird R-VAN18 R-VAN 13 to 18 ft. R-VAN F 45-270 30-55 13-18 0.42-1.62 0.60-0.68

Rain Bird R-VAN24 R-VAN 17 to 24 ft. R-VAN F 45-270 30-55 17-24 0.60-2.88 0.61-0.64

Rain Bird R-VAN14-360 R-VAN 14 ft. full circle R-VAN F 360 30-55 8-14 1.10-1.45 0.60-0.64

Rain Bird R-VAN18-360 R-VAN 18 ft. full circle R-VAN F 360 30-55 13-18 1.65-2.11 0.60-0.63

Rain Bird R-VAN24-360 R-VAN 24 ft. full circle R-VAN F 360 30-55 17-24 2.35-3.74 0.60-0.63

Rain Bird R-VAN-LCS R-VAN left corner strip R-VAN F left strip 30-55 5×15 0.18-0.28 0.56-0.64

Rain Bird R-VAN-RCS R-VAN right corner strip R-VAN F right strip 30-55 5×15 0.18-0.28 0.56-0.64

Rain Bird R-VAN-SST R-VAN side strip R-VAN F side strip 30-55 5×30 0.36-0.56 0.56-0.64

Toro PRN-TA Precision gear-driven rotary M 45-270 20-75 14-26 0.17-2.6 0.6

Toro PRN-A Precision gear-driven rotary F 45-270 20-75 14-26 0.17-2.6 0.6

Toro PRN-TF Precision gear-driven rotary M 360 20-75 14-26 1.81-3.68 0.6

Toro PRN-F Precision gear-driven rotary F 360 20-75 14-26 1.81-3.68 0.6

Editor’s note: Information presented in these charts was provided by manufacturers. Please contact the manufacturer directly for more details.

Legend

To download a copy of these  
comparison charts, go to www.igin.com/ 
sprinkler-specification-charts.

B .......................brass 
CT ....................continuous 
CV ....................check valve 
F ........................full 
FC ....................full circle 
FSO .................flow shut-off 

HS ....................high speed 
LA ....................low angle
NP ...................nonpotable
ON ...................opposing nozzle 
P .......................part 
Pl ......................plastic 

sh .....................spray head 
SS ....................stainless steel 
STD .................standard 
ZDC .................zinc die cast
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SPRINKLER SPECIFICATION CHARTS

ROTORS
Inlet size 
(in.) Manufacturer Model Series Nozzle Pattern  

(degrees)
Operation  
pressure (psi)

Radius  
(ft.)

Discharge 
rate (gpm)

Precipitation 
rate (in./hr.)

Gear 
drive

1/2 Hunter SRM Pl 6 Pl adj. 40-360 30-50 15-30 0.42-3.4 ~ 0.45 yes

1/2 Hunter PGJ Pl 8 Pl adj. 40-360 30-50 15-37 0.64-5.3 ~ 0.6 yes

3/4 Hunter PGP-ADJ Pl 27 Pl adj. 40-360 30-70 22-52 0.5-14.1 ~ 0.4 yes

3/4 Hunter PGP Ultra Pl 34 Pl adj. 50-360 30-70 22-52 0.36-14.8 ~ 0.4 yes

3/4 Hunter I-20 Pl 30 Pl adj. 50-360 30-70 17-47 0.36-14.8 ~ 0.4 yes

3/4 Hunter I-20 SS 30 Pl adj. 50-360 30-70 17-47 0.36-14.8 ~ 0.4 yes

1 Hunter I-25 Pl 12 Pl adj. 50-360 40-100 40-71 3.8-31.5 ~ 0.4 yes

1 Hunter I-25 SS 12 Pl adj. 50-360 40-100 40-71 3.8-31.5 ~ 0.4 yes

1 Hunter I-40 SS 6 Pl adj. 50-360 40-100 45-70 7.0-28.2 ~ 0.4 yes

1 Hunter I-40 ON SS 6 Pl 360 ON 40-100 52-76 13.0-33.7 ~ 0.4 yes

1 Hunter I-80 SS 21 Pl adj. 60-360 40-100 37-94 8.9-59.6 ~ 0.6 yes

1 Hunter I-80 ON SS 19 Pl 360 ON 40-100 49-97 13.0-58.5 ~ 0.6 yes

1.5 Hunter I-90 Pl 6 Pl adj. 40-360 60-100 67-90 30.7-69.8 ~ 0.6 yes

1.5 Hunter I-90 Pl 6 Pl 360 ON 60-100 71-96 29.8-69.4 ~ 0.6 yes

3/4 Hydro Rain HRX-075-ADJ HRX reg./LA 40 to 360 25-70 16-52 0.5-8 0.4 yes

1/2 Irritrol 430R 430R Pl F/PC 30-50 20-35 0.8-3.4 0.28-.65 yes

3/4 Irritrol 550R 550R Pl F/PC 25-65 25-50 0.74-9.7 0.2-0.99 yes

1/2 K-Rain 13003 MiniPro 4-in. 5 STD adj. 40-360 20-70 18-33 0.8-3.8 0.26-0.52 yes

1/2 K-Rain 13006 MiniPro 6-in. 5 STD adj. 40-360 20-70 18-33 0.8-3.8 0.26-0.52 yes

1/2 K-Rain 13012 MiniPro 12-in. 5 STD adj. 40-360 20-70 18-33 0.8-3.8 0.26-0.52 yes

1/2 K-Rain RPS50 RPS50 5 STD adj. 40-360 20-70 18-33 0.8-3.8 0.26-0.52 yes

3/4 K-Rain RPS75 RPS75 8 STD, 4 LA adj. 40-360 30-70 22-51 0.7-8.2 0.16-0.61 yes

3/4 K-Rain 60003 RPS Select 4 built-in adj. 40-360 30-70 33-46 1.3-6.8 0.23-0.71 yes

3/4 K-Rain RPS75i RPS 75i 8 STD, 4 LA adj. 40-360 30-70 13-48 0.44-9.7 0.22-10.19 yes

3/4 K-Rain RPS75i-SS RPS 75i 8 STD, 4 LA adj. 40-360 30-70 13-48 0.44-9.8 0.22-10.19 yes

3/4 K-Rain 11003 ProPlus 5-in. 9 STD, 4 LA adj. 40-360 CT 20-70 28-50 0.5-10 0.12-0.87 yes

3/4 K-Rain 11003-HP ProPlus 12-in. 9 STD, 4 LA adj. 40-360 CT 20-70 28-50 0.5-10 0.12-0.87 yes

3/4 K-Rain 11003-SH ProPlus shrub 9 STD, 4 LA adj. 40-360 CT 20-70 28-50 0.5-10 0.12-0.87 yes

3/4 K-Rain 10003 SuperPro 9 STD, 4 LA adj. 40-360 CT 20-70 26-46 1.2-11.1 0.21-1.01 yes

3/4 K-Rain 10003-HP SuperPro 12-in. 9 STD, 4 LA adj. 40-360 CT 20-70 26-49 1.2-11.1 0.21-1.01 yes

3/4 K-Rain 10003-SH SuperPro shrub 9 STD, 4 LA adj. 40-360 CT 20-70 26-49 1.2-11.1 0.21-1.01 yes

1 K-Rain 14053 ProSport High Speed 6 STD adj. 40-360 CT 40-90 45-77 5.1-32.5 0.48-1.56 yes

1 K-Rain 14053-SS ProSport High Speed w/ SS 6 STD adj. 40-360 CT 40-90 45-77 5.1-32.5 0.48-1.56 yes

1 K-Rain 14003 ProSport 6 STD adj. 40-360 CT 40-90 45-77 5.1-32.5 0.48-1.56 yes

1 K-Rain 14003-SS ProSport SS 6 STD adj. 40-360 CT 40-90 45-77 5.1-32.5 0.48-1.56 yes

1/2 Rain Bird 3500-S-PC-SAM 3500 shrub PC w/ CV 0.75-4 40-360 25-55 15-35 0.54-4.60 0.37-0.83 yes

1/2 Rain Bird 3504-PC 3500 4-in. PC 0.75-4 40-360 25-55 15-35 0.54-4.60 0.37-0.83 yes

1/2 Rain Bird 3504-PC-SAM 3500 4-in. PC w/ CV 0.75-4 40-360 25-55 15-35 0.54-4.60 0.37-0.83 yes

1/2 Rain Bird 3504-PC-SAM-NP 3500 4-in. PC NP w/ CV 0.75-4 40-360 25-55 15-35 0.54-4.60 0.37-0.83 yes

3/4 Rain Bird 5000SPCSAM 5000 shrub PC w/ CV 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes

3/4 Rain Bird 5000+SPCSAM 5000+ shrub PC w/ CV, FSO 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes

3/4 Rain Bird 5000+SPCSAMNP 5000+ shrub PC NP w/ CV, FSO 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes

3/4 Rain Bird 5000+SPCSAMR 5000+ shrub PC w/ PR, CV, FSO 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes

3/4 Rain Bird 5000+SPCSAMRNP 5000+ shrub PC NP w/ PR, CV, FSO 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes

3/4 Rain Bird 5004(PC or FC) 5000 (PC or FC) 4-in. 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes

3/4 Rain Bird 5004PCNP 5000 4-in. NP 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes

3/4 Rain Bird 5004+(PC or FC) 5000+ (PC or FC) 4-in. w/ FSO 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes

3/4 Rain Bird 5004PCR 5000 4-in. w/ PR 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes

3/4 Rain Bird 5004PCSAM 5000 4-in. w/ CV 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes

3/4 Rain Bird 5004+PCR 5000+ 4-in. w/ PR, FSO 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes
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SPRINKLER SPECIFICATION CHARTS

ROTORS
Inlet size 
(in.) Manufacturer Model Series Nozzle Pattern  

(degrees)
Operation  
pressure (psi)

Radius  
(ft.)

Discharge 
rate (gpm)

Precipitation 
rate (in./hr.)

Gear 
drive

3/4 Rain Bird 5004+(PC or FC)SAM 5000+ (PC or FC) 4-in. w/ CV, FSO 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes

3/4 Rain Bird 5004+(PC or FC)SAMR 5000+ (PC or FC) 4-in. w/ PR, CV, FSO 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes

3/4 Rain Bird 5004+PCSAMRNP 5000+ 4-in. NP w/ PR, CV, FSO 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes

3/4 Rain Bird 5004+(PC or FC)SAMRSS 5000+ SS (PC or FC) 4-in. w/ PR, CV, FSO 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes

3/4 Rain Bird 5004+PCSAMRSSNP 5000+ SS 4-in. NP w/ PR, CV, FSO 1-8 40-360 25-65 25-50 0.76-9.63 0.2-1.5 yes

3/4 Rain Bird 5006PC 5000 6-in. 1-8 40-360 25-65 25-50 0.73-9.63 0.2-1.5 yes

3/4 Rain Bird 5006+PC 5000+ 6-in. w/ FSO 1-8 40-360 25-65 25-50 0.73-9.63 0.2-1.5 yes

3/4 Rain Bird 5006+PCSAM 5000+ 6-in. w/ CV, FSO 1-8 40-360 25-65 25-50 0.73-9.63 0.2-1.5 yes

3/4 Rain Bird 5006+PCSAMNP 5000+ 6-in. NP w/ CV, FSO 1-8 40-360 25-65 25-50 0.73-9.63 0.2-1.5 yes

3/4 Rain Bird 5006+PCSAMR 5000+ 6-in. w/ PR, CV, FSO 1-8 40-360 25-65 25-50 0.73-9.63 0.2-1.5 yes

3/4 Rain Bird 5006+PCSAMRNP 5000+ 6-in. NP w/ PR, CV, FSO 1-8 40-360 25-65 25-50 0.73-9.63 0.2-1.5 yes

3/4 Rain Bird 5006+PCSAMRSS 5000+ SS 6-in. w/ PR ,CV, FSO 1-8 40-360 25-65 25-50 0.73-9.63 0.2-1.5 yes

3/4 Rain Bird 5006+PCSAMRSSNP 5000+ SS 6-in. NP w/ PR, CV, FSO 1-8 40-360 25-65 25-50 0.73-9.63 0.2-1.5 yes

3/4 Rain Bird 5012+PCSAMR 5000+ 12-in. w/ PR, FSO 1-8 40-360 25-65 25-50 0.73-9.63 0.2-1.5 yes

3/4 Rain Bird 5012+PCSAMRNP 5000+ 12-in. NP w/ PR, FSO 1-8 40-360 25-65 25-50 0.73-9.63 0.2-1.5 yes

1 Rain Bird 6504 (PC or FC) Falcon 6504 (PC or FC) w/ CV 4-18 40-360 30-90 39-65 2.9-21.7 0.37-1.31 yes

1 Rain Bird 6504-NP (PC or FC) Falcon 6504 (PC or FC) NP w/ CV 4-18 40-360 30-90 39-65 2.9-21.7 0.37-1.31 yes

1 Rain Bird 6504-SS (PC or FC) Falcon 6504 SS (PC or FC) w/ CV 4-18 40-360 30-90 39-65 2.9-21.7 0.37-1.31 yes

1 Rain Bird 6504-SS-NP (PC or FC) Falcon 6504 SS (PC or FC) NP w/ CV 4-18 40-360 30-90 39-65 2.9-21.7 0.37-1.31 yes

1 Rain Bird 6504-SS-HS (PC or FC) Falcon 6504 SS (PC or FC) w/ CV-HS 4-18 40-360 30-90 39-65 2.9-21.7 0.37-1.31 yes

1 Rain Bird 8005 8005 P/ FC w/ CV 4-26 50-360 50-100 39-81 3.8-36.3 0.48-1.28 yes

1 Rain Bird 8005-NP 8005 NP P/ FC w/ CV 4-26 50-360 50-100 39-81 3.8-36.3 0.48-1.28 yes

1 Rain Bird 8005-SS 8005 SS P/ FC w/ CV 4-26 50-360 50-100 39-81 3.8-36.3 0.48-1.28 yes

1 Rain Bird 8005-SS-NP 8005 SS NP P/ FC w/ CV 4-26 50-360 50-100 39-81 3.8-36.3 0.48-1.28 yes

1/2 Toro Mini8-4P Mini 8 Pl F/PC 30-60 20-35 0.8-3.4 0.24-0.54 yes

3/4 Toro Stream Rotor 300 Pl 9 Arcs 35-50 15-33 0.57-7.5 0.33-1.35 yes

3/4 Toro T5P-RS T5 RapidSet Pl F/PC 25-65 25-50 0.76-9.63 0.20-0.99 yes

1 Toro T7P T7 Pl F/PC 40-100 40-75 1.7-30.6 0.62-1.42 yes

1 Toro 640 640 Pl F/PC 40-90 47-67 6-25 0.26-4.91 yes

1 Toro TS90 TS90 Pl F/PC 40-100 53-95 14-61.5 0.46-0.63 yes

2 Toro TS170V TS170 Pl F/PC 60-115 111-177 113-303 n/a piston

2.5 Toro P2S P2 Pl F/PC 60-115 105-180 70-267 n/a piston

3 Toro P2M P2 Pl F/PC 70-115 138-226 131-535 n/a piston

1/2 Weathermatic T1 T 0.75-4 40-360 30-50 16-37 0.57-4.0 0.43-0.74 yes

3/4 Weathermatic T3 T 1-13 40-360 30-70 28-61 0.7-14.9 0.17-0.89 yes

3/4 Weathermatic T3-36 T 1-13 360 30-70 28-61 0.7-14.9 0.17-0.89 yes

3/4 Weathermatic T3SS T- SS 1-13 40-360 30-70 28-61 0.7-14.9 0.17-0.89 yes

3/4 Weathermatic T3-36SS T- SS 1-13 360 30-70 28-61 0.7-14.9 0.17-0.89 yes

3/4 Weathermatic T3S T- shrub 1-13 40-360 30-70 28-61 0.7-14.9 0.17-0.89 yes

3/4 Weathermatic T35 T 1-13 40-360 30-70 28-61 0.7-14.9 0.17-0.89 yes

3/4 Weathermatic 6000 6000 4-10LA 40-360 20-65 30-42 1.0-7.5 0.21-1.02 yes

1 Weathermatic CT70 CT 71-75 40-360 40-90 49-74 8.1-28 0.65-1.15 yes

1 Weathermatic CT70-36 CT 71-75 360 40-90 49-74 8.1-28 0.65-1.15 yes

1 Weathermatic CT70SS CT SS 71-75 40-360 40-90 49-74 8.1-28 0.65-1.15 yes

1 Weathermatic CT70-36SS CT SS 71-75 360 40-90 49-74 8.1-28 0.65-1.15 yes

1 Weathermatic 6500 6500 61-64 40-360 45-75 44-60 2.8-13.2 0.23-0.84 yes

1 Weathermatic 6513 6500 61-64 40-360 45-75 43-51 2.8-13.2 0.29-1.13 yes

1 Weathermatic 7500 7500 3-8 40-360 45-90 53-74 9.4-27.5 0.64-1.21 yes

1 Weathermatic 7513 7500 3-8 40-360 45-90 48-64 9.4-27.5 0.79-1.61 yes



                November 2019    Irrigation & Green Industry          37www.igin.com

SPRINKLER SPECIFICATION CHARTS

SPRAY HEADS
Inlet size 
(in.) Manufacturer Model Series Nozzle M or F 

thread
Pattern 
(degrees)

Operation 
pressure 
(psi)

Radius  
(ft.)

Discharge 
rate (gpm)

Precip.  
rate  
(in./hr.)

Gear 
drive

1/2 Hit Products 907T 900 Telescopic fixed/adj. M 20-360 20-70 5-17 0.02-4.2 2.01-2.7 sh

1/2 Hit Products 913T 900 Telescopic fixed/adj. M 20-360 25-70 5-17 0.02-4.2 2.01-2.7 sh

1/2 Hit Products 902-906 900 fixed/adj. M or F 20-360 15-70 5-17 0.02-4.2 2.01-2.7 sh

1/2 Hit Products 904 CKV 900 fixed/adj. M or F 20-360 25-70 5-17 0.02-4.2 2.01-2.7 sh

1/2 Hit Products 912 900 fixed/adj. M or F 20-360 15-70 5-17 0.02-4.2 2.01-2.7 sh

1/2 Hit Products 702-706 700 fixed/adj. M or F 20-360 15-70 5-17 0.02-4.2 2.01-2.7 sh

1/2 Hit Products 712 700 fixed/adj. M or F 20-360 15-70 5-17 0.02-4.2 2.01-2.7 sh

1/2 Hit Products HP02 HP fixed/adj. M 20-360 25-70 5-17 0.02-4.2 2.01-2.7 sh

1/2 Hit Products HP04 HP fixed/adj. M 20-360 25-70 5-17 0.02-4.2 2.01-2.7 sh

1/2 Hunter PS Ultra NA female F adj. 20-70 8-17 varies 1.5 n/a

1/2 Hunter Pro-Spray NA female F fixed and adj. 15-100 2-17 varies 1.5 n/a

1/2 Hunter Pro-Spray PRS30 NA female F fixed and adj. 15-100 2-17 varies 1.5 n/a

1/2 Hunter Pro-Spray PRS40 NA female F fixed and adj. 15-100 2-17 varies 1.5 n/a

1/2 Hydro Rain HRS-100-04-FC Slim Line 4 in. HRN: 100 F, 200 adj., 100 S F 0-360 15-70 4-18 0.4-3.70 1.5-2.7 n/a

1/2 Hydro Rain HRS-100-06-FC Slim Line 6 in. HRN: 100 F, 200 adj., 100 S F 0-360 15-70 4-18 0.4-3.70 1.5-2.7 n/a

1/2 Hydro Rain HRS-200-04-FC Pro 4 in. HRN: 100 F, 200 adj., 100 S F 0-360 15-70 4-18 0.4-3.70 1.5-2.7 n/a

1/2 Hydro Rain HRS-200-06-FC Pro 6 in. HRN: 100 F, 200 adj., 100 S F 0-360 15-70 4-18 0.4-3.70 1.5-2.7 n/a

1/2 Hydro Rain HRS-200-12-FC Pro 12 in. HRN: 100 F, 200 adj., 100 S F 0-360 15-70 4-18 0.4-3.70 1.5-2.7 n/a

1/2 Hydro Rain HRS-200-04-PC Pro 4 in. Press. Reg., Check Valve HRN: 100 F, 200 adj., 100 S F 0-360 15-70 4-18 0.4-3.70 1.5-2.7 n/a

1/2 Irritrol I-PRO400-I-PRO1200 I-PRO female thread M fixed 20-50 5-17 0.6-4.75 0.97-5.42 no

1/2 K-Rain 73001 3 in. K-Spray male thread F fixed and adj. 20-50 5-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain 74001 4 in. K-Spray male thread F fixed and adj. 20-50 5-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain 76001 6 in. K-Spray male thread F fixed and adj. 20-50 5-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain 71201 12 in. K-Spray male thread F fixed and adj. 20-50 5-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain NP2 2 in. NP all female threaded F fixed and adj. 20-50 8-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain NP4 4 in. NP all female threaded F fixed and adj. 20-50 8-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain 78002 2 in. Pro-S all female threaded F fixed and adj. 20-70 8-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain 78002-CV 2 in. Pro-S w/ CV all female threaded F fixed and adj. 20-70 8-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain 78002-CV-GUARD 2 in. Pro-S w/ CV & Nozzle Guard all female threaded F fixed and adj. 20-70 8-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain 78002-GUARD 2 in. Pro-S w/ Nozzle Guard all female threaded F fixed and adj. 20-70 8-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain 78002-CV-RCW 2 in. Pro-S w/ CV, RCW all female threaded F fixed and adj. 20-70 8-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain 78002-CV-RCW-GUARD 2 in. Pro-S w/ CV, RCW & Nozzle Guard all female threaded F fixed and adj. 20-70 8-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain 78002-RCW 2 in. Pro-S RCW all female threaded F fixed and adj. 20-70 8-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain 78002-RCW-GUARD 2 in. Pro-S RCW w/ Nozzle Guard all female threaded F fixed and adj. 20-70 8-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain 78003 3 in. Pro-S all female threaded F fixed and adj. 20-70 8-17 0.5-5.4 1.5-3 n/a

1/2 Rain Bird 1802 2 in. 1800 all spray/rotary nozzles F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1804 4 in. 1800 all spray/rotary nozzles F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1804-SAM 4 in. 1800 w/ CV all spray/rotary nozzles F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1804-PRS 4 in. 1800 w/ PR all spray/rotary nozzles F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1804-SAM-PRS 4 in. 1800 w/ CV, 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1804-SAM-P45 4 in. 1800 w/ CV, 45 PSI PR rotary nozzles recommended F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1806 6 in. 1800 all spray/rotary nozzles F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1806-NSI 6 in. 1800 No Side Inlet all spray/rotary nozzles F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1806-SAM 6 in. 1800 w/ CV all spray/rotary nozzles F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1806-PRS 6 in. 1800 w/ 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1806-SAM-PRS 6 in. 1800 w/ CV, 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1806-SAM-P45 6 in. 1800 w/ CV, 45 PSI PR rotary nozzles recommended F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1812 12 in. 1800 all spray/rotary nozzles F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1812-SAM 12 in. 1800 w/ CV all spray/rotary nozzles F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1812-PRS 12 in. 1800 w/ 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1812-SAM-PRS 12 in. 1800 w/ CV, 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird 1812-SAM-P45 12 in. 1800 w/ CV, 45 PSI PR rotary nozzles recommended F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird RD04 4 in. RD1800 all spray/rotary nozzles F fixed and adj. 15-100 2.5-24 varies varies n/a
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1/2 Rain Bird RD04NP 4 in. RD1800 NP all spray/rotary nozzles F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD04SAMPRS30 4 in. RD1800 w/ CV, 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD04SAMPRS30NP 4 in. RD1800 NP w/ CV, 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD04SAMPRS30F 4 in. RD1800 w/ CV, FS, 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD04SAMPRS30FNP 4 in. RD1800 NP w/ CV, FS, 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD04SAMPRS45F 4 in. RD1800 w/ CV, FS, 45 PSI PR rotary nozzles recommended F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD04SAMPRS45FNP 4 in. RD1800 NP w/ CV, FS, 45 PSI PR rotary nozzles recommended F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD06NPNSI 6 in. RD1800 NP No Side Inlet all spray/rotary nozzles F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD06SAMPRS30 6 in. RD1800 w/ CV, 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD06SAMPRS30NP 6 in. RD1800 NP w/ CV, 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD06SAMPRS30F 6 in. RD1800 w/ CV, FS, 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD06SAMPRS30FNP 6 in. RD1800 NP w/ CV, FS, 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD06SAMPRS45F 6 in. RD1800 w/ CV, FS, 45 PSI PR rotary nozzles recommended F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD06SAMPRS45FNP 6 in. RD1800 NP w/ CV, FS, 45 PSI PR rotary nozzles recommended F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD12SAMPRS30 12 in. RD1800 w/ CV, 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD12SAMPRS30NP 12 in. RD1800 NP w/ CV, 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD12SAMPRS30F 12 in. RD1800 w/ CV, FS, 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD12SAMPRS30FNP 12 in. RD1800 NP w/ CV, FS, 30 PSI PR all spray/rotary nozzles F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD12SAMPRS45F 12 in. RD1800 w/ CV, FS, 45 PSI PR rotary nozzles recommended F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird RD12SAMPRS45FNP 12 in. RD1800 NP w/ CV, FS, 45 PSI PR rotary nozzles recommended F fixed and adj. 15-100 2.5-24 varies varies n/a

1/2 Rain Bird US400 UNI-Spray (Body Only) all spray/rotary nozzles F fixed and adj. 15-70 2.5-24 varies varies n/a

1/2 Rain Bird US410 4 in. UNI-Spray w/ Pre-Installed 10VAN 10 ft. VAN F 0-360 15-70 7-10 0.48-2.60 2.50-3.80 n/a

1/2 Rain Bird US412 4 in. UNI-Spray w/ Pre-Installed 12VAN 12 ft. VAN F 0-360 15-70 9-12 0.39-2.36 1.58-1.86 n/a

1/2 Rain Bird US415 4 in. UNI-Spray w/ Pre-Installed 15VAN 15 ft. VAN F 0-360 15-70 11-15 0.65-3.70 1.58-2.07 n/a

1/2 Rain Bird US418 4 in. UNI-Spray w/ Pre-Installed 18VAN 18 ft. VAN F 0-360 15-70 14-18 1.05-5.32 1.59-2.07 n/a

1/2 Toro 570Z 570Z Standard Precision  / MPR / TVAN F 0-360 20-75 0-26 0.04-4.58 0.6-1.73 no

1/2 Toro 570Z LP 570Z Low Pressure Precision  / MPR / TVAN F 0-360 15-75 0-26 0.04-4.58 0.6-1.73 no

1/2 Toro 570Z COM 570Z w/ Check Valve Precision  / MPR / TVAN F 0-360 20-75 0-26 0.04-4.58 0.6-1.73 no

1/2 Toro 570Z XF 570Z w/ X-Flow technology Precision  / MPR / TVAN F 0-360 20-75 0-26 0.04-4.58 0.6-1.73 no

1/2 Toro 570Z PR 570Z w/ Pressure Regulation Precision  / MPR / TVAN F 0-360 20-75 0-26 0.04-4.58 0.6-1.73 no

1/2 Toro 570Z PRX 570Z w/ X-Flow and Pressure Reg. Precision  / MPR / TVAN F 0-360 20-75 0-26 0.04-4.58 0.6-1.73 no

1/2 Toro 570Z PRXCOM 570Z w/ X-Flow, Press. Reg., Check Valve Precision  / MPR / TVAN F 0-360 20-75 0-26 0.04-4.58 0.6-1.73 no

1/2 Toro LPS 2XX LPS 200 w/ TVAN nozzle TVAN F 0-360 20-50 0-26 0.04-4.58 0.6-1.73 no

1/2 Toro LPS 4XX LPS 400 w/ TVAN nozzle TVAN F 0-360 20-50 0-26 0.04-4.58 0.6-1.73 no

n/a Toro O-T-X-X Precision fixed spray M 60-360 20-75 5-15 0.04-2.4 1 n/a

n/a Toro O-X-X Precision fixed spray F 60-360 20-75 5-15 0.04-2.4 1 n/a

n/a Toro O-T-X-XP Precision pressure-comp. fixed spray M 60-360 20-75 5-15 0.06-2.68 1 n/a

n/a Toro O-X-XP Precision pressure-comp. fixed spray F 60-360 20-75 5-15 0.06-2.68 1 n/a

n/a Toro XX-XXX-PC MPR PLUS pressure-comp. fixed spray M 90-360 20-75 5-15 0.05-4.58 1.5 n/a

n/a Toro TVANXX TVAN variable arc M 0-360 20-50 8-17 0.58-4.71 2.2 n/a

1/2 Weathermatic MAX4 Pop-up various F fixed 90-360 / ANN 0-360 15-70 5-18 0.3-7.5 1.18-5.74 n/a

1/2 Weathermatic MAX4PRS30 Pressure Reg Installed various F fixed 90-360 / ANN 0-360 15-100 5-18 0.3-7.5 1.18-5.74 n/a

1/2 Weathermatic MAX4PRS30-CV Pressure Reg, Check Valve various F fixed 90-360 / ANN 0-360 15-100 5-18 0.3-7.5 1.18-5.74 n/a

1/2 Weathermatic MAX6 Pop-up various F fixed 90-360 / ANN 0-360 15-70 5-18 0.3-7.5 1.18-5.74 n/a

1/2 Weathermatic MAX6PRS30 Pressure Reg Installed various F fixed 90-360 / ANN 0-360 15-100 5-18 0.3-7.5 1.18-5.74 n/a

1/2 Weathermatic MAX6PRS30-CV Pressure Reg, Check Valve various F fixed 90-360 / ANN 0-360 15-100 5-18 0.3-7.5 1.18-5.74 n/a

1/2 Weathermatic MAX12 Pop-up various F fixed 90-360 / ANN 0-360 15-70 5-18 0.3-7.5 1.18-5.74 n/a

1/2 Weathermatic MAX12PRS30 Pressure Reg Installed various F fixed 90-360 / ANN 0-360 15-100 5-18 0.3-7.5 1.18-5.74 n/a

1/2 Weathermatic MAX12PRS30-CV Pressure Reg, Check Valve various F fixed 90-360 / ANN 0-360 15-100 5-18 0.3-7.5 1.18-5.74 n/a

1/2 Weathermatic MAXS Shrub Adapter various M or F fixed 90-360 / ANN 0-360 15-70 5-18 0.3-7.5 1.18-5.74 n/a

1/2 Weathermatic MAX4-CV Pop Up w/ Check Valve various F fixed 90-360 / ANN 0-360 15-70 5-18 0.3-7.5 1.18-5.74 n/a

1/2 Weathermatic MAX6-CV Pop Up w/ Check Valve various F fixed 90-360 / ANN 0-360 15-70 5-18 0.3-7.5 1.18-5.74 n/a

1/2 Weathermatic MAX12-CV Pop Up w/ Check Valve various F fixed 90-360 / ANN 0-360 15-70 5-18 0.3-7.5 1.18-5.74 n/a
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IMPACT SPRINKLERS
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1/2 Buckner 17023W n/a B F 25-60 33-44 1.28-5.48 n/a no
1/2 Buckner 17023R n/a B F 25-60 33-44 1.28-5.48 n/a no
1/2 Buckner 170W-23W n/a B F 25-60 31-41 0.33-3.51 0.03-0.16 no
1/2 Buckner 170W-23R n/a B F 25-60 29-38 0.56-2.67 0.05-0.17 no
1/2 Buckner 170W-15RP n/a B F 25-50 25-35 0.56-2.45 0.04-0.27 no
1/2 Buckner 90SD n/a B F/P 25-55 35-48 3.54-5.44 0.28-0.35 no
1/2 Buckner 65P n/a Pl F/P 25-60 33-47 3.54-5.64 0.34-0.29 no
1/2 Buckner 90DZ n/a ZDC F/P 25-55 34-47 2.11-5.64 0.20-0.28 no
3/4 Buckner 2000SX n/a B F 35-80 40-60 2.53-15.71 0.32-0.56 no
3/4 Buckner 261SDX n/a B F/P 30-60 41-50 3.94-13.73 0.26-0.61 no
1 Buckner 300SAX n/a B F 40-80 47-80 14.61-46.59 0.47-0.89 no
1 Buckner 350SAX n/a B F 40-80 47-80 6.32-46.59 0.29-0.73 no
1 Buckner 360SA n/a B F/P 35-100 49-82 7.75-44.01 0.36-0.73 no
1.25 Buckner AI120 n/a B F 55-95 75-113 24.9-121 0.52-1.05 no
1.25 Buckner 400S n/a B F 65-100 85-117 34.62-132.18 0.35-0.7 no
1.25 Buckner AI123 n/a B F/P 55-95 73-113 24.9-121 0.52-1.05 no
1/2 or 3/4 Irritrol Titan Titan Pl F/PC 30-50 32-45 1.5-7.5 0.14-0.42 no
1/2 or 3/4 Rain Bird 2045A Maxi-Paw P/ FC 6-12 20-360 25-60 22-45 1.5-8.4 0.28-1.21 no
1/2 or 3/4 Rain Bird 2045A-SAM Maxi-Paw P/ FC w/ CV 6-12 20-360 25-60 22-45 1.5-8.4 0.28-1.21 no
1/2 or 3/4 Rain Bird 2045A-SAM-NP Maxi-Paw NP P/ FC w/ CV 6-12 20-360 25-60 22-45 1.5-8.4 0.28-1.21 no
1/2 Rain Bird 2045PJ Maxi-Bird 6-12 20-360 25-60 22-45 1.5-8.4 0.28-1.21 no
1.5 Toro TS120V TS120 Pl F/PC 45-120 62-125 21-121 n/a no
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NALP names new CEO
The National Association of Landscape Professionals, Fairfax, 
Virginia, board of directors named Britt Wood to the posi-
tion of CEO. Wood brings more than 24 years of experience 
and will oversee an association that represents 1 million land-
scape, lawn care, irrigation and tree care professionals across 
the country. He assumed his new role on Oct. 7 and attended 
LANDSCAPES, the nation’s largest educational event for 
landscape and lawn care professionals, in Louisville, Ken-
tucky, Oct. 15-18.

“Britt’s depth of leadership experience and proven track 
record of delivering results across various industries throughout his career will be huge 
assets as he focuses on building on NALP’s many successes and guiding our association 
into new areas of opportunity and growth,” says Jeff Buhler, NALP president.

“It is truly a privilege to have the opportunity to serve an industry association that is 
a leader in programs and initiatives that support the business and operational needs of 
lawn and landscape companies across the country,” says Wood. “I look forward to working 
closely with our dedicated board and staff to continue to grow our membership by further 
enhancing NALP’s value to the lawn and landscape community. ”

Prior to joining NALP, Wood spent more than two decades in trade association exec-
utive leadership roles, most recently as senior vice president of business development and 
industry relations for the Consumer Healthcare Products Association. 

Project EverGreen names ‘Our 
Winning Green Space’ contest winner
Logan Horne and the Louisa County School District, 
Virginia, were selected as the winners of Cleve-
land-based Project EverGreen’s “Our Winning 
Green Space.” They were awarded with an 
Exmark Lazer Z X-Series mower package 
that will be used to help maintain the school 
district’s athletic fields and grounds, as well 
as an athletic field renovation.

The “Our Winning Green Space” annual 
contest is sponsored by Project EverGreen 
in partnership with Exmark Manufacturing, 
Beatrice, Nebraska; the Sports Turf Manag-
ers Association, Lawrence, Kansas; and the 
Foundation for Safer Athletic Fields for Every-
one, Lawrence, Kansas.

Horne teaches turf management at Louisa County High School and oversees the 
care and maintenance of the district’s athletic fields and grounds. 

A professional turf manager by trade, Horne manages four athletic fields, 15 acres 
of landscape, 2.4 miles of walking trails and a beekeeping area. The students actively 
participate in the landscape’s maintenance and have offered new ideas to enhance 
the grounds, including building and installing benches, clearing trails and helping to 
build an outdoor classroom. 

“Louisa residents and the neighborhood are the real winners,” says Cindy Code, 
executive director of Project EverGreen. “Healthy and safe sports fields breathe new 
life into the environment and function as the lungs of the community.”

“We thank Project EverGreen and its partners for making this project possible,” 
adds Horne. “It will leave a lasting footprint on our community for a lifetime.”

• • ASSOCIATIONS IN ACTION

OPEI 
ANNOUNCES 
FIRST ANSI 
STANDARD FOR 
ROBOTIC LAWN 
MOWERS
The Outdoor Power Equipment Institute, 
Alexandria, Virginia, has announced the 
first standard for robotic, battery-powered, 
electrical lawn mowers issued by the Amer-
ican National Standards Institute. Publica-
tion of the robotic lawn mower standard 
has been highly anticipated by the outdoor 
power equipment industry and startups de-
signing products for the category.

“It is predicted that this market category 
will grow considerably in the next six years, 
as the outdoor power equipment industry 
continues to innovate and improve prod-
ucts in response to consumer needs,” says 
Kris Kiser, president and CEO of OPEI. 
“Standards play an important role in every-
day life and ensure that consumers know 
what they are getting when they purchase a 
product like a robotic mower.”

The standard was developed through a 
public input process that brings together 
consumers, manufacturers and commer-
cial equipment users. OPEI is a recognized 
Standards Development Organization for 
the American National Standards Insti-
tute, the primary organization for fostering 
the development of technology standards 
in the U.S. 

The standard was approved on Sept. 5 
and is expected to be published this fall. 
Kiser says, “We expect to see increased 
competition in this product category as 
manufacturers will now be able to design 
equipment to meet the industry standard.”

Britt Wood



Expand your lighting design possibilities with energy-efficient MR-16 LED lamps from 
FX Luminaire. The lamps are available in three intensities, three beam angle options, and 
two color temperatures, and they are compatible with any lighting fixture with an MR-16 
base. Their fully potted design makes them the most robust, best performing lamps on 
the market.

LANDSCAPE LIGHTING   |   Learn more. Visit fxl.com

LAMP UP
YOUR LIFE
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3 Collaboration app. RedTeam Soft-
ware, Orlando, Florida, introduces 
TeamPlayer, an app that facilitates 

subcontractor collaboration by making 
it easier for all team members to access 
and respond to critical documents and 
transactions.

Subcontractors can download and 
use the app for free or upgrade to a paid 
subscription to maintain protected access 
to the documentation they are collaborat-
ing on via RedTeam’s cloud-based project 
management software. They can also 
access administrative controls. 

The app allows the subcontractor to 
view the status of their contracts, change 
orders, credentials, lien waivers, submittals 
and punch items. Users can also share day-
to-day performance updates in real time 
and check in and check out at project sites.

RedTeam Software 
www.redteam.com

SUPPLIER IN THE NEWS
Hino opens new West Virginia manufacturing facility

1 String trimmers. Greenworks Commer-
cial, Charlotte, North Carolina, has 
introduced three new string trimmers 

to its 82-volt battery-powered tool lineup. 
The 82T16 brushless front motor string 
trimmer is a 16-inch traditional loop- 
handle model with a front motor design. 
The other two are the 16-inch 82TB16 
brushless bike handle string trimmer and 
the 18-inch 82TB18 brushless bike handle 
string trimmer.

The loop handle model’s front motor 
design delivers energy directly to the 
cutting head for smaller space trimming.   
A brush cutter blade is included with all 
three models.   

All three trimmers have two-year war-
ranties and are powered by the company’s 
82-volt lithium-ion battery. They’re avail-
able now through the Carswell, Carswell 
OEI, PACE and Steven Willand indepen-
dent dealer networks. 

Greenworks Commercial 
www.greenworkscommercial.com

2 Tree staking system. Tree Hugger 
Solutions LLC, Weston, Florida, 
offers the Tree Brace tree-staking 

kit system. Described by the company as 
easy to use, the high-tech molded bracing 
system completely supports growing trees; 
it can be installed seamlessly by one per-
son in as little as five minutes and can be 
reused over and over again. It is available 
in both a fixed and an adjustable version.

Made of custom-formulated molded 
polypropylene, the Tree Brace can endure 
harsh weather conditions for decades and 
is engineered to eliminate improper angles. 
No specialized tools or related equipment 
are needed.

Both fixed and adjustable bracing kits 
come with molded polypropylene support 
holders and stainless steel bands with 
quick-engage clamps. The product will be 
sold exclusively to the qualified distribu-
tors listed on the company’s website.

Tree Hugger Solutions LLC 
www.treehuggerusa.com

In August, Hino Motors Manufacturing U.S.A. Inc., Novi, 
Michigan, held a grand opening celebration for its new 
1,000,000-square-foot manufacturing facility in Mineral 
Wells, West Virginia. The event was attended by West Vir-
ginia Governor Jim Justice, U.S. Senators Joe Manchin and 
Shelly Moore Capito and Congressman David B. McKinley, 
among others. The attendees got a tour of the facility and 
then participated in a traditional Japanese tree planting and 
Kagami-Wari ceremony.

Hino Motors Ltd. President and CEO Yoshio Shimo 
commented, “Hino has committed $100 million in capital in-
vestment into our new state-of-the-art manufacturing facility. 
Today, I am excited to announce an additional commitment 
of $40 million in investment, creating an additional 250 new 
jobs totaling 800 team members.”

“With 800 West 
Virginians planned to 
be employed by Hino, 
they continue to be 
one of West Virginia’s 
biggest employers,” 
stated Governor Jus-
tice. “We thank Hino 
for its continued 
investment in our great state.”

The first truck rolled off the assembly line in June. Work-
ers at the facility will continue to assemble the company’s 
class 6, 7 and 8 conventional trucks, including the newly 
released class 7 and 8 XL Series. The new plant is said to be 
capable of producing 15,000 trucks a year.
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HorizonOnline.com
shop online at 247.HorizonOnline.com

irrigation | outdoor living | landscape | equipment | irrigation | outdoor living | landscape | equipment | irrigation | outdoor living | landscape | equipment | irrigation | outdoor living | landscape | 

Scan here to visit us online.

Offering the industry’s most comprehensive selection of landscape and irrigation supplies, Horizon is the one stop shop for over 27,000 green industry 
professionals. We carry professional-grade products in irrigation & drainage, landscape, safety, lighting, outdoor living, outdoor power equipment and equipment 
parts & service. 

Anytime. Anywhere. Any Device.
Horizon 24/7 is your source for online 
account management, order templates 
and more.

Sales & Account Info
800.PVC.TURF

Equipment Parts & Service
844.411.PART

People. Knowledge. Relationships.
Keeping our promises since 1963. 
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6 Joint sealants. W.R. Meadows, Hamp-
shire, Illinois, is offering its Pourthane 
NS and SL joint sealants in a wide 

variety of colors.
Pourthane NS is an elastic, low modu-

lus, one component, moisture curing, non-
sag polyurethane sealant that maintains 
flexibility in horizontal and vertical appli-
cations. It comes in 11 colors, including 
white, off-white, gray, aluminum gray, tan, 
redwood tan, stone, limestone, medium 
bronze, special bronze and black.

Pourthane SL is an elastic, one 
component, self-leveling polyurethane 
sealant specifically designed to be used 
in multipurpose horizontal joint sealing 
applications. It’s available in three colors: 
gray, limestone and desert tan.

Sample cards showing the actual colors 
of both products are available by request 
through www.wrmeadows.com/samples.

W.R. Meadows 
www.wrmeadows.com

4  Utility tractors. John Deere, Moline, Il-
linois, announces its new 3D Series of 
compact utility tractors. The 3025D, 

3035D and 3043D models all have gear-
drive transmissions with two ranges and 
four speeds each and fender-mounted 
gearshift levers. They’re available with 25-, 
35- or 43-horsepower drivetrains. A large 
spiral bevel gear provides increased torque 
for hauling up to 4,000 pounds.

The units are compatible with the 
all-new John Deere Quik-Knect System. 
Each model includes a three-point hitch 
that can lift nearly 1,600 pounds. 

Options include halogen or LED work 
lights and a telescope draft that eases 
the attachment of rear-mounted imple-
ments. All three tractors have standard 
two-year/2,000-hour warranties with 
six-year/2,000-hour warranties on the 
powertrains.

Deere & Company 
www.deere.com

5 Cordless chain saw. Makita U.S.A. 
Inc., La Mirada, California, offers the 
XCU03PT Brushless Chain Saw Kit. 

The unit is powered by two 18-volt LXT 
batteries giving it 36 volts of total power 
and an increased run time, but without 
leaving Makita’s 18-volt battery platform 
that powers 224 other cordless products. 

A Makita-built variable-speed 
outer-rotor brushless motor and direct 
drive system delivers up to 3,940 feet per 
minute of power. 

Features include adjustable automatic 
chain lubrication, a large oil reservoir and 
large oil filling port with a view window, 
an LED on/off switch with auto pow-
er-off function, a 14-inch guide bar, and 
toolless chain adjustment. Four 18-volt 
LXT 5.0Ah batteries and a dual-port 
rapid charger are included. 

Makita U.S.A. 
www.makitatools.com

SUPPLIER IN THE NEWS
Husqvarna announces Autonomous Operation system
Husqvarna, Stockholm, Sweden, has announced its Husq-
varna Autonomous Operation system, which the company 
claims will improve productivity and workspace safety for 
green industry professionals who maintain large turf areas. It 
consists of multiple self-operated Husqvarna robotic mowers 
powered by Husqvarna EPOS technology. Three pilot studies 
are being set up before the end of 2019 to refine the system 
before an official launch in 2021.

HAO enables remote, computerized control which 
minimizes the risk of human error. The system also offers 
object analysis and collision avoidance based on information 
from several independent sensors, utilizing cameras, radar and 
ultrasonic technology. As an additional safety measure, an 
operator can maneuver and override the system with a hands-
on remote control.

HAO uses the 
new Husqvarna 
EPOS technology, 
a high-precision 
satellite navigation 
system that pro-
vides enhanced real-time positioning accuracy within 2 to 3 
centimeters. It enables the machine to navigate within and 
between work areas using virtual boundaries. 

“Robotics and autonomous solutions will play a major 
role in the future of green space management,” says Sascha 
Menges, president, Husqvarna Division. 

The HAO system will undergo further pilot testing during 
2020 and be fully available as an end-to-end solution for 
selected markets by 2021.

PRODUCT SPOTLIGHT • •



www.igin.com                 November 2019    Irrigation & Green Industry          45

Do you have  
a product to 
spotlight?
Submit your 125-word 
product description and 
high-resolution photo to 
news@igin.com.

• •

www.digcorp.com

DIG’s Dripline 
Make your plants happy

7  Industrial grease. Lucas Oil, Corona, 
California, presents Lucas Oil Red “N” 
Tacky Grease, a high-quality lubricant 

for automotive, agricultural and industrial 
uses, now available in an easy-to-grip 
aerosol spray can. It has a host of possible 
applications and is specially formulated 
to withstand extreme conditions. Smooth 
and tacky, the grease is fortified with rust 
and oxidation inhibitors that complement 
its water resistance, washout properties, 
mechanical stability and long storage life.

The product is formulated with a 
precise amount of additives, giving it a 
Timken OK Load that ensures its ability 
to withstand heavy loads and extreme 
pressure for extended periods of time. 

It’s available at AutoZone, O’Reilly 
Auto Parts, NAPA Auto Parts, CarQuest 
and Advance Auto Parts.

Lucas Oil 
www.LucasOil.com

PRODUCT SPOTLIGHT • •
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Full Flow Swivel Coupling 

•  Full Flow Interior – Prevents material build-
up due to the absence of an interior hose 
shank. Instead, our coupling screws easily 
and securely over the outside of the hose to 
provide full flow.

•  Swivel Joint – Stainless steel ball bearings 
ensure smooth swivel action, reducing 
instances of hose twisting.

•  Versatile 2-Piece Design – Coupling consists of male and female ends 
connected by NPSM threads. Male portion also sold separately.

Kuriyama of America, Inc.
(847) 755-0360 
sales@kuriyama.com
www.kuriyama.com

NEW

Fits the following  
Tigerflex™ series hoses:
 • MULCH™

 • MULCH-LT™ 
 • BARK™ 
 • LK™ 
 • UV1™

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.
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® Putting water where it counts!
www.antelco.com

TMCFd Downspray
High performance downspray

 with superior coverage
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MINI MART • •

  

  
 

           • BALANCED NATURAL ORGANIC NPK PLANT NUTRITION
                • BIO-STIMULANT (Seaweed, Humic & Alginic Acid)
                • MICROORGANISM SOIL INOCULANT
                • E/E MYCORRHIZA ROOT INOCULANT
        • VITAMIN B COMPLEX
      • MORE 

toll free: 800.441.3573 | www.bio-plex.com

NEW... MULTI-DIMENSIONAL 
PLANT HEALTH & NUTRITION BIO-FERTILIZERS

Feeds the Plant and Roots - Build, Feed and Inoculates the Soil

Restoring the native balance

ernstseed.com
sales@ernstseed.com

800-873-3321

GREEN INDUSTRY MARKETPLACE • •



• • CLASSIFIEDS

48            Irrigation & Green Industry     November 2019 www.igin.com

PRODUCTS

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.

HELP WANTED

Roundstone is Your Source for
Consulting •  Installations  •  Seeds •  Plugs

Contact us for a free quote •  888.531.2353

sales@roundstoneseed.com
9764 Raider Hollow Road Upton KY 42784

PRODUCTS HELP WANTED

GET THE LATEST NEWS DIRECT 
TO YOUR INBOX EVERY WEEK.
Sign up for Irrigation & Green 

Industry’s weekly e-newsletter
at www.igin.com.



www.igin.com
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REGISTER NOW  
for the world’s biggest irrigation show.

IRRIGATION SHOW | Dec. 4-5 
EDUCATION WEEK  | Dec. 2-6
Las Vegas Convention Center  | Las Vegas, Nevada

Register online:  
www.irrigationshow.org

EXPLORE.  
CONNECT.  
LEARN.

NEW
in 2019!

Introducing ...

Industry Insights 
It’s where irrigation professionals go to learn 
about the latest industry trends, research 
projects, best practices and today’s  
relevant  topics — all from knowledgeable  
experts in the industry.

Co-located with NGWA and ARCSA.
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IRRIGATION SHOW AND 
EDUCATION WEEK

December 2-6
Las Vegas

www.irrigationshow.org

GROUNDWATER WEEK
December 3-5

Las Vegas
www.groundwaterweek.com

GREEN EXPO TURF AND 
LANDSCAPE CONFERENCE

December 10-12
Atlantic City, New Jersey
www.njta.wildapricot.org

MID-ATLANTIC NURSERY 
TRADE SHOW

January 8-10
Baltimore

www.mants.com

WALMART LAUNCHES POLLINATOR  
GARDEN PILOT IN THREE STATES
Walmart has planted 21 pollinator gardens this year at retail locations throughout 
Oregon, Washington and North Carolina. The gardens serve a dual purpose of 
adding to the beautification of the outdoor grounds at designated store properties 
and seeking to increase pollinators such as bees and butterflies, which have suffered 
population declines in recent decades.

Some of Walmart’s pollinator gardens include milkweed, a plant that monarch 
butterflies use for shelter, food and laying eggs. According to the Environmen-
tal Defense Fund, monarch populations have dropped 90% in the past 20 years. 
Walmart hopes that the initiative will inspire customers, associates and other mem-
bers of these local communities to plant their own pollinator gardens.

This pollinator garden pilot is part of the company’s larger commitment to use 
its size and scale for good and do business in a way that aims to enhance economic 
opportunity, encourage sustainability and strengthen local communities.

More opens, please!
Email is the most effective and widely used marketing channel available today, according to a report by the Small 
Business Trends website. However, getting inbox attention still remains the biggest challenge for businesses doing 
email marketing campaigns. Getting more opens requires the right tactics. Respondents said that email personaliza-
tion (72%), list management (63%) and subject line optimization (52%) deliver above-average open rates. 

☑ Incentives. Industry companies tend to 
favor word-of-mouth methods, incentivizing 
employees for referring people that they know. 
For instance, a company might give a $50 
incentive to an employee who brings in a new hire 
that stays at least 90 days after their start date.
☑ Job fairs. Recruit at local job fairs or trade 
schools. While this can take time, the payoff of 
getting higher-quality employees justifies the time 
and expense. Being present at these events helps 
to build awareness that you are a quality employer.
☑ Temp staffing. Using temporary agencies 
can be a good way to find qualified office admin-
istrative workers. You can go the temp-to-hire 
route by trying out a person first to see if they 
work. If so, then you can hire the person and pay  
a fee to the agency. 
☑ College recruiting. Build a relationship 
with local horticulture programs where you can 
get to know the educators in the department. 
By being a guest speaker to a class, you imme-
diately become a subject matter expert and can 
become an employer of choice. 
(source: National Association of Landscape  
Professionals)

4 TACTICS FOR 
RECRUITING 
TALENT

DID YOU KNOW?
Pando, also known as the trembling giant, is a clonal 
colony of around 47,000 quaking aspens determined to 
be a single living organism by identical genetic marks. 
It is assumed to have one massive underground root 
system. The plant is located in the Fishlake National 
Forest in south-central Utah. Pando occupies 106 acres 

and is estimated to weigh collectively 6,600 tons, making 
it the heaviest known single organism.



Everything You Need to Keep Green Spaces Looking Their Best
Ewing is the largest family-owned supplier of landscape and irrigation products in the country, offering superior 

products, education and service to make projects of any size a success. With deep industry expertise and a complete 

line of water-efficient products, customers have relied on Ewing for nearly 100 years to help create and maintain 

healthy, beautiful, water-smart landscapes.

Find out how Ewing can help with your next project.

YOUR 
PROJECTS 
WILL TURN 
HEADS

Follow us on social media:

EwingIrrigation.com



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)
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waclandscapelighting.com
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