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SPRINKLER SPECIFICATION CHARTS

1/2 Hunter SRM 4” Plastic 8Pl adj. 40-360 30-50 15-34 0.42-4.3 ~ 0.45 yes

1/2 Hunter PGJ Shrub, 4”, 6”, 12” Plastic 8 Pl adj. 40-360 30-50 15-37 0.64-5.3 ~ 0.6 yes

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

3/4 Hunter PGP Ultra Shrub, 4”, 6”, 12” Plastic 34 Pl adj. 50-360 30-70 22-52 0.36-14.8 ~ 0.4 yes

3/4 Hunter I-20 - options available Shrub, 4”, 6”, 12” Plastic or 
stainless 30 Pl adj. 50-360 30-70 17-47 0.36-14.8 ~ 0.4 yes

1 Hunter I-25 - options available 4”, 6” Plastic or stainless 12 Pl adj. 50-360 40-100 40-71 3.8-31.5 ~ 0.4 yes

1 Hunter I-40 - options available 4”, 6” Stainless 6 Pl adj. 50-360 40-100 45-76 7.0-33.7 ~ 0.4 yes

1 Hunter I-50 - options available 4”, 6” Stainless 6 Pl adj. 50-360 40-100 45-76 7.0-33.7 ~ 0.4 yes

1 Hunter I-80 - options available 3-3/4” Plastic 7 Pl adj. 60-360 40-100 63-97 20.2-59.6 ~ 0.6 yes

1.5 Hunter I-90 - options available 3” Plastic 8 Pl adj. 40-360 60-100 66-103 29.5-83.3 ~ 0.6 yes

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

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

3/4 Irritrol 550R 550R Pl partial/FC 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 30-50 18-33 0.8-3.8 0.26-0.52 yes

1/2 K-Rain 13006 MiniPro 6-in. 5 STD adj. 40-360 30-50 18-33 0.8-3.8 0.26-0.52 yes

1/2 K-Rain 13012 MiniPro 12-in. 5 STD adj. 40-360 30-50 18-33 0.8-3.8 0.26-0.52 yes

1/2 K-Rain RPS50 RPS50 5 STD adj. 40-360 30-50 18-33 0.8-3.8 0.26-0.52 yes

3/4 K-Rain RPS75 - options available RPS75 8 STD, 4 LA adj. 40-360, 360 
continuous 30-70 22-51 0.7-8.3 0.16-0.86 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 - options available RPS 75i 9 STD, 4 LA adj. 40-360, 360 
continuous 30-70 13 -48 0.44-9.7 0.22-10.19 yes

3/4 K-Rain 11003 ProPlus 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 - options available SuperPro 9 STD, 4 LA adj. 40-360 CT 30-60 26-49 1.2-11.1 0.21-1.01 yes

1 K-Rain 14053 - options available 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 14003 - options available ProSport 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 0.54-4.6 0.37-0.83 yes

1/2 Rain Bird 3504 - options available 3500 4-in. PC 0.75-4 40-360 25-55 15-35 0.54-4.6 0.37-0.83 yes

3/4 Rain Bird 5000SPCSAM - options 
available 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 5004(PC or FC) - options 
available 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 5006PC - options available 5000 6-in. 1-8 40-360 25-65 25-50 0.73-9.63 0.2-1.5 yes

3/4 Rain Bird 5012+PCSAMR - options 
available 5000+ 12-in. 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) - options 
available

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 8005 - options available 8005 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 partial/FC 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 partial/FC 25-65 25-50 0.76-9.63 0.2-0.99 yes

1 Toro T7P T7 Pl partial/FC 40-100 40-75 1.7-30.6 0.62-1.42 yes

1 Toro 640 640 Pl partial/FC 40-90 47-67 6-25 0.26-4.91 yes

1 Toro TS90 TS90 Pl partial/FC 40-100 53-95 14-61.5 0.46-0.63 yes

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

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

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

3/4 Weathermatic T3 T 1, 1.5, 2, 3, 3.5, 4, 6, 8, 9, 13 40-360 30-70 28-61 0.7-14.9 0.17-0.89 yes

4-Mar Weathermatic T3 T 2.0LA, 2.5LA, 3.5LA, 4.5LA 40-360 30-50 29-37 1.6-4.1 0.34-0.67 yes

3/4 Weathermatic T3-36 T 1, 1.5, 2, 3, 3.5, 4, 6, 8, 9, 13 360 30-70 28-61 0.7-14.9 0.17-0.89 yes

3/4 Weathermatic T3-36 T 2.0LA, 2.5LA, 3.5LA, 4.5LA 360 30-50 29-37 1.6-4.1 0.34-0.67 yes

3/4 Weathermatic T3SS T- SS 1, 1.5, 2, 3, 3.5, 4, 6, 8, 9, 13 40-360 30-70 28-61 0.7-14.9 0.17-0.89 yes
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Making your move

B
y most accounts, 2020 looked like it 
was going to be a solid year for land-
scape and irrigation professionals at 
the start. 

Going back to our Industry Out-
look survey in January, more than a 
quarter of respondents reported they 

had seen growth of more than 10% from the 
previous year. More than a third of our re-
spondents projected a gross revenue of at 
least more than $1 million for the year. 

I’m curious how those numbers will 
compare in our next Industry Outlook sur-
vey. Even the most bear-minded forecaster 
couldn’t have predicted how COVID-19 
would change the way the world worked just a 
few months in. Facing shutdowns nationwide, 
contractors had to radically alter their ideas of 
what a successful year would look like. 

As the main season started, contractors 
started to find their stride as essential workers, 
adapting and learning new ways to work safe-
ly around the pandemic. From a meager start 
to the season, many contractors swung all the 
way to the other end of the spectrum, with 
more jobs and potential customers piling up. 
The season has run at a breakneck pace even 
for smaller contractors, who had just months 
before been concerned about cash flow.

The back-and-forth nature of this year has 
made contractors look at things from multi-
ple perspectives. Some could be looking at the 
early part of the year and deciding that they 
just don’t have another year in the business in 
them. Others see the job orders stacking up 
and wonder if this is the right time to grow. 
Either way, it’s not something to go into on 
just a gut instinct. Whether you’re buying to 
expand or you’re making your exit, it takes 
planning. 

This might be the year that you decide 
that you want to grow through acquisition. 
But when you start putting the plans on pa-
per, you realize that maybe you need to get 
your own processes nailed down a little better 
before you bring on new services. On the oth-
er side of things, this might be the year that 
you start looking to pass the company you 
built on to someone else. But when you start 
looking at your customer list, it’s not quite as 
diverse as you remembered.

Both situations include talking to your 
support team, as well as finding out what op-
tions you have with your legal and banking 
resources. This year could be the one when 
you decide to really consider your exit strate-
gy, or when you seriously gear your business 
toward growth.  

The back-and-
forth nature of this 
year has made 
contractors look at 
things from multiple 
perspectives.
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Investors Corner
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STOCK
UPDATE

Franklin  
Electric  
Co. Inc.  

(NASDAQ: FELE) 

Koninkijke  
Philips NV

(NYSE: PHG) 

The Scotts  
Miracle-Gro  

Company 
(NYSE: SMG) 

SiteOne
(NYSE: SITE) 

Textron Inc.
(NYSE: TXT) 

The Toro  
Company

(NYSE: TTC) 

Watts Water  
Technologies
(NYSE: WTS)

Bayer AG
(NYSE: BAYRY) 

BASF SE
(NYSE: BASFY)

BrightView  
Holdings Inc.

(NYSE: BV)

Caterpillar
(NYSE: CAT) 

Deere & Co.
(NYSE: DE) 

DuPont de  
Nemours Inc. 

(NYSE: DD) 

FMC Corp.
(NYSE: FMC) 

Briggs &  
Stratton Corp.

(NYSE: BGGSQ)

Pool Corp.
(NASDAQ: 

POOL)

BrightView Holdings Inc., Blue Bell, 
Pennsylvania, acquired Commercial Tree 
Care Inc., a full-service tree care company 
based in San Jose, California. The purchase 
of CTC followed the sale of BrightView 
Tree Company to Devil Mountain Nursery 
of San Ramon, California. 

Todd Huffman, president of CTC, 
along with his senior leadership team, will 
remain with BrightView and continue to 
run the day-to-day operations of the busi-
ness.

Founded in 1992, CTC is a full-service 
tree care provider specializing in pruning, 

tree removal, stump grinding, cabling, 
bracing, fertility treatment, pest and disease 
control, install and transplant, forestry fire 
fighting and timber harvesting. The com-
pany also consults for development, ap-
praisal, maintenance plans and overall site 
evaluation.

“The acquisition of Commercial Tree 
strengthens BrightView’s maintenance op-
erations in Northern California and posi-
tions us to be the foremost tree care service 
provider in the San Francisco Bay Area,” 
says Andrew Masterman, president and 
CEO of BrightView. “The acquisition of 

CTC followed the sale of BrightView Tree 
Company, a tree nursery division that typ-
ically generated between $25 million and 
$30 million in revenue. Redeploying as-
sets from our development segment to our 
maintenance segment is consistent with 
our overall strategic growth plan.”

“I believe that Commercial Tree Care 
shares much in common with BrightView, 
and this transaction provides a solid foun-
dation in which to continue our growth in 
the greater Bay Area,” says Huffman. “My 
team and I are excited about the opportu-
nities that lie ahead.” 

BrightView acquires Commercial Tree Care

“The acquisition of Commercial Tree strengthens BrightView’s maintenance oper-
ations in Northern California and positions us to be the foremost tree care service 
provider in the San Francisco Bay Area.” 

 — Andrew Masterman, president and CEO of BrightView
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  Tree Care

Davey among top 10 largest  
employee-owned companies
The Davey Tree Expert Company, Kent, 
Ohio, is the ninth largest employee-owned 
company in the U.S., according to a report 
from the National Center for Employee 
Ownership.

The NCEO 2020 Employee Ownership 
100 list shows Davey has maintained its posi-
tion among the top 10 largest employee-owned firms since first being ranked at No. 9 in 2019.

Companies are ranked on the list according to the number of employees; Davey now em-
ploys nearly 10,500 people across North America. The NCEO’s 2019 Employee Ownership 
100 list includes the nation’s largest companies that are majority owned by an employee stock 
ownership plan or other broad-based employee ownership plan.

“The fact that we can continue to count ourselves among the 10 largest employee-owned 
firms in the U.S. is a testament to our commitment to growing and maintaining the employee- 
ownership model,” says Pat Covey, Davey chairman, president and CEO. “Our employees 
are the reason we’ve enjoyed so much success over the years and have continued to perform 
despite the challenges posed by today’s business climate. Employee ownership is a significant 
reason why Davey has endured, and it remains central to a prosperous future for our company.”

Founded in 1880, Davey has been employee-owned since 1979 when employees success-
fully bought the company from the family of its founder John Davey.

 QUICK
 TAKES

Aquarius Supply joins 
the Heritage family of 
companies 
Heritage Landscape Supply Group 
Inc., McKinney, Texas, acquired 
Aquarius Supply, an independent 
distributor of irrigation, outdoor 
lighting, agronomics and other 
landscape products. 

Headquartered in Hawthorne, 
New Jersey, the company operates 
a network of 10 branches across 
five states, including Pennsylvania, 
New Jersey, Delaware, Maryland 
and Virginia. 

Toro named worldwide 
supplier to the Ryder Cup 
through 2029
The Toro Company, Bloomington, 
Minnesota, has been named the 
official turf maintenance equip-
ment and irrigation provider for 
the Ryder Cup through 2029.

The agreement will begin with 
the 43rd Ryder Cup, which will be 
played Sept. 21-26, 2021, at Whis-
tling Straits in Kohler, Wisconsin. 
Beyond Whistling Straits, the 
agreement covers four additional 
Ryder Cups this decade.

Gro-Well completes 
acquisition	of	Pacific	
Topsoils
Gro-Well Environmental Partners, 
the parent company of Gro-Well 
Brands, Tempe, Arizona, a produc-
er and supplier of all natural and 
organic products for the lawn and 
garden industry, acquired Pacific 
Topsoils Inc., which specializes 
in supplying soil, bark and other 
landscape construction materials 
in the Pacific Northwest.

With the acquisition of Pacific 
Topsoils, Gro-Well is equipping its 
brands with more resources to serve 
customers throughout the western 
United States. 

  Landscape

Green Industry Hall of Fame names 2020 
inductees
The Green Industry Hall of Fame re-
vealed its 2020 inductees to be honored at 
the first-ever televised ceremony from the 
Sherman Library and Gardens in Corona 
del Mar, California. Since 2003, industry 
professionals have been honored for their 
lifetime commitment to the green industry. 
This year the following inductees are ac-
knowledged:

• Chris Davey, The Toro Company
• John Greenlee, Greenlee & Associates
• Walt Hagen, J Hagen Associates (post-

humous induction)
• Don and Dave Hendrickson, Hen-

drickson Bros.
• John Hourian, Hourian Associates
• Kathy Kellogg Johnson, Kellogg Gar-

den Products
• Lebo Newman, Signature Coast Hold-

ings
Traditionally the GIHOF awards cer-

emony has been a sit-down gala of family, 
friends and colleagues held at banquet facil-
ities. Due to the pandemic, the event will be 
filmed Nov. 7 for television at the Sherman 
Library and Gardens in Corona del Mar, 
and it will be available online in all other 
areas.
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  Landscape

RCI acquires Vision Landscapes
Rotolo Consultants Inc., Slidell, Louisiana, 
acquired Vision Landscapes Inc., a com-
mercial landscape and maintenance compa-
ny based in Birmingham, Alabama. The deal 
represents the fifth acquisition successfully 
completed by RCI over the last three years. 
Vision Landscapes, established in 1994 by 
Owner and Founder Greg McPherson, is a 
full-service landscape provider servicing the 
Southeast.

“Vision Landscapes is a welcome addi-
tion to the RCI family,” says Keith Rotolo, 
president and CEO of RCI. “With Vision 
Landscapes, we will strengthen our presence 
throughout the state of Alabama and further 
our continued goal of consistent growth of 
the company via acquisitions of high quality 
companies along with our long-term organic 
growth strategy.”

“We are all proud to be part of the RCI 
team and look forward to continuing the 
tradition of customer service and excel-
lence,” says McPherson. 
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  Landscape

Burnco Landscape Centres joins  
SiteOne Landscape Supply
SiteOne Landscape Supply Inc., Roswell, 
Georgia, acquired Burnco Landscape Cen-
tres Inc., a wholly owned subsidiary of Burn-
co Rock Products Ltd. Burnco Landscape 
Centres serves the three western Canadian 
provinces of British Columbia, Alberta and 
Saskatchewan from 12 locations focused on 
the distribution of hardscapes and landscape 
supplies to landscape professionals.

“Burnco Landscape Centres is a market 
leader in western Canada and a great fit with 
SiteOne as they expand our product offer-
ing in these provinces to include hardscapes 
and landscape supplies, complementing our 
growing irrigation and agronomics pres-
ence there,” says Doug Black, chairman and 
CEO of SiteOne Landscape Supply. “This 
addition moves us strongly forward on our 
mission to be the best full-line distributor to 
landscape professionals in all major U.S. and 
Canadian markets.”

“The Burnco organization has developed 
a strong relationship at the leadership level 
with SiteOne over a number of years,” says 
Scott Burns, chairman and CEO of Burnco 
Rock Products. “We believe SiteOne ac-
quiring our landscape supply business opens 
a new and winning chapter for the landscape 
centres’ employees, customers and suppliers 
in western Canada. We expect SiteOne will 
be an excellent owner for the business and 
look forward to continuing to work closely 
with them in future.”

Morgan Martel, Burnco Landscape 
Centres’ longtime president, will continue 
to lead the company.

“Morgan and his team are focused on 
providing excellent quality, service and val-
ue to their customers, and we are excited 
to have them as part of our family. We are 
committed to delivering the best customer 
experience in the green industry, and the 
combination of the Burnco Landscape Cen-
tres and SiteOne brings us one step closer to 
achieving that goal,” says Black. “This is our 
seventh acquisition in 2020 as we continue 
to expand into new markets and increase the 
number of markets where we provide a full 
range of landscape supplies and services to 
our customers.”

  Equipment

Briggs & Stratton completes sale, names new CEO
KPS Capital Partners LP, through a newly formed 
affiliate, has acquired substantially all of the assets of 
Milwaukee-based Briggs & Stratton Corporation and 
some of its wholly owned subsidiaries. KPS acquired 
the assets free and clear of substantially all liens, claims, 
encumbrances and interests through a sale under Sec-
tion 363 of the United States Bankruptcy Code. With 
the completion of the sale to KPS, the acquired business has successfully exited from its 
Chapter 11 Bankruptcy proceeding.

Briggs & Stratton will now operate as an independent company with the long-term support 
of KPS, a global private equity investor with about $11.5 billion of assets under management.

Briggs & Stratton named Steve Andrews as president and CEO effective immediately. 
KPS and Andrews partnered in 2011 to form International Equipment Solutions LLC. Un-
der KPS’ ownership and Andrews’ leadership, IES transformed two noncore divisions of a 
large corporation into a highly profitable company.

“I am honored to lead Briggs & Stratton,” says Andrews. “Free of any legacy liabilities, and 
with a strong balance sheet and the company’s world-class workforce, we have an exceptional 
opportunity to build upon the company’s leading market position. I am also pleased to partner 
and collaborate again with KPS, a firm that has distinguished itself as a global leader in trans-
forming businesses and is ideally suited for this exciting venture. On behalf of the company, 
I would like to thank former Chairman, President and CEO Todd Teske for his decades of 
service and many contributions.”

  Landscape

Janet Moyer Landscaping transitions to employee stockholder management
Janet Moyer Landscaping, a full-service landscaping company based in San Francisco, tran-
sitioned to a new management team formed from employees who are part of its employee 
stock ownership plan.

“Following up on the implementation of our stock gift program in 2015, we felt that 
our current managers were equipped to take over senior management roles,” says Michael 
Hofman, board chair.

Effective immediately, Caleb Goodwin and Joseph Couture will assume titles of vice pres-
ident and join Michael Padgett, already a vice president, and take over operational manage-
ment of the company. They will report to the board, consisting of Janet Moyer, founder and 
formerly president; Michael Hofman, formerly executive vice president; and Lori Rathje, a 
long-term management consultant with the company, who will help guide the transition over 
the next few years.

“We look forward to continuing to provide the highest level of service to our clients, ea-
gerly awaiting the years ahead,” says Goodwin. With more than 12 years of experience at JML 
and a degree in design and horticulture, he will continue to manage ongoing relationships 
with clients as vice president of JML’s maintenance business.

Couture, a 10-year employee, with a degree in architecture and extensive experience with 
JML’s complex design and building projects, will lead the design and build division. 

Padgett, whose employment at JML spans 
over 13 years, will absorb the role of chief fi-
nancial officer and manage sales and opera-
tions efforts for the company.

Moyer and Hofman plan to continue to be 
involved with the company for the foreseeable 
future, viewing their participation as a “retire-
ment in place” approach to staying involved, 
providing guidance and training employees 
based on their 30 years of experience in the 
industry.



INDUSTRY INSIGHTS

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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N
ew Year’s resolutions are best known for 
the ones most quickly broken. You ate 
that second doughnut. You didn’t go on 
your scheduled jog this morning. New 
Year’s resolutions are worthy efforts, and 

I’m not selling them short here. Often, they revolve 
around our health and well-being. We have all just 
gone through what is likely one of the most stressful 
years of our lives. Your first priority above all others 
should be a resolution to mind your health and emo-
tional well-being. Your health is job one, before we 
even start talking about your green industry business 
that likely all-encompasses your life.

Perhaps you’re exhaling a deep sigh when thinking 
about 2021 business planning. For most, 2020 plans 
were a washout. The year consisted of fits and starts, 
masks, slowed or canceled jobs, and cutbacks in many 
maintenance contracts. If you held your own, you 
did well. If you slid, you’re excused. If you hit goals, 
congratulations, you’re an outlier and a motivation to 
us all. But most struggled, and some may be weary 
of planning, facing what is sure to be a variable year 
ahead.

No matter. Plan you must. The key is to look be-
yond 2021. Next year will bring ups and downs, new 
tax policies, maybe stimulus — maybe not, and pos-
sibly even worse COVID-19. But now at least we’ve 
learned to cope with it in our businesses, so let’s plan 
further out, knowing one way or another we’ll work 
past 2021.

Where do you want to be in 2023, 2025? Who 
do you want to be and what do you want to earn? 
Pull out paper and a pen and imagine your company 
three to five years from now. What is reasonable and 
achievable? How hard do you want to push? Are you 
a growth company or happy with your cash cow? Can 
the cash cow be made more efficient over this time 
frame?

There are some basic steps you can take now to 
help you with your quest. Better than just New Year’s 
resolutions, you can create a roadmap with monthly, 
quarterly and annual milestones to check and measure 
your progress.

The key  
is to  
look 
beyond 
2021.

Start by identifying the space between where you 
are now and your future goals. More trucks? More 
employees? More locations? Better margins?

Where’s the new location? Do the demographic 
work. Is there market opportunity? What is the best 
way to penetrate the new area? Do you have leads? 
Introductions? Common clients? Build your expan-
sion plan listing critical path steps and your resources 
to achieve them.

How about future staffing? Immigration is largely 
a no-go, so chances are you’ll have to grow staff from 
in-house referrals and internal employment develop-
ment. How do you achieve employee recruitment and 
retention? Others will be clamoring for workers too. 
You’ll need to be defensive and protect your staff from 
other firms’ advances.

Margin concerns? Good companies net 10% and 
above. If you’re short, it’s time for a thorough checkup 
of processes from field to office. Check your jobs and 
test for inefficiencies. Go on-site with a critical look 
to discover focus areas for improvement. List key im-
provement goals and watch and measure on a steady 
schedule. Every day you allow inefficiencies to linger 
is money slipping through your fingers, forever gone.

Ultimately, plan your three- or five-year vision and 
work backward to today, creating monthly, quarterly 
and annual goals, breaking down what needs to get 
done to achieve your vision into defined, measurable 
steps. Be sure all the interrelated steps and building 
blocks are in place to take you where you want to go. 
There’s much to manage, from safety to finance to 
sales and quality control.

Test your plan, forward and backward. Is it reason-
able? Achievable? You may need refinement. Maybe 
even a professional planning advisor or business coach. 
Professional advisors can keep you real and focused on 
the steps to achieve your vision.

Yes, 2020 was an exasperating year. We’ve almost 
made it through. America should now enjoy a recov-
ery during 2021 and beyond. It’s time to get excited 
again, to lay your tracks to the future. Have fun vi-
sioning and making the most of your green industry 
dreams for 2021 and far beyond!  

By Gary HOrTOn

Plan your  
post-pandemic 2021





NIGHT LIGHTING

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

Lighting for safer  
environments

Landscape lighting is generally associated with 
the beautification of a property. But do not 
forget about safety and security. Safety and 
security are two top reasons a landscape light-

ing system should be installed. 
According to FBI statistics, a home was burglar-

ized every 26 seconds in 2018, and the average loss is 
between $2,500 and $3,000 per incident. A well-lit 
home provides a great crime deterrent in the evening 
hours. Burglars do not usually break in if they can be 
easily seen. Normally criminals are only after your 
possessions and are not looking for confrontation.

Indoor and outdoor lighting can work together to 
help deter potential burglars. With proper lighting, 
one can create an occupied look even if the resident 
might be away. Indoor lights should be set up on tim-
ers or Wi-Fi smart switches. Motion sensor lights can 
be an even greater deterrent. These lights add to the 
element of surprise, which may scare off a potential 
intruder. 

Lighting for safety
As we age, so do our eyes. I can recall as a young man 
being able to see quite well during evening demon-
strations. These days, I make sure that I carry several 
flashlights and an extra pair of glasses. 

When working with clients, take note of their eye-
sight. It is not wrong to ask how well they can see 
at night. Discuss the age of the frequent visitors to 
the property. If seniors visit frequently, the design may 
require more concentrated traverse lighting. It is good 
to take note of all traveling paths. Are they smooth? 
Are there any cracks or expansion joint gaps? What is 
the potential for ice? 

Wildlife
Crime is not the only reason for security lighting. 
Rural areas may have natural predators lurking about. 
Since man has invaded many outlying areas with de-
velopment, there are many species of wildlife that can 
be present.  

Proper placement of landscape lighting can also 
bring attention to such wildlife. Perhaps some indi-

rect light around garbage cans or side gate areas would 
be an option. This will provide some security so your 
customer will be better aware of the surroundings.

Glare from ambient light 
When designing an outdoor lighting system, it is 
especially important to visit the property and take 
note of all ambient light sources. Look out for poten-
tial glare bombs. It is necessary to examine the light 
sources within each fixture. You will need to check the 
wattage, Kelvin temperature and lumen output. 

The style of the light source and fixture type is also 
important. Check to see if you are working with an 
omni-directional or projection-style light source. Take 
note whether you are working with full glass lanterns 
or shielded sconces. 

For safety, indirect and shielded lighting are much 
easier to work with. Keep in mind that human beings, 
like insects, are drawn to the brightest source of light. 
Seeing the light source can cause distractions and mo-
mentary blindness. Be sure to shield all light sources. 
Add softening lenses, scrim cloth and hex louvers if 
necessary.

Advertise and seek business 
What is your elevator pitch to get people’s attention? 
Listen to what your customers are saying and come up 
with a few key phrases that succinctly hit those points 
home. For example, you could ask “Can you see on 
your property at night?” or, “Are your front steps a trip 
hazard?” Pointing out how you understand a custom-
er’s pain points and following up with how you can 
solve them are great ways to start the conversation. 
Safety and security are a necessity for most people. 
They may be more likely to contact you first if you 
exhibit upfront that you understand their problem. 

As with any lighting job, always ask the question: 
Why light? Why are we here? Are we lighting for 
safety, security, beauty or a combination of these?

For other great tips on lighting for safety and se-
curity, visit www.darksky.org. Let us all keep safe and 
secure out there. 

Pointing out 
how you 
understand a 
customer’s 
pain points 
and following 
up with how 
you can 
solve them 
are great ways 
to start the 
conversation.
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Find out how to get the most out of an 
acquisition when buying or selling.
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G
rowing your business isn’t quite as easy as choosing the 
right door on a game show. In the green industry, company 
growth comes in many forms. In many cases, landscape and 
irrigation contractors are looking for more organic methods 
like adding services, increasing market share through cus-

tomer development.
But acquisitions play an important part for a developing company and 

picking the right path at the right time can supercharge a business’s growth. 
As a seller, it can represent the opportunity of a payoff for the hard work put 
into building a profitable company. 

From either side, it’s important to prepare to get the most out of the 
deal. In order to handle growth, a company needs to have its current op-
erations really in order, says Jack Cox, president of NorthBridge Business 
Advisors, Morristown, New Jersey. Have a solid understanding of your pro-
cesses and projects. 

“You have to control and manage your own operation before you look 
to bring anything else on and integrate it,” he says. “You’ve got to be very 
comfortable with the way you’re operating.”

One solid reason to acquire is to expand your current services and bring 
in new customer opportunities, Cox says. Look at the potential revenue 
gained when adding a particular service line, and if it’s something that is 
frequently requested by your current customers, it could make sense.

“When you’re doing a good job with one thing, you’re very likely going 
to be asked to do more,” he says. “You can acquire someone who has one 
of those other disciplines and extrapolate your services to that client base 
quite easily.”

Before actively pursuing buying or selling, talk with your professional 
support team and advisors, including your attorneys, your bankers and your 
consultant, says Fred Haskett, principal at The Harvest Group, St. Louis, 
Missouri. 

“Ask questions, and then listen on those things,” he says. “You don’t want 
to be well down the road and find out from your banker that their situation 
is not going to be as favorable for you.”

BETTER BUYING
As you’re looking to buy a company, start out by doing your homework 
up front, says Cox. Taking care of due diligence issues early will help the 
process go more smoothly. Know who you’re taking on, how many accounts 
they have and what issues are likely to come up during integration. Think 
about whether you still need the other company’s facility and if its supervi-
sors will mesh well with your current team. 

Look for companies that have diversity in customers, and make sure 
those customers have contracts that make transferring to new ownership 
straightforward. This is especially important when buying smaller compa-
nies, according to Peter Giersch, managing director, The Giersch Group 
LLC, Milwaukee, Wisconsin. If customers aren’t under contract, the 
change in ownership could serve as a wake-up call for clients that they 
haven’t looked at other service providers recently.

Transitioning customers can be especially tricky when it comes to pric-
ing. Cox says it can be best to honor current pricing in the short term, 
especially with residential customers. 

“If you’re going to make a change, and you feel that a change in pricing 
is necessary, you might want to do that in a second renewal,” he says. “You 
want to minimize disruption for customers as much as possible.”

Whatever the company has to offer, make sure it fits your current busi-
ness and your overall business plan, says Giersch. Maybe they don’t have a 
great customer list, but there’s a lot of new equipment that could be useful. 
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Have a solid understanding of what you want to add 
to your business through the deal.

“Each deal is different,” Giersch says. “They’re go-
ing to have something different to offer, but it’s got to 
be complementary to what you need.”

It’s important to be realistic about market differ-
ences, and have plans to integrate them effectively, 
says Haskett. If your company mainly does resi-
dential work, and you’re acquiring a company that 
does mostly commercial, be aware that the sales and 
service approaches for both markets are often very 
different. 

Once the deal is moving, put your due diligence 
plans into action to push the integration along quick-
ly, says Cox. Have an actionable plan with defined 
steps. The longer it drags on where you’re managing 
multiple facilities and teams, the less of a financial 
return you’re getting overall. It can also establish 
bad habits with the new combined team by keeping 
around inefficient procedures that were meant to just 
be holdovers but end up being just the way things 
are done.

“You need to be truthful with yourself and hold 
yourself accountable to put those things into place,” 
he says. For a company at the range of about $5 mil-
lion or less, Cox says to aim to have the integration 
completed within about three months. 

SELLING SMART
As you’re considering selling your business, make 
certain that you have the records available to show 
potential buyers what your company is worth, says 
Cox. 

“What’s universally important is finance, that you 
have books and records,” he says. “Without books 
and records, it’s hard for someone to rely on what 
you’re representing today.”

Also, have a manual of your operations, including 
all your major processes like hiring and pricing, he 
says. “It’s almost like a flowchart for how your busi-
ness runs. The more you have this documented, the 
easier it is for the owner.”

Make certain that your company is in complete 
legal compliance as well and up to date on tax re-
turns, Cox says. 

As a green industry company, be considerate of 
potential buyers that are coming from outside the 
industry, says Haskett. 

“I think a lot of times people are not aware of how 
complex the moving parts are in this business,” he 
says. Things like the seasonality of the business or 
dealing with weather are second nature to contrac-
tors, but a buyer might not be familiar. “We live it 
every day. But to someone on the outside or private 
equity, there’s those levels of complexity.” Be patient 
in walking them through the business and what 
makes your company’s assets special. 

Key man risk is one of the major issues to con-
sider when looking at making your company more 
attractive for purchase, says Giersch. 

“If the company cannot function without you, it 
really is going to be a hard sell,” he says. “The key 
man risk is when somebody just starts wearing a 
whole bunch of hats, and they just do lot of work. It’s 
not written down anywhere, the processes are just all 
in their head. You couldn’t hire somebody to walk in 
tomorrow and do the job. That kind of company is 
really hard to sell.”

Another way to look at it is to know who owns 
the client relationships in the eligible company, says 
Haskett. 

“If there are account managers present and pro-
duction managers who are interfacing and work-
ing with the clients on a regular basis, that’s a good 
thing,” he says. If the owner has those connections or 
manages all the sales while the crews take care of the 
work, that person will need to stick around through 
the integration and possibly longer. 

Watch your customer concentration as you’re get-
ting ready to sell as well. If one large customer makes 
up the majority of your base or you have just a few 
key accounts, that could be an obstacle, says Giersch. 
Buyers want to see a diversified set of options in cus-
tomers, so that if some don’t come along with the 
changes in the company, it won’t adversely affect the 
overall result. 

Beyond having a wider range of customers, a buy-
er is going to want specific contracts with customers, 
says Geirsch. Having a working relationship with the 
customer is great, but a contract is going to be more 
helpful overall when transferring to a new company. 

TIMING IT RIGHT
If your company is struggling on one of these fronts, 
whether in customer diversification or overall profit-
ability, it might not be a good time to sell, Cox says. 
Take some time to fix the problems you’re facing and 
give your company a better chance with a buyer. As 
a broker, Cox sometimes looks at helping an owner 
through exit planning from two different approaches:  
one as a doctor and the other as an undertaker.

Welcome back
On top of the regular obstacles to the easy integration of an acquired 
business, it can be difficult to make seasonal employees feel welcome 
and included when the boss has changed over their time away. It’s 
important to identify the leaders among the staff who own the team 
relationships, says Fred Haskett, principal at The Harvest Group, St. 
Louis, Missouri. Look for operations or production managers who have 
sway within the other employees and make certain they’re visible and 
on board when seasonal employees come back.

“That way they’re not walking into a strange facility and talking to 
a bunch of strangers,” he says. “When they walk in the door, there’s a 
familiar face and a familiar voice. Make sure those people are prepared 
and comfortable, that they’ve embraced the process and are telling the 
new story.”

Each deal 
is different. 
They’re 
going to have 
something 
different to 
offer, but 
it’s got to be 
complementary 
to what you 
need. 
– Peter Giersch,  
The Giersch Group
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“I like being the doctor, because it creates better 
value for the seller,” he says. “Being the undertaker, 
there’s not much I can do with it.”

When selling, think about the return that you can 
expect in terms of overall owner benefit, says Giersch. 
That takes into account everything that the owner takes 
home in terms of salary, as well as anything counted 
as perks such as a cell phone or truck. For owner- 
operated businesses at a size of about $5 million and 
under, if the business is in good shape and has the as-
pects mentioned above taken care of, look for a return 
of about three times the owner benefit as the standard. 

If you’re looking for a larger return, you’ll probably 
want to take some more time to continue growing your 
company before selling, says Giersch.

Though many landscapers ended up pulling 
through this year reasonably well despite COVID-19, 
if the pandemic pushed you to consider getting out, 
you might not see a strong sale price, says Giersch. 

“If your revenue is down and your market share is 
down and you’re just tired and you want to sell, don’t 
expect to get very much for it,” Giersch says. “There’s 
nothing wrong with selling. You’re just selling at the 
bottom.”

But the opposite is also true. If you’ve been able to 
weather the year well, it might be a good opportunity 
to look at local smaller competitors that you might 
be able to buy out at a lower price.

For many of Haskett’s clients, it’s turned out to be 
a good year. The shutdowns at the beginning of 2020 
gave some a push to restructure and rework their 
business models. By the middle of the summer, many 
had figured out how to work safely and had backlogs 
to work through.

With acquisitions in mind, Haskett thinks 2021 
will be a more normal year. It might not be the year 
to plan for extremely aggressive growth as other in-
dustries continue to react to COVID-19, but the dy-
namic should be positive for business owners in the 
green industry. He’s keeping an eye on other market 
indicators such as housing starts and occupancy rates.

“Watch those indicators and be prepared to may-
be push a little bit down on the accelerator or pull 
back on the accelerator a little bit,” Haskett says. “Just 
be vigilant of what’s going on around us.” 

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

Before 
planning 
to buy or 
sell, talk 
with your 
professional 
support team 
and advisors, 
including your 
attorneys, 
your bankers 
and your 
consultant.
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CLOSE-UP PROFILE

Since joining Environmental Management Inc. in 
Plain City, Ohio, two years ago, Jerrad Lee, CIT, CLIA, 
CIC, has used his irrigation experience and passion 
for education to significantly grow the company’s 
irrigation services. Photos: Jessica Photography
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W
hen you think of areas where smart irrigation is a 
main priority in the landscape, states like California, 
Colorado or Arizona may come to mind, but proba-
bly not Ohio. In fact, overwatering the landscape is 

more likely a problem here, according to Jerrad Lee, CIT, CLIA, 
CIC, irrigation services manager at Environmental Management 
Inc. in Plain City, Ohio.

Smart irrigation matters regardless of geography, which is 
something Lee learned while working as an irrigation manag-
er for The Brickman Group, now BrightView Landscapes Inc., 
where he started his career in the industry. His 
eight years with this company shaped his view 
on the importance of using the right amount 
of water in the landscape, since he had col-
leagues all over the country who worked in 
states that were more restrictive about water 
use. He also learned a lot about the latest ir-
rigation technology in this position and de-
veloped a passion for working in the industry.

Two years ago, Lee was looking for a role 
where he could have a more local impact in 
managing an irrigation department, and he 
was hired by EMI. When Lee started with the 
company, which services about 80% commercial properties, he 
saw it as an opportunity to go beyond just a basic fix-it approach 
to truly be a water management department.

Lee says a common industry norm in the Ohio area is over-
watering plants and grass, which he says is not only damaging to 
the landscape but to the community as a whole. 

“We have a very water-rich community here. We have the 
Great Lakes, the Ohio River, we have tons of reservoirs,” he says. 
“So people don’t think of saving water as they do out West.”

At EMI, his team had never been exposed to a smart irriga-
tion approach, so the challenge for him was to get them to take 
a step back to the basics. He began by focusing on the funda-
mentals and the “why” behind the reason things are installed or 
performed a certain way. 

LEADING by EDUCATION

BY SARAH BUNYEA

Jerrad Lee

The irrigation services manager at Environmental Management Inc. has 
transformed his department by focusing on training and smart technology.

“Still to this day with the techs, I start with the basic level 
back to adjusting nozzles and talking to them about the different 
models and the different precipitation rates and so on, and why 
it’s so important to focus on that small detail,” he says. “Once it 
all starts to make sense to them, you just see they’re improving 
and their confidence levels going up. Really, that’s where my joy 
comes from is seeing that I’m helping them.”

As a result, the team is seeing improved landscapes by man-
aging water better. Initially, Lee saw a lot of plants dying with 
no good reason as to why except that the ground was soaking 

wet. He says as they began to cut back on wa-
tering, they could physically see those plants 
start thriving. The company’s integrated pest 
management program and turf treatments are 
also working more effectively because they’re 
not washing the nutrients out of the ground.

CHANGING MINDSETS
Irrigation training doesn’t just stop at his de-
partment. He’s moved into what he calls a hy-
brid position, where, in addition to managing 
the technical side of irrigation, he’s also very 
involved with the sales aspect of it. 

When he started at EMI, he realized the sales team’s view 
on smart technology needed to change. Until then, Lee says the 
sales reps were told pressure regulation’s not needed and smart 
controllers were a waste of money and time. 

He says this is common in Ohio since they have an abundance 
of water, and there are only have a couple of months when it’s 
dry. What happens is the contractors who don’t know how to use 
controllers have talked to their clients for years saying they don’t 
need this equipment, says Lee, so instead, contractors just put in 
a less expensive system without any immediate issues.

The company’s view on smart technology wasn’t helping their 
sales, and it also wasn’t helping clients who were wasting money 
on overwatering, says Lee. Again, his approach was to educate 
the sales team on the “why” behind smart irrigation technology. 

“On a community level, if 
we’re able to save 30% of 

the water that we’re using 
just because we took the 

time to train other people in 
the industry, that’s going to 

help everybody.”
— Jerrad Lee,  

Environmental Management Inc.
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“Yes, it’s more expensive upfront, but there’s a re-
turn on investment,” he explains. “Once I started ex-
plaining why I use these heads, why I am suggesting 
this controller, I’m now seeing not just my account 
managers’ eyes opening up, I’m seeing the customers’ 
eyes open up.”

Now, Lee often joins sales reps at client meetings, 
where he says irrigation has gone from being a sec-
ond thought simply thrown in the contracts to being 
the main topic of conversation at these meetings. 
Lee says, “The challenge to me there was changing a 
sales culture to truly not just having the sustainabil-
ity in the landscape side of things but bringing that 
irrigation aspect to it. And now you’re really talking 
sustainability.”

This entire shift in mindset and approach to ir-
rigation has resulted in tremendous growth. “We’ve 
almost doubled the size of our department in two 
years,” says Lee. Right now, he has about six techs, 
but they’re estimating a need for about 11 next 
year. He says his department generated $360,000 in 
revenue when he started. This year, they’ll finish at 
$575,000.

GETTING CLIENTS ON BOARD 
The revenue increase his department has experienced 
in the past two years is not necessarily because of ad-
ditional customers, says Lee, it’s because he and other 
guys on his team have met with their current custom-
ers to show them the proof that they can save them 
money in the long run by using smart technology.

“Customers don’t truly understand what they 
have,” says Lee. A lot of that is because on commer-

cial properties, the property managers and building 
techs are constantly changing over. When meeting 
with clients, Lee brings his computer and shows 
them how he manages their property, like how he 
can virtually see their site and make adjustments. 
“That’s where I’m starting to get the buy-in from the 
customer is that transparency,” he says. 

Lee recalls the first controller he ever sold after 
joining EMI, and that it didn’t happen because of his 
sales skills but simply because he was able to educate 
that client. “When I’m opening their eyes, they see 
what they have and what the potential is,” he says. 
“I’ve actually had customers reach back out to me 
and say, ‘Thank you so much for putting the smart 
controller in, here’s my water bill.’”

This past August was hotter and drier than the 
previous August, says Lee, and some of his clients 
used more than 50% less water and the landscape 
looked twice as good.

“When I’m talking to these clients, I don’t say 
‘saving water’ — I say ‘saving money.’ It’s the exact 
same conversation,” he explains. He brings quantita-
tive proof, whether it’s a water bill or a digital break-
down of a site with a large number of zones, and then 
shares how much money was saved. “Those kind of 
numbers open their eyes,” he adds.

Lee says that this kind of transparency and invest-
ment in their customer relationships pays off, in many 
senses. “We’re not only saving them money, but I’m 
building better relationships with our company, with 
our clients, where they’re most likely to stay with us 
longer just because of what we’re bringing to them,” 
he says.

Making sure each individual understands the fundamentals of irrigation is Jerrad Lee’s first priority when training his team. He believes it’s im-
portant to understand the “why” behind doing every task and using smart technology. On the right, Lee and his team are using Environmental 
Management Inc.’s indoor greenhouse to do irrigation training, which allows them to continue education throughout the colder winter months.

EMI’s irrigation 
department has 
nearly doubled 
in size the past 

two years by 
selling clients on 

the benefits of 
smart irrigation 

technology. 
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What motivates Lee is that his work 
is part of a bigger picture. He explains 
that in Columbus, they’re starting to have 
pressure issues on the city mainline be-
cause there’s so much construction with 
homes and buildings being built, and the 
city infrastructure has not been able to 
keep up as much. Some systems that ran 
great just a couple of years ago now need 
booster pumps because the city pressure 
has dropped. 

“My team and I, we manage a public 
utility that’s vital to life,” says Lee. “So if 
I’m able to conserve on just our three or 
four hundred sites, 30% to 40% of their wa-
ter, well, that’s not just helping them, that’s 
helping our community save water. That’s 
what’s exciting to me.”

HAVING AN INDUSTRY IMPACT
Beyond his role at EMI, Lee serves as the 
president of the Ohio Irrigation Associa-
tion. He assumed the position this past 
March, right as COVID-19 hit. Since then, 
the association’s focus has been on sharing 
information between members about oper-
ating during this time and the challenges 
that have unfolded from the pandemic.

Looking forward, Lee says, “I’d love to 
see us get more involved with the legisla-
tion side of things. It was the Ohio Irriga-
tion Association several years ago that gave 
irrigation contractors in the state the right 
to test backflows.”

Lee’s goal is to build off successes like 
this and what the national Irrigation As-
sociation is doing. He’d like to increase 
participation in events and meetings with 
state and local representatives, advocating 
for legislation involving things like 529 
savings plans for irrigation education and 
incentives for consumers to install smart 
irrigation technology.

Increasing the amount of education op-
portunities available to local contractors in 
Ohio, including certification, is also a top 
priority for him. At EMI, employees are 
encouraged to become certified, whether 
it’s through the Irrigation Association or 
the National Association of Landscape 
Professionals. 

“My favorite time in my professional 
career was not when I got promoted, it’s 
not learning what I’ve learned, it’s seeing 
my team improve,” he says. “We have a wall 
of fame in our shop with about 50 to 70 
certifications for everybody in the compa-
ny, and it’s amazing to be part of that. We 
focus and spend a lot of money on training, 

certifying people, giving them the confi-
dence to do their job.”

Lee has seen, both for himself and his 
team, how effective training, education and 
certification are, and he believes this is what 
will advance the industry and make effi-
cient irrigation practices more widespread.

“I want to start getting the excitement 
of other contractors to start taking (certi-
fication exams) on the local level so that 

we’re improving the industry,” says Lee. 
“On a community level, if we’re able to 
save 30% of the water that we’re using just 
because we took the time to train other 
people in the industry, that’s going to help 
everybody.” 

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

Maybe It’s Selling Your BusinessMaybe It’s Selling Your Business
RETIRING? REACHING CAPACITY? BURNED OUT? SEEKING GROWTH CAPITAL?RETIRING? REACHING CAPACITY? BURNED OUT? SEEKING GROWTH CAPITAL?

We are interested in purchasing manufacturing companies in the landscape/irrigation  

industry with revenues between $1 and $10 million and EBITDA in excess of $200,000. We  

understand the emotional and financial investment you have made into your company. Our  

goal is to give you maximum value for your company and to retain your current  

management team for the long term.

Let’s take the  Let’s take the  
next step together.next step together.

Contact Jack Miller, VP, Landscape Products

216-678-9900 or jack@elvisridgecapital.com

www.elvisridgecapital.com
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BUSINESS TO BUSINESS

W
hat do your job posting and 
furniture for sale on Craigs-
list have in common? More 
than you think!

We have all done it: 
Browsing through the online 

classifieds, you come across a photo of what 
looks like a perfectly decent couch. Why, 
you ask yourself, has nobody bought this? It 
looks in reasonably good shape. But clear-
ly if no one is interested, there must be a 
problem with it! So you move on.

See the connection?
I believe that job postings are stories 

that need to be told in various forms. If 
they sit on your career site like old pieces 
of furniture, they will be disregarded by 
candidates based purely on the fact that 
nobody else seems interested.

Hiring and labor challenges are fre-
quently cited as top issues in the green 
industry. It takes just a few extra minutes 
to put together a message that is interest-

ing, different and unique. Most jobs have 
something cool about them. You just need 
to ask enough questions about the position 
to find those interesting points. The goal is 
to pique a casual job seeker’s interest and 
stand out from the crowd, thus increasing 
the likelihood of someone applying and in-
creasing your overall candidate pool.

Attention should also be given to how 
a posting is written. Word choice plays a 
big part in how a job resonates with dif-
ferent groups of people. By enlisting a di-
verse team to give you feedback on your 
posting you can create an inclusive message 
that will attract a broader and more diverse 
candidate pool. To keep a posting inclu-
sive, balance the masculine- and feminine- 

themed words, and avoid jargon and buzz-
words that would appeal to only insiders. 
There are several tools that are useful for 
flagging gender-coded language, including 
Gender Decoder for Job Ads, which is free, 
and Textio Hire, which must be purchased.

Before you write a job posting, you need 
to truly understand the job and nail down 
the requirements. Often job descriptions 
are a laundry list of tasks that don’t really 
even make sense. Many times, I have read a 
job description only to say at the end, “I’m 
not really sure what a person in this role 
even does!” 

To get to the heart of a role, talk to peo-
ple who are doing the job. Ask them about 
the important aspects of the job. What 

STAND OUT

Learn how to write an 
eye-catching job posting 
that gets results.

BY Kate Kjeell

Put your sales hat on and think what you 
would say to a really great candidate 
about why they should take this job.
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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.

would someone do in the first six to 12 months of 
this role? That can help you come up with an accu-
rate and understandable representation of a job. Re-
sist the temptation to throw in “everything and the 
kitchen sink” into the description. 

To determine the requirements of a job, look to 
the top performers in that role. What background 
and skills do these individuals possess? What work 
styles and competencies make them successful? 

There is a trend in job listings to focus less on 
“hard skills” such as a certain number of years of 
experience, a degree or particular technical skills. 
Thought leaders in recruiting are now encouraging 
companies to think about potential over experience, 
urging leaders to look at the skill set that is needed 
to perform a job versus a specific degree or years of 
experience. 

Once you have a good job description, you are 
ready to tackle a posting. It is worth investing a few 
minutes of your time to write something specific for 
posting rather than using the job description. While 
a posting needs to be accurate, it is more of a market-
ing document. It doesn’t have to cover every aspect of 
the role, just the major responsibilities.

Ask (and answer) the following four questions to 
create a compelling job posting:

1  What will a person get to 
learn in this role?

Most candidates are not looking to do the same 
job at the same pay in a different company. To com-
pete for the best talent, you need to highlight what 
someone can learn in a position. The chance to ac-
quire new skills can be very interesting to candidates 
as it builds on their background and experience 
base. Are there new tools or technologies this role 
will be working with? What about the opportunity 
to stretch into new areas? These items should be in-
cluded in a job posting to differentiate your role and 
intrigue top performers.

2  What career growth  
is available?

Don’t overlook outlining the career growth for 
a role. What are the opportunities for advance-
ment, both career progression and professional ad-
vancement? Are there certification opportunities? 
Cross-functional projects? What are the available 
career paths both laterally as well as promotions? 
According to Inc. magazine, career growth is the sec-
ond most important factor to job seekers, right after 
salary and compensation but ahead of location and 
commute. A good story about career growth can be 
a game changer.

3  What interesting projects 
will they work on?

Think through what is interesting in the work to 
be done and highlight some of those projects. Are you 
implementing new systems that this position would 
be part of? Are you transforming the business? Will 
this role get to help define new processes or policies? 
Talented people want to work on interesting proj-
ects where they can contribute and see the impact of 
their work. Make sure to be specific about the types 
of projects or work that will be done. Including a list 
of objectives for the first six to 12 months is one way 
to highlight the real work of a position as well as give 
a realistic preview of the role. 

4  Why is this a  
great job?

Put your sales hat on and think what you would 
say to a really great candidate about why they should 
take this job. Certainly, your company and culture are 
important components, but don’t stop there. What 
specifically about this job makes it exciting? What 
impact can a person have in this role? What visibili-
ty? Who would this person work with? Weave all of 
those aspects into a story for your job posting.

Looking for some inspiration? Check out the fol-
lowing career sites:
• T-Mobile has always had an innovative look and 

snappy descriptions that pop.
• Shake Shack does a great job of keeping the 

posting short and interesting plus highlighting 
benefits.

• SiteOne Landscape Supply has a strong career 
site and robust content and descriptions.
In today’s workplace where everyone has more to 

do and fewer hours, it can be easy to take the path of 
least resistance. However, it pays off to invest time 
upfront putting together compelling job postings 
rather than spending hours trying to generate inter-
est with boring job descriptions used in your listings. 
An interesting and unique posting will have candi-
dates seeking out your job versus you trying to sell it 
like an old, outdated couch.  

To compete for the best talent, 
highlight what someone can 
learn in a new role.



GO FOR 
SNOW

24            Irrigation & Green Industry     November 2020 www.igin.com

SNOW REMOVAL

T
here’s no question that adding a snow removal service can 
be a lucrative income venue. After all, it can be an extremely 
sought-after service that also happens to have very high 
margins. That being said, it’s also the type of service that re-
quires a lot of work in only a little bit of time. Snow remov-
al often means difficult hours, heavy labor and investing in 

expensive equipment. It’s not the type of thing you just jump into. 
It should be added in a thoughtful and strategically planned way. 

We recently reached out to some landscape contractors to find 
out how they got into snow removal and what they’d recommend 
for others who might be considering this add-on service. 

Glenn Smith, president of Arrowhead Custom Lawn Care in 
Evansville, Indiana, says that his best advice to snow service new-
comers is to “make sure you charge enough,” even right out of the 
gate. It’s important that you price your service competitively, but 
you have to make sure that you’re going to be profitable. As with 
any service, this means you need to figure out ahead of time how 
much any given site is going to cost you to plow. 

Smith admits this understanding may not be easy early on, but 
knowing your costs means being able to accurately estimate your 
time to complete the job. If you’ve never done snow removal before, 
do some research. Starting out slow so that you can really get a 
sense of what’s involved is also important.

Smith says he got into the snow removal business out of neces-
sity. Twenty-five years ago, he started out performing commercial 
lawn care. That led him to add on irrigation and ultimately snow 
removal in order to be a full-service company to his commercial 
clients who wanted someone who could do it all. 

Though he started small with a handful of accounts, Smith says 
today he has six trucks with plows, a tractor, and even uses subs with 
backhoes for more extensive work. 

Like Smith, most industry experts agree that starting slow with 
snow services is best. Matt Mlynski, owner of A Garden Guy Inc., 
in Glenview, Illinois, says that he also eased in with a few accounts. 
He’s found that cautiously managing the growth has been one of 
the only ways that he can assert some control over an inherently 
risky service.

“The truth is that snow removal is the ultimate gamble,” Mlyns-
ki admits. “You have to know, going in, that you could get two inch-
es, or you could get 20. You want to take on as much work as pos-
sible, but you also don’t want to take on more than you can handle. 
There’s a lot of uncertainty but if business owners know that going 
in, they’ll do what they can to be cautious.”

Mlynski says that one of the most difficult decisions business 
owners will make early on is how much equipment to invest in. 
The primary equipment needed to get started includes a heavy-duty 

Use these pro insights to learn how to add snow removal as a service.

BY LINDSEY GETZ
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truck that can deliver a lot of power, a plow, a salt 
spreader and likely some snow blowers. 

“While this is a service totally reliant on equip-
ment, you also don’t want to buy more than you need 
starting out,” he says. “You have so many per push 
accounts and so many seasonal accounts. I think 
the seasonal accounts dictate how much equipment 
you’ll need upfront and the per push accounts are the 
gravy on top.” 

By starting out slow, Mlynski says they’ve been 
able to remain profitable and grow each year. But he 
says he’s heard horror stories of business owners who 
were overzealous and overinvested early on.

“If you overinvest in too much equipment and go 
all in, and then your first snow season is a bust with 
no snow, you’ll take a huge hit,” Mlynski says. “Giv-
en the uncertainty of Mother Nature, I think most 
businesses would be best served by easing into this.” 

TRAINING THE CREW FOR SNOW
One of the best things about snow removal work is 
that it can keep your team employed in the off-sea-
son. But you’ll need to consider some different 
training if they’re used to doing lawn care, land-
scaping and irrigation. 

Smith says that anyone new to snow services in 
his business will do a ride along with the experi-
enced crew and pay attention to what they’re doing. 
Then, the driver and the student will switch posi-
tions, almost like a driver’s education class, and the 
driver will observe how the new team member is 
doing.

“It’s one of those things you can’t easily teach. 
You just need to get out there and do it,” adds Smith. 

Of course, if nobody on your crew has ever 
plowed before, it might just have to be a trial-by-
fire (or make that ice) situation.

Mlynski admits that “nothing is comparable to 
snow” and there can be a steep learning curve when 
first starting out.

“In an industry that already has a high attrition 
rate, it’s unfortunate that snow is even higher,” he 
continues. “Even if you have a hardworking land-
scape worker, when you add cold and wet condi-
tions to the mix, it can change everything. Nothing 
quite prepares you to lift 12 inches of snow, and 
we’ve had people walk out in the middle of a snow-
fall because it’s been too much. You have to do what 
you can to support your people to the best of your 
ability because it’s really tough work.” 

Dave Jennett, CEO and general manager of 
Green Valley Pest Control & Lawn Care in Cres-
ton, Iowa, says that learning the equipment is not 
difficult, but learning the finer points of customer 
service can be a little challenging. As a pest and 
lawn care company, getting into selling snow re-
moval services was a change. But Jennett says that 
he’s learned how positioning his company as a more 
full-service lineup can be seen as a value-add to cli-
ents. He got started in snow removal by using his 
database of lawn care customers and starting a con-
versation about year-round services.

While Jennett says that he uses the same 
crews and trucks, one big change was switching to 
heavy-duty, four-wheel drive pickup trucks. These 
are more than needed to tow a mowing trailer but 
are necessary for a snowplow. Jennett is now using 
the same trucks for both seasons.

Even though 
it might be 
tempting, 

DON’T TAKE 
ON TOO MANY 
CUSTOMERS 
AT ONCE for 

snow removal 
services.

You want to take on as 
much work as possible, 
but you also don’t want 

to take on more than you 
can handle. 

– Matt Mlynski, A Garden Guy
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BE READY TO LEARN AS YOU GO
Ultimately, as with any service, there’s go-
ing to be a learning curve to start. But the 
business owners we spoke to say that you 
can expect to learn as you go. 

Smith says one of his best pieces of ad-
vice is not to take on too many customers 
at once. Although this can be tempting 
and may even be your mindset in other 
services like lawn care or irrigation, it can 
be a major pitfall in snow removal work.

“This is not like mowing where you 
can schedule people throughout the 
week,” he says. “When it snows, everyone 
wants to be first on your list. If you line 
up too many customers, you’ll have way 
too many unhappy people. Our goal is al-
ways to try to get to everyone in the first 
24 hours. When you’re two or three days 
out from a snow event and just getting to 
a client, you can be almost sure they’re 
going to be irate. So, try to only take on 
what you can actually handle.”

If you’re using your existing clients 
to transition into snow services, you also 
have to consider the possibility that an 
unhappy experience could mean losing 
them completely.

In terms of marketing your new ser-
vice, Jennett says that it’s valuable to try to 
differentiate your snow business early on 
so that you can stand out from the crowd. 
Even if you’re marketing to existing cus-
tomers, they may already have someone 
else handling their snow removal. Find 
ways that you can be unique.

“One thing that we’ve found is that 
many of the other snow removal contrac-
tors in town don’t get out of their truck 
and do sidewalks or scoop in front of 
doorways,” Jennett says. “We’re really am-
bitious about it and we do charge more 
for it, but we find that most clients are 
more than happy to pay that extra mon-
ey and get a more complete job done. It’s 
also been something that’s set us apart.”

In terms of gearing up, Mlynski says 
that the best thing you can do is to fa-
miliarize yourself and your crew with the 
properties that you’ll be plowing before 
the snow comes. This is critical to success, 
he says. Make maps and mark out the 
site. Make sure that you know where you 
should be putting salt, and just as import-
ant, where you shouldn’t be putting salt, 
such as near plants.

“You don’t want to overapply or un-
derapply,” he says. “Salt is one of those 

things you’re most likely to get callbacks 
about. You don’t want your site to be too 
slippery and have to return, but you also 
don’t want to lose on your margin because 
you’re oversalting.” 

While Mlynski is the first to admit that 
snow removal can be stressful and that it’s 
not the right service for everyone, he also 
insists that it can be an incredibly reward-
ing service. 

“It’s one of those services that you re-
ally feel good about when it’s a job well 
done,” he says. “But the most important 
thing is not to get in over your head. If 
you can avoid doing that, it can be a fan-
tastic service to add on.”  

Lindsey Getz is a contributing editor to Irrigation 
& Green Industry and can be reached at lindsey.
getz@yahoo.com.



It pays
to learn

IRRIGATION

Get certified to build your 
business and develop your team.

BY Mary Elizabeth Williams-VillanoBY Mary Elizabeth Williams-Villano
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Credibility is a wonderful thing. It’s not something that comes 
overnight, it is an asset that is gained after experience and 
education, both formal and on the job, and hard-won accom-
plishments. In the professional and business world, credibil-
ity is everything.

Credentials help broadcast your reputation. Some of the 
credentials available to you as an irrigation professional in-
clude certifications from the Irrigation Association of Fair-

fax, Virginia: certified irrigation technician (CIT); certified irrigation contractor 
(CIC); certified irrigation designer (CID); certified landscape irrigation auditor 
(CLIA); certified golf irrigation auditor (CGIA); certified landscape water man-
ager (CLWM) and others. 

We asked some irrigation contractors that have some of these initials after their 
names what being certified has meant to them and their businesses and how the 
time and effort they put into studying has paid off. 

Walter Mugavin, CIC, CLIA, owner of Aqua Mist Irrigation, South Hacken-
sack, New Jersey, says that having IA certifications and the knowledge he gained 
through studying for them has given him more gravitas. 

“We deal with about 13 different engineering firms and some landscape ar-
chitects, and being a certified professional brings us a better level of respect from 
those other professionals,” he says.

Mugavin only does large commercial projects and says certification gives him 
an edge in the bidding process, especially because some plans require a certified 
contractor.

“I encourage people to do it just for their own education and edification, be-
cause you need to be able to talk about irrigation and be 100% knowledgeable,” 
says Mugavin. “When I go in front of a bunch of engineers and they throw ques-
tions at me, I know the answers, and that’s all because of the studying I did for the 
certifications.”

In the last year, certification helped Doug Heller, CLIA, owner and president 
of Northwest Iowa Sprinkler, Milford, Iowa, land two large jobs, he says.

“One was an $80,000 residential irrigation system installation, where the de-
signer required that the installer be IA certified,” he says. “Irrigation designers are 
increasingly being asked to make sure that installers are IA certified.”

Jeff Hewett, owner of Sprinkler Solutions of Florida Inc., Plant City, Florida, 
encourages all of his techs to get certified and is himself in the process of obtaining 
a CID.

“Being certified gives you credibility,” says Hewett. “You can talk to a customer 
intelligently so that they understand that you’re not just a ‘Chuck-in-a-truck’ who 
mowed their lawn yesterday and today is fixing their irrigation. Every certification 
you get does nothing but build your business and make the industry stronger.” 

For Carlos Medrano, CLIA, maintenance department manager at CoCal 
Landscape, Denver, a family firm owned by his father, “IA certifications are im-
portant to our company. They convey professionalism and give you accreditation 
when you’re bidding on jobs and going after contracts.” 

 When I go in front of a bunch of engineers and they 
throw questions at me, I know the answers, and 

that’s all because of the studying I did for the certifications. 
— Walter Mugavin, Aqua Mist Irrigation
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He encourages his employees to become certified 
as CITs and CICs. “CLIA is a good one, too. We 
don’t do a lot of audits, but having that knowledge 
makes you a better water manager.”

Studying for certifications also enhances your 
professional development. It’s done that for Andrew 
Gray, CID, CLIA, owner of Andy’s Irrigation LLC, 
Portland, Oregon. “It’s definitely helped my career,” 
he says. “The training I received through the IA has 
explained a lot of the reasons why we do the things 
we do in the irrigation business. I’m far better able to 
translate the new system technology that’s coming 
out to a homeowner or even to a landscape architect, 
many of whom are not CIDs. A lot of the drawings 
I’ve gotten from landscape architects I’ve really had 
to just scrap and start over.”

He recently finished a job for a chain of hospitals 
in which each system installed had to be redesigned 
because the landscape architects he was working with 
weren’t trained in irrigation design or the importance 
of irrigation efficiency. They didn’t know about dif-
ferent techniques that can be used to save water, like 
using check valves or installing drip instead of spray 
for shrubs.

Gray says his redesigns cut the client’s water bill 
by 40% “just by using the right components. When 
you’re talking about 30 million gallons a year, that 
was a pretty significant savings.” He credits his ability 
to do that to his certification studies. “Thanks to the 
IA, I understand how these controllers work and the 
metrics they use. It’s helped me be a better technician 
and a better business owner.”

He adds, “I strongly recommend getting certified 
to anybody that’s not an absolute beginner. If you’ve 
got a couple years in, you can really gain tons of 
knowledge through the IA classes because they have 
great instructors and great content in the classes.” 

Encouraging educationEncouraging education
Each of these contractors has fostered a culture of 
continuous learning within their companies. “If my 
guys want to advance their education, I’m all for it,” 
says Hewett. “Once they get the CIT, I ask, ‘Where 
do you want to go next? Do you want to learn how to 
audit?’ Then I look at, do I need to give them an extra 
hour or two a week to sit and study?”

Every week, Heller makes time for education, 
whether that’s 15 minutes or half an hour. “Every 
week I try to train them on something new,” he says. 
“Some of my 20-minute presentations come directly 
from my certifications.” 

Mugavin uses the off-season downtime of about 
10 weeks to focus on training sessions, he says. “We 
bring the guys in and go over what went right and 
what went wrong last season, look at new technolo-
gies and better methods of doing things.”

Building a culture of education has helped Hell-
er’s company grow and improved his team’s expertise, 
he says. “It answers a lot of their questions and makes 
us better at troubleshooting. Also, it means that I 
don’t have to be the one who has to do everything.” 

Encouraging education with employees also 
helps them develop a curiosity to pick up more new 
techniques and industry knowledge, Mugavin says. 
“There are always new irrigation technologies, new 
products and better methods of installation. The 
more the guys know, the more they can do and the 
more we can accomplish as a company. You can never 
stop learning.”

Incentivizing learningIncentivizing learning
These contractors have various means of motivating 
their employees to get certified. For Heller it’s the 
perk of a free trip. “I took my guys to the Irrigation 
Show,” says Heller. “I said, ‘I’ll pay for the hotel, the 
food, all the expenses.’ They didn’t have to do any-
thing other than go to the classes and hopefully get a 
certification out of it.” 

Gray used a similar incentive last year. “I took one 
of my guys to the IA Show in Long Beach. Every 
expense was covered, and he was paid for all the time 
he spent.” When he passed his CIT exam, Gray gave 
him a raise. He says that this employee has stepped 
up and taken on more projects since getting certi-
fied. “It really opened his eyes,” adds Gray. “I felt like 
he learned more in that week than in the whole pre-
vious year.”

At Medrano’s company, techs can also look for-
ward to a fatter paycheck as a reward for passing a 
certification exam. Hewett and Mugavin also say 
they’ll provide some sort of benefit or extra bonus for 
employees who become certified. 

Another benefit of certification is in the area 
of employee retention, always an issue in the in-
dustry. Creating a culture of education within your 

Encourage 
your 
employees 
to continue 
professional 
development 
by creating 
a culture of 
training.

Contractors pick up insights 
and education from irrigation 
experts during the Irrigation 
Show in Las Vegas in 2019. This 
year’s certification courses 
will be held virtually through 
the IA University from Nov. 30 
through Dec. 4.



IRRIGATION

Get More Work Done.
Now 50% Off For All Of 2021

FieldCentral irrigation business software equips you with the 
tools to streamline your operations, get paid faster, delight your 

customers & boost your bottom line. 

Visit fieldcentral.com/irrigation-business-software to learn more.

Order By Dec. 31, 2020 & Save 50% For All Of 2021

Powered By

                November 2020    Irrigation & Green Industry          31

company where workers know you’ll help 
them get certified and then reward them 
for their success helps encourage them to 
stick around. Gray thinks so, saying, “It 
shows that I’m interested in their profes-
sional career development.” 

Medrano says it’s also helped his com-
pany keep good workers. “Labor’s a big 
problem, and getting qualified people to 
stay is hard. We’ve found that putting a 
goal in front of them and rewarding them 
once they achieve it really helps.” 

Getting certified  Getting certified  
in 2020in 2020
Michael Temple, LEED AP, CGIA, CIC, 
CID, CLIA, CLWM, technical program 
director at the Irrigation Association, says 
“IA certifications really serve to distinguish 
you from your competition, and that’s at-
tributed to the way they’re developed. We 
follow a rigorous process that includes a job 
task analysis, subject-matter expert panels 
and surveys. A lot of effort goes into ensur-
ing that a certification is valid and that the 
training materials are current and relevant 
to each certification.”

“That’s what separates our certifications 
from others out there, just that process and 
the commitment to ensuring that we are 
offering the highest quality certifications 
we can,” continues Temple.

Many irrigation professionals look for-
ward to taking Irrigation Association certi-
fication exams at the organization’s annual 
Irrigation Show and Education Week. But 
because of COVID-19, the 2020 show, 
slated for San Antonio, Texas, was can-
celed. So, how does one go about getting 
certified this year?

Look to the virtual IA University. 
“From November 30 through December 4, 
all of our certification classes will be avail-
able online,” says Temple.  “And we also just 
kicked off our Industry Insights webinar 
series, something that we typically do at 
the show.”

The online training will teach the skills 
needed to design, install or maintain an 
irrigation system, as well as business skills 
for company owners. The classes will be 
followed up by in-person paper-and-pencil 
certification exams December 7 through 
18 at a network of sponsor SiteOne Land-
scape Supply locations.

These contractors agree that getting 
certified by the IA has benefitted them in 
many ways. Water conservation will only 

keep growing in importance, as will the 
knowledge needed to design, build and 
maintain more efficient systems. As Gray 
says, “Water is a resource we have to try to 
protect. I’ve gotten certified, and it’s helped 
me get better at what I do.” 

The author is a contributing editor to Irrigation & 
Green Industry and can be reached at pouncerspy@ 
gmail.com.

For more information about 
IA University’s online courses 
available Nov. 30-Dec. 4, visit 
www.irrigationshow.org.
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SPRINKLER COMPARISON CHARTS

S
prinklers come in many different 
shapes and sizes, ready to fit for 
many different irrigation applica-
tions from residential to commer-
cial. While the variety of available 

sprinklers continues to increase, some 
types have seen more of a focus than oth-
ers, based on trends in the last few years.

“In general, more attention is being 
paid to proper operating pressure either 
through pressure-regulated sprinklers, 
pressure regulation at the valve or even 
both for increased system efficiency,” says 
Kelsey Jacquard, senior product man-
ager, Hunter Industries, San Marcos, 
California.

Some of that interest in high-efficiency  
options comes from widespread regula-
tions, regional droughts or a perception 
that irrigations systems are using too much 
water, says Jessica Case, product manager, 
Rain Bird, Azusa, California. Both Ver-
mont and California saw laws go into 
effect this year mandating that new spray 
sprinkler bodies have integrated pressure 
regulation, says Case. Colorado, Hawaii 
and Washington will have similar laws 
starting with the new year.

“It’s quite possible we’ll see this trend 
continue in other states in the future,” she 
says.

More than 13 states, mostly in the 
West, have adopted some form of require-
ments for pressure regulation, says Brodie 
Bruner, executive vice president, Weather-
matic, Garland, Texas. 

One design trend to be noted is toward 
taller sprinklers to clear taller turf heights, 
says Jacquard.

“While 4-inch sprinklers are still pop-
ular, there is a trend toward 6-inch rotors 
and spray sprinklers for improved cover-
age in taller turf applications,” she says.

Bruner is seeing a long-term and grad-
ual change to reduced turf areas with an 
emphasis on xeriscaping and low water- 
use plantings, which has an impact on the 
type of sprinklers being used to fit those 
areas. That trend has resulted in lower vol-
ume sprinkler output and fewer rotors per 
project, he says. 

“The trick is to achieve lower volume 
output for efficiency without extending 
water windows outside of mandated time 
of day watering restrictions,” he says. “In 
some cases, an efficient, but higher-volume 
application is required to compress wa-
tering into a defined water window.” That 
leads to more of a reliance on run-and-soak 
cycles to reduce runoff compared to lower 
sprinkler application rates. 

Facing these kinds of regulations, ir-
rigation contractors have had to strike a 
balance between efficiency, compliance 
and cost when choosing sprinklers, Brun-
er says. Factors like performance efficien-

Working smarter

cy, product application and pricing are the 
major drivers in play on new projects. 

Rain Bird has seen a record number of 
contractors purchasing rotors because of 
an increase in landscape projects nation-
ally, says Jeffrey Johnson, senior product 
manager, Rain Bird. “It’s clear this trend 
goes back to the fact that people aren’t 
traveling as much and are instead finding 
ways to enhance their homes and land-
scapes,” he says.

Some contractors are also positioning 
rotary nozzles as an affordable premium 
compared to standard spray nozzles, as 
the unique rotating spray gives an ap-
pearance that homeowners appreciate.

As homeowners continue to see water 
costs increase, they’re also more apt to 
push irrigation professionals for more wa-
ter-efficient designs, says Bruner. While 
most of the emphasis there has been on 
weather-based and online controllers, 
conversions to drip and microsprays are 
becoming more popular as well. 

As a result of the pandemic, more 
home and lawn improvement projects 
have gotten started, meaning sprinkler 
purchases have remained steady, says 
Jacquard.

“The long-term effects of COVID-19 
on the industry are still unknown, but we 
have seen an increased appreciation for 
usable outdoor spaces,” she says. 

The author is editor-in-chief of Irrigation & Green In-
dustry, and can be reached at kylebrown@igin.com.

Find the right sprinkler for 
the job to handle increasing 
efficiency regulations.

BY Kyle Brown

“In general, more attention is being 
paid to proper operating pressure,”  
– Kelsey Jacquard, Hunter Industries

Photo: Rain Bird
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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 - options available MP1000 adj. arc/radius M or F 90-360 30-55 8-15 0.17-1.01 0.41-0.5

Hunter MP 2000 - options available MP2000 adj. arc/radius M or F 90-360 25-55 13-21 0.34-1.74 0.4-0.5

Hunter MP 3000 - options available MP3000 adj. arc/radius M or F 90-360 25-55 22-30 0.71-4.27 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 5x15 0.19-0.26 -

Hunter MP Side Strip MP Specialty adj. radius M or F strip 30-55 5x30 0.38-0.51 -

Hunter MP Right Strip MP Specialty adj. radius M or F strip 30-55 5x15 0.19-0.26 -

Hunter MP800SR - options available MP800SR adj. arc/radius F 90-360 30-55 6-12 0.16-0.98 0.72-1.03

Hunter MP815 - options available MP815 adj. arc/radius F 90-360 30-55 8-16 0.42-2.26 0.79-1.0

K-Rain RN100 - options available Rotary Nozzle adj. arc/radius, fixed 360 F 90-270, fixed 360 30-50 13-15 0.22-1.2 0.46-0.51

K-Rain RN200 - options available Rotary Nozzle adj. arc/radius, fixed 360 F 90-270, fixed 360 30-50 16-19 0.34-1.88 0.45-0.51

K-Rain RN300 - options available Rotary Nozzle adj. arc/radius, fixed 360 F 90-270, fixed 360 30-50 26-30 0.8-3.7 0.39-0.44

K-Rain RNS-RES-515 Rotary Nozzle fixed F fixed-right end strip 30-50 5x15 0.3-0.4 -

K-Rain RNS-LES-515 Rotary Nozzle fixed F fixed-left end strip 30-50 5x15 0.3-0.4 -

K-Rain RNS-SS-530 Rotary Nozzle fixed F fixed-side strip 30-50 5x30 0.5-0.7 -

K-Rain RN-100ADJ Rotary Nozzle adj. arc/radius F 90-360 30-50 13-15 0.22-1.2 0.49-0.51

K-Rain RN-200ADJ Rotary Nozzle adj. arc/radius F 90-360 30-50 16-19 0.34-1.9 0.49-0.51

K-Rain RN-200ADJ Rotary Nozzle adj. arc/radius F 90-360 30-50 26-29 0.8-3.8 0.41-0.48

Rain Bird R-VAN14 - options available R-VAN 8 to 14 ft. full circle R-VAN F 45-360 30-55 8-14 0.28-1.45 0.6-0.67

Rain Bird R-VAN18 - options available R-VAN 13 to 18 ft. full circle R-VAN F 45-360 30-55 13-18 0.42-2.11 0.6-0.68

Rain Bird R-VAN24 - options available R-VAN 17 to 24 ft. full circle R-VAN F 45-360 30-55 17-24 0.6-3.74 0.6-0.63

Rain Bird R-VAN-LCS R-VAN left corner strip R-VAN F left strip 30-55 5x15 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 5x15 0.18-0.28 0.56-0.64

Rain Bird R-VAN-SST R-VAN side strip R-VAN F side strip 30-55 5x30 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  
specification 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

SPRINKLER SPECIFICATION CHARTS
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VARIABLE ARC NOZZLES
Inlet Size 
(inches)

M or F  
Thread Manufacturer Model Series Nozzle Pattern 

(degrees)
Operation  
Pressure (PSI) Radius Discharge Rate 

(GPM)
Precipitation 
Rate (in./hr.)

n/a F Hunter 4A Pro-adjustable 4-ft. adj. 0-360 20-40 3-4 0.11-0.9 ~ 4.0

n/a F Hunter 6A Pro-adjustable 6-ft. adj. 0-360 20-40 4-6 0.15 -1.4 ~ 3.5

n/a F Hunter 8A Pro-adjustable 8-ft. adj. 0-360 20-40 7-9 0.18-2 ~ 2.65

n/a F Hunter 10A Pro-adjustable 10-ft. adj. 0-360 20-40 9-11 0.2-2.36 ~ 1.9

n/a F Hunter 12A Pro-adjustable 12-ft. adj. 0-360 20-40 11-13 0.25-3.36 ~ 1.7

n/a F Hunter 15A Pro-adjustable 15-ft. adj. 0-360 20-40 14-17 0.39-4.52 ~ 1.6

n/a F Hunter 17A Pro-adjustable 17-ft. adj. 0-360 20-40 16-19 0.49-5.52 ~ 1.6

n/a F K-Rain KVF8 High Efficiency KVF Nozzles 8’ adj 0-360 20-40 9-10 0.39-2.3 1.62-2.59

n/a F K-Rain KVF10 High Efficiency KVF Nozzles 10’ adj 0-360 20-40 10-12 0.45-2.8 1.65-2.16

n/a F K-Rain KVF12 High Efficiency KVF Nozzles 12’ adj 0-360 20-40 12-14 0.65-3.5 1.47-2.04

n/a F K-Rain KVF15 High Efficiency KVF Nozzles 15’ adj 0-360 20-40 14-17 0.75-4.6 1.45-1.88

n/a F K-Rain KVF17 High Efficiency KVF Nozzles 17’ adj 0-360 20-40 17-18 0.85-4.8 1.13-1.65

n/a M K-Rain KV8 KV Nozzles 8’ adj 0-360 20-50 7-9 0.3-2.3 1.9-3.82

n/a M K-Rain KV10 KV Nozzles 10’ adj 0-360 20-50 10-13 0.7-3.5 1.87-3.68

n/a M K-Rain KV12 KV Nozzles 12’ adj 0-360 20-50 11-15 1.1-3.9 2.02-3.42

n/a M K-Rain KV15 KV Nozzles 15’ adj 0-360 20-50 14-19 1.3-5.3 1.66-2.57

n/a M K-Rain KV17 KV Nozzles 17’ adj 0-360 20-50 15-20 1.7-5.4 1.39-2.47

1/2 F Rain Bird HE-VAN-08 HE-VAN Series 8-ft. HE-VAN 0-360 15-30 5-8 0.21-1.17 1.76-3.19

1/2 F Rain Bird HE-VAN-10 HE-VAN Series 10-ft. HE-VAN 0-360 15-30 7-10 0.32-1.78 1.72-2.48

1/2 F Rain Bird HE-VAN-12 HE-VAN Series 12-ft. HE-VAN 0-360 15-30 9-12 0.42-2.37 1.58-1.99

1/2 F Rain Bird HE-VAN-15 HE-VAN Series 15-ft. HE-VAN 0-360 15-30 11-15 0.65-3.7 1.58-2.08

1/2 F Rain Bird 4VAN VAN 4-ft. VAN 0-330 15-30 3-4 0.21-0.88 4.93-10.27

1/2 F Rain Bird 6VAN VAN 6-ft. VAN 0-330 15-30 4-6 0.26 -1.2 3.21-6.34

1/2 F Rain Bird 8VAN VAN 8-ft. VAN 0-330 15-30 6-8 0.51-1.7 2.79-5.46

1/2 F Rain Bird 10VAN VAN 10-ft. VAN 0-360 15-30 7-10 0.48-2.6 2.5-3.8

1/2 F Rain Bird 12VAN VAN 12-ft. VAN 0-360 15-30 9-12 0.39-2.36 1.58-1.86

1/2 F Rain Bird 15VAN VAN 15-ft. VAN 0-360 15-30 11-15 0.65-3.7 1.58-2.07

1/2 F Rain Bird 18VAN VAN 18-ft. VAN 0-360 15-30 14-18 1.05-5.32 1.59-2.07

1/2 F Weathermatic 6700 6700 6-12, 7LA, 10LA 20-360 25-60 23-43 1.5-6.3 0.24-1.3

SPRINKLER SPECIFICATION CHARTS
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1/2 Hunter SRM 4” Plastic 8Pl adj. 40-360 30-50 15-34 0.42-4.3 ~ 0.45 yes

1/2 Hunter PGJ Shrub, 4”, 6”, 12” Plastic 8 Pl adj. 40-360 30-50 15-37 0.64-5.3 ~ 0.6 yes

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

3/4 Hunter PGP Ultra Shrub, 4”, 6”, 12” Plastic 34 Pl adj. 50-360 30-70 22-52 0.36-14.8 ~ 0.4 yes

3/4 Hunter I-20 - options available Shrub, 4”, 6”, 12” Plastic or 
stainless 30 Pl adj. 50-360 30-70 17-47 0.36-14.8 ~ 0.4 yes

1 Hunter I-25 - options available 4”, 6” Plastic or stainless 12 Pl adj. 50-360 40-100 40-71 3.8-31.5 ~ 0.4 yes

1 Hunter I-40 - options available 4”, 6” Stainless 6 Pl adj. 50-360 40-100 45-76 7.0-33.7 ~ 0.4 yes

1 Hunter I-50 - options available 4”, 6” Stainless 6 Pl adj. 50-360 40-100 45-76 7.0-33.7 ~ 0.4 yes

1 Hunter I-80 - options available 3-3/4” Plastic 7 Pl adj. 60-360 40-100 63-97 20.2-59.6 ~ 0.6 yes

1.5 Hunter I-90 - options available 3” Plastic 8 Pl adj. 40-360 60-100 66-103 29.5-83.3 ~ 0.6 yes

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

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

3/4 Irritrol 550R 550R Pl partial/FC 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 30-50 18-33 0.8-3.8 0.26-0.52 yes

1/2 K-Rain 13006 MiniPro 6-in. 5 STD adj. 40-360 30-50 18-33 0.8-3.8 0.26-0.52 yes

1/2 K-Rain 13012 MiniPro 12-in. 5 STD adj. 40-360 30-50 18-33 0.8-3.8 0.26-0.52 yes

1/2 K-Rain RPS50 RPS50 5 STD adj. 40-360 30-50 18-33 0.8-3.8 0.26-0.52 yes

3/4 K-Rain RPS75 - options available RPS75 8 STD, 4 LA adj. 40-360, 360 
continuous 30-70 22-51 0.7-8.3 0.16-0.86 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 - options available RPS 75i 9 STD, 4 LA adj. 40-360, 360 
continuous 30-70 13 -48 0.44-9.7 0.22-10.19 yes

3/4 K-Rain 11003 ProPlus 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 - options available SuperPro 9 STD, 4 LA adj. 40-360 CT 30-60 26-49 1.2-11.1 0.21-1.01 yes

1 K-Rain 14053 - options available 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 14003 - options available ProSport 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 0.54-4.6 0.37-0.83 yes

1/2 Rain Bird 3504 - options available 3500 4-in. PC 0.75-4 40-360 25-55 15-35 0.54-4.6 0.37-0.83 yes

3/4 Rain Bird 5000SPCSAM - options 
available 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 5004(PC or FC) - options 
available 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 5006PC - options available 5000 6-in. 1-8 40-360 25-65 25-50 0.73-9.63 0.2-1.5 yes

3/4 Rain Bird 5012+PCSAMR - options 
available 5000+ 12-in. 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) - options 
available

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 8005 - options available 8005 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 partial/FC 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 partial/FC 25-65 25-50 0.76-9.63 0.2-0.99 yes

1 Toro T7P T7 Pl partial/FC 40-100 40-75 1.7-30.6 0.62-1.42 yes

1 Toro 640 640 Pl partial/FC 40-90 47-67 6-25 0.26-4.91 yes

1 Toro TS90 TS90 Pl partial/FC 40-100 53-95 14-61.5 0.46-0.63 yes

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

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

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

3/4 Weathermatic T3 T 1, 1.5, 2, 3, 3.5, 4, 6, 8, 9, 13 40-360 30-70 28-61 0.7-14.9 0.17-0.89 yes

4-Mar Weathermatic T3 T 2.0LA, 2.5LA, 3.5LA, 4.5LA 40-360 30-50 29-37 1.6-4.1 0.34-0.67 yes

3/4 Weathermatic T3-36 T 1, 1.5, 2, 3, 3.5, 4, 6, 8, 9, 13 360 30-70 28-61 0.7-14.9 0.17-0.89 yes

3/4 Weathermatic T3-36 T 2.0LA, 2.5LA, 3.5LA, 4.5LA 360 30-50 29-37 1.6-4.1 0.34-0.67 yes

3/4 Weathermatic T3SS T- SS 1, 1.5, 2, 3, 3.5, 4, 6, 8, 9, 13 40-360 30-70 28-61 0.7-14.9 0.17-0.89 yes

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

(degrees)
Operation  
pressure (psi)

Radius  
(ft.)

Discharge  
rate (gpm)

Precipitation  
rate (in./hr.)

Gear 
drive
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3/4 Weathermatic T3SS T- SS 2.0LA, 2.5LA, 3.5LA, 4.5LA 40-360 30-50 29-37 1.6-4.1 0.34-0.67 yes

3/4 Weathermatic T3-36SS T- SS 1, 1.5, 2, 3, 3.5, 4, 6, 8 360 30-70 28-61 0.7-14.9 0.17-0.89 yes

3/4 Weathermatic T3-36SS T- SS 2.0LA, 2.5LA, 3.5LA, 4.5LA 360 30-50 29-37 1.6-4.1 0.34-0.67 yes

3/4 Weathermatic T3S T- shrub 1, 1.5, 2, 3, 3.5, 4, 6, 8, 9, 13 40-360 30-70 28-61 0.7-14.9 0.17-0.89 yes

3/4 Weathermatic T3S T- shrub 2.0LA, 2.5LA, 3.5LA, 4.5LA 40-360 30-50 29-37 1.6-4.1 0.34-0.67 yes

3/4 Weathermatic T35 T 1, 1.5, 2, 3, 3.5, 4, 6, 8, 9, 13 40-360 30-70 28-61 0.7-14.9 0.17-0.89 yes

3/4 Weathermatic T35 T 2.0LA, 2.5LA, 3.5LA, 4.5LA 40-360 30-50 29-37 1.6-4.1 0.34-0.67 yes

1 Weathermatic CT70 CT 71-73 40-360 40-80 49-61 8.1-17.8 0.65-1.06 yes

3/4 Weathermatic 6000 6000 4, 5, 6, 7, 8, 9, 10, 11 40-360 20-65 30-51 1.0-9.5 0.21-0.88 yes

3/4 Weathermatic 6000 6000 4LA, 5LA, 6LA, 7LA, 8LA, 
9LA, 10LA 40-360 20-65 26-42 0.9-7.5 0.26-1.02 yes

1 Weathermatic 6500 6500 61, 62, 63, 64 40-360 45-75 44-60 2.8-13.2 0.23-0.84 yes

1 Weathermatic 6513 6500 61, 62, 63, 64 40-360 45-75 43-51 2.8-13.2 0.29-1.13 yes

1 Weathermatic 7500 7500 3, 4, 5, 6, 7, 8 40-360 45-90 53-74 9.4-27.5 0.64-1.21 yes

1 Weathermatic 7513 7500 3, 4, 5, 6, 7, 8 40-360 45-90 48-64 9.4-27.5 0.79-1.61 yes

1 Weathermatic CT70 CT 74, 75 40-360 60-90 59-74 16.6-28 0.92-1.15 yes

1 Weathermatic CT70-36 CT 71, 72, 73, 74, 75 360 40-90 49-74 8.1-28 0.65-1.15 yes

1 Weathermatic CT70SS CT SS 71, 72, 73, 74, 75 40-360 40-90 49-74 8.1-28 0.65-1.15 yes

1 Weathermatic CT70-36SS CT SS 71, 72, 73, 74, 75 360 40-90 49-74 8.1-28 0.65-1.15 yes

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

(degrees)
Operation  
pressure (psi)

Radius  
(ft.)

Discharge  
rate (gpm)

Precipitation  
rate (in./hr.)

Gear 
drive

digcorp.com

Solar-Powered Irrigation Management
LEIT® CONTROLLERS

No power. No problem.
Powered by ambient light; ideal  
for commercial installations such 
as Pocket Parks, Median Strips, 
Greenbelts, and Habitat Restoration        

• No Batteries Needed  
• No AC Power Required
• No External Solar Panels
• Trouble-Free Installation
• Available in 4-28 stations

STAY
INFORMED
BETWEEN
ISSUES.
Our weekly newsletter
gives you the latest
industry news and
business advice direct
to your inbox.

Sign up at: www.igin.com
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SPRAY HEADS
Inlet size  
(in.) Manufacturer Model Series Nozzle M or F 

Thread
Pattern 
(degrees)

Operation  
Pressure  
(PSI)

Radius  
(in feet)

Discharge 
Rate (GPM)

Precipitation 
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 2.01-02.7 sh

1/2 Hit Products 913T 900 Telescopic fixed/adj. M 20-360 25-70 5-17 0.02-4.2 2.01-02.7 sh

1/2 Hit Products 902-906 900 fixed/adj. M/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/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/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/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/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 0.4-3.7 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 0.4-3.7 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 0.4-3.7 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 0.4-3.7 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 0.4-3.7 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 0.4-3.7 1.5-2.7 n/a

1/2 Irritrol I-PRO400-I-PRO1200 I-PRO female thread M fixed 20-50 5-17 .06-4.75 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 nozzles 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 nozzles F fixed and adj. 20-50 8-17 0.5-5.4 1.5-3 n/a

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

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

1/2 K-Rain 78004 - options available 4 in. Pro-S All female threaded nozzles F fixed and adj. 20-70 8-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain 78006 - options available 6 in. Pro-S All female threaded nozzles F fixed and adj. 20-70 8-17 0.5-5.4 1.5-3 n/a

1/2 K-Rain 78012 - options available 12 in. Pro-S All female threaded nozzles F fixed and adj. 20-70 8-17 0.5-5.4 1.5-3 n/a

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

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

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

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

1/2 Rain Bird RD06NPNSI - options  
available

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 RD12SAMPRS30NP -  
options available

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 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 0.48-2.6 2.5-3.8 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 0.65-3.7 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
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1/2 Toro 570Z - options available 570Z Standard Precision/MPR/TVAN F 0-360 15-75 0-26 0.04-4.58 0.6-1.73 no

1/2 Toro LPS 2XX LPS 200 with 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 with 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 - options available Pop-up various F fixed 90-360/ 
adj. 0-360 15-100 5-18 0.3-7.5 1.18-5.74 n/a

1/2 Weathermatic MAX6 - options available Pop-up various F fixed 90-360/ 
adj. 0-360 15-100 5-18 0.3-7.5 1.18-5.74 n/a

1/2 Weathermatic MAX12 - options available Pop-up various F fixed 90-360/ 
adj. 0-360 15-100 5-18 0.3-7.5 1.18-5.74 n/a

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

IMPACT SPRINKLERS
Inlet Size 
(inches) Manufacturer Model Series Nozzle Pattern Operation 

Pressure (PSI)
Radius 
(in feet)

Discharge 
Rate (GPM)

Precipitation 
Rate (in./hr.)

Gear  
Drive

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 0.2-0.28 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

1.25 Buckner AI120 n/a B F 55-95 73-113 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 .52-1.05 no

1/2 or 3/4 Irritrol Titan Titan Pl partial/FC 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

2 Rain Bird XLR XLR P/FC 12-28 20-360 30-120 80-202 35-379 n/a no

1.5 Toro TS120V TS120 Pl partial/FC 45-120 62-125 21-121 n/a no

SPRAY HEADS
Inlet size  
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A
s clients start facing increas-
ing water bills and shortages, 
questions about rainwater har-
vesting often start popping up. 
But whether it’s for commercial 

or residential customers, designing a water 
harvesting system that is both effective and 
integrated into the irrigation takes more 
preparation than just putting a barrel in the 
backyard.

Kevin Rinschler, regional irrigation tech-
nical advisor for SiteOne Landscape Sup-
ply Inc., Roswell, Georgia, walked through 
those important starting steps in a recent 
project for the Nashville International Air-
port. He assisted Hawkins Partners Inc., 
Nashville, Tennessee, in the oversight and 
design work installing a water harvesting 
system in a parking garage while also meet-
ing requirements for Parksmart certification, 
which measures high-performing, sustain-
able parking garages.

“We worked side-by-side with Hawkins 
Partners, looking at various options,” Rin-
schler says.

To start, when it comes to water har-
vesting, one of the first points to consider is 
why the client wants to install a system, he 
explains.

“One of the main things I look at is, 
what’s the motivation for your inquiry into 
water harvesting,” Rinschler says. The in-
stallation approach can be different if it’s 
to meet Environmental Protection Agency 
requirements as compared to just wanting 
to have a sustainable green lifestyle. It also 
helps qualify customers who are more likely 
to be able to complete the process. 

That leads to a question about budget, 
which can be an eye-opener for some cli-
ents, he says. In both residential and com-
mercial applications, customers often don’t 
know what the average price point is for a 
water harvesting system. For some smaller 
customers, that can be a stopping point, so 
Rinschler tries to cover the budget as early 
as possible.

Another question that he suggests bring-
ing up quickly in the process is how much 
water is required. Home and building own-
ers sometimes don’t realize the amount of 
water necessary to irrigate a landscape, he 
says.

“Once I get past the motivation, I start 
to look at justifying it in terms of overall 

square footage, using standard Irrigation 
Association calculations for estimating wa-
ter requirements on a landscape,” he says. 
He looks as the square footage of that es-
timate compared to the square footage that 
the harvesting system will cover to find the 
difference. If a customer has a large area to 
irrigate but only a small amount of roof area, 
there’s a significant imbalance.

It’s important to discuss that imbalance 
with the customer and outline what other 
water sources will make up that difference, 
he says. For the airport parking garage, the 
customer wanted a 20,000-gallon tank, 
which wouldn’t be able to cover all of its ir-
rigation needs. But they had access to other 
water sources and were willing to pay those 
bills in supplement to harvested water. 

Once those steps are out of the way, 
planning the installation becomes even 
more important, as irrigation contractors are 
often one of the last groups on the job site, 
Rinschler says. For the airport, a harvesting 
tank was placed underground and a galva-
nized tank was placed above ground, which 
meant that Rinschler and others had to be in 
constant contact with the other contractors. 

He provided plenty of plans and directions 
to make certain that work around the tank 
was being done correctly and was looking 
at potential problems in the installation and 
ways they could be solved. 

“It’s kind of like that golden rule of not 
painting yourself into a corner,” he says. “I 
always try to think ahead about what could 
go wrong, because I’ve got to help figure it 
out in a lot of cases. If I’m going to paint 
myself into a corner, I want to make sure 
there’s a window I can get out of.”

It meant site visits during the process and 
supplying detailed sketches of important 
access areas to contractors, he says. His at-
tention to detail helped the job go smoothly, 
with the exception of a few small obstacles. 

Water harvesting systems like the one 
Hawkins Partners installed at the Nashville 
International Airport can bring ecofriendly 
notoriety and water savings for customers. 
But just like any part of an effective irriga-
tion system, doing it correctly takes plenty 
of planning. 

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

Plan ahead to install water 
harvesting systems correctly.
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INSTALLATION

Installing a water harvesting system requires plenty of planning, including making sure that the tank is the correct 
size for the job. Make sure the client knows what water sources will supplement the harvesting system. Photo: SiteOne 
Landscape Supply

Ready to 
COLLECT BY KYLE BROWN
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A.Y. McDonald Mfg. Co.
Dubuque, IA | 563-583-7311 | www.aymcdonald.com
Pumps–Centrifugal, Pumps–Other, Pumps–Self Priming, Pumps–Submersible, 
Pumps–Wastewater, Sprinkler Systems–Turf/Landscape, Valves–Misc. Components

Advanced Drainage Systems
Hilliard, OH | 800-821-6710 | www.ads-pipe.com
Drainage Systems & Fittings, Fittings–Polyethylene, Pipe–Polythylene, Wastewater

American Granby, Inc.
Liverpool, NY | 315-451-1100 | www.americangranby.com
Gauges, Hand Tools, Pipe Compounds, Lubricants, Solvent Welding, Pipe Repair Kits, 
Pipe Saddles, Pressure Gauges, Pumps–Other, Quick Couplings, Valves–Manual, Foot 
& Check, Water Filters, Strainers & Sand Separators

Antelco Corporation
Longwood, FL | 407-331-0699 | www.antelco.com
Drip/Microirrigation–Agricultural, Drip/Microirrigation–Turf/Landscape, Fittings–
Polyethylene, Greenhouse/Nursery Products, Misting & Cooling Systems, Pipe 
Cutters, Pressure Regulators, Sprinkler Systems–Agricultural, Sprinkler Systems–
Greenhouse/Nursery, Valves–Manual, Foot & Check

Aqualine, Inc.
Corona, CA | 951-808-0852 | www.aqualineinc.com
Fittings–PVC, Pressure Gauges, Quick Couplings, Spray Nozzles, Sprinkler 
Components–Misc., Sprinkler Systems–Agricultural, Sprinkler Systems–Turf/
Landscape, Valves–Automatic, Valves–Manual, Foot & Check, Valves–Misc. 
Components

Barrett Engineered Pumps
San Diego, CA | 619-232-7867 | www.barrettpump.com
Alternate Water Sources Equipment, Pump–Prefabricated Pumping Stations, Pump 
Station Controls, Rainwater Harvesting Equipment

Baseline Inc.
Boise, ID | 208-323-1634 | www.baselinesystems.com
Soil Moisture Sensors, Weather Monitoring Equipment

Brilliance LED, LLC
Carefree, AZ | 800-867-2108 | www.brillianceled.com
Controllers–Turf/Landscape–Smart, Landscape Lighting, Landscape Products

Buckner Superior
Torrance, CA | 310-560-7682 | www.bucknersuperior.com
Controllers–Agricultural, Controllers–Turf/Landscape, Landscape Products, Quick 
Couplings, Sprinkler Components–Misc., Sprinkler Systems–Agricultural, Sprinkler 
Systems–Golf, Sprinkler Systems–Turf/Landscape, Valves–Automatic, Valves–Misc. 
Components

Christy’s
Anaheim, CA | 800-258-4583 | www.tchristy.com
Drainage Systems & Fittings, Fittings–PVC, Flags, Tape & Marking Products, Hand 
Tools, Landscape Products, Pipe Cutters, Pipe Repair Kits, Spray Nozzles, Traveler 
Hose, Reels & Components, Water Treatment

Cresline Plastic Pipe Company, Inc.
Evansville, IN | 812-428-9300 | www.cresline.com
Pipe–Polythylene, Pipe–PVC

Dawn Industries, Inc.
Arvada, CO | 303-296-4041 | www.dawnindustries.com
Drip/Microirrigation–Turf/Landscape, Fittings–Polyethylene, Fittings–PVC, Hand 
Tools, Pipe Cutters, Pipe Repair Kits, Pipe Saddles, Quick Couplings, Sprinkler 
Components–Misc., Wire Connectors & Misc.

DeWitt Company
Sikeston, MO | 800-888-9669 | www.dewittcompany.com
Freeze Protection, Greenhouse/Nursery Products, Landscape Products, Landscape 
Products–Fabrics & Edging/Paver Restraints, Liners & Moisture Sealant Products, 
Pond Equipment & Supplies

DIG Corporation
Vista, CA | 760-727-0914 | www.digcorp.com
Controllers–Agricultural, Controllers–Turf/Landscape, Controllers–Turf/Landscape–
Smart, Drip/Microirrigation–Agricultural, Greenhouse/Nursery Products, Misting & 
Cooling Systems, Remote Control Products–Agricultural, Remote Control Products–
Turf/Landscape, Sprinkler Systems–Greenhouse/Nursery, Sprinkler Systems–Turf/
Landscape

Effebi US
Folly Beach, SC | 843-709-5168 | www.effebi.com
Valves–Automatic, Valves–Manual, Foot & Check

Ewing Irrigation
Phoenix, AZ | 602-437-9530 | www.ewingirrigation.com
Backflow Prevention Equipment, Chemical & Fertilizer Injection Equipment, 
Controllers–Turf/Landscape, Controllers–Turf/Landscape–Central Control, Drainage 
Systems & Fittings, Drip/Microirrigation–Turf/Landscape, Education, Enclosures, 
Fittings–Ductile Iron, Fittings–Polyethylene, Fittings–PVC, Flags, Tape & Marking 
Products, Flow Controls, Flow Meters/Water Meters, Freeze Protection, Hand Tools, 
Landscape Lighting, Landscape Products–Fabrics & Edging/Paver Restraints, 
Misting & Cooling Systems, Pipe–Misc., Pipe–Polythylene, Pipe–PVC, Pressure 
Regulators, Pumps–Self Priming, Pumps–Submersible, Quick Couplings, Remote 
Control Products–Turf/Landscape, Soil Moisture Sensors, Sprinkler Components–
Misc., Sprinkler Systems–Greenhouse/Nursery, Sprinkler Systems–Turf/Landscape, 
Swing Joints, Valves–Manual, Foot & Check, Valves–Misc. Components, Water 
Features & Fountains, Water Filters, Strainers & Sand Separators, Wire & Cable, Wire 
Connectors & Misc.

Top choices
Get the equipment and supplies you need 
from the IA’s preferred vendors.
Making purchasing decisions is much easier when you have all the information you need. The Irrigation Association’s new 
Preferred IA Vendor Directory puts information about landscape irrigation and lighting companies and their products 
at your fingertips for easy access and review. Browse this listing of preferred vendors and find the companies with the 
products and services you are looking for. To get more information about these companies, including their latest products, 
brands, discount offers, videos and more, go to the online Preferred IA Vendor Directory at www.irrigationshow.org.
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E-Z Weld, Inc.
Riviera Beach, FL | 561-844-0241 | www.e-zweld.com
Pipe Compounds, Lubricants, Solvent Welding

FX Luminaire
San Diego, CA | 760-744-5240 | www.fxl.com
Landscape Lighting

Gicon Pumps & Equipment
Lubbock, TX | 806-298-2024 | www.giconpumps.com
Pump–Prefabricated Pumping Stations, Pumps–Centrifugal, Pumps–Submersible, 
Pumps–Vertical Turbine, Pumps–Wastewater, Rainwater Harvesting Equipment

HARCO Fittings
Lynchburg, VA | 434-845-7094 | www.harcofittings.com
Drainage Systems & Fittings, Fittings–Ductile Iron, Fittings–Epoxy Coated, Fittings–
Gaskets & Misc., Fittings–Polyethylene, Fittings–PVC, Pipe Restraint Products, 
Pressure Fittings–PVC, Quick Couplings, Wastewater

Heritage Landscape Supply Group, Inc.
McKinney, TX | 469-424-2286 | www.heritagelsg.com
Backflow Prevention Equipment, Chemicals & Fertilizers, Controllers–Turf/
Landscape, Controllers–Turf/Landscape–Central Control, Controllers–Turf/
Landscape–Smart, Drainage Systems & Fittings, Drip/Microirrigation–Turf/
Landscape, Fittings–Polyethylene, Fittings–PVC, Flags, Tape & Marking Products, 
Flow Controls, Landscape Lighting, Landscape Products, Landscape Products–
Fabrics & Edging/Paver Restraints, Pipe–Polythylene, Pipe–PVC, Pipe Cutters, Pipe 
Repair Kits, Pond Equipment & Supplies, Pressure Fittings–PVC, Pumps–Centrifugal, 
Pumps–Submersible, Quick Couplings, Rain Sensor/Shut-off Switches, Soil Moisture 
Sensors, Spray Nozzles, Sprinkler Systems–Golf, Sprinkler Systems–Turf/Landscape, 
Valve Boxes, Valves–Automatic, Valves–Manual, Foot & Check, Water Features & 
Fountains, Wire & Cable

Horizon Distributors
Phoenix, AZ | 480-337-6700 | www.horizononline.com
Backflow Prevention Equipment, Chemicals & Fertilizers, Controllers–Turf/
Landscape, Controllers–Turf/Landscape–Central Control, Controllers–Turf/
Landscape–Smart, Drip/Microirrigation–Turf/Landscape, Fittings–PVC, Landscape 
Lighting, Landscape Products, Pipe–PVC, Power Equipment–Trenchers, Backfillers, 
etc., Spray Nozzles, Sprinkler Systems–Turf/Landscape, Valves–Automatic

Hunter Industries
San Marcos, CA | 760-744-5240 | www.hunterindustries.com
Controllers–Turf/Landscape–Central Control, Controllers–Turf/Landscape–Smart, 
Drip/Microirrigation–Turf/Landscape, Freeze Protection, Landscape Lighting, Rain 
Sensor/Shut-off Switches, Spray Nozzles, Sprinkler Systems–Golf, Sprinkler Systems–
Turf/Landscape, Valves–Automatic

HydroPoint
Petaluma, CA | 707-285-3380 | www.hydropoint.com
Controllers–Turf/Landscape–Central Control, Controllers–Turf/Landscape–Smart, 
Education, Flow Controls, Remote Control Products–Turf/Landscape, Water 
Resources Management

Hydro-Rain, Inc.
North Salt Lake, UT | 888-493-7672 | www.hydrorain.com
Controllers–Agricultural, Controllers–Turf/Landscape, Controllers–Turf/Landscape–
Smart, Drip/Microirrigation–Turf/Landscape, Fittings–Polyethylene, Fittings–PVC, 
Spray Nozzles, Sprinkler Systems–Turf/Landscape, Valve Boxes, Valves–Automatic

Irritrol
Riverside, CA | 800-634-8873 | www.irritrol.com
Backflow Prevention Equipment, Computer Software, Controllers–Agricultural, 
Controllers–Turf/Landscape, Controllers–Turf/Landscape–Central Control, 
Controllers–Turf/Landscape–Smart, Drip/Microirrigation–Agricultural, Drip/
Microirrigation–Turf/Landscape, Education, Flow Controls, Flow Meters/Water 
Meters, Greenhouse/Nursery Products, Landscape Products, Pump Drives–
Electric, Pump Station Controls, Rain Sensor/Shut-off Switches, Remote Control 
Products–Agricultural, Remote Control Products–Turf/Landscape, Spray Nozzles, 
Sprinkler Components–Misc., Sprinkler Systems–Agricultural, Sprinkler Systems–
Turf/Landscape, Swing Joints, Valves–Automatic, Valves–Manual, Foot & Check, 
Valves–Misc. Components, Wastewater, Water Filters, Strainers & Sand Separators, 
Water Resources Management, Weather Monitoring Equipment, Wire & Cable, Wire 
Connectors & Misc.

King Innovation
O’Fallon, MO | 636-519-5400 | www.kinginnovation.com
Fittings–Polyethylene, Fittings–PVC, Hand Tools, Landscape Products, Pipe Cutters, 
Pipe Saddles, Pumps–Dewatering, Wire & Cable, Wire Connectors & Misc.

K-Rain Manufacturing
Riviera Beach, FL | 561-844-1002 | www.krain.com
Controllers–Turf/Landscape, Drip/Microirrigation–Turf/Landscape, Freeze 
Protection, Rain Sensor/Shut-off Switches, Remote Control Products–Turf/
Landscape, Spray Nozzles, Sprinkler Components–Misc., Sprinkler Systems–Turf/
Landscape, Valves–Automatic, Wastewater

Land F/X
San Luis Obispo, CA | 805-541-1003 | www.landfx.com
Computer Software, Computer Software Design

Landscape Products
Tolleson, AZ | 623-936-7812 | www.landscapeproductsinc.com
Landscape Products

LASCO Fittings, Inc.
Brownsville, TN | 731-772-3180 | www.lascofittings.com
Backflow Prevention Equipment, Drainage Systems & Fittings, Fittings–PVC, Freeze 
Protection, Pipe Repair Kits, Pipe Saddles, Pressure Fittings–PVC, Pressure Regulators, 
Quick Couplings, Swing Joints, Valves–Manual, Foot & Check, Valves–Misc. 
Components, Wastewater

LeakTronics
Agoura Hills, CA | 818-436-2953 | www.leaktronics.com
Pipe Repair Kits, Pond Equipment & Supplies

Leemco, Inc.
Colton, CA | 909-422-0088 | www.leemco.com
Fittings–Ductile Iron, Fittings–Epoxy Coated, Fittings–Gaskets & Misc., Fittings–
Polyethylene, Pipe Restraint Products, Pipe Saddles, Valves–Manual, Foot & Check

Motorola / Mottech Water Management Solutions
Aubrey, TX | 469-571-7212 | www.mottech.com
Controllers–Agricultural, Controllers–Turf/Landscape–Central Control, Flow Controls, 
Pump Station Controls, Rain Sensor/Shut-off Switches, Remote Control Products–
Agricultural, Remote Control Products–Turf/Landscape, Soil Moisture Sensors, Water 
Resources Management, Weather Monitoring Equipment

Munro
Grand Junction, CO | 970-263-2201 | www.munrocompanies.com
Enclosures, Fittings–Ductile Iron, Pump–Prefabricated Pumping Stations, Pump 
Drives–Electric, Pumps–Centrifugal, Pumps–Dewatering, Pumps–Self Priming, 
Pumps–Submersible, Pumps–Wastewater, Rainwater Harvesting Equipment

Neptune Chemical Pump Co.
North Wales, PA | 215-699-8700 | www.neptune1.com
Chemical & Fertilizer Injection Equipment, Pumps–Other, Water Disinfection 
Equipment, Water Treatment
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Netafim USA
Fresno, CA | 559-253-2553 | www.netafimusa.com
Chemical & Fertilizer Injection Equipment, Controllers–Agricultural, Controllers–Turf/
Landscape–Smart, Drip/Microirrigation–Agricultural, Drip/Microirrigation–Turf/
Landscape, Flow Meters/Water Meters, Greenhouse/Nursery Products, Remote 
Control Products–Agricultural, Sprinkler Systems–Agricultural, Valves–Automatic

Oatey
Cleveland, OH | 800-321-9532 | www.oatey.com
Fittings–PVC, Pipe–Aluminum, Pipe–Misc., Pipe–Polythylene, Pipe–PVC, Pipe 
Compounds, Lubricants, Solvent Welding, Pipe Repair Kits, Pressure Fittings–PVC, 
Valve Boxes, Valves–Vent/Relief

Paige Electric Company
Mountainside, NJ | 800-327-2443 | www.paigewire.com
Wire & Cable, Wire Connectors & Misc.

Rain Bird Corporation
Azusa, CA | 626-812-3400 | www.rainbird.com
Computer Software, Controllers–Agricultural, Controllers–Turf/Landscape, 
Controllers–Turf/Landscape–Central Control, Controllers–Turf/Landscape–Smart, 
Drainage Systems & Fittings, Drip/Microirrigation–Agricultural, Drip/Microirrigation–
Turf/Landscape, Education, Fittings–Polyethylene, Flow Controls, Flow Meters/Water 
Meters, Greywater Recycling Equipment, Pipe–Polythylene, Pressure Regulators, 
Pump–Prefabricated Pumping Stations, Pump Station Controls, Pumps–Centrifugal, 
Pumps–Deep Well Turbine, Pumps–Vertical Turbine, Pumps–Wastewater, Quick 
Couplings, Rain Sensor/Shut-off Switches, Remote Control Products–Agricultural, 
Remote Control Products–Turf/Landscape, Soil Moisture Sensors, Spray Nozzles, 
Sprinkler Components–Misc., Sprinkler Systems–Agricultural, Sprinkler Systems–
Golf, Sprinkler Systems–Greenhouse/Nursery, Sprinkler Systems–Turf/Landscape, 
Swing Joints, Valve Boxes, Valves–Automatic, Valves–Manual, Foot & Check, Valves–
Misc. Components, Water Filters, Strainers & Sand Separators

Regency Wire & Cable
Sikeston, MO | 731-234-2372 | www.regencywire.com
Wire & Cable, Wire Connectors & Misc.

ServiceTitan
Glendale, CA | 818-918-2602 | www.servicetitan.com
Computer Software

SiteOne Landscape Supply
Roswell, GA | 216-706-9250 x2466 | www.siteone.com
Aerators, Backflow Prevention Equipment, Chemicals & Fertilizers, Controllers–
Turf/Landscape, Controllers–Turf/Landscape–Central Control, Controllers–Turf/
Landscape–Smart, Drainage Systems & Fittings, Drip/Microirrigation–Turf/
Landscape, Enclosures, Fittings–Polyethylene, Fittings–PVC, Flow Controls, Flow 
Meters/Water Meters, Gauges, Greenhouse/Nursery Products, Landscape Lighting, 
Landscape Products, Locators–Electrical/Pipe & Metal Detectors, Pipe–Polythylene, 
Pipe–PVC, Pipe Cutters, Pressure Fittings–PVC, Pressure Regulators, Pump–
Prefabricated Pumping Stations, Pumps–Centrifugal, Pumps–Self Priming, Pumps–
Submersible, Rain Sensor/Shut-off Switches, Rainwater Harvesting Equipment, Soil 
Moisture Sensors, Spray Nozzles, Sprinkler Systems–Greenhouse/Nursery, Sprinkler 
Systems–Turf/Landscape, Swing Joints, Traveler Hose, Reels & Components, Valve 
Boxes, Valves–Automatic, Valves–Manual, Foot & Check

Spears Manufacturing Company, Inc.
Sylmar, CA | 818-364-1611 | www.spearsmfg.com
Fittings–Gaskets & Misc., Fittings–Polyethylene, Fittings–PVC, Pipe–Misc., Pipe–
PVC, Swing Joints, Valves–Automatic, Valves–Manual, Foot & Check, Valves–Misc. 
Components, Valves–Vent/Relief

StrongBox
Escondido, CA | 800-729-1314 | www.strongbox.com
Enclosures, Landscape Products

T&C Mfg & Operating, Inc.
Great Bend, KS | 620-793-5483 | www.tcmfg.com
Center Pivot, Lateral Move Parts & Components, Fittings–Gaskets & Misc.

Tempo Communications
Vista, CA | 760-510-0564 | www.tempocom.com
Hand Tools, Locators–Electrical/Pipe & Metal Detectors

The Toro Company
Riverside, CA | 877-345-8676 | www.toro.com
Computer Software, Controllers–Agricultural, Controllers–Turf/Landscape, 
Controllers–Turf/Landscape–Central Control, Controllers–Turf/Landscape–Smart, 
Drip/Microirrigation–Agricultural, Drip/Microirrigation–Turf/Landscape, Flow 
Controls, Flow Meters/Water Meters, Freeze Protection, Pressure Regulators, Pump 
Station Controls, Quick Couplings, Rain Sensor/Shut-off Switches, Remote Control 
Products–Agricultural, Remote Control Products–Turf/Landscape, Soil Moisture 
Sensors, Spray Nozzles, Sprinkler Big Gun Systems & Components, Sprinkler 
Components–Misc., Sprinkler Systems–Agricultural, Sprinkler Systems–Golf, 
Sprinkler Systems–Greenhouse/Nursery, Sprinkler Systems–Turf/Landscape, Swing 
Joints, Valves–Automatic, Valves–Manual, Foot & Check, Valves–Misc. Components, 
Valves–Vent/Relief, Water Filters, Strainers & Sand Separators, Water Resources 
Management, Weather Monitoring Equipment

Tsurumi Pump
Glendale Heights, IL | 630-793-0127 | www.tsurumipump.com
Pumps–Centrifugal, Pumps–Dewatering, Pumps–Self Priming, Pumps–Submersible, 
Pumps–Wastewater, Quick Couplings, Water Features & Fountains

Underhill International
Irvine, CA | 949-305-7050 | www.underhill.us
Auditing Equipment, Controllers–Turf/Landscape, Flags, Tape & Marking Products, 
Gauges, Pressure Gauges, Pumps–Other, Quick Couplings, Sprinkler Components–
Misc., Sprinkler Systems–Golf, Travelers

Unique Lighting Systems
Riverside, CA | 951-785-3409 | www.uniquelighting.com
Landscape Lighting, Remote Control Products–Turf/Landscape, Wire & Cable, Wire 
Connectors & Misc.

Universal Sales
Junction City, OR | 541-998-9999 | www.universalsales.biz
Pressure Gauges, Pump Primers, Quick Couplings, Solid Set Systems & Components, 
Sprinkler Systems–Agricultural, Traveler Hose, Reels & Components, Travelers, 
Valves–Manual, Foot & Check

Valterra Products, LLC
Mission Hills, CA | 818-898-1671 | www.valterra.com
Clamps, Fittings–PVC, Valves–Manual, Foot & Check

Vectorworks, Inc.
Columbia, MD | 410-290-5114 | www.vectorworks.net
Computer Software, Computer Software Design

WeatherTRAK
Petaluma, CA | 707-769-9696 |  
www.hydropoint.com/products-and-services/weathertrak-lc
Wastewater, Controllers–Turf/Landscape

Weld-On Adhesives, Inc.
Compton, CA | 310-898-3300 | www.ipscorp.com
Fittings–PVC, Solvent Welding

Zurn Wilkins
Paso Robles, CA | 805-238-7100 | www.zurn.com
Backflow Prevention Equipment, Education, Flow Controls, Freeze Protection, 
Pressure Gauges, Pressure Regulators, Valves–Automatic
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ASLA announces  
2020 Professional and  
Student Award winners
The American Society of Landscape Architects, Washington, D.C., released the 
2020 Professional and Student Award winners.

Chosen from 567 submissions, this year’s 31 Professional Award winners rep-
resent the best of landscape architecture in the general design, urban design, resi-
dential design, analysis and planning, communications, and research categories. In 
addition, a single Landmark Award is presented each year.

Chosen from 560 submissions, this year’s 35 Student Award winners represent 
a bright and more inclusive future of the landscape architecture profession in the 
general design, urban design, residential design, analysis and planning, research, 
communications, student collaboration, and student community service categories.

“ASLA’s Professional and Student Awards programs celebrate the best of our 
profession today and the brightest hope for the future,” says ASLA President Wen-
dy Miller, FASLA. “From making sure Black, Indigenous, and people of color, as 
well as other underserved individuals and communities, prepare for the many chal-
lenges of the climate crisis — this year’s projects clearly demonstrate how land-
scape architects are designing a future that addresses the biggest problems facing 
our world.”

All Professional and Student Award recipients, their clients and advisors will be 
honored at a virtual awards presentation ceremony. 

See all of the winning entries at www.asla.org/2020awards.

The Native Plant Garden at The New York Botanical Garden below was designed by Oehme, van Sweden 
and was given a 2020 ASLA Honor Award in the general design category. Photos: (top) Robert Benson 
Photography and (bottom) Ivo Vermeulen 

IA webinars focus  
on landscape  
irrigation & lighting
INDUSTRY INSIGHTS FOR  
LANDSCAPE WEBINAR SERIES
The Irrigation Association, Fairfax, Virginia, is offer-
ing a variety of virtual presentations on landscape and 
irrigation topics through April 2021. The Industry In-
sights weekly webinar series features experts discuss-
ing the industry’s most relevant issues. Topics include:

• advanced AutoCAD landscape design
• how to scale a business
• common lighting mistakes
• working with greywater options
• retaining strong employees
Browse the schedule and all webinar descriptions at 

www.irrigation.org/industryinsights.

VIRTUAL CONFERENCES
Today’s most exciting and sought-after topics in the 
industry will be the focus of the IA’s virtual confer-
ences. These one-day events will allow attendees to 
gain insight and tips from the experts as they share 
their knowledge and experience and answer questions: 

• Women in Irrigation Conference (Nov. 18)
• Landscape Lighting Conference ( Jan. 11)
• Leadership Summit (Feb. 10)
• Landscape Technology Conference (March 3)
Visit the IA website at www.irrigation.org/ 

virtualconferences for more information on 
its virtual conferences.

IA UNIVERSITY 
Registration is now open for the 2020 IA University 
classes. These courses teach the skills needed to design, 
install or maintain an irrigation system. 

This year, IA University will be offered online via 
Zoom during the week of Nov. 30-Dec. 4. Classes in-
clude real-world applications and current techniques 
and are taught by instructors with industry expertise.

IA University classes are priced separately, and the 
fee includes course materials. Register by Nov. 25 to 
ensure that materials arrive prior to the class date.

Visit www.irrigation.org/IAuniversity  
for more information about presenters, scheduling 
and registration.
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OPEI board of directors  
appoints new leadership
The board of directors of the Outdoor Power 
Equipment Institute, Alexandria, Virginia, 
appointed Rick Olson, chairman and CEO, 
The Toro Company, as chairman. The board 
also elected several new executive commit-
tee members to the 2020-2021 roster.

Olson takes on chairmanship duties 
during an unprecedented time in the associ-
ation’s history, including the canceling of its 
spring annual meeting and the postponement of GIE+Expo.

“Change and creativity are the watchwords of OPEI this year,” 
says Olson. “No one could have predicted how 2020 would unfold, 
but the association is ready to tackle the challenges ahead from how 
we meet and connect with one another to reassessing our priorities. 
We’ve learned through this pandemic just how important our out-
door spaces are to our mental and physical health.”

“Rick is the right person to lead us through a tumultuous time 
and genuine uncertainty,” says Kris Kiser, president and CEO of 
OPEI and the TurfMutt Foundation. “Toro is a significant player in 
the business, and the company has had a longtime leadership role at 
OPEI. We are very fortunate to have him as chair.”

ASSOCIATIONS IN ACTION • •
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NHLA becomes the  
Latino Landscape Network
The National Association of Landscape Professionals, Fairfax, Vir-
ginia, announced that the National Hispanic Landscape Alliance has 
become the Latino Landscape Network, with a mission to connect 
and empower the entire community of Latino landscape profession-
als in the United States.

In April of 2020, NHLA became part of NALP, to ensure a 
strong voice in the industry’s national trade organization and build 
a broader national coalition to support this critical sector of the in-
dustry.

A group of former NHLA board of director members formed 
the advisory board of the new Latino Landscape Network and is 
working together with NALP staff and leadership to build a new 
model that connects Latino landscapers at all levels of their careers 
and supports their businesses and career advancement.

“By creating the Latino Landscape Network, we are building a 
platform for advancement and giving a voice to all Latino landscap-
ers across the country,” says Mari Medrano, advisory board member 
of the Latino Landscape Network.

The new Latino Landscape Network, powered by NALP, direct-
ly supports Latino landscape professionals from across the country, 
advocating for the nearly 500,000 Latino landscape professionals 
with local, state and federal policymakers; developing training and 
resources; and providing networking and mentoring opportunities.

“The NALP leadership is excited about the opportunity to work 
together with leaders of the Latino landscape community to create 
new training and networking opportunities to help Latino employ-
ees and businesses reach their goals,” says Britt Wood, NALP CEO.

Landscape Lighting 
Conference

Hear experts discuss the latest trends 
and techniques and get a glimpse 

of what’s to come in 2021.

JAN. 11, 2021

Premier  
Sponsor

Presenting  
Sponsors
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1 Snow removal. The Toro Company, 
Bloomington, Minnesota, announces 
the introduction and availability of Boss 

snow removal attachments for the Toro 
Dingo compact utility loader line. With a 
changeout of attachments, Dingo units can 
handle snow and ice removal tasks.

Boss snowplows are available in 4-foot 
and 5-foot sizes and feature polyethylene 
blades. The reversible cutting edge adds 
to the longevity of the attachment. The 
full-blade trip design minimizes severe 
impacts to the attachment, the compact 
utility loader and the operator when strik-
ing obstacles. Additionally, the hydraulic 
30-degree adjustment in either direction 
eliminates the need for manual adjustments 
in less-than-ideal winter conditions. 

Additional options that are available 
include a 6-inch blade extension kit, a snow 
deflector kit, a plow shoe kit, box wing 
extension and urethane edge kit. 

The Toro Company 
www.toro.com

2 Mower. Makita USA Inc., La Mira-
da, California, has launched the new 
XML09 18V X2 (36V) LXT brush-

less cordless 21-inch self-propelled com-
mercial lawn mower. 

The commercial lawn mower is powered 
by two 18V LXT batteries and a Makita- 
built brushless motor. Users have the op-
tion to insert two additional LXT batteries 
for extended run time. When using four 
18V LXT 5.0Ah batteries, the mower will 
cut nonstop for up to 2 miles.

This lawn mower offers mulching, bag-
ging and rear-discharge options for debris. 
The mower also includes Makita’s Extreme 
Protection Technology, which is a series 
of integrated seals engineered to channel 
away dust and water. Other features include 
IPX4 weather-resistant construction and 
a single-lever cutting height adjustment of 
optional cutting heights between 1.25 and 
4 inches. 

Makita USA Inc. 
www.makitatools.com

SUPPLIER IN THE NEWS
Leguan Lifts Oy appoints Avant Tecno USA as a new distributor for North America 
Avant Tecno USA, Arlington Heights, Illinois, and Leguan 
Lifts, Ylöjärvi, Finland, announced their partnership and 
distribution plans for the North American market. Beginning 
in October 2020, Avant Tecno USA and select dealers in its 
extensive network will begin promoting, selling and servicing 
the Leguan 190 spider lifts designed for tree care, heavy duty 

professional and rental use.
“Similar to the Avant 

product line, Leguan Lifts 
were carefully designed 
paying meticulous atten-
tion to durability, safety 
and user-friendliness,” says 
Jukka Kytömäki, president 
of Avant Tecno USA. “The 

Leguan 190 access platform specifically has unbeatable features 
including automatic leveling with a single push of a button, 
high platform capacity over the entire working area, all-terrain 
capabilities and sturdy boom design.”

“Avant Tecno USA’s values stand for commitment, knowl-
edge and experience, and they offer great customer service to all 
of their customers,” says Jori Mylläri, export manager of Leguan 
Lifts. “Their professional sales and service staff understand the 
North American customers’ needs and together with them we 
are able to offer the leading spider lift solutions to the market.”

Avant Tecno USA has spent the past few months preparing 
its sales, service and operations teams to offer Leguan local 
sales, marketing and after sales service for various industries 
and customer segments, primarily those in the tree care and 
rental sectors.

3 Chipper. Barreto, La Grande, Oregon, 
introduces the all-new 3107C chipper, 
equipped with a Briggs & Stratton 

Vanguard V-Twin 31-horsepower engine.
The Barreto 3107C chipper utilizes a 

series of load-sensing valves to optimize 
material feed. As the load on the feed 
system increases or as the chipper flywheel 
slows, the feed rate will automatically slow 
or stop to allow the flywheel to maintain 
maximum RPM. The feed wheel and mo-
tor are mounted to a tensioned pivot-arm 
system. The arms pivot on heavy-duty com-
posite bushings instead of the plastic wear 
slides used by machines of similar size.

The 3107C Chipper features a 
heavy-duty design, eight rows of teeth and 
an electric start standard for operational 
ease. It includes quick access ports for easy 
servicing and repair.

Barreto 
www.barretomfg.com
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SUPPLIER IN THE NEWS
Jobber releases new quoting features 
Jobber, Edmonton, Alberta, a provider of job tracking and 
customer management software, released new quoting features 
that give service providers the ability to create packages and 
incorporate optional add-ons for clients to choose. 

Based on data from customers already using these fea-
tures, upselling with add-ons has increased the revenues from 
approved quotes by an average of 35%. In addition, service 
providers who added images to show off products and services 
on quotes saw nearly two times more revenue than those who 
didn’t use images.

Home service professionals can now use images in a 
variety of ways to show what work will be completed, as well 
as add clarity on products being purchased for the job. For 
instance, landscapers can include options for lawn designs and 
builds.

Add-ons allow users to 
increase the value of each 
job by upselling clients 
with premium products, 
customization options, 
maintenance plans and 
warranties. Combining 
add-on options with 
visuals provides service professionals with the confidence to 
increase the revenue per customer and grow their business.

With optional packages, homeowners can be presented 
with tiered choices ranging from basic to premium. Jobber’s 
customers can display descriptions, photos and prices for every 
package. Once a package or add-on is approved, quotes are 
updated automatically within the Jobber platform.

6 Excavator. Takeuchi-US, Pendergrass, 
Georgia, has launched the new TB-
257FR compact hydraulic excavator, 

which features a patented side-to-side 
offset boom combined with a tight tail 
swing enabling it to rotate fully with very 
little overhang. 

It has an operating weight of 12,765 
pounds, a dig depth of 12 feet 9.3 inches, 
maximum reach of 20 feet 4.7 inches, and 
bucket breakout force of 10,431 pounds. 
The side-to-side boom feature enables it to 
dig offset to the right or left side without 
needing to reposition the machine. To 
enhance stability, this feature allows more 
of the counterweight to remain in line with 
the center of the machine. 

Powered by a Kubota V2403-CR-
TE5B turbocharged diesel engine, it 
delivers 52.3 horsepower and 141.5 ft.-lb 
of torque. 

Takeuchi US 
www.takeuchi-us.com

5 Software. Vectorworks Inc., Columbia, 
Maryland, has launched a new version 
of BIM and design software. Vector-

works 2021 includes Vectorworks Archi-
tect, Landmark, Spotlight, Designer and 
Fundamentals, as well as 2021 versions of 
Vision, Braceworks and ConnectCAD.

Vectorworks 2021 includes features like 
the new project sharing server and multi-
threaded Vectorworks Graphics Module 
Cache that offers up to five times faster file 
loading. The new software version also in-
cludes interoperability capabilities with Ex-
cel import/export and PDF drawing marker 
links. The smart options display allows users 
to stay in the modeling space without need-
ing to constantly move their mouse between 
drawing area and tool palettes. 

Landscape professionals will enjoy the 
new materials feature that can define the 
graphical attributes and data of building 
materials all in one location. 

Vectorworks Inc. 
www.vectorworks.net

4 Shovel. RotoShovel, Fishers, Indiana, 
has reinvented the garden shovel. Ro-
toShovel is the first automatic hand-

held shovel with an auger. The RotoShovel 
is for homeowners, professional landscapers 
and gardeners. This reinvented shovel drills 
through dirt, digging holes in seconds for 
planting and landscaping. It can dig holes 
up to 3 inches in diameter and 7 inches 
deep.

RotoShovel has a slim 22-inch long 
design and includes an 8-inch metal auger. 
It uses a 12V lithium-ion battery, providing 
two hours of continuous use. RotoShov-
el’s all-in-one function can be used for 
digging, drilling, trenching and scooping. 
Constructed from aluminum and steel, it 
also has a rubberized soft handheld grip. It 
includes motor activation and release and 
automatic safety shutoff.

RotoShovel 
www.rotoshovel.com

Ph
ot

o: 
Jo

bb
er



48            Irrigation & Green Industry     November 2020 www.igin.com

• • GREEN INDUSTRY  MARKETPLACE & MINI MART

toll free: 800.441.3573    
eMail: bioplex@earthlink.net
order on-line: bio-plex.com

                        PLANT 
MAINTENANCE

Granules
Sustainable BioFertility for Turf & Ornamental

Proud ly
Made in the USA!

For samples:
(800) 881-6294

sales@maxijet.com

3 GPH’s: 10.5 16  23.5   4 Patterns:

The Wing Jet
for Landscapes

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™
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As California’s premier landscape fi rm, 
we are always looking for top talent to join 

our industry award winning team!

If you are a team player, with at least two years’ 
experience, and motivated by exceeding clients 

expectation, then we want you!

• Maintenance Account Managers
• Branch Managers

• Tree Care Managers
• Business Development Representatives

Branches located throughout California

Apply at StayGreen.com

HELP WANTEDPRODUCTS

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.

Contact us for more details.

Grow your business by
placing an AD today!

®

www.igin.com

CENTRAL U.S. & NEW BUSINESS

Tom Schoen | 952.905.3214 
tom.schoen@bock-assoc.com

EAST, WEST & INTERNATIONAL

Stephanie Clark | 703.472.5810 
stephanieclark@igin.com

Janie Hakim | 703.536.7080 
janiehakim@igin.com

Check out the digital edition
of Irrigation & Green Industry 
online at www.igin.com.
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Smart Irrigation Partners Earn Watersense Awards
The U.S. Environmental Protection Agency presented eight Sustained Excellence 
Awards, eight Partner of the Year Awards and 13 Excellence Awards to Water-
Sense partners for making it possible for consumers and businesses to save 871 
billion gallons of water in 2019. Here are a few of the highlights of how these 
award-winning partners promoted WaterSense and water efficiency last year.

2020 Sustained Excellence Award Winner
The City of Plano (Texas)  created its first-ever Sprinkler Fair in response to 
residents’ desire for hands-on irrigation education. A total of 45 attendees rotated 
between five stations focused on various irrigation components that were led by 
the City of Plano and irrigation professionals, while a new mascot, “Owlbert,” 
helped teach children how to save water.

2020 Promotional Partner of the Year
The City of Sacramento (California) Department of Utilities  hosted its first 
Sacramento Water Conservation Showcase. More than 120 homeowners learned 
about WaterSense-labeled irrigation controllers from Rachio, Rain Bird and 
Hunter, along with ideas for water-wise plants and landscape designs.

Professional Certifying Organization Partner of the Year
The City of Aspen (Colorado) offered free Qualified Water Efficient Landscaper 
training sessions to local landscape professionals to ensure that they have a strong 
cohort of local experts who are able to perform these audits and are trained to 
practice water-efficient irrigation methods. They also offered a free lunch-and-
learn to professionals and opened training to residents who are interested in wa-
ter-efficient gardening.

Learn more about this year’s winners by visiting www.epa.gov/watersense. 

MASSEY 
SERVICES 
USES PINK 
FERTILIZER FOR 
BREAST CANCER 
AWARENESS MONTH
Orlando-based  Massey Services  recognized Breast 
Cancer Awareness Month in October in a unique 
way — by using pink fertilizer in its lawn services.

Massey partnered with its supplier, Howard Fer-
tilizer and Chemical Company Inc., for an exclusive 
opportunity to include the color pink in its water sol-
uble and granular fertilizers. The products are dyed 
pink and leave the chemistry of the fertilizer unaf-
fected, which means they will continue to provide 
premium-blended and slow release nitrogen blends 
for lawn customers in Florida and will not impact 
the color of lawns.

“We are proud to join our partner Howard Fertil-
izer in promoting breast cancer awareness in such a 
unique way,” says Tony Massey, president of Massey 
Services. “Many of us have been personally touched 
by this disease and support the American Cancer 
Society fight to find a cure.”

WHAT’S IN STORE FOR WINTER

The Farmers’ Almanac is predicting a light winter 
for most of the United States, with warmer-than- 
normal temperatures in the forecast for a large part 
of the country.

Uncommonly chilly temperatures will be limited 
mostly to the western states and northeastern New 
England. Specifically, winter will be colder than nor-
mal in Maine; the Intermountain, Desert Southwest 
and Pacific Southwest regions; and eastern Hawaii.

As far as precipitation, expect “wet” to be a win-
tertime constant, with rain or average to below- 
average snowfall to be the standard throughout most 
of the country.

Snowfall will be greater than normal in the 
Northeast, Wisconsin, Upper Michigan, the High 
Plains and northern Alaska and below normal in 
most other areas that receive snow.

Did you know? 
As part of a well-designed and maintained 
landscape, turfgrass increases a home’s 
property value by 15%-20%.

Source: The Lawn Institute

not so cold,
not too wet

cool,
dry

wet?
you bet!

snow pelting,
then melting

it’s
snow
time!

it’s
snow
time!

sheets of
sleet

snow dumps
more wet...

than white

gorgeous!
cool, wet

mild



Introducing the HS Wall Light

With a height just over 2 inches, the new HS wall 

light offers an even light distribution in an ultra-slim 

design for recessed applications. The fixture’s precisely 

targeted outward light distribution makes it an ideal 

solution for illuminating stairways, walkways, driveways, 

lawns, and patios. 

Low profile Modern design Easy to install

Small in Size,  
BIG IN ATTITUDE

Choose from nine powder-coat options to complement 

any stone, tile, or wall finish.  

Height: 2.3"  | Width: 8"   | Depth: 0.9"

LANDSCAPE & ARCHITECTURAL LIGHTING 
Learn more. Visit fxl.com



Ewing’s very own Jim Borneman is teaching a class you won’t want to miss! 

It Works on Paper: Reconciling Site Hydraulics | 1 CEU 

Tuesday, Dec. 8, 2020 at 2:00 p.m. EST

Presenter: Jim Borneman

Course Description: The primary focus of an irrigation designer is to design a system able to match the water 
requirement of the plant material through maturity. Ultimately, the hydraulic requirements of this system must 
match the hydraulic profile of the site, and it is the designer’s and installer’s task to ensure that this occurs.

Register at link: https://rb.gy/0soe6z

Follow us on social media:

EwingIrrigation.com

Industry Insights are webinars designed for
green industry professionals, like you! 
The webinars include:

• Landscape irrigation and management
• Lighting
• Business practices
• Navigating current economic challenges
• AND MORE!

CEU credits available on select 
webinars!

ATTEND ONLINE!
Easy, convenient, 

and safe!

EWING IS PROUD TO SPONSOR THE
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