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primed to shrug it 
off as a novelty or 
nonsensical.
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What’s new?

I
t feels like the entire industry is eager to 
get back to GIE+EXPO in person this 
year, gearing up to descend on Louisville, 
Kentucky, like so many cicadas that over-
took the outdoors this season. I’m looking 
forward to seeing many of you again and 
hearing about how the past year has treat-

ed you.
I’m also looking forward as always to 

seeing the new technology on display. New 
developments in the green industry come in 
many forms, such as advancements in crew 
member safety, alternative power sources or 
brand-new ways to tackle the landscape. Just 
about anywhere you’ll look on the conference 
floor, you’ll see something new to check out. 

When faced with something new, we’re 
usually primed to shrug it off as a novelty or 
nonsensical. Even worse, we can dismiss it 
entirely or look at it as a danger to the current 
way things are done. I’m as guilty of this as 
anyone, especially when it’s connected to the 
work I do every day. We’ve historically been 
bad about this. When printed books became 
popular in the 1500s, for instance, at least one 
scholar was concerned that the human brain 
just could not handle the overwhelming 
amount of information that could be avail-

able and asked that book sales be regulated. 
There was even a time when people believed 
that library books could be a serious vector 
for the spread of disease. And basically from 
the moment they were invented, bicycles have 
been a source of particular ire in many cities 
from an infrastructure sense and a more du-
bious moral sense for a time. 

You’ll often have to provide the technol-
ogy something you can’t see when it’s on the 
show floor: the context it would have when 
put into daily use. Think about what things 
might be like if it worked. Even if you’re not 
ready to take on a new way to do the work, it 
might give you a different perspective as to 
what kind of work you really need to focus 
on. With the right context, modern libraries 
aren’t exactly seen as a place that can over-
whelm the mind, and bicycles are an extreme-
ly helpful way to get around, other traffic not-
withstanding.

Now, I think it’s important to look at any 
potential technology with both eyes open. 
Make sure you’re considering what all could 
go wrong or the possible pitfalls if you take 
the step. But maybe this conference is a great 
time to check in with familiar faces and ask, 
“What’s new?”   



Get your hands on the power, reliability and innovation of Husqvarna. From our new and  
innovative professional mower line-up to powerful, productive and ergonomically  
designed handheld equipment, Husqvarna delivers professional results.  
Learn more at HUSQVARNA.COM

PUT THE POWER OF HUSQVARNA TO WORK FOR YOU. 

©
 2

02
1 H

us
qv

ar
na

 A
B.

 A
ll 

rig
ht

s 
re

se
rv

ed
.

Connect with HusqvarnaUSA

HUSQVARNA  
PROVIDES  
THE TOTAL 
SOLUTION

Stand-on  
Mowers

Zero-Turn  
Mowers

Trimmers and  
Brushcutters

Backpack  
Blowers

Battery  
Series

Automower®  
Robotic Mowers



• • MARKET WATCH

6            Irrigation & Green Industry    October 2021 www.igin.com

Investors Corner
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Tokyo-based Hitachi Construction Ma-
chinery and John Deere, Moline, Illinois, 
have announced plans to dissolve their 
joint venture in the Americas. The dissolu-
tion will be completed Feb. 28, 2022.

At the same time, HCM is announc-
ing that Hitachi Construction Machinery 
America Inc. will assume all product and 
service operations for the Americas in 
spring 2022. HCMA will continue to be 
a wholly owned subsidiary of the Hitachi 
Construction Machinery Group.

HCMA is planning to add more than 
60 new local positions to strengthen its 
North American headquarters in Newnan, 
Georgia. Masaaki Hirose, chairman and 
HCM executive officer, will continue to be 
responsible for HCMA. Alan Quinn, who 

currently serves as CEO, will continue in 
the same role.

“HCM, through HCMA, will be able 
to better determine its own destiny in the 
Americas with its own business strategies, 
improved products and services, and up-
dated technologies, all provided through 
a revamped and strengthened distribution 
network,” Quinn says.

Beginning spring of 2022, HCMA will 
introduce new equipment to the Americas 
with new technologies that increase efficien-
cy and safety while lowering total cost of 
ownership. The company plans to differen-
tiate itself through the product capabilities 
of these new machines. It will also assess the 
potential for completely new products that 
meet the needs of the Americas markets.  

Hitachi Construction Machinery dissolves 
joint venture with Deere

“HCM, through HCMA, will be able to 
better determine its own destiny in  
the Americas.”

– Alan Quinn, Hitachi  
Construction Machinery 
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Franklin  
Electric  
Co. Inc.  

(NASDAQ: FELE) 
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 QUICK
 TAKES

K-Rain makes Best 
Workplaces list
Fortune magazine named Riviera 
Beach, Florida-based K-Rain 
Manufacturing as one of the com-
panies on its 2021 Best Workplaces 
in Manufacturing and Production 
list. The list was based on anon-
ymous feedback from more than 
220,000 employees working in the 
U.S. manufacturing and production 
industry.

Vectorworks chief human 
resources officer wins 
Silver Stevie Award
Global design and BIM software 
provider Vectorworks Inc., Co-
lumbia, Maryland, announced that 
Chief Human Resources Officer 
Tania Salgado-Nealous, PHR, 
SHRM-CP, was named the winner 
of a Silver Stevie Award in the 
Human Resources Executive of the 
Year Category in the 18th annual 
International Business Awards.

Massey Services named 
among Florida’s best 
places to work
Orlando, Florida-based Massey 
Services, a pest management 
company, announced that the 
Orlando Business Journal named 
the company among its 2021 “Best 
Places to Work.” This is the 10th 
time the company has been named 
to the list.

LawnStarter adds Avinash 
Sharma as vice president 
of product
Austin, Texas-based LawnStarter 
has hired Avinash Sharma as its 
first vice president of product. 
In his new role, Sharma will be 
responsible for scaling the product 
and design teams, improving the 
customer experience and expanding 
service offerings.

  Equipment

Outdoor power equipment market size worth $28.96 billion by 2027
The global outdoor power equipment market size is expected to reach $28.96 billion by 
2027, according to a new study by Polaris Market Research, New York. The report gives 
a detailed insight into current market dynamics and provides analysis on future market 
growth.

The demand for outdoor power equipment is expected to witness growth in North 
America and Europe. The purchase decision in the market is influenced by technology, ease 
of use and cost of equipment for both residential and commercial customers. The normal 
equipment is costly for the common person, and it is often found that the product is leased 
for special outdoor events.

Increasing demand for electric-powered landscape equipment is expected to drive the 
demand for the outdoor power equipment market over the forecast period. With the grow-
ing consumer need for beautifying landscapes, the demand for equipment such as chain-
saws, lawnmowers, trimmers and blowers is expected to increase. 

  Acquisition

Aspen Investments acquires Great Lakes Turf
Middlesex, North Carolina-based Aspen Investments, a holding company that supports 
the erosion control, site work materials, golf, lawn care, landscape, nursery and green-
house markets, has acquired Great Lakes Turf, Byron Center, Michigan.

This acquisition will provide additional support for Great Lakes Turf in its key mar-
kets of Michigan, Ohio, Indiana and the Greater Chicago region. It will also help realize 
its vision of growing the business beyond professional golf applications into the sports 
turf, nursery, greenhouse, and lawn and landscape markets.

“We’re looking forward to bringing the Great Lakes team on board to take them to 
the next level,” says Keith Montgomery, chief business development officer for Aspen In-
vestments. “We will be helping them expand to other product lines, customer segments 
and geographical areas. We’re thankful to Jim and Mike from Great Lakes Turf for being 
such great people to work with throughout the process.”

Previous co-owners Jim Johnson 
and Mike Plague will remain on the 
team, with Johnson focusing on the 
Western Michigan and Illinois re-
gions and Mike taking on the role of 
specialty product manager.

As a part of the agreement, Great 
Lakes Turf will be moving production 
and distribution into a new warehouse 
that is three times larger than its pre-
vious facility.
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This month’s online exclusives
Read these articles available only on 
www.igin.com!
Infrastructure bill could 
create gains for the irrigation 
industry
The proposed $1 trillion infrastructure 
bill has the most bipartisan support 
of a major bill in the U.S. Congress in 
nearly a decade.

Building the MLB’s Field of 
Dreams
A behind-the-scenes look at the land-
scaping and irrigation strategy from 
August’s big television event.

  Education

Taking Root scholarship winners announced for 2021
Arborjet, Woburn, Massachusetts, awarded its 2021 
Taking Root Scholarships to this year’s recipients. Now 
in its eighth consecutive year, the program offers up to 
$10,000 in scholarships to students who plan to pursue 
full-time studies in forestry, plant sciences, horticulture, 
landscape architecture, entomology or a related major 
at an accredited two-or four-year college. This year, 
Arborjet will award scholarships to the following three 
students:

Alex Gerzberg from Closter, New Jersey, plans to major in landscape architecture with a 
minor in arboriculture at Penn State University Park. Gerzberg previously worked at a nurs-
ery learning about landscaping, horticulture and arboriculture. He also interned for Wickes 
Arborists in Spring Valley, New York.

Brendan Lan, who resides in Ripon, California, will major in entomology at Cornell this 
fall. He attended UC Davis’s Bio Boot Camp 2.0, an entomology camp for high schoolers.

Sean Ward from Euclid, Ohio, will study plant sciences at Michigan State.

  Suppliers

Central Turf & Irrigation Supply opens third Illinois location
Central Turf & Irrigation Supply, Elmsford, New York, a North American wholesale distrib-
utor of irrigation and landscape supplies, opened its third location in Illinois, near Chicago.

The new Wheeling location offers local industry professionals a warehouse with products 
from leading manufacturers, a loading entrance, access to category experts and resources for 
business success. The grand opening event was held on Aug. 12 to commemorate the new 
branch and give green industry contractors the opportunity to tour the branch and meet the 
local team.

“Our goal is to help our customers grow their businesses with solutions across irrigation, 
landscape and more,” says Bernardo Luciano, president 
of Central Turf & Irrigation Supply. “As a former con-
tractor, I understand the importance of being able to 
get the product you need, when you need it. That’s why 
each of our warehouses are fully stocked with the prod-
ucts specific to that location’s customers’ needs. We are 
excited to be able to serve and support new and existing 
customers in the Chicago area.”

  Safety

National Heat Safety Coalition releases first heat stress recommendations
Members of the National Heat Safety Coalition joined with experts 
to develop its first heat stress recommendations. The guidance for in-
dustrial work was reviewed and accepted by American Geophysical 
Union, Washington, D.C. Member companies of the NHSC include 
New York-based Mission and Magid, Romeoville, Illinois, along with 
The Korey Stringer Institute at the University of Connecticut, Storrs, 
Connecticut.

The 51-member team that developed these guidelines was com-
prised of NHSC members, doctors, industry leaders and experts from the National Institute 
for Occupational Safety and Health and the U.S. military. The team’s recommendations focus 
on protecting worker health and safety while also ensuring productivity.

The document addresses eight areas that are key to keeping workers safe in hot conditions, 
including heat hygiene, hydration, heat acclimatization, environmental monitoring, physio-
logical monitoring, body cooling, textiles and personal protective equipment, and emergency 
action plans and implementation.

  Software

SiteOne Landscape Supply partners with 
Aspire Software
SiteOne Landscape Supply, Roswell, Geor-
gia, began a partnership with Aspire Soft-
ware, St. Louis, Missouri, expanding its 
business management software solutions 
offering to its customer base.

“We seek to partner with the best of the 
best in the industry — like Aspire — giving 
customers access to superior services and 
products to increase their company’s profit-
ability,” says Sean Kramer, chief information 
officer at SiteOne Landscape Supply. “The 
smart business management software makes 
it easier to handle day-to-day needs without 
relying on multiple people to do the task, of-
fering another solution to manage the con-
tinued labor shortage that many are facing.”

The software experience will link users 
to their SiteOne account where up-to-date 
catalog pricing can be found based on the 
user’s location to the nearest branch. Be-
cause material pricing can fluctuate, the ex-
perience reduces guesswork often required 
in building accurate and timely estimates.
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O
ctober 2021: You’re in your final quar-
ter of your hard-fought 2021 landscape 
game. You’ve had some wins and losses, 
elation and dejection. It’s been a long, 
COVID-filled slog, a year unlike any 

we’ve ever experienced. Despite all the disruptions 
of the pandemic, most green industry firms (indeed 
most construction or facilities-based companies) are 
experiencing better-than-expected results even with 
all the masks and mandates. We’ve persevered with 
the sadness of sickness and, yes, even deaths in our 
companies and families. Through all of this, business 
has generally been good and for some, even great.

But this is no time to punt or run out the clock  
on the balance of the year. There’s distractions a- 
plenty looming with Halloween candy all over the 
supermarkets – and Thanksgiving and the Christmas 
season just weeks out. Yet, despite the allure of the 
holidays and the dread of COVID, this year’s game is 
by no means over and it’s time to finish strong. 

Get things done. Finish creating the future you 
first planned for 2021, when you started this year.

All of us set goals – long range, annual, quarterly, 
daily. When you began this year you had expecta-
tions and goals for everything you needed to achieve 
in order to take your business and your family where 
you want to go. 

If you’re like my company, you’ve already gotten 
many of your improvement goals done this year. But 
some of the tougher goals remain either untouched 
or partially complete. We’re in a defining moment 
where there’s still time to achieve, and hitting our 
goals and launching our initiatives are how we push 
and propel our companies upward. 

“Opportunity,” they say, “often only knocks once.” 
Punting our toughest goals to 2022 simply won’t do, 
even if the remainder of 2021 seems short. We must 
make our hay while the sun shines.

Commit to yourself and to your team to finish 
strong. Leave the 2021 landscape field fully spent, 
having done your best, giving your best all the way 

We’re in a 
defining 
moment where 
there’s still time 
to achieve, and 
hitting our goals 
and launching 
our initiatives 
are how we 
push and propel 
our companies 
upward.

through. Give it your all. Lead your team, staying fo-
cused through every remaining day.

Now’s the time to dig up that 2021 goal sheet. 
Find that process improvement list and check off 
where you’ve been nice and gotten it done. Take 
stock of where you’ve been naughty and let things 
slip.

Sort what’s left unaccomplished by importance to 
the growth and resiliency of your company. There’s 
still time to “do the remaining undone.” What can 
you still complete to build yourself a better, more 
promising 2022 and beyond? Really consider your 
company from multiple angles to make sure you’re 
not missing an area of possible improvement. Con-
sider some common goals that often go overlooked:

• fleet improvements and capital improvements
• safety protocol programs to protect staff
• marketing material launches and website up-

grades
• new client outreach and development
• visits with current clients, face-to-face as is 

prudent
• cleaning facilities, with modernization and up-

grade plans
• hard choices about staffing and your company 

leadership, if necessary
There’s tons you can still accomplish! Spread the 

enthusiasm. Share the responsibility. Delegate where 
you can. Huddle your team, get them behind your 
efforts and march your company to complete a year 
like none other. And award bonuses for completion, 
if appropriate. 

The satisfaction of both having done well finan-
cially while having built a better future will be enor-
mously gratifying. All of us have a chance to say we 
overcame this COVID-morass year with operational 
and professional results being the best, or among the 
best we’ve seen.

The best way to predict our future is to create it 
ourselves. Now is your time to finish strong and set 
up a great 2022 and beyond!  

By Gary HOrTOn

Finish strong
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By Kevin SmiTH

Low voltage logic

Low voltage power must be supplied to land-
scape lighting fixtures and lamps for them to 
function properly. Low voltage cable delivers 
this power from transformers to light sources. 

Low voltage cable for landscape lighting is generally a 
2-conductor cable. 

This cable is suitable for direct-bury installations 
and comes in a variety of gauges. The lower the num-
ber on the gauge of cable, the thicker the cable is going 
to be. Thicker cables can carry the power further than 
others. They also have higher amp rating capacity. 

Each cable size also has its individual cable con-
stant number. This number will be used when a con-
tractor performs a voltage drop calculation.

Use cables that meet industry standards, like UL 
1493: Underground Low-Energy Circuit Cable and 
CSA Standards C22.2. 

Stripping cable. You should own a good quality 
pair of cable strippers. Be sure not to cut any other 
type of cable other than copper with them. Cutting 
other types of cable, like bailing wire, can dull the 
blade. When you strip the insulation from the cable, 
be sure not to cut through any of the strands. If it 
frays, a 12/2 cable can become 16/2 at the splice point. 
This could cause heat at the splice and a potential fire.

Connecting cable to a transformer. It is im-
portant to review the manufacturer’s specifications on 
the transformer terminal block size. Generally, ter-
minal sizes accept multiple cables. When you insert 
cables into the terminal blocks, make sure the strands 
of the cable are twisted and not fraying. If frayed wires 
touch from one block to another, it could cause a fire. 
Tighten the terminal screw until it is snug. Grab 
onto the cable and pull down and rotate it clockwise. 
Tighten the terminal screw to ensure the cable will 
not slip out. This practice will provide a solid mechan-
ical connection.

Burying cable. The National Electric Code re-
quires landscape lighting cable to be buried 6 inches 
below the surface of the ground. It is recommended 
that cable be installed 8 inches to 12 inches deep in a 

lawn area. Keep all cable away from any lawn edge or 
planter edge, as it could easily be cut by an edging ma-
chine. Cable installation in flower gardens or planting 
beds should be 8 inches to 12 inches below ground 
and inside a PVC conduit. This provides extra protec-
tion against any excavation being performed.

Installation in trees. Cable runs in trees should 
be made with proper hardware. Always use stainless 
steel fasteners on trees. Do not use copper or brass 
screws due to their toxicity to the tree. Never attach 
cable to a tree with staples or any mounting hardware 
that can choke the tree. Install cable to a tree at least 
¾ inch off the trunk or branches to create a gap. The 
cable should be secure but retain enough slack to move 
during lighting maintenance service. 

Cable connections. We all have our favorite ca-
ble connection. Any connection that is directly buried 
should be made for landscape light and protected with 
some type of approved waterproofing. Select a con-
nection and follow all manufacturer specifications for 
cable combinations. 

Round SO cable connections. Underwater 
lights, as well as many brands of low voltage bistro 
string lights, require special attention when connect-
ing to standard landscape lighting cable. SO cable is 
a round 2 or 3 conductor cable that is used on most 
underwater lights and low voltage bistro strings. 

The inside of the SO cable generally contains a 
paper or nylon conductor separator. This can act as a 
wick and draw moisture into the main jacket. When 
joining the SO cable to landscape lighting cable, it 
is important to seal off the round end of the cord to 
prevent any water wicking. This can be done with a 
piece of resin-filled heat shrink. Some manufacturers 
offer waterproof junction boxes or IP68 compression 
connections to create this special splice.

Sizing cable and installing it properly allows you 
to engineer a true lighting system, and one that will 
provide a trouble-free environment for years to come. 
Do it right and the referrals will follow. 

Sizing cable 
and installing 
it properly 
allows you to 
engineer a 
true lighting 
system.
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Homeowners are continuing to update their outdoor spaces, 
which is good news for businesses in the landscape industry. 
However, supply of products will continue to be a rocky road 
even into 2022. Apply these 4 strategies to stay resilient as 
you navigate product supply disruptions. 

FOCUS ON FLEXIBILITY
With availability disruptions continuing, make sure you have 
alternates in mind for each part of your project. Many times, 
client expectations are more dependent on timeframes than 
product selection, so make sure you fully understand your 
customer expectations and have a contingency plan should 
delays occur. Lean on us to help you with current expected 
lead times. 

SUPPLIER RELATIONSHIP IS KEY
When it comes to upcoming commercial or large residential 
products, it’s important to work closely with your supplier. 
This allows you to coordinate the core products you’ll need 
for those projects. Communication is critical and commu-
nicating your needs a month in advance is a smart move. 
Speaking as a supplier, we intend to have products on hand 
and ready to ship when you’re ready. 

KEEP COSTS UP TO DATE AND BUY EARLY
With rising material costs, it is important to keep your costs 
up to date, some standard benchmarks you have used in 
the past may need to be adjusted. This will ensure you are 
staying profitable and maintaining fiscal health. 

By planning ahead and buying early, you can be positioned to 
better serve your clients. Lean on your local Ewing branch 
for up-to-date information as well as financing options for 
upcoming projects. 

BE WILLING TO EXPAND AND MODIFY 
One of the best ways to increase profitability within your 
business is to diversify your service offering with your cur-
rent clients. 

Add landscape lighting installs or outdoor sound to your 
service offering. Consider spending a bit more on a fertilizer 
that lasts longer. It may cost more up front, but requires 
less visits and less staffing for the same number of lawns. 
Offer Smart Controller Retrofits for past customers, or even 
install water monitoring devices to detect leaks fast.

Having the right inventory in the right place at the right time 
has been a challenge for green industry professionals. Fol-
lowing these steps can help smooth the way as you provide 
timelines to your customers and strategize about how to 
complete projects on schedule. Stay up to date by view-
ing our Supply Chain Updates hub or visit your local Ewing 
branch today!



When you’re running a landscaping company, it’s easy to get caught up in the day-to-day and lose sight 
of the big picture. Aspire Landscape helps you stay in control of your business so you can focus on 
what matters most: profitable growth.

With access to data from every area of the company and real-time visibility into your margins, you can 
make proactive, informed decisions that allow your business to grow and thrive. 

Aspire Landscape offers the end-to-end functionality you need to run your business smoothly—
and profitably:

 »  Purchasing
»  Equipment
»  Invoicing

»  Reporting
»  Mobile Time
»  Accounting Integration

»  CRM
»  Estimating
»  Scheduling

There’s a reason it’s the #1 business management solution  
for landscape contractors.

Work smarter, not harder:
Aspire Landscape business management software.

www.youraspire.com 
866.727.7473

SCAN  
ME!



4 ways landscapers  
are worsening their 

labor problems

It’s the same refrain for landscape business leaders each time 
you sit down to discuss your operations with your leadership 
team, meet a new person at a green industry event, or look 

at your schedule board for the week. 

We do not have enough people to do the work.

If this is a thought you’ve had, you’re not alone. Though 
green industry revenues have been growing year over year, hiring 
in the green industry has not kept pace—and companies have 
had to examine their reliance on old hiring practices and H-2B 
visa programs to keep staffed. 

And as many industries experienced during COVID, people 
reassessed their work lives and decided to make a change.  
According to U.S. Department of Labor Statistics, the “Great 
Resignation” saw 11.5 million quit their jobs in Q2 of 2021 alone.

The labor situation has made many business leaders turn 
inward and to their best employees to explore what they can 
do to retain their people and attract new workers. 

How does this translate in the green industry? Here are 
four ways that you could be making the labor problem at your 
landscape company worse:

Only recruiting when you need to. 
Top landscape companies don’t just hire when they have roles 
they need to fill—they never stop recruiting. Hiring an HR 
consultant or a recruiter can ensure that hiring stays top of 
mind when a good candidate arises, and they can help position 
your company to interview top talent first. 

But recruiting doesn’t end there—potential employees see 
your public image as a reflection of what it would be like to 
work for your company. Show that you’re on top of your game 
by keeping your career pages on your website and recruiting 
websites updated with current and engaging job descriptions. 
And your website and social media accounts also should reflect 
that you have a strong company culture and would be a fun, 
challenging, and rewarding place to work.  

Not developing career growth paths. 
In a 2019 study by the Society for Human Resource Manage-
ment, the lack of career development was the leading cause 
in why people quit their jobs. 

Entice candidates by showing them what they could achieve 
within your company—be it moving up from crew member to 
crew leader to production manager, and beyond. For cli-

ent-facing and operations staff, show how entry- and 
mid-level roles can ladder up to leadership positions. 

Once those career development plans are in place, keep 
your top performers on the path with monthly or quarterly 
performance goals and reviews. 

Not establishing standard onboarding 
and continuing education processes.
Creating and executing a clear and comprehensive onboarding 
program for new team members gives them the immediate 
satisfaction of productivity and empowerment from day one. 
Help build confidence and competence in your team members 
by fostering their development through education and certifi-
cation courses, such as those offered through the National  
Association of Landscape Professionals or through equipment 
manufacturers. Standardize these professional development 
plans and include them as part of your ongoing reviews.

Using outdated equipment and  
disconnected technology solutions. 
The most successful landscape companies have solid oper-
ating procedures that they follow and enforce, and they’re 
consistently updating and investing in quality equipment to 
provide top-of-the-line service to their customers.

For operations and field staff alike, using an end-to-end 
business management software that offers the ability to do 
their jobs better—without having to learn a variety of other 
disjointed software solutions—shows that you care about giving 
your people the tools to succeed at their jobs. And that feeling 
of success and accountability can help empower your people 
to deliver for customers. 

Implementing innovative field equipment like robotic  
mowers shows that your company values the services it  
provides, is updated on industry trends, and is consistently 
evaluating how it can operate better and more efficiently. 

 

For tips on growing your landscape business, or to learn more about 
how landscape business management software can improve your  
operations and employee retention, visit youraspire.com.

ADVERTORIAL CONTENT

BY MARK TIPTON
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MACHINES
MODERN

Mowing technology helps contractors build business in new ways.

BY KYLE BROWN



COVER STORY

A
s robotic and automated mow-
ing options became available 
to green industry profession-
als several years ago, it wasn’t 
certain how they would affect 

everyday workers. Now that contractors have had 
some time to work with the technology, it’s easier to 
see them as another tool that can improve business 
when used correctly.

Joe Langton, owner of Automated Outdoor 
Solutions in Woodstock, Illinois, started researching 
automowers in an effort to make his landscaping 
services more efficient to match the snow remov-
al services his company offered. He remembers 
first seeing an autonomous model at an industry 
conference several years ago. While others around 
him were dismissive of the prospect, he immediate-
ly began working the numbers of what it cost him  
to mow per acre with a human compared to this  
machine.

“I took the information from the show and did 
some calculations and said, ‘OK, these things could 
work,’” he says. 

Now he’s so involved in the technology that he 
runs a podcast talking about what he’s learned in the 
process.

Eric Cross, president of Duke’s Landscape Man-
agement Inc., Hackettstown, New Jersey, has pushed 
for the company to be involved in a peer group that 
has been focused on technological advances for 
mowing for years. “We’re really big on taking ad-
vantage of the latest technology,” he says. “It’s been 
a nonstop learning experience for me.” For him, 
watching the strides that manufacturers have made 
since the concept became popularized, “I feel like 
I’m watching history being made, like watching us 
land on the moon.”

Michael Mayberry, chief technology officer for 
Level Green Landscaping, Upper Marlboro, Mary-
land, recognizes that it might not seem common to 
many for a role like his to exist at a landscaping firm. 
“As you look around the industry, you aren’t seeing 
companies that have a CTO or director of technol-
ogy,” he says. “That’s what I’m trying to do for Level 
Green, is to keep us on the cutting edge.”

TEST THE TECH
Langton started out by purchasing five units and 
placing them at his house and with some key em-
ployees.

“That way, if it was a failure, it was no big deal,” 
he says. “For every landscaper or irrigation contrac-
tor, that’s what I would urge. You don’t have to go 
crazy with it. You can just start simple.” Working di-
rectly with the technology let him get more familiar 
with what he and his team liked and disliked about 
it, which has also better prepared them to talk with 
customers. 

Even if you aren’t looking to incorporate some 
kind of autonomous or robotic mower into your 
fleet, it’s important to stay on top of developments. 
Companies that treat them like a fad “won’t be able 
to compete once enough companies have really 
switched to this,” says Mayberry. “If you’re not ready 
to do it, that’s completely understandable. But keep 
a close eye on it.”

If you’re feeling paralyzed by the options on the 
market and the jargon surrounding them, start by 
finding someone in your company or a consultant 
who has a passion for interacting with technology 
who can explain it to you, he says. Even if it’s not the 
right time for you to move forward with it, you need 
to be ready for when that time comes around.

Finding an anchor person in your crew to dig 
into the options can go a long way toward bringing 
the rest of the team on board as well.

“Look at who on your crew would find this 
something enjoyable, to just watch technology blos-
som right in front of your eyes,” Cross says.

Be ready to make an investment of time as you 
add robotic or autonomous mowers to your fleet, as 
both you and your team will need to learn how best 
to use them. “Each week that we go, it gets more and 
more efficient,” says Cross. 

Don’t wait for a new technology to come along 
that will promise to do everything because you’ll 
never make the jump. “That’s a pitfall,” Langton 
says. “There’s nothing else in the industry that’s a 
100% solution, right? They’re never going to have 
something that does everything.” It’s also import-
ant not to think of a smaller machine as necessarily 
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less effective, as it can mow at a steady pace and in 
off-usage hours. Larger mowers are more needed for 
human operators who need to get through as many 
yards as possible along a route as quickly as they can 
to improve margin.

Don’t think of adding autonomous technology to 
your fleet as a one-time switch, but rather finding 
the right pace to fill in gaps over time. “It’s about 
feathering in the technology over the next five to 10 
years,” says Mayberry. “It’s never a point of saying, 
‘OK, tomorrow we’re switching to all robotics.’”

Instead, it might make more sense to work with 
partners or peer groups to see how autonomous 
mowers are working for them. “There are lots of ways 
to be a part of the early stages without having to in-
vest in the early stages,” says Mayberry.

Mayberry’s journey into robotics began several 
years ago, and he’s worked with multiple manufactur-
ers to try out different forms of technology. “There’s a 
lot of options out there, and I think it’s worthwhile to 
explore all of those.” Keep in mind that what works 
for one company might not work for your situation.

CONNECT  
WITH CLIENTS
Client education plays an even more important role 
with robotics and autonomous mowers than with 
many other landscaping services. Make sure you have 
a solid understanding of what you’re offering before 
taking it up with a client, because they’ll likely have 
many questions right from the start, Cross says.

“The first question I get is, ‘Is it safe?’ It’s very 
safe,” he says. Seeing how the mowers operate and 
the level of control available to the technician, espe-
cially if the client is concerned about obstacles en-
tering the mower’s path, can make a big difference. 

Early in his work with robotic mowers, Mayberry 
looked for clients that could benefit from the kind 
of service provided by those machines. He partnered 
with a local monastery to install two units there and 
with a private school to have one of the mowers han-
dle the sports fields.

“We had to make sure that somebody could get to 
that site two to three times a week in order to mow 
it and maintain that look that the school was expect-
ing,” he says. With the robotic mower, he was able to 
take both the reel mower and dedicated technician 
off that project, saving a large amount of time. “Now 
the field presents itself at its optimal level all the time 
because it just keeps mowing. That’s a huge benefit 
for us.”

Look for clients that need a clean, consistent look; 
a sports field could be a good candidate, he says. A 
wide open area with few obstacles that needs main-
tained can be helpful as well. Mayberry now uses 
both locations as case studies to deploy the mowers 
with additional clients. 

A large, flat topography, similar to a soccer field, 
isn’t required, but can be helpful in showing off how 
robotic mowers can add efficiency, says Cross. It’s 
also important to look for clients who would be in-
terested in the ways that an autonomous mower can 
add benefits through specific applications, such as 
mowing at night. 

Langton took a different approach by reaching 
out to past clients who had fired his company be-
cause of issues with operations such as blowing too 
many clippings into mulch beds. He suggested that 

Robots are not 
replacing our 
humans. They are 
giving us a chance 
to do more with the 
human beings that 
we have. 

– Michael Mayberry,  

Level Green Landscaping
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they let him place a robot on the property 
instead.

“To my surprise, more than half of the 
people I called said yes,” he says. “They un-
derstood that when they fired us and went 
with somebody else, they had the same 
problem.” 

For current and new customers that 
he offers the service to, he pushes for an 
extended contract of at least four years to 
make it more cost-effective. That’s worked 
out for him as clients are often eager to lock 
in a price over time. In his contracts, he’ll 
install the robot and if the customer ends 
up not liking the service, all they pay for is 
the installation itself.

“I think that’s where the industry is 
going to have its biggest hurdle,” he says. 
“In order for the landscaper to really make 
money with these, you need to be able to 
make them last five years.”

Finding the right clients to set up as 
early adopters of the service can open up 
new opportunities, Mayberry says. 

“If you do good installs in great loca-
tions, then those clients are going to be 
evangelists for you and for the technology,” 
Mayberry says. “The last thing we want 
is clients getting the impression that this 
technology is not going to provide the con-
sistent quality that they expect.”

At Duke’s, Cross calls out the new tech-
nology in presentations to new clients as a 
way to prove that his team is always look-
ing for ways to do work more efficiently 
and save the client money, he says.

Just having the machines on-site can 
do some of the legwork for you as well, as 
visitors to the field or yard will spot the 
new technology and begin talking about it. 
“You want to generate some conversation 
about it so people will start asking ques-
tions,” Mayberry says. For his homeowner 
association customers, he’s pushed to place 
a mower at the entrance so visitors under-
stand how the lawns are cared for.

That visibility can not only start people 
talking but make clients more comfortable 
with the concept. “We have a large corpo-
rate campus that has a five-man crew five 
days a week,” says Cross. “That’s one of 
the ones that has a machine full time. At 
lunchtime, people do their lunch walk and 
they’ll see the machine going.”

The client’s employees have gotten used 
to saying hello to the mower as they pass it, 
and have named it Dexter, he says.

EMPOWER  
YOUR CREW
One of the biggest concerns for many 
contractors looking into robotics is how it 
interacts with labor. “It is going to disrupt 
the industry,” says Mayberry. “Everyone 
complains about labor, and it’s not just from 
COVID. That shined an extra bright light 
on it, but we’ve had these issues prior.” Ro-

botics allows a forward-thinking company 
to be less reliant on local hires to maintain 
stability and to rearrange to maximize value.

There can be a definite “us vs. them” 
mindset for crews wary of robotic and au-
tonomous mowers taking over jobs, says 
Mayberry. 

“Robots are not replacing our humans,” 
Mayberry says. “They are giving us a chance 
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to do more with the human beings that we have. 
Rather than our humans just mindlessly mowing in 
the middle of a field, we can have those humans fo-
cus on the detail work.”

Cross uses mainly three-person crews on his 
routes, but when there’s a robotic mower on the 

property, he’s able to shift to a 
two-person crew format. Now he 
has two people trimming, blowing 
and doing detail work. “They’re 
keeping an eye on the mower,” 
he says. As he brings on more in 
the next year, “that’s more crews 
I could put out with the same 
amount of labor. That really lets 
me generate a lot more revenue.”

Langton trains his employees to think of them-
selves as a bridge between the customer and the 
technology. When a robot gets stuck on something 
in the yard, his crew will come out and reset it. 

“Even though the customer is dealing with less 
people, they’re still dealing with people,” Langton 
says. “The only thing 
that’s changed in my 
models is that instead 
of having three people 
show up to an account is 
that there’s typically only 
one or two now.”

Incorporating a ro-
bot allows Mayberry 
to continue looking for 
company growth despite 
attrition in workers and 
allows him to better pay 
the humans who are on 
staff and learning new 
techniques. “Their skill 
set will evolve from 
where we don’t need 
people who just go sit on 
a mower,” he says. “We 
need someone who un-
derstands when to prune 
a plant.”

For Langton, reducing mowing as an assigned job 
has allowed him to provide different opportunities 
for his employees, sometimes finding a better fit for 
them in irrigation or construction projects. The crew 
members who are used to doing the detail landscap-
ing work often are good choices for route supervisors 
because they know what needs to be handled along-
side the robot.

Cross’s crew is excited for the possibilities pre-
sented by robotics, especially as they’ve started to 
work alongside them.

“We’re always looking to improve, to learn,” he 
says. “This is just another tool in the toolbox now.”

Robotic mowers will also create new jobs entirely 
involving technicians who know how to efficient-
ly manage them and keep them running correctly. 
“When we have 150 robotic mowers, we’re going 
to have somebody sitting behind a desk with three 
screens and an Xbox controller deciding when these 
mowers should cross the road. That’s definitely not 
a job people are thinking about in the landscaping 
industry at this point,” Mayberry says. That gives in-
dustry professionals the opportunity to attract people 
from different labor pools than in the past.

Direction of autonomous mowers is one option, 
but maintaining them will open up new job oppor-
tunities as well. Langton has a background in small 
circuitry, giving him the skill to make repairs, but he 
expects to be hiring more with that skill set soon to 
help keep the mowers running long past a few years, 
as with more traditional mowers.

The new technology has led to additional hires for 
Cross, as a way of showing that working at Duke’s 
means staying on the cutting edge of the market.

“People want to work for a place where they feel 
like there’s things happening, there’s learning,” he 
says. Instead of just a daily grind, a focus on tech-
nology provides new angles from which to see the 
landscape industry for potential hires. “You can’t just 
have old trucks and old mowers. You’ve got to en-
joy the people you’re working with and it has to be a 
learning experience.” 

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

Look for clients 
that need a clean, 
consistent  
look, such as a 
sports field.



HUNTER INDUSTRIES:

Hunter Industries is a global, family-owned company that 
provides unmatched solutions for the irrigation and land-
scape lighting sectors. Hunter and FX Luminaire products 

can be found everywhere from residential landscapes, commer-
cial complexes, and universities to professional stadiums, nation-
al landmarks, and government buildings worldwide.

Headquartered in San Marcos, California, since 1981, Hunter is 
the world leader in the development of water-efficient solutions 
for residential, commercial, golf course, and agricultural irriga-
tion applications. Designed with the demands of professionals 
in mind, our product family includes pop-up gear-driven rotors, 
high-efficiency rotary nozzles, spray sprinklers, valves, irrigation 
controllers, central control platforms, micro irrigation systems, 
weather sensors, and accessories. 

In 2016, we expanded our product line to include the indus-
try’s most complete Wi-Fi-based irrigation management soft-
ware solution for contractors. Hydrawise® technology represents 
the forefront of irrigation management. The software saves wa-
ter and keeps landscapes flourishing while helping contractors 
increase labor savings and pursue new avenues to grow their 
businesses.

Our core business philosophy is to produce products that al-
low irrigation professionals to create solutions that use as little 
water and energy as possible while maintaining optimal land-
scape function and ambience. To maximize reach, infrastructure, 
and capabilities, we expanded into the landscape lighting indus-
try with our acquisition of FX Luminaire in 2009.

FX Luminaire is an industry-leading manufacturer of land-
scape and architectural lighting products with a focus on the 

advancement of LED technology and digital lighting manage-
ment. Our flagship Luxor® lighting controller leads the industry 
in low-voltage lighting control with zoning, dimming, and color 
capabilities. We also offer a full spectrum of traditional and mod-
ern lighting fixtures to create endless opportunities for elegant 
landscape lighting systems in commercial and residential appli-
cations. Both Hunter and FX Luminaire products are available 
exclusively via our professional distributor network.

We believe in selling through the professional channel. That’s 
because we know industry professionals are instrumental in en-
suring that irrigation and lighting products are properly designed, 
selected, and installed. Hunter University is our comprehensive, 
free online training program. We offer an array of programs so 
professionals can stay on top of the latest products and tech-
niques to help grow their businesses. More than 100 courses and 
several certificate tracks are available that cover product knowl-
edge, installation, design, and troubleshooting. Many courses 
feature field experts and include interactive learning elements. 

Beyond products, we are conservation-minded in all areas of 
our operations. From LEED-certified factories and facilities, to 
extensive material waste-reduction efforts, every aspect of our 
business is designed to use as few resources as possible while 
maintaining superior product quality. 

We are proud of our nearly 40 years of success and thank our 
customers and partners for their ongoing support. We will con-
tinue to build upon our legacy of innovation with exciting new 
products while remaining true to our values of customer satis-
faction, innovation, family, and social responsibility wherever we 
do business.

A Global Leader in Irrigation and Landscape Lighting

To learn more about our best-in-class irrigation solutions, 
visit hunterindustries.com. 

Visit fxl.com to see our latest lighting innovations.
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FOUR STAND-ON SKID STEER 
ATTACHMENTS TO INVEST IN

Stand-on skid steers are some of the most versatile machines on the market. With the ability 
to easily switch out attachments, they can take on almost any task a jobsite throws at them 
and can even open the door for contractors to take on jobs in different industries. But what 
are the best attachments to help you get the most out of your machine? Here are the four 
attachments beyond a bucket and fork that will up the ROI of your stand-on skid steer.

Grapple Bucket
Standard buckets are the bread and butter of most stand-
on skid steers, but a grapple bucket will further increase 
the ROI of your machine. A grapple bucket comes with 
hydraulic clamps that hold unstable material. In addition  
to allowing operators to work quicker without the worry  
of their load falling off, a grapple bucket also opens the 
door to tree care and landscaping jobs — two of the  
fastest growing industries for stand-on skid steers.

Trencher
Using a stand-on skid steer to trench is an efficient 
alternative for jobsites that have many different tasks 
in addition to open cutting, as it limits the need for extra 
machines on-site. Having a trencher attachment will 
increase jobsite efficiency and open up utility installation 
and landscaping jobs to contractors. Standard trencher 
attachments are available in 4, 6, 8 and 12 in. widths.

Rake
Rake attachments are a time-saving solution for landscap-
ers on a variety of jobs. Designed to clean, level and prep 
jobsites or loosen soil for sodding, rake attachments let 
you move on to the next step with less effort. Most rake 
attachments require 10 to 14 gpm, but running a rake with 
a higher horsepower machine will create even more drum 
torque to break up hardpack or clay soils.

Auger
Ideal for landscaping and tree care, an auger attachment will 
expedite hole creation and allow operators to more quickly 
plant trees or install fence posts than if they were hand-dig-
ging or relying on a hand-held auger. By speeding up these 
tasks, operators can take on more jobs in a day and increase 
their ROI. Auger attachments are available in a variety of bit 
styles and sizes which typically range from 6 to 36 in.
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BUSINESS TO BUSINESS

A ccording to the U.S. Small Business Administra-
tion, a “small” business can employ as many as 
1,500 people. Yours is probably a lot smaller than 
that! But whether you have 5 or 500 employees, 
you have something that hopefully works as a 
team to attain your desired goals.

Could your current team be more effective, either individu-
ally or collectively? Unless you are very fortunate, the answer is 
probably yes. What will it take to make that happen? It proba-
bly means some combination of better people, better training and 
better management.

BETTER PEOPLE
Here’s a simple statement of fact. Some people are well 
suited to the job they’re being asked to do and some 

are not. Being well suited involves two things: skills and attitudes. 
Experience might be a third requirement, but I think that’s the 
least important of the three and often the most misleading. There 
are lots of people in the workforce who have plenty of experience 
but still perform poorly. 

What should you do if you employ people who are not well 
suited to their jobs? Your team won’t become better or stronger 
unless you act to make it happen!

Here’s the process I recommend. It starts with an evaluation of 
your current staff. Make a list of all of your employees. Then, give 
each one a general rating on a scale of 1-10, with 10 meaning you 
couldn’t be happier with the individual’s performance. Anything 
lower means there’s room for improvement.

The second stage of this process involves a more detailed eval-
uation. Ask yourself, “What criteria can I look at to help me un-

derstand specific areas of strength and weakness?” Here are a few 
I recommend:

• job skills
• initiative
• dedication to the company
• dedication to the team
• work ethic
• like factor
• trust factor
• potential for advancement
• communication skills — verbal
• communication skills — listening
Again, this is a purely subjective 1-10 rating, and the list it-

self is only a starting point. It wouldn’t surprise me at all if you 
looked at “job skills” at the top of the list and said, “Hey, I can 
break that into four or five specific job skills that have to be 
considered.” 

BETTER TRAINING
What do you do with this data now that you have it? The 
first thing is probably to consider whether this individ-

ual should be working for you in the first place! If the ratings are 
mostly positive, with just a few negatives, you’re probably looking 
at an individual whose performance can be slightly improved. If 
the ratings are mostly negative, though, you may be looking at 
someone who would take more of an effort.

Here’s something I want you to consider. Any skills neces-
sary for a high level of job performance that are not present in 
a current employee must be taught through training. Any atti-

Review your
CREW

Turn your team’s weakest points into 
strengths through evaluation and training.

By Dave Fellman
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tudes necessary for a high level of performance 
that are not present in a current employee must be 
encouraged through management or motivation. If 
you have enough time and other training and man-
agement or motivational resources, you can almost 
always improve performance. If you don’t, though, 
you probably can’t.

The next thing you should do with this rating 
data is to craft a performance improvement plan for 
each member of your team. You have identified spe-
cific weaknesses, so now you ask yourself how you 
can strengthen those weaknesses. Beyond that, you 
may also have to ask yourself which weaknesses to 
address first. 

This is an important issue, and it applies both to 
individuals and to your team as a whole. One in-
dividual may have two or more areas for improve-
ment, but you only have time and other resources 
to deal with one of them. That means you need to 
decide which is the most important one and how 
much improvement you should be looking for. 
Let’s say that you rated an individual as a 5 in two 
areas, but you recognize that one of the items is 
really the fundamental problem. You might make a 
plan to work on that one for the next 30 days with 
the goal of getting the employee from a 5 to a 7 in 
that time frame. Then you could switch to the other 
area for the next 30 days with a similar goal. After 
that, you might go back to the first item for another 

30 days, with the goal of getting from 7 to 8, or you 
might stick with the other one for another month. 
Remember that this is all about improvement, and 
it’s perfectly OK if that improvement comes over 
time.  

BETTER MANAGEMENT
As I stated earlier, some people are well 
suited to the job they’re being asked 

to do, and some are not. That includes managers 
too! Perhaps you need to improve your own skills 
and attitudes. Here is a few criteria for your own 
self-evaluation, again, on a purely subjective scale 
of 1-10.

• vision (My own clear understanding of what 
I want/need to accomplish as a manager.)

• communication skills – outward 
• communication skills – listening 
• goal setting 
• accountability
• patience
It’s worth considering, I think, that making your-

self a better manager might ultimately yield greater 
results than any shorter-term actions with your cur-
rent employees. Obviously, both are important. I’m 
just saying, don’t ignore any way in which you might 
be the one holding your team back!  

CREW Some people are well suited 
to the job they’re being asked 

to do and some are not.

Making yourself a better manager might 
ultimately yield greater results than any shorter-

term actions with your current employees.
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FINANCING

W
ith 2022 around the corner, those in the green industry sector may be 
contemplating new equipment purchases to replace aging assets or meet 
growing service needs. With the pressure of another potential busy season 
ahead, it’s important to make equipment investments that help the busi-
ness succeed.

Part of making that decision is weighing the options of whether to lease or buy new 
equipment. While it’s imperative to plan for purchasing as part of the annual budget 
planning process, as with all purchases, there must be financial justification, points out 
Steven Cohen, a senior business consultant for GreenMark Consulting Group, a com-
pany based in Henrico, Virginia serving landscape and snow business professionals.

“First, determine if you really need the equipment,” he says. “Many landscape busi-
ness owners justify need by what I call the ‘I Want Syndrome.’ They purchase equip-
ment because they want it but did not spend the time to determine if they really need 
it or can afford it.”

Cohen says he justifies a purchase with an understanding that equipment can be 
used an average of eight months per year for an average of 75% of the time in any given 
month. 

Smart MONEY

Plan ahead 
to make 
growth-
focused 
equipment 
purchases.

By Carol Brzozowski
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“Second, ask if you can afford the payments,” Co-
hen says. “You must look at all costs: purchase cost, 
maintenance, major breakdown expenses and depre-
ciation. By determining your cost to own, you can 
then determine your cost to operate.”

The income for the equipment over the calculated 
period should be no less than 2 to 2.5 times operating 
costs, Cohen notes, adding that anything less calls for 
renting equipment on a project-by-project basis. 

WEIGH THE COSTS
Fred Haskett, a principal partner at TrueWinds Lawn 
and Landscaping Business Consulting, Lake St. 
Louis, Missouri, says in approaching budgeting, he 
uses a formula that starts with creating a business plan 
that considers equipment, safety, financials and sales.

Consider the current reality of the business in its 
particular area. Look at where it stands in regard to 
existing equipment and its growth plan with a goal 
to drive the business to establish the capital expendi-
tures for new equipment or replacement.

Then take on a second consideration: the compa-
ny’s goals and what is needed to attain them.

Finally, establish a road map for what equipment 
is needed and when it will be needed.

“Because of the seasonality of the business, pur-
chasing at the beginning of the year for everything is 
not necessarily the right thing to do,” Haskett notes. 
“If it’s for a fall service, seeding or aerating or for ir-
rigation equipment, when do you need it? Establish 
that you’re not buying things prematurely and having 
them around not generating revenue.”

Buying equipment can be a good option for busi-
ness owners with enough available cash or credit and 
confidence that the asset will be used for a long time, 
notes the Small Business Administration. There are 
benefits of buying equipment: depreciation can be 
claimed on taxes, the lifetime cost to buy is usually 
less than leasing, and it can be counted as an asset on 
the balance sheet. The disadvantages are that cash or 
credit is needed upfront, there is less of an opportu-
nity to test out the asset and the owner could be fully 
liable for maintenance and replacement.

Buying assets with cash means one can own it in 
full right away, but there also will be less cash avail-
able to cover operating expenses, the SBA advises. 
While loans can offer some of the same benefits of 
leases by distributing the total cost over a longer pe-
riod, it means paying more in fees and interest than 
buying outright with cash.

Leverage credit lines with the bank or seek other 
sources for business funding, the SBA advises. 

It’s always a good idea to analyze the market for 
future equipment purchases, notes Haskett.

“If you’re adding a service line, you want to tiptoe 
and then walk before you start running,” he says. 

A good relationship with a small- to medium- 
sized financial institution helps business owners 

get the best terms, especially given the tight supply 
chains in the existing market. Smaller-sized financial 
institutions are more apt to suggest where a business 
owner can get a better deal “because they’re trying to 
buy your loyalty,” Haskett notes.

CONSIDER THE TIMELINE
Acknowledging the supply chain challenges over the 
past year, Haskett advises business owners talk with 
salespeople and vendors about a reasonable timeline 
for getting equipment.

“Right now, it’s a little longer than it has been in 
the past,” he adds.

It’s also critical to understand the cash flow of 
one’s business as well as the value of the service being 
provided, Haskett notes. 

Consider the type of work for which equipment 
purchases will be used. Then analyze whether a piece 
of equipment fits into the company’s current pricing 
strategy or if price adjustments need to be made to 
accommodate its purchase, “taking into consideration 
that you’re not going to buy something you won’t be 
able to get a return on investment for in your current 
pricing schedule and current marketing aspects,” says 
Haskett.

Dealer support is critical. “A lot of people buy 
the cheapest equipment they can find,” says Haskett, 
noting he used to do that himself. “I realized the pric-
ing value is the performance of the equipment and 
the dealer support network. Or if I have an in-house 
mechanic, is there going to be training necessary for 
them to maintain the equipment?”

A savvy business owner knows how to leverage 
the best price and best financial terms, says Cohen.

“My suggestion for both is simple: Shop it, bid it 
and then buy it, meaning check your equipment pric-
ing at a minimum of three equipment dealers. Don’t 
have them price the equipment. Have them ‘bid’ to 
earn the sale,” he adds.

“All equipment dealers have multitier pricing lev-
els. In a competitive market, most likely one vendor 
will be more competitive than another.”

The same holds true of financing, says Cohen. 
“Most industry-specific finance companies offer an 
array of payment terms, interest rates based on cred-
it worthiness and amount required to put down,” he 
adds. “Typically, an industry-specific finance compa-
ny will be able to offer more favorable terms versus a 
conventional lending institution.” 

Renting and leasing are other alternatives that 
help keep companies competitive when purchasing 
doesn’t make financial sense. “A rule of thumb is to 
rent until the cost of renting exceeds the cost of own-
ership,” says Haskett. 

Case in point: Haskett’s company used to rent air 
compressors for the fall blowout seasons for its main-
tenance operations. “We didn’t have a use for an air 
compressor the rest of the year,” he adds. “We only 

Smart MONEY

A RULE OF 
THUMB IS TO 
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THE COST 
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needed it for 60 days, so we rented it because it was 
much cheaper to rent them than to own them.”

Sometimes, it takes working with a vendor to 
make the choice that’s best for one’s business, Has-
kett says. He’s worked with rental shops with good 
reputations that didn’t carry particular pieces of 
equipment that he recognized as useful to landscape 
contractors. Talking with them, he showed them the 
rental value of acquiring that equipment.

Some manufacturers offer leasing programs, Has-
kett points out. “Sometimes leasing is an avenue for 
saving money or not having to negatively affect your 
balance sheet,” he adds. “You should look at purchas-
ing, renting and leasing from a situational standpoint 
so you’re making the best decision for you right now.”

LOOK AT LEASING
Leasing is an option for those who need to quickly 
get a lot of equipment or if the equipment needed 
is expensive. In some cases, leasing can be less ex-
pensive than purchasing with a high-interest loan, 
the SBA notes. Among the advantages of leasing 
is needing less cash or credit upfront. A short-term 
lease allows an operator to test out the equipment. 
Maintenance is sometimes included at no extra cost. 
Lease payments for business assets are typically tax 
deductible.

The SBA notes leasing disadvantages: The life-
time cost is normally higher than buying, equipment 
replacement when the lease expires could be expen-
sive and depreciation of leased assets typically isn’t 
tax deductible.

There are two general lease types: operating and 
capital. Each have different accounting procedures 
and can have a significant impact on business taxes. 
An operating lease works like a traditional rental. It 

does not get added to the balance sheet. Payments 
are operational expenses. There is low maintenance, 
risk or tax obligations. A capital lease works more 
like a loan, according to the SBA. The asset is owned 
for accounting purposes and is added to the bal-
ance sheet. Depreciation and interest expenses are 
claimed, and one takes on all maintenance, risk and 
tax obligations.

Leases sometimes have buyout options enabling 
the business owner to fully purchase the asset at 
the end of the lease. The length of a lease can vary, 
with shorter leases having higher monthly payments. 
Leaving a lease early can mean facing steep early ter-
mination penalties. The SBA advises having an attor-
ney review a lease before signing, especially if any of 
the terms or conditions are unclear.

Cohen advises to be conservative in making smart 
financing decisions on equipment this year.

“While we have been operating for the last few 
years with a real uptick in business activity, it is in my 
opinion that sometime in the next 12 to 18 months, 
we will be in a more conservative business climate,” 
he says. “Cyclically, our economy is going to tighten, 
which will lead to a downturn in consumer spending. 
Business owners must be smart in preparing for a 
possible ebb and flow in the economy.”

Hiring a consultant is one of the best ways to help 
make sense of the market, establishing service lines 
and making equipment investments, Haskett points 
out.

“We’re reading the market on a regular basis be-
cause we are managing small- and medium- sized 
businesses and the day-to-day. It’s complicated 
enough without trying to read the tea leaves on mac-
roeconomic things,” he adds.

Haskett advises his clients to look at their equip-
ment and determine whether it is time to replace 
equipment that’s wearing out while interest rates are 
still low.

It’s also worth considering selling off pieces of 
equipment that are not providing a good return on 
investment because it’s only being used a few times 
a year, which goes back to the rental consideration, 
Haskett says. He’s telling his clients to check pricing 
and wages and prepare for the possibility of changing 
inflation.

“Make sure they have enough recurring revenue 
services and not one-off services, because in a tight 
market, one-off services go away,” he adds. “Look at 
your balance sheet, look at your debt, look at equip-
ment loans that are at higher rates or close to being 
paid off, so you can start to accelerate that and im-
prove your balance sheet by reducing some of your 
debt service.” 

Carol Brzozowski is a freelance writer with a specialty in envi-
ronmental journalism based in Coral Springs, Florida. She can 
be reached at bzozowski.carol@gmail.com.

You must look 
at all costs: 
purchase cost, 
maintenance, 
major 
breakdown 
expenses and 
depreciation.
– Steven Cohen, 
GreenMark Consulting 
Group
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MAINTENANCE

S
ome irrigation service calls make a tech-
nician scratch their head with confusion. 
But some are so calamity-filled that they 
seem cursed. This October, these con-
tractors share irrigation horror stories 
of possessed wires, ghostly internet sig-

nals and backbreaking digging — jobs that seemed 
straightforward, until they became a straight-up 
nightmare. 

A shocking revelation
Greg Haynes currently works as the public works 
supervisor for the City of Newport, California, 
but memories of a nightmare irrigation service call 
during his tenure as an irrigation contractor come 
rushing back to him with a jolt.

He was called out to the 57 Freeway running 
north and south through Orange County, California, 
to service the irrigation system, which was watering 
the east side of the highway, but not the west side. 

“There was wiring everywhere, and none of it made 
sense,” says Haynes. “It looked like someone had tried 
to fix it already, and I was there to fix the fix.” 

Return of the 
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tales of terrortales of terror

 
 

 
 

After locating what 
he assumed was the 
sole master valve 
on the east side 
of the freeway, he 
was certain that 
lines were carrying 
water underneath 
eight lanes of roar-
ing highway traffic. 
He just wasn’t sure how 
it was happening. But after three 
days of walking along the freeway and climbing over 
and under the bridge head, Haynes says he finally 
discovered another master valve that no one knew 
about, buried under asphalt along the west side lanes 
of traffic. 

“As I chiseled away at this 3-inch master valve 
that was buried in the emergency lane on the side of 
the freeway, it looked like the road had been widened 
just enough to cover the valve,” Haynes says. “After I 
dug up the master valve on the west side, I went in to 
check the wires on the solenoid.” 

Brace yourself  
for more  

gut-wrenching 
irrigation  
nightmares.
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That’s when Haynes was shocked by a jolt so 
forceful that it knocked him backwards and off his 
feet. Dazed and on the ground along the highway, 
Haynes knew he was shocked by more than 24-volt 
irrigation wiring. 

“I’m sitting on my butt on the ground thinking 
that something was wrong because 24 volts will give 
you a buzz, but it won’t hurt you,” Haynes says. “I 
sat underneath a tree by the on ramp thinking that 
I couldn’t put a tracer on this wire because there was 
power in it, but I had to figure out why there was 
power in it.” 

After a closer inspection, Haynes says he found a 
strange looking wire in the controller. Using a wand 
tracer, he traced it back to a splice box buried deep 
under ground cover. 

“The splice box said ‘street lighting,’” Hayes says. 
“I opened the box and found the same wire in there. 
Someone had connected the irrigation wiring to a 
220-volt line that ran the traffic light to the on-ramp.” 

After disconnecting the wires and replacing a 
melted panel in the solenoid, Haynes says he had to 
start from scratch to figure out how the master valves 
were programmed and connected. 

After two more weeks of walking back and forth 
over the bridge, climbing on the bridge heads and 
searching alongside highway traffic, Haynes says he 
figured out that while there were two controllers, 
the one on the west side was wired incorrectly. The 
one on the east side, while wired correctly, was pro-
grammed incorrectly.

“The east side system would run and then shut 
down, and because there wasn’t a relay and there was 
no way to get under the freeway, I had to use a ghost 
program to keep the valve open on the east side so 
the water would work on the west side,” Haynes says. 

In the end, Haynes successfully got the water 
working on both sides of the freeway. One year lat-
er, the entire system was torn out during a highway 
expansion. 

Lesson learned: Get as much information about 
the job as possible from any previous contractors, 
then take the time to think through possible scenar-
ios before diving into a job. 

Nightmare at dusk
As dusk was falling over Carmel, Indiana, one Friday 
evening, Ken Barthuly’s team was wrapping up the 
installation of 200 sprinkler heads at a newly built es-
tate. They had finished in the nick of time, just ahead 
of a large Indianapolis 500 race party scheduled for 
the next evening. 

“Our hands were tied in this situation by sched-
uling issues out of our control, and we weren’t able 
to meet the deadline a week earlier,” says Barthuly, 
co-founder of Barthuly Irrigation Inc., Westfield, In-
diana. “So on Friday evening, as the landscapers were 
laying the sod, we were turning on the water.” 

As he watched the sprinkler heads, he quick-
ly realized that there was a big problem. The rotors 
weren’t rotating. There had been a 90% failure rate of 
the sprinkler heads. 

“We were devastated at that point,” Barthuly says. 
“I was irate and I was embarrassed.” 

With less than 24 hours until guests were due 
to arrive, Barthuly says he was juggling calls to the 
homeowner to explain what was happening, to the 
landscapers to tell them they would have to hand- 
water the sod, and to a manufacturer’s rep from a new 
company that had been working to earn his business.

“I remember making the phone call to the new 
manufacturer’s rep saying that we were in a world of 
hurt and needed some answers quick,” Barthuly says. 
“They came out with product the next day and gave 
us the product for free.” 

The next morning, a team of 20 technicians work-
ing a fast-paced 10-hour day finished replacing the 
heads just as the first guests began to arrive. 

“As cars were arriving, we were pulling out,” Bar-
thuly says. 

Although the original timeline was extremely 
tight, Barthuly says that he and the other contractors 
on the job wanted to make it happen for their client, 
a high-profile and well-respected figure in the city. In 
hindsight, Barthuly says he should have explained to 
the client that the timeline wasn’t realistic. 

Lesson learned: Identify the deadline. For your 
internal calendar, move it up a week so you have 
plenty of time to deal with unforeseen situations. 

A spotty connection
When the Los Angeles County Parks system decid-
ed to install weather-based controllers for the irriga-
tion system in one area park, Sean Gorman says they 
were certain they had located the ideal spots for the 
controllers, ones that had a strong internet connec-
tion to power the controllers. 

“Everyone thought they did their homework and 
we put a good amount of time into the prep,” says 
Gorman, a senior plumber with more than 20 years 
of experience as an irrigation fitter. “We had taken 
a smaller model controller down into the area and 
powered it up, and we had initially gotten the good 
numbers we were looking for to say they were good 
spots.” 

The installation went smoothly, but later in the 
day, it was evident that something had gone terribly 
wrong. 

Someone had 
connected the 
irrigation 
wiring to a 
220-volt line 
that ran the 
traffic light to 
the on-ramp, 
– Greg Haynes, City of 
Newport, California
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“It seemed like we were getting good reception, and 
then later in the day, we noticed that the controllers 
were dropping internet,” Gorman says. “The controller 
will try to reconnect, but after so many times, it goes 
into a failsafe mode. The data of the history showed 
that it was trying to connect every 10 or 15 minutes. It 
would connect, and then it would disconnect.” 

With five or six controllers going on and of-
fline, the team jumped into problem-solving mode, 
switching out modems, experimenting with different 
types of antennas, replacing circuit boards and even 
changing the front display panel. Working alongside 
reps from the manufacturer, Gorman says they at-
tempted to replace everything but the power supply. 
As they began frantically consulting any expert they 
could find, the team finally stumbled on an IT expert 

who identified the issue. 
“They were just as baf-

fled as we were about why 
the signal was good six 

months ago, and after 
installation, we had is-
sues,” he says. “It took 
some digging, but we 
finally found out that 
we put some of the 
controllers between 
two cell towers that 
were equidistant, and 
the signal wasn’t sure 

which direction to go. 
By moving it one way or 

another, it got a sense of 
direction and we got a better 

signal.” 

With the problem identified, the team knew they 
needed to relocate the controllers and extend the irri-
gation wiring. Then, the real horror story began. 

“No one likes wires,” Gorman says. “It’s like brain 
surgery. Sometimes we have 36 or 48 wires and we 
have to make sure all the wires are connected cor-
rectly. Everyone gets super serious and super stressed 
because they don’t want to have to do it again. We 
had to make sure that once we moved it, we weren’t 
going to have to move it again.” 

This time, Gorman and the team decided to relo-
cate the controllers, power the units up and let them 
run for a week, which allowed them to review the 
data history and confirm that the new locations were 
receiving strong and reliable internet signals. 

“When we saw the history and that it was doing 
fine, we could say without question that the location 
was good, and we could finish the project,” he says. 
“Now anytime we go to install a controller, I’m look-
ing to see if I have a building, a metal barn, big trees 
or anything between me and the cell tower. I don’t 
need a big oak tree blocking my signal. I don’t want 
to come back to dead landscape.” 

Lesson learned: When it comes to weather-based 
controllers, it’s all about location. 

Lauren Sable Freiman is a freelance writer based in Cleveland 
and can be reached at laurensable@gmail.com.

Living to tell the tale
When contractors are facing down their own irrigation installation 
nightmares, it’s important to remember that they’re not taking them on 
alone. Your distributor or dealer will be eager to lend a hand, says 
Erik Anderson, district sales manager for SiteOne Green Tech, Vista, 
California. No matter how much expertise you have, it’s helpful to 
have that kind of an experienced team behind you.

Before you start pulling your hair out at a tough install, take a 
breath, gather your notes and give your contact a call, he says.

“Usually, that’s initiated with a single phone call,” Anderson says. 
Having images or the original plans on hand will be helpful in vetting 
the job to get you to the right expert no matter who your distributor or 
dealer is, but it’s not required. “After that, I’ll usually need to make a 
site visit, or I’ll have the customer text me pictures of a specific control-
ler. I may make a site visit after I determine what he’s got out there.”

“A lot of the time, I’ll end up helping people over the phone if they 
just don’t know which buttons to push on the controller or they don’t 
know how to connect it to the web,” he says. 

If a site visit is necessary, your representative will 
do their best to get a good handle on the situation, 
he says.

“We’re going to take a look at the whole 
thing,” he says. “I may have to call in a techni-
cian myself, if it involves electrical or a plumb-
ing issue. But the first thing to do is make a site 
visit and establish what we’ve got going on.”

With an understanding of the issue, the 
representative will present options relying 
on their expertise and the products they 
have available to deal with the chal-
lenge, he says. “We’re providing 
the client with multiple choices to 
difficult problems, or multiple solu-
tions to difficult technical problems 
in the field.”

The terror continues
Find more tales of irrigation installation 
terror in the digital version of this article 
at www.igin.com/tales-of-terror-2021.

I remember 
making the 
phone call 
to the new 
manufacturer’s 
rep saying that 
we were in a 
world of hurt 
and needed 
some answers 
quick. 
– Ken Barthuly,  
Barthuly Irrigation
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Plan properly to ensure salt and de-icer 
inventory before the winter begins.
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SNOW REMOVAL

The predictability is in the unpredictability as each winter 
season is becoming its own unique four- to five-month 
weather system. Starting your planning from there is a 
sentiment that is echoed across the industry and one 

that Jenn Hartin, owner and business manager of Agassiz 
Landscape Group in Flagstaff, Arizona, lives with at the onset 
of each winter season. 

Although most people do not associate Arizona with heavy 
snowfall, it is the only state or province in North America that 
hosts all seven types of topography, and 2- to 3-foot snowfalls 
are commonplace in Flagstaff. 

A  
melting 
SUPPLY
BY RODRIC HURDLE-BRADFORD
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“It becomes more challenging to predict each 
winter season,” says Hartin. “It is more challenging 
for staffing, scheduling, inventory, just everything. 
Even in an average winter we have a lot of variables.” 

Halfway across the country in Des Moines, Iowa, 
Phil Glaser, owner of Capital Landscaping, has to 
plan for a market where functionality is key to the 
state’s operation, but he has found that past patterns 
of prediction have less and less relevancy with each 
passing winter. 

“Every winter is a whole new game now,” says 
Glaser. “This means that with each passing season 
client communication becomes even more import-
ant, whether it is about operating hours or what is 
in your inventory. You cannot assume the status quo 

anymore because there is none. Every winter is now 
a new learning experience, and all you can do is pre-
pare and be proactive in planning and operations.” 

INVENTORY INSIGHT
For large snow removal companies, the key to their 
success in maintaining inventory is implementing an 
early buying season for salt, de-icer and de-icer alter-
natives, says Rafael Diaz, president of Diaz Group 
LLC, Chicago.

“Our biggest tip to our peers is that we never keep 
our eye off inventory. We keep a strict count of our 
salt bags, and we always keep enough inventory to 
take care of four or five storms,” says Diaz. “We fore-
cast and calculate usage per event or storm, so we 
know exactly how much salt we use for every event. 



“WE KEEP A 
STRICT COUNT OF 
OUR SALT BAGS, 
AND WE ALWAYS 
KEEP ENOUGH 
INVENTORY TO 
TAKE CARE OF 
FOUR OR FIVE 
STORMS.” 
– RAFAEL DIAZ,  
DIAZ GROUP
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We certainly cannot predict the storms, but we sure 
can be prepared for them.” 

In Diaz’s world, being prepared means a year-
round schedule of inventory supervision and pur-
chasing. 

“In reality, the best time to start pre-buying for 
the upcoming winter is at the end of the winter sea-
son,” Diaz says. “We buy in larger quantities than 
most, so we never have had an issue with our inven-
tories running low. It is the natural benefit of having 
such an early pre-buying schedule.” 

Glaser begins Capital Landscaping’s inventory 
process by taking inventory of what was left over 
from the previous winter. Then the estimation game 
begins. 

“Two years ago it snowed every third day from 
January through March,” says Glaser. “We got down 
to 1,000 pounds of salt left because the winter was 
so active. I am a worrier by nature so that helps me 
stay proactive with my inventory count. We run our 
salt spreader trucks at a lot of public places that stay 
open through the snow like gas stations. We typically 
have 13 events each winter, but last winter we had 20 
events so you already see what we have to plan for 
this winter season. Nothing is predictable anymore.” 

For Hartin in the northern Arizona market, 
where the snow season usually does not begin until 
late in the calendar year, or even after the new year, 
Agassiz Landscape Group has more flexibility about 
when they order. They can analyze the current winter 
conditions before having to splurge and make large 
purchases on salt and de-icer. 

“We have not dealt with it that much yet because 
we schedule our landscape work through the week 
of Thanksgiving,” says Hartin. “We still buy our core 
supply before the season starts and then continue our 
buying during the season.” 

SMART PROCESSES
Making sure the business has a standard process 
for salt deployment and de-icing application is key 
in making sure inventory does not get wasted and 
all materials are maximized per event. “We do a lot 
of contracts where even if it is just a light dusting 

of snow we have to cover the property. Having the 
proper processes and protocols set up for materi-
al distribution is extremely important,” says Glaser. 
“We do pretreatments and our first application is a 
heavy application. Once we are done with that, we 
usually do another heavy application. But if it is a 
night storm, then everything goes out the window. 
We handle those on a case-by-case basis. There are 
too many different variables to pigeonhole that in the 
same process over and over again.” 

To provide maximum financial flexibility in or-
dering materials, Diaz recommends using as wide of 
variety of vendors as possible. 

“Last year was very heavy for us, so going into 
this winter season we are looking at all purchasing 
options,” says Diaz. “We have some vendors where 
we buy ahead and pay ahead. With other vendors we 
have to commit up front and pay later. There are dif-
ferent resources from different suppliers, so I strongly 
suggest that all companies explore all options and use 
several different vendors instead of being beholden to 
one and being stuck with one paying structure. We 
use regional vendors in Michigan and Indiana, and 
other vendors spread out across the United States. We 
make sure we do not limit ourselves in any capacity.” 

Hartin makes an order for ice melt materials in the 
October-November time frame based on current in-
ventory, and then orders as needed during the winter.

“We are lucky to have a late winter season com-
pared to back East, so we do take advantage of that,” 
says Hartin. “We order knowing that we are going 
to have at least one multifoot snowfall in one, two 
or three days during the winter that we need to pre-
pare for. Our ordering process is that we are prepared 
to work around the clock when that happens with a 
large inventory of supply so we do not have to worry 
about stopping.” 

Glaser takes a more calculated approach when 
facing the daunting task of snow removal during the 
Iowa winters. The first statistic he looks at is the av-
erage snowfall total from the past three winters in 
Des Moines. 

“In the last four years we have gone above 40 
inches, and the usual average is between 21 inches 
and 33 inches,” says Glaser. “Our annual budget and 
revenue prediction is based on 20 inches of snowfall, 
so anything more than that we are making a profit.” 

A large part of that ordering process for Glaser 
is to make sure he has enough de-icing alternatives 
in supply. Along with salt-based products, Glaser is 
using de-icers with beet or corn bases, or enhanced 
products for extreme weather.

“With such an unpredictable winter storm season 
we have to have a variety of product on deck and 
ready to use,” says Glaser. “Des Moines is not big, but 
our snowfall can be big and we have vast temperature 
changes in a 30-mile radius. There are no excuses out 
here, just solutions.”
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Diaz uses liquid de-icer for about 10% of their 
clients and uses the traditional materials, including 
rock salt as well as salt with brine, for pretreatment 
and regular application purposes.

“70% of snow removal is preparation and the 
other 30% is execution,” says Diaz. “It doesn’t mat-
ter what market you are in, whether it is Chicago or 
Charlotte, that is always the same.” 

CLIENT COMMUNICATION
To increase efficiency in his Des Moines market, Gla-
ser offers his drivers monthly bonuses tied to no truck 
damage, no complaints and no slip-and-fall reports. 

“It takes some innovative tactics to move the bar 
higher for on-site performance,” says Glaser. 

That includes job management software, a picture 
submission process for before and after a job is done 
and a text message system that updates the staff what 
product and materials to use and where. 

“We use text messaging all the time to eliminate 
phone calls where drivers can be distracted. We want 
them to focus on the job, not a phone call,” says Gla-

ser. “It is the office’s job to get everything ready, and 
once winter starts its time for the field operations to 
go to work and we’re here for support.” 

Contacting suppliers both before the winter sea-
son for orders and also as it begins to assure inter-
nal inventory levels are being met gives you peace of 
mind, says Diaz. Once the winter season begins, major 
and large clients should be contacted during extreme 
storms to see if any additional services are needed, 
opening an opportunity for additional revenue. 

“The best thing to do is to explain possible in-
ventory shortages and your processes for emergency 
situations at the front end when you are in contract 
negotiations and the signing phase,” says Diaz. “Set 
expectations early because it is hard to communicate 
that in the middle of a weather emergency without 
causing friction between you and the client. Com-
munication may not melt the ice, but lack of com-
munication can melt a client relationship quickly, if 
not handled the proper way.” 

Rodric Hurdle-Bradford is associate editor for Irrigation & 
Green Industry and can be reached at rodric@igin.com.
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S ometimes clients have a crystal-clear idea 
of what they want out of an outdoor liv-
ing space design, whether it’s an area built 
around visiting with friends on the patio or 

space for the kids to run wild. Other times, however, 
clients come in bursting with different ideas, and it’s 
up to the designer to synthesize them into a cohe-
sive vision. That’s what Kelley Hanna, owner of Plant 
Goddess Landscaping in Pasadena, California, took 
on for clients who had big dreams for the backyard.

Hanna was initially brought onto the project as 
a referral from a neighbor that she had done some 
work for. The area already had a lot of the benefits 
of being surrounded by nature. There was plenty of 
local wildlife and lots of space to work with in de-
sign. The homeowners, who had lived there for about 
40 years without doing much with the green space, 

By Kyle Brown

Solid planning turned a 
complex installation into a 
rain-powered native habitat.
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were looking to develop an outdoor living space that 
embraced those natural aspects, which was a perfect 
fit for Hanna.

“I’m about trying to create awareness and educate 
the homeowner about how we need to plant Califor-
nia native plants and support our local ecosystem,” 
she says. They wanted to support the wild quail found 
in the area as well as pollinators, including the bees 
from several local keepers and monarch butterflies. 

The client was also looking to develop areas to 
grow food, including several olive trees, without in-
stalling a greenhouse. Those were all great goals for 
Hanna, but another angle she was adamant about 
discussing early in the design phase was irrigation. 
The property still used metal sprinklers that hadn’t 
been updated in years and weren’t watering as effec-
tively as they could. “I told them, even though we’re 
going to put in all this landscaping, your water bills 
are going to go down,” she says. 

With other disparate types of landscaping in-
volved, such as oak trees, a native plant meadow and 
water features, the project was a huge challenge. But 
the client was willing to put the money behind Han-

na’s work and stay out of her way as the design came 
together, she said. Hanna credits part of that trust to 
her accumulated experience.

“Now that I’m more seasoned, I tell people, ‘If you 
want a good yard, tell me what you want. Of course, 
I want your input. But then let me do it,’” she says. 
“Because between what’s on paper and what ends up 
happening, I do a ton of field changes as I start to see 
it come together.”

While the work was ongoing, the homeowners 
would bring their grandchildren out to watch the 
boulders being placed or to see the trucks coming in. 

“It really did make it into an entire family experi-
ence for them,” she says. “It was so fun.”

Building a plan
Developing the appropriate irrigation design for 
such a complicated layout wasn’t easy, she says. On 
top of the additions to the landscape, the property 
was already home to several citrus trees that the cli-
ent wasn’t enthusiastic about moving. She placed a 
pergola in the center of the design and split the dif-
ferent landscaping sections into quadrants around it. 

Kelley Hanna took client 
requests for multiple types of 
outdoor living spaces such as 
a space for native plants or 
food-bearing trees and devel-
oped a design to bring them 
together. She included a water 
feature that would support 
pollinators like butterflies. 
Photos: Kelley Hanna



48            Irrigation & Green Industry    October 2021 www.igin.com

CASE STUDY

That allowed her to fine-tune the irrigation zones for 
each area effectively.

“So I had the fruit trees and roses and the Medi-
terraneans in these two areas, and then the coast live 
oaks and the natives here,” she says. 

To make matters more complex, the previous 
irrigation system wasn’t well-mapped, on top of its 
age. Building around the system wasn’t going to be 
an effective option. “I started over,” she says. “It’s too 
big of a project. I didn’t know what kind of pipe was 
down there and how old it was.”

Hanna used the quadrants as guidance for the ir-
rigation installed, whether it was drip line for some 
of the landscaping or rotating spray heads for the 
meadow area. To protect the drip irrigation from the 
wildlife that would be visiting the living space, she 
buried it lightly with a few inches of mulch on top. 

When it came to water features, Hanna used two 
approaches, each with a different purpose. She in-
stalled a double-tiered basin fountain that could be 
enjoyed closer to the patio and house. But out among 
the flowers, she placed what she called a pollinator 
watering station. The fountain is a flat boulder with a 
hole drilled up through the middle with a subgrade 
basin, which allows the water to trickle shallowly 
across the top of the rock. This is safer for pollinators 
like bees and butterflies, which would be in danger of 
falling into the deeper water source. 

Working with nature
The house had so much roof area that Hanna was 
able to use two of the downspouts to direct water 
into a rain garden. While she usually does that kind 
of work on the surface by contouring the land, the 
garden’s pathways were in the way and the client 
didn’t want to use bridges in the design. Hanna used 
a subgrade system with decomposed granite hard-
scaping and drainage paver rolls to direct the water 
throughout the rain garden from the downspouts. 

“It was a lot of labor,” she says, including marking 
beforehand where trees and other elements would be 
placed. “I had to map it out.” Using permeable hard-
scaping in the pathways allowed water to flow with-
out requiring bridges in the design while making the 
most use of rainwater.

For the rain garden, her goal was to slow the col-
lected water down so that it would spread through 
the soil, giving the plants plenty of opportunity to 
gather what they needed and sink it so that it wasn’t 
running across the surface. “I tried to work it so I 
got as much coverage in the yard as I could get,” she 
says. “Because if we get a lot of rain, I can turn those 
stations off for quite a long time and we don’t even 
have to irrigate that area. That way you can really save 
a lot.”

Hanna uses a soil probe regularly to check that 
water is moving through the area efficiently, but the 

Hanna gathered rainwater 
from the downspouts and 
used a subgrade system with 
permeable hardscaping to 
distribute water throughout 
the rain garden. The goal was 
to slow collected water down 
so that it could spread through 
the soil to the plants’ roots.

One of the major goals of the design was to incorporate elements that would support native wild-
life. Hanna used plants that would attract pollinators, and chose shrubs that would provide shel-
ter for a local type of quail. While some wildlife like deer could cause damage to the landscaping, 
she chose species that deer tend to avoid to keep them away from more sensitive plants.

If we get 
enough rain 
and I utilize 
that rainwater, 
you’re going 
to have some 
crazy happy 
California na-
tive plants.
Kelley Hanna, Plant 
Goddess Landscaping
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way the plants have started to thrive in the irrigated space is a solid 
indicator for her as well. “A soil moisture probe is important be-
cause you can’t tell just from the surface,” she says. It allows her to 
get a read for how much moisture is in the soil and if it’s reaching 
the appropriate depth for the trees and other plants. 

“If we get enough rain and I utilize that rainwater, you’re going 
to have some crazy happy California native plants,” Hanna says. 
This approach works best with spongy soil, which will allow the 
water to remain available. A more compact soil like hard clay will 
need a different solution to get water to flow. “It’s all about the soil, 
so when it does rain, the soil will be able to hold on to the water.”

The landscape is teeming with wildlife, Hanna says. While she 
was out taking pictures of the finished project, she spotted two of 
the small wild quail that the homeowner had specifically wanted to 
support with the installation. 

“There are literally wild quail running around in the shrubs, 
which is fantastic,” she says. “There are tons of birds. I’ve even seen 
them nesting in the coast live oaks. There’s tons of hummingbirds. 
I’ve seen them drinking from the fountain.” 

The outdoor living space gets lots of attention from the bees 
maintained by local keepers as well. They’ve even brought neigh-
bors together, as one local keeper noticed that in the mornings his 
charges would often make a beeline straight to the property. At the 
end of the season, he shares some of the honey with Hanna’s clients 

as a kind of payment for providing so many flowers 
for them. 

It turns out that the new irrigation 
system hasn’t quite paid off, as Hanna 

initially said they would be paying a 
lower water bill. But the homeowner’s 
irrigation bill hasn’t gone up, she says. 
They’re watering less than they were 
before the installation with more effi-
cient systems. And in supporting even 

more life in both plants and animals 
while using less water, Hanna sees it as 

getting more for what they were already 
spending.

With the project completed, Hanna is most proud that one of 
the homeowners, who had initially been skeptical of the worth of 
the installation, is out in the garden almost every day, she says. 

“That’s definitely a feather in my cap,” she says. “I’ll drive up 
there in the morning and he’s out in the garden. And I can tell that 
the kids have been over because you’ll see the tracks from the bikes 
on the DG pathways. It’s like a big park for them.”

“I always feel that I’ve achieved something if people who didn’t 
ever go out into their yard are spending all this time outside and 
their quality of life has been enhanced,” she says. “That, to me, is 
just the best.” 

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

The client wanted to support the wild quail 
found in the area as well as pollinators, 
including the bees from several local 
keepers and monarch butterflies.
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When it’s time to winterize 
irrigation systems, don’t 
lose out on profits!

80 CFM of air power in a compact, affordable design! 
Vanair’s Viper air compressors are available in gas and diesel and deliver up to 80 CFM 
and 100 PSI of air power to clear out the lines of the largest irrigation systems. It is compact 
enough to fit into even the smallest pickup truck bed — making them ideal for irrigation and 
hardscaping applications. The portability of the Viper systems allows for easy interchange 
from one vehicle to another and are available with running gear.

Viper Series air compressors offer heavy-duty, compact power, on or off your truck bed, 
and the flexibility that only a transportable unit can offer.

Diesel model shown. Also 
available in gas.

Also Available with DOT 
Trailer or Wheeled Cart 

for Easy Mobility! 
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It’s an old adage, but a true one - if you don’t have the correct equipment, 

you’re on the road to lower profits. The Vanair® Viper Gas and Diesel Rotary 

Screw Air Compressors are designed to deliver continuous air power at just 

the right amount of power to winterize a sprinkler system (80 CFM and 100 

PSI). While you can winterize sprinkler lines by zones, having this continuous 

air eliminates the need to wait for the air compressor to pressurize, saving 

you time and money. Landscapers that also use air spades to aerate roots, 

piercing tools to go under sidewalks, or backfill tampers for hardscaping find 

a durable and versatile tool in the Viper Gas or Diesel Compressor. With the 

Viper series, you only pay for the power you need – just ask Vanair customer, 

Phillip J. Stylianos.

Stylianos says the Viper is powerful enough that “instead of waiting two to 

three minutes to do one zone, we’re doing two of those at once, getting us 

off the property sooner and proceeding to the next location.” Stylianos is  

impressed with the Viper’s nine-gallon internal diesel fuel tank, which “will 

keep us running almost all day long without refilling.”

No sooner did Stylianos start using the Viper and he decided he’d be out-

fitting another truck with a Viper in the future. “After the first day, I told a 

co-worker that we should have gotten this or a few of these a long time ago!”

Vanair® at 800-526-8817 or www.vanair.com

The Right Tool for the Job.
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Grab a cup of coffee with the IA
A mid-morning coffee break can make a big difference in helping you push 
through the day. With the Coffee with the IA webinar series held by the Irrigation 
Association, Fairfax, Virginia, it can also provide background on industry pioneers 
and those who have shaped the IA. The free series, held on Tuesdays from Sept. 28 
through Nov. 2, connects you with industry leaders and IA award recipients. The 
webinars are sponsored by Hunter | Senninger.

During the Sept. 28 webinar, Coleman Garrison, IA government and public 
affairs director, talked with IA President Bryan Wynen and IA CEO Deborah 
Hamlin, CAE, FASAE, about new developments at the IA and a look ahead 
at the 2021 Irrigation Show and Education Week. The discussion provided an 
opportunity to get to know Wynen better and an update on Hamlin’s retirement 
plans for later this year.

October webinars connected with 
industry professionals such as 2021 In-
dustry Achievement Award recipients 
Angelo Mazzei and Jackie Robbins, 
PhD, PE, CID, TSP.

Even more in-depth conversations 
with IA award winners and leaders are 
planned:

• Oct. 19 – Excellence in Educa-
tion Award recipient Florence 
Cassel Sharma, Ph.D.

• Oct. 26 – 2021 Innovator Award 
recipient Reece Andrews

• Nov. 2 – Incoming IA President John Newlin, CIC, CIT, CLIA
The webinars will also be available to watch on the IA’s YouTube channel. Pour 

a cup of coffee and register for the free webinars at www.irrigation.org.

Farwest Show attendees select 
Retailers’ Choice Awards
As part of the Retailers’ Choice Awards, a jury of 
volunteer garden retailers roamed the floor and 
highlighted seven different products that particular-
ly piqued their interest at the 2021 Farwest Show in 
Portland, Oregon.

The awards as chosen by these judges were pre-
sented Aug. 19 at the show in a presentation emceed 
by Christina Salwitz, the personal garden coach. Both 
live goods and hard goods were eligible.

The awards winners were as follows:
• Biological Controls offered by Biobest USA
• SeaCoast Compost Biodynamic compost and 

potting soils produced by SeaCoast Compost
• Biodynamic plants available from Suncrest 

Nurseries
• C Bite Clips available from Thriving Design
• Gard-N-Hook available from Zaydoe Creative
• Kent’s Big Dig shovel available from Gerard’s 

Nursery
• Protective Sleeves available from Farmers De-

fense
Kimono Hydrangea, hybridized in the Nether-

lands by Kolster BV and introduced by Curoplant 
Co., was chosen by voting attendees as the People’s 
Choice winner in the 2021 Farwest Show’s New Vari-
eties Showcase. Kimono was one of 74 new selections 
on display.

“Voter interest in the new selections was strong, as 
it always is,” says Allan Niemi, director of events for 
the Oregon Association of Nurseries, which produces 
the show. “People were excited to see what’s new on 
the market and can give them better performance or 
new design options.”

Kimono Hydrangea offers a unique combination 
of heavy reblooming, compact size, dark foliage and 
flower coloration. It has blooms of white and pink 
florets with red margins sitting atop dark green fo-
liage, all wrapped into a compact package, suitable 
for the modern outdoor space. It prefers part sun and 
is suitable for Zones 5 to 8. It is available from Far-
west Show exhibitors Van Belle Nursery, Walla Walla 
Nursery Co. and GardenScape Nursery Inc.

All of the New Varieties Showcase selections can 
be seen at www.farwestshow.com.

ONLA to award $14,000 in scholarships
The Ohio Nursery & Landscape Association, Westerville, Ohio, will award multi-
ple scholarships for the 2021-2022 school year. These scholarships will go to Ohio 
students pursuing a major in landscape, nursery production or related horticulture 
subject areas at a two- or four-year institution.

The ONLA President’s Scholarship, a $3,000 scholarship, is awarded to one 
college candidate from a pool of applicants, in addition to several $2,000 schol-
arships. Two $500 scholarships are awarded to high school Future Farmers of 
America candidates.
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Technician Week brings 
training to professionals 
virtually
Dozens of landscape irrigation professionals used the 
week of Sept. 13 as an opportunity to expand their 
knowledge during the Fairfax, Virginia-based Irriga-
tion Association’s first Technician Week. The event 
provided a series of virtual classes held in four-hour 
blocks throughout the week with a certified irrigation 
technician exam offered in person on Sept. 17. The 
event was sponsored by BrightView.

The courses, each worth continuing education 
units, included review topics for the Friday exam. 
They included irrigation components, electrical trou-
bleshooting, hydraulic troubleshooting and land-
scape irrigation technician basics.

The in-person exam was offered in Fairfax along 
with four BrightView locations and at Texo Confer-
ence Center in Dallas. In addition to the CIT exam, 
all IA certification exams were offered on Sept. 17.

Find out more about the IA’s education opportu-
nities at www.irrigation.org.

AmericanHort adds team members  
for Cultivate’22
AmericanHort, Columbus, Ohio, brought two team members to the association to 
take the lead on managing Cultivate, the association’s conference. 

Cindy Lee joined AmericanHort in June as exhibit and sponsorship sales man-
ager. She brings more than 15 years of 
industry association and trade show man-
agement experience. Lee is well versed 
in working with exhibitors and sponsors 
through her most recent role as trade show 
manager for Ohio Health Care Associa-
tion, which hosted a similar, large trade 
show held at the Greater Columbus Con-
vention Center. 

Bill Behrens joins AmericanHort 
with more than 20 years at Experience 
Columbus, the city’s Visitor and Conven-
tion Bureau, where he successfully led the 
development and execution of large trade 
shows and events in Columbus and the surrounding region. Behrens knows Cul-
tivate well, having worked directly with AmericanHort on the event during his 
tenure with Experience Columbus and will serve as trade show and event manager.

“With the successful return of in-person Cultivate’21 in July, AmericanHort 
is on track to make the industry’s leading educational and trade show event better 
than ever,” says Ken Fisher, AmericanHort president and CEO. “We are pleased 
to have two experienced and talented people join our team to work with our entire 
staff who are dedicated to making Cultivate’22 a huge success.”

To learn more, visit www.americanhort.org.

Are you bidding on new jobs, seeking new responsibilities or building your client base?  
Certification helps open doors to new opportunities.

Beat the competition

Certification program sponsored by     
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MORE WORK THAN
HOURS IN THE DAY?

Designed & Built For Green Industry Contractors
Streamline your irrigation business & get more jobs out of each day. 

Plus, with mass-scheduling for startups & proximity-based scheduling for 
service calls, you’ll turn days with ‘too much work’ into just another Tuesday.

Order by Dec. 31, 2021 to receive special pricing. 
Visit fieldcentral.com/irrigation-business-software to learn more.
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Three years of success, in three months. 
That’s how quickly HindSite paid for itself when its founder, David Crary, had the software 
custom developed for his irrigation company in Minnesota. 

With results like that, Crary knew it needed to be shared. “That’s why we started HindSite 
Software, it’s the reason FieldCentral is now available to all irrigation businesses. Because we 
believe every business owner deserves more. More revenue, and more time to enjoy the life 
they’ve built.” 

Getting More. It’s Happening.
“We started using FieldCentral more than 3 years ago and getting to work alongside 
HindSite’s very knowledgeable staff has been great.” says Tyler Burnell, General Manager 
of Burtro Lawn Sprinklers, in Ontario. “Our business has changed dramatically since 
implementing FieldCentral,” Burnell added. “From easily gathering customer’s info with a 
few clicks, to our technicians being able to view site history to simply knowing where our 
technicians are at any given time, has freed up time to focus on business development and 
growth.”  

Not Just Keeping Up... Growing Together
Getting more done each day, being freed from office tedium, is drawing contractors to 
FieldCentral. It means green industry companies like Burtro can focus on the future. “We 
look forward to continuing our relationship with the HindSite team and seeing the new 
features they’re [developing] in FieldCentral.”
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1 Marbella LED luminaire. Sun Valley 
Lighting, Palmdale, California, intro-
duced the Marbella LED luminaire 

for street and public area lighting. The 
fixture is offered in three models: post top, 
arm mount and wall mount, all featuring 
curving details reminiscent of traditional 
European lanterns.

Marbella fixtures are available in three 
sizes that feature consistent styling and 
optics across the family line. Three diffusers 
and nine distribution patterns are available; 
diffusers include lens free, clear-patterned 
acrylic lens and white acrylic lens. 

The luminaire is available in three LED 
packages: 20, 36 and 48 LEDs, with CCTs 
that range from 3000K to 5000K, along 
with amber. The luminaire is available in 
a selection of standard textured finishes: 
black, white, grey, dark bronze and green, 
along with custom colors.

Sun Valley Lighting 
www.usaltg.com

2 Frost free sillcock. Matco-Norca, 
Brewster, New York, released its 
new Aztec frost free anti-siphon 

sillcocks. There are three types available: 
the AZ212LF lead free Aztec frost free 
sillcock, the AZ212PXCELF lead free Az-
tec cold expansion PEX frost free sillcock 
and the AZ212PXLF lead free Aztec PEX 
frost free sillcock.

The AZ212 sillcock connections are 
available in ½-inch MIP/½-inch Solder, 
½-inch PEX F1807, and ½-inch PEX 
F1960 (cold expansion). All variations are 
available in sizes from 4 inches to 1 foot. 
They come with graphite packing and a 
self-draining vacuum breaker, and they all 
have a temperature rating maximum of 160 
degrees Fahrenheit. 

They are NSF-61 and NSF-372 
approved and are all in compliance with 
cUPC, ASSE 1019 2011, ASSME 
A112.1.1 2018/CSA B125.1 2018.

Matco-Norca 
www.matco-norca.com

SUPPLIER IN THE NEWS
Milwaukee Tool to build new manufacturing facility in Mississippi
Milwaukee Tool, Milwaukee, Wisconsin, will expand its foot-
print in the United States with a new manufacturing facility 
in Clinton, Mississippi. Anticipated to open in November 
2021, this new facility will accommodate increased capacity 
for the company’s growing business. The project is a more than 
$7 million corporate investment and is part of the company’s 
recent commitment to creating 1,200 jobs in Mississippi.

Milwaukee will invest more than $7 million to establish the 
new 357,000 square-foot facility which will act as an expan-
sion of the company’s current facility in Jackson, Mississippi. 
During the last decade, the company has grown their employee 
headcount in the state from 526 in 2010, to more than 3,659 
in 2021.

“At the core of everything we do at Milwaukee Tool is 
our dedication to delivering disruptive solutions that drive 

enhanced safety 
and productivity 
for our users,” says 
Steve Richman, 
Milwaukee Tool 
Group president. 
“The new Clinton 
facility, as well as our ongoing investments in U.S. operations 
and manufacturing, are critical to ensuring we can continu-
ously deliver this innovation to our end users and distribution 
partners with speed and agility.”

The company last expanded in Mississippi in April and is 
announcing plans to construct a facility in Grenada. With that 
expansion, the company committed to creating 1,200 overall 
jobs in the region within eight years.

3 Grapples and new compact tractor. 
Wendell, North Carolina-based Kioti 
Tractor, a division of Daedong-USA 

Inc., released a new line of grapples and 
new CX2510 HST Cab model. 

The new line of grapples includes three 
compact and three standard-duty grapple 
rake models. Widths range from 48 to 
72 inches and jaw openings between 30 
and 41 inches. Each model is made with 
AR400 steel teeth. The lightweight yet 
durable attachments range in weight from 
216 to 476 pounds.

The CX2510 HST Cab compact tractor 
has the added perk of a factory-installed 
full-size cab with air conditioning and heat, 
allowing operators to perform tasks com-
fortably throughout the year. The CX2510 
HST Cab also comes equipped with tilt 
steering, an illuminated dashboard and an 
adjustable premium suspension seat with 
dual armrests.

Kioti Tractor 
www.kioti.com 

MATERIAL SPECIFICATIONS

DIMENSIONS

No. Part Material
1 Bolt Stainless Steel 304
2 Handle Aluminum Rubber Coated
3 Packing Nut Brass C37700
4 Packing Graphite
5 Bonnet Brass C46400

6,15,18 Packing POM M90
7 Stem Brass C46400
8 Stem Pipe Copper C12200
9 Seat Holder Brass C46400

10 Seat Packing Rubber (NBR) SN-719F
11 Screw Stainless Steel 304
12 Body Cast Bronze C89844
13 Pipe Copper C12200
14 Nipple Brass C46400

16,19,22 Packing Rubber (NBR) SN-719F
17 Hose Bonnet Brass C46400
20 Middle Body Brass C46400
21 Washer Forged Brass C26000
23 Spring Seat POM M90
24 Spring Stainless Steel 304
25 Hose Body Brass C46400
26 Safety Plug Paper Carton

Part # Size D H
Closed

H
Open L

AZ212004LF 4” 2.52 9.16 9.41 4.14
AZ212006LF 6” 2.52 11.17 11.42 4.14
AZ212008LF 8” 2.52 13.18 13.43 4.14
AZ212010LF 10” 2.52 15.18 15.44 4.14
AZ212012LF 12” 2.52 17.19 17.45 4.14

AZ212LF Aztec Frost Free Sillcock
Specification Sheet

FEATURES & BENEFITS
• Frost Free Sillcock-Anti-Siphon
• Graphite Packing
• With Self Draining Vacuum Breaker
• NSF-61 & NSF 372 Approved
• Compliance with cUPC, ASSE 1019-2011,

ASSME A112.1.1-2018/CSA B125.1-2018
• Temperature Rating Max. 160°F
• Pressure Rating Max. 125°F
• Hose x 1/2” MIP / 1/2” Solder
• Sizes 4” - 12”
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toll free: 800.441.3573    
eMail: bioplex@earthlink.net
order on-line: bio-plex.com

One Product... COMPLETE
Plant - Soil - Root

AGRONOMICS

Florasearch, Inc.
In our third decade of performing confidential key employee searches 
for the landscape and irrigation industries and allied trades world-
wide. Retained basis only. Candidate contact encouraged, confidential 
and always free.

Florasearch, Inc.
1740 Lake Markham Road  |  Sanford, FL 32771

Ph: 407-320-8177  |  Fax: 407-320-8083
Email: search@florasearch.com  |  Website: www.florasearch.com

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

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

- Doug Matthews, Logan Simpson Design

Why choose BOWSMiTH 
NonStop® Emitters?

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

No Call Backs!

Best in the World Against Clogging
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Shades of Green, a design, build and education firm based in Atlanta, offers three 
sustainable tips for using rainfall to supplement irrigation. 

1  Choose the appropriate plants. Choosing plants that are well-adapted to 
your landscape’s conditions sets them up to thrive without irrigation. This 

also includes planting smaller trees and shrubs so they need less water to establish. 
For example, many native plants thrive in soils without amendments or fertilizers 
and have evolved for the natural amount of rainfall in their native range, meaning 
less inputs.

2  Build swales and rain gardens. Swales are basins with a berm on the 
downhill side that allow the water to slow down and distribute, and rain 

gardens are basins in the ground that receive water and allow it to infiltrate into 
the soil. Rain gardens can be planted with lots of beautiful and hardy plants that 
can take both flood and drought, and the deep roots help more water sink into the 
ground to replenish groundwater and aquifers.

3  Train soil to retain moisture. Keeping soil covered with low-growing 
groundcovers helps keep the soil from quickly dehydrating in the summer 

heat and also helps suppress weeds. When establishing plants, watering deeply 
and less frequently at the right times of day encourages deeper root systems that 
can access water during drought, making them more resilient.

3 sustainable tips for watering landscapes

8 tips to help prepare ahead of storms, 
hurricanes and floods

Weather today can be challenging, and 
the Outdoor Power Equipment Insti-
tute, Alexandria, Virginia, reminds home 
and business owners that it’s important 
to make sure you have the right outdoor 
power equipment on hand and are pre-
pared before a storm, hurricane or flood.

1. Make a list of what you need to 
clean up. Survey your property. Consid-
er the damage a storm might cause and 

make a list of what tools might be needed for repairs. You might 
need a chainsaw, pole pruner, water pump, portable generator, snow 
thrower or utility vehicle.

2. Take stock of your outdoor power equipment. Make sure 
equipment is in good working order. If needed, take your equipment 
to an authorized service center for maintenance or repair. After the 
storm, take time to think through a strategy for clean-up efforts, and 
use the appropriate equipment for the job. If necessary, call a profes-
sional landscape contractor or tree care service.

3. Find your safety gear. Avoid the scramble for sturdy shoes, 
safety goggles, hard hats, reflective clothing and work gloves, which 
should be stored in an accessible area with your equipment.

4. Have the right fuel on hand. Fuel stations may be closed after 
a storm, so it’s important to have the proper fuel for your equipment. 
Store your fuel in an approved container. Use the type of fuel recom-
mended by your equipment manufacturer. It is illegal to use any fuel 
with more than 10% ethanol in outdoor power equipment.

5. Keep batteries charged. Make sure batteries for your equip-
ment are fully charged in advance of a storm, and only used charging 
systems approved by the equipment’s manufacturer. Keep a couple of 
extra batteries on hand to keep equipment running.

6. Trim trees safely. Keep both feet firmly on the ground and 
observe the safety zone, which means keeping bystanders and pow-
er lines, including those above you and any that might have fallen 
down, at least 50 feet away from your work area. Ensure portable 
electric generators have plenty of ventilation. 

7. Generators should never be used in an enclosed area or 
placed inside a home or garage, even if the windows or doors are 
open. Place the generator outside and away from windows, doors and 
vents that could allow carbon monoxide to come indoors. Keep the 
generator dry, and make sure you have adequate lengths of extension 
cords. Before refueling, turn the generator off and let it cool down.

8. Be aware of others. Keep bystanders, children and animals out 
of your work area. Do not allow other people near outdoor power 
equipment when starting the equipment or using it.

A steady hand
With the return of in-person con-
ferences this year, professionals will 
be eager to reconnect with old industry 
friends with a hearty handshake. But if you’d 
prefer to keep your distance, you’ve still got plenty of 
options. Here are a few collected by the Earle Brown 
Heritage Center, Minneapolis, Minnesota, that will 
also help prevent the spread of germs:
• wave – Waving to someone from afar shows enthu-

siasm, while a simple hand-raise in closer quarters 
shows your desire to greet them personally without 
breaking the boundaries of social distancing. 

• all-good head nod – A brief nod of the head is ide-
al in more formal professional situations or when 
being introduced to many people in sequence. 

• air-five – While maintaining proper social dis-
tancing, simply pretend to high-five your acquain-
tance. This gesture is best used in moments of cel-
ebration or victory, like scoring a goal or nailing a 
presentation.

Did you know? 
Known for their head-turning 
hues, featuring color combinations 
of green, yellow, pink, red and 
maroon, Coleus is the most 
popular shade plant across the 
U.S., according to Google Trends 
analyzed by Breck’s, a nursery 
supplier based in Guilford, Indiana. 



EwingIrrigation.com

Partnering with Ewing and becoming a ProAdvantage Member can help 
strengthen your business by providing you access to resources and solutions. 

LEAN ON US 
FOR YOUR BUSINESS NEEDS

Learn more about Ewing and the ProAdvantage Program 
by going to EwingIrrigation.com/ProAdvantage or by 
scanning this QR code. 

n The Value Builder SystemTM - The Value Builder Program through ProAdvantage helps contractors determine  
 the value of their business. 

n Synchrony Homeowner Financing – Offering landscape contractor companies options to extend homeowners  
 financing for their projects. 

n Ewing Education Webinars – Courses for landscape business on a range of topics from Human Resources to  
 Continued Education Credits/Units. 

n ProAdvantage Points – Earn 1 point for every $1 spent to redeem for gift cards, travel, events, a shopping portal  
 and much more.



waclandscapelighting.com

5111
Output: 45 to 365 lm 
Voltage: 12v
Finishes: Black, Bronze
Construction: Brass, 
Aluminum 

5011 / 5012
Output: 50-1160 lm
Voltage: 12v, 120v 
Finishes: Black, Bronze
Construction: Brass,
Aluminum 
 

DREAM IT, SOLVE IT

ACCENT FIXTURES

Grand Accent Mini AccentAccent

5211 / 5212
Output: 740-2000 lm 
Voltage: 12v, 120v 
Finishes: Black, Bronze
Construction: Brass, 
Aluminum 

P E R F ECT
EVERY TIME

Adjustable Beam Angles

Adjustable & Continuous Lumen Output

Multiple Kelvin Temperature options
(2700K, 3000K & 4000K)
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