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“Are you having a 
difficult time finding 
legal workers? Let us 
help you get the labor 
force that you need, just 
as we have for hundreds 
of other companies.”

Robert Kershaw
Attorney at Law,
The Kershaw Law Firm PC

Legal foreign workers with 
H2B visas may be the answer 

to your labor needs!
*Flat rate per application paid in advance, or pay installments of $2,000.00 
down, with three installments of $900.00. Does not include bus fare, USCIS 
(DHS) fees, Fed-Ex fees, required newspaper ads, foreign processing & 
consulate fees, nor foreign recruiting fees.

The Kershaw Law Firm PC, 3355 Bee Caves Rd. Suite #307, Austin, TX 78746 
Office: 512.347.0007,1.855.321.0077, Fax: 512.347.0009, www.workvisasusa.com 

E-mail: robert.kershaw@kershawlaw.com
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H2B Visas 
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TALL GRASS WILL SOIL ITSELF.
There was a time when overgrown turf could parade around like a county fair pageant 
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Thank you

Chuck Bowen
Cdiior | Lawn & Landscape

I’d like to say 

thank you 

to an entire 

industry for 

allowing me 

the good 

fortune to 

write and talk 

and visit with 

you for the 

last several 

years.

I
’ve spent the last 10 years working as an 
editor here at GIE Media. I came from 
working as a daily newspaper reporter 
to a business-to-business publishing company 

with no knowledge of what “business-to- 
business publishing” even meant, but I knew 
I liked to write and to ask people questions.

When I came in for my first interview, I 
remember waiting at the receptionist’s desk 
and reading over the titles of all the magazines 
GIE Media published, including one called 
Snow Magazine. I had worked at my family’s 
parking lot business in the winter clearing 
snow, so I knew the basics of wind rowing 
and staying up all night in the cold and dark.

“How can you publish a magazine entirely 
about clearing snow?” I thought. “It’s not 
that complicated. What would you even 
write about?”

I now sit next to the editor of Snow Maga­
zine, and I’ve learned that they write about 
a lot of stuff that goes far beyond my main 
questions as a newbie plow driver, which were 
mostly: “What coffee place is open at 3 a.m.” 
and “Did I remember to put all my Tom Petty 
CDs in the truck?”

In the last decade that I’ve spent here, first 
a year with PCT magazine and then 9 with 
Lawn & Landscape, I’ve continued to learn

a lot, and I have been helped by more people 
than I can count. But after 10 years with GIE 
Media, this will be the last time you see my 
head shot in this column. Starting in August, 
I’ll be joining the Outdoor Power Equipment 
Institute (OPEI) as its vice president of com­
munications.

Every month I send a stack of thank-you 
notes to people who have helped get the issue 
out the door. Now it’s me who’s headed out 
the door, and so I’d like to use this column as 
a way to say thank you to an entire company 
— and industry - for allowing me the good 
fortune to write and talk and visit with you 
for the last several years.

I’m so grateful for all the experiences I’ve 
had in this industry, and all that I’ve learned. 
I’ve raced go-karts at Briggs & Stratton’s pri­
vate track at Road America, run new UTVs 
through fresh powder at Lake Tahoe and hung 
out on the beach in the Bahamas talking shop 
with landscapers.

All that was fun, but what I’m most proud 
of are the emails and calls and letters I get 
from contractors all across the country who 
tell me that some story or report or research 
we published has helped them solve a problem 
or improve their business. During the Great 
Recession, a landscaper in Wisconsin wrote

Mutole
Leading business media for landscape contractors.
5811 Canal Rd., Valley View, OH, 44125
Phone: 800-456-0707 Editorial Fax: 216-651-0830 Subscriptions & Classifieds: 800-456-0707 media

EDITORIAL
chuck bowen cbowen@gie.net
BRIAN HORN bhorn@gie.net
KATIE TUTTLE ktuttle@gie.net
KATE SPIRGEN kspirgen@gie.net
marty grunder mgrunder@giemedia.com
jim huston & rprses jhuston@giemedia.com
bruce wilson bwilson@giemedia.com
BROOKE BATES
KRISTEN HAMPSHIRE

CREATIVE
JUSTIN armburger jarmburger@gie.net

ADVERTISING/PRODUCTION INQUIRIES
jodi SHiPLEYjshipley@gie.net

SALES
DAVID SZY ;SHER dszy@gie.net
DAN heberlein dheberlein@gie.net
TRACI MUELLER tmueller@gie.net
gage Roberts groberts@gie.net
TED SCHULD tschuld@gie.net
BONNIE VELIKONYA bvelikonya@gie.net

CORPORATE
RICHARD FOSTER
CHRIS FOSTER S1DENTANDŒO
DAN MORELAND f XECUTIVE VICE PRESIDENT
JAMES R. KEEFE CUTIVE VICE PRESIDENT
CHRISTINA WARNER AUDIENCE DEVELOPMENÏ 
MARIA MILLER XT MANAGER
KELLY ORZECH
IRENE SWEENEY CORPORA! I S MANAGER
MICHELLE WISNIEWSKI
KEVIN GILBRIDE ÎUSINESS MANAGER, GIE VEN

LAWN & LANDSCAPE MARKET INSIGHT COUNCIL BILL ARMAN & ED LAFLAMME, The Harvest Group; ANDREW BLANCHFORD, Blanchford Landscape Contractors, Bozeman, Mont.; KURT BLAND, Bland Landscaping, Apex, N.C.; BENTON FORET, Chackbay 
Nursery & Landscaping/Foret Land and Tree, Thibodaux, La.; JOHN GIBSON, Swingle Lawn & Tree Care, Denver; BOB GROVER, Pacific Landscape Management, Hillsboro, Ore.; MARTY GRUNDER, Grunder Landscaping and Marty Grunder Inc., Miamisburg, Ohio; 
JIM HUSTON, J.R. Huston Enterprises, Englewood, Colo.; BRAD JOHNSON, Lawn America of Tulsa, Tulsa, Okla.; JESUS "CHUY" MEDRANO, CoCal Landscape, Denver; TAYLOR MILLIKEN, Elite Landscape Company, Hendersonville, Tenn.; RICHARD RESTUCCIA, 
Jain Irrigation, Fresno, Calif.; PHIL SARROS, Sarros Landscaping, Cumming, Ga.; JERRY SCHILL, Sehili Grounds Management, North Ridgeville, Ohio

6 JUNE 2017 I LAWNANDLANDSCAPE.COM

mailto:cbowen%40gie.net
mailto:cbowen%40gie.net
mailto:bhorn%40gie.net
mailto:ktuttle%40gie.net
mailto:kspirgen%40gie.net
mailto:mgrunder%40giemedia.com
mailto:jhuston%40giemedia.com
mailto:bwilson%40giemedia.com
mailto:jarmburger%40gie.net
mailto:SHiPLEYjshipley%40gie.net
mailto:dszy%40gie.net
mailto:dheberlein%40gie.net
mailto:tmueller%40gie.net
mailto:groberts%40gie.net
mailto:tschuld%40gie.net
mailto:bvelikonya%40gie.net
LAWNANDLANDSCAPE.COM


COMMERCIAL 
GRADE POWER

B FUEL AND
MAINTENANCE
SAVINGS

The Most Powerful 
Cordless Commercial 
Tools on the Market

Find out more at www.greenworkscommercial.com

http://www.greenworkscommercial.com


iimoics insight
O cbowen@gie.net

How can you have 

an entire magazine 

about mowing lawns? 

Simple: The magazine 

isn’t about mowing 

lawns. It’s about the 

people who work 

every day in the 

industry to make it 

better. That’s what 

makes this industry 

so special, and that’s 

what I am so grateful 

to have been a part of.

me to say that the positive messages we had in our magazine 
encouraged him to stick with his business and not give up, 
even though it felt like the entire world was falling apart.

And I’m proud of the team I get to work with - and all 
the folks I have worked with - here at GIE. I know I’m 
biased, but I think we have the smartest, most talented, most 

creative, most ambitious and most tenacious 
group of editors, designers, salespeople and 
support staff in the business. I couldn’t ask for 
a better group of people to work with each day.

When I started here at GIE, I came in 
thinking of myself as a reporter: I asked people 
questions, I wrote down what they said and 
then I put it together into a story. Ten years 
later, and thanks to the support of the team at 
GIE Media, I get to do that and so much more.

As the editor, I often hear from people like 
that contractor in Wisconsin, about how Lawn 
& Landscape has helped them.

But as much as our magazine has helped 
them, the people in the landscape industry have 
helped me even more. You all have shown me 
that an entrepreneur can overcome tremendous 

challenges to build something strong and long-lasting. 
You’ve shown me that a public greenspace can be a place of 
healing and rejuvenation. You’ve shown me that with the 
right equipment and some ingenuity, a team of dedicated 
people can build something much larger than themselves.

You have opened up your offices and your trucks to me. 
But more than that, you’ve opened up your hearts. I’ve heard 
terrible stories of theft, loss and sometimes death. I’ve writ­
ten stories honoring the achievements of contractors who 
have changed the industry for the better. I’ve talked with 
landscapers who have built multi-million dollar businesses 
only to see them crumble into bankruptcy. And I’ve also 
been able to help celebrate those companies coming back
from nothing to rebuild.

How can you have an entire magazine about mowing 
lawns? Simple: The magazine isn’t about mowing lawns.

The magazine is about the people - each of the landscap­
ers, lawn care operators, hardscapers, educators, equipment 
dealers, distributors, engineers, suppliers, association execu­
tives and salespeople — who work every day to make it better. 
That’s what makes this industry so special, and that’s what 
I am so grateful to have been a part of.

This summer my family and I will move to northern 
Virginia and start a new adventure. In my new role with 
OPEI, I’ll still be around the industry, and I hope our paths 
will continue to cross. Once again, good luck out there.

And thank you. — Chuck Bowen ©
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A new chapter
Martha Hill is leaving the world of horticulture education after 

three decades at Hinds Community College. By Brian Horn

fter spending more than 30 
years teaching students about 
the green industry, Martha 
Hill is calling it a day. But the

chair of the Landscape Management 
Department at Hinds Community 
College in Raymond, Mississippi, and 
2014 Lawn & Landscape Leadership 
Award winner says she won’t be leaving 
the industry completely.

After starting Hinds’ program from 
scratch in 1986 and spending countless

hours helping students and promoting 
the industry as a career to them, Hill will 
take some down time. Then she’ll look 
for part-time work in the industry and 
stay active with the National Association 
of Landscape Professionals (NALP).

“I’m not going be sitting on a beach,” 
Hill says. “I’m going to take about a year 
off. My mother is 95. I need to spend 
some time with her. I have four nieces 
and nephews getting married next year 
and three of them are in the same family,

UPGRADE TO THE ALL NEW

AGITATOR

Featured on the 2017 Triumph, 
the revolutionary BREAK 
Agitator is guaranteed to reduce 
clogging of your LESCO® or 
PermaGreen™ 3-hole spreader or 
your money back.

Visit permagreen.com to see for 
yourself why PermaGreen is the 
GOLD STANDARD of spreaders

TAKE THE 60-DAY CHALLENGE
TRY THE PERMAGREEN ON YOUR TOUGHEST PROPERTIES 
FOR 60 DAYS. IF YOU DON’T LOVE IT, WE’LL BUY IT BACK!

CALL FOR DEALER LOCATIONS & REGISTER TO WIN A TRIUMPH

800.346.2001 permagreen.com
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3M SAFETY GEAR
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SAFETY MONTH

June Safety Month is your chance to stock up on protective gear 
that helps you get the job done. Visit 3M.com/SafetyGiveaway 

and you could win $1,000 worth of 3M Safety Products.

NO PURCHASE NECESSARY TO ENTER OR WIN. Open only to legal residents of the 50 US/DC, 18+ (19+ NE & AL, 21 + MS). 
Void where prohibited. Sweepstakes ends 11:59:59 p.m. CT on 7/15/17. Subject to the Official Rules available at 
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3M™ WorkTunes™ Wireless Hearing Protector
Gearing up for a busy summer? Make safety work for you with 
trusted hearing protection that cordlessly streams your favorite 
sports, music and more. It’s the easy and fun way to protect 
your hearing on the job.

$ Bluetooth

© 3M 2017. All rights reserved. 3M and WorkTunes are trademarks of 3M. The Bluetooth word mark and logo 
are registered trademarks owned by Bluetooth SIG, Inc. and any use of-such marks by 3M is under license.



so my brother and his wife are 
pulling their hair out.”

L&L caught up with Hill to 
find out why she is moving on 
from education, what lessons 
she’s learned and her thoughts 
on the state of horticulture 
programs.

Lawn & Landscape: Why did
you decide to retire now? 
Martha Hill: I know that there 
is a lot of opportunity in this 
state for training our industry. 
I’ve had quite a few of my col­
leagues and former students who 
own companies - they would 
be interested in hiring me to do 
training in their business.

I think that would be a great

opportunity because I stay in the 
loop with education.

Also, I’m looking forward to 
working with NALP’s accredita­
tion teams - visiting teams that 
go and visit with schools when 
they want to be accredited.

There are site teams that go 
into colleges and review curricu­
lum and meet with administra­
tors and advisory committees 
and faculty and students.

I’m looking forward to doing 
that with NALP because I’ve 
been through accreditation a few 
times myself.

I know what is involved in 
it and I assisted with rewriting 
the accreditation guidelines for 
NALP along with Randey Wall

and a committee. I still believe 
in that. I’m still fired up about 
the landscape industry, not only 
in Mississippi, but nationally.

We’re at such a critical point 
with a lot of educational pro­
grams to grow them, but to 
also provide what the industry 
needs as far as employees, so the 
need is out there. Our phones 
are ringing off the wall with job 
opportunities.

L&L: What’s been your favorite 
memory from your career?
MH: I’ve always said when you 
have a student that comes in 
your program that really doesn’t 
understand what the industry is 
about and what the potential is,

and when they go to conven­
tions and seminars and they 
start learning what the industry 
is about and the light bulb 
comes on.

It’s so rewarding. You’ve 
made an impact on a student 
when that happens.

We hosted our first reunion 
of our graduates and former stu­
dents this past February and that 
was a phenomenal event.

Those former students got up 
at our dinner and talked about 
the impact that this program 
has had on them from tak­
ing them to places they never 
would’ve dreamed of going 
like to the (National Collegiate 
Landscape Competition) or the

^Atl
antic

ATLANTIC WATER GARDENS
TIDALWAVE TT-SERIES PUMPS

Asynchronous Pumps combine the efficiency of Magnetic Induction with the power 
of Direct Drive geometry, keeping operating and ownership costs to a minimum

Atlantic TT-Series pump more water for less watts regardless of water chemistry, 
making them the ideal choice for water gardens

Compact design fits the tightest pump chambers, perfect for vertical and 
multiple pump applications

Excellent resistance to fouling in hard water environments and simple 
maintenance keeps pumps running in adverse conditions

Ribs and large openings in pre-filter and handle provide tremendous surface 
area for greater clog resistance, decreasing upkeep and increasing pump life
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FOR CALIFORNIA

CIVltAS

WEEDfree
BRAND TM

Concentrate

There's a new and 
better way to kill weeds:

Corner the weed-free market with 
this affordable and effective hybrid 
selective herbicide.

CIVITAS WEEDfree BRAND " Concentrate
kills more than 60 listed broadleaf weeds without 
harming lawns.' The innovative Microtechnology 
enables the product to penetrate more efficiently into 
broadleaf weeds, resulting in no offensive odor and 
significantly less active ingredients required to kill 
weeds right down to the root.

GIE+EXPO. There was a 65-year- 
old man who got up at the dinner, 
an African-American man, and 
he talked about how he grew up 
on the plantation and he never 
dreamed he would get a college 
education, but again, he never 
dreamed that he would get to go 
to Washington, D.C., and stand 
in front of the White House.

Apparently when we were in 
the (NCLC) competition one 
year, we toured D.C. and he got 
to do that and that just blew his 
mind. Never in a million years 
did he dream that he would 
do that.

■y
g

Take advantage of the first hybrid selective 
herbicide featuring Microtechnology. Stake your 
claim for a better solution with CIVITAS WEEDfree 

BRAND Concentrate today.

intellioro
Smarter growth for a better world

* Compared with other products using the same actives. 
' Important: Do not apply to Bentgrass and Floratam. 

See full list of controlled weeds and use directions on peel away label.
Patent(s): www.suncor.com/patents 

™Trademark of Suncor Energy inc. Used under license.

L&L: What have you learned from 
your students?
MH: Sometimes you have to sit 
back and realize you don’t know 
what happens to that person 
sitting in your classroom right 
before they walked into your 
classroom.

They have lives beyond the 
classroom and educators some­
times have a hard time remem­
bering that.

But through counseling stu­
dents through all kinds of issues 
from marriage problems to work 
problems to employee problems, 
financial problems, even abuse 
and drug and alcohol abuse, you 
never know what someone goes 
through before they walk in your 
classroom.

That’s one lesson that I learned 
early on and to be flexible and 
to be supportive of those people 
because sometimes they may not 
have the support anywhere else.

L&L: What would you have 
changed or done differently in 
your career?
MH: I don’t know that I could’ve 
personally done this. I mean we

Ai “...YOU NEVER KNOW 
WHAT SOMEONE GOES

THROUGH BEFORE THEY WALK 
IN YOUR CLASSROOM.”
- Martha Hill, Hinds Community College

tried, but I wish we could’ve had 
more options in our department 
for students like horticulture, golf 
and sports turf management.

We didn’t pursue those when 
we probably should have and we 
missed the boat. Not that it’s not 
too late to bring them on now, 
but I wish we had done that 
years ago.

L&L: What would you say about 
the state of horticulture programs 
in 2017?
MH: I think it is very bright. I 
think that we have an oppor-
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tunity ahead of us to grow the 
industry.

The sky is the limit still and 
with some concerted efforts from 
our professional organizations 
that I’m seeing, I think we’ve 
got a lot of potential to grow the 
industry and find those niches

that we can get students funneled 
to our programs in education and 
ultimately to our company.

Not everybody is cut out to 
be in college or go to school and 
there’s still a place for them in 
the landscape industry. That’s 
one thing if I had stayed here,

COIrMET
Largest Manufacturer Of Commercial 

Grade Steel Landscape Edging

800.829.8225
sales@colmet.com

colmet.com
2017 COLLIER METAL SPECIALTIES LTD. 

SINCE 1957
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LebanonTurf

Best of all Worlds®
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and I hope that Mississippi will 
do this, we need to develop a 
vocational program, a career cer­
tificate program for the non-high 
school graduates to come in and 
just get some basic knowledge 
and some life skills and get them 
out to work.

That could be a one semester 
15-hour program where they 
can maybe even work with an 
internship or an apprenticeship 
program.

I think that would be a plus 
to the educational side and then 
a plus for the companies that 
hire those folks as well. I think

we’re past the lowest point of 
that downturn. I think we’re 
coming back. Just in looking at 
the number of people who have 
inquired about our program ... 
and we ask them their top three 
majors.

When I get that report, my 
numbers are going up on that 
report every month, so that’s a 
good sign.

I think that the industry fi­
nally stepped up to the plate and 
we’re seeing some changes and 
some focus finally be put on our 
industry that are going to help 
us in education.

SOCIAL MEDIA 
THE RIGHT WAY
Two industry contractors give some tips on 
how to use the communication tool to attract 
employees and clients. By Brian Horn

T
imothee Sallin was sitting 

at home one night watch­
ing TV and working on his 
Chromebook when a mes­
sage popped up via his Facebook 

Messenger. The message said 
“Hola.” One of his Hispanic 
workers found him on Facebook 
and shot him a message.

That one message opened a 
whole new way for the president 
of CherryLake, a landscaping 
company and nursery based in 
Groveland, Florida, to commu­
nicate with his H-2B workers in

the offseason. “We don’t issue 
email addresses to them, but 
they are all on Facebook,” Sal­
lin says. “They are active on it.”

Sallin and Rick Orr, owner of 
APL Lawn Spraying in Tampa, 
were part of a panel discussion 
on social media at the annual 
meeting for the Turf and Or­
namental Communicators As­
sociation.

They were joined by Brandon 
Richey, superintendent at Lake 
Nona Golf & Country Club in 
Orlando and Matt Bruderek
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Wouldn't you rather have and?

Why limit yourself to 
fertilizer or weed control? 
Why settle for killing weeds 
before or after they appear?

At LebanonTurf, we don't like or. 
We like and. As in fertilizer and 
pre- and post-emergent weed 
control—all in one.

And with ProScape® 
fertilizer and weed-control 
solutions, you get to save 
time and money.

LebanonTurf

ProScape 19-0-6 MESA® AND Dimension® AND Lockup™ 

ProScape 19-0-6 MESA® AND Dimension® AND Confront® 3
Best of All Worlds

LebanonTurf.com 1-800-233-0628
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LMDER
For more news, visit 
Lawnandlandscape.com

Orlando City FC head ground­
skeeper. Orr, who also operates 
iloveturf.com, says he jumped 
into the social media world to 
help the public with lawn care 
questions they had.

He approaches social media 
and the website in a similar way 
to advice he once received: if 
you want to make money off 
the internet, then give away 
something for free.

“The one thing I could give 
away was information,” he says. 
After people read the articles 
on his website, “The phone 
calls that came in weren’t ‘how 
much do you charge?’ It was, ‘I 
read your website. When can

© “THE PHONE CALLS 
THAT CAME IN WEREN’T 

’HOW MUCH DO YOU CHARGE?’
IT WAS, 1 READ YOUR WEBSITE, 
WHEN CAN YOU START 
SPRAYING MY LAWN?”’
- Rick Orr, APL Lawn Spraying

you start spraying my lawn?’ It 
served as a great customer filter.”

Not only have Sallin and 
his marketing team used social 
media to develop relationships 
with his workers, but they’ve 
also used it to promote the pro­
fessionalism of the company.

He wants potential employ­
ees to look at his company as 
more than a landscaping com­
pany, so they post photos of 
strategic meetings and stand­
ing desks to showcase that.

“That’s made a huge differ­
ence,” he says. “We have com­
pletely changed the profile of 
the people that come and apply 
for a job. It’s huge.”

While Sallin has a market­
ing team to help him manage 
social media, Orr is on his own, 
and that means it’s up to him 
to deal with those who attack 
him. He’s gotten criticism from 
people who want to remove 
lawns and replace them with 
places to grow food.

But Orr must remember that 
the way he responds to these 
critics will be seen by everyone. 
It also sums up the way he ap­
proaches all communication 
online.

“It’s social media. Have con­
versations with people,” he says. 
“No name calling. Be respect­
ful.” L&L

HistRway
Outdoor Insect Control

BECOME ft
DEALER TODAY!
Sell and service our 
innovative misting systems 
that effectively control 
mosquitos and other 
annoying flying insects.

1-866 485-7255 J
WWWMISTRWRY.COM/GOODBIZ

Turn Mosquitoes 
into Recurring 

Revenues!
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TORO’ DINGO*
71717 NARROW-TRACK

WIDE-TRACK

WHERE
STRONGER

MEETS
SMARTER

Lift more, reach farther and maneuver 
around confined spaces with the Dingo® 
TX 1000. The wide-track model offers 
a 1,075-lb rated operating capacity for 
bulky loads. The narrow-track model 
fits through 36" doors or gates with 

ease. And both have an 81" hinge pin 
height to clear the sides of 30-yard 

dumpsters and one-ton trucks. The 
exclusive traction controls are designed 
to be more intuitive and effortless to 
operate. Plus, the machine accepts 35+ 

Toro attachments for a wide range of 
landscaping jobs. Consider it a smaller, 
more efficient, yet just as powerful 
alternative to a skid-steer loader. 
TORO.COM/TX1QOO

TORO. Count on it.

< SEE YOUR LOCAL DEALER FOR DETAILS OR VISIT TORO.COM/DINGO >
© 2017 The Toro Company

TORO.COM/TX1QOO
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SALES CALL
SALES CALL offers landscapers Marty Grunder's 
practical and tactical advice on how to improve their sales 
and marketing, and grow their company's bottom line.

•--------------------------------------------- ------------------

• AFTER HAVING JUST GOTTEN OFF THE PHONE with Jim 
McCutcheon, CEO of HighGrove Partners in Atlanta, I had some great motivation 
to write this column. A trained landscape architect by way of the University 
of Georgia, Jim is also one of the savviest businessmen I know, steering his 
company to become an acclaimed leader in commercial landscaping services, and 
demonstrating a dedication to our profession that’s as contagious as it is inspiring.

I had called Jim to iron out the fi­
nal details on a fun educational event 
the great Frank Mariani and I will be 
holding ("Frank and Marty's Excellent 
Adventure") with the National Asso­
ciation of Landscape Professionals at 
HighGrove in August. As with every 
conversation I've had with Jim in the 
seven years since Frank introduced 
us, I was struck by just how much 
there is to learn from the man.

Here are some of the most valu­
able lessons I've come away with:

IT'S NOT ENOUGH TO HAVE A 

STRATEGIC PLAN. You have to 
maintain a consistent and commit­
ted focus on it. I often marvel at the 
corporate organization Jim has suc­
ceeded in bringing to his business, 
particularly in what can sometimes 
seem like a fly-by-night field. In

MARTY GRUNDER

I consultant and author. 
Jr He owns Grunder

the 24 years I've been consulting, 
I've watched the green industry 
mature - all for the better. But while 
I encounter far fewer landscape 
companies today that don't have a 
strategic plan than I used to, I don't 
know many who are as keenly 
trained on following their plan as 
Jim's operation is. At HighGrove, 
their strategic plan is not just a piece 
of paper in a drawer or a file on a 
desktop. As Jim puts it, their plan 
is not something that they do. It is 
what they do. That's why they have 
a whole room devoted to it, filled 
with their key metrics on white-

YOUR BRAND IS ALSO THE 
RELATIONSHIPS YOU FOSTER 
WITH YOUR CLIENTS."

boards, where the senior leadership 
team meets regularly to discuss what 
Jim calls their Drivers of Success.

EVERYTHING YOU DO, AND EVERY 
DECISION YOU MAKE, COMMUNI­
CATES YOUR BRAND. In branding, 
we all know how important it is to 
get the obvious right? Logo, slogan, 
color palette, website, signage, 
letterhead and all the other usual 
suspects. HighGrove gets these right 
in spades and recently completed 
an impressive rebranding. But Jim

will tell you all those items are only 
part of your brand. Your brand is 
also the relationships you foster with 
your clients, the way you treat your 
team and the culture you instill at 
and in your company. That's why 
HighGrove has a customer advisory 
council, why their sales team has 
a budget for client events, why the 
company holds regular town halls for 
staff and an annual retreat, and why 
they have a whole team devoted to 
community service.

LANDSCAPING IS NOT JUST A JOB, 
IT'S A PROFESSION. If we want the 
green industry to thrive, we have to 
continue to elevate landscaping as a 
profession with its own specialized 
knowledge, skills and standards, 
and we have to shape consumer 
understanding of the value that pro­
fessionalism brings. Jim is a leading 
advocate in this effort, having served 
as a past president of NALP, and now 
chairing its public affairs advisory 
council. He donates his time and 
treasure to education and advocacy 
on behalf of our profession. If there's 
an event or cause that will help land­
scape pros, he jumps right in. And 
then with his infectious enthusiasm, 
he turns around and motivates a 
great many of us to do the same.

YOU CAN BE A GREAT CEO AND A 

GREAT DAD. Like many of you, I've 
worked long hours to get where I 
am and I've struggled at times to 
balance the demands of my land­
scaping and consulting businesses 
with those of being a father. Heck,
I still struggle, especially after an 
exceedingly long day at work when 
all I really want to do is go home and 
go to bed but my son has a lacrosse 
game an hour away. Jim makes all 
this look easy, leading a team of 
250 employees, while always being 
present for his kids, taking weeks off 
to spend with them and making sure 
he's active in their lives. His example 
is a constant reminder and an inspira­
tion that you can excel at both. L&L ©

 P
ET

M
AL

 IIS
TO

C
KP

H
O

TO

20 JUNE 2017 I LAWNANDLANDSCAPE.COM

LAWNANDLANDSCAPE.COM


YOUR
ONE-STOP SHOP

■■■■■■■■■■■■■ FOR

ONE-TREATMENT
COVERAGE

SiteOne.com

Professional-grade solutions, expert advice- 
all in one place.

Fewer callbacks and fewer trips to the supplier—now that's a recipe for greater 
profitability. From the wide insect killing coverage of LESCO® Bandit G to the broad 
spectrum fungicide of LESCO® Eagle G, you'll find everything you need to solve 
your customers' turf challenges, plus industry-leading know-how, at SiteOne™ 
Landscape Supply. Stop in today, and start making the most of your workday.

<& SiteOne
LANDSCAPE SUPPLY

SiteOne.com


TRAVELS WITH JIM
TRAVELS WITH JIM follows Jim Huston around 
the country as he visits with landscapers and helps them 
understand their numbers to make smarter decisions.

• I WAS LOOKING FORWARD TO THE 700-MILE DRIVE from Idaho 
Falls, Idaho, to Reno, Nevada. It was mid-April and my four-month winter 
consulting run was coming to a close. The early spring drive would do me good 
and allow me to decompress a little.

In between audio books, I lis­
tened to Sirius/XM radio and Kenny 
Rogers' 1978 hit song, "The Gambler" 
came on. In it, he sings about an 
aged, veteran gambler offering 
advice to a young novice. "Every 
hand's a winner and every hand's a 
loser," he sings. The key is "knowing 
what to throw away and knowing 
what to keep." Hence, "You've got 
to know when to hold 'em; know 
when to fold 'em."

Not all benchmarks are created 
equal. Objective, analytical ones you 
measure with a calculator. Intuitive 
ones you measure with your gut. 
Your profit and loss (P&L) statement 
provides you with plenty of data 
that you can analyze. Your psyche or 
spirit tells you if you're under a lot 
of stress. It tells you whether you're 
enjoying your career or not.

JIM HUSTON

runs J.R. Huston 
Consulting, a 
green industry 
consulting firm.

The intuitive benchmark for all of 
us to attain is to flourish in all areas of 
our lives. You don't need a calculator 
to tell you that you're depressed, 
lacking hope or despondent. These 
are first-hand benchmarks. You know 
them from direct experience.

STRESS ACROSS THE BOARD. A
young landscape contractor on 
the West Coast was overwhelmed. 
Money was tight. Labor was almost 
impossible to find. Tension at home 
with the wife and kids was high. His 
gut was trying to tell him that he 
was confused and needed encour-

THE INTUITIVE 
BENCHMARK TOR ALL 
OE US TO ATTAIN IS TO 
ELOURISH IN ALL AREAS 
OE OUR LIVES.”

agement and direction.
A mid-life landscape entrepre­

neur on the East Coast was having 
trouble wrapping his head around 
his business. It had always been a 
struggle but a divorce and a very 
sick child made things almost 
impossible. He was overwhelmed 
and losing hope. His gut was trying 
to tell him that he needed help for 
both himself and his son.

A 65-year-old green industry

contractor in the Midwest had done 
well but a couple of accidents and 
the stress of a heavy workload 
were taking their toll. He knew 
he only had, at most, a couple of 
years left, if he could hang on. He 
needed to exit his business but 
his options were few. His gut was 
trying to tell him that he needed 
creative options, and fast.

GO BEYOND THE NUMBERS. The
gambler adds that you have to, 
"Know when to walk away and 
know when to run." I'm not saying 
that the three men mentioned 
above need to walk away from their 
businesses or run away from their 
challenges. However, they need 
to pay attention to not only the 
analytical indicators (benchmarks) 
in their businesses, but also the 
intuitive indicators in their lives.
They need to get creative and think 
outside of the box. See these signs 
for what they are - indicators of 
something more.

I've worked with thousands of 
green industry entrepreneurs these 
last 30 years. The ones who flourish 
learn to use not only the analytical 
data in their businesses but they 
also learn how to pay attention to 
their intuitive data, so to speak. They 
monitor both their critical numbers 
and their gut.

Every green industry business 
can be a winner. And every green 
industry business can be a loser. It's 
how you play the hand that you're 
dealt that's important.

If you seek out advice from wise 
counselors throughout the green 
industry and pay attention to both 
your internal and external bench­
marks, the chances that you and 
your business will be winners will be 
greatly enhanced.

However, if you refuse to learn 
and refuse to pay attention to the 
indicators all around you, your 
chances of being successful will be 
significantly diminished. And that's a 
gamble you can't afford to take. L&L ©
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Your Business is Our Business.
Our quality manufacturing and superior service do more than help us sell equipment. Both have 
helped us earn the trust and loyalty of America's hardest workers. The landscape professionals 
who install and maintain America's green spaces choose the performance and reliability of STIHL 
equipment, backed by the sales and service expertise of more than 9,000 STIHL servicing dealers. 
It's why STIHL is the number one selling brand of gasoline-powered handheld outdoor power 
equipment among U.S. professional landscapers since 2007.*

Visit your local STIHL dealer today and start powering up your business.

To find a STIHL dealer: STIHLdealers.com 
For product information: STIHLusa.com

*"Number one selling brand" claim based on 2007-2016 syndicated Irwin Broh 
research of the U.S. professional landscaper market. ©2017 STIHL

STIHL

STIHLdealers.com
STIHLusa.com


0 WOKDS OF mi so\
WORDS OF WILSON will teach you each month 
to better understand, develop and manage your 
most valuable resource - your people.

• AT A TIME WHEN WORK IS PLENTIFUL and there are more job openings 
than people to fill them, it’s no surprise to anyone running a landscape company 
today that solving HR challenges is our industry’s biggest box to think out of.

For many companies, the dispar­
ity between demand and supply, 
and H-2B issues in particular, have 
been devastating.

Most of us easily acknowledge 
that hiring and training are critical 
components to running an effective 
business.

But despite our best intentions, 
the labor shortage has left some of 
us feeling vulnerable.

Having just completed the first 
round of peer group meetings 
for 2017 (seven groups and 40 
companies representing nearly 80 
leaders among them), one unifying 
takeaway from this sample has 
emerged: In each successful com­
pany, when faced with disruptive 
challenges such as these, there is a 
unifying consensus about mindset.

I have observed that common to 
each leader is an unrelenting focus

BRUCE WILSON

is principal of green 
industry consulting 
firm Bruce Wilson 
& Company.

on the big picture, a view of prob­
lem-solving as a continuous journey 
and the ability to run their company 
with a positive vibe instead of one 
full of frustration and negativity.

If our most important job as 
owners is to inspire and create a 
better future for our companies, 
then liberating our thinking is the 
first step to leading change.

In my experience, personality 
and leadership styles may differ, 
but all the high-performing CEOs I 
know share an ability to withstand 
adversity and have a fearless sense 
of urgency about making their 
companies more meaningful.

MOST OF IIS ACKNOWLEDGE
THAT HIRING AND
TRAINING ARE CRITICAL
COMPONENTS TO RUNNING
AN EFFECTIVE BUSINESS.”

THE OPERATION-CENTRIC CEO: This 
owner views his business from the 
inside out.

He's thinking about how well the 
gears turn, how to produce more 
with less, raising rates of pay to 
attract a different pool of employees, 
and encouraging his entire work 
team to be on-the-ground recruiters, 
bringing in friends and family.

This CEO will solve the workforce 
problem through improved function­
ality, championing people pipeline

development, professional training 
and building well-lubricated systems 
and processes that sustain careers.

THE BOTTOM LINE CEO: This owner 
is constantly fine-turning risk and 
profitability. He grows what's work­
ing, eliminates what's not, aligns 
operations to sales, gives sales an 
operational mindset and devises 
pricing strategies to quickly recover 
higher labor costs. This CEO sees 
value from outside consultants, rely­
ing on data, professional recruiters 
and cost/benefit analyses to solve 
problems.

THE TECHNOLOGY CEO: These 
execs know there's an app for that. 
They find digital opportunities for 
every idea and find new ways of 
improving upon old things. They are 
proud of going paperless.

They use social channels to 
expand their message and recruit­
ing reach. They use automated, 
remote and wireless technologies to 
streamline operations, proposal and 
administrative processes.

They set up customer portals 
and vendor management systems, 
implemented green/cost effective 
materials and file sharing to simplify 
management of the field and pro­
duce more value for customers.

THE GREAT BAMBINO. Like Babe 
Ruth said about baseball, "Yester­
day's home runs don't win today's 
games." Highly effective CEOs 
already know this. If the demand 
for high-quality employees with 
skills and experience will continue 
to grow, then creating a culture 
focused on positive outcomes will 
make it easier to hire and retain 
employees who believe they are 
part of a bright future.

When CEOs lead with a growth 
mindset, the enthusiasm is conta­
gious. Everyone in the company 
knows what winning looks like and 
why it's important to have a collec­
tive commitment to success, l&l ©
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TOOLPACK29

ADD ZORO TO YOUR TOOLBOX
Ordering Ground Maintenance supplies shouldn't be hard work 
You do enough of that already.

VISIT
ZORO.COM/LAWNLAND
▼ ▼AND RECEIVE

FROM
AA BATTERIES TO Z-CLIPS,
ZORO'S GOT YOU COVERED

YOUR ORDER OF
$50 OR MOREHuge product selection

(over 1 million and counting)

Helpful customer service 

Net 30 terms available** Enter code at checkout | One time use code. 

Offer valid until July 10, 2017 11:59 p.m. CT*

Great everyday prices 

Trusted brands 

Easy ordering 

Fast delivery

r20% off your first order on $50 minimum purchases. Maximum savings of $2,000. Enter code 
above at checkout. Limit one (1) use per customer. May not be combined with any other 
promotions or discounts. Order minimum is required - excluding tax and shipping. Offer may 
not be applied to previous purchases. Promotion is non-transferable.
Offer valid until July 10, 2017—expires 11:59 p.m. CT.
Some exclusions apply. Visit zoro.com/rules_restrictions for details.

‘Standard credit terms are $1,000 with 30 days to pay. Credit is subject to Zoro's credit 
policies as determined from time to time in its sole discretion. Zoro reserves the right to 
terminate this offer at any time at its sole discretion.

zoro.com

ZORO.COM/LAWNLAND
zoro.com/rules_restrictions
zoro.com


GUIDES
GREEN GUIDES features a rotating panel of LCOs 
sharing their real-world experience on how to build 
and grow a successful lawn care business.

AT WEED MAN, we use the management circle (empower, verify, follow 
up, adjust) to demonstrate how we approach the day-to-day organization of our 
business. This management style places emphasis on individual performance and 
focuses on training our employees to be their absolute best. Here’s how it works:

EMPOWER. After training our em­
ployees, we grant them the trust to 
go out and perform their responsi­
bilities.

Employee empowerment means 
allowing members of your team to 
act autonomously in their work and 
make decisions on their own. This 
level of trust ultimately fosters hon­
est leadership, open communication 
and employee job satisfaction.

For all intents and purposes, 
empowerment is the direct oppo­
site of micromanagement. It is not, 
as many mistakenly believe, the 
practice of relinquishing all manage­
rial power.

It involves trusting your employ­
ees so that they feel confident and 
empowered enough to perform to 
the best of their abilities. Employee 
empowerment goes hand in hand 
with overall job satisfaction. It will 
prompt members of your team to 
take action, make decisions and 
work toward a common goal.

JEN LEMCKE

is chief operating 
officer for Weed 
Man, USA.

VERIFY. We trust our employees by 
empowering them to do their jobs. 
We also verify their work through 
measurement and quality control.

Verifying involves "checking 
in" to confirm projects are being 
completed, and, more importantly, 
being completed well. How often 
you verify an employee's work is 
completely up to you, and likely 
depends on your level of trust in 
an individual's abilities. Even if you 
encourage relative autonomy, you'll 
want to assess work quality on oc­
casion to ensure it meets or exceeds 
your standards. Not only will verifica­
tion keep employees on point and 
eager to perform, it also gives added 
peace of mind when it comes to 
work flow and deliverables.

FOLLOW UP. It is essential that you 
follow up with employees on a regu­
lar basis to ensure clarity and contin­
ued success. Following up involves 
communicating with staff members 
in order to assess performance and 
confirm satisfaction from both the 
manager and employee(s).

Following up with employees has 
many benefits:

• It helps ensure that the new 
skills and knowledge an employ­
ee acquired during training are 
being properly applied to the 
job in question.

• It provides your employees 
with the opportunity to speak 
openly about the challenges and 
successes they face within their 
daily tasks (this is particularly 
crucial during an employee's first 
weeks and months on a job).

• It allows you to stay on top of 
company progress as employ­
ees grow and develop within 
their roles.

It highlights learning gaps and 
areas for improvement, enabling 
you to rearrange initial training 
or provide employees with ad­
ditional resources/support.
It demonstrates your dedication 
to employee success.
It shows your employees that 
their performance plays an ac­
tive role in the inner workings of 
your company.

ADJUST. The next crucial step in 
the management circle is adjusting. 
Adjusting involves taking action in 
regards to any employee knowledge 
gaps or deficiencies in your training 
methods. More simply, it means 
changing anything that isn't con­
sistently working or giving you the 
results you need to succeed.

Take a step back. When following 
up with an employee, you may dis­
cover gaps in your training methods 
or the employee in question has 
a more innovative way of doing 
things. This is where adjusting plays 
a key role. It's important you take 
what you learned in your follow-up 
and implement positive changes 
within your company's infrastructure.

Although this may seem like a big 
project to take on, keeping things as 
they are will simply perpetuate poor 
results. Don't be afraid to adjust your 
methods to close any gaps and/or 
revamp the training programs you 
already have in place.

We've approached the manage­
ment circle in stages, but each com­
ponent is by no means exclusive. 
They all go hand in hand and rely on 
one another for success. Integrat­
ing this circular process within your 
place of work will not only make you 
a better manager, but will also help 
your employees perform to the best 
of their abilities, l&l
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Specticle® & Celsius®—
When Weeds Don’t Grow, 
Your Business Can.

Science For A Better Life
The Bayer herbicide portfolio featuring Specticle and Celsius 
offers more than just outstanding pre-emergence and post­
emergence weed control, it offers peace of mind. Fewer weeds 
mean fewer call backs, and fewer call backs can lead to more 
business referrals. When weeds don’t grow, your business can.

Visit backedbybayer.com/lawn-herbicides to learn more.

Follow us on Twitter @BayerLawn

Bayer CropScience LP, Environmental Division, 2 TW Alexander Drive, Research Triangle Park, NC 27709.1 -800-331 -2867. www.backedbybayer.com. Bayer, the Bayer cross, Celsius® and Specticle® are registered trademarks of Bayer. 
Not all products are registered in all states. Always read and follow label directions. ©2017 Bayer CropScience LP

backedbybayer.com/lawn-herbicides
http://www.backedbybayer.com


TINA CZYSZ HELPED

HEAL THE TEAM

AT GREENSCAPE

AFTER A FATAL

TRUCK ACCIDENT.

the calm in the,
CHAOS
■ Story by Brian Horn I Photos by Courtney
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TINA CZYSZ
Greenscape

When Tina Czysz 
heard the tone 
of her project 
manager’s 
voice, she knew 
something was
WRONG.

One of Greenscape’s project managers was on 
the other end of a phone call she received as she 
sat down at her desk to start her day at 7 a.m. on 
March 30, 2016.

“He was in panic mode,” says Czysz (pronounced 
Chez.) “He was somewhat in shock because he had 
received the phone call from one of the employees 
that was in the vehicle.”

The employee was in a truck carrying four other 
Greenscape employees that had been in a violent 
accident on the way to a job. At the time of the call, 
the details were sketchy and there was the possibility 
that an employee had died in the wreck. Czysz told 
the project manager to meet her in front of the office 
so they could go to the scene together.

“Instinctually, I was already up and grabbing my 
coat and going out the front door while I was on 
the phone with him,” she says.

As the human resources director, it was part of 
Czysz’s job to be the lead on a situation like this, 
except this isn’t a situation you wake up in the 
morning anticipating.
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THERE WERE 

PEOPLE HOLDING 

ME BACK AND, 

OF COURSE, I’D 

NEVER INTERFERE 

WITH EMS AND 

STUFF LIKE THAT, 

BUT I JUST WENT

RUNNING TO 

THE CLIFF AND 

I REALLY THINK 

MY BODY WASN’T

GOING TO STOP.”

EOY CONTEST
Lawn & Landscape 
collected almost 50 

entries in February and 
March for this contest. 

Many of the nominations 
were compelling but 

these five were the best.

If you have someone in 
mind for the contest, we 
will again be collecting 
nominations early next 
year, so make a note to 
send them to Managing 

Editor Brian Horn at 
bhorn@gie.net.

When they arrived at the scene, it looked like 
something out of an action movie - fire trucks, 
ambulances, police officers, flashing lights and 
sirens were everywhere.

According to media reports, Greenscape’s truck 
was travelling on N.C. 540 when it veered off into 
the median, hit a bridge railing and went off a 
steep incline, landing in a creek. The truck was 
engulfed in flames. {Editors note: The accident 
is still under investigation and Greenscape can’t 
release the current status of those involved.)

“There was a couple of us there who were on 
scene who I think probably spent the majority of 
time just basically trying to process it,” says Daniel 
Curran, Greenscape president and CEO. “She 
was immediately in action, communicating with 
the officers on the scene, getting the information 
they needed, finding out about medical stuff and 
getting that information to the EMTs who were 
taking guys to the hospital.”

ASSESS THE SITUATION. Czysz’s first instinct was 
to run down, jump in the truck and save them.

“There were people holding me back,” she says. 
“And, of course, I’d never interfere with EMS and 
stuff like that, but I just went running to the cliff 
and I really think my body wasn’t going to stop. 
It was just going to run down the cliff and be able 
to hold their hand, make eye contact with them, 
hear their voice, just see them.”

But her superhero instincts had to be suppressed 
because she first needed to do some real world hu­
man resource work. After speaking with police, it 
was confirmed that one employee was killed in the 
accident while the four others were severely injured.

Czysz had the emergency contact information 
for the employees and would have to notify the 
families of the accident and focus on the support 
the families of the injured would need.

“I have to deliver the news and the person on 
the other end suddenly is in panic mode because 
I cannot reassure them that they’re going to be 
OK,” she says. “I’m not a doctor and I can only 
deliver the news and then assist in the ability to 
make sure that the support system is there.”

After she left the scene and was driven to the 
hospital, Czysz started calling the five families.

As difficult as it may be, Czysz says when you 
have to deliver news like she did, you can’t oper­
ate emotionally.

“Work the hardest you can to not operate in 
the emotional side when you’re delivering the 
news,” she says. “Be empathetic but not emotion­
ally driven. The more grounded you can stay with 
empathy, the better purpose it serves because it’s 
not an easy task. And that’s exactly what I did.

“And then also knowing your place. Sometimes 
in these situations, with your best intentions, 
you want to offer support, and it truly is about 
gauging what those individuals need because 
there are times, not in this particular time, but 
there are times when this type of situation poses 
a defense mechanism in individuals, and you 
become the blame.

“It’s very important to always be one step 
ahead in gauging what those individuals need, 
not to overcompensate, but also not to under­
compensate.”

That night, Czysz didn’t sleep. She had to 
focus on how the company would move forward.

Except, while everyone was reeling from the 
tragedy, Czysz had to turn her attention back 
to a business problem the company was already 
scrambling to solve when the accident happened. 
The 25 H-2B workers expected to arrive in April 
were delayed and the company had no details on 
when they’d arrive.

WORK, BUT NO WORKERS. The accident had left 
an emotional scar on everyone at the company, 
but as callous as it may sound, it also left them 
with five fewer employees at the start of the 
season.

That’s in addition to the news the company 
received a few weeks prior: that Greenscape would 
not be receiving its 25 H-2B workers as planned 
on April 1. And the company had no idea when 
they would even land in North Carolina.

With the emotions from the accident still fresh 
in her mind. Czysz had to continue to focus on 
filling the 30 positions to keep customers happy.

Fortunately, she had hit the ground running 
when they got word a few weeks prior to the 
accident that the workers would not be showing 
up on time, so at least there was a foundation in 
place to finding workers.

“I ran as many blanket ads as I could,” she says 
of the work she did before the accident. “Came 
in early, stayed late, worked weekends to capture 
as much of the labor force as I could on their
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THE RIGHT TOME
Czysz had to balance 

keeping her emotions in 
check and showing empathy 
when notifying the families 
of her co-workers about the 

vehicle accident.

terms, running more bigger, 
structured, open-type interviews 
and just extending the courtesy 
of whatever it took to get it done 
to bring people in here.”

She also reached out to local 
resources like the Jobs for Life 
program, Step-up Ministries,
Durham Rescue Mission - “all the partners, as 
I like to call them, that help mentor and foster 
development in individuals who are seeking the 
opportunity to better themselves to get gainful 
employment,” she says.

Once she got people in for an interview, she 
had to take advantage of anyone in the company 
who could help with interviews and empower 
them to make decisions on hiring.

“It’s coaching and helping make sure they 
have the right interview questions and they’re

gauging employees for the right 
fits of what we’re trying to bring 
on here as team members, 
teaching them the sides of 
interviewing that are just techni­
cally but culturally important,” 
she says.

She went over what you can 
and can’t ask, what you should ask and what you 
should be looking for. But most importantly, 
she taught them to drive home how physical the 
job is and that there may not be a scheduled end 
time every day.

“It’s really trying to find the individuals who 
are passionate for that outdoor work and who 
are aesthetically driven by the results that they 
see because that has to outweigh the fact that 
I’m getting a paycheck every Friday,” she says.

“Otherwise, the first time they miss dinner

“I’M NOT A DOCTOR 

AND I CAN ONLY 

DELIVER THE NEWS 

AND THEN ASSIST 

IN THE ABILITY TO 

MAKE SURE THAT 

THE SUPPORT 

SYSTEM IS THERE.
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TINA CZYSZ
Greenscape

or the first time they can’t go 
hang out with their friends at 6 
like they used to do, it becomes 
burdensome.”

HANDLING GRIEF. The training 
and recruiting she did before the 
accident provided a foundation 
for the managers. She had 25 
workers lined up to be trained, 
which she would have to leave 
to the managers to do.

For the next two weeks, Czysz 
would only focus on the accident, 
spending time in the hospital 
rooms and homes of the employ­
ees involved in the crash, arrang­
ing phone and Facetime calls 
between them and co-workers, 
and keeping the Greenscape 
team updated on the status of 
the injured employees. She also 
expressed the company’s gratitude 
to the first responders and put 
them in touch with the victims.

“(I made) sure that updates 
were delivered in the very begin­
ning obviously on a daily basis 
and then once things started to 
level out a little bit, on a weekly 
basis and so on. And to this day, 
I still give updates on a monthly 
basis,” she says.

Keith Updyke, Holly Springs 
branch manager, says he and 
others at Greenscape asked her 
throughout the process what she 
needed, but were careful not to 
jump in and try and take over. 
Rather, they let her know they 
were available to help and let her 
facilitate from there.

“I feel like, over time, she 
certainly became worn down 
from the emotional aspect of 
dealing with this for so long” he 
says. “Someone who repeatedly 
puts themselves in that situation 
with employees that are seriously 
injured and families that are

uncertain about what’s going 
on. They are all very emotional 
and she was in the middle of that 
from day one. All we could do is 
offer our support to her.”

Though she did bring grief 
counselors into the building and 
offered prayer time, Czysz also 
made herself available to workers.

“I’m not a professional grief 
counselor, but I certainly can 
offer perspective on things and 
help people feel when they just 
want to get it out,” she says. “I 
offer a sounding board and I offer 
a no-judgment policy when you 
speak to me as an individual.”

Some employees just wanted 
to know the details.

“I would say it’s a 75/25 ratio; 
75 percent just need to be able 
to process it and they need help 
doing that,” she says. “And then 
there’s 25 percent that actu­
ally want you to give them the

NOT ALONE
Czysz, pictured here 
with branch manager 
Keith Updyke, left, 4 
and Jason Buehring, 1 
Director of Assets & 
Purchasing, relied on 
the leadership team " 
to help with the H-2B 
problem while she V 

focused on all aspects 
on the accident.

details and help them because it 
helps their mind stop wondering 
how did it happen, what did it 
look like.

“So, they needed those pieces 
to be able to gain some closure to 
it. So that’s always a good tool to 
let those individuals know that 
that’s available to them.”

SETTLING DOWN. Czysz is still 
working through aspects of the 
accident, along with updating 
current employees on the status 
of the survivors.

Eventually the H-2B workers 
arrived at the end of June and 
early July. Of the 30 positions, 
Greenscape was able to fill about 
80 percent with domestic work­
ers, and Czysz says about 100 
people cycled through those 30 
positions.

“Tina, more than anybody, 
understands what our business

does and whether H-2B fails, she 
didn’t say ‘Well, I did my part.’ 
She understands that these trucks 
have to roll and we need people 
to do this work.”

Through both challenges, 
Czysz says the simple acknowl­
edgement from other Greenscape 
employees that they could help 
went a long way in keeping 
her from being overwhelmed. 
“Believe it or not, that may not 
sound like much, but it really
is, ” she says.

Curran says the accident was 
the most overwhelming leader­
ship experience he’s ever seen, 
and one he couldn’t imagine 
getting through without Czysz’s 
help.

“There was no job description 
for what Tina did,” he says. “She 
was the reason we got through
it, specifically as gracefully as we 
did.” l&l
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You can go so much 
further than what your 
brain tells yourself, 
and that was one of 
the best experiences 
I had in the military. 
We, as people, are 
10 times stronger 
than what we 
think of ourselves.”

Jacob Adams, 
Oasis Turf & Tree
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JACOB ADAMS

r i
THE

DISCOMFORT

ZONE
The more Jacob Adams feels out 
of place, the better he performs.

By Katie Tuttle

When an elementary school 
father-daughter dance made 
Jacob Adams’ nerves skyrocket,
he pushed them aside. While all but one other dad acted 
like a group of middle school wallflowers, Adams decided to 
break away from the crowd and joined his daughter on the 
dance floor as the DJ played Taylor Swift’s “Shake It Off.”

Being out of your comfort zone is a familiar situation 
for Adams, a turf and tree team leader at Oasis Turf &
Tree in Loveland, Ohio. In fact, he tries his hardest to put 
himself there.

“I have learned what’s uncomfortable for most people is 
comfortable to me,” he says. “Most of me is like, ‘Yeah let’s 
do this. I’ll figure it out and jump in feet first.’”

Adams spent five years in the military, enlisting in the 
Army in 2005 as part of the 101st Airborne Division out of 
Fort Campbell on the Kentucky-Tennessee border.

“(The military) gave me discipline, integrity, pride,” he 
says. “To really take pride in what you do and do a good 
job and to put your name on it.”

“He goes above and beyond what is expected from 
(him),” says Angie Bradley, director of operations for Oasis.
“If there’s something else that needs to be done, he’ll jump 
in and do it. ... You don’t find that too often in many 
people. You don’t find that character.”

L J
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JACOB ADAMS
Oasis Turf & Tree

GOING FULL TIME. Adams left the 
military in 2010 and struggled to 
find steady work. Trying a stint at 
a temp agency, he grew frustrated 
with bouncing between jobs 
and getting laid off repeatedly. 
He decided it was time to try 
something new.

His sister and her husband, 
who worked at Oasis, suggested 
the company hire him, and he 
was brought on in November as 
a seasonal aeration technician.

Since he’d only be working 
a half-season before being laid 
off for the winter, Adams was 
a little worried about paying 
bills and providing for his kids. 
Still, he decided to give it a shot, 
something he knew right away

was the right decision.
“Coming in and working the 

half-season, I could tell right 
away this was something I want­
ed to be a part of,” he says, citing 
the up-to-date equipment and 
the family feel of the company.

The team at Oasis was equally 
impressed by him.

“Just something about him 
and his personality, and just how 
he presents himself, you could 
just tell immediately there was 
going to be something special 
about this man,” Bradley says.

NO REST IN THE OFF SEASON.

When the moment Adams 
worried about came, he knew 
he wanted to return the follow­

ing season. During the winter, 
he studied to become a certified 
lawn technician, and was hired 
full time for 2013 in that role.

Bradley says when Adams 
came back as a lawn techni­
cian, he showed that hunger for 
learning.

“Out of my career, I don’t 
think I’ve seen anyone take to 
the industry that way, especially 
someone from outside the indus­
try,” she says.

For Adams, the pushing not 
only feeds him, it also helps 
him get out of his comfort zone, 
something he learned from the 
military.

“You can go so much further 
than what your brain tells your­

self and that was one of the best 
experiences I had in the military,” 
he says. “We, as people, are 10 
times stronger than what we 
think of ourselves. I think that’s 
something that helps me excel 
at Oasis because I take pride in 
the tough jobs, the hard jobs, the 
uncomfortable ones.”

THE LEARNING PATH. After trying 
his hand at lawn applications, 
Adams studied tree care.

When one of the company’s tree 
guys didn’t work out, Adams was 
offered the job as a part-time role.

“Unless you’ve had background 
in it, (tree care) intimidates a lot 
of people,” Bradley says.

When Bradley offered the job,

With 20+ years of industry leading experience, a Christmas 
Decor holiday decorating franchise is the perfect solution 
for seasonal business owners. Combined with our training, 
commercial grade product, and 24/7 support, your existing 
infrastructure gives you everything you need to turn the 
upcoming winter months into your most profitable yet.

Are You Pulling Winter Numbers Like These?

Average New Sale - $1,524 
Average Gross Sales*- $194,786 
Average Net Profit - 37%

*After 3 years in operation

www.christmasdecor.net/franchise | 800-687-9551
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JACOB ADAMS
Oasis Turf & Tree

she says Adams briefly looked like 
a deer in headlights before telling 
her he was interested.

“I was a little skeptical at first 
about doing the tree care,” Adams 
says. “She challenged me in a way 
by asking me (to do the job).”

Adams says he prefers tree 
care. Lawn care, he says, can be 
mastered in a year or two, but 
every day there’s something new 
about trees.

“Tree care, I’ve been doing it 
two years now and I probably 
know 30 percent,” he says. “To 
some people it’s scary, but to me 
it’s fun. The more I get to learn, 
the more I know. ”

The fear is what makes Adams 
the type of person to dive in.

“I tell myself I’ve seen and 
been through a lot overseas,” he 
says. “It’s just learning that when 
we feel scared and when we feel 
timid, some people back away 
and some people push forward.”

ABOVE AND BEYOND. According 
to Rob Reindl, president and 
owner of the company, Adams’ 
achievements extend beyond the 
knowledge he’s gained.

“He’s someone we can send 
out to meet with customers,” 
Reindle says.

“It takes a certain demeanor 
to put up with a customer that’s 
screaming and yelling in your 
face and calmly explain to them 
the situation. Those types of

things occur on a regular basis, 
and he’s been the person who 
will work with those customers 
in those situations.”

Bradley says one day she de­
cided to secretly observe the tech­
nicians, and saw Adams dealing 
with a situation he didn’t have to.

“We had just recently had 
some storms come through and 
(the clients) were out trying to 
trim broken branches,” she says.

“It’s not what he was there 
to do but I saw him going in 
the garage, come out with some 
trimmers, and he was out there 
because they were struggling with 
these branches and he went out 
there, trimmed them down, took 
care of them and put them where

they needed to go.” It’s that at­
titude that makes Adams valuable 
not only outside the office, but 
inside as well.

“At the end of the day, you’re 
usually tired,” Reindl says. “He 
walks through the office with a 
smile. He’s always engaging, he’s 
always saying hello to people. His 
enthusiasm is very contagious.”

Adams continues to push him­
self, and this year he’s hoping to 
become a National Association 
of Landscape Professionals Lawn 
Care Technician and an NALP 
Horticulture Technician.

“He just continuously, season 
after season, sets goals for himself 
and takes advantage of every op­
portunity,” Bradley says, l&l
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VICTOR PARRALES
Sessional Grounds

NO JOB
TOO BIG
(OR SMALL)

Victor Parrales 
went from cleaning 
up after jobs to 
temporarily running 
Professional 
Grounds when 
owner Bill Trimmer 
had a health scare. 

By Brian Horn

VICTOR PARRALES
once managed an accounting 
department of 35 people, but 
at Professional Grounds, he was 
working with a wheelbarrow and 
a broom sweeping curbs. That 
was on top of working at a car 
wash and as a dishwasher.

For some, those jobs would be 
viewed as a step down - a job not 
worthy of someone coming from 
the white-collar world.

But Parrales, now vice presi­
dent of operations, had the 
complete opposite approach the 
day he was handed that broom PH
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and shown the wheelbarrow.
“I’m going to grow my position,” he says. “I 

know I am going to grow with this company. 
With effort, I am going to show them I am the 
best employee they could ever hire.”

Parrales arrived in the U.S. in 1985 at the 
age of 37. He had a management job at a bank 
in Nicaragua but left the country for a better 
life in the United States.

He and his family chose Virginia because 
they had family in the area. While he was 
working as a dishwasher, Professional Grounds 
came to do the landscaping and he inquired if 
they were hiring.

He was hired by Professional Grounds 
and immediately the company’s owner, Bill 
Trimmer, who was on a crew with Parrales, 
saw his potential.

“He expects certain things from people and 
if he doesn’t get that, the employee will know 
about it so he can know what he needs to work 
on to reach those goals,” Trimmer says.

“You can start the conversation out by say­
ing ‘You know what Jim, I have a bone to pick 
with you.’ Or you can say, ‘Jim, I have a prob­
lem and I think you can help me with.’ He has 
that second approach and is very good at it.”

CLIMBING THE LADDER. When Parrales showed 
up for his first day of work, he didn’t speak 
English, but that didn’t affect the way Trim­
mer viewed him.

Trimmer was so impressed with his work 
ethic the company paid for his English lessons.

After a few months of cleaning up after jobs, 
Parrales was moved up to a mowing crew.

AA
IF YOU 

DON’T TAKE 

CHALLENGES, 

YOU WILL NEVER 

LEARN AND YOU 

WILL NEVER 

RAISE THE BAR.”

VICTOR PARRALES,
VICE PRESIDENT 
OF OPERATIONS PH
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There, he would make sugges­
tions on how crews could mow 
faster, and would time himself 
on each lawn.

“I was trying to own each job,” 
Parrales says. “I always try to take 
the lead.”

In 1987, the company spon­
sored his U.S. citizenship ap­
plication, and in the early 1990s, 
he was named head of the com­
mercial maintenance division. 
Trimmer says what shot Parrales 
up the company ladder was the 
ability to look for the positive in 
every situation.

“He’s a coach and a mentor,” 
Trimmer says. “He looks for 
a positive out of everything. If 
there is a negative out there that

VICTOR PARRALES
Professional Grounds AÜ

Bill Trimmer, right, trusted Parrales to lead the company while Trimmer had 
to receive cancer treatment in Sarasota, Florida, for two months.

happened, he’s going to turn it 
into a positive. That’s just the 
way he works.”

YOU'RE IN CHARGE. If words 
aren’t enough to illustrate Trim­
mer’s appreciation for Parrales, 
let actions do the talking. In 
2007, Trimmer was diagnosed 
with aggressive prostate cancer. 
He would have to stay in Saraso­
ta, Florida, for two months while 
receiving treatment. Trimmer 
was a self-described “hands-on 
owner” then, so the transition 
was going to be difficult.

“For me, even to take a week 
off - it was a big deal for me to 
be away from the company that 
long,” he says.

Discover why Kichler has been the 
industry standard in LED landscape 
lighting for more than 25 years.

Engineered smarter - so you look better.
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All-weather performance
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delivers full stated lumen output even over long wire runs

YEAR On the light engine and electrical components. 
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Trimmer chose Parrales to 
lead the company in his absence 
because of the respect all the 
employees had for him. “He held 
that together until I got back,” 
Trimmer says.

Parrales says he approached the 
situation as if he owned the com­
pany, and made decisions as such.

“It wasn’t easy,” Parrales says. 
“We had bumps and bruises 
but we got it done and our 
customers were pleased with my 
performance.”

Trimmer says the cancer diag­
nosis ended up being a blessing 
in disguise because he saw the 
company could run without him.

“Because Victor did such a 
wonderful job here, I was able 
to get away,” he says. “I started 
taking more vacations.”

DAVID VS. GOLIATH. Parrales’ ac­
tions during a snow event in 2016 
would only re-enforce his worth 
to the company.

When weather forecasts started 
to show record-breaking snow on 
the way, Parrales began to prepare 
his team for the worst.

He organized a pre-storm pep 
rally where he motivated the team 
and told them they were David 
and the storm was Goliath.-

Along with pumping them up 
for the long night ahead, he also 
unveiled a plan to give them the 
best chance to handle the storm.

He provided bagged food and 
reserved rooms at hotels next to 
key interstates to ensure access to 
properties while the roads were 
almost impassable.

He also rented additional 
equipment, including vehicles 
to shuttle drivers back and forth 
from the hotel to plow trucks 
instead of plow trucks going back 
and forth to the office.

VICTOR PARRALES
Professional Grounds

While workers were out plow­
ing, Parrales was at the company’s 
headquarters where he worked, 
slept and ate for four consecu­
tive days.

“Since everyone knew the plan 
a few days prior to the storm there 
were no surprises and everyone 
was able to make arrangements 
with family situations since it was 
an all hands-on deck situation,” 
he says.

Professional Grounds dealt 
with the storm so well the compa­
ny was able to help out a number 
of HOAs and commercial prop­
erty owners whose contractors 
abandoned them.

The very detailed plan Parrales 
used was key in the company’s 
success in handling the storm, but 
it was his leadership that made 
employees buy in to it.

“They bend over backward for 
him,” says Jon Zalewski, business 
development manager. “You 
don’t want to let him down. He’s 
like your dad.”

Zalewski works with Parrales 
every day, and views Parrales as his 
boss, even though he isn’t.

“He is in charge of so much at 
the company. He literally is the 
reason we succeed or fail every 
year,” Zalewski says. “Thankfully, 
we don’t fail. He’s got a lot on 
his plate and handles it with an 
extremely positive attitude.”

Whether it’s a record breaking- 
snow storm, or some grass that 
needs to be swept off a sidewalk, 
Parrales is going to treat it like 
it’s the most important job in 
the world.

“If you don’t take challenges, 
you will never learn and you 
will never raise the bar,” Par­
rales says. “Take challenges, take 
responsibilities and have a lot of 
passion.” l&l
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Lisa Anderson 
came into Countryo 
Club Lawn & Tree 
Specialists with a 
mission and she has 
no plans to stop.

By Kate Spirgen

LISA ANDERSON ISN’T AN OWNER AT COUNTRY 
CLUB LAWN & TREE SPECIALISTS, BUT YOU’D 
NEVER KNOW IT IF YOU’VE SEEN HER AT WORK.

In the nine years since Anderson joined 
the team, she has worked tirelessly to 
build relationships, meet with clients, 
market the business and grow the cus­
tomer base, more than tripling it from 
1,734 to 5,400 - a number she knows 
off the top of her head.

Anderson, sales and marketing man­
ager of the South Roxana, Illinois, com­
pany, says she’s frequently asked if she’s 
an owner or one of their wives when she’s 
out on the job, but she says she’s just an 
employee who gets a paycheck.

“But I take ownership in this company 
because for me, not only do we have sales

goals every single month, but I’ve watched 
this company grow over the years and it’s 
rewarding in that aspect. But it’s reward­
ing in so many ways for me in that I’ve 
built so many friendships,” she says.

DOWN TO BUSINESS. In 2008, budget cuts 
at Walgreens left Anderson with the op­
tion to take a lower level position or move 
on. So she made the difficult decision to 
move on from her job.

At the same time, Mark Black and 
Matt Brooks, owners of Country Club, 
were pulling the trigger on creating a sales 
manager position. Black and Anderson

had been friends for decades, and when 
he heard about Anderson’s situation, he 
brought her in for an interview.

“Ever since day one, she hit the ground 
not walking, but hit the ground running,” 
Black says. “

Black and Brooks were trying to 
manage the business, make sales, handle 
marketing and everything else a small 
business owner does. But when they 
brought on Anderson, they could focus 
on the big picture.

“It allows me to manage my business,” 
Black says. “The farthest thing from my 
mind I have to worry about now is sales 
and marketing. Period.”

And Anderson has no plans to stop 
anytime soon. Two years ago, she set the 
5,000-customer goal and now that she PH
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LISA ANDERSON
Country Club Lawn & Tree Specialists

She makes sure that someone from the sales 
team walks every single lawn, and she really 
knows her stuff. Coming into the industry 
knowing nothing about lawn care, she’s now 
impressing customers with her know-how.

“Her drive makes her not want to stop 
until she’s mastered something 100 percent,” 
Black says. “That’s why anytime a cancel 
comes through or anytime something hap­
pens, she takes it personally. That’s a quality 
you can’t find in everybody.”

Ken Lickenbrock, a Country Club Lawn 
& Tree Specialists customer, says that’s what 
impressed him when he met her eight years 
ago. He was having some trouble with his 
lawn care provider and when he switched 
to Country Club, he could immediately tell 
the difference.

Anderson walked the lawn with him, 
explained how the service would work and 
followed up with him to make sure everything 
was going well. And whenever he calls her 
with a question, she’s ready to do whatever 
she can to help.

For example, when he called with concerns 
about his neighbor’s clover creeping onto his 
lawn, the company came right out to spray. 
Lickenbrock, a financial advisor, now refers 
his clients to Anderson with glowing reviews.

“She’s just a real positive for the industry 
that’s so overrun with so many people that are 
Chuck-with-a-truck kind of guys,” he says.

That customer service is important since 
33 percent of the company’s business comes 
from referrals. And about 12 percent of busi­
ness each year comes from referrals from other 
contractors who offer different services.

And even though she’s a “workaholic,” as 
Lickenbrock says, Anderson still finds time to 
make it to every one of her 13-year-old son 
Alex’s football and baseball games, and gets 
out on the Harley with her husband Dan.

But Anderson loves her job and says she 
can’t imagine doing anything else. Even 
though it’s not a typical 9 to 5 and the hours 
are long, she doesn’t want to be anywhere else.

“You couldn’t find a better job than you 
come to work in khakis and a polo and ten­
nis shoes and you’re in the outdoors all day 
long,” she says, l&l

and her team have passed that, she wants to 
get to 6,500 by 2020.

BUILDING RELATIONSHIPS. Anderson set up 
the sales and marketing structure of Coun­

try Club and has since hired an additional 
salesperson. And she’s looking for another to 
keep up with the company’s growth. But even 
though the company is growing by about a 
route a year, the personal touch is still there.

PINE HALL BRICK
AUTHENTIC CLAY PAVERS.

BRICK IS

DURABLE

PINEHALLBRICK.COM
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CUT OUT 
FOR THE
GREEN

INDUSTRY
Having a general 

manger like Justin 
Green has allowed 

360 to grow like 
never before. 

By Kate Spirgen

W
orking at 360 was supposed 
to be a temporary gig for 
Justin Green, but once he got 
started, he couldn’t stop.

Green had been in lawn care and land­
scaping since his teenage years, but he was 
pursuing a career in corporate sales when 
he started working with his longtime friend 
Brandon Guffey at his Charlotte, North 
Carolina-area company.

Green came on in January of 2016 to 
help organize and clean up operations, 
starting in lawn care. He quickly moved 
to take over other divisions and eventually 
became general manager. And after turning 
down two corporate job offers, he says he 
can’t see himself doing anything else.

“Over there, I would just be one of many 
and here I’m kind of one of somebody,” 
he says. “Over there, you would cap out 
and my future here is as bright as I want 
it to be.”

Consistently working $0 to 65 hours 
a week, Green has been blowing past his 
sales goals and growing the business from

$421,000 in 201$ to $1.3 million by the 
end of 2016. “I think most of it’s Justin,” 
Guffey says of the growth. “I think it’s 
him portraying the confidence to the 
customers and with his leadership of the 
crewmembers. It’s not anything I was ever 
able to do.”

Since Green got started, the company 
has added an irrigation division and the 
pair wants to keep growing. While 360 had 
tried to add irrigation in the past, it wasn’t 
successful since they didn’t have enough 
jobs lined up to pay for a dedicated crew.

But once Green started upselling irriga­
tion to the company’s existing customers, it 
really took off. Now, it’s one of the biggest 
divisions. His years of experience have given 
him a solid knowledge of everything from 
sod to chemical applications to landscap­
ing, and he’s using that, plus his employees’ 
strengths, to grow the company.

“So, we grew very fast here and it’s like 
OK, we got lawn care, now let’s focus on 
landscaping and then we did the landscap­
ing,” Green says. “Then a hardscape guy PH
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Easy to apply granular formulation 

Systemic and long-lasting 
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Example of reduced shoot growth and 
enhanced bud development of the treated jasmine 
on the right versus non-treated on the left.

Features and Benefits of Cutless Granular

BenefitsFeatures

Systemic

Broad-Spectrum

Long-Lasting

Promotes Flowering

Cost Effective

Forgiving

Residue Free

Unique Activity

Flurprimidol is root absorbed and distributed evenly throughout a plant via water movement 
throughout the plant.

Effectiveness on a wide range of species ensures consistent regulation across your landscape.

Several months of regulation following application means fewer applications for better results.

Some species will increase flowering following application, improving beauty of the landscape.

Research has demonstrated shoot growth can be reduced up to 70% and green waste reduced 
up to 60%.

Flurprimidol has low phytotoxicity potential You don’t have to sacrifice plant appearance.

No unsightly residue remains on the leaf surface following application. In addition, worker 
exposure is minimized.

Cutless Granular is the only granular, systemic, landscape growth regulator for small to medium 
sized landscape ornamentals available.

6 Easy Steps to Cutless Granular Application

0 @ © 0 Q 0
1. Dripline

Determine the 
dripline area (ft1 2) 

beneath the 
plants.

2. Rate
Select the 

rate specific 
to the target

plants.

3. Calculate
Determine the 

amount of 
Cutless Granular 

needed.

4. Weight
Weigh out the 

material needed 
to treat the 
target area.

5. Water
Water-in with 

at least W 
of irrigation, or 

rainfall.

6. Shape
Trim and 

reshape 4 weeks 
following 

application.

Contact your SePRO Technical Specialist at 800-419-7779 
See the How-To Video at stewardsofturf.com/cutlessg
Always read and follow label directions Cutless, is a registered trademark of SePRO Corporation. ©Copyright 2017 SePRO Corporation

stewardsofturf.com/cutlessg


JUSTIN GREEN
360

came on board and I said, ‘Hey, let’s branch out 
and start doing hardscaping. So, whoever came 
to the door, if that was their expertise, then we 
kind of just said let’s go ahead and do it.”

As the company grew,

A LIFETIME 
OF FRIENDSHIP
Green, left, and 
Guffey have known 
each other since 
childhood, when 
they lived in the 
same apartment 
complex and have 
been the best of 
friends for years.

Green instituted prac­
tices to make the crews 
look more professional, 
like putting logos on all 
of the trucks, making 
crewmembers tuck in 
their shirts on the job 
and banning any hats 
that don’t have the 360 
name on them.

PEOPLE PERSON. “I’ll work sunup to sundown — 
that’s pretty much every day. But it’s because I 
enjoy it. It’s not because I have to,” Green says.

He loves the people and he loves the quality 
of the work he and his crews are able to pro­
duce. He says the reviews are one of the best 
parts of the jobs, and his guys aren’t satisfied 
with anything less than five stars. If a four-star 
review comes in, they’re immediately on the 
phone with the client asking how they can fix 
any issues and make the property a five-star job.

“Justin’s one of those guys that will ride you 
all day long and the guys listen to him and re­
spect him and know when he means business,” 
Guffey says.

It’s a top-down approach to customer service 
that makes it work, Green says. He strives for the 
best and he’s instilled that in the foremen, who 
push it out to the crew leaders, who make sure 
crewmembers know the expectations.

“I’m always wanting laborers to know you’re 
not just a laborer. If you work hard and you’ve 
got what it takes, you can step up and be another 
key piece,” Green says.

But finding the right people is the most dif­
ficult piece of the puzzle for 360. That’s why 
Green doesn’t look for the candidate with the 
most industry knowledge or the best resume; 
he looks for someone who will work hard and 
dedicate themselves to the job.

“You want somebody that’s goal-oriented and 
you want somebody that wants to move up, not 
somebody that wants to be a laborer,” he says. 
“You want somebody that’s going to say, ‘Hey

COMPLETE LINE OF COMMERCIAL 
SPREADERS AND SPRAYERS

GROUNDLOGICINC.COM I 877.423.4340
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JUSTIN GREEN
360

man, what does it take for me to 
be a crew leader?’ And they’re out 
there. They’re just a little harder 
to find.”

During the interview process, 
he makes sure to pay attention to 
how candidates carry themselves 
and the particular words they 
use during the interview. He also 
does a test to make sure a candi­
date can actually perform the task 
they say they can. And he makes 
sure to follow up with crew lead­
ers to make sure the employee is 
a good fit who can keep up the 
360 standard of work.

ON THE SAME PAGE. Guffey and 
Green have known each other 
since childhood and have been

best friends since elementary 
school. They met growing up in 
the same apartment complex and 
have spent years hanging out at 
each other’s houses.

“He’s always looked out for 
me. I mean he’s got a huge heart 
and he’s an awesome dude,” 
Green says of Guffey.

Green loves his freedom, and 
Guffey has no problem handing 
over the reins so that he can focus 
on the business. Green sets his 
own hours and his own wages 
and for the last year and a half, so 
Guffey hasn’t had to worry about 
production.

“I was the one wearing all the 
hats, trying to manage all the 
divisions,” Guffey says. “I was

the general manger but I was 
also the company owner. So 
whenever Justin came in, I was 
able to step back and focus more 
on the business side of things and 
let him run the crews.”

While Green handles the sales, 
production and management 
side, Guffey is working on mar­
keting and advertising, so the two 
can make sure that they’re grow­
ing and ensuring quality work.

But they still bounce ideas 
off each other and come to each 
other with any problems. “Any­
time there’s a big decision made 
that I make or Brandon makes, I 
come to him or he comes to me 
and says, ‘What do you think 
about this?”’ Green says.

A BRIGHT FUTURE. Bringing on 
Green has also allowed Guffey to 
take on new ventures like open­
ing a supply yard.

And after growing so quickly, 
Green wants to make sure there 
are proper procedures in place. 
Franchising could be in the cards, 
and to prepare, he’s hoping to get 
everything running smoothly.

The company is also thinking 
about a nursery and an electrical 
division. Guffey wants to have 10 
total divisions and the company 
still has three to go.

“Anything, honestly, that 
comes along that we think might 
be beneficial for the company, 
and for us, then it’s something we 
would look into,” Green says, l&l
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construction installations, and developing 
systems and efficiencies has allowed the 

firm to turn this work into stable revenue.

By Kristen Hampshire

SuperScapes does strictly design/build services, and the company has mostly residential clients.

S
uperscapes crews have
nothing to do with zero- 
turn mowers, edgers or 
routine grass-cutting visits 

to customer accounts. At this 
100-percent design/build firm 
in Wilmington, North Carolina, 
the bulk of the business is new 
construction installations for a 
couple of national builders.

“Even in the worst of times, 
those guys still build,” says Dane 
Milligan, president. Most design/ 
build firms pick up some mainte­
nance for the recurring revenue. 

Not SuperScapes.
“Honestly, I used to do main­

tenance and I never had my heart 
broken so much,” Milligan says. 
“We felt like we gave so much 
energy and effort to maintain a 
property and no one was ever 
happy. I’d walk the properties, 
and they’d look good. Then we’d

get an email or phone call at 9 
p.m. about one weed in a bed.”

The only maintenance Su­
perScapes performs is on some 
model homes. Milligan intends 
to keep the business this way, 
diversifying with the installation 
services: hardscape, retaining 
walls, irrigation systems, site 
solutions and grading.

SuperScapes employs 22 peo­
ple and did $2.5 million last 
year. The company is growing, 
on pace to break $3 million in 
2017. The new construction 
market shows no sign of slow­
ing down, Milligan says, noting 
that the last few years have been 
particularly strong.

Most of SuperScapes’ installa­
tion business is focused on new 
construction - some national 
companies including D.R. Hor­
ton and Pulte, along with a range

II
YOU CAN’T BE A PUSH­
OVER, BUI AT THE SAME 
TIME YOU CAN’T BE TOO 
AGGRESSIVE IN YOUR 
APPROACH.”

OANE MILLIGAN,
PRESIDENT, SUPERSCAPES

of “semi-custom” builders that 
deliver higher profit margins.

“It’s a good balance for us be­
cause we get stability with instal­
lation from the national builders, 
and our semi-custom builds are 
very profitable,” Milligan says.

STREAMLINING OPERATIONS.

You have to spend money to 
make money. That’s the reality 
with materials-intensive work 
where cash outlay for plants, 
soil, hardscape materials, irriga­
tion parts and more requires 
an investment before invoicing. 
Milligan learned the hard way 
with a significant commercial 
installation job back in 2010 that 
he estimated at a tight margin to 
win the bid.

“We ended up getting paid 
only a portion of that,” he says.

Materials were acquired, but, 
not only was the pay slow, it 
never came in to compensate for 
the job. Milligan notes that since 
this time, North Carolina has put 
regulations in place to protect 
contractors more so than ever. 
As long as lien waivers are prop­
erly filed, regulations now put 
vendors ahead in the lien process.

If a developer is not paying on 
time or in full, those vendors are 
compensated for materials first. 
While they must still collect for 
their labor, the contractors bene­
fit because they aren’t responsible 
for materials costs.

“We went back to residential 
installation jobs where I could 
get paid every week or couple of 
weeks, so the cash flow was fine,” 
Milligan says. The business has 
mostly stayed away from com­
mercial after that experience.

What Milligan ultimately 
learned is that any way he can 
streamline the business is ben­
eficial for cash flow. He’s focused 
on volume purchasing to save 
time and money on materials, 
capturing unbillable hours by 
reducing wasteful shop time, 
improving routing and automat­
ing as much of the business as 
possible.
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Materials matter: Projects 
are designed a couple months in 
advance using software that al­
lows Milligan to do accurate field 
take-offs from the office without 
wasting man-hours in the field. 
Because of the advance planning, 
materials for several jobs can be 
purchased in bulk to save cost.

“We save a percentage, and we 
can load the truck with materials 
on site and we don’t have to wait 
on materials to finish jobs.”

Shop time: With 20-plus em­
ployees on installation job sites 
daily, the gathering of materials 
and equipment at the shop could 
seriously eat up billable hours. 
Staggering the start of the work­
day helps. Five foremen arrive

4 TIPS FDR WORKING 
WITH NATIONAL BUILDERS
DANE MULLIGAN, president of 
SuperScapes, a design/build com­
pany in North Carolina, offers these 
insights for successfully working 
with large national builders:

Pick your battles. "You can't be a 
pushover, but at the same time you 
can't be too aggressive in your ap­
proach," he says of bidding, pricing 
and delivering.

Work smart. "You can't go out 
there and make money working for 
builders without being efficient," 
Milligan says, speaking to the impor­
tance of software, estimating and 
production systems.

Be prepared. Milligan's package- 
based system allows SuperScapes 
to order in bulk and have materials 
on hand when needed.

Focus your business. "It's no dif­
ferent than shooting free throws," 
Milligan says. "If you shoot 100 a 
day, you'll be better than someone 
who only shoots 10. Repetition 
makes a difference."

30 minutes early to load trucks.
Better routing: Even without 

any maintenance business, rout­
ing is still crucial.

“It’s different than mainte­
nance or lawn care, but we try 
to have two or three houses ready 
to install in the same neighbor­
hood at the same time so we 
can eliminate windshield time,” 
Milligan says.

He analyzed the numbers and 
figured out that by doing the 
same exact jobs on one street vs. 
driving across town, he can save 
$6,000 to $8,000. “That’s the 
difference in sales if jobs are lined 
up right,” he says. (This includes 
materials being on hand.)

Automating the business:

Software has helped SuperScapes 
save time by doing measurements 
and designs in the office rather 
than eating up hours in the field. 
But what you put into these 
software programs dictates how 
effective they are.

Milligan says he took a good 
look at the bottom line, over­
head, materials - and warranty 
costs. “We figured out our break­
even point and we know how 
efficient we need to be to hit our 
profit margin,” he says.

The team is focused on hitting 
a certain dollar amount per crew, 
per week. Linking crew efficiency 
to dollars helps them understand 
how their production fits into the 
success of the company, l&l

PRO Landscape lets you deliver it.

In the office or on the go, PRO Landscape has all the tools you need to create winning designs.

□On
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AKING BABY STEPS

Like many things 

in life, success with 
walkways is all 

in the prep work.

By Arricca Elin SanSone

D
esigning and installing walkways
and paths seems like a simple venture, 
but it takes planning to deliver a quality 
project. “Site prep is everything,” says Jim

Conway, president of All Services Landscaping 
in Norristown, Pennsylvania.

“We take the most time getting the base right 
in order to ensure the longevity of the product. 
If the base isn’t correct, the path will fail within 
a year or two,” Conway says.

Common problems include washout, buck­
ling and shifting of materials. Here’s what to 
consider when creating walks and paths.

CHOOSE THE RIGHT PRODUCT. Pavers and natural 
stone are the most commonly used materials. 
Conway says many of the homes in his area are 
historic, so a paver walk, with its traditional look, 
is preferred. In less formal settings, such as a 
path through a wooded area, natural stone is an 
alternative. Stamped concrete also is requested 
by clients in some areas of the country.

Because it’s difficult for clients to visualize col­
ors and textures out of a catalogue, bring samples 
with you, or meet clients at a vendor display site. 
“We find it’s easier when clients can see the styles 
and patterns laid out in front of them,” says PH
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ABOVE: Fontaine Landscaping brings samples when 
meeting with clients instead of relying on catalog photos.

Kevin Bolt Fontaine, owner and president of Fontaine 
Landscaping in Holly Springs, North Carolina. Or use 
a 3D software program to superimpose the client’s 
house with the completed design.

Our experts surveyed say cost is similar for most 
products, ranging from about $22 to 25 per square foot 
for pavers and about $5 to 10 more per square foot 
for natural stone. Concrete is somewhat less expensive 
(by half in some parts of the country), but it’s not the 
product of choice for most contractors.

“We do concrete, but we prefer the design impact of 
pavers in most settings,” Conway says. Upsells include 
drainage work, lighting, plantings or refacing adjoining 
steps with stone.

Some companies quote by the project, rather than by 
the square foot. “We see too much variation depending 
on the complexity of the job,” says James Ulmer, owner 
of Back to Nature Landscaping and Construction in 
Blacksburg, Virginia. “Almost every house is on a hill 
here, which makes accessibility more challenging.”

FUTURE-PROOF YOUR DESIGN. Because a properly in­
stalled walkway can last for decades, think ahead. “If

II
IF THE BASE ISN’T 
CORRECT, THE 
PATH WILL 
FAIL WITHIN 
A YEAR OR TWO.”

jim com,
ALL SERVICES 
LANDSCAPING

■MMHT
you have a large tree nearby, address the roots, which 
will eventually move your work around,” Conway says. 
Selective root pruning may be possible, but sometimes 
the only option is to remove the tree.

Drainage is a huge issue because of its potential to 
wash out your path. “Pay attention to where water is 
going,” Ulmer says. “Take into consideration down­
spouts or low areas.” Bury downspouts under the 
walkway, bring water to a pop-up emitter in the yard, 
or redirect water to a rain garden.

It’s always a good idea to place conduit beneath 
walks, too, in case of the installation of low voltage 
lighting or a fountain later on. “Even if a client doesn’t 
want to do anything right now, I always suggest this so 
they won’t have to tear up the whole walkway some­
day,” Fontaine says. “Use PVC, not black corrugated 
plastic that will collapse eventually.”

When designing, remember that a 3-to 4-foot wide 
path is most comfortable for walking. For stone, select 
pieces that are about 2 to 3 feet in width so you don’t 
have to watch your footsteps, says Fontaine.

ESTABLISH YOUR FOUNDATION. Every paver manu­
facturer offers installation specs, but there are general 
guidelines. For starters, excavate a minimum of 4 to 
6 inches of topsoil. If you’re dealing with rich organic 
matter, excavate more deeply. All organic matter must 
be removed because it keeps decomposing and will 
cause the path to sink over time, Ulmer says. Excavate 
a few inches beyond the width of the path, too.

Next, compact and fill the excavated area with crush 
and run (also called crusher) gravel; check with your 
vendor to be sure you’re using the right product. A 
geotextile layer may be necessary to enhance stability 
with some soils. Spread and compact in 2- to 4-inch in­
crements, creating a minimum 4-inch deep paver base.

Top with a layer of concrete sand of not more 
than 1.5 inches thick, not stone dust or regular sand. 
“This is where a lot of contractors go wrong by using 
the wrong sand,” Fontaine says. “You need angles 
in it so it locks in place. Regular sand is too round 
and erodes over time.” Use edge restraints to prevent PH
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pavers from shifting. As you work, level 
the path with a slight pitch away from the 
house for drainage. “We use a transit level 
and constantly shoot levels throughout the 
project,” Conway says. “Other methods are 
not accurate enough.”

Finish by dusting with polymeric sand, 
vibrating the sand into place with a plate 
compactor. Lightly spray with water, and 
let cure.

Dry laid natural stone paths are con­
structed in roughly the same manner. Wet 
laid stone walkways require the additional 
step of pouring a concrete pad with a layer 
of mortar, then the stone, then decorative 
grout. Most companies subcontract this 
type of work.

“I’ve collaborated with a stonemason for 
years, with both of us helping on each other’s 
jobs,” Conway says.

For a more casual path, stone pieces are 
dug around to create a shallow bed, then 
concrete is laid and the stone placed, rock­
ing it back and forth and checking the level.

OFFER MAINTENANCE WORK. Because prop­
erly installed walks are trouble-free for many 
years, most companies don’t offer mainte­
nance packages. However, some companies 
do provide repair services.

“We do a lot of repair work, especially 
on older walkways that didn’t have a proper 
foundation,” Fontaine says.

Companies also offer periodic power­
washing services to remove and replace old 
polymeric sand, which typically weathers 
away after three to five years.

Some companies seal walks to enhance the 
look of the pavers with a slight sheen. “We 
have some clients who just like that glossy 
look,” Ulmer says. “We feel it also prevents 
staining and preserves color.”

These add-on services vary widely in fees, 
ranging from a few dollars per square foot 
to a flat fee.

STAY UP TO DATE. No matter how long 
you’ve been doing it, re-educate yourself 
about the latest technology. Organizations 
such as the Interlocking Concrete Pave­

ment Institute (ICPI) also offer classes and 
certification that can be a valuable way to set 
yourself apart from the competition

“We take paver classes and webinars

Smart Seed
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frequently and always learn a new tip, like 
using a different saw or how to optimize your 
crew,” Conway says, l&l

The author is a freelance writer based in the Northeast.
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SMALL
Compact tractors are a big help on

achine
those smaller jobs.

JOHN DEERE 2032R COMPACT TRACTOR
The pitch: The John Deere 2032R features a wide 
tractor stance and longer wheelbase, combined with 
increased tractor weight and improved stability when 
navigating a variety of different terrains.
• A premium suspension seat, ergonomic controls, 
tilt steering wheel, cruise control and thick rubber 
floor mat provide a comfortable operator experience, 
reducing operator fatigue.
• It is equipped with standard work lights on the 
fender and an optional premium LED work light kit,

allowing operators to extend the workday.
• Features the CommandCut lift system to 

provide quick and accurate cutting height 
adjustments with the turn of a dial and the 

bump of a lever.
For more information: Deere.com

DITCH WITCH RT45 RIDE-ON TRENCHER
The pitch: Designed for minimal main­
tenance and maximum operator produc­
tivity, the Ditch Witch RT45 ride-on 
trencher features a Tier 4, 49 hp (36.5 
kW) Deutz diesel engine.
• The upgraded engine offers a signifi­
cant increase in power over the previous 
RT45 engine, resulting in greater overall 
productivity.
• The RT45 has ample power to perform a 
variety of jobsite functions.
• A wide range of attachments are avail­
able for the trencher, promising companies 
versatility on the job.
For more information: Ditchwitch.com

KIOTI’S CK10SE SERIES
The pitch: Kioti’s CK10SE series offers 
two models with a 35 or 40 hp hydrostatic 
transmission.
• Standard features on both models 
include A/C and heat for the cab and 
HST cruise and link pedals to reduce fuel 
consumption.
• Standard four-wheel drive and rear dif­
ferential lock power these models through 
inclement outdoor conditions.
• It can be outfitted with the KL4020 
front end loader and KB2475L backhoe, 
making these machines ready for any job 
that lies ahead.
For more information: Kioti.com

STEINER 450 TRACTOR
The pitch: The Steiner 450 tractor features 
more than 25 attachments for all seasons, 
including a professional snow blower at­
tachment and rotary sweeper attachment.
• Its improved hydraulic weight transfer 
and traction boost system provides ad­
ditional traction and control to handle the 
toughest professional jobs.
• Its articulating and oscillating frame 
helps with using the tractor for tight turn­
ing and uneven terrain.
• The Quick-Hitch System on the tractor 
makes it easier to switch between attach­
ments.
For more information: Steinerturf.com
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make sure you and the relevant 
team members are trained on it, 
similar to how your crews would 
be trained on the in-field equip­
ment you use.

“It’s a tool just like anything 
else, he says. “It just needs to be 
used properly.”

You may not being getting most 
of your design software.

By Katie Tuttle

W
HETHER YOU'RE MAK­

ING THE LEAP from 

hand drawing to soft­
ware, or simply switch­
ing from one brand to another, 

Phil Ogilby, CEO of Stack, says 
it’s important that once you 
make a commitment to a design 
software, you stick to it.

“The tendency is when they 
run into something they don’t 
know how to do ... a lot of times 
folks will move back to what they 
used to do, he says.”

David Sloan, marketing direc­
tor at Drafix, says you need to

IN-ACTION USE. One technologi­
cal advancement people may not 
realize is available is in-field uSe 
of the software.

“What I hear from a lot of 
contractors is they’re using new 
technologies in their designs,” 
Sloan says. He means things such 
as Google Earth and drones.

“It’s more difficult to start a 
design from scratch, and there’s 
other technologies that allow 
you to bring in plot plans or 
drone shots to calibrate images,” 
he says.

MAKE THE SALE. Once you have 
your software, and understand 
how to use it, it’s important to 
also recognize how it can im­
prove your sales presentations.

Finding a software that can 
work as a mobile application, 
allows you to use it on a tablet 
in the field.

“It gives him the ability to 
interface with the customer on 
site - being out there and doing 
a basic sketch, a basic drawing on 
site while walking around with 
the customer,” Sloan says.

Another technology that can 
impress clients is 3-D modeling.

“The integration of 3-D 
modeling really is the future of 
landscape software for presenta­
tion purposes, and something 
people are really starting to get 

into in a big way now — 3-D 
modeling with photo-realistic 
rendering,” says Joe Salemi, 
product marketing manager

with Dynascape.
Salemi suggests landscapers 

look into 3-D rendering options 
now, because with things such as 
shows on HGTV, the ante has 
been upped on what homeown­
ers expect out of their designs.

“Adding 3-D to your reper- ©
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toire - to your toolbox - is really 
important,” he says. “It’s going to 
be the standard in three to four 
years, so if people don’t jump on 
that now, they’ll be left behind.”

Along with the design being 
impressive, accuracy is always 
key. Sloan says some of the de­
sign software products out there 
are created to properly know how 
to calculate how much material is 
needed for a specific space.

That helps you keep track of 
how much the design will cost to 
create, so homeowners aren’t sur­
prised or given incorrect numbers.

Leveraging these options to 
your benefit comes down to 
what you and your crews know 
and understand of the software 
you’re using.

“No matter what they’re us­
ing, they need to be comfort­
able,” Sloan says. “Don’t just buy 
a piece of software and then not 
learn how to use it.”

AN EYE ON UPDATES. You prob­
ably know when your favorite 
equipment companies update 
or release new lines of mowers or 
trimmers, but do you know when 
your software companies does?

II
DON’T JUST 

BUY A PIECE OF 
SOFTWARE AND 

THEN NOT LEARN 
HOWTO USE IT.”

DAVID SLOAN, 
DRAFIX

One automa­
tion option Dy­
nascape has added 
a tool that counts 
the symbols in the 
drawing, mean­
ing the designer 
doesn’t have to 
go through and 
count by hand 
how many sprin­
kler heads need to 
be installed.

“It’s a tool 
that can detect a 
unique symbol,” 
he says.

XV =© ^IPTACUE outlet (6JU t£D ACCENT UGHT (3) & RECESSED ua-fr FKTLFC (6)
ft LED STEP UGHTfS) Or CELN3 FAN ffl

& switch®O LED PATH LIGHT H) CELNG SPEAKER (4)

The company has also worked 
to streamline the integration 
between the CAD software and 
SketchUp.

“We thought about building 
our own 3D software,” Salemi 
says. However, research resulted 
in them realizing Sketch Up of­
fers a solid program, regardless 
of industry.

So Dynascape shifted its fo­
cus and put a lot of effort into 
a request they’d received from 
people in the landscape design 
profession.

“They want a color-rendering 
plan that replicates what they do 
by hand,” he says. The updated 
software is “able to turn some­
one that’s not an artist into a 
landscape artist.”

Drafix Software upgraded 
PRO Landscape to version 23 
this year. The company is also 
doing an asset purchase in 2016.

“Part of that is we added a lot 
of better images in our library,” 
Sloan says. “Normally the com­
pany adds around 1,000 new 
images to the system each year, 
but this year it tripled with 3,000.

Pro Landscape 23 has also 
been updated to work better 
with upgraded 4K monitors and 
Windows 10.

“Some of the newer monitors 
on laptops and desktops are 
4K monitors, which is a higher 
resolution,” Sloan says. “Some 
older pieces of software have a 
harder time running on those.”

As far as design updates, Pro 
Landscape 23 users are now able 
to identify and color code zones 
for irrigation plans right in the 
design.

Stack is actually a blueprint 
designing software, which is use­
ful for commercial contractors, 
as well as multi-family areas.

A major update Stack did was 
move the whole design process 
to the cloud, making it mobile 
for users.

“It’s immensely convenient 
to a contractor,” Ogilby says. 
“They can use the software on 
Mac and PC, but can take it 
out in the field as well. As long 
as they’ve got access to the in­
ternet, they can do a blueprint 
measuring.”

Design software allows a rendering to have the 
look of a hand drawn design, but can be finished 
faster than someone drawing it by hand.

When uploading drawings 
into the system, Stack also au­
tomatically names the files and 
renders the images so a 200-page 
PDF is displayed as thumbnails 
which are easy to look through 
for a specific page. The system 
also automatically counts items 
— for example sprinkler heads — 
so customers can see where they 
all are, and know how many are 
needed.

Stack is also set to roll out a 
new Excel add-in feature, which 
will populate an Excel sheet with 
all the data from the blueprint 
design.

“It (also) links the data, so 
later if they go back in and makes 
changes, those changes are up­
dated the next time they open the 
Excel sheet,” Ogilby says.

With any software, you’ll 
want to make sure the updates 
will remain compatible with 
your system.

“Technology constantly 
changes,” Sloan says. “Find 
somebody who changes with 
it. It’ll cost money, but there’s 
value in it.” l&l PH
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No matter how you choose to mow,

this is an offer that is going to sit well with you

Get $300 off*plus 0/48 Month**Financing on a 
New ZTrak™ Z930R or QuikTrak™ 652R.
Whether you sit or stand, you're going to be pleased. Because right now, 

were offering $300 off*on a new ZTrak™ 930R or QuikTrak™ 652R mower. 

And we're combining this savings with 0% financing for 48 months** 

Better yet, if you're a GreenFleet Platinum 1 member, you can get an 

additional $400 off1 instantly. See your John Deere dealer today 

for a deal on two great mowing machines.

Keep Mowing

o John Deere

JohnDeere.com/MowPro

John Deere's green and yellow color scheme, the leaping deer symbol, and JOHN DEERE are trademarks of Deere & Company.

‘Offer available June 1,2017 - July 31,2017. Prices and models may vary by dealer. Savings based on the purchase of eligible equipment. Offers available on new equipment and in the U.S. only.
Prices and savings in U.S. dollars. See your dealer for details.

“Offer valid on purchases made between June 1,2017 and July 31,2017. Subject to approved installment credit with John Deere Financial, for commercial use only. A down payment maybe required.
Taxes, freight, setup and delivery charges could increase monthly payment. Some restrictions apply, so see your dealer for complete details and other financing options, including financing for Consumer use. 
Prices and models may vary by dealer. Available at participating dealers in the US. .

fCet an additional $400 off a new Z930R ZTrak™ commercial mower with your GreenFleet™ membership. Offer ends 10/31/2017 or when your platinum membership expires, whichever comes first.
See Terms & Conditions at JohnDeere.com/GreenFleet for details. To be eligible for the offer, purchaser must be or become a GreenFleet member and meet qualifying purchase levels. Amount shown 
above is based on Platinum level 1 savings in the US. Qualifying levels and savings will vary depending on the quantity and combination of equipment purchased. See complete membership information 
and discount details atJohnDeere.com/GreenFleet or a participating John Deere dealer.
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Prevent wild 
things from 
destroying 
clients' 
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By Kristen Hampshire

That goes for his relatives, 
too. Rabbits are awfully fun 
for the neighbor children to 
watch, but who wants to re­
plant the landscape bed that 
Thumper destroyed?

The urban landscape can 
be a wild world, especially 
when surrounding areas are 
wooded, protected sanctuar­
ies, open green space or park­
land. Deer aren’t hunting for 
a cozy place to hang out on a 
cul-de-sac. They travel from 
surrounding areas. “People

have to anticipate potential wildlife damage by assessing not just their yard, 
but what land is around them,” says Scott Craven, professor emeritus in 
the department of forest and wildlife ecology at University of Wisconsin.

Deer are “a big animal with a big diet” and can be a big problem in the 
landscape, Craven says. Equally troublesome are rabbits and meadow voles.

For property owners, the thought of losing hundreds or even thousands 
of dollars of plants after a thorough grazing sparks interest in protection 
services, says Gary Eichen, BioTurf manager at Mike’s Tree Surgeons 
in Troy, Michigan.

“The aesthetic value of what deer can destroy is mind-blowing,” Eichen 
says. “They will literally eat plants right to the ground, so people are inter­
ested in protecting the value of their landscape and the perceived impact 
it could have on their property value.”

When are deer and other wildlife most likely to damage the landscape? 
What control methods can be used to prevent damage, and how landscape 
firms selling the service? Lawn & Landscape talked to some field profession­
als to learn how they keep the wild things away from clients’ landscapes.

IDENTIFY GRAZING TIMES. Eichen was out applying a deer repellent product 
on a client’s property last spring. “There were two baby fawns - the mother 
had placed them down in the taxus, and they did not run,” he says. “They 
stayed right where they were and the mother was 30 yards away. They 
watched me spray.”

Deer pressure is a year-round ordeal in the Detroit, Michigan, market 
Eichen serves. “We have urban herds that are out of control and have lost 
any fear of humans, so they’ll stand there and look at you,” he says.

Burke finds the same thing where he does business in Door County, 
Wisconsin. “Someone will be eating at a picnic table and the deer will walk 
up within 10 feet and start eating plants in their yard,” he says.

However, there are certain periods of the year when deer might cause 
more of a problem in the landscape. That’s when there are fewer green-and- 
growing snacks in parks and open land. Woody material and perennials are 
most vulnerable beginning in late fall through winter, Craven says. Prime

NOT SO BUNNY

Rabbits will eat the bottom 
8 to 12 inches of a plant, and they'l 

chew right through bark.

time for annuals is immediately 
after planting.

Meadow voles are persistent and 
can cause a great deal of damage 
in the landscape - and these guys 
burrow under the snow and dig into 
mulch. “Once they are under the 
snow, you can’t get at them,” Cra­
ven says. “They’ll tunnel around, 
find a burning bush or another 
preferred woody plant, and they 
can completely debark it and it’s a 
goner come spring.”

Voles also tend toward heavily 
mulched areas of the landscape. 
“Landscape contractors are prone 
to use a lot of mulch, and if you
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are putting mulch around foun­
dation plantings then you are 
inviting a high vole density be­
cause they’ll use that for shelter,” 
Craven says.

As for rabbits, Craven says 
fluffy-tailed mopsies tend to fall 
off people’s radars. “But they are 
everywhere all of the time, and 
they are around all the time.”

An optimum control schedule 
is a preventive campaign in fall, 
including a repellent or fencing 
for individual species that call for 
protection. Protective barriers 
such as plastic tubing around tree 
trunks can deter deer and animals 
from the bark.

As Craven points out, woody 
plants are not only vulnerable 
for their evergreen “salad,” but 
trunks offer a handy place for 
bucks to polish their antlers dur­
ing rut season.

What are signs that a deer is 
scavenging plants vs. a rabbit or 
other nuisance wildlife? Deer tend 
to eat the green leaves from the 
tips down to the stubble, Burke 
says. “They’ll eat arborvitae from 
the ground up to 6 to 7 feet high. 
Rabbits will girdle the bottom 8 
to 12 inches of a plant, and they’ll 
chew right through the bark.”

In Florida, some homeown­

ers deal with wild hogs that 
can root up grass and sod, says 
Tony Young with the Florida 
Fish and Wildlife Conservation 
Commission. “To a lesser degree, 
armadillos can also be destructive 
by digging holes,” he says.

PREVENTION CAMPAIGN. Fenc­
ing is the most sure-fire way 
to reduce damage and prevent 
animals from entering the prop­
erty, Young says. This is not 
always possible in homeowners’ 
associations where covenants 
prevent barriers.

However, individual plants on 
properties can be protected, and 
this is a wise strategy for keeping 
deer and other hungry wildlife 
away from prized plants.

Eichen uses repellents that he 
says are up to 90 percent effec­
tive at preventing deer damage. 
DeerPro winter repellent can be 
applied in October and lasts up 
to six months because of a latex 
bonding agent that keeps the 
active ingredient thiram (a fun­
gicide) on foliage, even through 
ice, snow and rain.

In spring, he uses a DeerPro 
spring/summer repellent that 
is an egg-based odor deterrent 
spray designed for commercial

use. “Once it dries on the leaf 
tissue, it lasts three to five weeks,” 
Eichen says.

Taste- and odor-based repel­
lents steer deer away from the 
food source, and since they are 
creatures of habit they tend not 
to return.

Of course, the idea of select­
ing plants that deer don’t find 
so tasty seems like an ideal way 
to plan a landscape. The problem 
is, Eichen and Burke find that 
if the deer are hungry enough, 
they’ll eat even the plants on the 
“safe list.”

In Florida, deer tend not to 
munch on evergreens like juniper 
and ivy, or prickly roses and sego 
palms.

Local extension services can 
provide recommendations. But, 
hungry deer are brave and not so 
selective about the greens they 
graze on, Eichen says.

“I have seen roses listed as 
plants that deer do not eat, but I 
have roses in five different cities 
we service that were taken down 
a foot (by deer), thorns and all.”

Noise deterrents are available, 
and some find that a dog that 
spends lots of time outdoors can 
be a great help in keeping wildlife 
away from plantings, Young says.

ADD-ON SERVICE. Eichen began 
offering deer control as a ser­
vice three years ago and treated 
about a dozen properties. That 
first year, the revenue base from 
that service was about $4,000. 
“Now, we are doing in excess 
of $100,000,” he says.

Eichen markets the service by 
including information in custom­
ers’ annual renewal contracts in 
February. He tucks information 
in with summer mailings, too be­
cause clients want to protect the 
investment in their landscaping, 
they’re keen to the option.

Once a deer takes down a 
mature plant, the damage slows 
down growth. “Plants might 
not have the energy to recover 
from an extensive feeding, so 
you have to replace a shrub,” 
Eichen says.

Burke sells deer and rabbit 
protection as a separate service, 
sharing information with cus­
tomers during tree work visits.

“We deal with so many cus­
tomers in our everyday tree work 
that it’s real easy for us to talk 
about deer damage and what 
can be done to prevent it,” he 
says, l&l

The author is a freelance writer 
based in Ohio.

SMALL ENGINES

1-877-737-2787

3+ MILLION PARTS ONLINE
' www.JacksSmallEngines.com

String Trimmers 
From $109

Classen Dethatchers 
From $1,475

Billy Goat Debris/Lawn Vacs 
From $959

Ryan Aerators 
From $2,495

; -ithLSälifl ' ' "’i ■

www.JacksSmallEngines.com 
www.MowersAtJacks.com

www.SnowblowersAtJacks.com

_____ COMMERCIAL & _ o
SAVE ON EQUIPMENT business SAVINGS

FREE SHIPPING & NO SALES TAX OUTSIDE OF MARYLAND SIGN UP FOR AN ACCOUNT TO RECEIVE DISCOUNTED PRICING
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Isuzu NPR with 19’ Dovetail Landscaper Body 
297 HP Gas or 210 HP Diesel Engine, Automatic Transmission, 

12,000 lb. or 14,500 lb. GVWR, Exhaust Brake (Diesel Only), 
AM/FM CD Player, A/C, P/S, Power Windows & Locks, Tilt Wheel, 

(Other Options And G VW Ratings Available)

Isuzu NPR HD 4 Door with 19’ Dovetail Landscaper B 
297 HP Gas or 210 HP Diesel Engine, Automatic Transmission, 14,500 lb. C 

Brake, AM/FM CD Player, A/C, P/S, Power Windows & Locks, 
Tilt Wheel (Other Options And 12,000 lb. GVWR Gas Availble)

WE STOCK USED 
LANDSCAPE TRUCKS!

Used Landscapers In Stock! Variety of Specs Available 
If you are not in the market tor a new landscape truck, maybe a premium used unit will 

work for you. We are one of the few dealers in the country that is dedicated to providing 
you with used landscaper trucks. Many have brand new bodies!

Isuzu NPR HD with 12’ Dump Body
297 HP Gas Engine, Automatic Transmission, 14,500 lb. GVWR, 19.5 Tires, 

AM/FM CD Player, A/C, P/S, Power Windows & Locks, Tilt Wheel,
Tow Package & Brake Control, (Other Options And G VW Ratings Available)

Remove Dovetail 
In 5 Minutes!

Isuzu NPR with 18’ Enclosed Landscape I
297 HP Gas Engine, Automatic Transmission, 12,Q0U lb. 
AM/FM CD Player, A/C, P/S, Power Windows & Locks, Tilt 

Split Dovetail Ramp, Side Door, (Other Options And G V W Ratio

Isuzu NPR HD with 19’ Revolution Body
297 HP Gas Engine, Automatic Transmission, 14,500 lb. GVWR, 19.5 Tires, 

AM/FM CD Player, A/C, P/S, Power Windows & Locks, Til Wheel,
4 Electric Hoist, (Other Options And G VW Ratings Available)

DualSystem Spray Unit!

Isuzu NPR with 19’ Custom Irrigation Body 
297 HP Gas or 210 HP Diesel Engine, Automatic Transmission, 

12,000 lb. or 14,500 lb. GVWR, Exhaust Brake (Diesel Only)/, 
AM/FM CD Player, AA* ft§. Power Windows & Locks, Tift Wheel, 

(Other Options And GV W Ratings Available)
- M «MM «■....M*b ........ .

IPR HD with 11’ Bed & 600/100 Galion Tanks
Engine, Automatic Transmission, 14,500 lb. GVWR, 19.5 Tires»

I CD Player, A/C, P/S, Power Windows & Locks, Tilt Wheel,
(Other Options And GVW Ratings Available)
' , , /V |

Decatur, fll 800433-6351
NEW or USED TRUCKS @ www.neelycoble.com

http://www.neelycoble.com


ROM TRADITIONAL SPADE EDGING

to metal edging to plastic edging to concrete curb­
ing - the options for creating a defined outline 
around landscape beds are endless.

For most customers, selection will come down
to two factors - cost and permanence, says Matt Bakker, 
senior landscape architect for Landscape Design Services 
based in Holland, Michigan.

The company provides spade edging and metal edg­
ing - either aluminum or steel. With the latter, there 
is an added cost of materials, Bakker says.

“A spade edge does allow you more flexibility. As

the plants grow out or if there’s an adjustment to the 
bed, it can be more easily changed,” he says. “With any 
kind of metal edge, once it sets it sort of determines its 
shape. It’s difficult to adjust it once it’s been in place.”

Another factor for consideration is the ease of long­
term maintenance, says Ryan Wolfrath, president of 
Wolfrath’s Curb, a concrete curb installation company 
based in Hortonville, Wisconsin. Wolfrath also owns 
The Curb Depot, a company that manufactures the 
machinery used to create and install curbing.

“Business owners are seeing the benefits. It’s less 
maintenance as far as for mowing, weed whacking and PH

O
TO

 C
O

U
R

TE
SY

 O
F 

BE
AU

TI
FU

L 
BO

R
D

ER
S

70 JUNE 2017 I LAWNANDLANDSCAPE.COM

LAWNANDLANDSCAPE.COM


YOU SNOOZE, 
YOU LOSE?
NOT ON OOOSEORASS
Goosegrass is a fat, ugly turf invader. 
A pre-emergent herbicide is the 
control of choice for many turf pros, 
but with pre-emergents, timing is 
everything. Don’t worry if you miss 
that application window: there are 
other ways to defeat goosegrass.

Like most of the weeds that try to 
take over your turf, the best defense 
against goosegrass is a good 
offense: healthy turf. Proper drainage 
and aeration help, as does regularly 
altering traffic paths. And the shade 
from thick, strong turf keeps 
goosegrass seedlings in the dark and 
helps reduce seed germination.

In addition to fighting back with 
healthy turf, there are several post- 
emergent herbicides available that 
offer goosegrass control. One in 
particular boasts not only goosegrass 
control, but Is also the #1 speed 
broadleaf herbicide on the market: 
SpeedZone® Broadleaf Herbicide 
for Turf.

University studies show two 
applications of SpeedZone provide 
effective goosegrass control. 
SpeedZone also delivers fast, 
dependable control of more than 90 
tough broadleaf weeds, including 
clover, plantain, ground Ivy, and

M...there are other 
ways to defeat

goosegrass.yy
spurge. So If you miss the ideal time 
to apply pre-emergent goosegrass 
control, don’t fret: healthy turf and 
the right post- emergent have you 
covered.

Always read and 'follow label directions. Checkered Flag Label Design* Gordon's* ProForm* and SpeedZone* are registered trademarks of PBI-Gordon Corporation. 4/1? 0487?

SPEEDZONE'
BROADLEAF HERBICIDE FOR TURF:

SO FAST YOU WON'T BELIEVE YOUR EYES.
You don't have time to wait for a slow, sputtering herbicide. Floor it with 
SpeedZone Broadleaf Herbicide for Turf, the #1 speed herbicide on 
the market. SpeedZone delivers broad-spectrum control of the toughest 
weeds fast. In fact, you can see visible results In as little as 24 hours.

Say it:
Holy Smokes, 
SpeedZone 
is FAST!

Usi

ÜB88

pbi /candan
GordonsProfessional.com conpartatian

GordonsProfessional.com


Maintenance

for holding in stones,” he says. 
“It’s definitely one of the more 
expensive options but once you 
get it done, there’s not a better 
product in my eyes.”

CURBING CONSIDERATIONS.

Curbing is made from concrete 
with steel cable and nylon fibers 
running through it to minimize 
movement during freeze and 
thaw cycles, says Matt Marschall, 
president of Curb-It Design, 
serving the Twin Cities region 
in Minnesota.

Every curbing job is unique and 
curbing is custom made to match 
each property, says Kyle Weber, 
founder of Beautiful Borders, 
based in Castle Rock, Colorado.

“Tie color options basically 
are unlimited,” he says, adding 
that he can also customize texture 
and appearance.

Curbing can help prevent 
mulch or rocks from washing 
away, Marschall says.

“The product itself is extreme­
ly heavy, so it’s not like it’s going 
to move. I have clients that run 
ATVs over it without any prob­
lems,” Weber says.

Curbing can be installed al­
most anywhere, but some regions 
prove trickier, Wolfrath says. For 
example, in Florida, soil is mostly 
sandy and more prone to shifting 
if the curb is not reinforced.

“I try to stay away from tree 
roots,” Weber says. “The roots 
are going to try to stress on that 
concrete and move it.”

In addition to a higher cost, 
curbed landscape beds cannot 
easily be moved or redesigned, 
which can be a disadvantage.

“Once you put it down, it’s 
down. There’s no moving it. If 
someone wants to consistently 
move the beds, you can’t really

A properly installed curb can prevent mulch or rocks from washing away.

do that, unless you ripped up the 
whole section and repoured it,” 
Wolfrath says.

EDGING UP THE COMPETITION.

Ideally, metal edging is level 
with the turf. “We set it on the 
initial installation on the top of 
the edging about three quarters 
of an inch above the soil line, so 
the turf will grow up and over,” 
Bakker says.

Because of the growth, main­
tenance is long-term strategy for 
both metal edging and spade edg­
ing. Beds are typically re-spaded, 
or a new edge is cut every year, 
Bakker says.

“The disadvantages to the 
hand edging is that you have to 
have a good eye for it every year 
when you maintain that edge,” 
Bakker says.

Severe elevation changes on 
a property can be a challenge 
with metal edging, as can frost 
heaves. Metal edging works best 
on sandy sites, Bakker says.

“As long as it’s a gentle slope, 
it’s typically not a problem. If 
(the bed is) curving horizontally 
and vertically at the same time,

that adds to the difficulty. Other 
than that, it could be used on any 
site,” he says.

PRICE POINTS AND LIFESPAN.

The average cost for curbing a 
residential property is $2,000, 
or $10 per foot, Marschall says. 
“Stone style” curbing is made 
with rubber matting and is a 
little more tedious to make. It 
can sell for $ 15 to $20 per foot, 
he adds.

Maintenance for curbing con­
sists of re-sealing the concrete 
every two years. The cost is about 
$300 for the average residential 
property, or a customer can buy 
sealer and do it themselves. The 
process and product is the same 
sealing stamped concrete - such 
as for patios, Marschall says.

Through his Curb Depot 
business, Wolfrath works with 
“curbers” nationwide and says 
some charge as little as $4 per 
foot, while others can net $ 16 per 
foot - depending on the region, 
competition and how the prod­
uct is marketed. The average, 
however, is $8 to $9 per foot. 
Black plastic edging averages $4

to $5 per foot, he says.
At Fandscape Design Ser­

vices, Bakker says metal edging 
runs about $4.50 to $5 per foot 
installed. Spade edging costs a 
little less because no materials are 
involved for installation.

Bakker says metal edging usu­
ally succumbs to damage before 
deterioration, but he has seen 
metal edging last 20 years with­
out needing replacement.

“Typically, it’s more like 
they’ve been abused or hit with a 
mower,” Bakker says. “On a clay 
site, more often the edging might 
push up with the frost heave in 
the winter. If it pops up it could 
be subject to physical damage by 
a mower.”

Curbers say their product lasts 
at least a decade - maybe more.

IN YOUR SERVICE MIX. Fandscape 
contractors can opt to add curb­
ing to their line of business with 
an initial investment of about 
$20,000, Marschall says.

“For a landscaper to add it, on 
they probably could add it on 
and pay it off in a season but it’s 
something that takes more time 
away from what they already do 
and it depends on how big they 
want to grow,” he says.

Bakker says edging is typically 
included in a landscape installa­
tion package.

“If (the customer) was con­
cerned about price point, it 
might be something we just don’t 
even propose to keep the cost 
down,” he says.

“If we feel like the client will 
accept that as part of the pro­
posal, but then, that is something 
we can use to negotiate out if they 
want to save.” l&l

The author is a freelance writer based in Ohio. PH
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Irrigation
+Landscape

Turf+Land 
Management

Uving1 @ Sports Fields Sustainable 
vW Solutions

Working for You.

We’re Online.

irrigation & Landscape Supply

200+ Convenient Locations Nationwide
Alabama I Arizona I Arkansas / California I Colorado / Florida / Georgia I Kansas I Louisiana I Mississippi / Missouri 
Nevada I New Mexico I North Carolina I Oklahoma / Oregon I South Carolina I Tennessee I Texas I Utah I Washington

Turf & Lawn Care

Pavers & Kitchens Service with a Smile

Shop online, create quotes and manage 
your account at Ewinglrrigation.com 
Register your Ewing account today!

•e

Follow us on 
social media:

V.3*7

Ewinglrrigation.com


Trimming and edging customer properties is easier 
HI with equipment like these in your arsenal.

STIHLFS131R 
PROFESSIONAL TRIMMER
The pitch: STIHL’s FS 131 R professional 
trimmer has a powerful low-emission engine, 
providing 30 percent longer run times than 

its predecessors.
• Rubberized handles provide a comfortable 

grip of the product; multi-function control 
handle allows easy access to all of the controls 

on one handle.
• Semi-automatic choke lever enables simpli­
fied three-step start procedure, saving users 

time. To start, users simply purge the primer 

bulb, set the choke and pull the starter handle.

• New one-screw service cover provides 

quicker access to spark plug and valve train 

for easier adjustment and service.
For more information: Stihl.com

ECHO
PE-2620 EDGER

The pitch: The PE-2620 
has a flex cable drive that 
allows for a curved shaft 
design for better sight lines 

and more ergonomic tool
positioning.

• Lightweight 25.4-cc power 
head features magnesium con­
struction for all day use.
•2:1 gear ratio produces high- 
performance torque to power 
through tough, overgrown grass.
• Contoured aluminum debris 
shield features an open face for 
reduced clogging and captive 
wheel mount hardware for easy 
height adjustability.
For more information: 

Echo-usa.com

According to our 2016 expenditure 

survey, that's the percentage of 
contractors who plan on purchasing 
trimmers/edgers in 2017.

GREENWORKS GT 160 STRING TRIMMER
The pitch: The GT 160 String Trimmer combines the 
Greenworks Commercial 82-volt lithium-ion battery with 
brushless motor technology to power through every job with 
a 16-inch cutting path.
• The brushless motor provides high torque, zero-mainte­
nance and zero-exhaust all while decreasing vibrations and 
noise levels.
• It easily starts by pulling the trigger, and is so quiet it al­
lows you to start your day earlier without bothering clients, 
making it perfect for noise-sensitive sites.
• Features a die-cast gear box for high torque, aluminum 
shaft for reduced weight, durable easy wind head for less 
down time.
For more information: Greenworkstools.eu

HONDA HHT35SLTA STRING TRIMMER
The pitch: The HHT35SLTA is designed to handle commer­
cial applications, with strong low-end torque characteristics 
that allow many jobs to be performed at partial throttle- 
increasing fuel efficiency.
• The HHT35SLTA - as well as the HHT25SLTA model - 
both come equipped with solid trigger design for durability.
• Featuring Honda Mini-4-stroke technology, it runs on 
regular gasoline so there’s never a need to mix gas and oil.
• Comes with Honda’s Quick Start system for easy starting. 
For more information: Hondapower.com
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Snow plowing isn't a large part of Summit Lawns' service mix, 

but it's enough work to keep some employees working all year. 86
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SNOW & ICE
Report

LawiÄpe SNOW

CALLAHAN’S CORNER

A CHANGING OF THUD
his past winter I hired my 
replacement.

It has been my dream to 
find a way to remove myself

from the day-to-day operations 
of my company.

That dream started with me 
finally deciding to relinquish the 
control of my company and hire 
my operations coach.

With this changing of the 
guard, I have faced three specific 
challenges and learned a number 
of lessons along the way.

LACK OF PRIOR EXPERIENCE. You
probably wouldn’t believe me if 
I told you I hired someone with 
no prior experience in the snow 
removal business to run my 
entire snow operation, but that 
is exactly what I did. In fact, my 
replacement was a fertilization 
technician who was usually laid 
off each year come winter. He 
was looking for a company to 
grow with, so we worked col­
laboratively to achieve success.

First, we focused on learning

storm scenarios. Role playing 
countless scenarios he would 
face during a snow and ice event 
was crucial to creating a great 
foundation for his ability to 
problem solve during future 
storms. In addition, he engaged 
in multiple ride-alongs with 
myself and key employees to 
learn first-hand how to handle 
different situations during storms 
from a management standpoint.

Next, we reviewed the proper­
ties in our portfolio. This includ­

ed studying both residential and 
commercial plow routes online 
and in-person. During these 
visits, we focused on the layout 
of each property, the quality 
guidelines and possible problem 
areas that may present during a 
snow and ice event.

We also reviewed satellite im­
ages of each site and further dis­
cussed problem areas and where 
to stack snow. We then reviewed 
the priority level of each property 
(level A, B or C) during a snow 
and ice event.

Finally, we focused on how to 
manage the fleet and the team. 
Due to his lack of prior experi­
ence and know-how to operate 
several pieces of equipment, he

Want to Learn 
How You 

Gan Make
* onurees?

CHRISTMAS

'S'
Denver August 10-12

The Largest Independent Decorator Convention
Network • Increase Profit • Preview New Product

HolidayBrigMLights.com ¡HBLj. call Today 402.932.5321
§eûAoni

CONSISTENTLY SHARPENED
BLADEANGLES

Inconsistent angles greatly 
reduces the life of the mower 
blade and provides a poor cut of 
the turf itself.

One major issue overlooked by 
lawn care professionals is the 
consistency of the cutting edge 
angle.

Save time, money, and blades by
using Magna-Matic professional
sharpeners.

• 60 second sharpening time
• Cool cutting, without burning
• Consistant 30 degree angle
• No limit to cutting edge length
• Right or left-handed blades
• No wheel dressing
• All safety gaurds included
• Vac hook-up ready
• Compact design

MADE! |<*/V= 
intheUZMA:

www.magna-matic.com

800-328-1110
Call for Free Catalog

MAG-9000 Sharpener shown

Scan with your 
smart phone

Watch Videos
Yousre
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EARLY BIRD REGISTRATION
NOW OPEN!

Change your life and your business 

by learning how to change your mindset.

August 2-4, 2017 
Grand Summit Hotel, Park City, Utah

REGISTER TODAY: event.ascaonline.org
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did not immediately gravitate 
to fill gaps in labor when they 
existed like I had in the past. 
Instead, he was able focus on 
strategy and solve the problem 
from the office while managing 
the phones and monitoring the 
team and the weather.

His strategic decisions were 
based strictly on data from GPS, 
radar and forecasts online, and 
job completion reports through 
our CRM system. His ability to 
remove the emotion from his 
decisions led to better support 
for our team during a snow and 
ice event.

LETTING GO OF THE REINS. To
focus solely on strategically

planning to grow my company 
and its infrastructure, I needed 
to support and mentor my new 
operations coach 24 hours a day, 
seven days a week.

The hardest part about it for 
me was remembering to allow 
him to have wins and failures of 
his own that he could learn from.

I quickly learned micromanag­
ing was not a great tactic. I dis­
covered that the way in which the 
jobs are completed did not really 
matter as long as the desired end 
result was accomplished.

In fact, his approach in some 
cases was actually more effective 
because he did not have any 
preconceived notions about how 
things had been done in the past.

SELF-REFLECTION. This year was 
not my first attempt to hire a 
manager. This year is just the first 
year I committed to hiring and 
ensuring a successful transition 
for my replacement. I had no 
one to blame but myself for my 
unsuccessful attempts.

I failed them by not providing 
them enough support for long 
enough. I also failed to provide a 
support staff to assist with moni­
toring weather and dispatching 
crews overnight.

To help provide support, 
we drove a back-up truck to­
gether and worked to manage the 
event from a laptop and our cell 
phones. We also created a rotat­
ing night crew that monitored

the weather conditions by driving 
a predetermined geographic grid 
and submitting a mobile form 
that notified him when crews 
needed to be dispatched. This 
crew was a secret ingredient to 
success.

THE NEXT STEP. My operations 
manager has been dubbed an 
operations coach for that reason.

Although he was hired to 
manage our team, he has become 
an integral part of our team by 
providing ongoing support and 
training for our employees. He 
is also committed to his own 
learning and continues to push 
me to learn how to continue 
letting go. l&l

Hardscape Outfitters

VISIT PAVETECH.COM 
TO DOWNLOAD OUR 2017 
PRODUCT CATALOG

952-226-6400 SALES@PAVEEDGE.COM

EasyLIFT PRO
A BEAUTIFULLY SIMPLE, 

SUPER-EFFICIENT AND RUGGEDLY 

BUILT 1-PERSON TOOL FOR 
HANDLING PAVING SLABS

MAKE SOME
GREEN

TruGreen wants to acquire fertilization and 
weed-control businesses. To have yours valued 
confidentially, please contact:

Jerry Solon Senior Director of Acquisitions 
901-251-3970
mergers@trugreenmail.com

©2017 TruGreen Limited Partnership. Ail rights reserved.
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SPEED PLUS TURF SAFETY WINS

► Avenue™ South gives you both speed and safety 
in sensitive warm-season grasses.
Your goal: beautiful turf and happy clients. But between you and that 
finish line are weeds and sensitive grasses. Kill the weeds fast without 
sacrificing turf safety with Avenue™ South Broadleaf Herbicide for Turf.

Avenue South offers fast, dependable control of more than 90 broadleaf 
weeds. And it’s formulated to perform in sensitive warm-season grasses, 
including Floratam and other improved St. Augustinegrass varieties.

Don't Sacrifice Speed for Turf Safety:
Choose Avenue South.
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DIRECTOR'S NOTE

CHALLENGES AND SOLUTIONS By Kevin Gilbride

AT THE STATE 

LEVEL, OUR ANTI­

INDEMNIFICATION

BILL HAS BEEN

INTHODHBEDIN

A HALF-DOZEN

STATES AND 

HAS BEEN 

ENACTED

S
uccess in the professional snow and ice manage­

ment industry is not possible without overcoming 
challenges, and that is as true for the industry as 
it is for the individual contractor.

Five years ago, in a hotel conference room, nearly 70 
of the U.S. and Canadian Top 100 contractors openly 
discussed the challenges the industry was facing.

Those in attendance cited among their grievances the 
state of the market, rising insurance costs, unfair hold- 
harmless agreements, lack of respect from customers, 
lack of understanding of the industry from the outside 
world and companies that take advantage of unsuspect­
ing (or uneducated) contractors. While insurance was 
the clear winner to come out of this discussion, many of 
the issues deemed “problems” could trace their origins 
back to the same root.

After a year of thorough investigation and due 
diligence, we determined the root of the problem was 
not any of the issues named above, rather those were 
symptomatic of a much larger problem. This problem 
was multifaceted:

• The industry had not done enough to represent 
itself properly to the outside world.
• Many property owners/managers didn’t respect

snow contractors.
• Property owners/managers and snow contrac­

tors had (and many still have) an adversarial 
relationship.

• Insurance carriers had little knowledge of the 
snow and ice management industry.

• Legislative bodies had absolutely no idea how 
often snow contractors are getting claims filed 
against them.

• U.S. and Canadian laws are unfair and unsympa­
thetic to our industry.

• Insurance carriers had little knowledge of the snow 
and ice management industry until they dug into 
things and found they were losing $2 for every $ 1 
in premium they brought in.

• Some companies were using these issues for their 
benefit, and ultimately harming unsuspecting 
contractors, and the trickle-down effect resulted in 
increased claims and skyrocketing insurance costs. 

The ASCA was founded to address and resolve these 
issues. To date, we have experienced tremendous suc­

cess. Member companies are performing well above the 
average snow and ice management contractor. Sales are 
increasing due to their ability to differentiate themselves 
from the competition.

Their certifications (ASCA-C and ISO 9001/SN 
9001) helped them better managing their insurance 
costs (in some cases, just being able to be insured). 
They are getting more and more slip-and-fall claims 
dismissed. The ASCA and ASCA member companies 
have taken serious steps to improve the operating con­
ditions for the professional snow and ice management 
industry. We have done so by:

• Developing the first ever set of industry standards, 
and getting the accredited by the American Na­
tional Standards Institute (ANSI).
• ANSI is the first place attorneys go when they 

get a case. If they have a standard, it will help 
to defend those that have followed it, and it will 
likely hurt those that have not.

• Creating an educational certification, ASCA-C, 
that proves to the outside world you are educated 
on the industry standards and risk management
• Currently, nearly 500 individuals have com­

pleted ASCA-C education.
• Creating a quality management system that en­

sures that you have the processes and procedures 
in place to ensure service quality, and that you 
have implemented the industry standards into 
your business.
• IS09001/SN9001 is helping improve compa­

nies’ processes, increase sales, reduce risk and 
saving money on insurance.

• Initiing legislative change.
• Nationally, we have lobbied for legislation to 

reduce frivolous lawsuits.
• At the state level, our anti-indemnification bill 

has been introduced in a half-dozen states and 
has been enacted in Illinois.

That’s why I’m asking those of you who haven’t 
already joined to consider ASCA membership. Not 
only is it is the first step in taking a greater part in 
improving your business operations, but it empowers 
you to get involved and to start taking part in changing 
our industry for the better, l&l
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GAS PERFORMANCE 
WITHOUT THE HASSLES

Ditch the gas can, forget 2-stroke oil, and pick up Makita 18V X2 
(36V) LXT®. Powered by two fast-charging 18V LXT® batteries,
18V X2 (36V) LXT® offers more power, speed and run-time without 
the hassles of gas. Tough out bigger jobs with 18V X2 (36V) LXT® 
trimmers, blowers and chain saws, then go back to work with any 
of the other 150+ solutions in the LXT® system.

Tiiakita.
# RULETHEOUTDOORS

makitatools.com/ruletheoutdoors

BRUSHLESS ANGLE GRINDER
INCLUDED IN-PACK IN SELECT MAKITA 18V LXT® (36V) CORDLESS KITS

Pick up a select Makita 18V X2 (36V) LXT® cordless kit and get a 
18V LXT® Brushless Angle Grinder - FREE.
(Offer valid on purchases made at participating dealers, while supplies last. 
Qualifying tools: XBU02PTX1, XCU02PTX1, XCU03PTX1, XRU07PTX1, XT274PTX.)

IG-0517 MA-3037-17

makitatools.com/ruletheoutdoors
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Plant Survival
'SOLUTIONS

• Product INNOVATION
• Proprietary TECHNOLOGY
• Natural SUSTAINABILITY
• Good SCIENCE
• Great VALUE

Discover a 
Better Way to Run 

Your Business

Consolidate all your landscape 
management software and systems 

into one easy-to-use solution.

The result? Increased profitability. 
Reduced expenses. Greater productivity.

“We can't imagine our 
business today without BOSS.“

- Megan Lowe, Mitosi

www.bossim.com/discover | 866-596-5971

Business Management Software
for The Green Industry

Get caught up on the latest products in the industry.

BOSS FORGE SPREADER
The pitch: Available for winter 
2017, the BOSS Forge is a stain­
less steel spreader model that offers 
both pintle feed and auger chain 
systems with the same hopper.
• Features ^-horsepower motor 
and proven VBX drive train.
• Motor covers protect both the 
drive and spinner motors from 
falling sand, salt and de-icing 
materials and it comes with a 
standard top screen and tie­
down kit.
• Lights, tarp, vibrator and in­
verted V options for pintle chain 
systems, and lights and tarp 
option for auger systems. Vibra­
tor and inverted V are standard 
equipment on the auger system. 
For more information: 

Bossplow.com

CATERPILLAR TRUCBRUSH
'The pitch: Caterpillar’s new TrucBrush is a polypro­
pylene bristle attachment that quickly connects to and 
is powered by a front-end loader.
• The attachment is used to clear accumulated snow 
from truck, trailer and bus rooftops.
• TrucBrush allows companies to meet state transporta­
tion regulations and OSHA guidelines.
• It’s manufactured with heavy-gauge steel and has a hy­
draulic system with dual rotation direction operation. 
For more information: Trucbrush.com
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The old way doesn't work anymore.

Automate everything.

INSIGHT

Tailored GPS Tracking Solutions

© 877-477-2690

© GPSINSIGHT.COM
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PRO-TECH TURF PUSHER
The pitch: Pro-Tech’s Turf Pusher is a containment plow designed 
specifically for clearing snow from turf sports fields.
• It now features a new pin-on coupler design to give customers 
increased versatility by allowing them to swap out different coupler 
plates to adapt to the required prime mover.
• Couplers for all compact machines (John Deere, Bobcat, Toro) 
including UTVs now available.
• The pin-on coupler will now come on the 6- and 8-foot Turf 
Pusher models.
For more information: TurfPusher.com

SNOWEX TAILGATE PRO SPREADERS
The pitch: The SnowEx Tailgate Pro spreaders feature more compact 
controls with fewer wires for enhanced functionality and simpler 
installation.
• Offers hopper capacities of $.75 and 10.7$ cubic feet, respectively, 
on the SP-575X and SP-1075X single-stage spreaders.
• The control has auxiliary 
functionality that allows 
any accessories plugged 
into the spreader to be 
controlled from the cab.
• A new, universal pivot 
mount, available as an op­
tion for the SP-1075X, al­
lows the spreader to swing 
away from the tailgate for 
convenient access to the 
truck bed.
For more information:

S no wexp roducts. com

To change the life of a child, 
please visit www.feedthehungry.org

or call 800 888-832-6384

LeSEA Global

A full life feels good.
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More versatility, power and style than you ever expected.

The all-new BX80 Series sub-compact tractor with convenient features like the ability to attach or detach 
the exclusive BX80 Swift-Tach front loader** right from the comfort of your seat, an Easy-Over mower deck** and 

a complete set of available Land Pride Implements is engineered to Impress. Experience the groundbreaking BX80.

0% Financing for 84 Months*
See your local Kubota dealer for details.

Offer ends 6/30/2017.

*20% down, 0% A.P.R. financing for up to 84 months on purchases of select new Kubota BX Series equipment from participating
dealers’ in-stock inventory is available to qualified purchasers through Kubota Credit Corporation, U.S.A.; subject to credit approval. 
Some exceptions apply. Example: 84 monthly payments of $11.90 per $1,000 financed. Offer expires 6/30/17. See your Kubota dealer 
or go to www.kubota.com. **0nly available on certain models. Optional equipment may be shown.

KubotaUSA.com

no
© Kubota Tractor Corporation, 2017

http://www.kubota.com
KubotaUSA.com
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Snow plowing 
isn't a large 

part of Summit
Lawns' service 

mix, but it's 

enough to 

keep some 

employees 

working 

all year.

By Holly 

Hammersmith

STAY BUSY
M

any landscape companies offer snow re­

moval as a means to generate revenue dur­
ing the off season. But Ted Glaser added 
the service to his company’s book of 
business in 2013 to aid with employee retention.

Glaser, 26, is the president of Summit Lawns, 
based in Lincoln, Nebraska.

“We make a little bit of money on it, but the 
main purpose was to have a more predictable 
staffing situation in the springtime, so we could

hold onto more of our employees and not 
have to let go of some of the work force, 
and then just hoping they would come 
back again in the spring,” he says.

Glaser has been in the lawn mainte­
nance industry for a decade and founded 
Summit Lawns in 2011. The company’s 

core focus is landscape maintenance including 
mowing, lawn care and seasonal cleanup.

Snow removal service customers are primarily 
commercial with a few homeowner associations 
added in.

This past year about $30,000 of the company’s 
annual revenue of $900,000 came from snow 
removal work, but it was a mild winter with only 
one major storm. Next season, the company’s 
revenue goal is $75,000 to $100,000.

ABOVE: Ted Glaser added snow removal services in 2013 to employ some workers all year. Five of the 
company's 15 employees are on staff year-round and remaining employees are on call for snow removal. PH
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Never Change Nozzles Again with the

Vhy use the RPS Select?

► This rotor is a productivity junkie! Use this rotor in almost every landscape situation 

without the need to change nozzles. 4 built-in selectable nozzles match arc settings 90°, 180°, 

270° and 360° and everything in between! Set spray pattern and nozzle right in your truck!

► The RPS Select is great for new installs and service calls - Leave the nozzle 

trees behind! Easily find the correct arc setting as well as the perfect water flow with just a 

turn of a key. Clearly marked adjustments on the head make installations and service calls

a breeze-wet or dry!

► Provide your clients with the greenest lawns with automatic matched precipitation.

► Save home owners up to 30% of irrigation water using matched precipitation.

If your clients are using city water they will realize huge savings on their bills. Be a hero.

► No Other manufacturer can provide you with this unique and time-saving technology. 

Only K-Rain.

EPA

WaterSense
PARTNER

^INTELLIGENCE. TECHNOLOGY. ^INNOVATION.
Australian Avenue | Riviera Beach, FL 33404 USA 11.800.735.7246 | www.krain.com

http://www.krain.com


SNOW PROFILE

“At this point we set a goal, 
and then we move forward on 
what the next goal is going to 
be from a revenue standpoint,” 
Glaser says. “We want to make 
sure it’s attainable.”

PRE-SEASON DRY RUNS. Quality 
control issues with snow removal 
work are kept to a minimum by 
implementing a few tactics.

“Before the snow season 
starts, for every property, we 
map out the property, we mark 
out where the snow piles have to 
go,” Glaser says.

This is done in November. 
The snow season typically runs 
December through March.

“Any time we take over a new

contract, the first thing we do is 
find out if they’ve worked with 
another company, what their 
experience was, what problems 
they had in the past,” he says.

This communication is vital 
in stopping potential problems 
before they can start, Glaser says.

“One guy might be sensitive 
about how a company was using 
snow blowers in an area that had 
rock bed. Or, it could be some­
thing like, they know ice tends 
to accumulate in certain areas.”

This conversation happens 
during a walkthrough with the 
client on their property prior to 
the start of winter. When crews 
begin working the site, they have 
a checklist to make sure they don’t

PARKTHEPLOW

W
hile some snow contractors 
use plows on residential 
driveways, this has not been a 
common practice at Summit Lawns. 

Instead, residential driveways, front 
steps and sidewalks are cleared 
using shovels or snow blowers - 
freeing up plows for larger lots, and 
keeping customers happier.

"If it’s like a big wrap-around 
driveway, we're going to be putting 
a plow in there," Glaser says. "But if 
we're talking about a single lane, or 
double-wide driveway, we're using 
our shovels or snow blowers."

High-end residential customers 
usually don't want a plow used 
anyway because they have expe­
rienced plow damage left by other 
snow contractors in the past. And 
they pay a premium

"They don't want to risk a plow 
catching the grass or scarring up 
the driveway," Glaser says. "We 
give them the option. If you want 
us to use snow blowers and shov­
els, then it's going to be a more 
expensive rate."

SNOW & ICE
Report 

iMta snow

2017

forget about any of these special 
requests or situations, Glaser says.

“After every storm, either 
myself or one of my other fore­
men views the properties to be 
sure everything was performed 
appropriately,” he says. “It’s bet­
ter to do it that way than getting 
a phone call from the property 
manager or client.”

As another quality control 
component, training is done 
before the snow season begins. 
Glaser buys training videos for 
the plow drivers and sidewalk 
crews to watch.

In addition to the videos, 
hands-on training takes place.

“We take them out to a prop­
erty and teach them how to ap-

Spend more time
PLOWING SNOW.
Get 2X+ wearlif© on your 
cutting edges by using genuine 
EccoFab Hardox parts.

Call today with your specific plow specs!

f EKSTROM,CARLSON FABRICATING COMPANY

ECCOFAB
WEARPARTS Member of International HARDOX’ Wearparts Network

CALL GERRY L 877.926.1511,
DIRECT

815.226.1511
FAX

815.226.9722
EMAIL
gbauer@eccofab.com
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Seeing is believing.
50:1 MIX RATIO 50:1 MIX RATIO

AMSOIL SABER® Professional ECHO* Power Blend*

(Exhaust Side) (Exhaust Side)

300-HOURTEST DURATION

Deposits are the enemy of productivity. In the ring grooves, they can cause 
rings to stick and lose effectiveness, leading to decreased engine rpm and 

lost compression which, in turn, can lead to engine failure. On the piston skirt, 
deposits increase friction and reduce performance. SABER Professional 
delivers clean, protected power to maximize the life and efficiency of your 
equipment. Mix at any ratio: 50:1,80:1, 100:1. The most versatile option 

to accommodate all your equipment.

See the difference and get the SABER Edge!

The F/rst in SL/nthet/cs ®

For more information visit:

www.amsoil.com/landscape

Now
available 

in 8
convenient

package
sizes.

1-800-777-8491
Call for your FREE copy of 

our technical study.

ECHO* String Trimmer Technical Study, September 2016. AMSOIL SABEFT Professional Synthetic 2-Stroke Oil 
resisted deposits and maintained power better than ECHO Power Blend* XTended Life* Universal 2-Stroke Oil.

All trademarked names and images are the property of their respective owners and may be registered marks in some countries. 
No affiliation or endorsement claim, express or implied, is made by their use.

http://www.amsoil.com/landscape
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proach a property, things that they need to be doing,” 
he says. “If it’s a plow driver, we take them out, make 
sure they’ve seen all their properties when it’s dry, and 
in the middle of the night.”

Sidewalk crews are also shown basic protocols for 
working each property - whether it’s a home or a 
commercial site, Glaser says.

“We map everything out. We use satellite imagery 
and then highlight out the areas that they need to be 
addressing and they have that on their devices, in their 
trucks,” he says.

“We use Service Autopilot as our software, so they 
have access in their trucks.”

This year, the company experienced no quality 
control issues, Glaser says.

“Part of that is proper training, making sure they 
understand what the details of the job are,” he says.

CREW STRUCTURE AND EQUIPMENT ALLOCATION. Even 
as a smaller snow removal operation, crews at Summit 
Lawns are still structured strategically.

“We have three plow drivers, and then we work with 
another company (subcontractor) that has two more 
plows,” Glaser says.

In addition to the plow drivers, there are three groups 
of sidewalk crews. Each crew has two individuals.

Sidewalk crews are typically clearing sidewalks and 
driveways within homeowner associations, which can 
have as many as 40 or 50 properties.

“We try to keep those routes pretty dense and be as 
efficient as we can,” Glaser says.

Sidewalk crews arrive separately from plow drivers 
and are equipped with two-stage blowers, one-stage 
blowers, shovels and push-spreaders for ice melt ap­
plication. Plow drivers also keep shovels with them.

Workers are assigned one role and typically stay in 
that role all season, although some cross-over takes place 
when an extra hand is needed.

“Each plow driver has his truck with his plow and his

BEFORE THE SNOW 

SEASON STARTS,

FOR EVERY PROPERTY, 

WE MAP OUT THE 

PROPERTY, WE 

MARK OUT WHERE 

THE SNOW PILES 

HAVE TO GO."

- Ted Glaser, Summit Lawns

ABOVE: Summit's plow 
drivers visit all of their 
properties in the middle of 
the night before the snow 
season hits.

route,” he says. “They are responsible for maintaining 
their plow, making sure fluids are appropriate and also 
staying on top of their own properties. Consistency is 
our best brand in terms of quality.”

EMPLOYEE MIX. Five of the company’s 15 employees are 
on staff year-round. Remaining employees only work 
during the green season and are on call for snow removal.

“We basically just start making phone calls on a 
first-come, first-serve basis, whoever wants to work the 
storm, will come in for that individual storm,” he says.

The on-call list contains a few contractors that work 
other jobs, but are available for snow removal work. 
That includes friends of employees or employees of 
other businesses looking for a job.

Summit Lawns also partners with a few subcontrac­
tors to help with snow removal work. About 15 percent 
of the company’s snow removal work is subcontracted.

“We have a limited number of plows. We can only 
be in so many places, before 8 a.m.,” he says. “A lot of 
(the subcontracted accounts) are maintenance accounts 
during the summertime.”

Glaser says he tries to mark up the subcontracted 
work by 15 or 20 percent.

“The subs that we work with, we are pretty confident 
in their quality of work,” he says. “They already do snow 
removal on their own.”

About 95 percent of all snow removal customers are 
landscape maintenance customers, Glaser says.

“We really try not to oversell ourselves with snow be­
cause snow is pretty unpredictable,” he says. “You don’t 
want to get so much work you can’t complete it.” l&l
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oil 7 Get a lot more done, in a lot less time.
* Horizon 24/7: Simple, fast and convenient.

Offering the industry’s most comprehensive selection of landscape and irrigation supplies, Horizon is the 
one stop shop for over 27,000 green industry professionals. Horizon has all the professional-grade irrigation, 
landscape, power equipment & outdoor living products you need to get the job done. And with Horizon 24/7, 
ordering is even easier.

. Anytime. Any device.

With Horizon 24/7, you can:

♦ Place orders for delivery or pickup at your convenience

♦ Check product availability and pricing at nearby stores

♦ View order history- including invoices- as you need them

♦ Update account information in real time

Horizon 24/7 is available exclusively to Horizon customers 
and is accessible through the Pool360 app-available on 
the Andriod Market and iTunes, ABSOLUTELY FREE!

Download the FREE POOL360 app 
for 24/7 access at your fingertips! POOL360)

GET IT ON j s Download on the | ■■¡Get it from
► Google play) « App Store ■■ Microsoft

Horizon
HorizonOnline.com 

shop online at 247.HorizonOnline.com
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HorizonOnline.com
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The team at Xtreme 
Snow Pros has a "huge 
preventative program" 
in the offseason, 
which includes regular 
maintenace and 
power washing tj 
equipment.

< »

SPRING CLEANING
Don't let snow equipment maintenance 

pile up just because it's warm outside.

By Catherine Meany

A
s warmer weather thaws your service area, it’s likely 

freezing the use of your snow equipment. This lull in 
activity creates an important time to perform main­
tenance on your fleet so that it’s in perfect condition 
for the next snowfall.

“The better preventative maintenance post-season plan 
you have in place, the better off you are for the next sea­
son,” says Chris Marino, owner of Xtreme Snow Pros in 
New Jersey.

Likened to bringing a vehicle in for its 27-point safety 
inspection, Marino says Xtreme Snow Pros has it’s own 
inspection program in place to ensure their equipment is 
back up and running as efficiently as possible.

“Right now, we are systematically going through each of 
our pieces of equipment from headlights to fluid changes. The 
rust is what is going to kill you on any snow equipment, so we PH
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LET YOUR CUSTOMERS 

ENJOYTHE BENEFITS 

OF YOUR HARD WORK.
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THE CALM IN THE

Tina Czysz helped heal 
the team at Greenscape
after a fatal truck accident.
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In This Issue?

Reprints enable you to reuse your 
article and simply place It Into the hands 

of your target audience. Having been 

featured in a well-respected publication

adds the credibility of a third-party 

endorsement to your message.

Give yourself a competitive advantage 

with reprints. Contact us for more 

Information regarding reprints and 

additional applications designed to

meet your challenging market needs.

Call 800-456-0707

SNOW EQUIPMENT

also have a huge preventative program we do after 
every winter event. We power wash and apply a 
product called Salt-Away to everything from the 
undercarriage to the inside of the truck. Then, 
we apply Fluid Film to prevent rust,” he says.

Similarly, Don Nelson, owner of Glacier 
Snow in Minnesota, stays ahead of salt dam­
age by routinely cleaning his equipment with 
Neutro-Wash and uses the off season for more 
extensive maintenance.

“We park a piece in the main bay and it 
doesn’t leave until its completely done and ready 
to roll for next year. We do a ‘final final’ detail 
with the loaders and the salt trucks where all 
the panels are opened up, we pull the mats out 
of the cabs, we wash every nook and cranny to 
make sure it is all clean of salt and debris, and 
then we polish up with a coat of wax. We also 
do oil changes and check filters, belts and any 
common wear items,” Nelson says.

In addition to mechanical upkeep, Nelson 
brings any of his equipment that needs a fresh 
paint job to get sandblasted and powder coated 
to look brand new.

“How we keep our appearance there reflects 
the work we do on the lots. If (clients) see that 
we take care of our stuff, they know that we take 
it seriously and that we pay attention to detail 
and are going to take care of their lot.”

Another aspect to an off-season maintenance 
routine should involve quick monthly check­
ins with each vehicle to move them and let the 
engines run, Marino says.

“The worst thing is everything sitting around 
idle for however many months before the 
next season. When I was a smaller company 
and didn’t have mechanics, September comes 
around and I’d have all these brake problems 
and rotor problems,” he says.

For companies that also perform lawn care 
and landscaping in the summer months, finding 
time for snow equipment maintenance can be­
come a balancing act, says Andrew Stachowiak, 
owner of Seasons Change Services in Michigan.

“We might work on a lawn mower one day 
and the next day we work on a snow plow. 
We try to fix anything we can at the end of 
the season so that in case we get a little behind 
the eight ball next year and we get an early 
snow, we know we can get that equipment
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exclusive training or help estimating jobs. Partner with us, and let's become Stronger Together.

SiteOne
LANDSCAPE SUPPLY

Stronger Together

SiteOne.com

Irrigation I Lighting I Turf & Landscape Maintenance I Nursery I Golf Course Maintenance I Hardscape I Pest Control

SiteOne.com


SNOW EQUIPMENT
2017

SNOW & ICE
Report

taiiactojie SNOW

out with minimal issues, if any,” 
Stachowiak says.

KEEPING A RECORD. On the wall
of Glacier Snow’s facility, a large 
marker board lists all 35 pieces 
of equipment in big square 
boxes. Throughout the season, 
if a driver notices any issues 
from bald tires to burned-out 
headlights, they write it on the 
board, Nelson says.

“The cleaning, waxing, oil 
changes, all of the maintenance 
is marked on there. We want 
that box with nothing in it by 
the time mid-summer rolls 
around,” he says.

With larger fleets like that 
of Xtreme Snow Pros, digital

WE MIGHT WORK ON 

A LAWN MOWER ONE 

DAY AND THE NEXT 

DAY WE WORK ON 

A SNOW PLOW.”
- Andrew Stachowiak, 

Seasons Change Service

tracking has become an essential 
way to manage maintenance as 
well as simply locate their 150 
pieces of equipment. Last sea­

Cleaning the salt off the undercarriage of a plow truck is part of 
maintaining a fleet in the off season.

son, Marino began using an app 
called Asset Panda that assigns 
a number and barcode to each 
piece of equipment. When the 
company drops off a vehicle or

loans out a tool, they move that 
item to the jobsite on the app. 
Users can also scan in work and 
take photos to add to a running 
report by hour and mileage for PH
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TIME IS MONEY
SO STAY ON TRACK AT JOBSITES WITH 
LOCKABLE STORAGE AND SERVICE BODIES
With all of the tools to keep workers going 
all day and not left waiting for the truck to 
return to complete the job, Switch-N-Go® 
hoist system and interchangeable bodies will 
help keep your jobs active through the day.

MADE IN THE

US/SZ Switch-N-Go.com • 888 311-0867
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WE CAN CHANGE
THE INDUSTRY!

Membership in the Accredited Snow Contractors Association has its benefits. 

Advanced education focused on the issues that matter to you. Networking 

opportunities to expand your industry view. Access to the legislators who work 

for you. Insurance initiatives that change your bottom line for the better. Join 

today and build a better industry!

For more information on joining the ASCA 

visit www.ascaonline.org Accredited Snow 
Contractors Association

http://www.ascaonline.org


Ufer

Offer your clients 100% 
non-toxic mosquito control!
Mosquito Magician gives them a better 
way to enjoy their landscapes mosquito FREE!

Used in 
lOOO's of 

homes and 
resorts in 
the US and 
Caribbean.

Mosquito Magician Concentrate is:

$ 100% Automatic 
$ 100% Safe

Laboratory Tested to Kill 
& Repel Mosquitoes 

Long Lasting 

Natural Mosquito Control

FREE
SAMPLES

MOSQUITO
888] 829-0893

FOR FREE SAMPLES: MosquitoMagician.com,/lawnGlandscape

One Spray in the Fall Lasts all Winter!

Longest Lasting Professional Deer Repellent
Will not clog sprayer • 35 years of proven results

DeerProRepellent.com
Call to order now: 877.486.3337

SNOW EQUIPMENT

each piece of equipment.
“I realized I needed (the app) when I forgot 

about our $150,000 loader on a site. We were 
at the point where we need to track not only 
where our assets are, but the maintenance of the 
assets as well. It’s a great way to easily see where 
everything is sitting,” he says.

The seasonal transition is also a good time 
to weigh the options when it comes to adding 
new equipment or selling and replacing old 
pieces. Xtreme Snow Pros analyzes data they’ve 
collected after every winter event or storm and 
looks for any equipment that has given them 
trouble, Marino says.

“We have to minimize downtime, so if that 
piece has broken down too many times during 
an event, then it’s time to upgrade,” he says.

THE SALT PROBLEM. For contractors, there is a 
battle between the need for safe driving surfaces 
and the damage caused by the materials neces­
sary to provide them. Landscaping companies 
see the harmful effects of de-icing products like 
salt not only in the rust damage to their equip­
ment, but on their sites when they have flaking 
concrete and strips of dead vegetation along 
sidewalks come spring, Nelson says.

“I like to get on my ‘salt box’ because there 
are so many people in the industry that do not 
understand how salts work,” he says. They don’t 
even know what they are putting on. They know 
that they are paid by the ton or the yard, so 
there is no incentive to use less. Even though 
I’m a company that sells salt, I’m also a person 
that sees that we need to migrate away from so 
much salt usage.”

Two years ago, Glacier Snow switched to 
non-chlorides for de-icing sidewalks. In addi­
tion to protecting his brooms and pushers, the 
product is not harmful to the landscaping or 
concrete and also prevents tracking issues on 
carpet or tile in buildings, Nelson says.

“For landscapers, I wouldn’t use anything but 
non-chlorides on the sidewalk. You can sell the 
client on the idea that you don’t have to come 
back later to fix the strips of grass or shrubs. The 
product costs a little more, but you’ll save in the 
long run,” he says, l&l

The author is a freelance writer based in Kentucky.
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Dinocide.
The First Injectable Dinotefuran.
Your customers are counting on you to deliver results, fast. Fast-acting 
micro-injectable Dinocide is effective in 3-7 days at treating trees for a broad 
spectrum of insects, including scale, whiteflies, Japanese beetles, mealybugs, 
and flathead borers. Scale your insect
treatment program from weeks to days.

Call 800-TREES Rx (800-873-3779) or visit mauget.com 
to learn more about tree care with Mauget.

ct The Right Way to Treat a Tree.

mauget.com
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COME TO YOUR SENSES
With the weather changing day to day, 
irrigation sensors can keep customers 
from over- or under-watering.

IRRITROL CLIMATE LOGIC 
WIRELESS WEATHER SENSING SYSTEM
The pitch: The Climate Logic Weather Sensing System 
is the wireless weather sensor that monitors site-specific 
weather conditions to automatically adjust watering.
• Wireless weather sensor monitors temperature, precipi­
tation and sun exposure to prevent over-watering and 
provide just the right amount of water to plants and turf.
• Built-in radio enables easier installation than wired 
systems, while built-in RainSensor includes adjustable 
precipitation, dry-out period and freeze detection.
• Compatible with new or existing Irritrol Rain 
Dial-R, Total Control-R, KwikDial and MC-E Blue 
series controllers.
For more information: Irritrol.com

IRROMETER WATERSWITCH 
LANDSCAPE AUTOMATION MODULE
The pitch: The WaterSwitch is an afford­
able method of making a conventional 
irrigation controller smart.
• Works in conjunction with residential- 
type irrigation controllers to suspend 
irrigation cycles based on soil moisture 
status.
• An included Watermark soil moisture 
sensor is placed in the root’zone of turf 
grass and wired to the WaterSwitch 
mounted near the irrigation controller.
• Easy to install and use - requires no 
seasonal adjustments.
For more information: Irrometer.com

RAIN BIRD WR2RAIN/FREEZE SENSOR
The pitch: The WR2 responds quickly to 
prevent irrigation systems from operating 
during rainfall and cold temperatures.
• Choose your own rainfall set points and 
save up to 35 percent on water usage.
• Because signal strength is displayed on 
both the sensor unit and the controller in­
terface, the WR2 can be easily installed by 
one person. The sensor’s versatile mount­
ing bracket quickly attaches securely to a 
gutter or any vertical surface.
• Programming the WR2 is simplified for 
fast set-up. In just a few seconds, you can 
select set points, program the irrigation 
modes and save your contractor default. 
For more information: Rainbird.com

TORO PRECISION SERIES SOIL SENSOR
The pitch: Leveraging Toro sensing tech­
nology used in high-end commercial sites, 
the Precision Soil Sensor reduces water 
waste by continuously measuring moisture 
levels in the soil and determining when to 
allow your controller to water, maximizing 
the efficiency of your irrigation system.
• Works with nearly all irrigation control­
lers and wireless communication makes 
installation quick and easy.
• Prevents overwatering by continuously 
monitoring moisture levels to determine 
when to allow irrigation.
• Includes freeze detection to prevent water­
ing when temperatures approach freezing. 
For more information: Toro.com
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IN YOUR WORLD,

VERSATILITY IS NO SMALL THING.

i'*.,

A full line of compact machines your customers know by name. More than 100 models 
of Worksite Pro™ attachments. Not to mention your choice of vertical- or radial-lift 
small-frame skid steers that feature easy-access maintenance points, in-cab boom lock, 
and no-hassle footwell cleanout. Need more options to help you RUN YOUR WORLD? 
Check out our offers.

A SECOND YEAR, UP TO 2,000 HOURS2,

OF POWERTRAIN PLUS HYDRAULICS WARRANTY

ADD TWO ATTACHMENTS

AND SAVE EVEN MORE

’Offer valid at participating dealers only. Offer valid starting 1 March 2017 until 30 June 2017. Subject to approved installment credit with John Deere Financial. Offer includes new John Deere skid steers, compact track loaders, compact 
excavators, and compact wheel loaders. Some restrictions apply. Other offers available. See your local John Deere dealer for complete details and other financing options. For commercial use only. ^Purchase new John Deere skid steers, 
compact track loaders, compact excavators, and compact wheel loaders from John Deere or authorized John Deere dealers between 1 March 2017 and 30 June 2017 and in addition to the Standard 12-month/unlimited-hour Warranty, 
you receive a powertrain plus hydraulics warranty, for 2 years/2,000 hours. The powertrain plus hydraulics warranty expires two years after the delivery receipt date or after 2,000 machine hours, whichever occurs first. Offer valid at 
participating dealers only. Some restrictions may apply. Other offers may be available. 3From 1 March 2017 through 30 June 2017, receive special discounts when you purchase two qualifying Worksite Pro attachments along with a new 
John Deere skid steer, compact track loader, compact excavator, or compact wheel loader. Not all attachments qualify. See your dealer for complete details.



The crew size
CONUNDRUM

Set up your maintenance crews to be 
efficient and profitable. By Holly Hammersmith

M
oving to three two-man landscape maintenance crews 
from two three-man crews last year was an influential change to 
the bottom line at Capone Landscape, a full-service landscape 
company based in Wakefield, Massachusetts.

“The two guys work a little harder but everybody always has something to 
do,” says Frank Capone Jr., owner and president. “If someone is not pulling 
their weight, it’s really glaringly apparent when you go down to two-man crews.”

THE CASE FOR TWO. Capone says he added a third crew to his landscape main­

tenance division and efficiency picked up 
“big time” in 2016.

The company employs 11 people, has 
an annual revenue of $1.1 million and 
services primarily residential customers.

“What I was seeing was travel time 
expense,” he says. “Certain days we travel 
more than others. It seemed like three men 
at some places were just too many.”

Today the company has the three two- 
man crews that work five days a week 
performing landscape maintenance: mow­
ing of grass, trimming, cleanup and some 
pruning of ornamentals. Each crew consists 
of a leader and a laborer.

Sending three men out on one job isn’t 
out of the question, but Capone says he 
is now more strategic about when this is 
necessary. For example, for work at con­
dominium complexes, where properties 
are larger and closer together, three men 
are more efficient.

At Omaha Landscaping Solutions, 
Owner AJ Kendall says he has reached the 
same conclusion and will run two two-man 
crews. Each crew consists of a supervisor 
and a laborer. The supervisor typically has 
more experience, drives the vehicle and 
carries insurance to operate the vehicle, 
Kendall says.

“We try to stick to two-man crews, but 
having a third guy in there allows us to get a little more 
work done,” he says.

PERFORMANCE PREDICTIONS. Kendall says his company is 
poised for growth this year and the landscape maintenance 
side will likely grow 40 to 60 percent.

“On maintenance we grew at about 60 percent more 
over the previous year,” Kendall says. “We had pretty 
steady business. We only had a couple of slow weeks in 
the summer and we had a really long fall.”

This year looks promising in Omaha, Nebraska, as more 
Baby Boomers retire and the area’s overall population 
continues to grow, making prospects plentiful, he says.

At Capone Landscape, landscape maintenance work 
makes up 60 to 70 percent of business.

“We are reviewing the numbers right now and I am 
liking what I see,” Capone says. “We tend to grow our 
maintenance between 5 and 7 percent a year.”

The company has been in operation for more than 70 ©
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Business Focus

years. In addition to increasing 
efficiency on crews, this annual 
increase in gross sales has been 
due to price increases and also a 
growing customer base, Capone 
says.

At Hartman Landscaping, 
based in Zanesville, Ohio, and 
primarily serving commercial 
customers, President Beau Hart­
man says the maintenance divi­
sion is expected to grow gross 
revenue in 2017.

About half of the company’s 
$1 million in gross annual rev­
enue comes from landscape 
maintenance. Other services 
offered include hardscaping, 
irrigation and snow and ice re­
moval. Fifteen employees work 
at the company.

“The last few years we’ve kind 
of shifted gears a little bit,” he 
says. “We have kind of gotten 
rid of the ‘mow, blow and go’ 
customers, and have moved onto 
the people that have full service.”

These accounts are typically 
more profitable because in ad­
dition to maintenance, the cus­
tomers are open to purchasing 
additional services such as sod 
installation, irrigation and land­
scape lighting.

“I feel that it’s overall improved 
our business image, our clientele 
and profit,” Hartman says.

ONBOARDING NEW HIRES. Typi­
cally, new hires will start as labor­
ers on mowing crews, Hartman 
says. But, in other cases, hires 

w are made for specific positions,
S he adds.z
w “Some prefer to j ust stick with
1 mowing or just stick with land- 

° scaping,” Hartman says.
At Omaha Landscaping Solu- 

o tions, which posted $ 190,000 in 
£ 2016 revenue, mowing is also

typically considered an entry- 
level position, with pay starting 
at $13 an hour. Ninety percent 
of customers are residential and 
three employees work at the 
company. Those laborers can 
work their way up to be a crew 
leader. Each crew will mow 
about 30 lawns a day during 
peak season.

Regardless of whether the 
employee is new to the company 
or new to the industry, they 
undergo basic training before 
working in the field.

“They spend a few hours oper­
ating the equipment, even if it’s 
on concrete, not in a yard,” Ken­
dall says. “We practice moving 
the mowers and the equipment, 
how to start them, what gas to 
use, how the gate goes down.”

The idea is to take it slow once 
an employee is out in the field,

“We have them start with a 
smaller mower that’s easier to 
maneuver, a 21-inch mower,” 
Kendall says. “Then in the bigger

yards, we will give them more 
practice. After a couple weeks, 
they will be more comfortable 
using the (larger) equipment.”

Training also begins in house 
at Capone Landscape. “We go 
over the lawn mowers and ease 
them into it at certain proper­
ties,” Capone says. “We try not 
to roll someone out at a high-end 
residential property before they 
have the skills.”

Typically, it takes a new la­
borer one season to become pro­
ficient on a maintenance crew.

TIPS FOR SUCCESS. Customers 
want to work with a company 
with crews that are both reliable 
and predictable, Capone adds.

“We really try to be at the same 
account at the same time, same 
day every week,” he says. “If you 
start showing up different days 
every week, customers don’t 
like that.”

One of the biggest challenges 
Hartman says he faces with this

division is making sure laborers 
pay attention to detail.

“Treating the property as their 
own - we really try to instill that 
in our employees,” he says. “If 
you were paying for this service, 
how would you want this done?”

He, or the operations man­
ager, also perform quality site 
assessments on each property at 
least four times a season using a 
mobile app, Fast Field Mobile 
Forms. During the assessment, 
a checklist is followed for each 
property and photos document 
areas for improvement.

“We really try to catch an issue 
before a client notices anything,” 
Hartman says. “It has been very 
beneficial to us in upselling 
enhancements to customers. If 
there is gravel rock bed that was 
rocked five years ago and it’s 
packed in or washed out, we can 
make note of it and forward it to 
the customer.” l&l

The author is a freelance writer 
based in Ohio.

Capone Landscaping won't let a new employee work at a high-end property until they are more seasoned.
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ADVERTORIAL

PROBLEM SOLVED
Aspire Software makes it easier for you to manage your business.

Z W ZF OU TAKE CARE OF 
•• XX THE LANDSCAPE,

V WE’LL HANDLE THE
I BUSINESS.” The Aspire

landscape business management software 
puts all your information in one place. Think 
about it: Sales - Estimating - Scheduling 

- Purchasing - Mobile Time - Invoicing - Ac­
counting, all integrated.

Aspire is cloud-based and designed for 
any smart device. Information like contracts,

client requests, scheduled services, pur­
chases and billing is available in real-time 
and your data is managed in the Microsoft 
Cloud.

Aspire synchronizes with Outlook/Google 

calendars and email allowing you to track 
every client touch. The reporting system 
provides budget, KPI, sales, service and 
labor forecast, job cost, billing, receivables, 
and financial reports.

Set-up and training are as important as

the software. An Aspire Account Manager 
is dedicated to your deployment. They set 
up your system and train your staff. Once 
deployed, you use the AspireCare™ support 

system, where you can get answers, talk to 
a live representative or compare notes with 
other Aspire users.

What can you expect from Aspire? A fully- 
supported, scalable system that grows with 
you, more productive employees and a real 
increase in your bottom line.

Learn more at: www.youraspire.com.
To discuss if it’s right for your business, contact kevin.kehoe@youraspire.com.

http://www.youraspire.com
mailto:kevin.kehoe%40youraspire.com


"Aspire^
I Software Company

VISIT: WWW.YOURASPIRE.COM
Contact: Kevin Kehoe 

kevin.kehoe@youraspire.com

http://WWW.YOURASPIRE.COM
mailto:kevin.kehoe%40youraspire.com


ADVERTORIAL

SMARTER WAYS TO WORK
FINN Equipment for all your landscape and erosion control needs.

F
or more than so years,
FINN has been providing quality 
equipment to the landscape and 
erosion control industries and is

your ground and soil management solution. 
Our machines are known for productivity, 
reliability, and long lasting product perfor­
mance. Our company is known for innova­
tion, dependability, and industry leading 

product support.

HYDROSEEDERS®: Only FINN provides 

the widest variety of model sizes ranging 
from 300-4000 gallon capacities. Designed 

to be operator friendly with variable speed 
reverse agitation to safely speed up the 

loading and mixing process, they have 
ergonomically balanced booms and OSHA 
compliant railings. Optional equipment, such 
as stainless steel tank packages, hydraulic

or electric hose reels, ground level controls, 
and high flotation tires are readily available. 
For the landscape industry, FINN Hydro- 
Seeders are ideal for installing new turf, turf 

repair and restoration, overseeding, remote 
watering, and dust suppression. Erosion 
control is a common commercial reason for 

hydroseeding with many construction sites 
required to have some form of temporary 

or permanent erosion control, making FINN 
HydroSeeders your project solution.

BARK & MULCH BLOWERS: Offering 

a range of sizes, the FINN Bark & Mulch 
Blowers provide for the quick and ef­
ficient blown-on application of a variety of 
mulches, bark, soil blends, and compost 
for the landscape, playground, erosion 
control, and construction industries. From 
small tow-behind units perfect for residential

landscaping needs to larger mid-size units 
for commercial projects, FINN has the Bark 
& Mulch Blower for the job. As the most 

versatile worker on the job site - delivering 
needed materials to tough terrain, behind 
retaining walls and fences, and all hard-to- 
reach areas - a FINN Bark & Mulch Blower 
will increase productivity, while reducing 
labor and material costs.

STRAW BLOWERS: FINN Straw Blowers 

multiply your productivity and profits by 
doubling straw coverage in a fraction of the 

time it takes to apply by hand. Designed to 
deliver smooth, reliable power for maxi­
mum straw shredding and discharge, they 
make quick work of straw mulching even 
in the most demanding conditions and can 
handle jobs ranging from small lawns to 

massive mining sites.

Look to FINN for equipment of superior performance and quality. Trust FINN because of our 
experience, our commitment to being your project solution, and our comprehensive product 

support. FINN Corporation strives to make every FINN machine a Smarter Way to Work.



SMARTER WAYS TO WORK

Innovative Solutions for 
Ground & Soil Management.
FINN offers superior performance and quality backed by an expansive dealer network.

HYDROSEEDERS® I STRAW BLOWERS I BARK & MULCH BLOWERS

For over 80 years, contractors have looked to FINN for equipment of superior 
performance and quality. You can trust our experience, commitment to project 
solutions, and comprehensive product support. We deliver innovative equipment 
designs, exceptional performance, and outstanding customer service.

OVER90 NORTH AMERICAN 

SALES & SUPPORT 

OUTLETS FINN
FINNcorp.com / 800.543-7166

FINNcorp.com
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Place a Classified today! Please contact Bonnie Velikonya at 800/456-0707 X291 or bvelikonya@gie.net. Classifieds

BUSINESS OPPORTUNITIES BUSINESS FOR SALE BUSINESS SERVICES

¡MAKE MORE MONEY!
$$ Attention Landscapers $$

Add a Lawn and Ornamental Spray service 
or Bug route to your existing customers!

Go to Pestcontrollicense.com
Give us a call 352-443-1193

BUSINESS FOR SALE

TeJ acquisition 
Experts llc

WANTED IN FLORIDA
Commercial landscape companies 

with revenue in excess 
of $1 million and up

Contact: John Brogan 
for a confidential conversation.

Office: 772-220-4455 • Cell: 772-284-4127 
E-mail: john@acquisitionexperts.net 

Visit our website at www.acquisitionexperts.net 

WE SELL BUSINESSES IN FLORIDA

FOR SALE: 
LAWN-LANDSCAPE- 

SNOW REMOVAL BUSINESS 
PRIME LOCATION IN WEST VIRGINIA

Owner wanting to retire. A premier 
company with an excellent reputation. 

Over 30 years in business. A fully staffed 
experienced team. Approximately 200

weekly/bi weekly commercial and 
residential accounts. Average annual 

gross sales are 700k to 800k a year. Asking 
995k. Sale price includes 2 properties (1 
with commercial building), trucks, lawn, 
landscape and snow equipment. Owner 

will help with transition. Price is negotiable. 

Call 1-681-315-8803

FOR SALE in Colorado

LANDSCAPE, IRRIGATION, 
EROSION CONTROL BUSINESS 

Gross Sales of $6.1 Million in 2016 
with EBITDA of $ 1.7 million 

$7 Million of Awarded Work for 2017

Contact Ken Galecki, The FBB Group Ltd. 
ken@fbb.com • 303-257-1620

LAWNANDLANDSCAPE.COM

LANDSCAPE LIGHTING 
CONTRACTOR

Sarasota, Florida
Well Established - High End Company 

25 years quality lighting 
design/installation

Owner Licensed Landscape Architect 
Gross $521 K

Call David Snyder 
727-310-8106

Dmsnyderl 0sbi@gmail.com

Great opportunity for a family 
or business person!

Retail Garden Center and 
Greenhouses in business over 

72 years. Located in south eastern 
Washington state. 102,600 sq. ft. 
of greenhouses. We sell retail and 
wholesale. Excellent reputation

for quality products with 
established patronage.

Call Chris 800-316-7971 
or email fuchsflower@gmail.com 

for more information.

BOOKS

Benchmarks for Landscape 
Construction Professionals

Publication Special for Jim Huston's new book!

Benchmarks, Standards and Critical Numbers 
for your company, your industry and your life.

• Benchmarks book
• Benchmarks audiobook

• Benchmarks MS Word CD
33% Discount!

All three for $150 plus $19 S&H

Email Jim for more info at jhuston@jrhuston.biz

BUSINESS SERVICES

Need to calculate the value 
for a Green Industry Company?

From the Green Industry's Leading 
Management Consultant!

Obtain a written evaluation for your 
business or a business that you're 

thinking about buying.

Cost to you $3,500.00
Email Jim Huston for details at:

jhuston@jrhuston.biz 

Or call: 1-800-451-5588

J.R. Huston Consulting offers....
Standardization for Profit 

(SFP) Consultation
with Michael Hornung of

VaUeyGreen
Companies

Work with a successful lawn care 
professional with 28 years of experience 

to provide you with the tools and the 
training you need to start and grow your 

lawn care company profitably.

Total cost is $1,500 for one day/$3,000 
for two days, plus travel expenses. 

You will also receive 60 days of free 
telephone support.

If you would like to schedule a 
SFP consultation, please contact 

Michael by telephone 320-241 -5959 
or email (michaelh@valleygreen.net) 

for scheduling and further details
at your earliest convenience. 

http://valleygreen.net

ESTIMATING

Simplify Your Entire Bidding Process
Easy New Software from Jim Huston 
Proven with hundreds of contractors 

Fully Integrates Estimating, Job Costing & More

Learn more at www.jrhuston.biz 
Free on-line demo e-mail: jhuston@jrhuston.biz

FOR SALE

Seat Warehouse
Quality Replacement Seats

Call 855-700-SEAT (7328) 
www.seat-warehouse.com
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Classifieds

FOR SALE FOR SALE HELP WANTED

LAWN MAINTENANCE 
AND LANDSCAPING FORMS

Order online and save. Invoices, Proposals, Work 
Orders, Door Hangers, Promotional Products and 
more. ShortysPrinting.com. 1-800-746-7897.

Discount
Small Engines & Parts

Small engines & parts 
from Briggs & Stratton, Kohler, 
Tecumseh, Robin and more.

www.smallenginesuppliers.com

Also, look up your own parts 
and buy online at

www.smallenginepartssuppliers.com

x Walk Behind

PowerSpreaders
. .COM

941.650.9730
GOT PLOW 

PARTS?
WWW.GOTPLOWPARTS.COM

NEW/USED/REBUILT
Plows, Spreaders and parts 

Largest diverse plow Inventory 
Western, Fisher, Blizzard,
Meyer, Diamond, Snoway,
Snowman, Boss, Snowex 

1000 plows in stock 
WWW.STORKSPLOWS.COM 

610-488-1450

RESTORE CARBON & LIFE TO SOIL
BioChar anchors a strong, stable soil food web that 
manages nutrients, maintains fertility and delivers 
energy, minerals and metabolites to plant roots.

BioChar is used with fertilizer and amendments, not as 
a substitute, but as a high-efficiency delivery system. 

573-489-8929 or 573-340-5131 
info@terrachar.com | www.TERRA-CHAR.com

HELP WANTED

southern aimetto inc.

Southern Palmetto Landscapes, Inc.
Located in Ridgeland, SC. We are always seeking 

to add new talent to our vital and growing 
team of designers, sales people, and project

managers. Interested? Come see what you can 
achieve when supported by our great team.

POSITIONS AVAILABLE:
Labor and Supervisory in both 

Landscape Maintenance and Installation/ 
Hardscape Divisions.

WHAT WE ARE LOOKING FOR
• Positive, flexible, self-starting individual

• Ability to see value in collaboration
• Perseverance, sees projects

through completion
• Desire to work outside & likes 

physical tasks, not being stuck in a cubicle.
• Strong Work Ethic, Integrity, Fast-Paced
• Organized, great at time-management,

multi-tasking skills -2-4 years 
• Landscaping/lnstallation 
and Maintenance necessary

• Must have valid driver's license
and clean driving record

WHAT WE OFFER
• Great potential for personal

and professional growth
• Afast-paced, family friendly, 

and energetic work environment
• A competitive salary commensurate

with experience

READY TO APPLY?
Email Cover Letter, Resume, 

and References to: 
stephani@southernpalmetto.com

SPECIAL PROJECTS LEADER

Large landscape company is seeking 
experienced installer of plants and irrigation. 

Must have a minimum of 3-5 years 
of previous experience.

$15-$25/HR 

Call (925) 786-2780

RESUMES: email to: greg@fslandscape.com 
43197 Osgood Rd.
Fremont, CA 94539

GreenSearch
Since 1995, GreenSearch is recognized 
as the premier provider of professional 
and confidential employment search

exclusively for exterior and interior landscape, 
irrigation, and the overall green industry 

throughout North America.
Check us out on the Web at 

www.greensearch.com or call toll free 
at 888-375-7787 or via 

e-mail info@greensearch.com

FIELD OPERATIONS 
MANAGER

Full service landscape company 
seeks experienced Field Operations 
Manager. Must have a valid driver's 

license, minimum 5 years landscaping 
experience and minimum Associate's 
Degree in green industry. Competitive 

salary, sales commission,
401K and much more.

If you're looking for a place 
to grow, email resume to: 

employment@completelawn.com 
Contact Rusty Stout 703-560-5296

IRRIGATION TECHNICIAN

Large Landscape company is seeking 
experienced Irrigation Technicians with valid 

driver's license. Must have a minimum of 
3- 5 years of previous experience. Qualified 

females are encouraged to apply. 
INTERVIEWS: Tuesdays at 7 a.m. to 9 a.m. 

$14-$18/HR | Full-time 

RESUMES: email to: paulw@fslandscape.com 
Call Paul (909) 851-3763 

1139 E. Dominguez St. Unit A 

Carson, CA 90746

Florasearch, Inc.
In our third decade of performing 

confidential key employee searches 
for landscape and horticulture 

employers worldwide. Retained.

Career candidate contact welcome, 
confidential and always free.

Florasearch, Inc.

Phone: 407-320-8177 
Email: search@florasearch.com

www.f1orasearch.com
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Place a Classified today! Please contact Bonnie Velikonya at 800/456-0707 X291 or bvelikonya@gie.net.

INSURANCE INSURANCE

Liability Insurance 
For Your Work

Most insurers will not 
provide coverage for 
damaged lawns as a 
result of your work as 
defined in all standard 
General Liability policies.
If your tech is negligent, THE
the product applied is KEENAN
improperly mixed or ÀGE
agitated, a rogue em­
ployee intentionally damages the yards, 
or perhaps the lawn was not properly 
diagnosed, there is no coverage for the 
damage done to the customer's lawn as 
a result of your work. Some insurers call 
this the business risk exclusion.

Other common endorsements that 
have been added to General Liability 
policies in the past such as the Pesti­
cide-Herbicide Applicators endorsement 
and various forms of Contractors Limited 
Worksite Pollution endorsements will not 
cover damages to your customer's lawns 
based on the issues discussed above and 
damages caused as a result of your work.

The Keenan Agency, Inc. has designed 
a stand alone Lawn Care Professional 
Liability policy which will provide cover­
age for damaged customers lawns due 
to your negligence including damages 
which are/were the result of your work.

This program is not a replacement 
for your standard commercial general 
liability policy.

In summary, you probably do not 
have the coverage you think you have.

Please contact The Keenan Agency, Inc. 
if you are concerned that your current 
coverage does not cover your work.

Premiums as low as $550/yr.

The Keenan Agency, Inc.
6805 Avery-Muirfield Dr., Suite 200 

Dublin, Ohio 43016 
614-764-7000

Rick Bersnak - Vice President 
rbersnak@keenanins.com

Gen. Liab., W.C. and Comm. Auto, 
Property Programs also available.

INSURANCE PROGRAMS: ALL LAWN / LANDSCAPE BUSINESSES

Auto, Equipment, Liability, Property, Umbrella, Work Comp

PLUS SPECIALTY COVERAGES INCLUDING:

♦ Professional Liability

♦ Damage to YOUR Customer’s Property' / Your Work

♦ Pollution Liability' Including Auto Spill

♦ Herb/Pest Endorsement

Active Members of: NALP—ONLA—OLCA—CALCP

CALL 1-800-886-2398 TODAY FOR A QUOTE!

Daryl Erden, Green Industry Specialist 

daryl.erden@bureninsurancegroup.com

LANDSCAPE EQUIPMENT

TREE STAKES
Doweled Lodgepole Pine 

CCA Pressure Treated 
2" Diameter, Various Lengths 

Economical, Strong and Attractive 
Phone: 800-238-6540 

Fax: 509-238-4695 
JASPER ENTERPRISES, INC.

We ship nationwide.
Web site: www.jasper-inc.com

LAWN SIGNS

PROMOTE TO 
NEIGHBORS

PROMOTIONAL 
POSTING SIGNS

RNDSIGNS
Marketing, Design & Print

View Hundreds of 
Promotional Ideas, Layouts 
& Exclusive Images Online!

RNDsigns.com • 800.328.4009 
Posting Signs • Door Hangers 
Brochures • Mailers More

PLANTS, SEEDS & TREES

NATIVE SEEDS
Largest supplier of native seeds east 

of the Mississippi. Over 400 species of 
grass and wildflower seeds for upland to 
wetland sites. Bioengineering material 
for riparian areas and erosion control. 

Contact ERNST SEEDS today. 

www.ernstseed.com - 800/873-3321

SOFTWARE

BILLMASTER Software0
Simple, Reliable, Affordable

Perfect for Small Business 

Convert from any existing system 

All at a price your 
business can afford

Call today to get started. 
201-620-8566

Email: sales@billmaster.info 
www.billmaster.info

MAXIMIZE YOUR ADVERTISING DOLLARS
We offer the industry's lowest costs for you to be seen in both 
Lawn & Landscape magazine and on Lawnandlandscape.com.

Please contact Bonnie Velikonya at 800/456-0707 X291 or bvelikonya@gie.net.
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Ad Index

Advertiser Website Page# I Advertiser Website Page#
ist Products istproducts.com 51 Fluid Film (Eureka Chemical) fluid-film.com 88

3M 3M.c0m cover, insert Ford ford.com 2-3

AmericanHort AmericanHort.org 52 GIE+Expo GIE-EXPO.com 108

AMSOIL amsoil.com 89 GPS Insight gpsinsight.com 83

Anchor Wall Systems anchorwall.com 57 Great Oak DeerProRepellent.com 98

Ariens/Cravely gravely.com 115 Greenworks Tools greenworkstools.com 7

Aspire youraspire.com 105 Ground Logic groundlogic.com 51

Atlantic Water Gardens atlanticwatergardens.com 11 Holiday Bright Lights HolidayBrightLights.com 76

Bayer backedbybayer.com 27 Horizon HorizonOnline.com 91*

Belgard belgard.com/partner 9 Hunter hunterindustries.com 116

BioPlex bio-plex.com 82 Irrometer irrometer.com 113

Bobcat Co. bobcat.com 41 Jacks Small Engines JacksSmallEngines.com 68

Boss LM bosslm.com 82 Jacobsen jacobsen.com 37

Christmas Décor christmasdecor.net/franchise 36 JJ Mauget mauget.com 99

Civitas Civitaslawn.com 14 John Deere JohnDeere.com 65

COL-MET colmet.com 15 John Deere Construction JohnDeere.com/ChooseYourDeal 101

Deist Industries switchNgo.com 96 K Rain krain.com 87

Dodge Ram ramtrucks.com/commercial 33 Kichler Lighting landscapelighting.com 43

Eccofab eccofab.com 88 Kohler KohlerPower.com 5

Ewing Ewinglrrigation.com 73 Kubota Tractor Corp. kubota.com 85

FINN FINNcorp.com 107 Law Office of Robert Kershaw workvisasusa.com cover tip*

GET SOME GREEN
IN YOUR SOCIAL FEED

If you're not following
Lawn & Landscape, you're 
missing valuable insights, 

opinions and some fun from 
peers and experts throughout 

the landscaping world.

00 ©o
Search "Lawn & Landscape" on Facebook, Linkedln 

and Instagram, or find us on Twitter @lawnlandscape.
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Ad Index

Advertiser Website Page#
Lebanon Turf Products LebanonTurf.com 16,17

LMN golmn.com 12-13

Magna Mafic Corp magna-matic.com 76

Makita makitatools.com/ruletheoutdoors 81

MistAway mistaway.com 18

Neely Coble neelycoble.com 69*

Nufarm nufarminsider.com 44

Pave Tech pavetech.com 78

PBI/Gordon Corp. pbigordon.com 47*,7T79:

Pennington pennington.com 59

PermaGreen Supreme permagreen.com 10

Permaloc Aluminum Edging permaloc.com 45

Pine Hall Brick americaspremierpaver.com 48

Pro Landscape / Drafix prolandscape.com 55

Rain Bird rainbird.com 49

Real Green Systems RealGreen.com 63

SePro stewardsofturf.com/cutlessg insert*

Si pea m Rota m sipcamrotam.com 93

SiteOne SiteOne.com 21,95

Sprinkler Magician MosquitoMagician.com/lawn&landscape 98

Stihl STIHLusa.com 23

Toro toro.com 19

Advertiser Website Page#
Toro Irrigation SMRTscape.com 39

TruGreen trugreen.com 78

Ventrac ventrac.com 38

WAC Landscape Lighting waclandscapelighting.com 61

World Lawn worldlawn.com 113

Zoro zoro.com 25

Place your Classified today!

p ■ , z Please contact Bonnie Velikonya at • \
800-456-0707 X291 or bvelikonya@gie.net.
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fVWRLDLAWN’
RESIDENTIAL AND 

COMMERCIAL MOWERS 
AT A REMARKABLE VALUE

800.267.4255
WORLOLAWN.COM

W/ÄI- '• CH

A Simple, Effective way 
to Control Landscape
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HtKE PHWEIK
HIRE POWER helps you recruit, hire and retain the 
best talent for your company. We've got a rotating 
panel of columnists ready to advise you on staffing.

• I’M RELATIVELY CERTAIN THAT every recent article or interview where 

business leaders in the green industry are asked about their biggest challenges 

for 2017, they mention the struggle for attracting, hiring and retaining enough 

quality people.

This universal struggle is evident 
from the large number of webinars, 
training events and industry consul­
tants advertising assistance with this 
problem. The struggle is evident for 
me personally because I have been 
fortunate to be highly involved with 
training teams in various parts of this 
difficult process for the past six years.

So why is the process of hir­
ing and retaining employees so 
hard? Maybe because I treat the 
process as a seasonal event. Maybe 
because I turn down applications 
throughout the year because we're 
fully staffed, even though there 
are four employees I really need 
to replace. Maybe because I only 
hire referrals - without even really 
interviewing them.

Maybe because I was never 
onboarded so why do I need to 
onboard new employees - plus

KORY BEIDLER
is director of training 
and development 
at Land Care.

I have no idea what that word 
means. Maybe because I'm looking 
for the perfect landscaper when I 
do interviews. Maybe I don't even 
follow an interview guide (Who can 
blame me? My gut is superior to any 
guide).

Maybe because I only hire people 
who fit the mold of what I think a 
landscaper should look like. Maybe 
because my idea of sourcing is 
waiting for potential employees to 
show up at our door. Maybe because 
I love to prove new employees 
wrong when they told me they have 
experience.

Maybe because I like to hire twice

THERE ARE MANY ASPECTS 
TO HIRING AND RETENTION 
AND THEY ARE ALL 
IMPORTANT. NOT SOME OE 
THEM, SOME OE THE TIME.”

as many employees as I need be­
cause half of them won't last a week 
anyway. Maybe because this is all 
too difficult so I just hired someone 
to do it all for me, which ironically 
isn't working out, either.

The point is there are many 
aspects to hiring and retention and 
they are all important. Not some of 
them, some of the time. Think about 
it from the perspective of a potential 
hire, which starts at the very first 
connection.

Did they call the office and get 
a warm smile over the phone? Did 
they talk to a current employee at 
the local nursery and hear about 
a great place to work? Or did they 
nervously walk into the office hoping 
to fill out an application and the first 
person they saw was welcoming to 
the stranger in the office?

This is only one of many critical 
connections between prospective 
employees and your company 
during the hiring and onboarding 
process, which includes:

1. Sourcing - The techniques 
used to search for employees.

2. Prescreening - Qualification 
questions done in person or 
over the phone.

3. Interviewing - Predefined 
questions intended to match 
core competencies per position.

4. Hiring - The official offer 
through day one, which ideally 
is not the same day.

5. Orientation - Defined first day 
on the job to orient new hires 
to the company, office, etc.

6. Onboarding - Day one 
through at least day 90 with 
defined touch points to build 
personal relationships.

7. Success - Another loyal em­
ployee that becomes your next 
sourcing champion.

To reach the last step, you need 
to be locked in on the steps preced­
ing it. And unfortunately, this is not 
easy. You can't just do a few steps 
very well. Failure at any of the steps 
leads to a greater need for candi­
dates or greater turnover.

All cylinders need to be firing 
all the time. Only then will you 
find success, which leads to lower 
turnover, which leads to hiring only 
for growth, which feels awesome 
when you get there. L&L
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No nonsense, no sick days and refusing to take "no" for an answer.

It's no surprise that the most proud and passionate professionals drive 
Gravely. Because this family is wired the same way.

Our work and wit and will have separated us from the rest. But we're not 
so different from the people that sit in our seats.

First to the job, last to leave. Not calling it quits until the job's done right. 
Always staying a step ahead. It's how we've powered through the past 
century. It's how we've earned your trust.

IT'S HOW WE WORK.
IT'S HOW WE THINK.
IT'S HOW WE SUCCEED.
IT'S HOW WE'RE DRIVEN.

R 0 if YouQEQ
GRAVELY.com GRAVELY

GRAVELY.com


“WE LOOKED AT ALL OF THE
IRRIGATION CONTROL QETIO
AND WE CHOSE HYDRAWISE.

Alfred and Tony Dilluvio "S
Aqua Turf Irrigation, New York, USA I

RELY ON HYDRAWISE WHEN

CUSTOMERS DEMAND THE BEST
These days, modern homes aren’t just beautiful — they’re high-tech. 
Alfred and Tony know that their clients don’t want just any controller 
for their irrigation management needs. They want the best.
Discover awesomeness at hydrawise.com ►

residential s commercial irrigation Built on Innovation® 
Learn more. Visit hunterindustries.com/hc Hunter* Hydrawise

hydrawise.com
hunterindustries.com/hc

