
T E C H N O L O G Y 

Portico, a residential 
development project 
required a massive 
irrigation plan. 

et's look at a typical big 
project," said Tim Malooly, 
president of Irrigation Con-
sultants & Control, Inc., 
Plymouth, MN, "1,200-
acre master-planned com-

I munity with common area 
irrigation being fed from multiple linked 
small lakes. Add holding ponds, delivering 
thousands of gallons of water per hour 
through a network of buried pipes rang-
ing in sizes from one to 10 inches in di-
ameter stretched out over 12 miles." 

Get the picture? Big project. Welcome 
to some of the most grandiose, largest, 
mind-boggling irrigation in the nation. If 
this was golf or Ag, not so large, but for 
turf and residential, this is humongous. 

State Capital Mall, Dancing Waters. 
Cobblestone Lake. Spirit of Brandtjen 

Working wi th a "beast" 
of a project — Will you 
be dinner or the diner? 
BY LORNE HAVERUK AND RUSS PROPHIT 

Farm. ARCC Campus. These names 
sound large. And, for good reason. These 
are big commercial, master-planned and 
institutional projects that have been com-
pleted in Minnesota or are still ongoing, 
phase five. They will devour you if you let 
your guard down — even for an instant. 

Gett ing started 
Your goal is not only to survive, but to 
feast on the monster, which first comes 
into hazy view as a concept by a dream 
team, part of a large development com-
pany or consortium that acquires a large 
tract of land. Slowly its features emerge as 
the development moves a step at a time 
towards culmination. Engineering firms 

create AutoCAD 
and/or PDF draw-
ings, and the fea-
tures of the beast 
sharpen. Next, the 

landscape design firm creates concept and 
renderings again and again. 

Take a pool table, get out your tape 
gun and paste the drawings together. The 
green felt is now covered with white 
paper full of lines and symbols depicting 
the scope of the project, the true size of 
this thing comes into focus. 

But wait, the irrigation system must be 
designed. Pick a corner and work your 
way to the other comer. Sounds easy 
doesn't it? Yeah, if you're an experienced 

design firm and have talented 
staff to back you up. 

Then there's the question of 
time. Do you have 10 days to de-
vote to this design, and that is 
after all of the legwork and inves-
tigations are completed? 

Welcome to the profession of 
irrigation design. You're an artist, 
engineer, scientist, horticultural-
ist, mathematician, dreamer and 
a get-it-done person. But make 

one mistake on the hydraulic calculation 
for the mainline and you become lunch 
for the beast. 

There are more than a few brave souls 
who routinely take on these projects. To 
their credit, they're willing to share in-
sights into the training, approach, strat-
egy and completion stages, so we can bet-
ter understand how to win. 

One of them is Rick Walter, president, 
Northway Irrigation, Circle Pines, MN. 
"We are working on a project in Wood-
bury that is in stage five and has one more 
to go," said Walter." Stages three to six are 
about $3.8 million for landscaping, irriga-
tion and sod. We weren't involved in the 
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continued from page 52 
first two but I'm sure the total will be 
somewhere around $5.5 million. The area 
covers about 700 acres. They're planning 
another development in Farmington that 
is around 1,100 acres. 

"Last year we completed a develop-
ment in Rosemount and watered about 
five miles of boulevard and entryways with 
center islands," added Walter. "In Hugo 
we're working on another devel-
opment that is large. This is the 
third development we have 
done for this company, and it's 
planning another in Forest Lake 
and in Rochester. This is a pri-
vate developer." 

Continued Walter, "The 
larger developers are still doing 
their thing and the small ones 
have slowed down. With hous-
ing slowing down you would 
think that the developers 
would stop making new lots. 
They have slowed but not 
stopped. Maybe they know 
something." 

Tips for tackling 
THE BIG JOB 

• Sell the result. Stress project partnership. 
• Be up front to build trust. It makes 
everything move more smoothly. 
• Don't even think about the job if you're 
doubtful about your ability to deliver the 
desired outcome. 
• Make it clear that you are the go-to person. 
• See the "big picture" of the project and 
how all the pieces come together. 
• Always be professional. Your professional-
ism is part of the value, perceived and real, 
of your work. 

Gett ing help 
North way Irrigation doesn't 
deal with consultants or designers on 
these projects because the company does 
its own designs. But that's not always the 
case on smaller projects. 

"There have been smaller projects we 
did this year that have been designed by 
others and have been done, shall we say, 
poorly. We had one that the consultant 
had the wrong scale," explained Walter. 
"We bid a park at one inch to 20 feet 
when the right scale was one inch to 40 
feet. The consultant tried to put the blame 
on us but it didn't work. The city paid us 
for the main line and the consultant will 
have to make up the difference in price. 

"The irrigation contractor takes huge 
risks bidding on projects that have not 

been designed right. There should be 
more credibility among designers," said 
Walter, who insists that the designs make 
it possible that everybody is bidding on 
the same thing. His company scrutinizes 
every design it gets now. For one thing, 
projects are sometimes designed in other 
areas of the country and specify unusual 
components. How do you win if the de-
sign isn't right for the region or particular 
components aren't available? 

Walter gave the example of a project 
that his company attempted to land for a 
nearby school district. His company had 
done work for the school before and had 
established a good relationship. Even so, it 
didn't get the job. 

A Hoover Pump Station 
will supply 2,100 gpm 

of water to homes 
and common areas. 

"They put out a bid about five years 
ago for a new school on their campus," he 
said. "The contractor who installed this 
got in over his head. There were glue 
joints that had trouble. They used pipe 
cement on the nipples installed in valves 
and tore the threads out of the valves. 
They probably had an inexperienced per-
son involved with putting the pipe to-
gether. Five years later they couldn't trust 
the system to run. 

" Well, the irrigation contractor did not 
have to put up a bond, the general con-
tractor did," Walter continued. "The school 
is going after the general, and he might 
have to use his bond to redo this project." 

The lesson here is that taking the low 
bid can not be a good thing unless the ir-
rigation contractor has a good reputation 
and is certified. 

Get the idea? Think it might always 
be a good idea to step back on these 
types of projects and take a critical look 
at what it takes to create the proper de-
sign and put together a solid plan for a 
project of this size? 

Creating a good design takes experi-
ence and training, said Russ Prophit, presi-
dent of Precise Irrigation Consulting and 
Design, Winter Haven, FL. "You can't start 
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a project without knowing what's up. A 
good irrigation consultant needs to be in-
volved from the get go." 

In other words, conception of the 
project needs to be discussed. Get a han-
dle on soil, plant, materials, anything and 
everything that you will be dealing with. 
A professional design takes careful plan-
ning, conceptualization and good old 
fashioned engineering. Often this necessi-
tates partnering with a professional design 
consulting team. 

Developing a plan 
What about the water window? How 
long can you irrigate? How many times 
per week? Do you have an understanding 
of plant water requirements? If that did-
n't make the equation complicated 
enough, we're all aware that each region 
is different and requires designers to 
know and be able to deal with a daunting 
variety of conditions and restrictions. 

"Once we are given the sheet of paper, 
the mathematical process begins," added 
Prophit. "Once we decide what the true 
maximum irrigated area will be, then we 
can determine the source of the water -
lakes, rivers, streams, reclaimed/reuse 
water and, in worst case scenarios, potable 
water. Next we figure out how to deliver 
the water. Pumping stations are com-
monly used for big jobs. They cause their 
own special problems. For one thing they 
require power and lots of it. Availability 
of type of power will dictate the type of 
pumping station specified. Due to differ-
ent power requirements - VFD pumping 
stations allowing us more flexibility in our 
selection due to single-phase power than 
three phase. Now we can use larger ca-
pacity pumping stations with single-phase 
power," he explained. 

"Ability to pump and location is next 
determined. Also the feasibility to have 
multiple pump stations gives us the abil-

valves and heads. Now becomes the 
daunting task of deciding the most effi-
cient way to deliver the water to the re-
quired areas, said Prophit. And to stay 
within budget, usually the most fearsome 
aspect of the beast. 

You've worked through the design 
process. Are you still in the game? What 
next? In many instances the designed and 
specified project now goes through the 
bid process. 

Following through 
You must be in the circle of influence to 
be able to find the posting, then track 
down the information and, once in hand, 
take a good sober look at the beast to see 
if you're up to grabbing him by the homs. 

You'll make your final decision once 
you thoroughly read and understand the 
specifications and the plan. If the materi-
als on this plan are not something that 
you're not familiar, stop. Do your research 
before you bid. 

Once you become familiar and com-
fortable with the design and specs, the task 
of doing your material takeoff is upon you. 
Even when the designer provides a mate-
rial takeoff check it. Many plans coming 
from professional design and consulting 
firms have a disclaimer that states some-
thing like: "It is the responsibility if the 
contractor to check all quantities." 
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ity to move massive volumes 
of water utilizing multiple 
stations." 

With the heads and emit-
ters laid out, the piping sys-
tems and other components 
can be placed. The mainline 
is drawn on the plan with ap-
propriate isolation valves, 
road crossings and sleeving 
shown, so the development 
can continue to build its 
roads, medians and curbing 
while the landscape architect contem-
plates the overall image of the project. 

Now, the control system must be de-
cided. What type of system? This process 
alone can be time consuming. The vari-
ous new technologies available for master 
controls for large systems require careful 
consideration and knowledge. Consider 
patterns, how the site will be built, num-
ber of phases, as well as how the devel-
opment will be maintained and by 
whom? Developers need to supply input 

A good irrigation 
consultant needs to be 
involved (on a project) 

from the get go. 

regarding what level of efficiency they 
are striving for regarding water savings, 
efficiency, operational expenses, reuse 
water, cisterns, LEED points, green roofs 
and budgetary restraints. 

We now play the waiting game. Fac-
tors that cause us to wait include permit-
ting issues, design changes, the weather, 
endangered species act, more permitting 
issues, more weather and we finally get 
the go ahead. We now have the landscape 
architectural plans in hand. We are ready 
to begin designing irrigation with piping, 

At over 600 acres, 
the Portico site was 
designed and installed 
by Big Tree Inc. in Fort 
Myers, FL. 
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TECHNOLOGY D O Y O U R H O M E W O R K You need to know the maxi-
mum area to be irrigated. 

So every project begins with a 
sheet of paper and some math. 

continued from page 56 

Once the material takeoff has been 
completed, the process of locating the 
prices for these materials begins. Check 
multiple sources. Keep in mind that the 
majority of irrigation products are manu-

factured from petroleum. Prices fluctuate 
just like gasoline. Since large projects may 
take months or, occasionally, years to 
complete, take cost variables into "We in-
clude an escalating material cost clause 
that can be tied in to your products and 

fuel costs," said Prophit. 
Now comes labor. It can kill you. It's 

becoming increasingly difficult to find 
and keep quality installation technicians. 
This shortage means that technicians are 
moving from company to company more 
now than in the past. The availability of 
trained, reliable technicians complicates 
the process of nailing down true produc-
tion rates on big jobs. Then, of course, 
there's Mother Nature. She can be as kind 
to you as a blue bird or as snarly as a griz-
zly. Regardless of the care you take in 
crafting your bid, your labor rate still end 
up being a guesstimate. 

And finally, don't forget your bid 
bond, your cost and insurance. Know 
your policy. It must meet the require-
ments specified in the bid documents. 

If you have all this done you're ready 
to turn in your bid, stop one last time. 
Check your math again. One decimal 
point misplaced could spell disaster. 

Now you're at the bid opening and 
you leam that you're the low bidder and 
have won the job. What does this really 
mean? It means that you have promised 
that you deliver a system that can meet 
the owner's expectations at a lower price 
that anyone else. 

You can be forgiven if your first 
thought is — "Did I miss something? " 

But perhaps that doesn't occur to you 
and you're excited about taking on that 
big, high-profile project, the one that you 
can add to your portfolio. 

Never forget, you have challenged the 
beast and he has lots of tricks. It's to you 
and your team to grab him by the throat 
and not let go of him until he's tame, l m 

— The author is a certified irrigation 
designer, auditor, contractor and consultant 

whose goal is to provide water efficiency. 
To contact him or learn of the services or 

products he provides, please visit 
www.dhwatermgmt.com or email him at 

lorne 1 @dh wagtermgmet. com. 

THE BEST THINGS IN LIFE ARE 

DIXON Z T R s . . . FAST. RUGGED A N D FUN T O RUN! 
Stop by your local Dixon dealer today and test drive the new 2 0 0 7 ZTRs that have 

been 3 0 years in the making. Plus, now through March 31, 2 0 0 7 receive up to $ 1 5 0 
in FREE Gas with the purchase of any Dixon commercial ZTR mower 

A N D make no payments until 2 0 0 8 . Enjoy the ride! 

D i x o n ZTR 
( 8 7 7 ) CUT MORE | www.dixon-ztr .com 

Offer valid on select models at participating dealers. Retail financing subject to credit approval 
Ask your dealer for complete details and qualifications. 
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