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OUR MISSION: Landscape Management— the leading information resource for lawn care, landscape maintenance, design/build and irrigation contrac-
tors — empowers Green Industry professionals to learn from their peers and our exclusive business intelligence from the only experienced editorial
team in the market. Serving as the industry conscience for 50 years, we not only report on but also help shape news, views, trends and solutions.



CONTENTS

« « continued from page 2

COLUMNS

6 First Cut
BY NICOLE WISNIEWSKI

IN EVERY ISSUE
181 Resources
183 Classifieds

10 The Hall Mark
BY RON HALL

I
SPECIAL REPORT
WATER WISE, PART 1

1 7 Understanding water's worth:
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Some familiar names are listed among
the 175 pilot projects selected to test the Sustainable
Sites Initiative national rating system.

Looking back on the early
days of girls” interscholastic sports, few of us realized
how significant they would become in our schools and
universities.

A Long Grove, IL, residence
becomes a study in white that blends formal garden
spaces within a setting of natural conservancy.

The 2010 American Garden Award,
now in its second year, featured four new flower
varieties chosen by their breeders for their excellent
garden performance.

When we want to put a monetary value
on water, we generally start with the question: “How
much do you pay for water?” We should also ask:
“How much do you think fresh, clean potable water
should cost?”

Helping Landscapers save money,
no matter what they drive.

No matter what kind of vehicle you use for your business, you could save with
Progressive Insurance. To learn more about Progressive, and see why we are the
#1 Truck Insurer in America, please visit ProgressiveCommercial.com.
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Find an Agent

Call for a Free Quote ‘
ProgressiveCommercial.com

1-888-375-7908

United Financial Casualty Company and its affiliates, Mayfield Village, Ohio. Available in most states. No.1 truck from Highline Data’s 2007 written premiur 09P00560.BA (12/09)
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