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OUR MISSION: Landscape Management — the leading information resource for lawn care, landscape maintenance, design/build and irrigation 
professionals — empowers Green Industry professionals to learn and grow from their peers and our exclusive business intelligence. Serving 
as the industry conscience, we not only report on but also help shape news, views, trends and solutions.
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Snow and ice management professionals studied up in June and July at several industry educational events.  BY MARISA PALMIERI

 Summer school

David Horsager 
was the keynote 
speaker for the 
Snow & Ice 
Symposium.

W HEN IT HEATS up outside, savvy snow management professionals don’t neglect their winter work—they hit the books for next season. This summer provided several educational opportunities, including the Snow & Ice Management Association’s (SIMA’s) Annual Snow & Ice Symposium, held June 20-22 in Minneapolis, and Sno-Motion, a seminar and roundtable event hosted by Pro-Motion Consulting in Cleveland, July 11-12. 

It’s about trust
Snow & Ice Symposium keynote speaker David Horsager presented “The Trust Edge: 4 Keys to Create, Build and Enjoy Lasting Momentum.” Why should snow and ice profes-

sionals care about a “soft” topic like trust? Consider the following statistics from the 2009 Edelman Trust Barom-eter. When people trust a company:› 91 percent chose to buy from it;› 76 percent recommend it to a friend;› 55 percent will pay a premium; and› 42 percent share positive experi-ences online. 
“For the trusted 

brand, people pay 
more, come back 
and tell others,” Hor-
sager said. “From 
the trusted sales-
person, people buy. 
The trusted leader 
is followed. A lack of 
trust is your biggest 
expense, and it 

doesn’t matter if it’s with your spouse,  a friend or a client.”
The pillars of trust, he explains, are the eight distinct qualities that build a competitive advantage when others confidently believe in you—it’s what Horsager calls “the trust edge.” These pillars include: consistency, clarity, compassion, character, contri-bution, competence, connection and commitment. Mastering the pillars and gaining trust isn’t easy, because trust is always a risk, he said. Remember: “It’s the little things done consistently that make the biggest difference.”

Being a great employerOne well attended Symposium session was “Why Become a Great Employer?”—a talk given by Mike Rorie, CEO of GIS Dynamics and former CEO of Cincinnati-based GroundMas-ters, which he sold to Brickman in 2006.At its peak, GroundMasters had 550 employees at eight locations. Becom-ing the landscape employer of choice in his market was a key to the company’s success, Rorie said. 
The goal for any Green Industry 

company that wants 
to grow should be 
to become the place 
where people want 
to work—where 
competitors’ employ-
ees approach you and ask if there’s a place 
for them. 

“If your name 
comes up as one of 
the best places to 

16
CONTENTS

FEATURES
16 ‘Affordable’ Care?
Though the new health care law is a tough pill 
to swallow, small companies may benefit from 
some of its provisions.  BY PHILLIP M. PERRY

24 Are you a resonant leader?
Emotional intelligence isn’t just feel-good stuff.  
It’s about the bottom line. BY LESLIE BOOMER

48 Project Portfolio: Addressing Gettysburg
Ruppert Landscape helped transform the historic 
site’s new visitors center. 

DEPARTMENTS

8  News & Views 
Propane mowers on the 
Mall; John Mini Distinctive 
Landscapes loses its founder

14  Weed Watch 
Corn speedwell; wild violet

29   Market Watch
   MAINTENANCE  How one firm 

focuses on new movers

  LAWN/TREE CARE  Identifying and 
managing scale insects

  DESIGN/BUILD  Construction’s 
making a comeback

  IRRIGATION  A sprinkler standard 
is finally in the pipeline

50  Add-on Biz  
A custom carpentry division 
presents opportunity. 
BY CASEY PAYTON

51  LM Reports 
Fungicides; compact equipment

56  1-Minute Mentor 
Spring-Green’s Harold Enger, LIC 
BY MARISA PALMIERI




