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Learning by doing

J he Chinese philosopher Con-
" fucius is credited with the
saying, “I hear and I forget. I
see and I remember. I do and
I understand.” And while I
admit that quoting Confu-
cius in just my fourth column for LM
was absolutely not on my bingo card,
I have to admit that those words have
hit pretty close to home as I've settled
into my new role with this magazine.

I've always considered myself some-
one who learns best by doing. I think
back to my college days and the count-
less hours I spent inside lecture halls
during my work on a degree in mass
communication. I picked up a few
things from those lectures, of course,
but given the option to actually go out
and write about something for the stu-
dent newspaper as opposed to listen-
ing to a professor talk about that writ-
ing process, I'd take the first option
every time.

T've tried to take a similar approach
as I've started my tenure at LM. Sure,
T've read plenty of back issues of the
magazine and had conversations with
countless landscape contractors, con-
sultants and company reps to get a
feel for this industry, the people in it
and how they consume information.
I'd be doing everyone a disservice if T
didn’t do that.

But I think I've taken my biggest
steps forward in that quest by get-
ting out there and spending time with
many of those same people, visiting
their facilities and getting up close and
personal with the landscape industry.
Seeing what you do and how you do it
hasreally flattened my learning curve,
and I hope that is coming through in
the content you're reading here.

£E 've taken my biggest
steps forward ...
by getting out there
and spending time
with many of those
same people, visiting
their facilities and
getting up close and
personal with the
landscape industry. 9y

I took that approach as I worked
on this month’s cover story on Scythe
Robotics and the autonomous mow-
ing solutions that are slowly becom-
ing part and parcel of the landscap-
ing industry. I referenced this visit in
last month’s column, and having the
opportunity to spend a day at Scythe’s
headquarters in Colorado to see how
their product was designed, devel-
oped and built, and ultimately how
it’s being used in the field increased
my knowledge and understanding
more than any amount of phone
interviews ever could. I think you'll
learn a lot from our exclusive inside
look at one of the industry’s real up-
and-comers.

I had a similar experience a
few weeks after that when LM was
lucky enough to snag an invite to
the annual meeting of the Outdoor
Power Equipment Institute (OPEI).
Some of the most important mov-
ers and shakers in the business were
there, and I felt fortunate to be given
the chance to meet many of them for
the first time and pick their brains
about what makes their businesses
and this industry tick.
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Speaking of OPEI, the upcom-
ing Equip Exposition will be a great
opportunity for those among you who,
like me, enjoy learning by doing. Set
for Oct. 15-18 in Louisville, Equip
might be the single best hands-on
opportunity that landscape contrac-
tors have to examine the latest and
greatest products in the industry, take
them for a spin and learn a little bit
along the way with a full slate of edu-
cational opportunities that include
15 sessions over three days that will
be presented by LM in partnership
with OPEIL

Similarly, I'd be remiss (and prob-
ably get a reprimand in the office) if
I didn’t mention the similar oppor-
tunities available during the annual
LM Growth Summit, which will take
place Dec. 9-11 in Orlando. Pairing
leading supplier partners with pre-
qualified lawn care applicators, the
Summit plays right into the wheel-
house of those hands-on learners with
one-on-one opportunities that simply
aren’t available anywhere else. You
can learn more and apply to attend
by visiting the LM Growth Summit
website (LMGrowthSummit.com).

As a self-described old dog trying
to learn some new tricks in an all-new
industry, I can’t tell you how valuable
opportunities like these have been for
me. I'm grateful that so many have
been so willing to share so much with
me, and I hope that’s shining through
in the pages of this issue of LM. ®
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Equip Exposition is the annual event dedicated to growing
landscapers’, hardscapers’, builders’, contractors’ and dealers’
businesses. Find the latest and greatest products across 1.1 million
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other to find the champ. That’s why they call us the proving ground.
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What is your go-to app on your phone
and how does it help you get the job done?

Landscape Professionals
.................................................. Richard Bare
................ Arbor-Nomics Turf
"""""" Norcross, Ga.

3 ‘ Troy Clogg
(13
e | use Waze Troy Clogg Landscape Associates
. . Wixom, Mich.
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- am Doole
as It’S the Plants Creative Lan)(,iscapes oneNOte by a
best GPS app ::Gd long shot!_l used
. e A r—
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we use Real Green’s Omaha, Neb. : everywhere | went,
: H Mike H
mobile phone app {1 ThelovimgCompanies | ~ but now all that
a lot. | know that Charlotte, N.C. information is put into
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Compared to a phone : Chris Joyce _ ganize
call, it’s short, sweet Joyee Landscaping to-do lists, prioritize
: C Cod, Mass. : .
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GrapidsIr.rigatic.)n It,s been a game'
Gm:dRaid;M‘Ch‘ changer for me.”
€T’ CRA H
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) Winterberry Landscape
business and %@ o Gaden Ceter
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¢ “ (et MORE ONLINE
po CaStS- ) Grandville,f/lich. See more great advice and complete
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motlvat|on, InSplratlon n uls\Ignl(:l;lls:ttans feature at LandscapeManagement.net.
and information to Grow the Bench ;
f b . Boston, Mass. .
stay on top o usiness Marty Grundes.
trends and economic The Grow Group
conditions.” Dayton, Ohio

Phil Harwood
Tamarisk Business Advisors
Grand Rapids, Mich.

Jeffrey Scott
Jeffrey Scott Consulting
New Orleans, La.

OUR MISSION: Landscape Management shares a comprehensive mix of content
designed to stimulate growth and take our readers to their next level.
N 4
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GET MORE DONE IN LESS TIME

The SG54 zero-turn, stand-on sprayer features an impressive 100-gallon
spray tank. It builds on efficiency by offering a higher pump output of up
to 40 gallons per minute, providing increased agitation and spray rates.

Scan the QR Code to learn more about
what this machine can do for you!

steelgreenmfg.com o] £ @SteelGreenMFG (765) 481-2890




Check out a few of the
places where the LM team
made its rounds recently

Fore! LM’s Scott Hollister (left) and Bill

Roddy (right) teed it up with Zack Davis,
the vice president of destination services for
Louisville Tourism (second from left) and
Troy Winebrenner, the show director for
Equip Exposition (second from right), during
the OPEI Louisville Golf Classic at the OPEI
Annual Meeting in Ponte Vedra Beach, Fla.

Strong as Stihl The OPEI Annual Meet-
ing gave the LM team a chance to connect
with leaders from throughout the equipment
industry. Here, Hollister and Roddy chat with
Chris Keffer, president and CEO of Stihl.

Meeting of the minds Dan Ariens, the

chairman and CEO of Ariens Co. (center),
spent some quality time with Hollister and
Roddy during the OPEI Annual Meeting.

Partner portrait OPE| and LM are partner-

ing to present education during the annual
Equip Exposition for the third consecutive
year. Here, Roddy (left) and Hollister (right)
flank Kris Kiser, OPEI president and CEO.

Reunited Hollister and Chuck Bowen,
OPEl’s vice president of communications
and member relations, have a long history
dating back to their service on the board
of directors of the Turf and Ornamental
Communicators Association.
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PHOTOS: LM STAFF (1-8,); CURTIS ATKINSON (9, 10), VINCE TORCHIA (11)

1t’s still 11 o’clock somewhere

(Left to right) LM’s Seth Jones;
Todd Christianson, Titan LLC, and
Michael Hupf, Lifescape Colorado,
enjoy the view from the rooftop of
49th State Brewing in Anchorage.

Bear watching The bear watch-

ing at Brooks Camp in Katmai
National Park is world-class —
both from the safety of the plat-
form and from just hiking around.

Salmon spotters Curtis Atkin-
son, Sunline Landscapes;

Jason Cromley, Hidden Creek
Landscaping; and Paul Myers,
McFarlin Stanford stop for a
photo during their hike through
Katmai National Park.

Let’s go fishing Chase Coates,

Outback Landscapes; James
Cali, McFarlin Stanford; Jones;
David Amigo, G&G Landscape
Solutions; Josh Amigo, G&G Land-
scape Solutions; and Vince Tor-
chia, The Grow Group take a break
from catching sockeye — nice job
reaching the limit, guys.

1 Come fly with me You can’t

reach Katmai National Park
by road. You need to fly or boat
to get there. Atkinson (front left)
got to ride as co-pilot (sorry we
cropped you out Robert the Pilot)
with Cali, Amigo, Jones, Torchia
and Will the Guide enjoying the
flight home.

1 Catch of the week Goes to
Garret Hergert, GRO, for
hauling in this beautiful sockeye.
With a company name like GRO,
did the rest of us stand a chance?
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NEWS+
ISSUES

Industry business
owners visit the
last frontier

LM goes behind the
scenes with ACE Peer
group’s Alaska trek

BY SETH JONES
LM EDITORIAL DIRECTOR

here are 18 hours of daylight,

the time change is four hours

earlier than Eastern Daylight

Time and at times, the bears
are as common as deer.

Those are just a few changes from
the normal day-to-day for the nine
lawn care and landscape companies,
two industry consultant companies
and one industry trade publication
that made the
trek to Alaska last
month. This ACE
Peer Group —
co-hosted by The

Before fishing
began, the group
dove deep on
two case studies
and business law.

Grow Group and McFarlin Stanford
— first stopped in Anchorage to visit
Titan LLC, a design/build company
started by CEO Todd Christianson 42
years ago. The group then held meet-
ings on the top floor of the Hotel Cap-
tain Cook, a member of the Historic
Hotels of America.

From there, the group took an-
other flight further south and west to
King Salmon, where they stayed at

10 LANDSCAPEMANAGEMENT.NET | AUGUST 2024

Todd Christianson
(center), president
and CEO of Titan LLC
in Anchorage, Alaska,
gives the Ace

Peer Group a tour

of his facility.

Rapids Camp
Lodge for
three days of
fishing, bear
watching and
camaraderie
over meals, shuffleboard, darts and
even a little bit of karaoke.

“Even when we’re having fun, we
make sure we get business done,”
says James Cali, founding principal,
McFarlin Stanford. “It’s an opportu-
nity to get away, spend time together
and bond. It’s more about breaking
bread with those you work with and
build relationships with. Whether it’s
your peer group or your team back
at home, when you create memories
and experiences together, you all get
so much closer.”

Chase Coates, owner of Outback
Landscape in Idaho Falls, Idaho, told
LM he joined a peer group in 2017 be-
cause he wanted to find like-minded
people who were working in the same
industry as he was. He says since
joining a peer group, he’s grown his
business and expanded his network
for when he has questions that come
up with his business.

Continued on page 12

PHOTOS: LM STAFF
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Continued from page 10

“It’'s an awesome experience hang-
ing out with all these guys. It’s rare
you get to spend a lot of time together
outside the office, not in meetings, not
sitting in a conference room,” Coates
says. “When you get to hang out, that’s
when you really get to know people and
dig into what theyre working on back
home in their business.”

“It’s why our industry is probably
the best industry in the world — that’s
what peer groups are all about, that’s
what the industry is all about — share
wheneveryou can,” says Jason Cromley,
CEO of Hidden Creek Landscaping,
Columbus, Ohio, who will host Grow!
in 2025. “The good companies want to
see that success for other companies.”

For more on the ACE Peer Group
visit to Alaska, including video in-
terviews with the attendees, visit
LandscapeManagement.net. ®

FMC SELLS GSS TO ENVU

FMC Corp. has signed a definitive agreement
to sell its Global Specialty Solutions (GSS) busi-

ness to Envu.

2Nvuyu
Envu will purchase the GSS business for $350

million, subject to a closing working capital adjustment.

In November 2023, FMC announced plans to explore strategic
options for GSS, which includes a line of products that serve a diverse
mix of non-crop markets such as professional sports stadiums, golf
courses and pest control. As FMC concentrates on innovating products
and services for the global crop protection market, GSS no longer has a
clear, strategic role in the company’s mid- or longer-term goals.

“Global Specialty Solutions is a profitable business with a strong
history of growth. We believe this agreement with Envu will provide the
attention and resources it needs to continue thriving,” said Pierre Bron-
deau, FMC chairman and CEOQO. “With this divestment, FMC can focus
solely on its core business.”

According to Envu, which was acquired by international private equity
firm Cinven in 2022, the company is solely dedicated to the environmen-
tal science sector and sees GSS as an opportunity to support its growth
strategy while continuing to deliver powerful innovations for customers in
professional pest management, turf and ornamentals and more.

The transaction is expected to close by year-end 2024, subject to
regulatory approval and other customary closing conditions. FMC
intends to allocate all proceeds from the sale to debt reduction.

Turf Seed & Fertilizer
EXTRA EARLY ORDER PROGRAM

EXCLUSIVE OFFER JULY 1 - AUGUST 30, 2024

In advance of our annual Early Order Program where you can get discounts and rebates
on a wide range of products, we're offering incentives for purchasing turf seed or
granular fertilizer. Purchase one pallet (40 bags) or more before August 30th and start
qualifying toward this year's program — and receive 60-day payment terms!

Contact your local branch/territory manager to order.
Questions? Email info@heritagelsg.com.

ﬁ @ @heritagelsg | heritagelandscapesupplygroup.com

X
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PHOTO: HARRELL'S

Harrell’'s CEO Jack Harrell Jr. dies

ack Harrell Jr., Harrell’'s CEO
and chairman of the board,
has died after a short battle
with glioblastoma.

“My family is saddened by the loss
of my father, but we rejoice that he
has gone home to Glory and is not
in any more pain and suffering any
longer,” said Jack Harrell I1I, presi-
dent and COO of Harrell’s. “His body
had been restored and he is at peace.
My father was a great man who took
care of so many people. Everyone else
was always his main concern, rather
than himself. We will all miss him
but are so happy that he is rejoicing
in Heaven.”

Following in the footsteps of Jack
Harrell Sr., Jack Jr. began working

at Harrell’s in 1978 af-
ter he graduated from
Georgia Southern Uni-
versity with his bache-
lor’s degree in business
management. Not too
long after, in January of
1982, Jack met his wife
Tina Webb Harrell, and
just over a year later in
February of 1983, they
were married.

In April, Jack Jr. and
Tina’s first child, Jack
Harrell III, was born.

Not too long after, Jack Jr. and Sr.
opened the first Harrell's manufactur-
ing plant off Kraft Road in Lakeland,
Fla. The following year, in October

1986, Jack Jr. and Tina’s second child,

William Harrell, came into the world.
Five years later, Jack Harrell Jr.

was appointed CEO of Harrell’s. ®

X Léd ‘ Arborjet.com

EASY TO USE PROGRAMS
TO OPTIMIZE TURF
MANAGEMENT

» Provides high-quality, cost-effective
product combinations

- Addresses specific needs & challenges

« Includes rates & application details

SCAN THE CODE TO E' E

Sign up for
our Turf
Programs [s]

ARBORJET | Ecol®gel

PARTNERS IN PLANT CARE
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ROBOTICREVOLUTION

THE NEXT
BlG THING?

Scythe Robotics is among a host of companies
banking on all-electric, autonomous mowers to revolutionize
the way landscapers manage their businesses
BY SCOTT HOLLISTER | LM EDITOR-IN-CHIEF

he landscape business might not be the
first one you think of when it comes to cut-
ting-edge technology and game-changing
advances. And truth be told, the people most
closely involved in trying to bring those kinds
of things to the industry would probably agree with you.

“The thing that I find ... kind of fascinating about this
space is that the landscape industry is almost the last place
you'd expect to see this type of technology,” says Billy Otte-
man, the senior director of brand at Scythe Robotics, a
company working to make electric, autonomous commer-
cial mowers more than just novelty items in landscaping.

“That’s actually what drew me to this opportunity. We're
using the same computer vision software and autonomous
technology that Tesla is using in its self-driving cars and
Apple is using in its new Vision Pro, but it’s in a space of
businesses that have traditionally operated on whiteboards
and paper. That’s exciting to be a part of change like that.”

To be clear, Scythe Robotics isn't on an island here;
landscapers and lawn care operators have a growing
array of high-tech, battery-powered equipment solutions
to choose from (see this month’s Innovation + Technol-
ogy Guide for more on the latest and greatest tools to get
the job done). And more and more end-users are embrac-
ing these machines in an effort to be more efficient, ease
ongoing labor challenges and operate just a little more
sustainably.

But it’s not a stretch to say that Scythe Robotics is
writing an all-new chapter in this space with its M.52,
the industry’s first all-electric, autonomous mower to be
designed and built from the ground up to be that way.
The company’s modest offices tucked into an office park

14 LANDSCAPEMANAGEMENT.NET | AUGUST 2024

on the outskirts of Longmont, Colo., might be an unlikely
spot for a full-scale industry revolution, but that’s exactly
what the Scythe team hopes is in the works.

“We had three criteria for the kind of product we’d
develop and the space we wanted to get into. Commercial
mowers and landscaping hit on all of them,” says com-
pany co-founder and CEO Jack Morrison.

“First, the product had to actually be valuable to people.
Second, we wanted it to not take a billion dollars to get to
a finished product ... to spend all this time and money and
have nothing to show for it. And third, we wanted it to just
be good for the world. We felt like robotics had the potential
to ... provide a value to this industry that people would pay
for, and we think the M.52 hits on all three of those things.”

ORIGIN STORY

Scythe Robotics’ origins can be traced to a series of tech
endeavors that unwittingly brought the company’s co-
founders together. Morrison and Isaac Roberts, now a
company board member, connected during their time

at Replica Labs, a software company that focused on
3D-scanning technology. When Occipital — another
company in that same space — acquired Replica in 2016,
Morrison and Roberts met Davis Foster, who was work-
ing as an electrical engineer at Occipital at the time. Two
years later, he joined Morrison and Roberts in the early
days of what would become Scythe and now serves as the
company’s chief engineer.

The three men shared a passion for electrification and
robotics, and a belief that those things could bring about
positive societal change. But exactly how and where to

Continued on page 16
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predecessor machines
went through
““extensive testing, both* ;
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Continued from page 14

apply those ambitions wasn't clear at first, at least not until
the light bulb went off for Morrison while tackling a task
known to produce great thinking — mowing his lawn.

“We had an acre and a half about 10 minutes south (of
Longmont), and I just hated mowing it,” he says with a
laugh. “T grew up in the Chicago suburbs where it was grass
lawns as far as you can see, and I was thinking about that
while I was mowing mine. I went to Google later and was
shocked to see there was almost 40 million acres of turf-
grass in the U.S. It just seemed to check a lot of boxes for
robotics, because if there’s one thing robots are good at, it’s
going in straight lines. It resonated almost right off the bat.”

With commercial mowing now the focus of this new
endeavor, the next step was identifying a target market. Golf
course maintenance soon rose to the top of the list, driven
by the thought that the repetitive mowing that takes place
on golf courses would be ideal for an autonomous device.

They quickly learned differently. “When we actually
talked to a (golf course) superintendent, we discovered
golf might not be the right fit,” Morrison says. “So many
variables from course to course. I went and toured the
Castle Pines course (in nearby Castle Rock, Colo.) ... and
that winds up and down the mountain with lots of big
drops. I was like, ‘This seems like a good place for a robot
to drive off a cliff, and that’s not a great business model.”

After scuttling their plans in golf — at least for the time
being — they soon discovered that an adjacent industry
would be a much better fit for their new enterprise.

“One of our co-founders (Roberts) knew a few commer-
cial landscapers through friends of his family. After talk-
ing with them, it was pretty evident that it would be a great
space for us. Larger properties, fewer variables in terms of
size and shape than you see in golf,” Morrison says.

“The really interesting piece that we discovered is that
landscapers don't necessarily look at electrification and
robotics as a way to just save on costs,” Morrison con-
tinues. “They actually look at it as a way to grow their
business. They can take a crew of four, shift two of them

Continued on page 18
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ROBOTICREVOLUTION

Continued from page 16
onto another crew, then that crew with our
machines can take on as many jobs as the other
crew can without having to hire anybody else.

“It was a perspective we hadn'’t really con-
sidered, but it did convince us that we were
going down the right road.”

The sustainability part of the equation
was another factor in deciding that mowing
and landscaping were the right fit for Scythe,
Otteman explains. “Contractors are getting
demands from their clients where they want electric
equipment on their properties, they want more sustain-
able solutions. Local governments are regulating it. Intro-
ducing all-electric, robotic mowers into the market helps
mitigate those challenges.

“We're really sitting at this intersection where we have
an opportunity to use this technology to resolve both
labor and environmental challenges for customers.”

UP AND RUNNING

In early 2018, Scythe began work on its first prototype
mower, nicknamed Astro, aiming to master the basics
before moving into more technologically challenging
territory. The M.52 represents the sixth iteration of that

‘ TRIED AND Tﬂu

“While the autonomous

operation of the M.52!

original machine, with each new version being christened
with a nickname pulled from the country’s national park
system — the first post-Astro prototype was Bighorn, the
second Arapaho and the third Caribou.

The predecessor to the M.52 — a pre-production unit,
so one step beyond a prototype but nothing that was ever
mass produced — was known as Denali, and the current
machine was dubbed Eldorado as it was coming online.

As one version gave way to another, extensive R&D work
was ongoing, both to ensure the machines were technolog-
ically sound and that they could produce the reliability and
quality of cut that contractors would expect. That work has
included regular software improvements; the current M.52

Continued on page 20
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OLD SCHOOL
Considering the
high-tech nature
of the M.52, the
production process
for the machine is
a surprisingly
analog process.

Continued from page 18

is receiving updates, transmitted
wirelessly, on an almost weekly
basis. Since all mowers are regu-
larly exposed to the elements, there
has been wide-ranging testing to
make sure the machine’s hard-
ware was properly protected from
heat and moisture. And the mowers have gone through
hours of stress testing, both at company headquarters

in Longmont and in the field, to make sure the sensitive
hardware powering the machine can handle the day-to-
day rigors of the job.

The M.52 is the first version to reach full production.
Dozens of early adopters have been using the mower reg-
ularly for the past several months (see “Seeing is believ-
ing” on page 23), and by the end of 2024, Scythe hopes to
have 100 machines in daily use with landscapers in Colo-
rado, Texas, Florida and Ohio.

On its face, the M.52 looks like most traditional stand-
on mowers and can be operated as such (more on that
later). It features a 52-inch deck with a rear discharge, with
motors that provide 15 horsepower in deck power and 20
horsepower in drive power and a top-end speed of 10 mph.
But the machine’s feature list also notes its connectivity
(2X LTE and Wi-Fij, by the way), which is when you start to
notice that the M.52 isn't just a traditional mower.

The mower uses computer vision to sense and navi-
gate around different obstacles and respond accordingly
based on its environment. The company used thousands
of images to teach the mower to go around things such as
trees, poles and park benches and stop when it encounters
people, pets and other obstacles that might be in its way.

The end result is a machine that company officials like
Otteman say will change the way landscapers think about
how they allocate resources on a daily basis.

“We talk about the benefits of autonomy and electric
power for end-users and the benefits from a sustainabil-
ity aspect, but there’s an equal value in multiplying what

roducers)&iInstallersjof/Fumigated)
Georg/@)Cert ified|Quality/Turfgrasses

[l i [l
MIRTrinity/I[Zorroll Centlpede Sod.

WWW.| plkecreekturf com | PikeCreekTurfincit 3
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landscape crews can do,” he says. “So, the M.52 is tack-
ling the tedious task of mowing while at the same time
giving the opportunity for the crew to go do higher-value,
more-interesting work; work that they can get paid more
for and then our customer can charge more for. That’s
really the kind of the value proposition that most of our
customers are interested in immediately.”

EASIER ENTRY INTO ELECTRIC

The technology that powers the M.52 isn't the only
groundbreaking aspect to these machines. How land-
scapers actually get their hands on one also breaks
plenty of industry norms.

Technically, customers don’t have an option to buy
the M.52. “We never really considered selling these
machines outright,” Morrison says. “We knew they were
going to be expensive, and that would have been a deal-
breaker right off the bat.”

Instead, Scythe has leaned into a leasing plan that
closely matches many of the subscription models that are
common in the start-up tech industry.

“Recurring revenue and subscriptions are all the rage
in the start-up tech world where we came from,” Mor-
rison says. “We never seriously thought about selling a
mower subscription, though, because that would be a
bit of a foreign concept for landscapers. But at the same
time, there were lessons that we took from that idea.”

Scythe’s plan essentially has two parts. The base
monthly lease gets customers the mower, maintenance on
the machine and all-you-can-mow manual operation —
as mentioned earlier, the M.52 can be operated like a tra-
ditional stand-on mower — with no hour cap. Layered on
top of that is autonomous operation where customers pay
on a monthly basis for every acre they mow.

Morrisson sees this plan as ideal for both company
and customer. The end-user gets a relatively low barrier of
entry into autonomous technology and a tool that should
allow them to do more with less and, eventually, land
additional new business. For Scythe, the more the M.52
works, the more the company makes, so it’s incentivized
to make the machine as efficient and reliable as possible
with long-track battery power.

Continued on page 22
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Continued from page 20

“There is a contractor were working with who has a
goal to replace all his machines with ours eventually,”
Morrison says. “If youre buying those, youre looking
at 30 or 40 grand times 20 or 25 mowers. That’s a hefty
investment. With this model, if gives companies the
opportunity to get into the electric game a lot easier from
the get-go. When it works right, it’s really a win-win.”

COMING ATTRACTIONS

Although early returns have been encouraging, the
team at Scythe Robotics knows they have a long road to
travel before achieving their mission, which Otteman
describe as “pioneering solutions to more sustainably
care for outdoor spaces and unlock growth for the busi-
nesses that maintain them.”

One such barrier, for example, is landscapers’ relative
unfamiliarity with all-electric, autonomous equipment.
“We're on the vanguard of electrification in this indus-
try ... and the M.52 might be the first contact with large-
scale electrification for a lot of companies,” Morrison
says. “That’s something we have to keep in mind.”

The infrastructure available to charge these mowers
might also present challenges.

“Even within one business, you might have different
branches with incredibly different electrical infrastruc-
ture at the facilities, so that presents charging chal-
lenges,” Morrison says. “We have to get very specific
with each of our partners to understand what we’re
dealing with and how we can help solve those issues.”

Then there is Scythe’s almost completely analog produc-
tion method for each M.52, which is probably more surpris-
ing than it is challenging. Despite being on the cutting edge
of autonomous technology, there are very few automated
processes when it comes to building each machine.

“At the end of the day, you can teach a human to do
almost everything. It’s very difficult to teach a robot that
same thing,” says Bryan Waltz, Scythe’s senior manager
of production and field operations. “I honestly think that
we are probably two years away from any kind of mean-
ingful automated production, which is OK because this
vehicle is pretty complex. That allows us to have a team
of people that have enough ambiguity in their jobs to
keep them engaged and keep them learning.”

At the end of the day, though, Morrison doesn't see
those challenges as insurmountable. He holds a similar
opinion about winning the hearts and minds of land-
scapers as they learn more about autonomous mowers.

“This is a very kick-the-tires industry, but I've been
pleasantly surprised that the contractors we've worked
with don't need to kick the tires for very long to get what
we'e trying to do and how it can benefit their business,”
he says. “They will take risks and want to see this work,
and that’s encouraging.” (®

ILLUSTRATION: ULIMI / DIGITALVISION VECTORS / GETTY IMAGES
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SEEING IS BELIEVING

For Philip Wagner and the team

at Fisk Lawnscapes in Colorado
Springs, Colo., good things have
come to those who wait, at least
when it comes to Scythe Robotics
and its M.52 all-electric, fully autono-
mous commercial mower.

“We’ve had an interest since back
in the summer of 2021, | guess, and
were open to being one of the
early adopters,” says Wagner,
Fisk’s maintenance divi-
sion manager. “Our COO
Jacob (Stankich) reached
out to them, got a demo
set up and then we got on
areserve list a few months
later. We just stayed in
touch, kept the ball rolling
and now we’ve had them in
use for a couple of months.”

Fisk comes by its interest in elec-
tric products and robotics naturally,
Wagner says. “It's kind of a combina-
tion of us wanting to be on the cutting
edge a little bit with something that
helps with our labor challenges, helps
us look out for the environment and
also helps us look out for our guys and
what they’re exposed to in terms of
noise and fumes.”

It's also a good fit when you study
the makeup of Fisk’s business. While
60 percent of the company’s business
comes from residential installations,
its maintenance efforts are solely
focused on commercial properties,
the kind of large layouts where the
M.52 and the value proposition it
offers truly shines.

“We have a large commercial
crew, which takes care of basically
all of our large sites, any of our city
contracts, and that's where we have
the machines implemented,” Wagner
says. “They have the most square
footage ... of grass, and they’re
relatively wide-open spaces so we

can actually take advantage of the
autonomous functions.”

Even though the business case for
the M.52 was a sound one for Fisk,
that didn’t mean there weren’t hurdles
to overcome as the machines were
first coming online several months
ago. Issues such as reliability, battery
life and a potential steep learning
curve in mastering the new machines

gave operators and senior staff alike
some pause, Wagner admits.
But a thorough training
process — “Scythe was
side-by-side with our
crew in the field for an
entire day, but | think
most of my guys were
like, “‘We got it down. You
guys can take off now’
by lunch,” he says — and

Philip Wagner smooth sailing in the first few

weeks of operation went a long way
in calming any nerves about the M.52,
according to Wagner.

Fisk has three units on site during
the initial deployment, two of which
are in regular use with the third serv-
ing as a backup. This is consistent
with how Scythe has worked with
customers who aren’t close to the
company’s operations in the Denver
area, Texas and Florida.

So far, there have been few mechan-
ical or technological concerns with the
M.52 for the team at Fisk, and Wagner
says the mowers have delivered on
their promise of freeing up operators to
tackle other tasks on the jobsite while
the machines handle the mowing.

“It’s really been smooth sailing,”
Wagner says. “I’m not sure they’ll be
right for everybody, and you have
to make sure that you really under-
stand your goals and how you want
to utilize the machine so that they
work best for you. But so far, they’re
delivering the kind of benefits that we
hoped they would. It’s been a great
experience for us.”
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Protecting your turt
from fall armyworm

Early detection is a key to controlling this
relatively new threat to home lawns and turfgrass
BY GEORGE KEGODE, PH.D. | CONTRIBUTOR

J all armyworms have posed a
significant threat to agriculture
in the United States for decades,
particularly affecting crops like
corn, sorghum and other grasses.

Since the early 2000s, this pest has
also emerged as a problem in home
lawns and turfgrass. According to Jesse
Benelli, Ph.D., Green Solutions special-
ist for Envu, 2021 marked the year fall
armyworm became a significant issue
in turfgrass.

RECOGNIZE THE SIGNS OF INFESTATION
Matt Giese, technical services man-
ager for Syngenta, notes that fall
armyworm is a major pest in the
southern United States and occasion-
ally affects the Midwest. The moths
migrate from the south, carried by
airstreams and storms.

Adult fall armyworm moths are
brown and can be difficult to distinguish
from other moths. Benelli describes
these moths as ranging from grayish
to brown, with a wingspan of 1 to 12
inches and a white spot in the center of
their forewings.

A female fall armyworm moth can
lay up to 1,000 eggs in a cluster, typically
on artificial structures like buildings,
fences and landscape plants, but not
in turfgrass. The eggs hatch within a
week, and the young caterpillars feed
voraciously both day and night, says
Edwin Afful, Ph.D., insecticide product
development manager for FMC.

Fall armyworm caterpillars vary
in color from green to brown to black.
The most distinguishing characteristics

are a broad black stripe on each side
of the worm and an inverted Y on the
head capsule.

According to Benelli, when they
hatch, the larvae are only 1/8 inch long
and cause minimal damage at this stage.
However, they can grow up to 2 inches
long, and 80 percent of the damage to
turfgrass occurs during the late instar
caterpillar stage.

Large fall armyworm populations
move in ‘armies’ across turfgrass and
can decimate all foliar tissue in an area,
creating a distinctive line of demarca-
tion between damaged and undam-
aged turf, notes Afful. Once they have
fed sufficiently, the 2-inch-long larvae
burrow into the soil to pupate, making
them difficult to control at this stage.

EARLY DETECTION AND
EFFECTIVE TREATMENT
The key to successfully controlling fall
armyworms is early detection. Larvae
are easiest to control when they are
young. Benelli notes that a magnify-
ing lens can help lawn care operators
(LCOs) see the inverted Y marking on
the head capsule. Since fall armyworm
larvae are mostly nocturnal, proper
evening, nighttime or early morning
scouting is essential for their detection.
To gauge the level of infestation, Giese
recommends mixing 1-2 tablespoons
of liquid dish soap in a gallon of water
and pouring it over a small patch of soil
infested with fall armyworms. The soap
solution irritates the armyworms, caus-
ing them to surface, making it easier to
estimate the infestation levels.
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For large in-
festations, insec-

@ KNOW
YOURENEMY
Broad black stripes

ici i and aninverted Y on
ticides containing 450, Gictinguish
active ingredients ~ fall armyworm

caterpillars.
such as beta-cyflu-

thrin, chlorantraniliprole, indoxacarb,
lambda-cyhalothrin or tetraniliprole
can be used. These active ingredients
provide some residual control depend-
ing on application rate and environ-
mental conditions.

Afful advises LCOs to pay close at-
tention to irrigation, mowing schedules
and height to ensure optimal control
with insecticides. Furthermore, the
intensity of the fall armyworm infes-
tation will affect the rate of insecticide
application.

Insecticides with residual control are
particularly important in areas with
multiple generations of armyworms,
such as the southern states. LCOs must
also consider resistance management
and rotating modes of action, especially
in regions with multiple generations of
fall armyworms, says Giese.

PROACTIVE MEASURES

AND RECOVERY TIPS

Early detection is crucial for managing
sporadic fall armyworm infestations.
Benelli recommends that LCOs com-
municate with others to determine if
infestations occurin theirarea. Following
fallarmyworm damage, providing ample
fertility, watering and raising the mowing
height will help turf plants recover. @

Kegodeisaconsultantand writer specializing in pest and weed
management, based in Missouri.
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&4 DAYS OF CAN’T-MISS EVENTS
INCLUDED FOR EVERYONE!

WELCOME RECEPTION

|
Tuesday, October 15 “
6:30 PM - 9:00 PM _—

Equip Exposition continues the tradition of hosting
all attendees and exhibitors at historic venues
around Louisville. Join us on Tuesday, October 15,
and immerse yourself in 150 years of
championship history at Churchill Downs,

home of the prestigious Kentucky Derby.

TRACE ADKINS

Thursday, October 17
7:00 PM - 11:00 PM
Country music legend Trace Adkins returns to
Equip Exposition, performing Thursday
night at the KFC Yum! Center Arena. Don't
miss the opportunity to enjoy our
exclusive concert and nightlife event —
included with every attendee

and exhibitor registration.

Sponsored by
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Available later this summer.

Looking to navigate Equip Exposition
with ease? Our mobile app has you
covered! Find your favorite companies,
attend education sessions, and locate STRAUSS
food effortlessly. The app provides the

latest session times, exhibitor locations, and all essential
information. The Equip Mobile app will be available

on the app store later this summer. Download it by
searching Equip Exposition on the Apple App Store or
Google Play Store.
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WELCOME RECEPTION

Tuesday, October 15

6:30 PM - 9:00 PM

Join us October 15 at this free event to
kick off Equip Exposition and celebrate
at the home of the 150-year-running
Kentucky Derby!

Sponsored by

CAT




MULLIGAN’S

Wednesay, October 16

7:00 AM - 8:00 AM

Lace up for the third-annual Mulligan’s Fun Run 5K, stepping
off Wednesday at 7:00 a.m. and taking participants
across the Ohio River on Louisville’s Big Four Pedestrian
Bridge. Presented by the TurfMutt Foundation benefiting
the Kentucky Humane Society.

Sponsored by ‘.

Active
Dynamics

OPENING

Wednesday, October 16

11:00 AM - 12:00 PM

Join us for an engaging keynote by Kevin O’Connor
from “This Old House” on Wednesday at 11:00

a.m. at Equip Expo’s Keynote Stage. He'll share

his stories from his work as a contractor, and how
attendees can benefit from trends in the industry.

Kevin O’Connor Sponsored by
Host of

Hotise Kress:t

NEW
HAPPY HOUR

Wednesday, October 16

5:00 PM -7:30 PM

Walk over to Freedom Hall for a happy hour and
after-hours entertainment with The Crashers on
Wednesday, just after the exhibit hall closes at 5:00 p.m.
Food and drinks will be available for purchase.

www.equipexposition.com 7
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TRACE ADKINS

Thursday, October 17

7:00 PM - 11:00 PM Sponsored bg ®
Country music legend Trace Adkins

performs Thursday night at the KFC Yum!
Center Arena. Don’'t miss this exclusive

concert and nightlife event —it’s included M Bnhcat @
=h * GRAVELY

with your trade show registration!

8 (800) 558-8767



THE BATTERY-POWERED LANDSCAPE:

Thursday, October 17

10:00 AM -10:50 AM and 2:00 PM - 2:50 PM.

Marty Grunder, business coach and owner of Grunder
Landscaping Co., leads a panel of pros discussing
considerations and challenges in adopting battery
powered equipment. Get the information and advice
you need to make the transition from gas to battery.

Sponsored by
STIHL

WOMEN'’S LEADERSHIP

Thursday, October 17

5:00 PM - 6:00 PM

Join women leaders from across the industry — landscapers,
dealers, distributors, and manufacturers — at this complimentary
reception to build your network and connect with other women

in the business.
Sponsored by a Sitel:lne' I=

LANDSCAPE SUPPLY

StrongerTogether  gE'cuon

THE MORNING

Thursday, October 17

8:00 AM-9:30 AM

The Morning Show at Expo combines the
largest gathering of industry professionals
at Equip Expo and the conversational
elements of an interactive podcast. Join us
for this community event that’s included
with your trade show pass!

Sponsored by KOHLER. | EngineS

Thursday, October 17

2:00PM-3:00 PM

Gather with Equip Expo attendees for an honest
conversation with contractors working in the field.

This motivational discussion is hosted by some of the
industry’s familiar voices, who will give their first-hand
perspective on everything from marketing, hiring, sales,
and purchasing.

www.equipexposition.com 9



WE'VE EXPANDED OUR

INDOOR SCHEDULE

WEDNESDAY
9:00 AM Dealer Preview
9:00 AM West Wing Early Opening
12:00 PM - 5:00 PM All Exhibits

THURSDAY

9:00 AM - 5:00 PM
FRIDAY

9:00 AM -2:00 PM

Equip Exposition indoor trade
show is open to attendees
ages 12 and up.

t_! =

EXPERIENCE
INNOVATION

Equip is your premier destination to experience
and test the latest and yet-to-be-released
products for your business. Don’t miss the

New Product Showcase in the West Wing, where
you'll get a first look at the newest offerings from
our exhibitors.

10 (800)558-8767



NETWORKING

Every October, Louisville becomes the hub for thousands of
landscapers, dealers, and contractors eager to reconnect,
explore new products, and expand their businesses. Our event
lineup, including the Welcome Reception, the Trace Adkins Arena
Concert, the Women’s Leadership Reception, the Morning Show
at Expo, ENERGIZE, and the Opening Keynote are all included with
trade show registration.

unm HARDSCAPE

North America > .

Hardscape North America is co-located with Equip Exposition, which gives Equip attendees complimentary
access to HNA indoor and outdoor (Hardscape House) exhibits, as well as the opportunity to cheer on and
watch the teams competing in the HNA Installer Competition. Hardscape education is also available by upgrading
your Equip trade show registration to include installation demonstrations, workshops focusing on hardscape
fundamentals, and an array of other educational opportunities.

www.equipexposition.com

1



OUTDOOR DEMO YARD:

OUTDOOR SCHEDULE

WEDNESDAY
12:00 PM - 5:00 PM Equip Exposition Outdoor Demo
THURSDAY Yard is open to attendees ages 12
9:00 AM - 5:00 PM and up. Must be 16 or older with a
FRIDAY valid driver’s license to demo.
9:00 AM -1:00 PM

EXPERIENCE
30 ACRES

Go hands-on demo mode in our 30-Acre
Outdoor Demo Yard by test-driving the
products yourself. Take your favorite
products, pit them head-to-head, and
see which comes out on top.

12 (800)558-8767



TAKE IT FORA

Feel the power firsthand in our 30-acre Outdoor Demo Yard!
Put yourself in the driver’s seat to test top-of-the-line
equipment outdoors and discover products that will
streamline your business.

Attendees can drive and compare the latest
vehicles while putting them through their paces
on curves, hills, rocks, and bumps. Attendees 16

or older with a valid driver’s license will be able to
drive alongside a representative of the manufacturer who
can answer all of their product questions — load capacity,
features, price, and more. Don't forget to turn in your $15,000
UTV Giveaway ticket after your drive. See ticket for details.

www.equipexposition.com

13
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SESSIONS TAUGHT IN SPANISH

Turfgrass Cultural Practices (Taught in Spanish) Wednesday, $50
Z | Master turf care with essential practices like mowing, irrigation, fertilization, and more. October 16,
(2 Learn for optimal turf health and appearance. 11:00 AM - 12:00 PM
é Turfgrass Nutrient Management (Taught in Spanish) Wednesday, $50
= | Learn efficient turfgrass nutrient management techniques for lush, resilient turf. October 16,
Improve fertilization schedules and soil analysis. 4:00 PM-5:00 PM
Interpreting Pesticide Labels for Turfgrass Industry (Taught In Spanish) Thursday, $50
Learn to interpret pesticide labels for turfgrass. Understand essential elements, October17,
application instructions, and safety precautions. Gain confidence in responsible 11:00 AM - 12:00 PM
pesticide use.
z
2 | From Worker to Leader: Developing Your Foreman (Taught in Spanish) Thursday, FREE
& | In this dynamic seminar, foremen learn how to more effectively handle tight deadlines | October 17,
£ | andtight margins and increase customer satisfaction. 12:00 PM - 3:00 PM
Weed Management in Turfgrass (Taught In Spanish) Thursday, $50
Learn weed management principles for lawn and turf. Covering weed identification, October 17,
sprayer calibration, and herbicide label adherence. 4:00 PM-5:00 PM
_ | From Worker to Leader: Developing Your Foreman (Taught in Spanish) Friday, FREE
& | In this dynamic seminar, foremen learn how to more effectively handle tight deadlines | October 18,
and tight margins and increase customer satisfaction. 10:30 PM - 1:30 PM

Coffee House.

Sponsored by

(800) 558-8767

RECHARGE

Running low on energy, but have a full day ahead?
Grab a cup of coffee at the Equip Lounge and

SLNSceKeR




CONTRACTOR EDUCATION

‘ LANDSCAPE
<7 MANAGEMENT

REALWORLD SOLUTIONS™

Gamify Your Company Culture: Competition Creates Engagement Wednesday, $99
Transform your company culture with gamification. Discover how integrating gaming October 16,
elements can boost engagement and motivate employees. Turn work into a game! 12:00 PM -1:00 PM
Building an Accountable Organization Wednesday, $99
E Learn to foster accountability and productivity in your landscape organization. Gain insights | October 16,
@ | andtools for creating a culture of responsibility and achieving collective goals. 1:00 PM - 2:30 PM
=
8 | Facility Must-Haves: What are the Best Companies Doing When Designing Their Facility? Wednesday, $99
= | Explore facility design essentials for growing businesses. Learn from industry leaders about | October 16,
optimizing workflow, storage, and office spaces. 2:30PM-3:30 PM
Your Company, Your Culture Wednesday, $99
Join industry veterans for insights on fostering a positive company culture. October 16,
3:30PM-4:30 PM
Hello, it’s Private Equity Calling... How Do You Answer? Thursday, $99
Navigate the private equity trend in the green industry. Hear from industry executives on October17,
mergers, acquisitions, and predictions for the future. Learn how to attract attention from 9:30 AM -10:30 AM
private equity.
Leveraging a Strong Brand to Attract and Retain Employees and Customers Thursday, $99
Unlock the power of branding to attract and retain employees and customers. Discover how | October 17,
a strong marketing plan enhances company strength and employee empowerment. 10:30 AM - 11:30 AM
Talking Tech, 2030 and Beyond Thursday, $99
Explore the latest in landscaping technology, from Al to smart equipment. Learn from October17,
industry leaders and stay ahead of the curve! 11:30 AM - 12:30 PM
5. | StartClean, Finish Clean Thursday, $99
S | Master the “workflow” within your organization to cure the chaos and other bewildering October 17,
‘é’ elements of any workplace lacking clear systems. 1230 PM - 2:00 PM
I
F | How to Hire the Best Landscape Employees Thursday, $99
Learn to attract and identify top landscape employees. Discover effective methods and October 17,
interviewing tips from industry professionals and consultants. Find your star players! 2:00 PM -3:00 PM
Turning Good Ideas into Great Realities Thursday, $99
Turn ideas into business tactics and learn the four important steps that will empower October 17,
anyone at your company to implement change. 2:30PM-3:30PM
A Roadmap For Visionary Landscape Business Owners Thursday, $99
Unlock visionary business strategies for landscape management success. Learn October17,
effective leadership, innovation, and practical implementation. 3:30PM -5:00 PM
Grow Your All-Star Team from Within: Recruit, Retain and Reward Thursday, $99
Transform your current team into all-stars. Learn strategies to recruit, retain, and reward October17,
employees. Build alignment, accountability, and success together. 4:00 PM - 5:00 PM
Keying in on Key Performance Indicators Friday, $99
Learn about the critical KPIs in our industry and the answers to which ones you should October 18,
monitor and when you should look at them. 10:00 AM - 11:30 AM
>
Z | AnElectric Personality: The Growing Movement of Electric Equipment Friday, $99
& | Explore the rise of electric equipment in landscape management. Discover strengths, October 18,
weaknesses, and user perspectives. 12:00 PM - 1:00 PM
This is Goodbye: Five Things to Know About Selling Your Business Friday, $99
Prepare for the inevitable transition. Hear from former business owners about selling their October 18,
landscaping business and navigating the process. 1230 PM-1:30 PM

Scan Code For
Session Information

www.equipexposition.com
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CONTRACTOR EDUCATION
CHEMICAL APPLICATION SESSIONS

This October Equip Exposition will open its Certification Center in the West Wing, Bty
hosting 20 sessions covering weed management, pesticide application, tree and
plant health management, tree/shrub pruning, and pesticide safety courses. Some

Scan Code for CEU Status

16

- ™ 4 := -
sessions will provide CEUs for applicators in approved states. Scan the QR code to L0 r':l =
see which sessions. % Ll 4 x

Institute
o | Develop Your Detective Skills: How to diagnose plant problems Wednesday, $30
g Enhance your plant diagnostic skills in this workshop. Learn steps and examples to October 16,
effectively diagnose plant problems. 1230 PM-1:30 PM
Biochar Thursday, $30
Explore the benefits of biochar for plant health and sustainability. Learn about its October 17,
production, applications, and potential in the green industry. 9:30 AM -10:30 AM
Reducing the “Spray and Pray”: Managing pests before pesticides Thursday, $30
Z | Learn alternatives for pest management and improved plant health. October 17,
2 12:30 PM - 1:30 PM
'::,_: Be a Pesticide Compliance Superhero Thursday, $30
Equip yourself with pesticide compliance expertise. Ensure safety, tackle pests, and October 17,
navigate changing regulations confidently. 2:00 PM - 3:00 PM
Pesticide Safety and Emergency Procedures Thursday, $30
Learn essential pesticide safety measures, including risk assessment, PPE selection, label October 17,
interpretation, and emergency procedures in case of spills or exposure events. 330PM-430PM
ATEXAS A&GM
/\GRILIFE
EXTENSION
Turfgrass Cultural Practices Wednesday, $50
Master turf care with essential practices like mowing, irrigation, fertilization, and more. October 16,
Learn for optimal turf health and appearance. 9:00 AM -10:00 AM
Turfgrass Cultural Practices (Taught in Spanish) Wednesday, $50
% | Master turf care with essential practices like mowing, irrigation, fertilization, and more. October 16,
2 | Learn for optimal turf health and appearance. 11:00 AM - 12:00 PM
w
3 | Turfgrass Nutrient Management Wednesday, $50
£ | Learn efficient turfgrass nutrient management techniques for lush, resilient turf. October 16,
Improve fertilization schedules and soil analysis. 2:00 PM -3:00 PM
Turfgrass Nutrient Management (Taught in Spanish) Wednesday, $50
Learn efficient turfgrass nutrient management techniques for lush, resilient turf. October 16,
Improve fertilization schedules and soil analysis. 4:00 PM - 5:00 PM
Interpreting Pesticide Labels for Turfgrass Industry Thursday, $50
Learn to interpret pesticide labels for turfgrass. Understand essential elements, October 17,
application instructions, and safety precautions. Gain confidence in responsible 9:00 AM -10:00 AM
pesticide use.
Interpreting Pesticide Labels for Turfgrass Industry (Taught In Spanish) Thursday, $50
E Learn to interpret pesticide labels for turfgrass. Understand essential elements, October17,
@ | application instructions, and safety precautions. Gain confidence in responsible 11:00 AM - 12:00 PM
2 | pesticide use.
=
Weed Management in Turfgrass Thursday, $50
Learn weed management principles for lawn and turf. Covering weed identification, sprayer | October17,
calibration, and herbicide label adherence. 2:00 PM - 3:00 PM
Weed Management in Turfgrass (Taught In Spanish) Thursday, $50
Learn weed management principles for lawn and turf. Covering weed identification, sprayer | October17,
calibration, and herbicide label adherence. 4:00 PM - 5:00 PM

(800) 558-8767




CONTRACTOR EDUCATION

(ZETTE iwm HARDSCAPE

Sponsored by @)

BUSINESS

EXPOSITION
o | The Science of Great Leadership Wednesday, $150
'i' Uncover the science behind effective leadership. Learn actionable strategies to boost October 16,
engagement and retention in your organization. 9:00 AM -10:30 AM
Hardscape Workshop 1: Efficiency Systems for Hardscape Teams & Field Leaders Thursday, $85
Increase efficiency and profits in hardscape teams. Learn industry-leading production October17,
systems and tools for enhanced productivity and success. Real case studies included. Class | 8:30 AM - 9:45 AM
5 provided in partnership with Hardscape North America.
<
2 | Hardscape Workshop 2: Walk on The Block That | Stumbled On Thursday, $85
& | Learn from a 40-year hardscape veteran's experiences. Discover tools and systems to October 17,
£ | alleviate pain and boost profitability in the industry. Class provided in partnership with 10:00 AM - 11:00 PM
Hardscape North America.
Psychological Safety: The Key to Individual, Team, and Organizational Success Thursday, $150
Foster open communication and engagement for success. Learn practical strategies October17,
at our session. 10:30 AM - 12:00 PM
Hnn HARDSCAPE
North America
Demo 1: Segmental Retaining Walls Wednesday, $85
Z | Participate in interactive demonstrations building segmental retaining walls. October 16,
u:» Learn excavation, base prep, block installation, and coping techniques hands-on. 1:30 PM - 2:30 PM
=z
2 | Demo 2: Paver Installations Wednesday, $85
= | Immerse yourself in paver installations through hands-on demonstrations. Learn prep, October 16,
laying, cutting, fitting, and joint sanding techniques alongside industry experts. 330PM-430PM
Demo 3: Modern Tools of the Trade Thursday, $85
Experience the latest hardscape tools and equipment hands-on. Test modern machinery, October 17,
explore technology, and learn time-saving techniques with expert guidance. 9:30 AM -10:30 AM
>
é Demo 4: Lighting and Software Thursday, $85
x Engage in interactive sessions on lighting and software integration in hardscape design. October17,
T | Experiment with fixtures and software for real-time project visualization. 12:00 PM - 1:00 PM
Demo 5: Water & Fire Features Thursday, $85
Dive into water and fire feature design and installation with hands-on demos. Install features | October17,
in minutes, learn proper techniques, and maintenance tips. 230PM-3:30PM
_ | Demo 6: Outdoor Kitchens & Other Enhancements Friday, $85
& | Roll up your sleeves and build outdoor kitchens and enhancements. Actively October18,
participate in creating inviting outdoor spaces guided by industry professionals. 9:30 AM -10:30 AM
i EMB
Located in South Wing Lobby A
ECHO MEANS

Stop by the EMB Social Media Lounge to network
with fellow pros, get plugged into your industry
community and recharge your devices.
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CONTRACTOR EDUCATION

X4 Irrigation

ASSOCIATION *

value of lighting.

s | 1A Certification Exam Session Tuesday, Scan
S | Become a certified irrigation professional with the October 15, QR
8 | Irrigation Association. Gain credibility and a competitive 1230PM-5:30PM | Code
5 | edgeinyour career.
w
=
Getting Into the Irrigation Business Thursday, $99
Start your journey into the irrigation business. Gain valuable tips and insights from October17,
successful contractors. Whether adding services or becoming a full-service contractor, 9:00 AM -10:00 AM
get started here!
>
é Irrigation Repair Fundamentals Thursday, $99
& | Learnirrigation repair fundamentals from scratch. Identify and handle common repairs, October17,
Z | from replacing sprinkler heads to fixing valve issues. Perfect for beginners or periodic 11:00 AM - 12:00 PM
maintenance.
Electrical Troubleshooting Fundamentals Thursday, $99
Learn electrical troubleshooting for irrigation systems. Learn volt-meter usage and fault October17,
identification for effective system servicing. Prior knowledge helpful but not required. 1:00 PM - 2:00 PM
Anatomy of an Irrigation System Thursday, $99
Understand the basics of irrigation systems: components, design, installation, and service. October17,
Ideal for beginners in the field. 3:00 PM - 4:00 PM
Controller Operation Fundamentals Friday, $99
Master the basics of irrigation controller operation. Ideal for field staff with little to no October18,
irrigation experience seeking to perform common tasks effectively. 8:00AM - 9:00 AM
Irrigation Scheduling Fundamentals Friday, $99
% | Learnirrigation scheduling essentials. Learn to optimize water usage for landscapes October18,
2 | efficiently. Explore soil, irrigation system, and plant water requirements. 10:00 AM - 11:00 AM
& | Recommended for all levels.
Microirrigation Fundamentals Friday, $99
Dive into microirrigation basics! Learn about its components, benefits, and October 18,
application for precise watering. Essential for landscape irrigators seeking water savings 12:00 PM - 1:00 PM
and improved plant health.
Plug In Outdoor Lighting to Your Business Offerings Thursday, FREE
Explore the benefits of adding landscape lighting to your company's services and learn how | October 17,
g to get started, avoid common mistakes, and ensure a successful launch with insights from 10:30 AM - 11:30 AM
] industry experts.
>
Z | Hardscapes and Lighting — A Perfect Match Thursday, FREE
Elevate your hardscaping projects with landscape lighting. Learn best practices in design, October 17,
products, and techniques from lighting experts. 1:30 PM - 2:30 PM
5 | Lighting Design 201: Diving Deeper into Lighting Design Friday, $99
S | Dive deeperinto lighting design with Lighting Design 201! Learn to elevate outdoor spaces October18,
& | into artwork that elicits emotion and wonder. Discover techniques to showcase the true 10:30 AM - 11:30 AM

(800) 558-8767




CONTRACTOR EDUCATION

PGMS

installation and components is crucial, and how to communicate and execute design
details effectively.

3:00 PM - 4:00 PM

Developing IPM Programs for Success! Thursday, $99
Learn to create effective IPM plans for site-based operations. Utilize a 6-step process October17,
E to reduce inputs and save money. Don't hope, plan! 8:00 AM - 9:15 AM
[72]
& | Financially Navigating Changing Technologies in Landscaping Thursday, $99
£ | Navigate landscaping technology changes financially. Learn finance fundamentals October 17,
in a battery-operated, autonomous equipment era. Ensure profitability as an 8:00 AM - 9:15 AM
owner-operator.
Customer panel on how autonomous mowers can save time, labor, and money Friday, $99
Hear from end users on the benefits of autonomous mowers: saving time, labor, October 18,
% and money. 8:00AM - 9:15AM
s How to Create Your Own Landscape University Friday, $99
| Learn to build your own Landscape University™ for enhanced team productivity and October18,
empowerment. Discover customized training and leadership development strategies from | 8:00 AM - 9:15 AM
industry experts
POOL & - .
HOT TUB GENESIS
ALLIANCE EDUCATE. CERTIFY. CONNECT.
Pool Design 101 for Landscape Designers Thursday, $99
Discover the essentials of pool design, from choosing the perfect location to specifying October17,
materials, even if you're new to pool design. Join us to explore layout options, 9:00 AM -10:00 AM
construction techniques, regulations, and more.
Business Opportunities in Pool Service, Design, and Build Thursday, $99
% Unlock business opportunities in pool service, design, and build. Discover the October17,
a importance of integration, collaboration, and team-centered approach for success. 11:00 AM - 12:00 PM
o
2 | Step-by-Step Pool Design Project Profile Thursday, $99
| Discover the importance of pool design and execution. Learn how to communicate and October 17,
explore design concepts effectively. 1:00 PM - 2:00 PM
Next-Level Design Details: Learn the How and Why of Pool Design and Build Thursday, $99
Explore essential pool design details for success and enjoyment. Learn why attention to October 17,

results, job after job.

Thursday, October 17 at 1:30 p.m.

Must be present to win at Booth #3052
The Bobcat ZT7000 zero-turn mower is the peak of
toughness and best-in-the-business performance.
With transport speeds up to 19 mph and mowing
speeds up to 13 mph, you can knock out quality

&7 Bohcat.
MOWER

19



EXPERIENCE EXCLUSIVE
WEST WING EVENTS

The historic West Wing of the KEC offers 170,000 square feet of additional indoor exhibit
space. This space is one of the KEC's original structures, and is adjacent to Freedom Hall.
The West Wing will host exhibits and the New Product Showcase, Chemical Applicator
Education Sessions, the Drone Zone, Mulligan’s Garden Park, and Pod-Row™.

$1,000+ DAILY

Get ready to maximize your trade show experience
with our West Wing Giveaway, featuring a range of
incredible prizes totaling over $1,000 daily! Every
attendee receives one ticket that enters you into =
all three days of drawings. The sooner you visit the : Commuter
West Wing and enter, the more drawings you are Lounge
included in.

Broadbent Dr.

Shuttle Bus
Location

CHEMICAL APPLICATORS » DRONE TRAINING » TEAM DEVELOPMENT »

Wednesday, October 16

9:30AM-10:00AM  How to Get a Pesticide Applicators License (and why you should)
10:30 AM -11:00AM  How to Get a Pesticide Applicators License (and why you should)
10:30 AM - 11:00 AM  UAS Flight 101 and Aircraft Registration

11:30AM-1200PM  Creating 3D Models with Drones

1230PM-1:.00PM  Creating a Legal and FAA Approved Drone Program

1:30 PM - 2:00 PM Creating Digital Surface Models and Volumetrics With Drones
3:00PM-4:00PM  Tree Planting and Mulching

Thursday, October 17

8:00AM-1:00AM  From Worker to Leader: Developing Your Foreman

10:30 AM-11:00AM  Getting Airspace Approval and Unlocks

11:00AM-12:00 PM  Pruning Small Trees and Shrubs

11:30AM-1200PM  Creating 2D Cads for Automated Mowers

1200PM-3:00PM  From Worker to Leader: Developing Your Foreman (Taught in Spanish)
1230PM-1:00PM Dol really need a license if | am not charging for the drone?

1:30 PM - 2:00 PM Using Drones for Landscape Photography and Marketing

Friday, October18

7:00AM -10:00 AM  From Worker to Leader: Developing Your Foreman

9:30AM-11:00AM  Turf Sprayer Calibration Workshop

10:30 AM - 11:00AM  Creating Digital Surface Models and Volumetrics With Drones
10:30AM-1:30PM  From Worker to Leader: Developing Your Foreman (Taught in Spanish)
11:30 AM - 1:00 PM Plant Health Care Equipment and Application Techniques
115PM-1:45PM Integrated Pest Management

20  (800) 558-8767
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EQUIP GOLF

Sponsored by E Retail Card Services

Take a swing in the West Wing at the Equip Golf Experience. Competitions
and prizes are awarded after the show for each day’s longest drive and
closest to the hole. No previous golf experience is required and instructors
are nearby to provide some tips to improve your game.

www.equipexposition.com  2i



DEALER
EDUCATION

Equip Exposition is the best event in the industry

for you take your dealership to the next level, with
free sessions for leaders designed to help you boost
your dealership’s profits and stay ahead of industry
trends. Bring your technicians to be trained in the
latest equipment technologies, and demo the latest
products for your show floor.

BOB CLEMENTS
INTERNATIONAL

C

NORTH AMERICAN

r‘ BOB CLEMENTS

,) INTERNATIONAL

situations, and reducing friction in dealership processes.

Should you open another location? Wednesday, FREE
Curious about expanding with a new location? Join us as we delve into six essential October 16,
Z | questions to consider before making this leap. We'll also discuss alternative growth 8:00 AM - 9:00 AM
2 | strategies.
w
§ How to meet and exceed your sales goals for the upcoming season. Wednesday, FREE
= | Joinusto learn actionable steps to exceed sales goals. Bob Clements International October 16,
presents strategies for sales success, essential for salespeople at any level. Don't miss | 1:00 PM - 2:00 PM
out on maximizing your potential.
How do we help our departments get along? Thursday, FREE
Learn how to foster harmony among dealership departments! Join Sara Hey from Bob | October 17,
E Clements International as she shares five strategies to promote teamwork and reduce | 8:00 AM - 9:00 AM
& | tension between service and other departments.
,33_1 Creating a customer experience that will generate raving fans. Thursday, FREE
Discover how to turn customers into raving fans! Sara Hey from Bob Clements Interna- | October 17,
tional shares insights on creating a memorable customer experience, managing tense | 10:00 AM - 11:00 AM

(800) 558-8767




DEALER EDUCATION

-
‘ = 4
Hydro-Gear - Hydrostatic Transmissions Wednesday, $45
Discover the inner workings of Hydro-Gear Hydrostatic Transmissions in zero-turn and | October 16,
stand-on mowers. Gain hands-on experience, learn repair procedures, and leave with | 8:00 AM - 11:00 AM or
a comprehensive understanding. 12:00 PM - 3:00 PM
OPE Electrical Systems & Troubleshooting Wednesday, $45
o | Joinus for an interactive course on basic electrical systems. Learn diagnostic proce- October 16,
X | dures, build circuits, read schematics, and troubleshoot components using practical 8:00 AM - 11:00 AM or
@ | methods and tools. 12:00 PM - 3:00 PM
=
2 | Tuff Torq - Hydrostatic Transmissions Wednesday, $45
= | Gethands-on with Tuff Torq hydrostatic transmissions used in mowers. Disassemble, October16,
reassemble, and learn procedures, tools, and specs. Leave with a deep understanding | 8:00 AM - 11:00 AM
and repair skills.
Two-Stroke Engine Failure Analysis Wednesday, $45
Join our hands-on training on ECHO Equipment. Learn to identify and analyze two- October 16,
stroke engine failures in hand-held power equipment. Through live demos and hands- | 8:00 AM - 11:00 AM or
on examination, interpret engine failure clues and determine causes. 12:00 PM - 3:00 PM
NAEDA
O ANERICAN,
><°t' Developing People to Grow Your Business Wednesday, FREE
@ | How much of your time is spent working in the business, putting out fires and dealing October 16,
é with day-to-day issues? Increasing your team’s business acumen allows your time to be | 10:00 AM - 1:00 AM
= | better spent working on the business, designing strategies, and exploring opportunities
% | Balancinginventory levels and retail sales Thursday, FREE
2, Understanding and managing the balance sheet management is key to controlling our | October 17,
2 | cash. The new ratios assist dealerships in keeping their inventory at a healthy level. 1:00 PM - 2:00 PM
=
-,

Dealers, don’t miss your chance to win big during
the Dealer Preview on the morning of October 16.
Simply bring your STIHL giveaway ticket to the
indoor booth to enter for your chance to win.
With $5,000 on the line, this giveaway is not to be
missed! See your ticket for the details.

STIHL K §
$5,000

\ 4

www.equipexposition.com
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WELCOMETO

As the 16"-largest city in the U.S., Louisville is
home to over 90 attractions, 17,000 hotel
rooms, and 2,500 restaurants. Louisville
is easily accessible and within a day’s
drive of nearly half of the
nation’s population.

The Louisville International
Airport, only seven minutes
from downtown, and across
the street from the Kentucky
Exposition Center, handles
nearly 100 flights per day.

Equip Exposition is hosted at the Kentucky
Exposition Center, 937 Phillips Lane,
Louisville, KY 40209. We provide free
parking for all attendees.

REGISTRATION ¢ ¢

Visit www.equipexposition.com to register online. Registration
is open now and the earlier you register, the more you save!

Early Bird: Register by Sept. 5 for $30 per person.

Pre-Registration: Register between Sept. 6 and
Oct. 13 for $60 per person.

Registration Rate: Register at the show for $120 per person

(800) 558-8767



TRAVEL AND HOTEL BOOKING

INFORMATION

HOTEL

Louisville Tourism, the official housing provider for
the show, offers the lowest room rates at Equip
Exposition hotels. The list of rates is available at
equipexposition.com under Travel & Hotels.

To make reservations by phone, call the Louisville
Housing Bureau at (800) 743-3100.

SHUTTLE

Equip Exposition will run shuttle buses between select
hotels and the Kentucky Exposition Center and on the
final day to the airport.

See the shuttle schedule at:
www.equipexposition.com/book-your-travel

AIRLINE

Deltais offering up to a 10% discount on flights. Search
flights at https://www.delta.com/flightsearch, Use
Meeting Code NM3QE or by calling our Delta Meeting
Network Reservations at 800-328-1ii1.

United Airlines is offering up to 10% discount on flights.
Search flights at www.united.com/meetingtravel
and Z Code: ZPKS976093. Or call United Reservations
Meetings at (800) 426-1122.

Southwest Airlines is pleased to offer Equip Exposition
attendees discounted fares. To utilize the discount, book
via www.swabiz.com using Company ID 99636972.
Discount valid for travel 10/12/2024 to 10/21/2024.

25
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2024 EDUCATIONC 3

To register for any of these events and classes, complete and include this page with your mail-in registration form and payment.

FEATURED EVENTS

EVENT TITLE TIME COST S
Mulligan 5k Fun Run & Walk Wed. 7:00 AM - 8:00 AM S$40/per
CONTRACTOR EDUCATION

CLASSTITLE TIME CosT S
The Science of Great Leadership Wed. 9:00 AM -10:30 AM $150/per
Turfgrass Cultural Practices Wed. 9:00 AM -10:00 AM $50/per
Turfgrass Cultural Practices (Taught in Spanish) Wed. 11:00 AM - 12:00 PM $50/per
Gamify Your Company Culture: Competition Creates Engagement Wed. 12:00 PM - 1:00 PM $99/per
Develop Your Detective Skills: How to diagnose plant problems Wed. 1230 PM - 1:30 PM $30/per
Building an Accountable Organization Wed. 1:00 PM - 2:30 PM $99/per
Demo 1: Segmental Retaining Walls Wed. 1:30 PM - 2:30 PM $85/per
Turfgrass Nutrient Management Wed. 2:00 PM - 3:00 PM $50/per
Facility Must-Haves: What are the Best Companies Doing When Designing Their Facility? | Wed. 2:30 PM - 3:30 PM $99/per
Demo 2: Paver Installations Wed. 3:30 PM - 4:30 PM $85/per
Your Company, Your Culture Wed.3:30 PM - 430 PM $99/per
Turfgrass Nutrient Management (Taught in Spanish) Wed. 4:00 PM - 5:00 PM $50/per
Developing IPM Programs for Success! Thu. 8:00 AM - 9:15 AM $99/per
Financially Navigating Changing Technologies in Landscaping Thu. 8:00 AM - 9:15 AM $99/per
Hardscape Workshop 1: Efficiency Systems for Hardscape Teams & Field Leaders Thu. 830 AM - 9:45 AM $85/per
Getting Into the Irrigation Business Thu. 9:00 AM - 10:00 AM $99/per
Interpreting Pesticide Labels for Turfgrass Industry Thu. 9:00 AM - 10:00 AM $50/per
Pool Design 101 for Landscape Designers Thu. 9:00 AM - 10:00 AM $99/per
Biochar Thu. 9:30 AM - 10:30 AM $30/per
Demo 3: Modern Tools of the Trade Thu. 9:30 AM - 10:30 AM $85/per
Hello, it’s Private Equity Calling... How Do You Answer? Thu. 9:30 AM - 10:30 AM $99/per
Hardscape Workshop 2: Walk on The Block That | Stumbled On Thu. 10:00 AM - 11:00 PM $85/per
Leveraging a Strong Brand to Attract and Retain Employees and Customers Thu.10:30 AM - 11:30 AM $99/per
Psychological Safety: The Key to Individual, Team, and Organizational Success Thu. 10:30 AM - 12:00 PM $150/per
Business Opportunities in Pool Service, Design, and Build Thu. 11:00 AM - 12:00 PM $99/per
Interpreting Pesticide Labels for Turfgrass Industry (Taught In Spanish) Thu. 11:00 AM - 12:00 PM $50/per
Irrigation Repair Fundamentals Thu. 11:00 AM - 12:00 PM $99/per
Talking Tech, 2030 and Beyond Thu. 11:30 AM - 1230 PM $99/per
Demo 4: Lighting and Software Thu. 12:00 PM - 1:00 PM $85/per
Reducing the “Spray and Pray”: Managing pests before pesticides Thu.12:30 PM - 1:30 PM $30/per
Start Clean, Finish Clean Thu. 12:30 PM - 2:00 PM $99/per
Electrical Troubleshooting Fundamentals Thu. 1:00 PM - 2:00 PM $99/per
Step-by-Step Pool Design Project Profile Thu. 1:00 PM - 2:00 PM $99/per
Be a Pesticide Compliance Superhero Thu. 2:00 PM - 3:00 PM $30/per
How to Hire the Best Landscape Employees Thu. 2:00 PM - 3:00 PM $99/per
Weed Management in Turfgrass Thu. 2:00 PM - 3:00 PM $50/per
Demo 5: Water & Fire Features Thu.2:30 PM -3:30 PM $85/per
Turning Good Ideas into Great Realities Thu. 2:30 PM-330 PM $99/per
Anatomny of an Irrigation System Thu. 3:00 PM - 4:00 PM $99/per
Next-Level Design Details: Learn the How and Why of Pool Design and Build Thu. 3:00 PM - 4:00 PM $99/per
A Roadmap For Visionary Landscape Business Owners Thu. 3:30 PM - 5:00 PM $99/per
Pesticide Safety and Emergency Procedures Thu.3:30 PM - 430 PM $30/per
Grow Your All-Star Team from Within: Recruit, Retain and Reward Thu. 4:00 PM - 5:00 PM $99/per
Weed Management in Turfgrass (Taught In Spanish) Thu. 4:00 PM - 5:00 PM $50/per
Controller Operation Fundamentals Fri. 8:00 AM - 9:00 AM $99/per
Customer panel on how autonomous mowers can save time, labor, and money Fri. 8:00 AM - 9:15 AM $99/per
How to Create Your Own Landscape University Fri. 8:00 AM - 9:15AM $99/per
Demo 6: Outdoor Kitchens & Other Enhancements Fri. 9:30 AM - 10:30 AM $85/per
Irrigation Scheduling Fundamentals Fri.10:00 AM - 11:00 AM $99/per
Mastering the Numbers: Building Business Acumen Fri.10:00 AM - 11:30 AM $99/per
Lighting Design 201: Diving Deeper into Lighting Design Fri.10:30 AM - 11:30 AM $99/per
An Electric Personality: The Growing Movement of Electric Equipment Fri.12:00 PM - 1:00 PM $99/per
Microirrigation Fundamentals Fri.12:00 PM - 1:00 PM $99/per
This is Goodbye: Five Things to Know About Selling Your Business Fri.12:30 PM - 130 PM $99/per
DEALER EDUCATION

Hydro-Gear - Hydrostatic Transmissions Wed. 8:00 AM - 11:00 AM S$45/per
OPE Electrical Systems & Troubleshooting Wed. 8:00 AM - 11:00 AM S$45/per
Tuff Torq - Hydrostatic Transmissions Wed. 8:00 AM - 11:00 AM S$45/per
Two-Stroke Engine Failure Analysis Wed. 8:00 AM - 11:00 AM S$45/per
Hydro-Gear - Hydrostatic Transmissions Wed. 12:00 PM - 3:00 PM S$45/per
OPE Electrical Systems & Troubleshooting Wed. 12:00 PM - 3:00 PM S$45/per
Two-Stroke Engine Failure Analysis Wed. 12:00 PM - 3:00 PM S$45/per

| TOTAL EDUCATION AND FEATURED EVENTS (Add this amount to your trade show admission)

(800) 558-8767



2024 REGISTRATION FORM

ATTENDEE INFORMATION (0ne form required per attendee)
Admission to the Equip Exposition show floor and outdoor demonstration area is open to adults and children ages 12 and up.

Name: Email Address:

Company: Title:

Address: City: State:
Zip: Phone: ) Fax: ( ) Country if outside the U.S.:

1 confirm this attendee is 12 years of age or older| |

REGISTRANT CATEGORY (Check one that describes your business.)

10 Dealer - Equip. Serv./ No Retail

11 Servicing Dealer

12 Equipment Rental Dealer

13 Retailer / Merchandiser / Buyer

14 Lawn & Garden Center

15 Distrib. of Lawn & Garden Products
16 Power Sports Retailer

Oooooooo

PAYMENT INFORMATION

O 17 Manufacturer / Supplier /
Media Sales / Agencies*

O 22 Lawn & Landscape Professional

O 23 General Contractor

O 24 Golf Course Super / Equip Manager

O 25 Educational Facility

O 26 Parks & Rec. / Municipality /
Cemetery

O 27 Forest & Land Management
O 28 Nursery

O 31 Sports Turf

O 33 Arborist

O 34 Hardscape Professional

O 35 Chemical Applicator

TRADE SHOW PASS: Landscape Professional, Dealers & Contractors:

$30 ea. - Through 9/5/24 | $60 ea. - Throught

0/13/24 | $120 ea. — After 10/13/24

NON-EXHIBITOR VENDOR: Manufacturer, Supplier, Ad Agencies, & Media Sales: $450 ea.

TOTAL EDUCATION AND FEATURED EVENTS (See page 26)
TOTAL PAYMENT DUE (MAKE CHECKS PAYABLE TO EQUIP EXPOSITION)

CREDIT CARD INFORMATION

FOR TRADE SHOW POLICIES PLEASE VISIT:
www.equipexposition.com/tradeshow-policies

®w v uvu u

PLEASE RETURN COMPLETED

REGISTRATION FORM & PAYMENT TO:

EQUIP EXPOSITION 2024

ATTN: ATTENDEE REGISTRATION
209 E MAIN ST. #301

TYPEOF CARD: [1MASTERCARD [IVISA [1AMERICAN EXPRESS

Name:

Signature: (For Payment and Policies)
Card #:

Exp. Date: CVV Security Code:

0600
2024

Register to attend Equip Exposition before
July 31and be automatically entered to win

LIFETIME REGISTRATION, three-night hotel
accommodations, or our $500 cash prize!

Equip Exposition drew more than 27,000

people last year

and offers unique experiences to fuel a growing industry in
landscaping, outdoor living, outdoor power equipment and more.

www.equipexposition.com

LOUISVILLE, KY 40202

PAYMENT BY CHECK OR CREDIT CARD
MUST BE MAILED TO THE
ADDRESS ABOVE.
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Join Landscape
Management in Louisville
where we’ll present 15
educational sessions as
part of Equip Exposition,
Oct. 16-18

To register for these and all Equip Exposition
educational sessions, you'll first need to register to
attend the show. During the registration process,

~ you’ll be prompted to add educational sessions.

This year’s educational sessions include:

¢ Gamify Your Company Culture: Competition Creates Engagement

¢ Building an Accountable Organization

¢ Facility Must-Haves: What are the Best Companies Doing When Designing Their Facility?
e Your Company, Your Culture

¢ Hello, it’s Private Equity Calling ... How Do You Answer?

e Leveraging a Strong Brand to Attract and Retain Employees and Customers
¢ Talking Tech, 2030 and Beyond

e Start Clean, Finish Clean

¢ How to Hire the Best Landscape Employees

¢ Turning Good ldeas into Great Realities

¢ A Roadmap for Visionary Landscape Business Owners

e Grow Your All-Star Team from Within: Recruit, Retain and Reward

¢ Keying in on Key Performance Indicators

e An Electric Personality: The Growing Movement of Electric Equipment

¢ This is Goodbye: Five Things to Know About Selling Your Business

m LANDSCAPE edui
MANAGEMENT



TURF + ORNAMENTAL

) TURF DISEASE ID + CONTROL

Stop snow mold
in its tracks this year

Experts share their top tips for
staying ahead of a snow mold outbreak

BY GEORGE KEGODE, PH.D. | CONTRIBUTOR

now mold is a turfgrass dis-
ease that thrives in cool to cold
weather. It poses significant
" concerns for lawn care opera-
tors (LCOs), particularly in re-
gions experiencing heavy snowfall and
prolonged winter conditions.
Understanding the causes, symp-
toms and preventive measures for
snow mold is crucial for maintaining a
healthy and aesthetically pleasing lawn.

IDENTIFICATION
Snow mold is a fungal disease that
manifests as unsightly patches of dead
grass and can wreak havoc on lawns if
not properly managed. Paul Koch, Ph.D.,
a plant pathologist at the University of
Wisconsin, explains that the fungus
grows under snow cover, and the damage
becomes apparent once the snow melts.
This damage appears as circular patches
of dead or matted grass, ranging from
afew inches to several feet in diameter.
There are three primary types of snow
mold: gray, speckled and pink. Gray and
speckled snow molds (collectively re-
ferred to as gray snow mold), caused by
Typhula species of fungi, have sclerotia
that allow the fungal disease to spread
and form gray or white circular patches
in turfgrass. Pink snow mold, caused by
Microdochium species of fungi, doesn't
always require snow cover to form and
creates pinkish circular patches.
Certain turfgrass species, such as
tall fescue and perennial ryegrass, are
more susceptible to snow mold, while
others, like Kentucky bluegrass and fine
fescues, are more tolerant.

Koch advises against using fungi-
cides for snow mold control in lawns,
as they generally recover on their own,
although recovery may sometimes take
a while. However, effective snow mold
products that can be used on lawns ex-
ist within the strobilurin and demeth-
ylation inhibitor classes of fungicides.

PREVENTION
Pink snow mold is more common in
southern states and the Pacific North-
west and does not require snow cover
to occur, unlike gray snow molds which
do. Lisa Beirn, Ph.D., technical service
manager for Syngenta, advises keeping
an eye out for snow mold in areas with
snow cover or during prolonged rainy
and overcast periods in the spring.
“LCOs must stay on top of their main-
tenance programs by limiting fertilizer
applications and continuing to mow
late into the fall to avoid promoting ex-
cessive grass growth. Tall grass at the
time of snowfall provides a conducive
environment for snow mold,” she says.
When using fungicides for snow
mold management, applications in late
October to early November priorto snow
cover provide good control. For pink
mold, fungicide applications within
the same time frame, even when there
is no snow, can provide good control.
Many fungicides are labeled for snow
mold control, and LCOs must read prod-
uctlabels carefully. It is recommended
to use tank mixes of different active
ingredients or fungicides with multiple
active ingredients to combat the various
species that cause snow mold.

54 LANDSCAPEMANAGEMENT.NET | AUGUST 2024

Pink snow mold

~__ can grow any time
grass is wet and soil
temperatures dip
below 40 degrees F.

e

Gray snow mold
” generally only
= kills grass surface

blades but can
= destroy roots if left o
- untreated in wet soil. A

B, I

STAYING AHEAD

Zac Reicher, Ph.D., a specialist with
the Envu Green Solutions Team, states
that snow mold is generally not a big is-
sue on home lawns except after a hard
winter. In spring, snow mold is usually
associated with areas where snow has
been piled up for along time. When the
snow melts, it leaves circular patches
that don'’t green up.

“Preventing a conducive environment
for snow mold is the first line of defense,”
he says. “This includes continuing to mow
at a 3-inch height until the grass stops
growing and ceasing fertilizer applica-
tions in late fall. Removing tree leaves
before winter also helps, as they can
create an environment for snow mold.”

Reicher adds that snow mold rarely
causes turfgrass death, and infected areas
will eventually recover. Raking infected
areas to remove dead grass will allow
turfgrass toregrow and recover. However,
fungicides may be used in areas with
heavy snowfall, such as mountain towns
and the Northeast, or in instances where
high-value turfis present. ®

Kegodeisaconsultantand writer specializing in pest and weed
management, based in Missouri.

PHOTOS: PAUL KOCH (TOP); ENVU (BOTTOM)



Horfzon % Your #1 source for irrigation and landscape supplies.

Irrigation & Drainage
controllers, valves, PVC fittings, sprinklers, grates,
basins, smart irrigation products and more.

Outdoor Living
including landscape lighting, pavers, synthetic
turf, BBQs and outdoor kitchens.

Landscape & Agronomic
seed, fertilizer, pesticides, sprayers & spreaders,
. safety products, hand tools and more.

Battery & Gas Power Equipment
mowers, blowers, trimmers, chainsaws, plows,
trenchers, turf management, parts & service.

| Get A Lot More Done, In A Lot Less Time With HorizonOnline

Secure online ordering and account management has never been easier.

Also available as an app! Search “HorizonOnline”. &,

Download on the
' App Store

[clagigel)]
» Google Play

Horizon

800.PVC.TURF | HorizonOnline.com




3 othingruins a perfectlawn quite
like dallisgrass. This clumpy
warme-season grass, found
3 throughout the U.S. but most
heavily in the south and south-
east, was originally a forage plant intro-
duced from South America in the 1800s.

Now, this pest bunches up every-
where in lawns, golf courses, sports
fields and wherever it can sink its roots
into, creating gaudy and uneven clumps
that can diminish the quality of the turf.

Dallisgrass (Paspalum dilatatum)
also grows much faster than other turf-
grasses, has seedheads that can stay low
to the ground and has coarse leaves that
cut unevenly, meaning control solutions
past simply mowing are needed.

APERENNIAL PEST

One dallisgrass benefit for lawn care
operators (LCOs) is that, unlike many
other turf pests, dallisgrass remains
fairly consistent throughout the U.S.
You don't have to worry about different
species or regional variations.

One important difference, however,
is whether dallisgrass comes up from
seed or as a perennial. Chris Butcher,
Quali-Pro Southeast territory manager,
says the perennial dallisgrass is far more
difficult to treat.

“You can prevent dallisgrass from
seed with your typical preemergents
like prodiamine or dithiopyr — just a
lot of different options out there for pre-
venting dallisgrass from seed,” Butcher
says. “However, a dallisgrass plant, ifit’s
a perennial, the typical preemergents
are not going to work on that.”

Paying attention to dallisgrass that
reemerges every year from its estab-
lished root system is important to de-
termine what kind you're dealing with,
as Butcher says treatment options are
far more limited.

TRICKY TREATMENTS

Dallisgrass reproduces through seeds
and creeping underground stems called
rhizomes, and options to stop this
spread with an herbicide specific to
dallisgrass are unfortunately lacking.

“We don't really have a product that
controls dallisgrass postemergent,”
Butcher says. “There may be some other
options out there, but I guess there’s no
silver bullet.”

Butcher says monosodium methyl-
arsonate (MSMA) was the standard for
dallisgrass removal, but after the Envi-
ronmental Protection Agency banned its
use —except for golf courses, sod farms
and highway rights-of-way — a better
selective replacement hasn't been found.

Some herbicides with active ingre-
dients like trifloxysulfuron-sodium
or pinoxaden can still show results,
though, and applications in the spring
and fall around the hot summer months
are the most effective.

Butchersays non-selective herbicides
like glyphosate and others can be ef-
fective in killing dallisgrass, but those
also kill any other plant they touch.
However, for open areas with high dal-
lisgrass concentrations or where other
vegetation isn't needed, this can be the
best solution.

Carefully digging out the dallis-
grass — ensuring you remove the
rhizomes — and proper turf main-
tenance and irrigation are also more
traditional yet effective ways to keep
your grass healthy and weed-resistant.

CRABGRASS CONFUSION

Butcher says one of the most common

mistakes in treating dallisgrass is

misidentification, as dallisgrass

and crabgrass look very much alike.
“With crabgrass, it’s a pretty good

product called Quinclorac,” Butcher
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Identifying and eliminating this
illusive weed requires diligence
BY NATHAN MADER | LM ASSOCIATE EDITOR

N d-N N E Y

_“Dallisgrass grows faster. ';'“/ ' 8
than other turfgrasses '
with seedheads that ’

. Stay low to the grounds- e
yand coarse leaves gt -/

BSiR

says. “A lot of times guys will spray
Quinclorac on dallisgrass thinking
it’s crabgrass and it doesn’'t work, and
then they’ll say, ‘Why didn’t my treat-
ment work?”

With a keen eye, however, Butcher
says there are a few ways to tell the
difference, such as dallisgrass having
acoarser texture and crabgrass having
a lighter, slightly bluish color.

The seedhead is another identify-
ing characteristic, and dallisgrass’ are
noticeably larger, often with tiny black
spots on them. Plus, in our growing
digital age, Butcher recommends using
technology designed to help.

“There’s a couple of apps now ... one
is called PictureThis,” Butcher says.
“You can snap (a picture of) those
weeds, and depending on what it is,
it'll give you a pretty close answer, if
not right on.” ®

BROUGHT TO YOU BY
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MOWING + MAINTENANCE

)) THE BIG ONE
Starting Fresh

BY NATHAN MADER | LM ASSOCIATE EDITOR

LOCATION Carlisle, Mass.
COMPANY A Blade of Grass

DETAILS With a project as broad as this,
the best way to succeed is to embrace the
chaos. From pools to patios, gardens to
greenhouses and everything in between,
this roughly 30-acre residential property
just about has it all.

Heather Lashbrook Jones, co-owner and
director of marketing at A Blade of Grass,
says it started with the wetlands that cover
the property; removing dead trees, invasive
plants and excess overgrowth. Out with
the old, and in with a fresh layer of native
vegetation, all while staying approved by the
Carlisle Conservation Commission.

“There's so much going on there. I don't
even know where to start,” Jones says.

“It’s really pretty, and it (now) looks like it
should — not this overgrown mass of bit-
tersweet and all going up the trees.”

Jones says maintaining a balance
between a country aesthetic and a modern
design that still feels close to Boston was
important for the project, and the property
has plenty of farm-like characteristics and
animals to fulfill that homey vibe.

Gardening, for example, was a neces-
sity for the client, and a handful of planting
beds, a greenhouse, an orchard and large
vegetable gardens all yield produce for the
family’s chef to use in meals. And while the
property usually sees roughly 12 employ-
ees doing biweekly maintenance, the
gardens still receive weekly attention.

A Blade of Grass won two gold awards
from the National Association of Land-
scape Professionals’ Awards of Excellence
program for this project. ®

See more photos from this project at
LandscapeManagement.net/thebigone.

PHOTOS: A BLADE OF GRASS AND MICHAEL J. LEE
. Y . o :
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Captions | 1. Jones says the team tries to mix
things up and get creative by changing the plant
displays to match the seasons. 2. Jones says well
issues and water shortages mean perennials that can
withstand a bit of drought have become favored.

3. With the pool and many other large structures
on-site, lots of weekly meetings and communication
with the client was required to finalize the design.
4. With water shortages preventing the use of the
irrigation system, A Blade of Grass brings their own
water in 100- and 200-gallon skid sprayers.

5. Espalier pear trees surround garden beds with a
spring bulb display. 6. Jones says bigger plants like
lavender and ornamental grasses are now preferred
to roses since they can radiate color while still
handling the weather. 7. Initial designs had much
smaller vegetable gardens, but talks with the clients
pivoted this plan and expanded them. 8. The main-
tenance team uses a Scag 52-inch V-Ride Standard
mower and a Scag Cheetah Il 61-inch mower to cut
the property’s many fields and lawns.

AUGUST 2024 | LANDSCAPEMANAGEMENT.NET 59
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D REV YOUR ENGINES
Power on the go

Learn how manufacturers innovate battery
technology for longer run times, faster charging
and more power in handheld equipment

BY MIKE ZAWACKI | CONTRIBUTOR

ver the last decade, the shift
d to battery power in handheld
equipment marked a pivotal
moment for landscape profes-
sionals. It solved increasing legis-
lative restrictions and client demand for
quiet, emission-less landscape services.

However, manufacturers special-
izing in commercial-grade handheld
tools face the ongoing challenge of de-
veloping innovative battery-powered
solutions that rival the performance and
durability of gas-powered equipment.
Landscape professionals
require lighter, more
powerful and more

durable handheld
tools, and the shift
to zero-emission
electric equipment
impacts each of
these requirements.
“Power to weight is at
the core of our product
development,” says Mike Poluka, seg-
ment product manager for Stihl. “But
wee looking at designing and develop-
ing (handheld) tools that are the total
package.”

“When it comes down to it, the issue
is does your battery give you the power
that you need to get through the day,”
says Todd Zimmerman, vice president
of product development at Kress.

Mike Poluka

PROTECTING POWER

Pro-grade handheld landscape equip-
ment design is tried and true, and
manufacturers are not focused on
reinventing proven products like stick
edgers, string trimmers and blowers.

Instead, equipment manu-
facturers have emphasized
improving and getting the
most out of their power
sources — lithium-ion
battery packs.

“What weTe all trying to
dois protect the (power) cells
and make sure they don't over-
heat while getting the optimal
performance out of them,” Zimmer-
man says. “High heat is detrimental
to lithium-ion batters, resulting in
decreased power capacity and reduced
performance over time.”

A lithium-ion battery by itself pro-
vides around 75 to 80 percent of its total
power to compensate for this heat issue.
Handheld manufacturers are develop-
ing technology around lithium-ion bat-
teries that gets that power output to as
close to 100 percent as possible.

In addition to power output, battery
management is essential to landscape
professionals. Work crews, especially
larger ones, must manage numerous
batteries to get through the workday,
which is inconvenient and inefficient.
Handheld tool manufacturers aim to
provide on-the-go charging solutions
to address this issue, as well as battery
packs with longerlife cycles and shorter
charge times.

“At the end of the day, we're listening
tolandscapers to truly understand what
the challenges are so we can come back
and provide solutions that help them
overcome those challenges and provide
operators (handheld tools) with the same
power, the samelook, feel, fitand finish as
their current gas product,” Poluka says.
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Todd Zimmerman

FUTURE DEVELOPMENT
Battery technology will continue to
evolve and be the focus of innovation.
Handheld tool manufacturers anticipate
this tech’s rapid improvement, allowing
batteries to pack more power without
increasing in size. This means that tools
powered by these batteries can be
lighter, more ergonomic and
more powerful, potentially
rivaling or surpassing the
performance of gas-pow-
ered tools, which remains
the benchmark.

“When Stihl introduced

its first lithium-ion battery
pack, it had about 80 watt-hours
of capacity,” Poluka says. “To-
day, we have that same cartridge-type
battery with over 300 watt-hours of
energy packed inside. I can’t help but
imagine (battery technology) will be on
that similar trend where contractors
will continue to get more energy from
the same sized (battery).”

Handheld tool manufacturers may
find inspiration in EV technology and
how batteries power electric cars and
trucks.

“(Kress’) nano-pack battery is a
lithium-ion cell using a tabless design
... which electric vehicles use,” Zim-
merman says.

Tabless battery design reduces the
inner resistance of each power cell by
asmuch as half, whichleads to less heat
generation and longer runtimes — both
ideal qualities for handheld equipment.

“What everyone is trying to do with
this new technology, no matter what
that technology is, is trying to reduce
the resistance of the cell, reduce heat
buildup and allow that cell to stay cool
for a longer period of time,” Zimmer-
man adds. @

Mike Zawacki is a Cleveland-hased writer who has covered
various aspects of the landscape and horticulture industries
for the last 20 years.
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When exceptional businesses
need exceptional software,

they turn to Aspire.

Many of the top-performing landscape companies trust and rely on Aspire,
and for good reason. Aspire empowers even the most successful organizations
to reach greater heights.

‘ Generate accurate estimates ’ Streamline operations

‘ Gain sales visibility ‘ Access real-time insights

38% of survey respondents saw a
7% boost in bottom-line profits within their first year with Aspire.*

Ready to break free from limitations?

If frustrating inefficiencies and stagnant growth is holding you back,

it's time to upgrade to Aspire.

Get started with Aspire.

Scan the code to learn more.

*Results areillustrative of certain customers’ success,; your individual results may vary
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Autonomous mowers
ride into the spotlight

How Greenzie keeps one college a cut above the rest
BY NATHAN MADER | LM ASSOCIATE EDITOR

hether it’s the
shades, blinds or
lights, Charles
Brian Quinn says
he loves automat-
ing household things. His favor-
ite examples are the lights turning
on and the toilet seat rising when
someone walks into the bathroom.
So, when looking to start his
next company, Quinn remembered
a constant complaint he’d heard
from landscapers he spoke to.
“They're like, I can't find peo-
ple,” Quinn says. “You should build

b

Greenzie mowers work best on
large, flat fields with minimal
obstacles. Grounds such as-
athleticfields, parks and " **
“warehouses give the mower
" plenty of space toimove;
* N o Ktz

something to just fix that, and I
said, ‘That seems really hard.”

Quinn went on a few ride-
alongs with landscapers to talk
about and see what lawn care
projects were taking the longest,
and he found mowing was the
clear winner.

“I said, “What if your mower
could do it for you?” Quinn recalls.
One landscaper responded, “Well,
shoot —I'd buy that.”

Quinn says a light bulb went off
in his head, and soon he became
a co-founder of Greenzie in 2018.

AUTCNOMOUS

MOWING
raweres v

GREENZIE
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The company’s goal is freeing
people from repetitive outdoor
labor through upfitted, autono-
mMous MOWwers.

Greenzie strives to make the
self-driving process as simple
as possible. After purchasing a
mower that’s been equipped with
Greenzie technology from select
equipment dealers, Quinn says
there are only three short steps
to getting started with an autono-
mMous Mower.

“You map (by manually mow-
ing) the outer perimeter of the job
you want to do, you step away and
you press mow and you let the
mower mow, and there is no step
three,” Quinn says. “Step three is
profit — it’s go do another task.
Do all the detail work while the
mower does the middle part. (It)
basically is an extra worker on
your crew.”

Once the software maps the
perimeter of the target area, the
hardware moves the mower, eas-
ily making turns thanks to way-
points created from the estab-
lished boundary and avoiding
obstacles with the multiple sen-
sors and cameras. Safety is a top
priority for Greenzie, and Quinn
says there have thankfully been
no injuries between a mower
and people.

PHOTOS: GREENZIE; ON THE COVER, ILLUSTRATION: PEACH_ISTOCK /

ISTOCK / GETTY IMAGES PLUS / GETTY IMAGES



“We're starting in the green industry, which is
dear to my heart and one that I think has some of
the highest repetitive injury, repetitive strain injury
and deaths — let’s be honest — on people on mowers
when they fall over,” Quinn says. “We're going to con-
tinue to help landscapers be more productive, more
efficient and safer.”

CAMPUS LIFE
Safety continues to be a vital component to the
mowers as Greenzie finds a new home on college
campuses across the country. Despite the constant
presence of students, trees, sidewalks and all sorts
of obstacles in the way, Greenzie has stepped up
to the task and established itself as a mainstay of
campus landscaping.
Maurice A. Coley, superintendent of landscape
operations at Georgia Southern University,
says he’s two years into having Greenzie mowers
on campus, and they’ve helped tremendously
with productivity.
A “Typically, it will take about two
: . guys half a day to mow the field.

.! e 2v There’s one guy now that can
mow the fields and do everything
else,” Coley says. “The technol-
_ ogy is allowing me to repurpose

those guys to do something else

Step three where we weren't before able to
is profit — do all the detailed stuff because
it's go do I had to have the guys cutting.”
another One worry with autono-

task. Do all
the detail

mous technology like this is that
it’s a job killer, but Coley says it

work while becomes much more exciting for
the mower crews once they get familiar with
does the the mower. He says his decision
middle to purchase mowers with Green-
part. (It) zie technology was due to labor
basically shortages, and he needed a way to
is an extra “do more with less.”

worker on Quinn also says it’s typical for
your crew.” crews to joke or worry that auton-
CHARLES omous mowing is their replace-
BRIAN QUINN ment, but they quickly realize it

instead supports them in their job
and saves them time.

Quinn says already-
established lawn

mowers and brands are
upfitted with Greenzie
technology, so consumers
don’t have to leave the
company they already
work with and trust.

“If my goal was to create just
terrible jobs, I would give all
my guys scythes or scissors and
then I'd say, ‘Hey, we need 1,500
people to cut this field.’ That’s
not what we're in the business
of,” Quinn says. “What I want is my best, hardest work-
ing guys getting the best tools, and that happens to be a
Greenzie-equipped mower right now if they’re going to
mow big acreage.”

According to Quinn, another part of what makes
Greenzie-fitted mowers great tools is its powerful
software and data collection. For example, Greenzie
mowers receive software updates every two weeks to
improve the mower’s safety, efficiency and produc-
tivity. Other features include data collection on the
mowers’ speed and efficiency, customizable stripe
angles and alerts if the mower runs into any issues.

“All kinds of productivity and efficiency can be
gained with this new insight,” Quinn says. “You have

Continued on page IT6
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Continued from page IT5
all these mowers, and you have
these people in the field. You

have this data, and using it to
make your crews more efficient
becomes a lot easier once you can
visualize it and see it.”

Coley says this data has been
helpful for his teams at Georgia
Southern, especially the feature
that lets him save and replay cer-
tain recurring jobs.

“As the technology gets bet-
ter, (the mower) could work (bet-
ter) in smaller spaces, around
obstacles and trees and stuff like
that,” Coley says. “I know theyre
working around some of those
obstacles, but I see in the future
that just about every landscap-
ing company or university pos-
sibly could have an autonomous
mower in their fleet. It kind of
makes sense.”

Despite autonomous technol-
ogy garnering recent excitement,
especially with similar equipment
such as self-driving cars and cam-
pus food delivery robots, Quinn
says the novelty for him wears off
quickly. Seeing a robot perform
tedious work just makes sense.

Meanwhile, Coley has a bit
more fun with his campus fleet
of mowers.

“We've had a few calls where
people think, ‘Hey, we have a run-
away mower, so we just put an
American flag on it,” Coley laughs.
“We did the flag just to let people
know it’s an autonomous mower,
it's not a runaway mower. I've seen
people pull over on the side of the
road looking at it. I've seen people
that are walking around the track
stop and look at it, so we have got-
ten some good reactions on it.” @

RC Mowers Vice President
of Sales and Marketing
Tim Kubista says his
company’s mowers are
designed for extreme’
ndscapes, such as steep
slopes, hazardous areas

RC Mowers gives a lesson on the two distinct classes
BY SETH JONES | LM EDITORIAL DIRECTOR

Autonomous mowers are still taking some getting used to, and that
includes understanding the different kinds of mowers available to the
market. Tim Kubista, vice president of sales and marketing, RC Mowers,
took some downtime in a busy airport to talk to LM about how he views
the two different categories.

THE “AUTOMOWER” CLASS

“These types of mowers are installed on the property, and they work
like a Roomba (vacuum). They have a base station, and then you ei-
ther put a wire in the ground or you establish an antenna structure.
And rather than mow once a week, it takes a tiny bit every single day,”
Kubista says. “It’s like you getting a haircut every day, you’ll never really
notice that it grows. And one of the advantages of mowing every day is
not only does it look crisp and clean all the time, but it uses less powet,
and that’s really important. When you have a small machine, you can’t
put a lot of power on it.”

THE “AUTONOMOUS COMMERCIAL MOWER” CLASS
“These mowers go in trailers. So rather than having a trailer with three
mowers and three humans, | have a trailer with one human and three
mowers, and they go from job to job very much like a traditional mow-
ing crew,” Kubista says. “They get to the jobsite, they unload the mow-
ers, they do the work, they load them back up and they go to the new
jobsite. The value of these products is really labor savings — it’s not
even about money. It’s about you being able to get more work done
with less people, because staffing is the problem. If you can run your
same business with fewer people, there’s a cost advantage, but people
aren’t doing it for cost because it’s really hard to keep a deep staff.”
OK, lesson over, back to work!

PHOTO: LM STAFF
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Mow smarter, not harder.

We don’t just sell tools, we sell solutions.

Embrace The World WITHOUT Boundaries.

The trend of wire-free robot mowers is gaining momentum in the
industry as more homeowners and landscapers are opting for the
convenience and efficiency that these cutting-edge machines offer.
Sunseeker has introduced a series of robot mowers including the
Sunseeker X7, X7 Pro, and X7 Plus.

The Sunseeker X7 series is expertly crafted for complex terrains,
boasting state-of-the-art positioning and navigation technologies
such as RTK and VSLAM. This innovative robotic mower
strategically maps out its mowing route and avoids obstacles
through Vision Al and advanced algorithms, ensuring a seamless
and accurate mowing experience. Equipped with all-wheel drive
and a dual-blade configuration, it delivers double the mowing
efficiency and exceptional climbing prowess, ideal for tackling even
the most rugged landscapes.

Before the groundbreaking X7, we unveiled the innovative L22
Series - our quietest robot mower designed with a noise level of less
than 52dB. Packed with advanced features such as obstacle
recognition, exceptional slope-climbing capabilities, and
outstanding maneuverability, the L22 Series not only enhances
obstacle avoidance efficiency but also drastically minimizes the
necessity for human intervention.

Enhance Your Efficiency With Pro-Grade Power Solutions.

Experience the ultimate blend of innovative technology, robust construction, and ergonomic comfort with the
Sunseeker 60 Volt Commercial Series. This line of products offers unparalleled power, dependability, and
user-friendly features for all your home improvement projects. From trimmers to lawnmowers, this
comprehensive range of outdoor tools has everything you need to tackle any task with ease and precision.



Taking The Hassle
Out of Lawn Care

Sunseeker is the leading innovator in merging landscaping solutions with the latest cutting-edge
technology, consistently pushing the limits of what lawn care technology can achieve. Our product
portfolio encompasses a diverse range of intelligent robotics and commercially focused equipment,
empowering homeowners and landscapers to craft, innovate, and harness the essence of their
outdoor spaces in a fulfilling and rewarding way.

Online: shopsunseekertech.com Scanthe QR code
Dealer: sunseekertech.com/dealer-locator to learn more
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Unlocking software solutions

You probably use less than half of your business software’s
functionality. The pros weigh in on how to get the most out of your
tech and increase efficiency and profitability.

BY MIKE ZAWACKI | CONTRIBUTOR

o) 3+ .

rom revolutionizing opera- unlocking the immense

tions to fostering client potential for greater Date Assigned:

engagement and growth, efficiency and success. :

business software and i -

mobile apps have become READ THE EMAILS N a
the backbone of modern land- On any given day, the g
scape and lawn care businesses. content flowing into S &

your inbox may seem
endless. However, you
must be on the lookout

However, the very tools designed
to empower often become a dou-

El & Optimize Routes
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Complex functionalities within for hidden gems from i 120
everyday software technologies your software ven- 500 500 s s20000
often overwhelm and paralyze dors. They periodically
small businesses, hindering their send crucial messages
ability to make the most of the packed with valuable insights on newsletter or the respoof:i‘:llvna(_;et ggﬂ
ever-expanding digital landscape. optimizing your use of their busi- release notes, will ~ ensure you're
This stems from a lack of under- ness tools. These messages can be a huge help.” Eﬂ!l:;}ﬁ; '3:,',‘5'2,5“’
standing, the inability to utilize unlock efficiency and effectiveness :‘%Ll'f:;aonnd:r%igigg
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or simply the owner or manager’s Despite the wealth of function- YOUR REACH Carden, ;gte%l?seal
pride to reach out for help. A 2019 ality offered by landscape business Mike Carden, a '
study by HR solutions firm Oasis software, Ted Rightmire, CEO of product man-

revealed a staggering statistic —
nearly 42 percent of small busi-
ness owners fail to leverage tech-
nology to its full capacity.
However, a wealth of solutions
is just a few keystrokes away. In
many cases, these solutions can be
unlocked with a bit of additional
training, empowering you to fully
leverage the technology’s poten-
tial. To conquer some of these
systemic software challenges, we
reached out to software develop-
ers serving the landscape industry
for tips and insights on utilizing
their suite of offerings better and

HindSite Software, a green indus-
try field service software company,
reveals a common challenge: land-
scape professionals often admit

to only utilizing less than half the
software’s capabilities in their daily
routines. To bridge this gap, Hind-
Site employs a dedicated digital
adoption manager.

“We've got a person whose sole
job is to make sure were produc-
ing content on how to use the soft-
ware,” Rightmire says. “Emails
contain how-to guides, case studies,
best practices and things like that.
And that alone, just looking at the

IT10 LANDSCAPEMANAGEMENT.NET | AUGUST 2024

ager for Real Green Systems by
WorkWave, takes a client-centric
approach when tackling software
underutilization in the landscape
industry. He starts by understand-
ing where contractors spend their
most valuable time and their effi-
ciency goals.

“Many are still building cus-
tomers in a manual fashion, either
because they don’'t understand or
don't realize their software can
do that for them,” he says. “Many
times, it begins with route planning
and route building and showing

Continued on page ITI2
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Continued from page IT10

them the tools (in the software) to
dynamically build routes on the fly
and automatically handle all of the
nuances that go into routing.”

CONTRACT RENEWALS

Manually writing new service
contracts and renewals is so 2000.
Most modern business software
suites will automatically generate
this for landscape contractors.

“If youre a landscape contrac-
tor dealing with maintenance, then
you've got a lot of seasonal con-
tracts, and too many contractors
are still manually creating those
contracts every year,” Rightmire
says. “This is just not necessary.
Your software can and should have
the ability to provide you with a
price matrix so you'e able to man-
age pricing by a variety of vari-
ables — square footage, (irrigation)
zones, difficulty factors like slopes,
gates and landscaping.”

The software assesses, com-
piles and mass-generates con-
tract renewals with a few clicks.
Another underutilized function
integral to contract renewal is cal-
culating client profitability.

“It’s easy not to realize that
you've got a property that’s actu-
ally costing you more money than
you're making from the contracts,
or at least your margin on that
property is very small,” Rightmire
adds. “So, having the software
run a report saves the contractor
hours having to review properties
and make contract comparisons to
determine if you need to adjust the
price or say goodbye to a client.”

STAY CONFIGURED

Another tactic to combat software

underutilization is what Carden
calls regular software “hygiene.”
He advises landscape contractors
to schedule periodic reviews of
their software settings to ensure
optimal configuration for their
company’s specific needs.

“On a quarterly basis, make sure
your employee setups are correct,
your vehicle constraints are correct
and your business constraints are
correct,” he says. “If those software
configurations and parameters
aren't set up correctly, you may not
realize the time you're wasting.”

LABOR SAVER
Finding and keeping skilled work-
ers has become a significant chal-
lenge for green industry con-
tractors. Fortunately, landscape
software, when properly con-
figured, can be a powerful aid.
Accurate estimating and job cost-
ing, facilitated by the software,
streamline operations and boost
profitability, allowing contractors
to rely less on manual inputs and
back-office paperwork.

“Ensure that your software
either supports or is configured
with a module that allows for

accurate estimating,” Carden says.

“Ensuring you know precisely
how many man-hours a service
should take and what you should
budget for at a property through-
out a season is paramount and a
cornerstone of any (landscape)
software package.”

MASTERING MOBILE

Mobile apps, accessible on
phones and tablets, are not just
tools for the back office. Theyre a
source of empowerment for your
field crew. These apps stream-
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line operations with features
like accurate timekeeping and
greater payroll accuracy. They
also enable your crews to opti-
mize scheduling and allocation,
and capture data in real time for
improved decision making, put-
ting them in greater control of
tasks and responsibilities.

“You should be able to view all
of the property details and make
sure theyre accurate and up to
date,” Rightmire says. “For exam-
ple, if a client just put in a fence,
you may not be able to get a big
mower into the backyard anymore,
and you'll need one with a smaller
deck. You can capture that detail
and push it back to the office.”

TRAIN, AND TRAIN AGAIN

Once the software is set up and
operational, training seals the cli-
ent/vendor relationship. However,
that connection is often lost.

“We have a lot of industry
knowledge and can guide (con-
tractors) through any problems
they may be having or questions
they need to be answered.”

Entrepreneurs often struggle
to reconcile pride with the need
for help. However, Rightmire
challenges this perspective.

“When we have a client come to
us who is really struggling, we’'ll
work with them and show them
this tool they didn’t know they
had, and that’ll fix everything for
them. When there’s a pain, we
know how to apply technology to
solve it. Learning how to use new
tools is easy, and we can teach the
skills to use them.” ®

Zawacki has covered various aspects of the green
industry for the last 20 years.
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What innovative

solution does your
company provide?

AMAROK provides electric fenc-
ing and other perimeter security
products that keep criminals off
our customers’ property. Nothing
protects like an electric fence, and
no one protects like AMAROK.

What problem does

your innovation solve

for its users?

If you're facing threats to your
fleet and equipment at your
landscaping yard, AMAROK helps
keep criminals off your property.
Our innovative solution deters
criminals and protects your as-
sets with three powerful layers of
defense: an intimidating barrier,
a shocking deterrent, and alarms
and lights.

How does your innovation
enhance efficiency or
help users save money?
AMAROK prevents costly busi-
ness disruptions by keeping our
customers’ fleets and equipment
safe. The cost of theft is so much
more than the cost of replac-

ing or repairing equipment. Lost
revenue due to fleet downtime
can be detrimental to a business.
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Fortunately, the AMAROK solution
keeps criminals off our custom-
ers’ properties, which ensures that
your fleet remains operational and
ready to serve your customers.
Are you attending the ELE-
VATE show in Charlotte, NC? Stop
by Booth No. 1207 and see how
our fence works!
Contact Us!
(855)461-2391
sales@amarok.com
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with Aspire Software
co-founder Mark Tipton

The man behind the software
giant discusses the future of the
company, the day he thought his
upstart company might make it
and how artificial intelligence will
take Aspire to the next level

BY SETH JONES | LM EDITORIAL DIRECTOR

Alittle over a decade ago, Mark Tipton and the
late longtime LM columnist Kevin Kehoe

put their heads together to create a software
solution for the landscape industry. Today,
Aspire Software is one of the largest busi-

ness management systems for contractors
across the nation, with hundreds of employees
servicing the landscape industry alone.

“And we're not slowing down or backing
off,” Tipton tells LM. “We're able to hire the talent that
has industry experience. Our team has well over 500
years of industry experience, meaning we've hired for-
mer contractors who are now serving our clients. We're
investing more as we go forward. We haven't topped out
— we haven't peaked yet.”

Shortly after the release of the June LM150 issue,
LM caught up with Tipton to discuss
all things Aspire.

Tipton says
that the Aspire
software itself
hasn’t changed
atonsinceit
launched over
10 years ago,

« but that it has
changed the
industry.

Scheduling

Mark Tipton

Landscape Management: How does it feel to
look at the LM150 list and realize that so many
of the biggest companies in the industry are
your clients?

Well over a third of the LM150 list are
running on the Aspire platform. It’s very motivating
to be able to have an opportunity to play a part in the
success that these businesses are having as they con-

tinue to grow. Since the beginning, the vision I
had for Aspire was really to change the indus-
try, and it’s exciting to see that become a
reality as Aspire is adopted by more and
more of those leaders that you see on that
list and across the industry.

LM: Do you ever go back and reflect
on how it all got started? How much has
Aspire changed over the years?

You know, it hasn’t changed a ton. If you go
back and look at our original plan from 10-plus
years ago, it was certainly ambitious. It was big.

I'm not sure I really understood what big looked
like until we took some of those steps we have to be
where we are today. Since the beginning, the vision
was we wanted to change the industry. It’s just hard
work. But when the (LM150) list comes out, and you
step back and you look at the names on the list and
the contributions we had and working with so many
of the companies on the list and getting a chance to
speak with them and hear about the impact we're
making ... it certainly just takes you back to those
early days, that early vision. And now getting a
chance to see some of that happening? It’s certainly
gratifying, and it’s fun to be a part of.

LM: How about the industry as a whole — how
have you seen it change?

It’s harder and harder to run a business in this
industry. Labor costs keep going up at rates that
are higher typically than the price increases that
you can give to your customers. To really effectively

PHOTOS: ASPIRE
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run the business, you need to manage it better.
Software has become a more and more important
piece of that.

LM: How do you see new technologies like arti-
ficial intelligence (Al) changing the industry?

Al is going to have a big impact, and it’s coming
in the forms of different things; not just on the soft-
ware side, but also on the equipment side with auton-
omous mowers. And there’s going to be integration
with the autonomous mowers and the software plat-
forms. We're working on that today, and we’ll be roll-
ing it out in the next year.

There’s a lot changing (with AI). Were also seeing
the changes go more from just the basic, to more spe-
cific. From, “How do I get my jobs scheduled? How
do I invoice my customers?” to taking the next step
from that; to, “How do I really analyze my business?
How do I'look at my portfolio? Who are my best cus-
tomers? Who are the customers that I'm not making
money on that I either need to raise prices or replace
with another customer that I can make money on?”

LM: What excites you about the future of
Aspire? What’s next for your company?

We've made some significant investments over
the last year. I'm excited about investments on our
Crew Mobile app that allows customers to work dis-
connected. Some of our customers work in remote
areas, and they need their crews to be connected in
the field even when they’re not connected. We were
able to do that this year, introducing new levels of
security, facial recognition for teams to be able to
clock in, clock out. There’s now snow subcontractor
management and marketing. One of the values we get
of being part of ServiceTitan is we can introduce new
products of the ServiceTitan portfolio. We introduced
Marketing Pro this year, which is a powerful product
to really help you grow your business.

LM: How has the acquisition by ServiceTitan
gone within the walls of Aspire?

It’s going fantastic. If you look at where we are
today versus where we were three years ago, certainly
we've grown as a business significantly, but we've also
made tremendous investments in the platform itself.
Our year-over-year investment in just research and

(Top) Lt. Col. (Ret.) Rob
“Cujo” Teschner, LM
Publisher Bill Roddy, Amy
Tipton, Mark Tipton, Aspire
CEO, and Ashly Neneman,
GM, Sun Valley Landscaping
at the 2020 Aspire users
conference. (Bottom) LM
Editorial Director Seth Jones
with the late Kevin Kehoe,
longtime LM columnist and
co-founder of Aspire.

development alone is
three times, maybe four
times what it was pre-
ServiceTitan. They've
really enabled us to make those investments.

LM: Do you have a most memorable day at work,
maybe from the early days of getting Aspire off
the ground?

There were a lot of days along the way. Some
were bittersweet, some just felt big. One in particu-
lar I remember, it was probably in 2015 or 2016. We
were still an upstart. We had customers, we were a
small business, but we were making inroads, bring-
ing on some nice logos onto our platform, and we had
a big hotel room at GIE+EXPO. We were going to have
some prospect meetings and hopefully move the ball
forward on some deals that we were pursuing. There
was one company in particular — I won’t mention
their name to protect the innocent — but it was a big
deal opportunity for us. We had some good successes
along the way, but this was a next-level one. We had the
meetings with them there, and even though we didn’t
close the deal there, we walked away from that meet-
ing in that hotel room knowing we were going to close
the deal and knowing it was a game-changer. Kevin
and I and a couple other of us were there, and just that
moment both during the meeting and once the meet-
ing was over, were looking at each other going, “OK,
this is real, this is really going to happen.” It was going
to happen as big as we’d hoped it was. ®
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Farm to table

BY ROB DIFRANCO | LM ASSOCIATE EDITOR

LOCATION Baton Rouge, La.

COMPANY EdgeForm Landscape
Management

DETAILS EdgeForm Landscape Manage-
ment’s primary objective for this project
was to preserve the character of the site —
a former dairy farm. This included a pair of
large silos that featured in the final design
by the contractor.

The contractor’s major hurdle during
this project was working in a residential
community. EdgeForm crews had a small
workspace due to the surrounding homes
and also needed to be aware of noise levels
during their work.

Other challenges included working with
the existing soil conditions. To overcome
these challenges, EdgeForm utilized raised-
bed planters for a community garden that
would provide residents with a place to
grow flowers, herbs and vegetables.

EdgeForm Landscape Management won
a bronze award from the National Associa-
tion of Landscape Professionals’ Awards of
Excellence program for this project. ®

See more photos from this project
at LandscapeManagement.net/
hardscapesolutions.

78 LANDSCAPEMANAGEMENT.NET | AUGUST 2024



# ;

Captions| 1. The preexisting silos served as the
focal point of EdgeForm Landscape Manage-
ment’s design. 2. Materials for the Silo Farm
were thoughtfully designed and built. The con-
tractor constructed these planters with concrete
and a wood finish to provide durability. 3. The
contractor repurposed an old horse trough found
on the site as a water feature. 4. An aerial view
of the project highlights the raised garden beds
installed by the contractor. 5. The surrounding
community has taken to the raised-bed planters,
establishing vegetable and herb gardens with
big results. 6. An aerial photo showcases the Silo
Farm'’s location at the heart of the neighborhood.
7. The main walkway is flanked by fruit trees on
the left and steel flower planter boxes on the right.
8. EdgeForm chose pollinator-friendly plant-
ings in areas near the planters. 9. EdgeForm’s
planter boxes are designed with individual irri-
gation and provide opportunities for educating
arearesidents.

PHOTOS: EDGEFORM LANDSCAPE MANAGEMENT
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Let your landscapes shine

Brightening up your day with these lighting tips v
BY NATHAN MADER | LM ASSOCIATE EDITOR

ou just put in all this work | more than 30 years in the industry, he
with maintenance or instal- | has some advice to take your projects
lations to make a client’s | to the next level.
property look perfect. So, “I've heard it a thousand times,
why limit its visibility toonly | but you can’t see the landscape at
half the day? night, and you can’t see the archi-
When the sun goes down, landscape | tectural features of your home at
lighting can make a big project shine | night,” McKay says. “(Lighting is) the
in a whole new light —literally. Jerry | age-oldsafety, security  yoonLIGHT e -
McKay, owner and founder of McKay | and beauty. But cre- ~ MAGIC ; o
v . . . . . Downlighting on =
Landscape Lighting and the Lighting | ating that beauty for treescanbe used
Summit, says correctly illuminatinga | families and creating ' mirn':i:o",.ﬂ:;;‘:!
property is often neglected, and with | some safety, and then >
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' McKay says LED tape ant{t
Iughts onoutdoorbars

and kitchen areas is more
popular than ever for McKay
Landscape Lighting. ﬂ

enhancing their security — all done
tastefully — can be pretty powerful.”

McKay says many people often
fall victim to overused light features
that don’t work well for their project,
such as excessive path lighting and
uplighting on trees. Instead, he sug-
gests starting simple and just looking
at the landscape to see what looks bad
or needs some work.

“I'was at a job this morning that had
one little tree and had four uplights on
it. It made no sense,” Mckay says. “T
think what happens is people just see

¥

PLAIN SIGHT -"‘-—‘—'m

One popular techniqueistonss

install sconces that shine on

pathways while notmaking s n__
the light source too obvious.

e

stuff and they think that’s the way it
should be, and so they really have to
think out of the box.”

For McKay, there’s a few design
choices he finds are being used more
often by his company, such as LED
tape underneath outdoor kitchens
and bars, architectural sconce lights,
downlighting on large trees for a more
natural aesthetic and architectural bol-
lards that match the property’s design.

“The use of bollards in certain
instances, I would say it’s more like
jewelry for the house. It just makes it

look that much better,” McKay says.

One big difference between land-
scape lighting and other typical jobs
is that the magic happens in the dark.
Needing to work long days and eve-
nings to see your product glow into
the night can sometimes be a difficult
grind, but McKay says going that extra
mile can make it all worth it.

“To be able to mix a little bit of art
with business, it still has some pizzazz
as kind of a cool business,” McKay
says. “And so that’s kind of the fun
part of it.” @
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Dig in

DESIGNED

FOR COMFORT
Most modern
compact excavators
offer contractors a
cab with plenty of
creature comforts.

Consider the value proposition and return on
investment compact excavators contribute to
your jobsite efficiency By MIKE ZAWACKI | CONTRIBUTOR

compact—or mini—exca-
vator is a game-changer for
landscape professionals of all
levels. Its unmatched versatil-
A ity and efficiency empower
businesses to conquer a wide array of
projects and jobsite challenges easily.
Compact excavators drive significant
growth, expansion and unparalleled
customer satisfaction by streamlining
operations and increasing productivity.
Regardless of your level of landscape

experience, consider these essential
factors when incorporating a compact
excavator into your fleet.

MATCH TO NEEDS

A compact excavator can be a valuable
asset for both new and established
landscape businesses. The decision to
add this versatile tool depends mainly
on the types of projects the contractor
is involved in or plans to undertake as
part of a growth strategy.

Contractors facing increasing de-
mand for projects requiring precise dig-
ging, grading or accessing and working
in tight spaces can significantly enhance
their jobsite abilities and versatility with
a compact excavator. It comes down to
matching the excavator with the con-
tractor’s needs, says Mike Fitzgerald,
Bobcat marketing manager.

“Whether youre a new owner or
someone who already has one, the
biggest thing to look for is matching
the machine to your needs,” Fitzgerald
says. “For example, if youre a smaller
contractorwith a pickup truck, a smaller
machine is easier to transport, will get

PHOTO: BOBCAT
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you through gates and into backyards and will enable you
to do projects like retaining walls and boulder work.”

And if you're a larger, more established landscape con-
tractor, while those needs may vary, utilizing a compact
excavator on the jobsite still makes sense.

“You can really do so much with a compact excavator,”
Fitzgerald says. “This machine’s flexibility will allow you
to take on a lot of diverse projects and complete your jobs
in less time.”

FULL-SIZED OPTIONS

Just because compact excavators are small in stature doesn’t
mean they lack the excavating bells and whistles of their big-
ger brothers. Landscape professionals should note that most
models feature enhanced auxiliary hydraulic capabilities,
allowing for the use of various attachments such as augers,
thumbs and hydraulic breakers, to name a few.

“Generally, compact excavators need sufficient power to
handle various tasks without compromising performance,”
says Lee Padgett, Takeuchi-US product manager. “Ensuring
the excavator has enough horsepower to run hydraulic attach-
ments effectively is essential for maintaining productivity.

“Modern compact excavators offer increased hydraulic
flows, enabling the use of a broader range of attachments,”
he adds. “This ensures that landscape contractors can
perform demanding tasks without feeling limited by the
machine’s smaller size.”

In addition, most modern compact excavator cabs are engi-
neered for operator comfort. They feature controlled climates,
joystick controls, touchscreens, suspension seats and an array
of cameras for improved visibility and greater jobsite safety.

LABOR SAVER

By taking over more labor-intensive tasks, a compact exca-
vator allows landscape contractors to focus on more skilled
aspects of their work, increasing productivity and job satis-
faction with fewer people dedicated to a job site.

“With a compact excavator, contractors are getting jobs
done faster because theyre using machines instead of re-
lying on manual labor,” says Justin Steger, a John Deere
product marketing manager. “Suddenly, your workforce is
more productive. Then you add attachments (to a compact
excavator), and you're getting even more work — more spe-
cialized work — done.”

Steger says another labor-saving feature of the compact
excavator is the backfill blade.

“If you have to backfill a hole or a trench you've just dug,
that (backfill blade) on a compact excavator makes that job
so much faster just by being able to direct the dirt where it
needs to go the first time,” he adds. ®

Mike Zawacki is a Cleveland-based writer who has covered various aspects of the landscape
and horticulture industries for the last 20 years.

GROW YOUR BUSINESS, WE'LL GROW YOUR TURF.

;. = & o ; ; > AN R Y
A greener lawn is about to be easier than ever | >
with Hydr8™. Conserve water, eliminate hot
spots, and cruise through summer.

ool TN LMl

ticks, clippings:

i ailable
CUStmI;I'J;I;;II‘Td(IJnI?Ia‘g’e RIGHT In Charlotte, NC

; eeds,
Hedge trimmings, leaves: w

LeafBurrito.com « 800-

AVAILABLE AT

AUGUST 2024 | LANDSCAPEMANAGEMENT.NET 83



IRRIGATION + WATER MANAGEMENT

) EVERY DROP COUNTS

Renovating your landscape and
irrigation for future compliance

BY MAX MORENO | CONTRIBUTOR

s California faces increasing
water scarcity challenges, the
state has taken significant
steps to ensure sustainable
3 water use. Central to these ef-
forts are Senate Bill 606 (SB606) and
Assembly Bill 1668 (AB1668), collec-
tively known as “Making Conservation
a California Way of Life.”

These laws aim to create a long-term
framework for water conservation,
recognizing the need for more efficient
water use in urban and agricultural
sectors. On July 3, 2024, the California
State Water Board adopted critical

measures to enhance these efforts,
which will be implemented by agencies
in January 2025 and enforced starting
January 2027.

Here’s why it’s crucial to renovate
your landscape and irrigation systems
now to meet these future compliance
requirements.

UNDERSTANDING SB606 AND AB1668
SB606 and AB1668 mandate establish-
ingurban water use efficiency standards,
aiming to reduce water consumption
across California. These laws require
urban water suppliers to:

® Develop and adhere to water use
objectives.

® Implement water shortage contin-
gency plans.

® Improve agricultural water man-
agement.

CALIFORNIA’S NEW MEASURES

On July 3, 2024, the California State
Water Board adopted specific mea-
sures to support these mandates.
These measures include:

1. Water efficiency standards:
Establishing per capita water use
standards that urban water suppliers
must meet.

2. Performance measures: Introduc-
ing performance measures for water
loss control, requiring regular audits
and reduction strategies.

v Kills weeds and
sterilizes seeds
v Instant results
v Safe around children
& animals

v All weather, all

solutlon
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3. Enhanced reporting requirements: Mandating
detailed reporting from water suppliers to ensure com-
pliance and track progress.

IMPLEMENTATION TIMELINE

® January 2025: Agencies are expected to implement the
adopted measures.

® January 2027: Enforcement of these measures will begin.

WHY NOW?

1. Proactive compliance: By renovating your landscape
and irrigation systems now, you can ensure compliance
with the upcoming standards and avoid potential penalties
when enforcement begins in 2027. Early adoption of efficient
practices will also allow you to adapt to any regulation ad-
justments over the next few years.

2. Water conservation: Renovating yourlandscape to include
drought-resistant plants, native species and efficient irrigation
systems can significantly reduce water usage. This not only helps
meet the mandated standards, but also conserves a precious
resource, contributing to the broader goal of sustainability.
3. Cost savings: While the initial investment in renovation
might seem high, the long-term savings on water bills can be
substantial. Efficient irrigation systems, such as drip irrigation
and smart controllers that adjust watering schedules based on
weather conditions, can minimize water waste and lower costs.
4.Environmental benefits: A well-planned landscape that
incorporates native plants and efficient irrigation supports
local ecosystems. Native plants require less water and are
more resilient to local climate conditions, reducing the need
for chemical fertilizers and pesticides.

RENOVATION STEPS

1. Assessment: Evaluate your current landscape and irriga-
tion systems. Identify areas where water use can be reduced.
2. Design: Plan a new landscape design incorporating
drought-resistant plants and efficient irrigation systems.
3. Implementation: Install the new landscape and irriga-
tion systems.

4. Maintenance: Regularly maintain your new landscape
and irrigation systems to ensure continued efficiency.

CONCLUSION
As California and the rest of the country move toward a
future of sustainable water use, it’s essential for property
managers to take proactive steps in renovating their land-
scapes and irrigation systems.

By doing so, you not only comply with SB606 and AB1668,
but also contribute to a more significant environmental ef-
fort to conserve water. ®

Max Moreno is the director of technology and ancillary services with Everthrive Landscape
inRiverside, Calif.
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INTERVIEW BY SETH JONES | LM EDITORIAL DIRECTOR

VICE PRESIDENT
COMPLETE LANDSCULPTURE
DALLAS

What would you like people to know

about Complete Landsculpture?

Chris Strempek founded the company 39 years ago.
Chris and I have been together for 33 years and (2024)
will be the 34th we're going to embark upon together. We
are a full-scale design/build maintenance firm. We do
everything from all the architectural designs, the con-
struction, the swimming pools, outdoor structures and
oasis landscape lighting, planting, irrigation and drain-
age. We also provide aftercare long-term maintenance
programs to make sure that the garden doesn'’t just look
good when it goes in, but it looks great as it develops and
actually reaches its mature design intent. We service Dal-
las, Oklahoma City, Tulsa and Austin.

How did you get into the business?

T was that kid when I was 13, doing three newspa-
per routes in the morning. I had a lot of drive and
fire. I started mowing yards for a living, and then I hired
some high school kids to drive the trucks. I didn't have

a driver’s license, so I would pay them cash at the end of
the day. Then I got into work at a great company and had
a great mentor, Tim Shea, at Shea’s Nursery in Grand
Forks, N.D. I started doing landscape and the installa-
tion side of things and loved that.
I've always really enjoyed the instant
gratification of seeing what you've
done at the end of the day.

A What isit like working
A together with
Chris Strempek?

Chris and T have never had an argu-
ment or a fight. He is just a great guy.
We balance each other really well. He
tends to be a little more cautious, I
tend to be a little more of a risk-taker
and we meet in the middle. We put
our heads together, and if he feels
really strongly about something, then
I'm like, “Let’s go your way and let’s
row the boat as hard and fast as we
can in that direction.” There’s no ego
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between the two of us. We've been like brothers for so
long. It’s the longest, greatest relationship I've ever had
with anybody and he happens to be my business partner.

Any trends you’re seeing
with your customers?

&' Once upon a time, everything was azaleas, box-
woods, very traditional gardens — I would say traditional
“southernscapes,” if you will. But now people are open to
more drought-resilient, low-maintenance type plant mate-
rial; ornamental grasses, some succulents and yuccas that
have lower water-requiring elements. And then we're also
seeing continued innovation and creativity from the plant
growers. Limelight hydrangeas, for instance, have come
about, and theyre a big staple plant material for us in the
last couple of years. Customers can actually have hydran-
geas in full sun where they never could before.

Do you have amost memorable day at work?

Our happiest days are when our team members

are celebrated and when we all win together.
Everyone thinks being an owner is an easy ride — you
just cash checks. But it’s more about pulling together,
having a great can-do attitude and seeing a fanatical
client experience come together from our team. Those
are the big days, and it seems like we celebrate those
regularly. I never feel like I'm at work. For me, the
secret sauce is you mix your work, your family and your
clients and your travel all together. You'e just living life

- together with the people that you're tak-
@ ing care of and care about the most ®

‘ : A'b_,< : :;,-’ ! 3 had 3
\:‘Plan your work and
7 wo_r!( your plan. If you
plan’your work ahead/,

- of time‘fthe,résults '/
“will be better.” \ /1" ;
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fter receiving a turfgrass degree from the University of
Tennessee in 1995, Brian Light started his career working
in the golf course maintenance industry. He then pivoted
to owning his own landscape company and eventually
purchasing a Weed Man Franchise in Knoxville, Tennessee.
Since joining forces with Weed Man, Light has seen his
business flourish. One reason for his success has been his
partnership with FMC, which has provided him with top-of-the-
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Light says he’s witnessed significant improvements with Scion.

“We’ve seen a dramatic reduction in callbacks. The control is CUSTUMER BASE"
much better, the results last longer, and most importantly, our
customers are happy. We’ve been able to cut our reapplication rates WEED MAN KNOXVILLE
in half, and our customer base has grown by 23 percent this year.”
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How Mountain View has
climbed the LM150 list

BY LAUREN DOWDLE | CONTRIBUTOR

ith more municipalities receiving govern-
ment funding, Mountain View Landscapes
has capitalized on the additional projects in
their area, landing the company at No. 117
on the 2024 LM150 list.

With a customer base that is 95 percent commercial,
along with a few residential properties, the company
raked in a 2023 revenue of $28,000,000.

Mountain View, headquartered in Chicopee, Mass.,
experienced a 60-percent increase in revenue from 2022
to 2023, which Steve Corrigan, president and owner,
attributes to winning more bids from their local munici-

palities. He says many of these clients received
. American Rescue Plan Act (ARPA) funding
) from the federal government and used the
! money on recreational facilities.
Where Mountain View normally sees
two or three playground contracts a year,
Corrigan says his company won contracts
with the city of Waterbury, Conn., for play-
grounds at nine schools and three parks
that exceeded $7 million. The company also won bids for
12 school playgrounds in another city.

“What helped us is that we had the capacity to do that
additional work, whereas some of our competitors might
not have the capacity to take them on,” Corrigan says.
“These last couple of years have been very positive to be
able to take advantage of.”

Looking ahead two to three years, Corrigan says he’s
concerned the number of government projects could start
to decline. If that happens, he says they will focus on bid-
ding on more projects.

“In the last couple of years, you might see three to five
people submitting bids,” Corrigan says. “When times get a
little tougher, you'll see eight to 12 people putting prices on
the same project. Your margins drop, too, when things get
competitive. You have to throw more darts at the board.”

Their commercial grounds division has also seen organic
growth of about five to 10 percent yearly. He attributes some
of that increase to institutions having more money to spend.

Another important aspect of Mountain View’s growth
has been its team members. Corrigan says the company
focuses on attracting and retaining good employees by
offering competitive compensation and benefits packages.

Steve Corrigan
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One of Mountain
View Landscapes’
playground projects
at Walnut Park in
Roxbury, Mass.

“People are our most important
asset,” he says. “We're always look-
ing for good people who are will-
ing to learn and put the time in to
get the job done.”

Mountain View has roughly 100 employees, and 30
of those are year-round. The annual employees’ average
years of service is more than a decade, Corrigan says.

“If we have a person who makes it a year, they end up
being a long-term employee,” he says.

Beyond its team, the company also turns to experts and
educational offerings to continue improving. Corrigan
encourages others to attend industry events and work with
professionals like bankers and accountants to cover all of
their bases. Corrigan says it's important for companies to
prepare financial statements monthly or at least quarterly
so they know if theyre making or losing money.

“Over the years, we've definitely utilized consultants
and professionals in our industry to grow our business,”
Corrigan says. “We've been at this for more than 40 years.
We've seen the ups and downs.”

He adds that implementing good technology and esti-
mating systems are important aspects of managing his
business. The company uses software such as QuickBooks,
Bluebeam and B2W (formerly Bid2Win). It also uses Land-
scape Management Network to track its man-hours and
schedules for its commercial grounds maintenance.

“Hold the course on how you price and estimate work.
Man-hours are the biggest component of whether you'll
make or lose money,” Corrigan says. “You have to make a
margin on it to make it work.” ®
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GROW YOUR GREEN

Owners must shift
gears to grow well

ust like driving a vehicle
with a manual transmission,
in business, you must shift
gears as you accelerate.

You don’t want to upshift
too early because you will waste
time and money and will focus on
the wrong things. You do not want
to shift too late because you will
burn out your team members. And
you cannot skip gears.

Consider the various “gears” in a
landscaping business — also known
as stages of development. Do not
get hung up on these revenue and
employee numbers; they are not
hard-and-fast rules. They are soft
ranges. Focus on the progression
of the stages.

What it takes to own and operate
a stage one landscaping company is
much different than what it takes to
oversee a company in stage five. But
we often do not think about what
it takes to shift from stage one to
stage two, stage two to stage three
and so on.

One of the most important
changes is the owner’s role. As the
company grows, the owner must
become more of a leader and less
of a manager. The owner will hire
managers to manage and “get stuff

done.” As a leader,
the owner will set
the direction, values,
culture and pace.

As the company
continues to grow,
the owner will
become the leader
of executives. An
executive is some-
one who functions
independently in
their responsibilities.
The owner and the
executives establish
the goals and priori-
ties together, and the
executive determines
how to make it happen.

As the owner makes these
changes, the company will require
new software, processes and people.
Here are some questions to ask as
your company moves from one stage
to the next:

1. Can you and others see finan-
cial and operational results clearly?

2. Do you have reports that help
people make decisions easier, faster
and better?

3. Do your people hold them-
selves to standards like labor
efficiency?

STAGE REVENUE EMPLOYEES
Owner as doer < $500k <5
Owner as manager $500k to $1 million 5-10
Owner as leader of $1 million to $2 million 10-20
1-2 managers
Owner as leader of $2 million to $20 million 20-200
3-7 managers
Owner as leader of > $20 million > 200
executives

BY GREG HERRING

The author is the CEO of The Herring
Group, financial leaders serving landscape
companies. He can be reached at
greg.herring@herring-group.com.

4. Ts overhead expense efficiency
increasing? Is your use of software
increasing? Does your team have a
process-improvement mindset? Are
people documenting processes?

5. What is your hiring strategy?

6. Where are you innovating?
Where are you investing for the future?

Some owners do not want to
make the changes necessary to get
to the next stage. That situation
works if they are content with the
current revenue level.

Here is another option: You can
drive all the way across the country
in second gear. It will be a loud,
miserable experience, and you will
eventually damage the engine (and
the company and its people), but
you could do it.

The other approach is upshift-
ing. In business, it takes knowledge,
discipline and diligent work from
the owner and others to do so.

Do you know what it will take for
you and your company to shift into a
higher gear? ®
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LEADERSHIP ADVANTAGE

The landscape of the

landscaping industry

® ot too many years ago, there
were managers in our organi-
zations who possessed great
$8 field skills and knew how to
get things done. These were
ﬁeld facing bosses who dealt with the
crews, not necessarily the clients. T
like these guys. Theyre mission-criti-
cal for executing in the field.

However, over the past decade,
the landscape of landscaping has
changed in many ways, with a huge
impact on these managers (produc-
tion managers, field managers and
supervisors). There are many titles
in use, but we'll use production
manager here. The range and depth
of skills needed to be successful in
this position have increased dra-
matically. Our industry must invest
in training and education to upskill
these leaders.

TECHNICAL ABILITY
Production managers need to know
how to work with sophisticated soft-
ware. Our industry is taking advan-
tage of relatively new enterprise sys-
tems, which can significantly impact
informed business decisions.

Production managers control the
input side of most of the cost data
(labor, materials, subcontractors).
Furthermore, the ability to under-
stand the available reporting can be
empowering in terms of assessing
performance and focusing their
time. Enterprise systems are just
one piece of the technical array.
Mapping applications, GPS and
Microsoft products (think Outlook)
are widely used (appropriately, we
service real estate).

An inability to work with software
is a huge deficit in a production man-
ager’s skillset.

£ £ Our industry is taking
advantage of relatively
new enterprise systems,
which can significantly
impact informed
business decisions. §9y

BUSINESS SAVVY
Production managers need to under-
stand how we make money and what
decisions are under their control
that contribute to profit. Staffing
levels, overtime decisions, crew size,
scheduling, routing and equipment
utilization all play into profitability.
There are never infinite resources
(our clients don't pay infinite money),
so deploying resources is a balance
between clients’ preferences, fulfill-
ing the scope and limiting the costs.
The decisions can be nuanced and
require a basic understanding of the
financial side of business.

FIELD SKILLS

The need for field savvy has not
diminished. Understanding how

to get the work done, what can be
omitted, what can wait, what must
be done immediately and what is the
best way to do it is essential.

The more knowledge of horticul-
ture, turf management, agronomy,
pest control, arbor care, floriculture
and irrigation systems, the better!

As much as anything, the leader-
ship of people has become incred-
ibly nuanced and challenging.

Production managers must be
willing to own their power and exercise
their authority. When people leader-
ship is required, passivity is not a
workable strategy. This seems obvious,
but in today’s world, hypersensitivity
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BY BEN GANDY

The author is principal of
Envisor Consulting. Reach him at
bengandy@envisorco.com.

to directing activity can be an issue.
Speaking of hypersensitivity, PMs are
expected to navigate the complexities
of our social spectrum without causing
offense or implying disrespect.

Production managers must have
enough emotional intelligence to
relate to their teams appropriately
to retain their field teams over time.
Teams with tenure are safer, more
productive, better able to meet qual-
ity expectations and generally lower
costs (due to increased productivity).

We all know that our field person-
nel are constantly approached by
competitors and other trades. Their
preference to stay is largely depen-
dent upon their leadership.

Moreover, they must maintain
discipline regarding safety stan-
dards, timeliness, uniforms, atten-
dance and execution.

Production managers set the tone
and the pace. Their standards are
the standards of the organization.
Setting and maintaining high stan-
dards is always the best option, and
there’s nothing easy about it.

My first boss in this industry was
Dave. He insisted that I learn plant
names — not just common names
but genus, species and cultivars — in
Latin! I didn’t think he was serious at
first, but I soon learned differently.
Dave’s demands made me a better
professional and propelled my career.

These leaders have the opportu-
nity and the privilege of significantly
impacting the lives of the people
they lead. The excellent leaders
among them will leave a legacy of
people who can say they are better
men and women for having worked
for those who taught, trained, held
accountable and encouraged them.

Thanks, Dave. ®
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Irrigation projects?
Did your company recently
complete a noteworthy
irrigation project? We want
to know about it! Email
Editor-in-Chief Scott Hollister
(shollister@northcoastmedia.net) or Associate
Editor Rob DiFranco (rdifranco@northcoast
media.net) to have your company’s irrigation
project featured in our Water World section.
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Sustainable choices:
It’s just good business

aring for the natural envi-
ronment is part of our jobs
as landscape profession-

m als. Our teams spend time
W designing, installing and
maintaining landscapes that do so
much for our earth.

Because of what we do, we have
many opportunities to make small
changes that can create an even big-
ger impact on Mother Earth. Often,
these changes also happen to be
good for our business.

I'm not sure there’s a company in
the country that demonstrates that
sustainability is good for business
better than Sebert Landscape in
Chicago, whose LEED Gold Certi-
fied facility we’ll tour during our
Field Trip with NALP on Sept.
17-18. Sebert ranked No. 60 on the
2024 LM150 list with a revenue of
$61,350,000.

Now listen, I am far from advo-
cating for gas equipment bans or
for every company to switch their
entire fleet to electric tomorrow.
What I am advocating for is that

BY MARTY GRUNDER
The author is the CEO of
Grunder Landscaping Co.

and The Grow Group, based

in Dayton, Ohio. Reach him at
marty@growgroupinc.com.

&€ Pcople make great companies great.
Little things team members do can make
a difference to the environment, too.yy

landscape pros look at companies
like Sebert and start with the small
changes they could make that
might help both the planet and their
bottom line.

FACILITY
In my recent interview with Sebert
Landscape founder & CEO Jeff
Sebert on my podcast, The Grow
Show, Jeff shares more information
about their facility and the choices
that went into building it in 2010.
One of the simplest choices they
made that any company could
implement this fall is using high-
efficiency lighting. We installed
motion-activated lights in our
offices, and coupled with using LED
light bulbs, we've seen improve-
ments in our energy usage.

EQUIPMENT

The Sebert team is all in on battery-
powered equipment and has found
ways to make it work for them —
with charging infrastructure and
trailers set up to handle it.

As you consider your equipment
needs for 2025, is it time to try out
a few battery-powered pieces and
see what your crews think? If
worrying about charging infrastruc-
ture is holding you back, it may be
time to sign up to join us at Sebert
in September.
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TEAM
People make great companies great.
Little things team members do can
make a difference to the environ-
ment, too. For example, salespeople
choosing plants, both native and non-
native, that are well adapted to your
region reduces maintenance needs
and supplemental watering. These
kinds of choices are win-win-wins.
They're good for our team, good for
our clients and good for the planet.
The Sebert team has gone above and
beyond these simple choices: They've
set up infrastructure for charging,
installed solar panels on their roof,
converted nearly all their equipment to
battery or propane power and trained
their teams to offer more sustainable
choices to their clients when working
with property managers.

Touring their facility and learn-
ing from their team should be at
the top of your to-do list this fall if
you've thought about making some
of these changes but weren't sure
where to start. It'll be a chance
to get away from the day-to-day
of your own business, tour a suc-
cessful operation and meet other
success-minded landscape pros to
learn together. T hope to see you
in Chicago in September. To learn
more about the NALP Field Trip to
Sebert, visit growgroupinc.com/
nalp-field-trip. ®
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