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SINK OR SWIM TIME

Sandra Postel and other Irrigation Show speakers say our wateruse
policies and practices must change rapidly and drastically to support
our blue planet’s projected population boom to 9 billion people by 2050.

I ' VIARTY WHITFORD EDITOR-IN-CHIEF

SOMETHING’S GOTTA GIVE. We can’t
keep using water at the rate we are

— especially when “we” are rapidly
expanding while our fresh-water reser-
VoIrs are evaporating.

“Water is finite and there is no
substitute for it,” said Sandra Postel, who
delivered the keynote address at the
Irrigation Association’s 2009 Irrigation
Show. Held in December in San Antonio,
TX, the Irrigation Show drew about
4,500 attendees and 290 exhibitors.

“Every year, 2010 through 2025,
the world’s population is projected to
grow by more than 75 million people.
That’s the equivalent of adding two
Californias annually,” said Postel, who
directs the Global Water Policy Project
and authored “Last Oasis: Water
Scarcity” and “Pillar of Sand: Can the
Irrigation Miracle Last?”

Eight hundred gallons. Sound like a
boatload of water? Actually, Postel said
it’s just the average American’s daily
“water footprint” — which includes not
only the water each of us drinks and
uses for landscape irrigation, bathing,
cooking, etc., but also all of the water
required for the products we use, food
we eat and other beverages we drink.
Fortunately, the rest of the planet’s
water footprint, on average, is half ours.

From 1950 to 2000, the United
States’ population doubled, but our
nation’s water use tripled, noted Beth
Koprowski, a senior environmental
communications specialist with ERG in
Arlington, Va. Part of panel delivering a
briefing on the U.S. EPAs WaterSense
program, Koprowski said 36 states
predict water shortages by 2013.

LANDSCAPE
IRRIGATION
USES AN ESTIMATED
7.8 BILLION GALLONS
OF WATER PER DAY,
THE BOTTOM LINE IS
‘BUSINESS AS USUAL'
CANNOT CONTINUE."

—IA’S ANDY SMITH (“

“Outdoor uses account for an
estimated 30% of residential water con-
sumption — and this figure is as high
as 70% in some areas of the West and
Southwest,” Koprowski said. “Further
compounding matters, many of the
states with the highest per capita water
consumption are projected to experi-
ence the greatest population booms
over the next two decades.”

Changing unintelligent water-use
practices and shortsighted water poli-
cies — such as subsidies in Las Vegas
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that have resulted
in water costing
nearly one-third
what it does in
Cleveland, which
sits on the shores of Lake Erie — won’t
come easy. Nevertheless, these changes
must come — and they must be rapid
and sweeping, Irrigation Show speakers
concurred.

“Part of the problem is we can’t man-
age very well what we don’t measure and
monitor,” Postel adds. “But a lengthy
pipeline of wondertul irrigation innova-
tions, many of which are showcased
here, hold great potential. This develop-
ing marriage of I'T (information tech-
nology) and ET (evapotranspiration)
— namely smart controllers tied to
sensors monitoring real-time weather,
soil and other conditions — will help us
make wiser, more cost-efficient irriga-

Water-use expert
Sandra Postel says
the marriage of IT
and ET holds great
promise.

tion decisions.”

Landscapers can expect to see more
turf and plant restrictions, irrigation
bans and more-limited access to potable
water, as our nation’s population con-
tinues to grow by more than 3 million
people per year, said Andy Smith, IA’s
external affairs director.

“Landscape irrigation uses an esti-
mated 7.8 billion gallons of water per
day, according to the U.S. EPA,” Smith
noted. “The bottom line is ‘business as
usual’ cannot continue.”

PHOTOS BY: MARTY WHITFORD
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Customers with grub infestations want their lawns saved fast. Be sure you have fast-acting

Arena® Insecticide. Arena provides superior grub control at much lower rates than other

curative products, with excellent results when applied prior to third instar. Also, curative INSECTICIDE
grub control with Arena helps keep away foraging animals, saving turf and keeping A BETTER VALUE THAT LASTS.
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WHEN EDWARD BULWER-LYTTON wrote, “The pen is mightier

BY DANIEL G. JACOBS MANAGING EDITOR

SCHO

than the sword,” it’s clear he’d never seen a shotgun in the

hands of journalists. But attendees of Agrium Advanced
"Technologies’ Green Industry Grad School witnessed just that.
Held in December at Farmlinks in Sylacauga, AL, the about 40
“students” at this three-day “master’s-level school” — mostly
lawn care professionals (LCPs), with a couple of rifle-toting
journalists thrown in — learned about Agrium’s latest solutions
to help LCPs save money, lead people and grow their busi-
nesses in this soft economy. They also got the chance to do a
little fishing or boating, play a round of golf or grab a 12-gauge

shotgun and take aim at flying sporting clays.

The Farmlinks facility, which encom-
passes 3,500 acres in the foothills of the
Appalachian Mountains, was the majestic set-
ting for Agrium’s educational program. Busi-
ness owner, speaker and consultant Marty
Grunder offered tips to leading in lean times
and Dr. John L. Cisar, from the University of
Florida, Gainesville, provided insight into the
Sunshine State’s lawn care industry, present-
ing “Fertilizer & Environmental Fate.”

“We are fighting the battle, and we are
losing,” Cisar proclaimed, explaining laws
passed in Florida (and elsewhere) have little
to do with sound agronomic practices and
everything to do with politics.

We need facts. Fortunately, Cisar’s research
is investigating how much nitrogen is absorbed
in plant uptake, released into the atmosphere,
stored in soil, and lost to runoff and/or leaching.

“As fertilizer managers, to have environ-
mentally healthy turf we need to fertilize
that turf,” he said. “It’s hard to figure out (the
source of the nitrogen); it’s very easy to point
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11 WAYS TO ONE-UP
THE COMPETITION

Consultant and business
owner Marty Grunder offered
attendees of Agrium'’s Green
Industry Grad School the
following tips on gaining an ad-
vantage over the competition:
1. Offer great customer
service

2. Be different

3. Make work fun

4. Have a team atmosphere

5. Survey clients and team
members

6. Be clean and organized
1. Set objectives

8. Constantly communicate
your mission and vision

9. Learn — be committed to it
10. Have your antennae up
11. Have a plan

explained how the com-
pany’ slate of slow- and

controlled-release fertilizers, such as Polyon, XCU and Duration,
benefit LCPs, allowing them to do more with less— leveraging
technologies that keep customers’ lawns greener longer.

When attendees weren’t learning about fertilizer or relaxing,
attendees got a welcomed earful of education from Grunder
and Jeff Korhan, an industry veteran turned consultant.

Korhan’s talk, “Green Industry Trends You Can Capitalize
On,” honed in on three key points:

» Human-centric business. It’s no longer about companies; it’s

about people.

¥ Collaborative markets. It’s not only about
selling to buyers, but also about collabo-
rating with them to develop better, more
meaningful solutions.

¥ Sustainable communities. It’s not about
exclusive organizations; it’s about accessible
communities where members place their
trust in one another. Lm

Marty Grunder
offers busi-
ness advice.
Your intrepid
reporter
(above) takes
aim at defense-
less sporting
clays.

ILLUSTRATION BY: ISTOCK INTERNATIONAL INC.; PHOTOS BY: DANIEL G. JACOBS (GRUNDER); AMANDA SMITH
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1st joint Lawn

PLANET and NPMA
educate professionals
and explore myriad
shared growth
opportunities.

BY DANIEL G. JACOBS
MANAGING EDITOR

IN DECEMBER, THE Professional Land-
care Network (PLANET) and National
Pest Management Association (NPMA)
joined forces to host the first-ever joint
Lawn Care Summit in Orlando, FL.
When the two groups initially dis-
cussed the possibility of co-organizing
such an event, they hoped to attract 100
attendees. Triple-digit attendance was a
somewhat ambitious goal for a first-
time event being launched during this
economic slowdown, but it proved to
be an entirely achievable one with this
dynamic duo of industry associations
— the Lawn Care Summit drew more

JOINT SUCCESS

o, SOPROU

than 200 lawn care and pest manage-
ment professionals.

Rob Lederer, NPMA executive vice
president, said many pest management
professionals are exploring ways to
expand their services, diversify and bol-
ster revenues. They’re thinking outside
the box (structural pest control) and are
looking at the greener side (lawn care).

Additional education and network-
ing is needed to realize these goals.
That’s where the Summit came in, said
PLANET CEO Sabeena Hickman.

“Attendees of our joint Lawn Care
Summit will walk away with fresh think-
ing ... insight for business plans and les-
sons learned from those who have ‘been

there, done that,”” Hickman said.

Uphill battle
"Tom Delaney, PLANETs Legisla-
tive Affairs Director, discussed shared
regulatory issues with attendees of the
two-day event.

“Managed turfgrass and landscapes
are being targeted as so-called non-

Lawn care and pest profs

’5' learn about the
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essential, cosmetic uses of chemicals,”
Delaney added. “There’s a broad
underestimation of the benefits of a
managed ecosystem.”

One of the problems is there’s little
timely, scientific information — and
even less publicity — on the positive
impact properly managed green spaces
have on the environment. The argu-
ments the Green Industry uses today
basically are the same it offered 20 years
ago, Delaney said.

“As we talk about carbon sequestra-
tion, and those types of things, it’s still
evolving,” Delaney said. “We don’t have
good research to show out there. The
political climate is fast-changing, and
failure to act could minimize or negate
the future opportunities we have.”

During Delaney’ talk, one attendee
asked another how legislation could
target the lawn care industry when
professionals are responsible for only
about 20% of residential lawns and
landscapes.

“I posed that same question to a
regulator in New Hampshire once,”
replied the second contractor. “His
response was, ‘My friend, you're
confusing science with politics.”

Obstacles & Opportunities
Delaney’s talk was one of a number of
dual-track sessions that covered both
technical and managerial topics.
During the general session on the
second day of the program, “Trends in
Lawn Care — The Future of the Indus-
try,” attendees also got to hear from
representatives of some of the biggest
players in the Green Industry, includ-
ing: Russ Frith, president and CEO
of Lawn Doctor; Tom Hofer, CEO of
continued on page 48
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continued from page 46

Spring-Green Lawn Care Corp.; Philip
Dobbs, chief marketing officer of The
TruGreen Cos.; and Harvey Massey,
chairman and CEO of Massey Services.

Frith discussed many of the factors
that led to the current economic condi-
tion, including an “entitlement mental-
ity” that drove far too many Americans
to buy houses with no money down.
"This, among other factors, created a
perfect storm.

“These things are out of our con-
trol,” Frith said. “But we can understand
the effect on our businesses and manage
around them.”

Harvey Massey said the nation faces
record unemployment, home foreclo-
sures and bankruptcies — all of which
contribute to resistance to price increases.

Massey did share one silver lining.

“It’s at times like these we must
have a love affair with our people,” said
Massey, adding, “I don’t believe there is

a bad economy as long as there is one;
some (economies) are better than oth-
ers. But there is an economy — people
are spending money.”

Hofer spoke about the
pressures the industry faces
from environmentalists.

“The last thing we want to
do is harm the environment,”
Hofner said. “Today, organic
and sustainable lawn care are
niché markets. That could
change and grow in the years
ahead.”

New economic realities force

(Top) Harvey
Massey (left) talks
with Nick Dennis.
(At left) DaveyTree's
Paul McDonough
leads a disucssion
with ValleyCrest's Dr.
BarryTroutman.

PLANET and NPMA executives
said they haven’t decided whether the
2009 Lawn Care Summit was a stand-
alone event or the start of an annual pro-
gram. Any doubt about what attendees
thought, however, was put to rest during

people to do more with less money, said
Dobbs, noting many are worried about
their future employment and how to
juggle their household budgets.
“People have less time and money,

and more choices and information on the closing session — when an attendee
companies and the products they use. If  stood up and said, “You said ‘i’ we do
you offer clarity, you can improve your

market share,” Dobbs added.

this again next year. It should be ‘when’
we do this again next year.”

Which MOWER Makes you the Most Money?
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ONLINE SAFETY TRAINING

Training Pays.

Call Your Professional Safety Advisors

Arden, David, or Jay.

1-877-482-2323

{"T"With Training
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