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A pedestrian bridge divides 
the 3.5-acre lake that provides 
irrigation for the property.

Phoenix, was involved in all of the site’s 
irrigation except for the sports �elds.

“We’ve been involved in quite a 
few spring training facilities and sports 
turf projects in Arizona,” says Doug 
Macdonald, vice president and princi-
pal of Aqua Engineering, adding that 
in this project, Roger Bossard, veteran 

sports �eld manager of the Chicago 
White Sox, designed and oversaw those 
ball �eld systems, as he did with every 
aspect of the �elds’ construction. 

Bossard, who manages U.S. Cellular 
Field in Chicago, chose Muellermist 
Irrigation Co., to install the �elds’ lat-
erals and sprinklers. Aqua Engineering 

designed and oversaw irrigation for the 
remainder of the property.

“This project was on the larger side, 
a high-pro�le project,” says Macdonald. 
“We began planning for it two years 
prior to its opening.” 

Aqua Engineering developed the 
construction documents for the irriga-
tion system and central control system 
used to irrigate the site’s mixed-use 
landscape areas. The system’s weather 
station provides data that provides 
irrigation based on daily, on-site evapo-
transpiration rates, says Macdonald. 

The company also designed and 
oversaw the installation of a pump sta-
tion, featuring low pressure and high-
volume discharge with a recirculation 
feature, that maintains the aesthetic 
component of the lake. A variable-
frequency drive adjusts pump speed 
to provide constant discharge pres-
sure to the irrigation system, reducing 
energy consumption considerably, says 
Macdonald.

The design and incorporation of a 
lake liner and appropriate edge treat-
ments was also crucial to the long-term 
health, usefulness and attractiveness of 
the lake, he adds.

The Camelback Ranch project 
landed several prestigious design and 
project management awards, and earned 
Aqua Engineering special recognition 
from the American Society of Irrigation 
Consultants (ASIC) earlier this year. 

 “This project was a special project, 
and we’re proud to have been a part 
of it,” says Macdonald. “Camelback 
Ranch is a destination opportunity for 
many people.”

Gesicki agrees. “The project 
involved 18 months of coordination 
and cooperation among many people, 
and there were lots of challenges, the 
largest probably being scheduling,” he 
adds. “I think I can say for everybody 
involved in the  project that Camelback 
Ranch provides a great environment 
for people to enjoy baseball and its 
many other amenities.” LM

ENVIRONMENTAL BENEFITS  
OF USING RECLAIMED WATER
Reclaimed water, also known as recycled water, 
is recovered from domestic, municipal and indus-
trial wastewater treatment plants and is treated 
to standards that allow safe reuse. Wastewater 
treated to certain de�ned standards is typically 
safe for most uses, except human consumption.

The use of reclaimed water for urban land-
scapes, parks, golf courses and sports �elds is 

rapidly growing, and offers the following bene�ts:

›  Decreased diversions of freshwater from rivers, streams, 
lakes and other ecosystems.

›  Reduced use of potable water by industrial, housing and 
recreational development projects.

›  Reduction in the amount of groundwater withdrawal, which 
has an impact on base�ow in many rivers and streams.

›  Increased water quality, by reducing the amount of nutrients 
entering our rivers, lakes and other bodies of water.

There are no federal guidelines regarding the use of reclaimed water. 
The U.S. Environmental Protection Agency has left it up to each state to 
develop its own regulations regarding reclaimed water use. The purpose 
of these regulations is to protect human health and water quality, mean-
ing that wastewater must be treated to certain de�ned levels (using a 
variety of proven methods) to destroy speci�c pathogens and remove 
harmful microconstituents.

Class A ef�uent, the water used for irrigation at Camelback Ranch, is 
one of �ve classes of reclaimed water recognized by the Arizona De-
partment of Environmental Quality. Class A ef�uent has a total nitrogen 
concentration of less than 10 mg/l, minimizing concerns over nitrate 
contamination of groundwater beneath the sites where it is applied. 

Equally important for the suitability of reclaimed water to irrigate turf-
grass is its salinity, or salt concentration. High salt concentrations reduce 
water uptake in plants, lowering the osmotic potential of the soil. In other 
words, the quality and suitability of reclaimed water for landscape irriga-
tion may vary considerably from water agency to agency, so it’s vital to 
assess and monitor the quality of reclaimed water, as well as to develop 
a landscape management program that addresses water quality issues, 
such as salt buildup.



Through innovative product  development, Rain Bird is helping 
sustain healthier landscapes—and a healthier planet.
A lush lawn or colorful garden can also be highly water-e�  cient. Every Rain Bird 

product is a testament to that truth. From water-saving nozzles to sprays with 

pressure-regulating stems to leading-edge Smart Control Technology, Rain Bird 

products make the most of every drop, delivering superior results with less water. 

Keeping the world and your backyard beautiful. That’s The Intelligent Use of Water.™

Learn more about Rain Bird’s 
commitment to water-efficient products 

at www.rainbird.com/iuow

Preserving beauty while 
conserving water.

That’s intelligent.
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›
ACUTABOVE

Call for a Free Quote
1-888-375-7908

Find an Agent
ProgressiveCommercial.com

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

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

GREEN INDUSTRY MAINTENANCE LEADERS  »  BY DAN JACOBS

TOP TRENDS

 › Contract renegotiations. A lot of our 
customers have been long term. We’ve 
had to be proactive in going after them. 
They can’t pay their bills, so we’ve had to 
come up with different programs other 
than what the contract states.

 › Service changes. A lot of landscape 
installation companies have tried to 
become landscape maintenance compa-
nies. It has gotten very competitive. People 
are willing to do work just to pay their bills.

 › Employment shift. It used to be employ-
ees drove our company. We control our 
destiny again because of the unemploy-
ment rate. We’ve always been able to get 
employees. They used to drive the wage 
level. Now that no one is working, they’re 
willing to work with us more. We have 
gotten control back; it’s a good feeling.

TOP OBSTACLES

 › Lack of loyalty. The customer that was 
so faithful to us for so many years — if 
there was a problem they’d sit down and 
negotiate — now the almighty dollar has 
changed the whole perception. If they 
can save money because of the pres-
sure they’re under, they won’t hesitate to 
terminate a contract.

 › Competition.  We have so many more 
people out there. There are so many 
illegitimate companies. Nobody governs 
them; nobody checks them to see — do 
they have insurance; do they have work-
ers’ compensation; are they paying their 
taxes. People will hire them if they can 
save money. They don’t care about the 
legalities. It’s hard to be competitive when 
people are willing to do work just to stay 
afloat — not even to make a profit.

TOP OPPORTUNITIES

 › Full service guarantee. When we do 
a landscaping installation job, that’s the 
front door. We can also do the irriga-
tion, landscape lighting, hardscapes; we 
can do everything they need done. Any 
landscape job I do we warranty as long as 
we maintain the property. I only do it if we 
provide the full-scale service. If I’m doing 
all the services, I should be accountable. 
We’ve had a lot of success on that. 

Keith Carracher, owner and president of Complete Property Main-
tenance is the perfect example of a company culture that encourages 
building from within. Whether it’s passing out hats and candy on a Fri-
day afternoon, returning the company store’s pro�ts back to employ-
ees around the holidays or promoting from inside, it’s about ensuring 
everyone is part of the company culture. Carracher, who started as an 
account manager 15 years ago, became an example when he was later 
named general manager before being offered an ownership stake.

INSIDE INFO
Company: Complete Property Maintenance

Founded: 1977

Headquarters: Coconut Creek, FL

Employees: nearly 275 full-time, 40 part time

2009 revenue: $14 million

LM Top 150 ranking: No. 90 (tie)

Key to being a maintenance leader: You 
have to pay attention to your employee 
retention. It’s the No. 1 thing my customers 
want. They don’t want to see a different 
crew; they don’t want to see a different 
foreman. You have to respect your employ-
ees. We involve all our supervisors; we ask 
their advice.



Alan White will soon begin his third decade in 
business. As the founder and owner of Ontario, 
Canada-based Turf Systems he’s learned a few 
important lessons. “Be a part of and participate in 
your industry,” White says. “It will keep you pre-
pared. You have to know what’s going on around 
you. You’re never too small to be involved and 
take an active role in shaping the industry.”

BY RON HALL

(800) 638-9851
GroundsGuysFranchise.com

A Company of The Dwyer Group®

There’s a New Name in Landscape Contracting

A GREENER FUTURE 
IS WAITING FOR YOU
Say hello to The Grounds Guys, the 
newest franchise in the landscape 
contracting industry. But we’re not 
really new. We’re part of a family 
of nationally-respected service 
franchise brands - Leading the 
Service Industry™.

With The Grounds Guys, you get -

• World-class training and support.

• Discounts on supplies, vehicles,  
 insurance and more.

• National marketing and internet  
 marketing.

• Systems to build your business.

• Sophisticated software systems.

• Control of your business and 
 an improved quality of life.

LAWNCAREPRO
LM ’S OPERATOR OF THE MONTH  »

AT A GLANCE
COMPANY: 
Turf Systems Inc.

FOUNDER AND PRESIDENT: 
Alan White

HEADQUARTERS: Burling-
ton, Ontario, Canada

FOUNDED: 1991

SERVICES: Lawn care

INDUSTRY INVOLVEMENT: 
Member of PLANET, 
helped develop IPM 
accreditation program, 
board member of IPM 
Council of Canada, 
helped bring Project 
Evergreen to Canada

WEBSITE: TurfSystems.ca

What has been your company’s experi-
ence with the lawn care pesticide ban 
the Ontario Provincial government 
implemented more than two years ago? 
Customers want green, weed-free lawns. 
This has been a very dif� cult season 
for our customers — and for us. This 
summer, we had tropical conditions 
for weeks at a time. It caused lots of 
problems. We’ve never seen so much 
crabgrass. The same goes for Japanese 
beetles. Chinch bugs have been out of 
control, too, and we don’t have anything 
that we can use on them.

What sense do you get of customers’ 
reaction to the pesticide ban? Customers 
support the proposition of reducing risk. 
But, in terms of pesticides, 
most customers base their 
perception of risk on what 
they perceive and not on 
what they know. While our 
company has always used 
very little (pest control) 
product, I’ve always been a 
proponent that they should 
be available for use by the 
industry.

What has been their reac-
tion to the conditions of 
their lawns this season? 
Customers are used to 
seeing green lawns. They 
don’t ask how we do it. 
They don’t ask for a weed 
control or an insect con-
trol. They trust us to do 

what needs to be done. We work hard to 
build that trust. They’re not accustomed 
to seeing so much chinch bug damage or 
so many weeds. You can see the frustra-
tion in their eyes . . . especially when you 
inform them that if they were in another 
province, we would have a product.

Do you see any possibility that the 
provincial ban will be reversed? Not 
anytime soon. The liberal government 
has another year in of� ce, so it wouldn’t 
happen before then.

Alan, you’ve advocated the use of IPM 
your entire career. As vice chairman of 
the IPM Council, where does the IPM 
accreditation program stand now? 

We designed the IPM 
accreditation program 
to eventually be applied 
across multiple sectors 
and multiple disci-
plines — lawn care, golf, 
structural pest control, 
arboriculture, parks and 
public works. Lawn care 
was the � rst sector with a 
program and an audit-
ing component. Then 
golf. There is no IPM 
accreditation for public 
works, but it can have 
IPM-certi� ed agents. 
There’s no IPM accredi-
tation program for lawn 
care in Ontario, but the 
structure is in place and 
can be implemented.



Visit grasshoppermower.com/implements or call 620-345-8621 for more information.

SCOTT BREWER
Rotolo Consultants, Inc.
Slidell, LA

WE DO EVERYTHING, EVEN COMPLEX AND SPECIALTY 

JOBS, BECAUSE WE INVESTED IN IMPLEMENTS LIKE 

THE TURBINE BLOWER, AERA-VATOR™, SPRAYER, 

ROTARY BROOM AND EDGER.

© 2010 The Grasshopper Company
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›

WEEDWATCH

BROUGHT TO YOU BY 

STANDING SENTINEL TO PROTECT PLANT HEALTH

For more information regarding these and other turf weeds — and related control technologies and tips — please visit www.DowProvesIt.com or call 800/255-3726.
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Recommended 
Dow AgroSciences 

solution
Gallery® specialty 

herbicide

Recommended 
Dow AgroSciences 

solution
Dimension® 

specialty 
herbicide*

— this plant can actually 
be spread through such 
practices. 

 › If lawn mowers are 
used where creeping 
woodsorrel is growing, 
wash or air-spray mowers 
to remove seeds and clip-
pings before moving to a 
weed-free turf.

 ›Once established, it is 
very competitive. Applica-
tion of a pre-emergent 
herbicide labeled for 
Oxalis control in the fall is 
a good option. Two appli-
cations, four to six weeks 
apart, may be needed to 
get all the seedlings.

* State restrictions on the sale and use of Dimension apply. 

CREEPING WOODSORREL
Oxalis corniculata

IDENTIFICATION TIPS
 › This plant, which pre-

fers cool, rich, moist soils, 
is a winter or summer 
annual. It can also be a 
biennial in coastal areas.

 › It features a single 
stem or branched upright 
growth, 6 to 18 in. tall, 
and its yellow � owers 
bloom nearly year-round.

 › Leaves are highly vari-
able, from hairless to 
lightly covered with long 
wavy or cotton-like hairs.

 ›Groundsel reproduces 
by seed; each plant may 
produce three to four 
generations of seeds in 
one season.

CONTROL TIPS 
 ›Because the seed is 

easily spread and can po-
tentially deposit numer-
ous seeds throughout the 
season, the best option 
for control is an early-
season application of a 
pre-emergent broadleaf 
herbicide with at least 
three months’ residual, 
such as one containing 
the active ingredient 
isoxaben.

 › To prevent common 
groundsel infestation, use 
good sanitation practices 
supplemented with pre-
emergence broadleaf 
herbicides.

IDENTIFICATION TIPS 
 › This summer perennial 

contains a slender, shal-
low taproot and roots at 
nodes along the creep-
ing, slightly hairy stems.

 › Leaves are deeply loped, 
heart-shaped and may be 
green to reddish-purple.

 › Flowers are small and 
bright yellow, with � ve 
petals, and form in clus-
ters of one to � ve at the 
end of slender stems.

CONTROL TIPS
 ›Mowing, fertilizing or 

irrigating turf is not an ef-
fective method of control 

COMMON GROUNDSEL
Senecio vulgaris



www.DowProvesIt.com   800-255-3726
®Trademark of Dow AgroSciences LLC. State restrictions on the sale and use of Dimension specialty herbicide products and Snapshot apply. Consult the
label before purchase or use for full details. Always read and follow label directions. ®The swinging golfer logo is a registered trademark of PGA TOUR, Inc.
©2010 Dow AgroSciences LLC T38-000-018 (2/10) BR   010-60665   DATOTURF9072

P R O V E N  S O L U T I O N S

It takes courage to admit there’s a problem.
Meet Frank. He’s got what you’d call a “problem” with hand-weeding. Fortunately, there’s Dimension®,
Gallery® and Snapshot® specialty herbicides from Dow AgroSciences. They give Frank the kind of group
therapy he really needs by delivering serious control of the toughest weeds in lawn and landscape settings.
So go ahead and skip the awkward meetings. Come learn more about the portfolio of products proven to
help kick the hand-weeding habit at DowProvesIt.com.

O F F I C I A L
CHEMISTRY
C O M P A N Y



Serena puts Spring-to-Fall color into landscapes…
takes the heat, low water needs and virtually no 
maintenance! Turn to Ball for fast, easy and pro� table 
solutions like this top-performing angelonia.

Request your free Landscape Color Solutions catalog 
with poster and photo CD at balllandscape.com.

800 879-BALL

©2009 Ball Hor ticultural Company. ® denotes a registered trademark of  Ball Hor ticultural Company. BHC09066-REV  

serena® serena®

Make money with

angelonia
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SPECIAL SECTION OF LANDSCAPE MANAGEMENT

Producing pro� ts through 
bedding plants, ornamentals & trees

›
SPECIAL SECTION OF LANDSCAPE MANAGEMENT

TIPS FOR BULB 
  & PERENNIAL 
        CO   MBOS

PROUD SPONSOR

Bulbs ready for 
fall planting.

Horizon’s Landscape Maintenance Guide.

Horizon gives you the edge you need by providing 
professional landscaping products, and now we can 
help you get the right information to solve landscape 
maintenance problems.

Go to YouNeedHorizon.com/guide to order a  
FREE copy of the Landscape Maintenance Guide.

You can’t tell whether you should aerate or dethatch.

Your customer’s turf has dollar spot—or is it Fido’s spot?

Irrigation  Specialty  Landscape  Equipment  HorizonOnline.com            © 2010 Horizon Distributors, Inc. All Rights Reserved.
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CORNELL UNIVERSITY researchers have scienti� cally ex-
amined the art of successful bulb and perennial pairings. 

Professional landscape designers have long known 
perennials and spring-� owering bulbs such as tulips, 

narcissi and alliums make great companion plantings. Not only 
do the proper pairings look great together, they can be mutually 
supportive. For example, colorful spring bulbs can complement 
emerging perennial foliage — and when that foliage matures, it 
can mask the fading leaves of post-bloom bulbs.

For the most part, designers have relied on a practiced eye 
and experience to create combinations that spark spring magic. 
Now researchers at Cornell University have cast the objective 
eye of science on the issue. In a series of trials covering four 
seasons at the university’s Ithaca, 
NY, trial grounds (USDA Zone 
5), the Cornell team put various 
pairings of bulbs and perenni-
als to the test. Their results are 
now available to all online at Hort.
Cornell.edu/combos.



COMBINATIONS›

continued on page 32
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It’s never too early to plan for cool-season color. Matrix® Pansies are known for their superior holdability, large � owers, and 
outstandingly uniform colors and blends. Strong stems hold large and thick � owers without stretching; less stretching means 
greater longevity in the landscape. Matrix ships well, and landscape contractors experience less spoilage and better pro� t-
ability. Pre-book Matrix Pansies for your cool-season landscapes. For more information, visit www.BallLandscape.com.

BALL VARIETY FOCUS: MATRIX® PANSIES

The height of the “Ballade” tulip at 
bloom and the “May� ower” geranium 
makes the tulip blooms look as if they 
are � oating in a sea of green. The foliage 
and purple � owers of the geranium 
later mask the old tulip leaves.For all 15 combina-

tions, visit www.
landscapemanage-
ment.net/Cornellbulb-
research
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Cornell professor Dr. William B. Miller, 
who is director of the university’s Flower 
Bulb Research program, led the Cornell 
University team. 

“The idea of pairing bulbs and peren-
nials to achieve multiple goals is so desir-
able that we felt it deserved more than 
an anecdotal approach,” he says. “We 

created an objective 
study to document 
what works and what 
doesn’t in a typical 
spring garden.”

The combination trials were designed 
to achieve four goals:
1. Look at how early bulbs help extend the 
bloom season in the garden. 
2. Explore how perennials might best be 

used to mask the dying fo-
liage of post-bloom bulbs.
3. Consider leaf texture as 
a design element.
4. Examine the various 
roles color plays in creating 
successful combinations.

The Cornell scientists 
evaluated 15 plantings for 
their overall performance 
and bene� ts, and did not 
necessarily look for combi-
nations that bloomed simultaneously. They 
focused on combinations that worked.

For the researchers’ tips on what 
makes a successful combination of bulb 
plantings, please see “5 Steps to Suc-
cessful Combos” on page 32.

               This article was contributed by the 
International Flower Bulb Centre. 
For more information about � ower bulbs, 
visit bulb.com.


