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A fter years of decline, the construction business 
finally is showing signs of a turnaround, reports 
Engineering News-Record magazine in its latest 
Construction Industry Confidence Index.

The second-quarter report released in June showed that a 
record 69 percent of more than 300 respondents felt optimistic 
about the state of the market, indicating it has stabilized. 

Landscape design/build professionals are seeing the positive 
results firsthand. 

“It’s definitely turning around, 
no question about it,” says John 
Mariani, design director at Mari-
ani Landscape, Lake Bluff, Ill. 
“People are doing some pretty 
major projects. In fact, in the 
last few weeks I sold one of the 
biggest projects I’ve ever sold.”

Lambert’s Director of Garden 
Development Jud Griggs also is encouraged.

Because Texas emerged from the reces-
sion last year, Dallas-based Lambert’s had a 
“remarkable” 2012, Griggs says. “Our revenues were about a 
million and a half dollars more in design/build last year than the 
previous year.” 

Lenny DiTomaso, owner of Landscape Perceptions in 
Oakland, N.J., is noticing growth there, too. “People realize 
the market is so up and down that when it’s up and they have 
the money, they’re going to spend it,” he says.

TRENDS
The caveat, Griggs says, is “people are taking much longer to 
make decisions now. It’s more of ‘Let’s look at this option and 
let’s explore these materials and we’re going to think about it.’”

DiTomaso sees the same scrutiny. “Usually people cut me loose 
and allow me to do my thing, but this year customers are watching 
every single thing that’s being done,” he says.

Things also are trending toward more water features, patios 
and swimming pools, sources say. Lambert’s completed 15 pools 
in the last year; Mariani already has installed three of them in 
2013. All of that growth is creating a pretty positive picture.

“It’s a ways a way,” Mariani says, “but I do believe it will be 
better than before the crash. I’m pretty positive about that.” P
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Construction 
comeback?

  The design/build sector finally shows 
     signs of growth. By BETH GERACI

A recent 
Lambert’s project. 

DESIGN/BUILD
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Irrigation Show–Nov. 6-7  |  Education Conference–Nov. 4-8

Austin Convention Center | Austin, Texas

New Technologies  |  Industry Experts  |  Innovative Ideas

We Bring it All Together.  
Join Us in Austin.

www.irrigationshow.org
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W ater districts and the 
Environmental Protec-
tion Agency (EPA), 
most notably through 

its WaterSense program, have pressured 
the irrigation industry to use water more 
efficiently. Some contractors are taking 
notice and action; the Irrigation Associa-
tion has ramped up education, promotions 
and advocacy; and landscape irrigation 
manufacturers have responded by advanc-
ing controller technology and introducing 
more water-efficient sprinklers. 

Still, the industry doesn’t have  
consistent testing methods to identify 
and document component performance. 
In 2011, the International Code Council 
(ICC) and the Association of Agricul-
tural & Biological Engineers formed  
a subcommittee to develop the first  
consensus standard for landscape irriga-
tion sprinklers.   

The subcommittee 
includes representatives 
from irrigation component 
manufacturers, water utili-
ties, designers, installers  
and consumers.  

Landscape Management 
recently spoke with the 
irrigation committee Chair 
Tim Malooly, CIC, CID, 
CLIA, president of Min-
neapolis -based Water in 
Motion, about the status of the standard 
and how it will affect contractors.

QWhat type of standard is the ICC 
subcommittee developing?

AThis applies to landscape irrigation 
sprinklers, including pop-up broad-

cast sprinklers, pop-up misting or spray 
sprinklers and drip and micro components. 
One of the first things we’ve focused on 

is testing sprinkler performance. 
Right now, manufacturers test their 
products in their own facilities with 
their own methods and without 
independent verification. 

The standards also give agen-
cies—such as local units of govern-
ment or the EPA—reliable, credible 
information from which to build a 
labeling program for products. 

QSo you’re looking at labeling 
in this standard?

ALabeling is an important 
component of this work. We’re 

considering how to label what’s 

being standardized. For instance, when 
you buy cereal at the grocery store, there 
are standard nutrition facts, such as calo-
ries, sugar and serving size. A similar label 
is now available for light bulbs. How that 
relates to landscape irrigation sprinklers is 
still undecided, but packaging and label-
ing is one component of the standards. 

QWhat is the status of the standard 
right now?

AThe first public comment period 
took place in late winter of 2013. 

We’re currently in the process of consid-
ering every comment and 
making adjustments to the 
draft document. 

My hope was to have the 
standard in place by the end of 
this year. It’s a little unknown 
whether we’re going to hit 
that target because a second 
comment period is expected 
to take place in August or 
September. Depending on 
how many comments we 
have, we may have to go to a 

third public comment period. However, if 
we don’t have to go through that, I think 
it’s realistic to expect the standard to be 
completed by March 2014.

QWhat type of feedback have you 
received so far?

AThere have been comments on testing 
methods, parameters and how we’re 

defining things. For example, the industry 
commonly refers to the application rate of 
an irrigation sprinkler as the “precipitation 
rate.” But after much deliberation, the com-
mittee chose to adopt the term “application 
rate” instead because the term “precipita-
tion rate” connotes something other than 
mechanical irrigation taking place.

Q What will this standard ultimately 
mean for landscape and irrigation 

contractors? 

AIt’s important to the industry because 
the use of water in the landscape is 

currently receiving and will continue to 
receive a high level of scrutiny. People 
are questioning whether the water being P
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Sprinkler standard  
in the pipeline 

Irrigation professional Tim Malooly shares  
the latest efforts to implement the first  

U.S. landscape irrigation sprinkler standard.
By JONATHAN KATZ

Tim Malooly

The landscape irriga-
tion industry lacks 
universal component 
performance testing 
methods.
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used in the landscape is being used wisely 
and responsibly. And the definition of 
“responsibly” is changing. Currently 
the definition of responsibly by some 
includes emotional decision making or 
social engineering positions. With the 
creation of industry standards—and 
codes that likely follow—responsible 
water use moves away from emotion and 
toward process and verifiable science.

Now more than ever practitioners 
must adapt to changes occurring around 

them and become as technically adept as 
possible. The industry is changing, and 
the world around the industry is demand-
ing more discipline, efficiency and rigor. 
If practitioners choose to do things the 
way they’ve always done them, they will 
ultimately be left out. 

QWhat are you referring to when you 
talk about adapting to change?

ARight now landscape sprinkler 
components are so reliable that an 

individual doesn’t have to know a lot 
of the details of why a sprinkler system 
works. As a result, many irrigation sys-
tems are being installed indiscriminately 
and outside of best practices without 
consideration for water efficiency. In 
other words, many poor-quality lawn 
sprinkler systems are being installed 
with accompanying poor-quality main-
tenance and scheduling practices.

We’re using a resource that’s been 
identified as being more precious than it 
was in the past, and the Green Industry 
has been identified as one of the big-
gest users. There’s a science behind the 
design, installation and scheduling of 
irrigation systems. If the industry doesn’t 
take more seriously selection, design, 
installation, maintenance and scheduling 
practices, we run the risk of being put 
out of business. LM

Katz is a freelance writer based in Cleveland. 

PVB LOCK Box Clock Box

The P.V.B LOCK BOX will come in one size 24x24x12 
this will fit all wall mounted Pressure Vacuum Break-
er units ranging from ¾" to 2 ½" as you may have 

seen at the 2012 irrigation 
show this product is profes-
sionally built in the U.S.A. The 
product  is powder coated 
hunter green, it comes with 
the four security bolts and 
lead anchors it also comes 
with one security key un-
locking bit. This unit whole-
sales for $319.99 and the 
manufactures suggested re-
tail price is $499.00. Our con-
tractors are installing these 
units at $600.00 each and 
the unit installs in less than 
20 minutes.

The CLOCKBOX will come in one size 14x17x10 this will 

fit most outdoor irrigation controllers, this unit will also 

be powder coated hunter green and come with a remov-

able front cover for access to the unit the locking mech-

anism will be (2) security hex pin locking bolts and will 

come with two unlocking bits 

one for the owner and one for the 

irrigation or maintenance tech. 

This unit wholesales at $259.99 

and the MSRP is $439.00. Our 

contractors installed pricing is 

$539.00 and this also installs in 

less than 20 minutes. By installing 

this product this assures that no un-

authorized person or persons are 

tampering with the irrigation control-

ler and will also protect 

it from being stolen.

Call 800.372.1434 To Place Your Order Or Visit Us At Www.pvblockbox.com

The International 
Code Council’s 
landscape irrigation 
sprinkler standard 
may be complete 
early next year.



The FISHER legacy rolls on  |  fisherplows.com
Follow us:

See it in action at: fisherplows.com/xv2video

Wings flare from a 31" center height up to 39" at the outer edge.

Reinforced center hinge with huge 1¼" diameter heat-treated pin.

Super quick hydraulics with standard InstaLock double-acting cylinders.

Watch the new XV2 Video

Taking Vee to a 
New Xtreme
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Snow and ice management professionals 
studied up in June and July at several industry 
educational events.  BY MARISA PALMIERI

 Summer 
school

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

W
HEN IT HEATS up outside, 
savvy snow management 
professionals don’t neglect 
their winter work—they hit 

the books for next season. 
This summer provided several 

educational opportunities, including the 
Snow & Ice Management Association’s 
(SIMA’s) Annual Snow & Ice Symposium, 
held June 20-22 in Minneapolis, and 
Sno-Motion, a seminar and roundtable 
event hosted by Pro-Motion Consulting 
in Cleveland, July 11-12. 

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

Why should snow and ice profes-

sionals care about a “soft” topic like 
trust? Consider the following statistics 
from the 2009 Edelman Trust Barom-
eter. When people trust a company:

› 91 percent chose to buy from it;

› 76 percent recommend it to a friend;

› 55 percent will pay a premium; and

› 42 percent share positive experi-
ences online. 

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

doesn’t matter if it’s with your spouse,  
a friend or a client.”

The pillars of trust, he explains, are 
the eight distinct qualities that build a 
competitive advantage when others 
confidently believe in you—it’s what 
Horsager calls “the trust edge.” 

These pillars include: consistency, 
clarity, compassion, character, contri-
bution, competence, connection and 
commitment. Mastering the pillars and 
gaining trust isn’t easy, because trust is 
always a risk, he said. Remember: “It’s 
the little things done consistently that 
make the biggest difference.”

Being a great employer
One well attended Symposium 
session was “Why Become a Great 
Employer?”—a talk given by Mike 
Rorie, CEO of GIS Dynamics and former 
CEO of Cincinnati-based GroundMas-
ters, which he sold to Brickman in 2006.

At its peak, GroundMasters had 550 
employees at eight locations. Becom-
ing the landscape employer of choice in 
his market was a key to the company’s 
success, Rorie said. 

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

“If your name 
comes up as one of 
the best places to 
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work, you’ve got a competitive edge,” 
he said. 

So, how do you get there? Here are 
a few tips from Rorie.

› Share the company vision. It’s important 
to employees to have a road map of the 

organization’s goals and values to 
create buy-in. Remember, employee 
satisfaction equals customer loyalty. 
“People want to do business with 
employees who look like they love 
what they’re doing,” he said. 

› Give your employ-
ees great systems. 

These may include software (financial, 
sales, management, measurement, etc.), 
checklists, manuals and processes with 
documentation. “Lack of systems causes 
confusion, frustration and chaos,” Rorie 
said. “Employees feel like they’re not in 
control. It’s your job to produce a solution 
so that doesn’t happen.”

› Work hard to retain the proper talent. 
When companies achieve a certain 
level of talent within the organization, 
senior managers and key team mem-
bers become “gatekeepers”—wanting 
to have a say about who gets into the 
company, he said.

› Recognize, reward and replace. “It’s vital 
to recognize those who are exceeding 
expectations by improving the fastest or 
taking on more responsibility,” Rorie said, 
adding it’s important to follow up that rec-
ognition with rewards those employees 
value. Here are a few ideas:

› Offer personal recognition in front  
of peers;

› Send home a thank-you card; or

› Give them a perk or financial incen-
tive such as a car wash, lunch, paid day 
off or 50-cent raise. 

Finally, if managers or other employees 
say there’s someone on the team who 
doesn’t belong, listen to them. “There 
should be no sacred cows,” Rorie said. 
“Great employees appreciate when you 
hold everyone accountable. The best form 
of praise you can offer other team mem-
bers is to replace the under performers.”

Objects in motion
Attendees at Sno-Motion were taken 
back to physics class by host Phil  
Harwood when he shared: “An object 

continued on page 40

www.rhomar.com
solutions@rhomar.com

NEUTRO-WASH
Salt & Chloride Neutralizer

Apply once to lubricate & seal – Easy, one step application 
process and your spreaders are all set for winter operations.

Lubricates drag chains – Helps prevent against costly drag chain 
seizure or breakage all winter long.

Seals components – Creates a protective barrier against corrosive salts and chlorides. 
Environmentally responsible and will not wash off.

Trusted by over 40 State Departments of Transportation.

LUBRA-SEAL
ALL SEASON Spreader and Conveyor Encapsulant

Removes white salt residue left behind from 
pressure washing with detergents – use 
NEUTRO-WASH after every winter storm.

Put a stop to corrosion and expensive repairs 
– enjoy more efficient equipment that works 
harder, lasts longer and looks better.

Save thousands of dollars 
simply by protecting the 
equipment you already have 
in your fleet.

PROTECTION • PRESERVATION • PERFORMANCE

SIMA’s Snow & Ice 
Trade Show was 
held in Minneapolis 
in June.



THE NEW WESTERN® MVP 3™ V-PLOW

With tall, fl ared wings to keep the snow rolling, standard double-acting 

cylinders for effi cient straight-blade operation and clean back-dragging, 

and trip-edge protection in all blade confi gurations; the new WESTERN 

MVP 3 takes V-plow performance to the next level.

And with its enhanced center hinge, larger center pin, bigger lift ram 

and more robust mounting system, the MVP 3 is built for even more 

years of trouble-free service.

Follow Us:

More jobs. Done faster. | westernplows.com Get the free mobile app at
http://gettag.mobi
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at rest will stay at rest and an object in 
motion will not change its velocity unless 
an external forces acts upon it. You are 
the force, if you take action!” 

With that, Harwood, CEO of Pro-

Motion Consulting, emphasized the inter-
active slant of the event, which featured 
product- and technology-focused ses-
sions, including speakers and roundtable 
talks and group presentations. The format 
spurred much discussion. 

Attendees shared many good ideas 
during the event. Here are just a few:  

› Test run. When Harwood ran a snow 
and ice management firm, the company 
would do a “fire drill” before the season’s 
first true snowfall. When there was a dust-
ing of snow, the company would bring all 
staff in, guarantee them four hours on the 
clock to make it worth their while and run 
them through all the procedures. 

› Bonus round. To 
encourage employee 
retention and timeliness, Brian Van-
hengstum of DICAM Landscaping in 
Binbrook, Ontario, shared that his com-
pany has had success offering a $2 per 
hour bonus for all hours worked at the 
end of the season to employees with 
100 percent prompt attendance. 

› Box it in. Neal Glatt, account execu-
tive at Case Snow Management in 
Attleboro Falls, Mass., said his com-
pany uses box trucks for sidewalk 
crews. They can hold and keep dry all 
of the necessary materials and tools, 
including brooms, blowers, shovels, 
etc. “That truck can take on sidewalks 
for any account,” he said. 

› Call me, maybe. Bruce Vander 
Vennen from Jack’s Lawn Service & 
Snowplowing in Bryon Center, Mich., 
shared his tactic for keeping crew 
members informed during snow 
events: a text and voice broadcasting 
service called Call-Em-All. The service 
also accepts replies, which he receives 
via email. LM

continued from page 38

You can’t afford downtime. That’s why we design our equipment with 
the fewest moving parts in the industry. No engines. No pulleys.  
No belts. No chains. Simply put...No headaches. Just more time  
on the road, and making money.

And you can’t afford high interest  
payments. So we’re also offering  
0% interest for 2 years on everything.

Maximize your uptime.
Go to snowexproducts.com/uptime  

to find your local dealer or call us  
at 1-800-725-8377. 

FULL TIME. OVERTIME.
ANY TIME.

DELIVERS
SNOWEX

UPTIME.
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Sno-Motion 
attendees 
participated in 
roundtable talks.




