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contractors who want to take their
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Solutions Customer Loyalty “ s R design and installation work

Bruce Crawford. Educator The Best of the Best in - throughout his career. He now uses his 35+
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University contractors how to easily and dramatically

Dave Conklin, Vendor, SEQ in Plain English | increase their sales by following his unique
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8/7 Jason Cupp, Consultant, Kolbe Team Building for Sponsorship Available  this through public speaking, private consulting,
Certified Growth Consultant Landscape Contractors group workshops and his “exclusive” members-

Remember: all shows are archived for later listening at FD2B.COM! only website www.FromDesign2Build.com.

LISTENERS LOVE IT!

“I love listening to FD2B Talk Radio. | appreciate the candid yet light-hearted conversations he has with his guests. And the topics
are relevant and on-point.” —Chris Heiler, president & founder, Landscape Leadership

“Jody has brought a great variety of industry resources to a single media channel. | feel that the topics are relevant and the
concise manner in which they are delivered saves me time.The format allows for feedback and questions, which | find helpful.”
—Miichael McShane, president, Plantique

“FD2B Talk Radio is not only informative and insightful, but it's also entertaining. Each week | look forward to learning the
next guest speaker and topic of discussion.” —Amanda Bell, landscape designer, Landscape Design by Amanda

“] listen to FD2B Talk Radio to educate myself on the landscape design/build topics to better my business. Jody responds

to all my questions promptly and with helpful hints you can’t get anywhere else.” —Kim Stratton, landscape designer, Stratton
Landscape Design

Interested in FD2B Talk Radio sponsorships? Contact Craig MacGregor 216-706-3787.
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JODY SHILAN I Shilan is editor of FromDesign2Build.com. Contact him at 201/783-2844 or jshilan@gmail.com.

When creating job descriptions, what

Q is the best way to separate the roles of
design and production?

—NMark Muzio, The Landscape Design Group, Waltham, Mass.

"This is a great question that companies
A of every size constantly struggle with,

regardless of how many years they’ve
been in business. Although my answer is straight-
forward and simple, creating a highly functional
design/build team requires a significant amount of
work and efficient internal systems. The good news
is that once these roles are defined and everybody is
on the same page, your installations and your busi-
ness will run much more smoothly and more profit-
ably, with fewer errors and better communication.

I can’t promise that you’ll achieve landscape
design/build nirvana, but I can assure you that
there’s a workable system that will help all of your
employees become more successful.

Essentially, there are two basic theories about
managing the design/build process. The first is to
have your designer be responsible for everything.
"This means not only designing, estimating and
selling the installation, but also taking on the addi-
tional production responsibilities of job scheduling,
project management and job costing. The second
theory is to define clearly the roles of “design” and
“build,” allowing each department to focus on one
part of the process or the other. By the time you fin-
ish reading this column, I think you’ll be able to tell
which theory I subscribe to and why.

Regardless of whether or not you want to believe
it, personality-wise, landscape designers are differ-
ent from production people, and vice versa. There’s a
scientific reason for this. Designers typically are right-
brained. They’re visual learners. They are creative by
nature—intuitive and free spirited—and depend more
on visual cues to understand. As you probably know,
they’re emotional and easily swayed by their feelings.
Unfortunately, they also tend to be unorganized, lack
time-management skills and they don’t prioritize well.
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The design/build brain

On the other hand, production people are typi-
cally dominated by the left side of the brain; they’re
auditory learners. They learn through listening
rather than by seeing. Unlike the creative and
inquisitive right side of our brain, the left side is
responsible for organization and logic. Therefore,
those who have a dominant left side are typically
thorough, prefer schedules and deadlines and love
rules and regulations.

All this means that regardless of how much
you may want your design/sales department to
manage the installations, it’s nearly impossible to
find a right-brained, creative, free thinker who is
well organized and likes to follow the rules. The
opposite is true as well. No matter how much you
may want your ultra-efficient production supervisor
to learn how to think outside the box and creatively
problem solve, it’s probably not going to happen;
he’s not programmed that way.

Although we all have a dominant side of our
brain, none of us is either 100 percent right-brained
or 100 percent left-brained. We are a mixture of
both, meaning there is hope for you, your employ-
ees and your business.

Now that I've given you some scientific proof
that there’s a real reason why you need to split the
positions, what’s my advice to you? Save yourself
alot of ime and aggravation and don’t try to have
one person manage the entire process. Instead, find
a creative right-brainer and let him or her design,
sell and schmooze the clients. Then set up your
designer with a time-managing left-brainer who
can keep to a schedule and get things done. Once
you have these two people in place, you just need
to establish some standard operating procedures or
best management practices that allow both sides of
your design/build brain to work together to install
beautiful landscapes, profitably.

To submit a question for Profiting From Design, please contact
Shilan at jshilan@gmail.com.
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In-ground
opportunity

Transforming unused swimming pools
into living pond environments has
presented an exciting opportunity for
this Pennsylvania-based company.

TEVEN KATZ HAS worked in the pond-building, -refur
bishing and -management business for more than
three decades. During that time, some projects
have stood out as especially unique. Take, for
example, the project where the homeowners wanted their
unused swimming pool turned into a pond. While such a
project is a massive undertaking, Katz has found it can have
amazing results.
When customers browse the website for Land &

ADD-ONBIZ

BY CASEY PAYTON << EXTEND YOUR BUSINESS

Steven Katz says
pool-to-pond

conversions are
fulfilling.

pond environment, so they need to be filled in before the
process can even start.

“We're basically building the pond backwards when we're
starting with a swimming pool, because we're doing a lot of
the work from the underground up,” Katz says. " Starting from
scratch is a blank canvas, and that's easier to work with.”

The result is a pond that homeowners can actually wade
into. “Many of our clients grew up with lakes, streams and
ponds and they like the idea of swimming in clarified water
surrounded by a few fish and some lovely plants,” Katz says.
“The clarity of the water is beautiful and naturally maintained

The profit opportunity from a swimming pool conver

4

Seascapes in Aston, Pa., the page opens
with a video of what looks like a beauti-
ful, naturally occurring pond, complete
with plant

life and fish.
They're sur
prised to learn
that the pond
had a former
life as a swim-
ming pool.

“In the
Northeast envi-
ronment where
we're based,
swimming pools don't exist well here,”
Katz says. “A lot of people have them put
in but they soon realize that they only
get, at most, three months of use out of
them. Then they're staring at an unsightly
cover for eight months.” Many homeown-
ers tire of that, Katz says, adding that
Land & Seascapes saw an opportunity to
transform underutilized pools into year
round features.

[t may seem that already having a
pool dug out would make pond installa-
tion easier, but transforming a swimming
pool into a pond is more complex than
starting a pond from scratch, Katz says.
Pools are too deep to allow for a thriving

Pools need to be filled
& in to allow for a proper
& pond environment.

COMPANY: Land & Seascapes
OWNER: Steven Katz
YEAR FOUNDED: 1980

YEAR OF FIRST POOL-TO-POND
CONVERSION: 1991

LEARNING CURVE: “The best
experience is gained over the
course of building hundreds of
ponds and pond environments
while working hands-on with
my crew at many job sites,”
Katz says.

EQUIPMENT INVESTMENT: Pool
conversion projects definitely
required an investment in
additional equipment, says
Katz. The list included: skid-
steers, track hoes, buckets
with thumbs, several types of
hydraulic equipment, vibratory
sheep’s foot rollers, jumping
jack and pressure plate tam-
pers, over-sized mechanical
hand tools and more.

sion is much bigger than that of a typical
garden pond. Projects start at about
$150,000 for the conversion, a water
feature and landscaping. But the amount
of time, manpower and overall trouble-
shooting involved makes it a much more
complicated process. Because of the cost
and scope involved, the company doesn't
do many pool conversions—to date it's
done five—but Katz says the conversions
are fun despite their challenges.

“One of the challenges is access,’
Katz says. “This requires big machinery.
We need a good 8 feet to 10 feet of ac-
cess just to bring in the machinery and
transport our materials.”

To make homeowners aware of that,
Land & Seascapes markets the concept
in display ads and on Google AdWords. It
also wants potential clients to consider its
other service—installing a “swim pond en-
vironment” from scratch as an alternative
to standard swimming pool installation.

Katz is doing his best to spread the
word that swim ponds have as many ben-
efits as swimming pools. “VWe want home-
owners to know that they don't have to live
with a pool they don't want,” he says.

Payton is a freelance writer with eight years of
experience writing about the landscape industry.

JULY 2013 | LANDSCAPEMANAGEMENT.NET 33



LVMIREPORTS

YOUR GUIDE TO PRODUCT RESEARCH

el |RRIGATION

34

5000 PRS rotors and 1800 PRS sprays

Rain Bird's 5000 PRS rotors and 1800 PRS sprays feature pressure-regulating stems
(PRS) with Flow Optimizer technology. By regulating water pressure at the head,
this technology can help save approximately 1 gpm per rotor or spray, according to
the company. It also eliminates inefficient misting or fogging.

Rain Bird // RainBird.com/prs

Aquicare

Aquicare wetting agent helps irrigation practices by preventing localized dry spot
conditions and rehydrating water repellent soils. Offering both preventive and
curative relief, Aquicare helps reduce surface tension of the water droplets to
make water wetter, improving its infiltration. It also is designed to resist excessive
water retention on the soil surface.

WinField Solutions // Winfield.com
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FAULTS.

MANUAL DIAGNOSTICS

Novo

Novo, a compact two-wire converter, is
designed to quickly transform any standard
multiwire controller to two-wire operation
by using a “plug and play” feature. Novo
installs alongside the host controller and
handles up to 32 two-wire stations. The
host multiwire controller continues to run
all scheduling programs and “talks” to the
new two-wire valves and decoders via the
Novo converter.

Underhill International // Underhill.us

MP3500

The newest addition
to the MP rotator
family, the MP3500,
provides coverage
from 31 to 35 ft.,
which allows for
specification in mid-
range applications.
While this is the
longest MP rotator to
date, it still maintains
the efficiency-
focused features

of the line, such as
matched precipitation, wind-resistant
streams, robust design and uniformity.
Hunter Industries // Hunterindustries.com
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SEEDERS

SL220 Overseedr Slicer/Seeder
Slice through compacted soils and thatch
while seeding with SourceOne's SL220
Overseedr Slicer/Seeder. High-carbon steel
fixed knives slice up to 0.5 in. deep for mini-
mal disruption of existing grass. An
adjustable-rate hopper drops seed or
fertilizer in front of the knives to be
transferred into the soil.
SourceOne //
SourceOneOPE.com

TriWave 40

Turfco's TriWave 40 tow-behind overseeder
quickly attaches to most turf vehicles to
overseed and spot seed a variety of areas
with any seed and no mechanical changes.
With the patent-pending WaveBlade tech-
nology, the counterrotating blades enhance
germination and decrease turf disruption.
The seeder also features floating heads that
follow the contour of the ground. It's cov-
ered by a two-year warranty.

Turfco // Turfco.com

20-in. slit seeder

Toro's 20-in. slit seeders are capable of
power-seeding, dethatching and verticut-
ting. These three-in-one machines hold up
t0 40 Ibs. of seed, allowing operators to
seed up to 8,000 sq. ft. without refilling.
They deliver zero-turn maneuverability, even + ({48 [\ \]\ .
on hills, and a variable-speed drive system : .;’__ A %
that allows forward and reverse operation. I ey y
TheToro Co. // Toro.com/professional Y - :

TeWave 40
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EASY INSTALLATION IS A LOK.

Who says there are no sure things in construction? Hardscapes built and designed with VERSA-LOK are a cinch to go up quickly and
easily. Our pinned in place design makes perfect installation and structural stability a sure thing. When you use VERSA-LOK, once it's
built, it's built to last. And last. To create retaining walls, freestanding walls, columns, steps and ore with no need for special units,
there’s only one product to trust. Simple, reliable and beautiful. That's the VERSA-LOK promise.

To find out why landscape architects prefer VERSA-LOK, call (800) 770-4525 or visit www.versa-lok.com.

Mosaic Random

Freestanding
Walls Face Patterns

Fully Integrated
Stairs Tall Walls

\lERS‘g.()WD

Retaining Wall Systems

Solid Solutions."

Random-Pattern Freestanding

Columns

Multi-Angle
Corners
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—p ZERO-TURN MOWERS

6000 Series

Toro has updated its line of Z Master Professional 6000 Series propane mow-
ers with new closed-loop electronic fuel injection 27-hp Kohler Command
Pro EFI propane engines. These new models incorporate closed-loop EFI
technology that improves fuel efficiency, features best-in-class starting and
can reduce downtime because the mowers operate without carburetors.
Toro // Toro.com/professional

SO SMOOTH,
YOU’LL FORGET
IT'S AN AERATOR.

THE NEW
STEERABLE
AND
REVERSIBLE

TURNAER’
XT5

AERATION HAS
NEVER BEEN
THIS EASY,
COMFORTABLE
OR PROFITABLE.

>More lawns per day

- Easier on the operator

- Smoother, quieter operation
- Easier to service

- Better hill-holding ability

-All for a great price

Call today to see what
the XTS5 can do for you.

800-679-8201

TurRFco

DIRECT

WWW.TURFCODIRECT.COM
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Lazer Z S-Series

The new propane-fueled Lazer Z S-

Series zero-turn rider can achieve up to 7.5
hours of operation on a single tank of fuel.
The automotive-style, closed-loop electronic
fuel injection system optimizes air/fuel set-
tings based on exhaust output, in real time,
to maximize performance and efficiency.
The ECU-controlled start-up simplifies

the sequence and
eliminates the need
for a choke.

Exmark // Exmark.com

2960EFI

The new zero-turn model 2960EFI mowver,
part of Dixie Chopper’s Silver Eagle Series,
features a 60-in. cutting deck for mowing

up to 5.3 acres per hour. It is powered by a
29-hp Kohler electronic fuel injection (EFI)
engine, and it's equipped with a heavy-duty
Hydro-Gear pump and Parker wheel motors.
Dixie Chopper // DixieChopper.com




Model 126V-52

Model 126V-52, a new compact zero-turn mower, features a
fully hydraulic, integrated pump-and-wheel-motor transmis-
sion; a 26-hp B&S Commercial Turf engine (with an extended
three-year engine warranty); a 52-in.-wide, 5.5-in.-deep cutting
deck with foot-pedal and drop-pin height adjustment; large
turf-style drive tires; and a fully-cushioned Cordura-covered

seat with padded armrests.

The Grasshopper Co. // GrasshopperMower.com

TECHNOLOGY

PRO Landscape Companion

PRO Landscape Companion, a professional landscape design
app for tablets, is now available for Android tablets. PRO Land-
scape Companion integrates with PRO Landscape design soft-
ware and allows users to create, edit and present designs on a
tablet. PRO Landscape Companion is free for PRO Landscape
users and is also available for iPad. PRO Landscape is a complete
landscape design software and includes photorealistic imaging,
night and holiday lighting, CAD, estimating, 3-D renderings and
mobile tablet applications.

Drafix // PROLandscape.com

The P.V.BLOCK BOX will come in one size 24x24x12
this will fit all wall mounted Pressure Vacuum Break-
er units ranging from 34" to 2 2" as you may have

-

seen at the 2012 irrigation
show this product is profes-
sionally builtin the US.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 \ f
A

it from being stolen.

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

JULY 2013 | LANDSCAPEMANAGEMENT.NET 37



CHECK OUT THE NEW PRODUCTS.
THEN HEAD OUTSIDE FOR THE DEMOS.
GIE+EXPO’s 19-acre Outdoor Demo Area
is a grownup’s ultimate playground and a
businessperson’s serious research center.
Conduct your own research. 750 exhibits
indoors and out.

Thinking about expanding your services?

Browse the newest hardscape products in Hardscape
North America - collocated with GIE+EXPO,

indoors and out. Upgrade your registration to learn
installation techniques in HNA’s Outdoor Arena.

You’ll Never Look at Networking the Same Way Again
Scheduled meetings, booth visits, roundtable
discussions - GIE+EXPO provides the perfect setting
for powering up your opportunities.

The networking continues with free evening concerts!
Wednesday, Oct. 23 e Craig Morgan

Thursday, Oct. 24 e Three Dog Night

Friday, Oct. 25 e Holly Williams

REGISTER EARLY FOR $2,000 TRAVEL PRIZE! n D

IE+EXPO

THE GREEN INDUSTRY & EQUIPMENT EXPO

Kentucky Exposition Center o Louisville, KY
Toll Free: (800) 558-8767 « Phone: (812) 949-9200
WWW.GIE-EXPO.COM e« info@gie-expo.com
Oct. 23, 2013 - Dealers, distributors, retailers & media only
Oct. 24-25, 2013 - GIE+EXPO open to all in the industry

GIE+EXPO is SPONSORED BY
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The ad index is provided as an additional service. The publisher does not assume any liability for errors or omissions.

[ Coming in August ]
Obamacare: It’s here

The Affordable Care Act has been looming over busi-
nesses since it was signed into law in 2010. Many of the
law's major provisions are effective January 1, 2014 — less
than six months away. So, will
“Obamacare” batter or bolster
your bottom line? \We delve
into the topic and offer strate-
gies for how Green Industry
companies large and small
can minimize the impact to
their businesses.
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Every month the Classified
Showcase offers an up-to-
date section of the products
and services you're looking
for. Don’t miss an issue!

e B

Call Kelli Velasquez at
216-706-3767,

Fax: 253-484-3080,
E-mail: kvelasquez
@northcoastmedia.net

CLASSIFIEDSHOWCASE

Landscape

Management

. ~

Marketing solutions fit for:
* Outdoor

* Direct Mail

* Print Advertising

* Tradeshow/POP Displays
« Social Media

* Radio & Television

Logo Licensing | Reprints | Eprints | Plaques

Leverage branded content from Landscape Management to create a
more powerful and sophisticated statement about your product, service,
or company in your next marketing campaign. Contact Wright's Media
to find out more about how we can customize your acknowledgements
and recagnitions to enhance your marketing strategies.

For more information, call Wright's Media at 877.652.5295 or visit
our website at www.wrightsmedia.com

0 KOGII ymlr
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Payment must be received by the classified
closing date. We accept Visa, MasterCard, and
American Express.

Mail LM Box # replies to:

Landscape Management Classifieds, LM Box#____
1360 E. 9th St., Ste. 1070

Cleveland, OH 44114

{please include LM Box # in address)

BUSINESS FOR SALE

BUSINESS FOR SALE
TREE BUSINESS
CENTRAL NEW JERSEY
Thirty-five vears
serving suburban communitics
between NYC and Philadelphia.
Gross sales TM.

Owner retiring, available immediately.
Services include tree removal,

trimming, stump cutting and all liquids
tree fertilizing, spraying and injections.
Also lirewood, mulch mlg.,
consultation, ctc... LAB cxpected in this
market in onc-two vears. ‘This is arca in
which ash is a natural dominant urban
and wild forest tree.

Purchase options include name,
phonc number, web site, Arbor Gold
and Quick Books data bascs,
equipment, [ull shop and land.
Detailed prospectus available.
Reply to grant1386@ gmail.com

BUSINESS OPPORTUNITIES

Incorporate
for as little as $99

Visit www.incorporate.com

or call 800-616-0216

THE .E .,E
COMPANY Hrhies
CORPORATION [ 2

INCORPORATING WHAT'E RIGHT FOR YOU Save $2_5 hy
scanning this code

HELP WANTED

FLORASEARCH, INC.

In our third decade of performing
confidential key employee searches for
the landscape/horticulture industry and

allied trades worldwide.
Retained basis only.
Candidate contact welcome,
confidential and always FREE.
1740 Lake Markham Road
Sanford, I'L 32771
407-320-8177 ¢ Fax: 407-320-8083

E-mail: search@florascarch.com

www.florascarch.com
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1-MINUTE MENTOR

INSIGHTS FROM GREEN INDUSTRY LEADERS » INTERVIEW BY BETH GERACI

Chris Davitt

President of Ruppert Landscape, Laytonsville, Md.

Who's your mentor? Over the course of my life
and career, my mentor has changed, but one ;
is Craig Ruppert. That started when | first be- :
gan working with Craig [at age 11]. There are - OFF THE
just so many fundamental processes about - CLOCK
work and life that Craig coached me on.
Additionally, my mother has always served
as a mentor. She passed away a year ago, but
she had the best outlook on life of anyone I've
ever known. She could turn the most negative

IF I KNEW THEN WHAT | KNOW

NOW, | WOULD... Have shown
our kinder, gentler side earlier.
It's part of running a good

situation into a positive. business.
) . “; I FEEL MOST

How did you meet company founder Craig Ruppert? He was a . COMFORABLE...
friend of my brother’s. Craig worked construction during the day. Afterward, he'd / Facing
pick up my brother and they'd work until dark. My brother grew tired of it, but | ~ challenges. The
loved it. | was 11 years old and being treated like an adult. | remember | used to - bigger the challenge
run with the lawn mower. Our plan at that point was to just outwork people. the better.
What are some of the most notable changes you've observed at Ruppert over the years? 7~ IFTHERE'S ONE THING I'VE I

LEARNED FROM WORKING IN THE
GREEN INDUSTRY, ITSTHAT ____ .
Itinvolves people from all walks
of life—and challenges that
never seem to be the same.

Learning the art of personnel management was a big part of the company’s
development. When we were in the process of trying to outwork everyone, we
didn’t think being liked was part of the equation. We started attending seminars
and learned the value of people management and the value of systems. Systems
can turn good ideas into reality.

1 ALWAYS SAID SOMEDAY I'D__.
I never said this out
2. loud, but | think, in
. some grandiose
imaginings, you go
through life thinking
you're going to
make a big impact on
Earlier this year you announced you'll retire in January, at age 53. Why? And what do you plan to / the world. There's still
do in retirement? My wife, Kate, and | have six kids. We have two grandkids, and in ~ plenty to do in that arena.
the next few years we suspect we'll have several more. /
| like the idea that we can send our kids on a getaway,
watch their kids and be a life coach.
I'd also like to run a marathon, travel and heat my

house with wood that I've cut and split. | expect the
novelty of that project to wear off within a year.

0Of all the initiatives and deals you've been behind at Ruppert, which ones are closest to your heart?
The most satisfying are always people related. | enjoy reminiscing about various
people who were at a crossroads and had considered leaving the company.

But with the company'’s help, they overcame their challenges, stuck with their
career and are better off 20 years later. When the company helps an employee
get through a situation, those are the most satisfying moments.

What are you proudest of? \We've had a very active con-
nection with many charities over the years, including
Food For the Poor and Easter Seals. | think these
connections have made us a better company.

A N R T S
PHOTOS: ISTOCK INTERNATIONAL INC.; CHRIS DAVITT
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