
Your Vision, Their Dream – Anywhere
Communicating your vision to prospective customers has never been 

easier with PRO Landscape design software. Whether your design 

platform is a desktop, laptop or tablet you can design and sell anytime, 

and now – anywhere. 

PRO Landscape is not only easy to use, but feature rich including 

stunning photo imaging, night and holiday lighting, 2D CAD, 3D 

renderings, and complete customer proposals. 

Bring your customer’s dreams to life – starting today!

prolandscape.com 

sales@prolandscape.com 

800-231-8574 D E S I G N  S O F T W A R E
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MARKETWATCH

Going organic
Several lawn care pros using  

organic soil amendments say they’ll  
never go back to their old ways.

                                                              By BETH GERACI

LAWN/TREE CARE

▶

Grassmaster Plus Managing 
Partner Gerry White, a former 
golf course superintendent, 
uses Holganix soil amend-
ments to reduce nitrogen  
and other inputs.

continued on page 44

A t a time when organic 
lawn care products are 
gaining buzz in the Green 
Industry, one product in 

particular is making a strong push in the 
market. And the lawn care professionals 
using it say they’re seeing results. 

The product is called Holganix. It’s 
a 100-percent organic soil amendment 
that functions as a biostimulant, enabling 
plants to efficiently take up nutrients  
and pesticides. 

Some companies are hesitant to use 
Holganix, a type of compost tea, because 
it must be refrigerated in special refrig-
eration units at 33 to 44 degrees. But the 
vendor provides and sets up the units 
for clients at no cost. The units come in 
three sizes based on the amount of the 
product a company will need. 

“I don’t see us going back to what we 
were doing before—not at all,” says Ed 
Fleming, owner of Milton, Del.-based 
Lawns Unlimited. Fleming made the switch 
from liquid fertilizers and micronutrient 
packages to Holganix two years ago, want-
ing to reduce the amount of nitrogen and 
herbicides applied to his customers’ lawns. 

“The concern was the amount of 
nitrogen we applied,” he says. “We 
wanted the plant to not be dependent on 

it as much. The more fertilizers that we 
apply onto these lawns, the more we’re 
reducing the biology in the soil.”

PLANT HEALTH ELEMENTS
Fleming, who is an agronomist, learned 
about Holganix from one of his distribu-
tors. Since he’s been using it, he says 
he’s noted better color, fewer disease 
problems, healthier and stronger root 
systems and better control of broadleaf 
weeds on his customers’ lawns. 

“Based on the depth of the roots and the 
thickness of the turf, our lawns just stand 
out compared to our competition. They’re 
greener, thicker and healthier,” he says. “And 
the program is cumulative, so the longer 
you use it, the better the results are.”

Gerry White, managing partner at 
Grassmaster Plus in Georgetown, Mass., 
north of Boston, has been using Holga-
nix since last June. White had a 20-year 
career as a golf course superintendent 
before making his foray into lawn care 
six years ago. As a superintendent, he 
used organic products on fairways and 
greens to maintain the health of the soil.

When White saw Holganix, he 
thought it could help reduce his inputs, 
including the amount of nitrogen and 
pesticides his workers applied.



WEBINAR #2:

BUILDYOURBUSINESS 

WEBINAR SERIES

Treating scale 

Thursday, May 23, 2013 

10 a.m. PT/1 p.m. ET 

WEBINAR DESCRIPTION:

Join Landscape Management for an hour-long webinar on treating scale insects. Our 
experts will cover both the technical side of treating these potentially damaging insects 
and the business side of educating customers and selling it as a service.

PRESENTERS:

Scale identifi cation and control

Joe Boggs
Assistant Professor
The Ohio State University 
Extension

Boggs is a commercial 

horticulture educator, providing 

support to the Green Industry. 

His specialties include classroom and hand-on 

teaching of tree/shrub plant problem diagnostics 

and management, invasive species and applied 

entomology.

MODERATOR:

Marisa Palmieri, Editor of Landscape Management 

Scale: educating customers, 
evaluating products and treating trees

Rex Bastian, Ph.D.
Regional Technical Advisor
The Care of Trees/Davey Tree Expert Co.

Bastian joined The Care of Trees in January 

of 1989 after receiving his Ph.D. from Iowa 

State University, majoring in entomology. His 

emphasis is on education and training, public 

relations and diagnostics. He is an ISA Board Certifi ed Master 

Arborist and currently serves on the ISA Board Certifi ed Master 

Arborist Test Committee.

DON’T MISS THE SECOND WEBINAR OF THE BUILD YOUR BUSINESS SERIES!

REGISTER NOW! LANDSCAPEMANAGEMENT.NET/WEBINARS

Sponsored by: Brought to you by:

FREE 
Scale Treatment 

Webinar
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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 goal is to have a thicker lawn 
and fewer inputs of pesticides and 
herbicides,” White says. “I would say I’ve 
been able to cut my herbicides down, 
from a rate standpoint. I want to see it 
through another season, but I’m defi-
nitely intrigued by it and happy with the 
results I’ve seen so far”—results such as 
thicker blades of grass that grow laterally 
instead of vertically, he says.

Scott Whitehead, CEO of Unlimited 
Landscaping and Turf Management Inc. 
in Buford, Ga., is new to the Holganix 
program, launching it Jan. 1. It’s too 
early to see results, since the grass is just 
now coming out of dormancy, White-
head says, but he’s optimistic.

ENVIRONMENTAL CONSCIOUSNESS
The environmental health benefits and 
fewer inputs of Holganix are most appeal-
ing to Whitehead. “We want to give 
customers exactly what their lawn needs 

and not more than that—to avoid having 
products just run off into our lakes, rivers, 
creeks and streams,” he says. 

In years past, Unlimited was “fertil-
izing non-stop,” Whitehead says. But he 
got fed up with that. “We wanted to set 
ourselves apart and have 
a more organic approach 
than our competitors.” 

Using less fertilizer also 
is vital for Fleming, who’s 
focused on environmen-
tal stewardship. “Using 
organics is important for 
being a good steward of the 
soil and the earth,” he says. 
Whereas slow-release fertilizers used to 
be on Fleming’s agenda, now he’s focused 
on “preserving the biology in the soil, so 
the soil can feed the health of the plant,” 
he says. “It’s kind of like either putting 
people on welfare or giving them a job so 
they can be dependent on themselves.”  

Holganix can be more expensive than 

typical fertilizing products—White says 
it increased his material costs by about 5 
percent. But “the benefits far outweigh 
the costs,” he says. “If you look at the 
whole picture, in the long run it will save 
money because you can reduce your rates, 

spend less time spraying on the property, 
all of those things are going to build up as 
time goes on.” 

One year into it, White has Holganix 
on all his trucks. “I wanted to see it last 
year,” he says. “I wanted to believe it, and I 
saw good enough results where I made the 
switch completely. I’m all in, baby.” LM

               We want to give customers 
exactly what their lawn needs and 
not more than that.”  
—Scott Whitehead, Unlimited Landscaping

“

continued from page 42
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W
HEN WINTER’S ICY 

tendrils snake their 
way through the 
northern part of 
the country, many 

contractors put the mowers away 
and attach plows to the fronts of their 
trucks. But today they’re doing so on 
the heels of a couple seasons where 
snowfall was erratic and unpredictable.

In the face of such uncertainty, 
contractors can’t confidently rely on the 
residential market to earn their winter 
keep, and many of them have come to 

prefer the steadier, long-term income 
generated by commercial accounts. 

Nonetheless, snow contractors 
have found several ways to differentiate 
themselves and make money from their 
residential services. Here’s a look at how 
three contractors are doing just that.

Short-term accounts
Madison, Wis.-based Barnes Inc. provides 
both commercial and residential service 
during the long Wisconsin winters. And 
while the bulk of the winter income is 
derived from the commercial accounts, 

Barnes is growing its residential base, 
often with the clients dropped by competi-
tors leaving this part of the market. 

“It’s a balancing game,” 
says Chris Schultz, quality 
control coordinator  
and sidewalk snow 
removal division man-
ager for Barnes. 

“When you transition 
to residential, you have  
to do that in a timely fashion,” 
he says. “Getting to your 
residential accounts as 
soon as you can after your 
commercial accounts is 
the challenge.”

GUIDE

continued on page 46
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Three snow contractors put a new twist  
on winter’s residential market.  BY DAN JACOBS

   On the home front

BARNES INC.’S 
CHRIS SCHULTZ

Snow and ice 
contractors are 
adding specialty 
services and 
equipment like 
agricultural tractors 
to improve residential 
snow profits. 
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continued from page 45
Barnes is large enough and flex-

ible enough to offer traditional snow 
services along with vacation and 
emergency services. Many customers 
are content to take care of their own 

driveways—until a big snow comes 
along. Nobody wants to shovel a 15-in. 
snowfall, Schultz says.

“Because we are so big, we’re able 
to take on customers for a short period 
of time,” he says.

Even when the snows don’t pile up 
quite that high, many customers call on 
Barnes to provide services while they’re 
away for the holidays or on a business 
trip. They hire Barnes to take care of 
their properties during those times.

“We’re very flexible like that,” 
Schultz says. “Whenever our custom-
ers are gone and need snow removal 
services, we’re there for them. It’s 
a nice service to be able to offer for 
people because it’s one less thing they 
have to worry about. One less thing 
customers want to do is come home to 
three fines because their snow removal 
wasn’t done. It’s one phone call. It’s 
peace of mind for them.”

It’s all about delivering on a need. 
“We’ve been doing that forever,” Schultz 
says. “It’s one of our selling points. 
We’ll pick up full-time customers from 
that because they’re so happy with our 
service that we’re able to fit them in for 
a week or two. They don’t want to con-
tinue to do their own snow removal, so 
they’ll hire us out for the rest of the sea-
son. It’s a nice service for our customers 
because we’re able to take the work on 
and not lack any quality or service.”

Concierge service
The unpredictable nature of winter 
weather often brings late night and 
sometimes very long hours. 

When he first entered the Green 
Industry, Aaron Smith worked in snow 
removal for a large landscaping com-
pany in Minnesota.

“I could be gone for 80 hours straight 
and not see anybody, not sleep and 
barely eat,” says Smith, general manager/

continued on page 48

Spreader Encapsulant

Salt & Chloride Neutralizer

Apply once to encapsulate and
seal — you're all set for summer storage! 

Blocks the rusting process —
Impervious to even the most torrential rains.
Keep moisture, oxygen and salt away!

Environmentally responsible —
Will not wash off and contaminate the soil.

Easy, one-step application process — 
Protect in justminutes! Trusted by over 40

 

www.rhomar.com
solutions@rhomar.com

Removes  white salt residue left behind 
from pressure washing with detergents
 — use NEUTRO-WASH

TM  
before 

applying LUBRA-SEAL®.

Put a STOP to corrosion corruption 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

State Departments of Transportation.

LUBRA-SEAL is 
easy to apply. 

Watch a short video 
at rhomar.com

Providing short-term snow removal 
services is a gateway to full-time 
customers for Barnes Inc.



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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sales manager for Essex, Vt.-based S&D 
Landscapes. “It was fun for the first two 
events. After that it got kind of old.”

It was old for his new bride, too, and 
Smith promised when he started work-

ing in the family business he wouldn’t 
work those hours again. Yet the allure of 
winter income proved too strong. 

Not wanting to break his promise 
to his wife, Smith had to find a way to 
bring in the income without working 

those long hours. Smith’s solution was 
to offer a highly personal, higher-margin 
concierge snow removal service.

“We use walk-behind snow blowers,” 
Smith says. “We service some of our 
summer clients and a few who are not. 
The minimum charge is $45 for a single 
width or a very short double-width drive-
way from 3 in. to 6 in. of snow. More than 
6 in. is $65. In the case of continuous 
snow, we’re trying to be there every 4 in.”

The route is small and Smith uses 
only two workers. And the service 
includes more than just clearing snow 
from a driveway.

“If your car is in the driveway, the car 
will get brushed off,” Smith says. “It does 
not get scraped for ice for liability reasons. 
We hand shovel around all the cars so 
there is no snow underneath the car. We 
snow blow the front walks and city walks.”

Because S&D only provides the con-
cierge snow removal to a few customers, 
the service can be customized, such as 
clearing a client’s back deck by request.  

“The beauty of it is, it was an after-
thought,” Smith says. “Because our 
budget is set up to recover in the sum-
mer, this boils down to extra operating 
capital and keeping guys busy.”

Smith acknowledges it’s been 
difficult to manage expectations. Two 
years ago there wasn’t that much snow, 
and customers were thrilled with the 
service. Last year, when the snow was 
much heavier, some customers found 
themselves with a $500 monthly bill. 

That said, Smith has some very 
devoted followers.

“We looked at doing something 
else, expanding in a different direction, 
and we got some push back when we 
suggested we would drop the service,” 
Smith says.

Tractor-based approach
Chris Marino, owner of Xtreme Snow 
Pros of Mahwah, N.J., visited a Mon-
treal, Canada-based colleague to learn 
about the approach contractors there 

continued from page 46

continued on page 51

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. 
Visit us at SIMA booth #106

FULL TIME. OVERTIME.
ANY TIME.

DELIVERS
SNOWEX

UPTIME.



Follow Us:More jobs. Done faster. | westernplows.com

Also available for skid-steer loaders.

The new PRODIGY™ snowplow features an ingenious patented mechanical wing design that 
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THE

APP FOR iPad
®

NOW
AVAILABLE!

FREE

DOWNLOAD 

IT TODAY!

Search Landscape Management HD on the App StoreSM

Link:  http://itunes.com/apps/LandscapeManagementHD

For more information, visit LandscapeManagement.net

Apple, the Apple logo and iPad are trademarks of Apple Inc., registered in the U.S. and other countries. App Store is a service mark of Apple Inc.


