President’s Message

hat a year it has been! A year of hang-
ing on rather than making great progress.
A vyear of struggle, lots of working hours,
less reward than we deserve and a year that
strained us financially, creatively and ethically. A year
when the essentials became important and the trimmings
were given up. A year when we had to let good people go
and bear the burden of responsibility that makes business
ownership a game for grown-ups. The good news? A lot
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of us were tested this year and a lot of us made the grade.

There are a few things that | have been think-
ing a lot about in the last 12 months and | hope you’ll
bear with me as | talk some of them through with you.
What is the future of the landscape irrigation busi-

What we have discovered in the last 15

years is that the law has few teeth and

the state Attorney General’s office does
not aggressively go after violators.

ness? How can we improve the economic and politi-
cal atmosphere in which we operate? What do we owe
to our customers, our employees and our fellow contrac-
tors? Why should | continue to pay my dues to the IANJ?
| received a letter three weeks ago from a contrac-

tor in Edison, NJ. | don’t have his permission to use his
name but he wrote with the pen of frustration. “Why is it
that 1 am losing jobs to unlicensed contractors? I’ve sent
many complaint forms into the IANJ and nobody does
anything? Why should I be the sucker and pay my IANJ
dues and my licensing fees when these other guys don’t and
nobody does anything about it?” This was my response:
“Thank you for sharing your frustration with a matter
that has frustrated us all for many years. The IANJ is no
less concerned and upset by the enforcement, or | guess |
should say lack of enforcement, of the Landscape Irriga-
tion Contractor Licensing Law than you are. As the trade
association that represents landscape irrigation contractors
in New Jersey we have no power of enforcement but we
always have and are still working hard to get it enforced.
When the law was passed in 1993 we all antici-
pated that the state would crack down on un-licensed
contractors. What we have discovered in the last 15
years is that the law has few teeth and the state Attor-
Continues on page 2

IANJ December Newsletter 1



New Jersey
Irrigation

NEWS

The Newsletter of the Irrigation Association of New Jersey

IANJ Newsletter is published four times a year by the

Irrigation Association of New Jersey.

Editor
John J. Carbone Jr.

Please address inquiries to:
Editor, New Jersey Irrigation News
170 Kinnelon Rd., Ste. 33
Kinnelon, NJ 07405
Tel: 973-283-9696
Fax: 973-838-7124
www.ianj.com

Art and Typography by
Trend Multimedia
(732) 787-0786
Fax (732) 787-7212

Please address inquires or for ad placement:
Irrigation Association of New Jersey
170 Kinnelon Rd., Ste. 33
Kinnelon, NJ 07405
Tel: 973-283-9696
Fax: 973-838-7124
www.ianj.com

Executive Board
Bill Wise, President
Ed Santalone, Vice President
Eric Nelson, Treasurer
John Carbone, Jr., Past President

Trustees
Michael Edminston
Art Elmers
Doug Gardner
Scott Scherer
Grover Snyder
Wade Slover

Executive Director
Patricia S. Koziol

Printed on recycled paper

President’s message

Continued from page 1

ney General’s office does not aggressively go after vi-
olators. There have been some fines issued but the lev-
el of enforcement has not satisfied anyone. So what is
your association doing about this? It’s a fair question.

Beginning in about 2006 we have employed MBI-
Gluckshaw, a lobbying firm, to help us out on sever-
al fronts. We have used them to guide an amendment to
the licensing law through the legislature for the last two
years. This amendment strengthens the licensing law and
makes it easier for the state to enforce. It should make a
big difference in getting un-licensed contractors prosecut-
ed. The bill has passed the Assembly and we are work-
ing to get it through the Senate before the year ends.

So what else has your association done to support you?
I don’tknow if you are aware of the fight that landscape light-
ing contractors are currently having with the electricians
but the union electricians want to have a licensed electri-
cian on every landscape lighting job. The IANJ fought this
same fight with the electrical lobby back in the 1980°s and
we won. We have a right guaranteed by law to install low
voltage irrigation control wiring without hiring an electri-
cian. We recently got the state to recognize that residential
backflow preventers are high hazard and should be inspect-
ed every year. This will bring additional revenue opportu-
nities to our members. We sponsored and got passed a law
requiring a rain shut-off device on every landscape irriga-
tion system. This brings additional revenue to our mem-
bers and shows our concern about water conservation. For
the last two years we have been promoting a bill to allow li-
censed landscape irrigation contractors to install backflow
preventers. This will be a huge benefit to us as we will be
able to legally do our own taps. Through MBI we also mon-
itor any bills, laws, proposals and efforts to infringe upon
or regulate our business. We just responded to the plumb-
ers’ attempt to try and narrow the type of work we can do.

In addition to the legislative activity we support with
our money (your money), we have offered one of the best
and most professional educational programs in the country
with our Winter Technical Seminars each winter. We offer
our members affordable health insurance through AMT.
We provide you with a way to demonstrate to your cus-
tomers and potential customers that you are a professional
contractor and care enough about your industry and your
livelihood to support an organization that strives to in-
crease the competency and professionalism of its members.

I hope you continue to be a member of the IANJ. We
are a group of volunteers that spend a lot of time trying to
protect and improve our industry. The next few years will

see a lot of changes and challenges. The US EPA has us un-
Continues on page 3
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President’s message

Continued from page 2

der the microscope with the recent release of Water Sense
recommendations for residential properties. The state is al-
ways looking at ways to regulate and reduce water use. We
are not opposed to these measures but we need organizations
like the IANJ to work with regulators to insure the new irri-
gation landscape is a place where we can all make a living.”

This certainly was not a perfect answer and | have no
idea if it made any difference to this contractor but it did
make me sit down and think about the value of a trade as-
sociation. An association of working people and business
owners that have a common interest and common issues
and who work together to improve their lot. We have done
good things in the last 35 years. We still have a lot of chal-
lenges ahead of us. The missing ingredient is active mem-
bers and a commitment to sacrifice to improve our indus-
try. | understand the “what’s in it for me” argument. But
an association implies that we are, together, working for
the same goals. Group effort is not a win-win for every-
one. The basic rules are you can’t pursue your advantage
to the detriment of the others in your association and for
the thing to work there must be widespread involvement.

This year the reports of contractors using unethical
means to take others’ business have been rampant. It is so
easy to pretend to be “the sprinkler guy” and get the OK to
do a blow-out from a customer who has never done busi-
ness with you and doesn’t pay enough attention. We all
know what this means in a year like this. Each blow-out is
a valuable reward for the good service we have given over
the years. It is the cream at the top of the bottle and the life
blood we use to get through the winter. All is fair in love,
war and business. If we, as business people, don’t deserve a
customer then we should have no gripes when another, more
committed contractor, gets the business. We don’t own our
customers, we earn them. The increasing complaints about
using mis-representation to steal a blow-out or a start-up
are a sign of desperate economic times and the temptations
they bring. But if there is no IANJ who is going to discour-
age things like this? Who is going to make the plea that we
are better than this? Who is going to remind us that profes-
sionalism is like trust. You can’t buy it or make it; you earn
it. It is an honor given to you by others and it is valuable.

Why is it the responsibility of the eleven volunteers
on a board to make all things right? If you want things to
be better what is your duty? At least the contractor that
wrote this letter to me took the time to express his frus-
tration and to that extent he was involved! Good, it’s a
start! Our association, as flawed as it is, is the only ally
we have. If you want it to be better then do something
about it. You don’t have to be on the board. Just show up
at a meeting, attend a class, pay your dues, write us letters!

The next five to ten years will be very critical for the
landscape irrigation industry. We will have intense scru-
tiny and increasing oversight from governmental agencies.
The pressure to use less water and less potable water will
grow and grow. To fight this trend we need to continue to

Our association, as flawed as it is, is
the only ally we have.
If you want it to be better then do
something about it.

lobby the legislature and also to educate them. We need to
be in front of the water conservation issue. We need to be
professional in our work and business ethics so the citizens
we serve will show us the respect we deserve. We need the
irrigation contractors in our state to associate in a common
cause. Join and support us. Ask your friendly competitor
to join and support us. It’s worth the time and effort to pro-
tect and grow the industry that has been so good to all of us.

)+ Swan Pump
\\ —and Supply Co. Inc.

Nobody supports your business Me & fBmidy husiness. Est 19168,

Pump and Well - Sump and Sewage - Water Treatment
Irrigation - Low \oltage Landscape Lighting
Drainage - Ponds and Water Gardens

Swan Pump and Supply Co,
3480 Rt. 8 South
Frashold M OF 728
S5 EEERWANIUMR.COM

732-462-4800

IANJ December Newsletter 3



Fighting For Water

Andy Smith spends his time tirelessly fighting for
the industry at the Irrigation Association.

By: Tom Crain, Lawn and Landscape,
2009 Leadership Awards

s external affairs director for the Irrigation
Association (IA), Andy Smith’s greatest chal-
lenges are to diffuse the heated public policy
discussions on irrigation that intensify every
year. Some of these discussions have been going on since
he began his then-newfound position in 2005.
Smith knows that to be effective in irrigation legisla-
tive issues, he needs to keep steering the conversation back
to science and removing emotion from it.

And that’s no small feat.

“The current debate on the Environmental Protection
Agency’s (EPA) WaterSense program for single homes is a
current challenge in the forefront,” he says. “Industry has
one opinion and the EPA has another.”

Smith says that, regardless of what he or anyone else
achieves, there is always something better we can all aspire
to.

“Leadership is a privilege,” says Smith. “I don’t con-
sider myself as a leader as much as I do a collaborator. We
are all a work in progress. | am constantly working on be-
coming better. 1 just keep putting my ladder up a tree and
keep climbing.”

Smith believes you are only as good as your last ac-
complishment. “As each one of your goals gets pushed
over the top, you have to always be looking for the next
one,” he says.

Although Smith has experienced many milestones in
his career, he always points to the one that “made me — a
constantly talking industry spokesperson — speechless.”

In a surprise ceremony at the Georgia Irrigation As-
sociation (GIA) forum, Ed Klaas, GIA president, presented
Smith with the 2007 GIA Partner of the Year award. He
was selected for the honor because of his active involvement
with the organization’s response to the critical drought con-
ditions in the state.

“Our industry is constantly on the defensive,” Smith
explains. “New, tough ordinances are popping up more
frequently, even to the point of introducing all out bans on
water usage such as what we’ve seen in Georgia. There is
no peace and no rest if you want to stay on top of it all. In
order to be effective, you have to keep your head down and
just keep going.”

Smith believes that it’s critical for successful leaders in
his industry to stay involved through continuing education
and participation in ongoing certification programs. He is
proud of the fact that he was the 13" member to become a
Certified Irrigation Contractor.

Smith grew up around the landscaping industry; his fa-
ther was a landscape contractor. But he chose not to join
his father’s business. After attending college, he became

Smith knows that to be effective in ir-
rigation legislative issues, he needs to
keep steering the conversation back to
science and removing emotion from it.

a cherry farmer instead. Realizing that cherry farming
didn’t pay the bills, he then went to work for an irrigation
contractor.

During the second half of his career, he ran three dif-
ferent irrigation companies in the Boyne City, Mich., area
until he was recruited to join the IA. Even though Smith
chose to break away from his father’s business, he recog-
nizes him as a great mentor and leader in maintaining high
quality relationships with all of his customers.

Smith telecommutes from his home in Michigan, and
endures the same seasonal workload as many in the in-
dustry. But being home allows him some flexibility; he
can break away from his work routine, which begins at
the crack of dawn most mornings, to run his 11-year-old
daughter, Madison, to school each day. Because he works
across many time zones he sometimes doesn’t wrap up his
work until 8 or 9 o’clock at night. In a typical year, he’ll
travel to more than 30 states working on a variety of irriga-
tion issues.

Smith’s wife, Kim, and daughter are his true inspira-
tions. “My wife hustles as much as | do and provides the
necessary support | need for frequent travel away from
home.

“l often wonder what kind of a place | am leaving my
daughter,” Smith says. “Water is a finite resource. The
future of the industry is in our hands. We have to tighten
up on how we use water, which in some cases we use three
to four times more than what’s really necessary. It’s up to
us to manage the resources properly.”
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ATLANTIC IRRIGATION
Specialties, Inc.

www.atlanticirrigation.com

LARGEST FAMILY OWNED DISTRIBUTOR ON THE EAST COAST
Largest Inventory in the North East of

RawdBiro. Hunter B2 Irritrol

Many Additional Manufacturers, inquire at your local ATLANTIC

Locations serving New Jersey ,/
5010 Industrial Road, Farmingdale ; * //
(
1-877-420-8873 \ o
1 \\ * !
39 Waverly Ave, Springfield _gd *
973-379-9314 **
_ 4
90 Newark Pompton Turnpike, Wayne & -
973-628-0203 . "

\ i
// New Jersey/Eastern PA

309 Pinedge Drive, W. Berlin Locations

856-767-1231

We’'re not JUST irrigation...
We also specialize in Landscape Lighting, Decorative Fountains and Ponds

SINCE 1938

AUTHORIZED I KICHLER&
@_\ r-rfa LANDSCAPE LIGHTING IAs

<~ DISTRIBUTOR

Superior Aquatic Management Systems WE PUT WATER M TS FLane

We will fill all your irrigation needs.

Vibratory Plows, Trenchers and Air Compressors & RainBird Golf Products
Contact our GOLF é Pond Aerators and Fountains
EQUIPMENT DIVISION COURSES

& Pump Stations
& Pipe, Wire, Fittings and More!

631-254-2094

23 Locations throughout
New York, New Jersey, Pennsylvania, Connecticut, Delaware, Virginia,
North Carolina and South Carolina

Dedicated to Quality and Service Since 1976
COMMERCIAL 6 RESIDENTIAL é GOLF é SALES é DESIGN
LANDSCAPE LIGHTING ¢ PONDS é FOUNTAINS & More
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The Cost Of A Dollar

Predicted inflation increases will affect your future, so plan for them!

By: William Lynott, Lawn and Landscape,
November 2009

he economic meltdown of the past year or

S0 gave rise to such gloominess that some

forecasters were hinting around about the

possibility of deflation. Not anymore. It’s
time to take the likelihood of long-term inflation into
account as you plan your financial future.

The inflation rate rose a full percentage point in
2008 to 3.85 percent, its highest level in a decade.
Despite drops in inflation for the early months of
2009, many observers are predicting an eventual
return to much higher increases in the cost of living.

INFLATION NEVER LETS UP. Even the rela-
tively modest inflation rates of recent years takes a
significant toll over time. After 10 years of 3 percent
inflation, that dollar bill in your pocket now would be
worth only 74 cents in today’s dollars.

THE IMPACT ON YOU. Here’s an example of how
inflation affects your life right now: If you paid $60
for a week’s groceries in 1988, you’re paying about
$111.62 for those same items today.

If you paid $40,000 for a new truck in 2000, it will
cost you nearly $50,000 to replace it with a simi-
lar 2010 model. Ten years from now, a comparable
new truck will cost you about $64,000 (assuming an
unlikely low 2.5 percent inflation rate). Many econo-
mists are predicting that inflation will spike consider-
ably higher over the next few years partially due to
those massive government stimulus packages.
Calculating inflation’s effects over a period of
two or more years can be dauntingly complex. That’s
why it’s difficult to make simple dollar-to-dollar com-
parisons from one year to another. If you'd like an
easy way to gauge inflation’s effects on some of your
personal or business expenses, log on to www.west-
egg.com/inflation. This easy-to-use inflation calcula-
tor adjusts any given amount of money for inflation,
according to the Consumer Price Index, from 1800 to
2008.

HOW TO COMPENSATE. One way of helping

to protect yourself from inflation is to invest part of
your portfolio in dividend-paying stocks that have a
long payment history and a record of steady dividend
increases. Most investment professionals agree that a
retirement portfolio should contain some stocks as a
hedge against inflation.

Another method is investment in inflation-
indexed Treasury securities (TIPS). These Treasury
bonds provide a return based on the current rate of
inflation. So, when inflation rises, you’ll get a higher
interest rate.

Regardless of the method you use for financial
planning, you must take inflation into account. If
you hope to enjoy financial security, you’ll have to
arrange for it yourself. No one else is going to worry

about your financial future.
Continues on page 7
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The Cost Of A Dollar

Continued from page 6

One way to make it happen is to maintain a de-
tailed financial plan. “Without a roadmap, it’s diffi-
cult, if not impossible, to see where you’ve been and
where you’re heading,” says G. Mike Crawford, CEO
of Lifeplan Financial Group, Dayton, Ohio.

Understandably, he believes that a retirement plan
prepared by a certified financial professional is the
best choice for most people. Still, Crawford recog-
nizes that many people prefer to do their own plan-
ning. “Whether you call on a financial professional
or prepare it yourself, it’s important that your plan
stay active and flexible,” he says.

Crawford stresses that taking full advantage of
tax-deferred retirement accounts such as 401(Kk) plans

Is an essential part of retirement planning.

Crawford stresses that taking full ad-
vantage of tax-deferred retirement ac-
counts such as 401(k) plans is an essen-
tial part of retirement planning.

But whatever form your final plan takes, whatever the
size of your investment portfolio, make certain that
you take the inevitable effects of inflation into ac-
count.

'/ and cable specialist

We take your business persondally

1-800-327-2443
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Build A Foundation For Analysis
Design two budgets for 2010 to prepare for the best and worst of times.

By: Kristen Hampshire, Benchmarking Your Business,
November 2009

back-to-the-basics state of mind and creative
business attitude will go a long way toward
maintaining steady revenues in an extremely
tough market. Now that customers have re-
sponded to economic woes by slashing unnecessary ser-
vices from their budgets, only lean-running, focused oper-
ations will survive. But that’s the way it always should be.

“Everyone is being pulled in a thousand directions,
and they have to emphasize the basics,” says Jim Huston,
president, J.R. Huston Enterprises, Englewood, Colo.
Huston says the emotional pressure from this economy can
tempt business owners to “chase rabbit trails,” but the key
to success is simple as it ever was.

“Price it right, produce it right and produce enough of
it,” Huston says, reciting his mantra. For landscape con-
tractors, this means estimating jobs properly, achieving
maximum operational efficiency and marketing to gener-
ate sales.

The last part — “produce enough of it” — is what land-
scapers are struggling with this year and next. In response,
some will go back to the drawing board to reduce costs in
areas such as labor and materials. And the equipment wish
list is on hold at many companies.

But not all businesses are struggling. According to
Lawn & Landscape’s 2009 Benchmarking Your Business
Survey, 67.1 percent of respondents expect to increase sales
revenues in 2010. Only 9.2 percent expect a decrease, and
23.7 percent plan for no change in revenues.

And certain regions are more burdened by the econo-
my than others. For instance, Aaron Jung, owner, Horticul-
tural Impressions in Plantte City, Mo., says construction is
“relatively good” in his area, and while the average size of
design/build jobs has decreased, the phone is still ringing.

Because each region of the country is experiencing a
different kind of recession — some hit harder than others,
Huston strongly advocates double-budgeting.

“We don’t know what will happen in 2010,” Huston
says. “Some business owners are actually doing OK, some
are on track. Others are going into 2010 saying, ‘We hardly
have any (business) sold,” and they are working off backlog
of what they sold a year ago.

“Plan for a repeat of 2009, but have two budgets,” he
emphasizes. Create two documents: a set of numbers por-
traying a best-case scenario and a less-optimistic budget
that outlines expenses in a worst-case scenario.

In the long- and short-term, budgeting will help you:
Make difficult HR decisions. “If you have good, analyti-
cal data and you know where your business stands, that in-
formation can help (ease) the emotional aspect of making
tough decisions,” Huston says.

Adjust in a dynamic market. “We need a solid founda-
tion to measure performance and know quickly if we are on
target or not,” Huston says.

Estimate jobs appropriately. Knowing the true cost of
doing business will ensure that you price for profit.
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Trees to tools
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and everything

in between.

Shemin is

Landscape Supply
ompany. COMPLETE RRIGATION DEPARTMENTS AT

Branchburg, N - (908) T07-8222

Come see how we can H:ldafﬂTh.l ln:] + (201} 529-0099

Hliis, NY = (914) 244-1110
help you grow. Orangeburg, NY « {55?355@41

Greenwich, CT » (203) 531-7352
www.shemin.net

THE LANDBCAPE SUPPLY COMPANY ™
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IANJ’s 19th annual golf outing

Neshanic Valley Golf Course was a success with 75

golfers participating. The course, the staff and even
the weather combined to make a great day. Many golfers
excelled on the course, resulting in the following winners.

I ANJ’s 19th annual golf outing, held on August 3rd at

First Place-Ditchwitch- Tom Reszkowski, Ed Palluzzi,
Bob Ryan, and Judd Vollbrecht

Second Place-Unique Lighting- Glen Nyhuis, Barry Ny-
hius, Phil Kozielski, and Jason Sponzilli

Third Place-Rainbird- Mark Alonzi, Dennis Elmers, and
Federal Irrigation

IANJ thanks all the golfers, our sponsors and all
donations generously given. We could not have had a
successful event this year without your help. The money
raised will benefit the programs the association supports
to better our industry.

A special thanks to our sponsors and their contri-
butions year in and year out: Paige Electric, The Toro
Company, Oil Creek Plastics, NJ Turfgrass Association,
Middleton & Company, Storr Tractor, Atlantic Irriga-
tion, Aquarius Supply, John Deere Landscapes, RainBird,
Irritrol, Vernon Bitzer Associates, Robert Wexler and
Shackamaxon Country Club.

Our 2010 Golf outing is scheduled for September
13th at Neshanic Valley Golf Course. Hope to see you all
there!

Congratulations to George Beausoleil
Lifetime Achievement Award
Presented by Michael Edmiston

Please see George's bio on page 18
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Associations Solution
A4 ddddd 4 AMT Group

Health Plans

AMT
Different and here’s why

Association Master Trust (AMT) is your associations’ sponsored health plan. A not-for-profit program
created and run by participating Association Trustees dedicated to providing group health benefit plans
at the lowest price possible.

We know your Business
AMT’s Trustee Board is comprised of individuals who run businesses like yours.

We understand the significant impact that small businesses face in providing group health plans for you
and your employees.

We know our Business
AMT has been designing benefit plans for Association Members for nearly 30 years. Our vast member-

ship attests to our ability to assess your needs and bring you the best solution; while providing great
service along the way.

It’s time to give us a try!
With health costs skyrocketing there is no better time to see what AMT can do for you.

Experlence

dlu

Service
Price

Association Master Trust

66 Morris Avenue, P.O. Box 359
Springfield, NJ 07081

973-379-1090 ext. 236
www.amt-nj.com * info@amt-nj.com
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Dear Irrigation Contractor:

he IANJ is an organization in promoting the pro-

fessionalism of irrigation contractors throughout

the state of New Jersey.

Founded in 1974, the Irrigation Association of
New Jersey is a voluntary nonprofit organization formed
to:

Promote the proper use and design of irrigation
systems.

e Promote water conservation.

e Collect and disseminate information of concern
to its members, the public and associated indus-
tries.

e Keep public and private institutions and gov-
ernmental agencies abreast of the economic im-
pact and concerns of its members.

e Conduct educational programs.

As some of you know The IANJ has grown to be more than
just another professional organization. If you have not,
please take the time to read some of these popular issues
that face our industry and what the IANJ is doing about
them.

e |ANJ efforts to allow licensed contractors to in-
stall their own tie-ins.

e Fought to protect license contractors to wire irriga-
tion systems up to twenty four volts.

e The organization of an advocacy day in Trenton

so we could share some of our views that face li-
censed contractors.

e Fought against John Corzine when he reallocated
funds dedicated to the enforcement of unlicensed
contractors.

e Introduction of continuing credits to keep our in-
dustry on the cutting edge of technology.

e The formation of a P.A.C. (political action commit-
tee) so we now have a stronger voice in Trenton.

e A leader in New Jersey in having the best educa-
tion for irrigation contractors.

e Now only licensed contractors may be a member
of the IANJ.

e Continues support of our retained lobbyist.

Each and every day there is another bout that the 1ANJ
takes on to help protect the interest of New Jersey irrigation
professionals. Now the New Jersey Irrigation Association
needs your help! Join today to help protect your interests as
a licensed irrigation contractor. Now is the time to make a
difference. Just remember it’s not just another organization
to join it adds to your livelihood.

Regards,

Dan Perrini
Membership Chairman

Annual Spring Meeting

Dinner Boat Cruise around Manhattan!
Enjoy an evening aboard The Spirit with your date to enjoy the
beautiful scenes of New York City and New Jersey on March 24, 2009
from 6:30pm-10:00pm.

Contact the IANJ headquarters at 201-358-9399 for more information.
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For over 38 years, whether it’s been local amateur or professional
sports fields, commercial or residential properties, irrigation, drainage,
landscape lighting or water feature projects; Aquarius has provided
the right products and support to get the job done.

With design and jobsite support featuring products from the
industry’s leading manufacturers;

we stand ready to serve you.

AQUARIUSSURRPLY

WHERE THE PROFESSIONAL CONTRACTOR COMES FIRST™

Hawthorne 973 423 0222  Whippany 973 386 9076
New Location! Lakewood 732 363 5034 New Location!

South Plainfield 908 753 5200 Sewell 856 228 6070
Family owned with 13 locations throughout NJ, PA, DE, MD & VA

AquariusSupply.com
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Irrigation Association 6&&&&
Of New Jersey @

Winter Technical Seminars

February 2-5, 2010
Crowne Plaza Jamesburg, NJ
&

Trade Show
Tuesday, February 2, 2010
11:00-2:00

Classes to be offered (subject to change)
Basic Irrigation Design
Advanced Irrigation Design
Bidding and Estimating
Business Management-Sales and Marketing
Drip Irrigation Design
Scheduling
Electrical Troubleshooting (ET-1)
Landscape Lighting
Pumps and Wells
CIC Refresher
Two Wire
Rain Water Harvesting

Backflow- Class is booked contact IANJ headquarters for information on
future backflow courses

Call the IANJ headquarters at 201-358-9399 for more
information on classes and to reserve a seat today!
Or go to www.ianj.com for class details and registration form.
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Non-certified contractors can be reported

n an effort to provide enforcement to the New Jersey Landscape Irrigation Contractors Certification Act, N.J.S.A. 45AA-1, the Irriga-
I tion Association of New Jersey has received a copy (through the New Jersey License Examining Board) of a Contractor Certification
Verification form. This form may be used by Certified Irrigation Contractors to give the Examining Board the names of contractors
they observe to be operating without the required certification. ALL FORMS MUST BE FILLED OUT COMPLETELY OR THEY
WILL BE RETURNED..

New Jersey Landscape Irrigation Contractor Examining Board
Department of Environmental Protection
Bureau of Revenue
CN 417, Trenton, NJ 08625-0417

Gentlemen:
I have observed the below named contractor installing a landscape irrigation system. | request that the New Jersey Landscape
Irrigation Contractor Examining Board verify that the contractor has obtained certification pursuant to Landscape Irrigation

Contractor Certification Act, N.J.S.A. 45AA-1.

Date of Inquiry:

Name of Contractor Firm in Question:

Address:

Phone Number:

Address at which contractor was observed installing a landscape irrigation system:

| request that, should the contractor in question not be certified, the Board notify the contractor that he/she will be in violation
of the Landscape Irrigation Contractor Certification Act as of January 1, 1997. | trust that the Board will send such notice in a
timely manner and understand that | will receive further correspondence from the Board stating that said notice was made. |
further resolve to make only this one request for verification for the above named contractor in question.

Signed:

Name of Contractor
Firm making inquiry:

Address:

Phone Number:
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IANJ Movie Review

For this issue we will be reviewing a film
entitled “The Hangover”

Title: The Hangover

Director: Todd Phillips

Cast: Bradley Cooper, Zach Galifianakis, Heather
Graham

The Hangover is a 2009 comedy directed by Todd Phillips.
The film is about four friends in Vegas for a bachelor party.
The morning after the party, the three groomsmen wake
in the suite with no memory of the previous night. Hilarity
ensues...

Roger Ebert gave the film 3 and a half stars, and mentioned
that the film is funny, “almost line by line.” A reason for
the success of the film is the great cross promotion The
Hangover capitalized on. The marketing budget was 40
million. As of November of 2009 the film has grossed over
275 million.

The Hangover has been released on DVD Dec. 15th

The Hangover Gets 3 Rotors.

i
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Barton Supply Inc

Your Plumbing, Irrigation, and Low Voltage Lighting Supplier

Distributors of:

Rain Bird
Hunter
Irritrol

Netafim

Toro
Sta-rite Pumps
Nightscaping
Kichler
Integral
ADS
Carson
NDS

\ / Open
Wi N7 Monday - Friday 6:30 AM - 5:00 PM
P b Saturday 8:00 AM - 12:00 PM

RO s
a’ = fia
T

i

Phone: 856-429-6500 Fax: 856-424-8274 1260 Marlkress Road Cherry Hill, NJ 08034
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Bio B George Beausoleil

.George Beausoleil was born on April 4, 1926

in River View New York State the oldest of six

children. George grew up during the depression

and left home at the age of 16 because his mother
was unable to support him. George found work in a slaugh-
ter house, in Utica New York and spent some time sur-
veying land with the U.S. Geological Survey. Everything
changed when the United States entered WWI1 and George
like many young men enlisted in the military. George
joined the Air Force and was stationed in Tinnian and the
Marriana islands in the South pacific under the command
of General Curtis Lemay. George successfully completed
18 bombing missions over Japan flying in the Boeing B29
“Super Fortress” Bomber as a Left Blister gunner. After
having served his country George enrolled in Ryder Col-
lege under the GI Bill here in New Jersey where he earned
a Bachelor of Science degree in Business Administration
graduating in 1951. | must say you sure learn to appreciate
life and good fortune after this sort of upbringing.

In 1951 George married Theresa Martin recently cele-
brating 58 years of marriage. Together they raised six kids;
Reesa, Donna, Judy Renee David and Robert. Robert, who
by the way is seated here today and carries on the business
George, started in his basement back in 1969.

After being laid off as a National sales manager for
Packing Products and Design a Newark based manufac-
turer who was an early player in the plastic bag trash can
liner business, George started Aquarius Home Products.
After reading an article in the Wall Street Journal about
how the invention of plastic pipe would revolutionize the
installation of lawn sprinklers. Being the consummate en-
trepreneur and having eight mouths to feed at home he pro-
ceeded to sell and install this revolutionary new product
Underground Automatic Lawn Sprinkler Systems. While
this business was growing George experimented with other
new consumer products as well such as; water softeners,
garage door openers, alarm systems, built in vacuum sys-
tems, kerosene heaters and early smoke detectors.

By the late 1970’s it was clear George’s passion was for
irrigation and he decided to change the company name to
Aquarius Irrigation Supply, Inc., and go full bore into the
wholesale distribution of irrigation products and quit the
installation part of the company.

Over the years the company George founded in his
basement has grown to includel3 locations up and down the
East Coast and carry products from ranging from drainage,
ponds and water garden supplies, landscape lighting and
now rain water harvesting, and various other water conser-
vation products. Aquarius just recently celebrated its’ 40
anniversary.

George has been a pioneer in bringing new products
to the market and helped pioneer the industry in the ear-
ly days. Many names of companies now long gone, hames
like Royal Coach, Safe-T-Lawn, Richdel, Melnor, Imperi-
al, Plast-a-line, Johns Manville, microdot whitteck, Batrow

Being the consummate entrepreneur and
having eight mouths to feed at home he
proceeded to sell and install this revolu-

tionary new product Underground Auto-

matic Lawn Sprinkler Systems.

and many others were cutting edge technology in the early
days.

George is currently semi retired and just celebrated his
83 birthday. He spends his time with his Wife Theresa, six
children, sixteen grandchildren and three great grandchil-
dren.

Thank You.

IANJ 2010 Events

Winter Technical Seminar
February 2-5 Crowne Plaza
Jamesburg, NJ

Spring Meeting Dinner Boat
Cruise

Weehawken, NJ

March 24-

Annual Golf Outing
8:00am start Neshanic Valley
September 13-
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I only want to get down

Install Rain Bird. vou cannot afford to waste time and money
at the job site. You need to install irrigation products that work right out
of the box, and will continue to deliver long after you leave. For nearly
seven decades, Rain Bird has been the preferred choice for contractors
who know that time is money. Install Confidence: Install Rain Bird.

RaIN R BIRD

‘ Bill Wise

For more information on

Rain Bird products, contact: Area Specifications Manager | Rain Bird Corporation

Mobile: (215) 439-0093 | E-Mail: bwise@rainbird.com
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Please Welcome Our New Management
Company In 2010!

eginning January 1, 2010, please give a warm We look forward to working with them this upcoming year.
welcome to Pat Koziol and associates of Peak We wish to thank everyone at Preferred Management
Management Solutions for Associations, Kin- for their time, effort and dedication on behalf of the IANJ
nelon, NJ as our new management company. this past year.

We Make It Smart.

Its easy to create lush, beautiful landscapes with Toro’s WaterSmart irrigation
products. These water conserving products work together as a comprehensive
system to apply water only when and where it’s needed—so you and your
customers save water, time and money.

WIATTER
Contact your local distributor or visit www.toro.com SMART

for more information. And WaterSmart.
- Countonit.

© 2006 The Toro Company
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Special thanks to
our advertisers

The IANJ would like to thank this month’s
advertisers for their continuous support through
their advertisments:

Association Master Trust Page 11

Aquarius Irrigation SUPPIY ..oeeeeeereeereererenerererens Page 13

Atlantic Irrigation Page 5

Barton Supply Inc Page 17 ’ NN
Central Irrigation Supply Page 23 — ¢
Paige Electrical Company Page 7 S‘%

Rain Bird Page 19 =

Shemin Nurseries Page 9 %

Storr Tractor Company Back Cover i

Swan Pump Page 3 .

Toro Page 20 "As | understand it, he has a whole other

workshop in Hong Kong where they make all
that electronic stuff."

JOIN NOW!

You can Make a Difference!
Call IANJ Headquarters
for membership
information at: (207) 358-9399
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Visit our website

http://www.ianj.com

Check out the new www.ianj.com web site!
: H We are continuing to upgrade our site.

| o E\j Already in place:

e Current activities
: Contractor listing
Contractor web page

e

x | ;’/ . ‘\ﬁi'- Irrigation Association Meeting calendar

- " of New Jersey Links to other green industry sites
inded 1y 1974, the Migston Asscciston of tew Je Classified ads

Links to manufacturers

IANJ newsletter on line

Tech tips

New Chat room

Call IANJ Headquarters at (201) 358-9399
for information on a web page for all current members.

Now available on the IANJ web site is the list of certified contractors from LICEB.
Check it out at IANJ.com.

The IANJ Chat Forum is up and running!
Just click the chat button on the home page at www.ianj.com, register and chat away.
You can also post in the Help Wanted, For Sale or General Questions forums.
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New IANJ Certified Irrigation Contractor

e
C=NT<AL

IRRIGATION

BOYXER ROTAWR

Aifi POWER IN ALL PLACES

. lIrrigation . « Trenchers
Land Liahti . Same Day Delivery Mini Skid St
. Landscape Li in . . ini i eers
o pe LIghtING | FREE Designs Articolating Lond
. rainage . rticulating Loaders
b g . Fully Stocked Locations c g
e Pumps ompressors
P . Knowledgeable Staff . P
. Ponds . Trailers
® - - -
Hunfers Adunorized distributor — Lanv R B1r0
81 East Route 59 1 Como Court 429 Bell Street 1738 Glassboro Road
Spring Valley, NY 10977 Towaco, NJ 07082 Piscataway, NJ 08854 Williamstown, NJ 08094
(845) 356-7000 (973) 335-8404 (732) 752-7400 (856) 881-4446
(845) 356-7068 - Fax (973) 335-8406 - Fax (732) 752-2021 - Fax (856) 881-0404 - Fax

www.centralirrigationsupply.com
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Countonit.

If you didn’t know any better, you would swear we
were stalking you.

Your favorite ball team’s stadium has one.
Most of the golf courses you have played have one.

You’ve caught a glimpse of us out your office window.
Most of your neighbors have one.

Toro, the right choice.

Distributed by:

Storr Tractor Company

3191 Route 22 - Somerville, New Jersey 08876
www.storrtractor.com - 908-722-9830
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