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every irrigation contractor, supplier, distributor and associ-
ate within our industry.  Think about it…the breakdown of 
unity, a heightened level of stress and diminished produc-
tivity.  If a workplace environment has poor attitudes and 

these are the end-results, how could a business survive?  It 
most likely will not, at least not for long.
 Furthermore, your core business philosophy is a direct 
result of your attitude.  According to Robin Tulleners’ 21 
Secrets for Irrigation Contractors, “Philosophy in business 
may be defined as the attitude and conduct of the owner 
and employees…”.  Mr. Tulleners breaks down business 
philosophy into two parts: attitude and conduct.  Creating a 
positive business philosophy with moral integrity will en-
courage teamwork, reduce stress and increase productivity, 
all of which provide the foundation for a solid business and 
fruitful attitudes.  Are you in need of a positive change in 
your workplace?  Check your attitude.
 Whether you are company president, manager, de-
signer, installer, service technician, office administrator or 
salesperson, your positive attitude will be the lasting im-
pression you have on others.  “Be optimistic no matter the 
challenge, even when others are negative,” writes Jeffrey 
Scott in an article, Think Like an Owner.  This season will 
bring challenges.  The key is to approach each challenge 
with the right attitude.  Scott’s article also states, “You can 
single-handedly lift the attitude of your crew, and even your 
department, by having a consistent, outwardly positive at-
titude.” According to Mr. Scott, it only takes one person to 
implement the attitude change...you!
 For the contractors and suppliers who had intentions 
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ATTITUDE.  Have you reflected on your atti-
tude at your place of business?  How has it im-
proved your work environment?  Better yet, has 
your attitude created stress?  Attitudes can sig-

nificantly enhance or deteriorate a workplace environment.  
More importantly, it often reflects throughout our personal 
lives.  Attitude…you may need to check yours.  
 The irrigation industry’s spring season has proven to 
be chaotic which creates frantic behavior causing disor-
ganization, misunderstanding and poor attitudes.  Keith 
Harrell, a writer for Success magazine recently wrote an 
article, “Attitude in the Workplace”.  In the article, Mr. 
Harrell describes his testimony of employees with negative 
attitudes.  He says, “They dismantle teamwork, increase 
stress and cripple productivity.”  I find it ironic how Mr. 
Harrell writes an article that will target a corporate audi-
ence but the effects he refers to directly relate to each and 
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of seeing revenue from snow, I understand your pain.  As a 
result, I’m sure the attitude remaining is less than desirable.  
The good news is spring is officially here!  It is time for the 
long hours of office work, proposals, installs and service 
work to begin.  When you live for this irrigation stuff, I’ll 
bet your springtime attitude is a force to be reckoned with.  
There’s a certain inner strength and determination that 
evolves from the warmer weather that outwardly shows in 
your daily routine.
 Your positive attitude is contagious.  Spread it like 
wildfire.  Use it to build your workplace environment so 
that it reflects your business philosophy.  Create unity and 
teamwork.  Your attitude is shown more than you realize.          

The 215th legislative session is underway, and IANJ 
is hard at work to build on the progress made in 
years past on our effort to end the outdated and 
unnecessary limitation on contractors’ ability to 

connect systems to potable water supply.  With an entire-
ly new Assembly Regulated Professions Committee, IANJ 
leadership has been meeting with all the new members to 
push hard for the long overdue update to our licensure act.  
While IANJ does expect majority support in the Senate, 
our lobbying efforts continue to focus on the General As-
sembly, where the plumbers’ lobby has historically blocked 
any efforts for this common sense legislation.  IANJ re-
mains optimistic—given the incremental progress seen 
over the past few years—that 2012 will be a watershed year 
for irrigation contracting.
  On the regulatory front, it looks like the false alarms 
on continuing education are finally over and New Jersey 
is on the brink of becoming a WaterSense state.  At our 
spring business meeting, licensure board representatives 
expressed confidence that bureaucratic roadblocks to im-
plementation of the 2010 update have been overcome, and 
that regulations recognizing continuing education will be 
proposed imminently. Whatever the process holds, IANJ 
will be working hard to make sure the 2010 update is im-
plemented and that New Jersey wins the race to become the 
first in the nation to have all licensed contractors EPA Wa-
terSense partners.

Legislative Update

www.ianj.com
www.ianj.com
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Alan C. Walter
Alan C. Walter Landscaping
Roseland, NJ
973-226-3904
0017989

Philip Cavagnaro
Cavagnaro Landscaping Irrigation LLC 
Neshanic Station, NJ
908-369-5899
0021230  

Tom Civera
Civera Landscape Construction,
Cape May Court House, NJ 
609-624-0651
0015838  

Craig Roemer
Eastern Sprinkler Inc. 
Toms River, NJ 
732-929-9595
0017081  

Lee Cooper
Four Seasons Contracting 
Howell, NJ  
732-684-7353
0015608  

Jeffrey Glickman
Greenlawn Sprinkler LLC 
Freehold, NJ 
800-372-3014
192486  

Richard Grinkevich
Grinkevich Lawn & Landscape
Marlboro, NJ 
732-536-2221
0016665 

Frank Tansley 
Hydro-Power Sprinklers 
Beachwood, NJ 
732-240-2006
0017803 

Eric Jensen
J M L  Landscaping 
Neshanic Station, NJ
908-371-1291
332594 

Andrew Vanderham
KST Contracting 
Toms River, NJ 
732-279-3170
0017527 

David DiLeonardo 
Leafy Green Landscapers 
Buena, NJ 
856-692-8373
0022918 

Chris Waldron 
National Lawn Care, Inc. 
Toms River, NJ 
732-929-2323
0017796 

Scott T. McNally
Quality Irrigation 
Ringwood, NJ 
973-728-1776
0018014

Travis Turner 
Rainman Custom Sprinklers 
Woodstown, NJ 
856-769-3989
0015547
 
Steven Johnson  
Rise & Shine Irrigation LLC 
Beachwood, NJ 
848-333-1857
468008 

Barry Arnold
The Sprinkler Man 
Atco, NJ  
609-828-1693
0018894 

Welcome New Contractor Members
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Myron Baker
Viridian Corporation
San Diego, CA

A 500-unit HOA community was thrilled when we cut  their 
water and maintenance costs by converting the irrigation 
system to Netafim dripline. Without Netafim’s proprietary 
capabilities, we could not have accomplished  
what we did.

WWW.NETAFIMUSA.COM

Build a great reputation and expand your 
business with Netafim, the most reliable 
dripline in the industry. Flexible, easy to 
install and delivering years of trouble-free 
performance, Netafim dripline products can 
help you succeed.

CONVERT SPRAY BEDS  
TO DRIP, DOWNLOAD  
YOUR FREE GUIDE

NETAFIM DRIP HELPS US SUCCEED

NOW MADE WITH
POST CONSUMER
RECYCLED MATERIAL

Irrig.Assn.New Jersey-7.5x5.indd   1 3/5/12   3:36 PM

Irrigation & Green Industry, February 2012
By:  Jeff Gottesfeld

In a cutthroat environment where companies vie for 
each other’s business all the time, close your eyes and 
imagine this sweet dream: you garner a new custom-
er, and have a great chance of keeping that customer 

for life.
 You might think this is a pipe dream, but it’s reality 
for the growing number of landscape contractors and irri-
gation specialists who also provide seasonal care for their 
customers’ irrigation systems.  These firms do it with a for-
mal or informal Irrigation Service Contract (ISC) that seals 
a season-long – and, hopefully, lifelong-agreement.
 The ISC is simple at its heart.  In exchange for a yearly 
fee, the contractor gets the irrigation system up and run-
ning in the spring, keeps it running through the watering 
months, and then shuts it down for the winter (depending 

Irrigation Service Contracts:
A Benefit for Your Customer, A Profit Center for You

on local conditions.)  Some contractors bill at the begin-
ning of the season, some at the end, and some every month.  

The principle is the same.  The contractor gets a steady 
gig with good cash flow, and the customer gets a properly 
maintained and functioning system.  If there’s any prob-
lem, the customer knows whom to call.

In exchange for a yearly fee, the 
contractor gets the irrigation system 

up and running in the spring, keeps it 
running through the watering months, 
and then shuts it down for the winter 

(depending on local conditions.)
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Do you remember it 
being this hot?

Let’s wait until it warms up. It is just a passing shower. I am glad I took 
swimming lessons.

Don’t forget your coat.

Control the Controller.

Now a change in the weather means an automatic change to your controller watering.

The New Solar Sync is the ET system that does the work for you. Simple.

The Solar Sync sensor and 
module work with all Pro-C 
and ICC controller models. 

 Greg McLaughlin, owner of McLaughlin Landscaping 
in Hermiston, Oregon, offers a popular Irrigation Service 
Contract for his customers.  He says that ISC customers are 
better customers than average.  “We’ve looked at the num-
bers,” he confides, “and tracked sales carefully since before 
the recession.  Our overall revenue in 2009 was 24 percent 
below those for 2007, but our irrigation service business 
slipped down only 10 percent.  Since 2009, we’ve gained 
back half of our overall revenue, but our irrigation service 
business is right back to where it was.  Thank goodness for 
our ISC business.  The numbers don’t lie; it’s a bigger piece 
of our pie.”
 Other green industry professionals echo McLaugh-
lin’s sentiments.  Bill Rose, of Suburban Lawn Sprinkler in 
Framingham, Massachusetts, reckons that he has 98 per-
cent retention of irrigation service customers for up to 20 
years, if he did the initial installation of the system.  Rose 
does not work with a formal written agreement, but instead 
maintains informal seasonal service arrangements with his 
customers.

 Warren Collins, at KT Irrigation in Chantilly, Virgin-
ia, has been doing formal irrigation service contract agree-
ments for years.  A long time industry veteran, he spun 
off KT Irrigation from a larger landscape service firm five 
years ago because of how the business has grown and spe-
cialized.

 “At the peak of our season, we have 200 commercial 
accounts and more than 1,000 residential accounts,” Col-
lis relates.  “All those people are on irrigation service con-
tracts.  The business is so robust that if you have a prob-
lem with your system or you call us for winterization, and 

Continues on page 6

Continued from page 4

A Benefit for Your Customer, A Profit Center for You

He says that ISC customers are better 
customers than average.  “We’ve looked 

at the numbers,” he confides, “and 
tracked sales carefully since before the 

recession.  
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you’re not one of our service contract customers, you’re go-
ing to go to the bottom of our list.  Come autumn, when we 
have to shut down 1,200 systems in about six weeks, there 
may not be time for you.”
 ISCs, whether formal or informal, always start with 
winterization and spring startup (assuming you’re in an 
area where freeze is a danger).  Included in winterization is 
the cessation of the water supply to the system, which usu-
ally means inspecting and then closing the ball joint.  Then, 
you purge all the water from the irrigation components – 
including pipes, heads and valves – by blasting compressed 
air through the system.  This prevents freeze damage.  Fi-
nally, you shut down the controller to prevent it from send-
ing commands to the system, no matter whether that con-
troller is “smart” or mechanical.
 Many states require that irrigation systems have back-
flow preventers that will stop water in the system from 
leaking back into the main water supply.  If there’s a black-
flow prevention device, you have to make sure the unit is 
winterized, otherwise when the water freezes, the back-
flow device will crack.
 Come springtime-again, assuming you’re someplace 
where sprinklers shouldn’t run year ‘round-you’ll start up 
the customer’s system, once the danger of a freeze is over. 
(In some parts of the country, like in the mountains, this 
can be as late as May.)
 As part of that startup, you’ll re-inspect and open the 
valves, and then pressurize the system.  Once pressurized, 
you’ll check each zone for leaks and damage and inspect 
every sprinkler head for function and angle.  Finally, you 
would repower and set the controller.
 One additional service you can offer as part of spring 
startup-or at any time that the system is functioning-is 
backflow device certification.  Most towns and cities re-
quire annual testing of backflow devices.  Testing and cer-
tification can be part of the ISC, or performed for an addi-
tional fee.
 Winterization and spring startup should be in every ir-
rigation service contract.  Clients, even in the warmer ar-
eas, need a fall checkup.  Beyond that, you can offer the 
customer varying levels of attention and service, with the 
price varying on the number of inspection visits made dur-
ing the watering season.
 For each inspection, you would test for leaks, check out 
the rain sensor-if there is one-and verify that all sprinkler 
heads are working properly and are in good shape.  Inspec-
tions are also the perfect time to adjust the customer’s con-
troller for local weather and soil conditions.
 “Every yard has its own personality,” says Collis.  
“When the yard is on a service contract, we know that yard, 

and can adjust the controller so the customer isn’t spending 
more money on watering than necessary.”
 Some companies offer a number of options for their 
clients.  One company offers a “Platinum” plan, which will 
service from seven to nine watering zones, costs $750 for 
startup, shut down, and service visits every month between 

May and October.  Backflow prevention certification is $50 
extra.  Their “Silver” plan, which includes startup, shut 
down, and a single mid-season service inspection in July, 
is $295 for the same number of watering zones.  McLaugh-
lin’s version of the silver plan is $190 annually, while KT 
Irrigation charges $360, but includes two mid-season in-
spections.
 Different contractors add different bells and whistles.  
KT Irrigation, for example, offers an extended lifetime 
warranty at the “Gold” and “Platinum” level of service for 
systems that it has installed, as long as the customer has an 
ISC with the company to do the maintenance on it.  Collis’ 
theory is that if the system is properly installed and main-
tained, he’s not going to have to do a lot of extended war-
ranty work.
 “We have a fair deductible on the extended warran-
ties,” he explains, “which means that the customer will pay 
for broken sprinkler heads and the like.  Other than that, I 
don’t mind being on the hook for systems that I know are 
well-maintained.”
 McLaughlin also offers a version of a guarantee.  “We 
don’t say that we give a 100-percent guarantee for our 
work, but as a practical matter, we do.  We’re a service-ori-
ented company.  One thing that we do as a matter of course 
is offer a discounted service contract whenever we make an 
installation.  This is one way to bring in even more custom-
ers.”

The ISC also provides an opening to sell customers on 
system improvements.

 Nick Del Conte, of Del Conte’s Landscaping in Fre-
mont, California, does what he calls an “Initial Irrigation 
System Inspection” when he brings on a new ISC custom-
er.  This inspection serves two purposes.  First, it lets Del 

Once pressurized, you’ll check each zone 
for leaks and damage and inspect every 
sprinkler head for function and angle.  
Finally, you would repower and set the 

controller.

A Benefit for Your Customer, A Profit Center for You
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Conte document all the customer’s components and brands, 
and creates a map of the system for future use by visiting 
technicians. Second, Del Conte can create a list of system 
maladies and present them to the customer for possible cor-
rection.
 “We rank these system problems like an auto mechanic 
might with your car-from urgent to semi-urgent to would-
improve-efficiency,” Del Conte says.  “Customers really 
appreciate it, and we end up making a lot of needed repairs 
and improvements.”
 If there is any drawback to the ISC, it is in the op-
erational details of keeping track of your customers, and 
managing their particular configuration.  Customers have 
different systems, different controllers, different sprinkler 
heads, and different terrain.  To eliminate wasted time, you 
need to keep careful track of who has what.
 McLaughlin minds the details in two ways.  He has a 
database at his office, but also a simple three-by-five in-
dex card for each property, that serves as his main track-
ing sheet.  “The card tells us where the clock is, where the 
valves are located, where to locate the hose bed, and even 

A Benefit for Your Customer, A Profit Center for You

Make Any Body More Efficient!
Toro® Precision™ Series Spray Nozzles

• 1”/hr. MPR on all radii and arcs, including
   side and corner strips
• Fit sprayhead bodies from Irritrol®, 
   Rain Bird® and Hunter®

• Solve low pressure problems
• Reduce water usage by up to 30%*
• Powered by patented H²O Chip Technology
    * Versus comparable MPR Nozzles.

Learn more on how to reduce 
water usage by visiting us at: 
http://torowatersmart.com

Toro WaterSmart™ Solutions
Precise. Efficient. Practical.

©2011 The Toro Company. All rights reserved

All nozzle data validated by multiple third parties including 
the Center for Irrigation Technology (CIT). 

For a technical documentation package validating this claim 
email watersmart@toro.com.

Make Any Body More Effi cient!MMakkeMake AAnyAny BBoddyy MMore EEEffffifificcciiient!!yy yy e ccc entdd oo MMore EEEEEEEfffifi ienBB !!B fifi iidyy ore Efficiento More EfficienB !B fi i
Toro® Precision™ Series Spray Nozzles

• 1”/hr. MPR on all radii and arcs, including
   side and corner strips
• Fit sprayhead bodies from Irritrol®, 
   Rain Bird® and Hunter®

• Solve low pressure problems
• Reduce water usage by up to 30%*
• Powered by patented H²O Chip Technology
    * Versus comparable MPR Nozzles.

Learn more on how to reduce 
water usage by visiting us at: 
http://torowatersmart.com

Toro WaterSmart™ Solutions
Precise. Effi cient. Practical.

©2011 The Toro Company. All rights reserved

All nozzle data validated by multiple third parties including 
the Center for Irrigation Technology (CIT). 

For a technical documentation package validating this claim 
email watersmart@toro.com.

warns my guys whether they should beware of a dog.”
 KT Irrigation uses a sophisticated database that not 
only keeps details about each customer and their property, 

but also does scheduling and route planning.
 “When you’re doing as many setups and shut-downs 
as we are, you want to be ultra efficient,” Callis declares.  
“There’s no sense in driving all over town when you can set 
appointments in the same geographic area.”
 That said, they’re a win-win in so many ways for so 
many irrigation professionals, landscape contractors, and 
their customers.  Let this be the season they’re a win-win 
for you and yours.

“We rank these system problems like an 
auto mechanic might with your 

car-from urgent to semi-urgent to 
would-improve-efficiency,” 

Del Conte says.
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Let us show  you how easy 
and profitable it  is to retrofit 

your existing customers. 

From Toro’s Precision sprays,  
rotating nozzles and moisture 
sensor  to ET’s Hermit Crab… 
its all at Central 

LAKEWOOD, NJ 
195 Lehigh Avenue 

(732) 987-5597 

PISCATAWAY, NJ 
429 Bell Street 

(732) 752-7400 

WILLIAMSTOWN, NJ 
1738 Glassboro Road 

(856) 881-4446 

TOWACO, NJ 
1 Como Court 

(973) 335-8404 

centraltis.com 
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The Irrigation Association of New Jersey Board of 
Trustees held its annual Spring Business Meeting 
on March 27 at the Sheraton Hotel in Edison, NJ. 
IANJ President Eric Nelson (Green-Way Irriga-

tion) updated attendees on the activities of the association 
through the first quarter of 2012 and presented the Finan-
cial Report for the year ending December 31, 2011.  He also 
presented current IANJ Vice President, Mike Edmiston 
(The Toro Co.) with a plaque for completion of a three year 
term on the Board.
 Nelson also introduced Jody Shilan, President of the 
New Jersey Landscape Contractors Association.  IANJ and 
NJLCA have agreed to co-sponsor the 2012 Golf Outing to 
be held September 10 at Neshanic Golf Course.  Both asso-
ciations will promote the event to their respective members 
to boost both player and sponsor participation.  “We look 
forward to this being the first of many co-sponsored events 
between both associations,” said Shilan.
 The meeting had several excellent presentations by in-
vited special guests.
 IANJ is working with United Water Company to devel-
op a campaign to encourage consumers to use licensed irri-
gation contractors and understand good practices for water 
conservation.  Tony Vincente of United Water provided an 
overview of how IANJ can help this awareness campaign 
by instructing consumers on proper backflow prevention, 
proper connections of irrigation systems, and the use of 
rain sensors for water conservation.  Tim Martin (MBI-
Gluckshaw) and Gary Amos (John Deere Landscape) are 
spearheading this project with United Water.
 Tim Martin also updated members on progress on the 
Water Tap Bill which he is confident will be voted on by 
the NJ Senate this year.  Martin also said that first quar-
ter letters on donations to the Irrigational Political Action 
Committee were recently sent to IANJ members and he is 
encouraged by the initial responses of support.
 George McCarthy (Spring Irrigation), chair of LICEB, 
said that the board has a number of issues before them in-
cluding developing the final rules and regulations pertain-
ing to the licensing act which he hopes will be concluded 
very soon.  The Board is also focusing attention on enforce-
ment of non-licensed contractors with procedures in place 
that will send notices of penalties to these non-licensed 
companies.  The board also is reviewing regulations that 
will require contractors to have a business permit and li-
censed contractors to register who they are working for 
within a specified period of time.  While not voted on as 
yet, McCarthy said the Board has specified that 16 CECs 
are required for license renewal which occurs every two 
years.  Eight of these CECs must be education in water con-
servation.  There is a three Tier System on CECs which the 

Board needs to finalize.
 Bob Dobson (Middletown Sprinkler Co.), IA Presi-
dent-Elect and also a member of the LICEB Board, updat-
ed guests on irrigation activities at the national level.  He 
invited IANJ members to participate in the “Renewal and 
Remembrance” project to be held July 8 and 9 at Arling-
ton National Cemetery and also the IA Annual Conven-
tion, November 2-6 in Orlando. IA is inaugurating a new 
“Technician’s Certification” program this year which will 
provide online learning for other staff within contractor 
firms.  
 Bob is only the second president of the Irrigation As-
sociation to come from the contractor ranks.  Congratula-
tions, Bob.

IANJ Spring Business Meeting
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Over 300 contractors came out to attend the 
week of seminars, January 23-27 at the 
Crowne Plaza Hotel, Jamesburg. 15 Supplier 
Members also exhibited at the 2012 Trade 

Show. 

Here is some of the feedback from the week’s events:

“Art Elmers is an excellent instructor. He was able to get 
the class involved with examples of the readings.”

“Electrical troubleshooting was a well taught class…I 
learned a lot from the class.”
 Alex Cruz, Thom-Mist Lawn Sprinkler

“The new ‘2 Wire’ class was great and the instructor had 
lots of energy to keep my attention.”

“I left happy from my week of classes.”
 Bob Towler, BJT Contracting

Overall, attendees felt that the classes were well presented 
and covered a wide range of product knowledge.  
“Experienced contractors are looking for more advanced 
classes and the IANJ Education Committee will be 
reviewing all the classes to determine which ones will be 
presented in 2013 and what new topics can be added to 
keep the Winter Tech event fresh and on top of industry 
innovations,” stated Michael Edmiston (The Toro Co.), 
Education Committee Chair.

Our thanks to our terrific list of instructors: 
Craig Boreland, Art Elmers, Dan James, Ted Moriarty, 
CIC, CID, CLIA, and Scott Stetser

Thanks also to our exhibitors: 
Alliance Risk Management
Aquarius Supply Inc
Association Master Trust
Burnley Associates
Hunter Industries
IPac
Irrigation Association of NJ
Jesco, Inc.
John Deere Landscapes
K-Rain Mfg Corp
Rain Bird Corporation
Splash Marketing
Storr Tractor Company
Swan Pump & Supply Co.
The Toro Company

2012 Winter Technical Seminars
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For this issue we will be 
reviewing a film entitled The 
Girl With The Dragon Tattoo
 

Title: The Girl With The 
Dragon Tattoo

Director: David Fincher

Cast: Rooney Mara, Daniel 
Craig

The Girl With the Dragon 
Tattoo gives off a ripely 
kinky, menacing glow. 

Fincher chose well in Rooney 
Mara. Thin, stark, haunted, 
with a look that crosses goth 
with S&M, she is fearsomely 
intelligent and emotionally 
stranded.  Mara is astonishing 
as Lisbeth Salander, the 
pierced, bisexual, tattooed 
twentysomething hacker 
who teams up with journalist 
Mikael Blomkvist (a curiously wan Daniel Craig) to 
unearth secrets in the family of Henrik Vanger (Christopher 
Plummer), an industrialist who thinks his grandniece, 
Harriet, was murdered 40 years ago. Girl moves in fits 
and starts as if screenwriter Steve Zaillian felt no minor 
character unworthy of a share in the film’s two hours 
and 40 minutes. Though the actors give their all, notably 
Stellan Skarsgård as the brother of the missing Harriet and 
Joely Richardson as an estranged relative, the film hangs 
back when you want it to come out swinging. Only Mara 
lets it bleed. Her defensive, bruised-animal performance 
inexorably draws you in. Lisbeth is a hunter of male 
predators, and her takedown of her rapist guardian (Yorick 
van Wageningen) is justifiably graphic. But what pulls her 
toward Mikael? Craig’s distant, self-amused performance 
offers no clues. Editors Kirk Baxter and Angus Wall excel 
at crosscutting between Lisbeth and Mikael, separately 
investigating the case with orgasmic relish. But when the 
two hook up in Mikael’s cabin and Lisbeth strips to jump 
his bones, the expected sparks – sexual and soulful – never 
materialize. The thrumming score by Trent Reznor and 
Atticus Ross, along with a slashing opening-credit scene 
in which Reznor and Karen O rework Led Zeppelin’s 
“Immigrant Song,” promise a fire the film fails to stoke. 
Even the altered ending gives no offense. Fincher’s Girl is 
gloriously rendered but too impersonal to leave a mark.

 

IANJ Movie Review

The Girl With The Dragon Tattoo 
gets 3 Rotors

http://youtu.be/WVLvMg62RPA

Click on link below to preview the movie trailer

http://youtu.be/WVLvMg62RPA
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www.JohnDeereLandscapes.com

Lean on us for some of your business demands - we know we can 
work harder for you. This is why we’ve implemented the Partners 
Program and Business Solutions, and the Px3 Maintenance Package.

The Px3 (precision, planning, and partnership) Maintenance Package 
helps you with the planning process by providing satellite imaging 
of job sites and customized bids for each project. We can accurately 
estimate the square footage of any property including golf courses, 
ball fields, parks, and residential and commercial properties.

Customers who join our Partners Program earn points on every John 
Deere Landscapes purchase, and redeem those points for thousands 
of products in an online store, for various industry events, or for cash 
on account. 

And don’t forget about our Business Solutions. We’ve teamed up 
with several companies who can help you reduce your day-to-day 
business challenges with mobile phones, business supplies, and 
payroll expenses to name a few.

We urge you to contact your local branch at 800-347-4272 to learn 
more about these opportunities. We are eager to help you with as 
many of your business challenges as possible!

We know you work hard. 
Let us work harder.
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®

We  t a k e  y o u r  b u s i n e s s  p e r s o n a l l y

1 - 8 O O - 3 2 7 - 2 4 4 3

The wire and cable specialist

Contact:  Patricia S. Koziol, Executive Director
Email:     pat.kzoiol@pmsa.us.com

FOR IMMEDIATE RELEASE
IANJ and NJLCA to Co-Sponsor 2012 Golf Outing

April 2, 2012.  The Irrigation Association of New Jersey 
is very excited to announce that we will be co-sponsoring 
this year’s 2012 golf outing with the New Jersey Landscape 
Contractors Association.  Recognizing the value and im-
portance of partnering with allied associations here in the 
Garden State, the NJLCA and IANJ are working together 

to create a wonderful opportunity for landscape contractors 
and irrigation contractors to work together and play togeth-
er.  Traditionally, our two golf outings have always been 
scheduled within a few days of each other, forcing contrac-
tors to choose one outing or the other. Now they don’t have 
to,” said Jody Shilan, President of the NJLCA.  “We see 
this as a win-win for both associations.”
The golf outing has always been one of our most popular 
social events of the season and a great day to socialize and 
relax.  With this new co-sponsorship agreement, I can pret-
ty much guarantee that in addition to the socializing there 
will be some serious networking and even a little friendly 
competition going on between NJLCA and IANJ.

“Our thanks to both IANJ and NJLCA’s board and golf 
committee for making this happen,” said Eric Nelson, IANJ 
President.  “We are excited to help present a great network-
ing event for the irrigation and landscape contracting in-
dustries.”

mailto:pat.kzoiol@pmsa.us.com
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Continues on page 15

Landscape and Irrigation, January 2012
By: Les Robinson

Social media is a fast-moving, ever-evolving me-
dium that continues to help shape how business is 
done.  With ever-increasing frequency, consum-
ers are looking to various social networks for in-

formation, advice and opinions before making purchasing 
decisions.  Whether it’s Facebook, Twitter, LinkedIn, You-
Tube or another platform, as an organization, social media 
provides an opportunity to listen to, learn from, and speak 
directly to consumers in real time, 24 hours a day.
 However, businesses should not leap into this area just 
because it seems like everyone is doing it.  It takes careful 
planning and dedication with a clear focus on the business 
goals involved.  Having exciting, successful social media 
interactions doesn’t happen overnight, no matter how pop-
ular your organization is.

Here are some things to consider:

Social media is a two-way conversation, while more tra-
ditional communication channels like advertising, are not.  
It gives an organization and consumers the opportunity to 
talk about a message, whereas a print advertisement, press 
release or television commercial is pushed out, and gener-
ally left at that.  In that respect, social media doesn’t oper-
ate alone.  If often works best when integrated across ad-
vertising, public relations and traditional marketing.  The 
discussion around the message and the opportunity for the 
audience to interact can take place on social media.  Of-
ten, not only is it better for the organization to coordinate 
messages across channels, but not doing so could cause the 
various messages to lose focus.

You’re going to need a plan
Before creating your first social media site, you need a plan.  
Just having social media presence means absolutely noth-
ing if you don’t do something with it to meet your business 
objectives.  Start the plan by evaluating what your business 
goals are and what you hope to accomplish through social 
media.  Then, start creating plans to accomplish through 
these goals.
 A clear, well-developed set of social media guidelines 
forms a solid base for the entire social media strategy, there 
should be a straightforward policy that provides guidance 
on who can engage in social media on behalf of your orga-
nization and what is and isn’t permissible when engaging.  
It’s important to be clear on the purpose for the guidelines, 
so everyone interacting on social media understands the 
business reasons for the policy.

The Power of Social Media

Tips for interacting on social media
Listen:  Understanding the value of listening is a key to 
getting started.  If you want to know what your audience 
wants to talk about, just listen to what they’re saying, or ask 
them – they’ll tell you.  Also, because of the speed at which 
news about your organization can travel on the Web, you 
have to monitor mentions of your brand constantly and stay 
on top of what the social community is saying about you.

Give them something useful:  A quick, effective way to 
get involved in – and gain the trust and respect of – a com-
munity that’s talking about your organization is to answer 
the questions they’re asking.  As an official representative 
of your organization in social media, you have the ability to 
provide information, guidance, recommendations, clarifi-
cations, corrections and more.  In other words, by listening 
first and identifying good engagement opportunities, you 
have the ability to provide value with any of the content you 
put out.  Social media provides a great opportunity for you 
to harness your expertise and share it with the audience.  
The key is to provide value for both the audience and your 
organization.

Your audience relies on you:  It’s important to remember 
that in social media, conversations are happening in almost 
real time.  In order to be a reliable source of information for 
the community, you’ve got to be an active member.  Make 
sure you’re able to dedicate the time it takes to update con-
tent, answer questions, and offer information to the com-
munity.  When you speak, they will listen, as long as they 
know they can depend on you being there.  In order to make 
it a two-way conversation, you’ve got to interact.
Don’t shy away from negative comments:  One of the 
questions I get asked frequently is, “What if someone says 
something bad about us?”  Typically, I’ll ask that person 
what they would do in that situation.  “Just delete it, and 
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Continued from page 14

Install Rain Bird.® You cannot aff ord 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 Confi dence.® Install Rain Bird.®

I only want to get down 

and dirty once. If i have to 

do it again, I’m losing money 

and time. Install con� dence, 

not callbacks or changeouts.

I only want to get down 

and dirty once. If i have to 

do it again, I’m losing money 

and time. Install con� dence, 

not callbacks or changeouts.

I only want to get down 

and dirty once. If I have to 

do it again, I’m losing money 

and time. Install con� dence, 

not callbacks or changeouts.

For more information on 
Rain Bird products, contact:

Jim Ash
Contractor Account Manager | Rain Bird Corporation
Mobile: (215) 356-9496 | E-mail: jash@rainbird.com

MCR-856_ICON_Ad.indd   1 2/2/11   11:43:24 AM

block them,” they often say.  Many times, that’s the wrong 
answer.
 When you have a healthy dialogue, not everyone is go-
ing to agree.  There are people who don’t like you or your 
products and have no problem letting you and everyone 
else know about it.  The conversations about your organi-
zation are happening with or without you, so why not look 
for opportunities to interact and turn negative comments 
into positive ones?
 There are instances where deleting the comment and 
blocking the user is inappropriate.  It depends on what your 
site guidelines are.  If someone is being obscene or attack-
ing or insulting your organization or 
other community members, generally, 
that person isn’t going to add a lot of 
value to your interactions.  Consider 
what your site guidelines should be 
and make them clear to the commu-
nity.  There are also those times that 
make every social media manager 
proud, when the community does the 
responding for you.  Once you gain 
trust and loyalty of the community, 
they will often address negative posts 
for you.  As long as their responses 
are clean and within your guidelines, 
sometimes you can just sit back and 
watch.

Building relationships online
Social media is about relationships.  
One of the most difficult things for any 
organization to realize in social media 
is that it’s about the community.  The 
community has the true power in so-
cial media. The audience decides how 
the conversation goes, and you can 
only hope they will accept you and let 
you be a part of it.
 In order to harness the power of 
social media, you need to be a valued, 
accepted member of the social com-
munity that’s talking about your brand 
and services.  It’s hard work, and it 
takes time to build a successful social 
media program.  A well-planned so-
cial media program will allow you to 
reach and listen to consumers in a way 
that you haven’t been able to before.  
You will be able to provide informa-
tion about your services to thousands 

with one post.  Consumers will get updated and corrected 
information from an official source on their time.  May-
be, most importantly, customers and potential customers 
will get to know you, and they’ll know that you care about 
them.
 Finally, remember to have fun with it.  Your passion for 
social media will come through in your interactions and, 
hopefully, will rub off on the entire community.  Social 
media is another place where consumers are.  With a good 
plan and proper execution, you can satisfy your business 
objectives and provide content of value to those consumers 
and experience the true power of social media.

The Power of Social Media
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Now Celebrating our 96th Year! 
 

•Pump and Well 
•Water Treatment 

•Irrigation 
•Landscape Lighting 

•Drainage 
•Pond and Water Garden 

 
3490 Rt. 9 South – Freehold NJ 07728 – 732-462-4800 

Fax: 732-462-3011  Web: www.swanpump.com 
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Landscape and Irrigation, January 2012
By: Troy Leezy

With increasing focus on water conservation 
and efficient irrigation practices comes new 
opportunities.  Whether it is a product up-
grade or replacing an aging irrigation sys-

tem, a wide variety of efficient product solutions exist in 
the market today.  Many of the new products available do 
not require much or any effort above and beyond traditional 
installation practices, and offer a reasonable timeframe for 
return on investment.
 While exploring any upgrade solutions, strong consid-
eration should be paid to getting site pressure as close to op-
timum as possible for the sprinkler types to be used.  Pres-
sure is as important as proper spacing to achieve the great-
est possible efficiency in any system.  High pressure is as 
much an enemy to efficiency as low pressure and should be 
a priority regarding initial design or existing system evalu-
ations.  There are a wide variety of solutions on the market 
to address high pressure.  Pressure can be easily adjusted at 
the valve with an add-on regulator that allows the installer 
to select the ideal pressure the sprinkler requires.  Addi-
tionally, many manufacturers offer pop-up spray sprinklers 
with built-in pressure regulators pre-set to optimum nozzle 
requirements; or a simple add-on pressure regulator at the 
valve can be an easy solution.
 The simplest form of water conservation upgrade can 
be a wireless rain sensor, which saves an average 10 per-
cent of water use.  On the high end of control upgrades are 
“Smart” irrigation controllers that adjust irrigation sched-
ules on a daily basis depending on weather conditions.  
Studies have shown Smart controllers can save up to 30 
percent of water use depending on prior management prac-
tices.  New products are arriving on the market that are 
more cost effective and user friendly, making Smart con-
trollers an easier sell – especially on residential projects.
 Replacing existing spray nozzles with rotary nozzles, 
such as MP Rotators, or incorporating them into a new sys-
tem design provides greater water savings and drastically 
increased efficiency.  In many cases, rotary nozzles can be 
successful in improving poor-performing spray systems 
due to low pressure.  Because rotary nozzles require less 
water to operate, they have the advantage of reducing fric-
tion losses in an existing system and improving the oper-
ating pressure at the head.  Additionally, due to lower wa-
ter requirements of the nozzles, more area can be irrigated 
with fewer zones, reducing system costs with fewer valves 
and smaller controller sizes, as well as less pipe, wire, fit-
tings and labor.
 Drip tubing with pre-installed, in-line emitters offers 

substantial advantages over traditional irrigation methods 
in not only water savings, but also time and cost consider-
ations.  In many cases, the tubing can be simply “snaked” 
through planters and then mulched over.  Winterization can 
be a snap by incorporating threaded cups on line ends that 
can be removed for blow out.
 On any projects with elevation changes, check valves 
should be installed, at the very minimum, on the lowest 
heads.  One hundred feet of 1” pipe on single zone can 
waste 4 gallons of water per zone cycle through low-head 
drainage.  On a 12-zone system, that equates to 48 gallons 
per irrigation day.  Beyond saving water, check valves will 
also protect the sprinkler from the water hammer tha oc-
curs every time the valve turns on (and water rushes to fill 
the empty lateral line), greatly increasing sprinkler longev-
ity.
 One last note when working on improvement of older 
existing systems: sprinklers should be reset to proper grade 
level, screens cleaned, and nozzles replaced.  Nozzles on 
both spray heads and rotors will wear over time and lower 
the ability for water to be sprayed efficiently.  It is a good 
idea to check with your local irrigation distributor to see if 
there are newer, more efficient nozzles available for exist-
ing, installed sprinklers.

Using Smart Water Technologies
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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. I 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:

I 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. I trust that the Board will send such notice in a 
timely manner and understand that I will receive further correspondence from the Board stating that said notice was made. I 
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:

Non-certified contractors can be reported

In an effort to provide enforcement to the New Jersey  Landscape Irrigation Contractors Certification Act, N.J.S.A. 45AA-1, the Irriga-
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..
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Your “GO TO” Partner

 Servicing your Irrigation, Lighting and 
Landscape needs. 

 Commitment to Professional Contractors 
 Sales and Marketing Support 
 Knowledgeable Staff 
 CAD Design, Takeoffs and Field Support 
 Hands-On Training Seminars 
 24/7 Website/Webstore access 

S. Plainfield, NJ
(908) 753-5200

901 Montrose Avenue

Whippany, NJ
(973) 386-9076

64 S. Jefferson Road

Hawthorne, NJ
(973) 423-0222

1120 Goffle Road

Sewell, NJ 
(856) 228-6070 

223 Blackwood Road 

Lakewood, NJ 
(732) 363-5034 

1000 Airport Road,  
Suite # 206 

Visit our website; 
www.aquariussupply.com to order 

online.  Save time and money! 

Learn to diversify your business with our hands-on seminars 
in smart irrigation, LED lighting, pond and water solutions.   

Visit www.aquariussupply.com for up-to-date listings.

Are You Selling by Design or Default?
In advance of the IANJ Business Meeting on 
March 29, Danny Wood, a nationally recognized 
business development expert and sales training 
consultant, presented an informative session on 
“Are You Selling by Design or Default?”

Wood challenged attendees to review their sales 
and marketing processes to determine who 
is really in control of their sales development.  
Wood presented a methodology for receiving a 
consistent flow of referrals and how to shorten 
the time between prospecting and closing the sale.

“This would make a great four hour seminar,” said Steve Dobossy of RR Irrigation.  
“It was a great presentation with good content and was very helpful.”
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Unless you’re a large business with hundreds or thousands of employees, providing and administering a 
health benefits plan can be a huge burden. However, if you’re a IANJ member, you can now take advan-
tage of a great group offering through the Association Master Trust

IANJ members are eligible to secure comprehensive self-funded health and dental benefits through Association 
Master Trust. The Association Master Trust covers approximately 10,000 participants from thirteen trade and 
member association benefit trusts.

Qualifying IANJ member firms can now enjoy all of the benefits of network services and modern claims admin-
istration. By being a member of AMT you’re part of a large group, and have access the same great health 
benefits plans the big guys do!

To learn more about AMT’s self-funded health benefits plans call 
Association Master Trust today at 

973-379-1090 ext. 236 for further details.
www.amt-nj.com • info@amt-nj.com

Group Health Coverage through 
IANJ and Association Master Trust

Great News for IANJ Members
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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: 

Aquarius Supply .......................................................Page 17
Association Master Trust .......................................Page 16
Atlantic Irrigation Specialties, Inc ......................Page 19
Central Irrigation Supply .........................................Page 7
Hunter.............................................................................Page 4
John Deere .................................................................Page 10
Netafim ..........................................................................Page 3
Paige Electrical Company .....................................Page 11
Rain Bird ......................................................................Page 13 
Storr Tractor Company ..........................................Page 20
Swan Pump ................................................................Page 14
Toro ..................................................................................Page 6

 

Atlantic Irrigation Specialties, Inc. 
Proudly partnering with the IANJ and New Jersey Contractors  

 
   

3 Full Service Locations to Fulfill Every 
Irrigation, Lighting and Landscaping Need! 

Wayne, NJ- 973.628.0204 
Farmingdale, NJ- 732.751.0817 

Berlin, NJ- 856.767.1231 
*Call for a quote, or info on our Landscape Lighting,  

Water Gardening, & Rain Water Harvesting Seminars! 

http://www.ianj.com

Visit our 
NEW website by 
clinking on the 

link below:

http://www.ianj.com
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COMPANY

STORR TRACTOR

3191 U.S. Highway 
Somerville, NJ 

ph 908 722-9830  •  fax 908-722-9847

www.storrtractor.com

distributors of Quality commercial

175 13th Avenue
Ronkonkoma,NY 

ph 631-588-5222  •  fax 631-588-5698

Turf Care Equipment & Irrigation

The Storr Tractor Company is dedicated in providing our customers with the finest equipment our 
manufacturers can supply, supported with the highest level of customer service in all divisions.


