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President’s Message

In the April issue of the Irrigation Association of New 
Jersey (IANJ) newsletter, I proudly commented the 
IANJ has always done a fantastic job of promoting 
professionalism, communicating pertinent informa-

tion and conducting relevant learning opportunities.  Re-
gardless of the IANJ’s outstanding efforts, I also mentioned 
we continue to lose members, and are failing to gain new 
members simply because irrigation contractors believe 
they are not getting their expected return on investment 
for their membership fee.  Currently, there are close to 600 
Certified Irrigation Contractors (CIC) in New Jersey and 
only a little over a third are IANJ members.
 Looking for ways to address the almost two thirds defi-

cit, I met with past, current and prospective IANJ members 
to discuss what their specific expectations are and what 
measurable efforts we could do, as “THEIR” association, to 
increase IANJ membership and to gain their participation 
in the association for the long term.  Every single person I 
spoke with had something to say about enforcement of un-
certified irrigation contractors pursuant to current statute 

C.45:5AA-01 to 11.  As a result of my conversations, I de-
cided it was imperative that I try to explain the enforcement 
procedures of the Department of Environmental Protection 
Agency (DEP) and the New Jersey Landscape Irrigation 
Contractor Examination Board (LICEB), and their most 
recent efforts regarding this enforcement.  In doing my re-
search, I consulted with LICEB board members to ensure I 
reported the information as accurately as possible. 
 I know this is an extremely sensitive and uncomfort-
able discussion for many of us because some unlicensed 
contractors are our friends, our colleagues and our clients.  
Many of you are quality irrigation contractors who have 
operated successful businesses for many years, sometimes 
for multiple decades, and are not certified for a variety of 
reasons.   
 I want to emphasize that the purpose of this message 
is not to discuss how to address the issue of seasoned and 
experienced quality irrigation contractors becoming state 
certified, but to identify how the DEP/LICEB addresses 
complaints of uncertified irrigation contractors. 
 The process is very simple and is outlined below.  
Keep in mind, there are many variables and this is only a 
guideline and not policy.
 The two main complaints with a few examples are: 

I know this is an extremely sensitive 
and uncomfortable discussion for 

many of us because some unlicensed 
contractors are our friends, our 

colleagues and our clients.
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• Advertising without the a certification number listed
• Website 
• Newspaper Advertisement
• Phone Book
• Vehicle
• Performing irrigation installations and/or service with-

out being certified
• Adding Zones
• Moving Heads
• Replacing Controllers

 Once a violation has been identified, a complainant 
must complete the New Jersey Landscape Irrigation Con-
tractor Examining Board Department of Environmental 
Protection Bureau of Revenue form.  This form is not a 
DEP or LICEB form.  
• The form was created many years ago by the IANJ and 

LICEB to provide a consistent one source document to 
file complaints.  

• The form can be found in the IANJ newsletter 
and on the IANJ website at: http://www.ianj.com/Re-
porting%20a%20Non-licensed%20Irrigation%20Contrac-
tor%20Form.pdf 

• Complete the form and mail to:
• New Jersey Department of Environmental Protection 

Bureau of Licensing and Pesticides Operation Mail 
Code: 401-04E, PO Box 420 Trenton, NJ 08625-0420

•  Currently, email is not preferred as there are limita-
tions that can impede the process 

Complete the form in its entirety as this will expedite the 
validation process
 Provide as much supporting documentation as pos-
sible as this will help expedite the investigation process
 LICEB will review the form, creates a folder and then 
they start the investigation process.  A DEP/LICEB inves-
tigator may be dispatched to validate the complaint.
Advertising  complaints:
•  A registered letter is sent to the offender stating they 

are in violation and are told to remove advertisement, 
signage, website…or provide proof of certification.  If 
proof of certification is not provided, a first offense fine 
of up to $2,500.00 may be imposed.  A second offense 
may result in a fine up to $5,000.00 (See below for jus-
tification)

•  If you are a landscaper using a Certified Irrigation 
Contractor include a link to their website or include 
their company name and certification number

•  The certification number needs to accompany ANY 
advertising medium

•  Every advertising complaint is verified by an investi-

www.ianj.com
www.ianj.com
http://www.ianj.com/Reporting%20a%20Non-licensed%20Irrigation%20Contractor%20Form.pdf
http://www.ianj.com/Reporting%20a%20Non-licensed%20Irrigation%20Contractor%20Form.pdf
http://www.ianj.com/Reporting%20a%20Non-licensed%20Irrigation%20Contractor%20Form.pdf
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gator
• Since January 2013 approximately 50 advertising com-

plaints have been filed

Installation/Service complaints:
• A registered letter is sent to the offender stating they 

are in violation and are told to cease and desist or pro-
vide proof of certification.  If proof of certification is 
not provided, a first offense fine of up to $2,500.00 may 
be imposed.  A second offense may result in a fine of 
up to $5,000.00.  (See Below for justification)

•  If a violation letter is not satisfied by supplying a miss-
ing certification number or by paying a penalty, an in-
vestigator is sent to move the process forward

• Since January 2013 approximately 5 violation letters 
for contracting without certification have been sent

Justification:
C.45:5AA-9 Violations, penalties.
9. b. If any person violates the provisions of P.L.1991, c.27 
(C.45:5AA-1 et seq.) or any code, rule, regulation or order 
adopted or issued pursuant thereto, the board may assess a 
civil administrative penalty of not more than $2,500 for the 
first offense and not more than $5,000 for the second and 

each subsequent offense. If the violation is of a continuing 
nature, each day during which it continues shall constitute 
an additional, separate, and distinct offense. No civil ad-
ministrative penalty shall be levied except upon an admin-
istrative order issued pursuant to section 10 of P.L.1991, 
c.27 (C.45:5AA-10)
 LICEB’s policy is to not send a notification of receipt 
or completion of a complaint due to the large amount of 
requests and staffing restrictions.  Please be patient, all in-
quiries are investigated.
 While the DEP and LICEB process is not perfect it has 
come a long way and continues to evolve.  
The IANJ, LICEB and the DEP continue to work together 
to identify areas of improvement that ultimately will better 
serve our industry and our current and future membership.  
 Most importantly, I emphatically want to emphasize, 
the IANJ does not exist to put irrigation contractors out 
of business; we are here to support the membership and to 
address their concerns.  Additionally, as the Irrigation Con-
tractors’ voice we eagerly welcome your input and action.

Michael Edmiston, CLIA
President
Irrigation Association of New Jersey

President’s message
Continued from page 2

®

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



4   IANJ June Newsletter

2nd ANNUAL IANJ/NJCLA GOLF CHALLENGE

Monday, September 9th
Picatinny Arsenal Golf Club 

The 2nd Annual IANJ/NJLCA Golf Challenge will be held September 9th at 
a NEW location - Picatinny Arsenal Golf Club!  We'll be golfing for a very 
special charity -Project EverGreen's GreenCare for Troops - a nationwide 
outreach program coordinated by Project EverGreen that connects local 
green industry professionals with men and women serving our country in the 
armed forces away from home. We know you will want to be involved in 
this event as both a sponsor and player!

We have many opportunities for SUPPLIERS AND MANUFACTURERS 
to be in front of the IANJ and NJLCA memberships (we're on target for a 
full field of 144!). It's first come, first served so don't miss out! 

Current Sponsors Include: 
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Lawn and Landscape, January 2013 
By: Andrew Pototschnik

You can do more than make a sale 
on the phone. You can win long-
term clients. 

In business, it is often those things 
we don’t give much thought to that 
can really have an impact on our 

profits and growth, given just the right 
tweaks.

Having a clear, well-defined phone strat-
egy is one of those often-overlooked 
things. 

I work with lawn care and landscaping 
companies that have revenue less than 
$100,000 to more than $8 million. When 
it comes to the phone, shockingly the biggest difference 
between the two is that the larger companies have several 
people on staff to answer the phones. But when it comes to 
how the phones are actually used, the differences end.

Harlan Hogan’s famous quote “You never get a second 
chance to make a first impression” is still true today. Un-
fortunately, many companies treat it as a cliché and have no 
strategy behind their phone.

They forget that as far as a prospect or client is concerned, 
the person answering the phone is your company. Just as 
the skill of your crews determines the quality of your com-
pany’s work, so too does the way your staff handles the 
phone give your company its image.

But this topic is deeper than just being polite. This is about 
growing your business. And your phone staff has a direct 
line on helping or hindering that growth. That’s why you’ve 
got to provide your staff with the tools they need to be suc-
cessful on the phone.

Forget voicemail. It starts with always having a human 
answer your phone – never a machine. Around 70 percent 
of callers will hang up without leaving any message when 
they reach voicemail. That is the equivalent of telling seven 
out of 10 people who want to hire you, “Sorry, we don’t 
want your business.”

If you don’t have a real live human answering the phone, 
then that signals to the prospect that they would have trou-

ble reaching you if they were a client, your quality is av-
erage or worse and that you are too small or too busy to 
handle a new customer.

If money is tight, consider hiring a part-time person to cov-
er peak call hours.

In addition, after the third ring use a live receptionist an-
swering service for fall over and all after-hours calls.

Return all calls immediately. If it the call was left over-
night, call first thing in the morning. The quicker your 
response, the more likely you are to win the contract and 
reinforce a proactive image of your business.

Start logging all phone calls. Yes, I can hear your collec-
tive groans, but this is easily done with a pen and pad, ex-
cel spreadsheet or professional lawn management software 
such as Service Autopilot.

The log should contain: date and time of call, full name, 
mobile phone number, email address, street address, lead 
source, action and outcome.

Once you start to collect this data, you will begin to see 
trends: what times of day you get the most calls, common 
questions, service problems and objections. And most im-
portantly, lead information.

Where are new leads coming from? The Internet? Direct 

Answer the Call

Continues on page 6
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mail? Referrals? If you don’t ask, you don’t know. And if 
you don’t know, then you might very well be wasting mon-
ey on ineffective marketing.

Empower your staff. This includes the top 10 selling points 
they can use to sell your services. Things like your guar-
antee, your level of insurance, training and technique. “Of 
course we cost more than Bob’s Mowing & Blowing. We 
have insurance. If someone gets hurt on your property, you 
won’t get sued. Yes, we can legally perform the work. We 
are state licensed and our staff been through our rigorous 
training program.”

From your call logs, you will see leads that call but don’t 
end up signing up. Many times, this is due to price, but not 
always. Your staff should be trained to counter any objec-
tions a new lead may have to using your service: “You’re 
too expensive.” “I don’t want to have my lawn mowed ev-
ery week.” “I want to pay by check.”

Noting these objections can help you identify areas in your 
business that may need to change. For instance, if you’re 
constantly getting requests for pest control services, it 
might be time to offer it.

The other piece of data that is going to stand out in the logs 
are questions. Develop a list of frequently asked questions 
and their answers. This should be a constantly-updated 
document and the staff should be responsible for updating 
it regularly. There is nothing they should not be able to an-
swer. Doing this will also eliminate the need to put callers 
on hold while they find an answer.

Encourage employees to help refine this process, note new 
objections, update the frequently asked questions and cre-
ate an even smoother process over time. Place a current 
copy of the tools in a binder by all phones that accept in-
coming calls.

Close and follow-up. Many residential LCOs are estimating 
and closing sales right over the phone. This requires a very 
specific process, and the staff must be fully trained on how 
to do it accurately.

However, most prospective clients will require an onsite 
estimate and cannot be closed over the phone. That’s fine. 
Just don’t let the prospect off the phone before they have 
committed to something. Schedule an appointment to meet 
for the estimate, a free lawn health audit or even a set time 
to call them back after the property has been looked at to 
discuss your findings.

Getting them to commit to something will usually keep 
them from continuing their search with your competitors 
until they hear back from you.

Most companies just email an estimate or leave it on the 
door with no follow up. Don’t do this. Always call. Always 
follow up. If they didn’t choose your company, find out why 
and make adjustments, put them in your email and direct 
mail marketing list and send them a second chance offer 
and future promotional offers.

Slow periods should be used to call and check in on exist-
ing clients. Have they been happy with your service? If not, 
you can preempt any future business loss by resolving their 
issues.

If they are happy with your service, now is the time to up-
sell – always tell them about a new service, seasonal or 
limited time offer and discount. Offer an incentive to those 
on your team that sell more services. Injecting it into the 
conversation with finesse will take some practice. Reach-
ing out to your existing clients from time to time shows 
them that you really care about having their business.

Putting these simple guidelines in place will take some 
thought and a little effort, but the rewards make it well 
worth it.

Continued from page 5

Answer the Call
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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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Governor Chris Christie has proclaimed July to 
be Smart Irrigation Month in New Jersey to 
draw attention to the importance of using water 
efficiently.

 July is traditionally the month of peak demand for wa-
terering lawns, gardens and landscapes in North America. 
The Irrigation Association named July as Smart Irrigation 
Month to increase public awareness about simple practices 
and innovative technologies homeowners, businesses and 
property managers can use to:
• Save money on utility bills.
• Minimize or defer investments in infrastructure to 

store and carry water, typically paid for by property 
taxes or municipal bonds.

• Protect their community’s water supply for generations 
to come.

 Homeowners typically overwater lawns and land-
scapes by up to 30 percent. By selecting and planting care-
fully, watering wisely, and maintaining and upgrading 
automated irrigation systems, consumers can save money, 
save water and see better results.
 “We are especially proud and pleased that Governor 
Christie has designated July as Smart Irrigation Month in 
New Jersey as many of our irrigation contractors, suppli-
ers, and manufacturers are seriously involved in helping 
local communities and consumers use water efficiently and 
effectively,” said Michael Edmiston, President of the Irri-
gation Association of New Jersey.
 IANJ members are encouraged to display the procla-
mation in their offices and to communicate with their cus-
tomers and local municipalities the importance of “Smart 
Irrigation” watering techniques.  
 “IANJ members are experts in water use and can be a 
great asset to their local communities by communicating 
this message,” said Edmiston.

Governor Christie Declares July Smart Irrigation 
Month In New Jersey

Click here to visit http://www.ianj.com

Visit our website

http://www.ianj.com


9   IANJ June Newsletter

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. 

The Irrigation Association of New Jersey is once 
again presenting Summer Tech 2013 with classes 
in three tracks:  business, auditor certification, 
and technical advancement, August 6, 7 and 8 at 

three locations in North, Central, and South Jersey.
 We are proud to announce that the new national Irri-
gation Association’s Certified Irrigation Technician Course 
will be offered during Summer Tech. This course is for 
contractors new to the landscape irrigation industry. Stu-
dents will become familiar with landscape sprinkler system 
components and terminology and understand the basics of 
system component installation and repair techniques. IANJ 
is one of the first affiliate groups to offer this certification 
course and it will be taught by Craig Borland of The Toro 
Company on August 8 from 8 am - 12:00 pm.
 Be among the first 20 people to register to attend Sum-
mer Tech and win a free ticket to Yankee Baseball, Friday, 
August 9 at 7:00 pm.  This ticket is a $80 value and it’s 
yours free just for registering for Summer Tech.  The first 
20 contractors who register will win a ticket and watch the 

Yankees take on the Detroit Tigers.  Other tickets may be 
available for purchase at a discount and we hope to see 
many of our members at the game!
 Classes will be offered at three convenient locations 
so that all IANJ members may attend and earn valuable 
CECs toward their license renewal:

Auditor Certification Training Track Classes Offered at 
Storr Tractor, 3191 US Highway 22, Branchburg

Business Track Classes Offered at New Jersey Landscape 
Contractors Association
465 Boulevard, Elmwood Park, NJ 07407

Technical Track Classes Offered at Atlantic Irrigation, 
309 Pinedge Dr., West Berlin, NJ – August 6, 7 and 8

 A complete list of the classes and registration form are 
available at www.ianj.com.  Sign up now and win Yankee 
tickets and advance your business and technical skills.

Take Me Out to the Ball Game and to Summer Tech

www.ianj.com
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Continues on page 11

Irrigation & Green Industry, January 2013

No matter what our occupation, there are some 
tasks within it that we enjoy, and some we don’t. 
The tasks we like are usually the things we’re 
good at. We find them easy. If you’re an expe-

rienced contractor, you could probably install an irrigation 
system with your eyes closed and one hand tied behind your 
back. But the tedious calculations involved in costing out 
such a system? Well, that’s the kind of thing that can keep 
a person up at night. It can make the hard, backbreaking 
work of digging, trenching, installing pipe and sprinkler 
heads and wiring controllers seem like child’s play. 
 Let’s face it—you chose this profession because you 
like being outdoors and working with real things. If you 
wanted to be an accountant, you would have become one. 
As much as you may dislike it, estimating jobs and bidding 
based on those estimates is essential to what you do. And 
how well you do it may very well mean the difference be-
tween success and failure.
 If you were awarded the job and installed the best sys-
tem for that site, but missed some areas in your estimate, 
you probably would have lost money. Costing out a job is 
extremely important—this is where the mistakes can cost 
you a lot of money.
 Whether you do the estimating manually on a take-off 
sheet, or you’re using computer software (there are a num-
ber of irrigation software programs on the market that in-
clude estimating), the important thing is to make sure you 
input the right data.
 There are many things to take into account. You have 
to know exactly how much and what size pipe you’ll be us-
ing. How many elbows and tees will be needed? Will you 
have to dig around hardscape? How many heads and valves 
are you going to install?
 Will you be installing moisture sensors? What kind of 
controller will you be using? And how much will all these 
things cost?
 You have to figure out how many vehicles will be 
used—don’t forget to pro-rate their wear and tear and de-
preciation. What about fuel costs? Oh, and remember to 
factor in your overhead—rent, utilities, insurance, ad-
vertising, salaries and wages, worker’s comp, bonds and 
permits— everything it costs every day to keep the doors 
open.
 You also need to make sure that you factor in the value 
of your own time and your own salary. And finally, how 
much profit your company needs to make. You have to be 
careful to make sure you don’t leave anything out. What-
ever you forget to put down on your take-off sheet is money 
you’re leaving on the table.

 However, the area where most of the money is lost is in 
costing out labor. You need to determine how many people 
you will need to do the job, and how much time it will take 
them to do it. Here is where things can get out of control.
For example, you figure you can do a job with five men and 
complete the project in three days. But it really took those 

five men five days to complete the job. If you were pay-
ing them ten dollars an hour, that’s 16 additional hours per 
crew member, or a total of 80 additional hours that was not 
figured into the job. At ten bucks an hour, that adds up to 
$800. Then, factor in all the additional costs included in the 
labor burden and that easily could add up to another $500. 
This miscalculation just cost your company $1,300.
 You should review and see where you went wrong 
in your calculations. Perhaps you thought the men would 
work a little faster, or you ran into other unforeseen prob-
lems that held up the job.
 Of course, as every contractor knows, no matter how 
carefully and precisely you estimate, there’s always that 
‘X’ factor that can rear up and bite you. “If there is a ledge 
or rock under the ground, that makes everything more 
difficult,” said Dennis Hoffman, president and owner of 
Grasshopper Irrigation in Reading, Massachusetts. “The 
pipe won’t go under the ground as far. You have to talk to 
the homeowners, and see how they want to proceed.” Hoff-
man’s been lucky in that most of his customers, while not 
pleased at a change in the estimate, have been understand-
ing. 

The “rock clause”
“The slang term for Waukesha is ‘Rockesha,’” said Mike 
Todd, president and owner of Milwaukee Lawn Sprinkler 
Corporation in Menomonee Falls, Wisconsin. His state lies 
in the path of a receding glacier. So how does he protect 
himself? “If we’re going to be working in an area that’s 
known to be rocky, we’ll put a ‘rock clause’ into the con-
tract.” This clause simply states that if a sprinkler system 
can’t be installed with conventional equipment, the condi-
tion will be brought to the attention of the owner and ad-
ditional compensation will be determined. In 38 years, he’s 
only had to invoke the clause three times.

Costing Out an Irrigation System

If you were awarded the job and 
installed the best system for that site, 

but missed some areas in your estimate, 
you probably would have lost money. 
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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.

 “Estimating is the art of defining what a job will cost in 
the future, at the level it costs your company,” says Charles 
Vander Kooi, a business consultant with Vander Kooi and 
Associates in Littleton, Colorado. “Estimates should be 
based on how productive you are, the kind of equipment 
and people you have, and what you’re paying those people.”
If you talk to seven different irrigation contractors, you’ll 
get seven different opinions about the best way to come up 
with estimates. Everyone has his own idea of what’s most 
important, based on his own experience.
 “The three biggest things I look for in costing out a job 
are: what’s the water pressure, how many zones are there, 
and how many heads am I going to need?” said Hoffman. 
Bronson Patterson, owner of Four Seasons Landscape and 
Irrigation in Huntsville, Alabama, agrees that water pres-
sure is crucial. “You have to test the water pressure at the 
meter. That dictates the size of your valves and the pipe.”
It also determines how many heads can be put into a zone. 

Hoffman, who has 20 years of experience installing irriga-
tion systems, concurs. “After I survey the area, I always 
take a water pressure test, to see what the flow rate is in 
gallons per minute.”
 Different parts of a city can have different water pres-
sure. Hoffman says it’s even more variable than that. “Ev-

erybody’s house is different. It’s always different.” He says 
that even though you may have installed an irrigation sys-
tem for the lady next door, you can’t assume that her neigh-

Costing Out an Irrigation System
Continued from page 10

Continues on page 12

If you talk to seven different irrigation 
contractors, you’ll get seven different 

opinions about the best way to come up 
with estimates.
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Continued from page 11

Continues on page 13

bor will have the same pressure.
 After figuring that out, Hoffman asks a series of ques-
tions. Does the homeowner want different zones for differ-
ent beds? Does he want rotary heads for bed areas, or drip 
irrigation? What are the sunny and shady areas? How long 
will the job take and what is the cost of the materials?
 When all is said and done, after you’ve gone over the 
estimated bid a few times—checking and double check-
ing to make sure you’ve added in all the costs—you should 
always add some percentage to the project, just in case you 
missed something, or miscalculated. Call this the ‘fudge 
factor.’

Unit pricing
There is some controversy over the practice of unit pric-
ing—counting the number of heads, for instance, then as-
signing a multiplier. Some contractors do it, and some oth-
ers think it’s a good way to go broke. If you ask Vander 
Kooi about unit pricing, he’ll give you his very strong opin-
ion against it. “It shouldn’t ever be done,” he says. “I’ve 
bid over a billion dollars worth of business in my lifetime, 
and I can tell you that I’ve never seen two jobs alike.” Ac-
cording to him, when you unit price, you’re going under 
the presumption that every job is the same—the same head 
spacing, the same soil conditions, and that the trenching 
and everything else moves along at the same speed.
 But what about beating the guy with the cheaper bid? 
Vander Kooi says that if you can’t do the job at that price, 
that doesn’t necessarily mean your price is wrong—it 
means you’d better investigate your costs. You may be pay-
ing your people too much, giving them too much in ben-
efits, or overspending in some other area.
 “I used to price out my jobs per head, especially when 
I started out,” said Hoffman. “But I learned that you’ve got 
to take into consideration whether or not you have to go un-
der a walkway or a driveway—some hardscape—that’s the 
biggest thing.” He tells new contractors to avoid the mis-
takes he’s made. “But there are still guys in my area that 
price out by the head. Those are the low-ballers. They don’t 
get enough for their jobs, so they have to take shortcuts.”
 You should also account for the unexpected, as Pat-
terson does. Once he’s finished the estimate, he goes back 
over the list to see if he’s missed anything. And then he 
adds five to ten percent to all his estimates, just in case the 
unexpected does happen.

Residential vs. commercial
If you’re working in the commercial area, there’s a little 
more involved. Commercial work is more detail-oriented, 

with many more pitfalls.
 They’re more encumbered with paperwork, jobsite 
meetings, safety issues and coordination with other trades.
“Commercial can get a little tricky,” says Patterson, who 
does both commercial and residential work. “They may 
specify a certain type of valve or sprinkler head. Even with 

all my experience, sometimes I miss something.”
And then there’s the issue of when you get paid. Unlike 
residential work, commercial work typically has no down 
payments. There are bonds you may have to buy (bid bonds 
just to bid on a job, and performance bonds once you get 
the job). Special insurance may also be required.

Estimating software
One tool that can save you time— and therefore, money—
is estimating software. “When you do irrigation design, 
there are a lot of calculations that have to occur,” said John 
DeCell, president of Software Republic in Hockley, Texas. 
Manually, this can be an extremely time-consuming pro-
cess. It’s much easier when a computer can calculate all of 
that with the click of a button.
 A former irrigation contractor, De- Cell found him-
self spending three to five hours manually drawing out and 
adding up proposals. (He says that his software cuts that 
time down to about 45 minutes.) He began developing the 
software back in the 1980s. His company’s programs will 
do calculations like distribution analysis, pipe-sizing and 
hydraulics, as well as materials takeoff.
 Another available program is PRO Landscape, from 
Drafix Software in Kansas City, Missouri. Although main-
ly geared toward landscape design and lighting, it can also 
be used for costing out an irrigation system, and includes 
databases for irrigation components.
 According to company president and CEO Pete Lord, 
“When estimating with a by-hand drawing, a contractor 
may start guessing about how much pipe he needs. Our 
software can take out the guesswork. Let’s say you run 
pipe down a property line and over to the driveway. It’ll 
tell you that it’s exactly 63 feet, 7 inches of pipe, just by 

Costing Out an Irrigation System

There are bonds you may have to buy 
(bid bonds just to bid on a job, and 

performance bonds once you get the 
job). Special insurance may also be 

required.
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Continued from page 12

drawing the line. You can then specify that it’s one-inch 
PVC and how much it costs per foot.”
 The original computer-aided design (CAD) program 
was introduced many years ago by AutoCAD. But its draft-
ing software was developed for architects and engineers, 
not landscape professionals, and it’s pricey. There are a 
number of other companies that market software tailored to 
our industry, in addition to the two mentioned above. Some 
other irrigation estimating software programs include IDA 
from Water Management Specialists in Moody, Texas, and 
ProLand Estimate from Sunwest Landscape Software in 
Surprise, Arizona.
 Having a computer-drawn design and all the accom-
panying calculations shows a potential client what they’re 
actually getting with the system you would install. This 
separates you from the competition, according to DeCell. 
It’s especially true if your competitors are bidding based 
solely on price.
 But as with any computer program, remember it’s ‘gar-
bage in, garbage out.’ You have to input the right data first.

Costing Out an Irrigation System
Don’t forget your profit
Last but not least, after everything else, comes your net 
profit. Todd reminds new contractors that there’s no sin in 
making one. (Just try staying in business without it!) Pat-
terson adds 35 percent to the top of all his estimates for his 
profit.
 Believe it or not, profit can get overlooked, especial-
ly when you’re trying to underbid the competition. You 
may think you’ve built in a profit margin when you really 
haven’t. Keep in mind, everything you miss will come out 
of that bottom line.
 Nobody can tell you how much profit you should make 
on each job, or how much you can ‘fudge’ on a particular 
proposal. That’s something you’ll have to decide for your-
self.
 Costing out irrigation jobs should get easier with ex-
perience. It’s important to be flexible so you can “roll with 
the punches,” but not so pliant that you lose perspective. 
List your expenses—all of them, account for the “X” fac-
tor, and don’t neglect to add a decent profit. It should be a 
recipe for success.

WWW.NETAFIMUSA.COM

BUY PROVEN RELIABILITY
With millions of miles of Netafi m subsurface dripline 
installed in the U.S., why buy an unproven product?
Techline® CV emitters provide reliable, worry-free operation. Here’s why:

■  Continuous self-fl ushing design and  
 anti-siphon feature prevent clogging
■  Physical root barrier eliminates 
 chemical additives; can be buried

■ Flow rates for every soil type
■  Built-in check valve for high 
 or low pressures
■ Use one dripline for all installations

BUILT-IN PHYSICAL 
ROOT BARRIER 

NO CHEMICALS, 
NO COPPER GIMMICKS

BUILT-IN PHYSICAL 
ROOT BARRIER

NO CHEMICALS, 
NO COPPER GIMMICKS

IT’S WHAT’S INSIDE THAT COUNTS

NewJersey_IANJ_7.5x5_6-13 .indd   1 4/16/13   2:22 PM
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  212 West State Street  Trenton, NJ  08608  Tel: 609/392-3100  Fax: 609/392-6347

LEGIsLATIVE REPoRT fRom TIm mARTIN 

Legislature Eyes Licensure Transfer 

Draft legislation is working its way through the legislative process aimed at strengthening 
the relationship between irrigation contracting and municipal and code inspectors.  The 
bill, which Assemblyman Paul Moriarty (D – Gloucester) plans to introduce before the 
summer recess, would transfer the Licensed Irrigation Contractors Examiners Board from 
the Department of Environmental Protection to the Department of Community Affairs.  
Such a transfer would put the LICEB, which is responsible for the issuing of our licenses 
and enforcement of irrigation regulations, under the same roof as regulators enforcing the 
Universal Construction Code and overseeing municipal inspectors. 
IANJ is committed to promoting this important change because it will: 

 Put the Licensed Irrigation Examiners Board in direct and constant contact with 
the municipal code inspectors charged with approving our work; 

 Further the bond between our profession and the codes that govern the products 
we install and maintain; and 

 Streamline the enforcement of irrigation laws and regulations, including the 
requirement that our products be installed and maintained by licensed contractors. 

Together with Assemblyman Moriarty, we will work to get this legislation introduced 
before the summer and hopefully enacted by years end. 

July is smart Irrigation month 
Governor Christie has issued a proclamation declaring July Smart Irrigation Month. 
Citing that “a growing number of municipalities have adopted ordinances encouraging 
the conservation of water through smart irrigation,” the Governor made the declaration 
“to recognize advances in irrigation technology and practices that help raise healthy 
plants and increase crop yields while using water more efficiently.”  IANJ thanks the 
Governor for this timely recognition and looks forward to working with the DEP and our 
water purveyors to help educate our customers. You can check out the proclamation itself 
on the IANJ website at ianj.com. 
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IANJ Movie Review

Fast & Furious 6 gets 2 Rotors

For this issue we will be reviewing a film entitled 
“Fast & Furious 6”
 
Title: Fast & Furious 6
Director: Justin Lin
Cast: Vin Diesel, Paul Walker, Dwayne Johnson, Jordana 
Brewster, Michelle Rodriguez

Big dumb action movies are a dime a dozen each 
summer. But really good big dumb action mov-
ies — think Predator, Speed, and Independence 
Day — are rare indeed. So when one of them 

comes off the Hollywood assembly line and zaps your 
brain’s less discerning pleasure centers, attention must be 
paid. Which brings us to Fast & Furious 6 — a borderline 
ridiculous, over-the-top demolition derby that also happens 
to be a perfectly constructed low-IQ blast.
 I don’t mean to sound dismissive of Justin Lin’s lat-
est entry in the wildly successful F&F franchise. It takes 
a certain kind of logistical genius to engineer a movie this 
giddily entertaining, especially six films in. Back in 2001, 
when Vin Diesel’s chrome-domed ringleader Dom Toretto 
and Paul Walker’s ex-cop Brian O’Conner first got behind 
the wheel, no one would’ve guessed that we’d still be in-
vested in a bunch of thrill-seeking grease monkeys more 
than a decade later. But here we are, happily strapping in 
for another chapter.
 The film kicks off with a tire-screeching chase in the 
Canary Islands (where Brian and Jordana Brewster’s Mia 
are new parents) before hopscotching to London and Mos-
cow after the gang is tasked by Agent Hobbs (Dwayne John-
son) with nabbing a bad guy named Shaw (Luke Evans) in 
exchange for pardons. Oh, and one other thing: They’ll also 
be reunited with the presumed-dead Letty (Michelle Rodri-
guez), who’s risen from the grave (just go with it) and now 
works for Shaw. Ludacris provides the tech support, Tyrese 
Gibson the one-liners, Sung Kang and Gal Gadot the sex-
ual tension, and Gina Carano the beatdowns. But let’s be 
clear: This is the aptly named Diesel’s vehicle all the way. 
With his croaky foghorn voice that seems to operate on a 
frequency all its own, he’s the lunkhead heart of the film 
— especially during its bonkers cargo-plane climax. Trust 
me, it’s one of the biggest, dumbest, and most electrifying 
action sequences in ages. Check your brain at the door and 
fasten your seat belt.
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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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For a quote or info on our  
Irrigation, Lighting, Drainage and  
Water Gardening Product Lines - 

Call one of our New Jersey Locations! 
 

Wayne, NJ- 973.628.0204 
Farmingdale, NJ- 732.751.0817 

Berlin, NJ- 856.767.1231 
 
 

 
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 
 
 

* For a quote, design services, or info on our  

Partnering with the IANJ  
And New Jersey Contractors 

 

Where Value and Service 
are Never Compromised! 

Q: What are the most important steps contractors can 
take to protect their balance sheets? 

Larry May - CPA, CVA and Construction Partner - 
Carr, Riggs & Ingram 
 

Three things that often cause problems for con-
tractors include adversity to debt, short-sighted 
tax savings decisions and owner non-income-
producing projects that deplete cash and working 

capital. Since working capital (current assets less current 
liabilities) is utilized by most surety companies to compute 
a construction company’s bonding capacity, as do many 
states’ licensing boards, it is important to maximize this 
number. 
Most contractors view debt negatively. Therefore, many 
contractors often pay cash for equipment and trucks or pay 
extra payments on debt to pay off sooner than required. 
The problem with this strategy is that equipment is a long-
term asset—not a part of working capital, which uses cur-
rent assets. Meanwhile, the majority of debt is usually a 
long-term liability and not a part of current liabilities. The 
bottom line is that if equipment and trucks are financed in 
a long-term position, then they are better paid on schedule 
instead of early. 
Some contractors had almost rather lose money than pay 
taxes and therefore make short-sighted tax decisions that 
can significantly harm a company’s balance sheet. Spend-
ing money simply to lower taxes is often not only unwise, 
but it also depletes working capital, which jeopardizes the 
future of the business. For this reason, always consult with 
your construction CPA before making decisions that will 
affect the balance sheet of the company at year-end. 

 
Michael J. Mitchell - CPA, CPCU Vice Chairman - 
The Graham Company 

The most important step a contractor can take to safe-
guard his balance sheet is having the proper terms and 
conditions within their insurance policies. An uninsured 
claim, depending on the size, can be catastrophic to a 
contractor. Therefore, consider working with an expe-
rienced broker to conduct a risk analysis to be sure that 
your policies are structured to cover every exposure, ev-
ery risk. If there are coverage gaps, address them now.  
Secondly, evaluate how you can better avoid or spread the 
risk on any given project. You’ve made it through the Great 
Recession, so now that the economy is rebounding, do not 
chase projects that are too high risk. Projects that are large, 
complicated, have onerous contract language and liqui-
dated damages should not be chased unless the contractor 

has identified a way to limit or spread the project’s risk. If 
you’re working outside your geography or expertise, con-
sider a joint venture partner or subcontract certain aspects 
of the job as a way to insulate your balance sheet from 
some of the project’s risk. 

Construction Business Owner, May 2013
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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 Irrigation 
Association of New Jersey has received a copy (through the New Jersey License Examining Board) of a Contractor Certification Verifica-
tion 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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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 

By: Art Elmers (Netafim USA)
IANJ Director

A question that always comes up at IANJ Board 
meetings is how can we best serve our mem-
bers? Why should an Irrigation Contractor 
spend the money to join the Irrigation Associa-

tion of New Jersey? What’s in it for me?
As with any volunteer organization, the organization itself 
has to be relevant to it’s members or it will shrink and die. 
So how is the IANJ relevant?
 The first, and in my opinion one the most important 
reasons for having an IANJ, is that our industry is made up 
of professional Irrigation Contractors and those who supply 
them. We need someone to represent us. Someone to be an 
advocate for us. Someone who watches our back. 
 Throughout America, more irrigation water is being 

supplied today through alternate sources such as rainwa-
ter collection. In fact this is a fast growing segment of our 
industry. Most Irrigation Contractors are quite capable of 
sizing holding tanks, designing, and installing the system 
required to pump the water needed for irrigation. Many of 
us have even done this for years in one way or another. Did 
you know that there is a movement in many States to re-
quire that only Master Plumbers be allowed to design and 
install rainwater collection systems? You may say that this 
is unfair and cannot pass. But if there is no one represent-
ing our industry in Trenton this very well could come to be. 
The IANJ employs a firm in Trenton that does just this. 
They follow each piece of legislation and flag those that 
could affect our livelihood. They notify the Board of this 
and take action to stop or change it. They lobby on our 
behalf.

How can we serve you?

Continues on page 20



20   IANJ June Newsletter

 For those that say we don’t have to worry in New Jer-
sey let me tell you of what almost happened just a few years 
ago. Sustainable Jersey was about to release a model or-
dinance aimed at conserving water. Their thought was to 
have each town allow irrigation on only two days a week 
for two hours in the morning and evening. These ordinanc-
es, if passed, could have effectively prohibited irrigation. 
If not for the efforts of the IANJ it almost happened. The 
model ordinance now promotes the use of professional ir-
rigation contractors.
 The second reason for having an IANJ is education. 
The very word professional indicates that those that are in-
volved in the “profession” are trained and educated to prop-
erly design and install irrigation systems. This requires ini-
tial and continuing education so that our members stay at 
the forefront of the industry. The IANJ must be a provider 
or facilitator for these educational opportunities. And we 
must continue to seek out new and relevant educational op-
portunities for our members.
 Other benefits of the IANJ could be providing access 

How can we serve you?
Continued from page 19 to group medical insurance or bulk buying of products and 

services. Or one could be the promotion of our members 
and industry in the eyes of the public. All this with the goal 
of reducing our member’s costs and increasing business 
and profits.
 But the last and perhaps most important reason for 
having an IANJ is to provide an organization that listens 
to it’s members and acts in their interest. This is why we 
ask: How can we serve you?
 So now, beside paying your annual dues, what are we 
asking from you? We are asking you to fax or e-mail us 
with ideas on what courses you would like to see at the 
technical seminars. What issues do you want us to take up 
on your behalf? Is there anything else we could be doing? 
How can we increase our membership so we can have a 
greater influence in Trenton? What can we do to promote 
contributions to the IPAC so that we can fund that influ-
ence?
 Please, let us know. Call us at 973-850-3366 or email 
us at pat.koziol@pmsa.us.com.

mailto:pat.koziol@pmsa.us.com
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Special thanks to
our advertisersIndustry Calendar

Summer Tech
August 6, 7, 8

IANJ Yankee Game
August 9

IANJ/NJCLA Golf Outing
September 9

IANJ Contractor License Study Class
October 14 and 15

IANJ Annual Member Meeting
December 4

(Atlantic City)

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

their advertisments: 

Aquarius Supply .......................................................Page 11 
Association Master Trust ..........................................Page 7 
Atlantic Irrigation Specialties ..............................Page 17
Central .........................................................................Page 19
Hunter.............................................................................Page 9
Netafim .......................................................................Page 13 
Paige................................................................................Page 3 
Storr Tractor Company ....................................Back Cover
Swan Pump ................................................................Page 16
Toro ...............................................................................Page 20

"Golf! Golf! Doctor, you don't understand. Golf is what's making me a nervous wreck."
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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.
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