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President’s Message

A

s the fall approaches and before we start thinking of next year it seems a good time to reflect
on what our organization has accomplished and
what to expect for the remainder of the year. As
the president of the IANJ, I am very proud of two major accomplishments that we achieved in 2010.
The first, while perhaps a seemingly minor housekeeping issue, has had and will continue to have a profound
effect on the IANJ. That is our retaining Pat Koziol and
Peak Management Solutions for Associations as our management company. Those of you who have either been pre-
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vious or current Board members know how important it is
to have a strong and effective management company. I, and
the other members of your Board, take very seriously the
positions to which we have been entrusted. After Alampi
Associates closed its doors, we chose Preferred Manage-

The other major accomplishment we
succeeded in achieving this year is the
formation of our political action
committee, IPAC.
ment to succeed them. We understood that there would be
a strong learning curve after being with Alampi for such
an extended period of time. We knew and expected the
change to be somewhat problematic and it was. We were
assured; however, going into the second year that Preferred
was done with all the freshman mistakes. As we learned by
mid-year, that was not the case. Due to multiple personnel
changes, they proved to be inadequate in dealing with our
issues in a timely manner.
An exhaustive search was then done, led by Past-President John Carbone. We chose to go with Pat Koziol and
Peak Management and frankly, could not have made a better decision. Pat has been nothing but extremely professional and conscientious to our needs. Not only have she and
her personnel at Peak worked hard for us in a time-consuming and difficult transition, but they have increasingly
exceeded our expectations.
The other major accomplishment we succeeded in
achieving this year is the formation of our political action
committee, IPAC. It has been a longstanding goal of the
Board for licensed contractors to legally perform their own
taps. The formation of IPAC greatly strengthens our ability
to get that passed. IPAC also has a long term goal of helping direct the government of the State of New Jersey in forContinues on page 2
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mulating fair and comprehensive drought emergency planning. We’ve all seen how local and regional governments
are very quick to blame and throw restrictions on irrigation every time there is a lack of water. The Board of IPAC
is staffed by three highly respected past Presidents of the
IANJ, Steve Dobossy, its chairman, and Walter Mugavin
and John Carbone. Please join with me in financially supporting the new committee. There’s an article later in the
newsletter detailing exactly how to do so.
This brings me to the last goal I’d like to accomplish
as President. Shortly in the mail, you’ll be receiving the
Board’s recommendation for revision of our by-laws. As
my term ends in December, I will be leaving the IANJ in
the very capable hands of our President-Elect, Eric Nelson.
Besides myself and my previous two predecessors (John
Carbone and Bill Wise), we have had over thirty years serving on the Board of the IANJ. While it is an extremely rewarding experience, it is time for fresh blood to be running
this organization. The revision of our by-laws is extremely
important in furthering our effectiveness and keeping our
organization current. To that end, I respectfully request you
all to attend our Winter Meeting during the NJ Turfgrass
Conference this December in Atlantic City. We will be voting on the By-law revisions. I urge you all to attend and
offer your support of the revisions and to support our new
president.

IA Report

T

he mission of the Irrigation Association is to promote efficient irrigation. For more information,
call 703-536-7080, write news@irrigation.org or
visit www.irrigation.org.
Irrigation & Green Industry, September 2010

est groups and IA Education Foundation gathered to discuss insights from the membership, including responses to
our recent member opinion survey, and make recommendations for the organization’s direction. The group discussed potential improvements and opportunities but also
reviewed IA activities and accomplishments from the past
three years, and we were pleased to count so many!
In July, the IA Board of Directors finalized and approved the direction that was developed at the May meeting; those key points that will shape the organization’s direction through 2013 are as follows:
A refined mission statement: While IA’s previous mission statement focused on promoting efficient irrigation,
IA’s leadership has revised the statement to specify the
promotion of efficient irrigation technologies, products and

IA Viewpoint…
Mission, Strategy and Standards
The Irrigation Association leadership recently refined the
organization’s mission and strategic direction in order to
better serve both the industry and our members.
The process began in May when IA’s Board of Directors hosted a strategic planning session to set the association’s course for the next three years. Representatives from
the board, certification board, committees, common inter-
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services. The addition of these key words better reflects
our organization’s status as a trade association and emphasizes members’ interests and expertise.
“Standards” will be a new strategic initiative: As those
outside the irrigation industry become increasingly aware
of water efficiency issues, the measurement and regulation
of water will also increase. We as an industry need to continue as a part of this conversation, helping to shape and
define these standards. This initiative will focus on establishing product and practice standards that drive efficient
irrigation.
“Education” and “Certification” will now be separate
strategic initiatives: Splitting these two initiatives will allow us to better focus on the opportunities and importance
of each initiative. To ensure we deliver the highest quality
and most-needed education available to members, a task
force was created to focus on the long-term strategy regarding the type, frequency and format of education that
should be offered by the IA. The Select Certified program,
a longtime leader in establishing high professional irrigation standards, will continue to seek accreditation by the
National Commission for Certifying Agencies.
Broad-based initiative support: The four key strategic
initiatives – education, certification, government/public affairs and standards – will continue to be supported by IA’s
resources and marketing/communication efforts from the
previous plan.
Mission: Promote efficient irrigation technologies, products and
services.
Strategic Initiatives: Education, certification, government/public affairs and standards.

IA News…
Irrigation Show Registration Open
Attendee registration for the 2010 Irrigation Show is now
open! Join your peers in Phoenix, Arizona, from December 5-7 to learn about the newest irrigation innovations and
how to improve your business. IA is offering 25 education
classes as well as certification exams. As an attendee, you’ll
also have the opportunity to hear updates on IA’s progress
in government affairs and other initiatives through our new
“Center Stage.” This theater, located in the heart of the
show floor, will host IA briefings on Sunday, agriculture issue forums on Monday and business sessions for landscape
irrigation contractors on Tuesday.
Contractors and consultants should plan to attend an
exclusive reception on December 6 at 6:30 p.m., and certified professionals are invited to a luncheon with a speaker from the Institute for Credentialing Excellence at noon
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the same day. Robert Glennon, author of Unquenchable:
America’s Water Crisis and What To Do About It, will
serve as the show’s keynote speaker. He will speak as part
of the General Session on December 6 at 9:30 a.m.
View a full schedule of events and classes on the show
website and register today at www.irrigationshow.org.
Computer Testing, CEU Changes for Certified Pros
In preparation for its long-term goal of accreditation by the
National Commission for Certifying Agencies, the Irrigation Association Select Certified program introduces computer based testing this month and announces upgrades to
the continuing education unit component of the program.
Beginning in September, computer-based testing for
certification exams will be offered at testing centers across
North America, replacing traditional pencil-and-paper testing. This testing method will allow certification candidates
to select a testing center close to their location and schedule the exam for a time that suits their needs. For most
candidates, this testing method will eliminate the need to
travel long distances or wait months for a chance to take
their exam. While organizations such as manufacturers,
local associations and trade shows remain eligible to host
IA education classes that prepare certification candidates,
certification exams will no longer be given on-site.
For certified professionals, the renewal process is also
being upgraded. The list of qualifying activities has been
expanded, revised and reorganized to make continuing education units easier to earn and submit. The new list can be
found on the new IA web site at: http://www.irrigation.org/
Certification/CEU_Requirements.aspx.
While the IA web site’s CEU submission page is temporarily offline for upgrades, it will return next month with enhanced online CEU management tools.
Finally, the certification program will move to a twoyear renewal period beginning in 2011; renewal fees will
still be due annually. All currently certified professionals
should expect a personalized email detailing their renewal
requirements by October 1. If you have not received an
email by that time, please contact sherrie@irrigation.org.
IA Water Conference a Success
The second annual Water Conference, held July 13-14 in
Williamsburg, Virginia, brought irrigation professionals
together with those outside the industry to discuss domestic and international water issues as well as potential solutions. The day-and-a-half conference provided attendees
with the opportunity to engage in meaningful dialogue and
featured a track dedicated to turf/landscape professionals.
Continues on page 6

STEFFEN

DRILLING, LLC

We provide services to the following industries:
• Irrigation
• Engineering Services
• Environmental Consultants
• Construction Companies

Drilling for 56 years.
For professional service call

856-478-6631
STEFFEN DRILLING, LLC
100 S. Delsea Drive P.O. Box 278 Glassboro, NJ 08028
856-478-6631 (24-Hour LIVE Service) • Fax: 856-417-3654
email: francistrum@comcast.net
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The turf/landscape track featured:
Tom Barrett of Green Water Infrastructure who spoke
about rainwater harvesting and designing in conjunction
with non-permeable surfaces.
Paul Lander of the Dakota Ridge Partners who examined
water budgeting, the cost of water and the need to invest in
comprehensive water resources.
Beth Davis of the James City Service Authority who
discussed her county’s tiered water rates structure and the
success of their conservation program.

The keynote speaker was Colorado Supreme Court
Justice Gregory Hobbs who spoke on the cultural and historical impact of water on civilization, showcasing personal stories and photos from Machu Picchu. The conference
concluded with a lively panel discussion featuring Justice
Hobbs and representatives from the Environmental Law
Institute, University of Georgia and Dakota Ridge Partners.
The full conference report will be posted to the IA website
later this month.

)O
ONLY
NLY W
WANT
ANT TO
TO GET
GET DOWN
DOWN

A
ND DIRTY
DIRTY ONCE
ONCE )F
)F ) HAVE
HAVE TTO
O
AND
DO
MONEY
D
O IT
IT AGAIN
AGAIN ))M
M LLOSING
OSING M
ONEY
AND
A
ND TIME
TIME )NSTALL
)NSTALL #ONFIDENCE
#ONFIDENCE



.
OT CALLBACKS
CALLBACKS OR
OR CHANGEOUTS
CHANGEOUTS
.OT
)NSTALL 2AIN "IRD 9OU CANNOT AFFORD TO WASTE TIME AND MONEY


AT THE JOB SITE 9OU NEED TO INSTALL IRRIGATION PRODUCTS THAT WORK RIGHT OUT
OF THE BOX AND WILL CONTINUE TO DELIVER LONG AFTER YOU LEAVE &OR NEARLY
SEVEN DECADES 2AIN "IRD HAS BEEN THE PREFERRED CHOICE FOR CONTRACTORS
WHO KNOW THAT TIME IS MONEY )NSTALL #ONlDENCE )NSTALL 2AIN "IRD


&OR MORE INFORMATION ON
2AIN "IRD PRODUCTS CONTACT

6 IANJ October Newsletter

"ILL 7ISE
!REA 3PECIFICATIONS -ANAGER \ 2AIN "IRD #ORPORATION
-OBILE    \ % -AIL BWISE RAINBIRDCOM



20th Anniversary IANJ Golf Outing - Big Success!

T

he 20th Anniversary IANJ Golf Outing was held
September 13, 2010 at Neshanic Valley Golf
Course and it could not have been a better day.
78 golfers teed it off and enjoyed a full day of
golf, networking and great prizes.

Longest Drive Winner Walter Mugavin of
Aqua-Mist.

The outing was supported by the following major
sponsors:
Hunter Industries
Storr Tractor, Rain Bird, and Toro
Atlantic Irrigation
Middleton Insurance
Steffen Drilling

Lunch
Golf Shirts
Golf Bags
and Golf Balls
Golf Towels
Golf Carts

and hole sponsors: Central irrigation Supply, Storr Tractor,
Irritrol Systems, the Toro Company, Paige Electric, Kichler
Lighting, Rain Bird, Aquarius Supply, Halco Lighting, Oil
Creek Plastics, K-Rain and Lasco/Febco. Our thanks to all
our sponsors for their generous contributions.
The winning low gross team was Hunter Industries
with Tom Armbruster, Pete Hays, Wayne Bartolacci, and
Jason Morgan with a score of 13 under par. Jason Morgan
also was closest to the pin on the Hole-in-One par 3 Lake
#8 at 9 ft. 8 inches. Other par 3 closest to the hole winners
were Bill Grace, Kerry Burnley, and Peter Stieglitz. The
second place low gross winner was the team from Anderson-Hoyt Industries with Ray Hoyt, Tom Hoyt, Scott Evans, and Bill Grace at eleven under par.
Longest drive went to Walter Mugavin and Straightest
Drive was won by John Vargas who came within a 1/2 inch
of the fairway line.
Steve Dobossy of R&R Irrigation kicked off the introduction of the new "IPAC" - Irrigation Political Action
Committee - and urged all in attendance to support the industry's legislative and political activities. Tim Martin of
MBI-Gluckshaw also updated attendees on the latest concerning CEU's and license renewal.

Players relax at the awards dinner.

Low Gross Winning
Team - Hunter Industries with Golf cochair Wade Slover and
Rich Gaynor, MC.

2nd place Low
Gross Team - Anderson-Hoyt Industries.

Straightest Drive
winner - John Vargas
of Paige Electric.

Closest to the Pin on
the Hole-in-One Par
3 - Jason Morgan of
Hunter Industries.

They're Off!
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Readying your system for winter
By Luke Frank
Reprinted from the October 1999 issue of
Landscape & Irrigation

T

he days are getting shorter and the nights cooler.
Leaves are flaming their oranges, reds and yellows, and landscapes are preparing for hibernation. As Old Man winter approaches, so should
your winterization plans.
Winterization is a fact of life in some areas more than
others, and, although it’s not overly complicated proper
winterization needs to be performed to avoid pipe and system damage that may surface next spring or later.
Water in your system can be your worst enemy in the
winter. Some contractors believe poly pipe offers sufficient
flexibility to absorb the expanding and contracting forces
of water in the winter. However, most experts agree that all
piping needs to be thoroughly blown out. Even if the poly
pipe holds through the next irrigation season, the freezing
and thawing of water left in the system over the winter can
stress the piping and easily result in failure down the road.
A combination of strategically placed drains in the system’s low spots and a good, properly selected air compressor will make relatively quick work of residential or commercial system winterization. However, speed is not the
issue here—thoroughness is.
Opinions vary on just how much pressure and volume
of air are required to properly blow out a system. But high
pressures (60 psi and greater) should be avoided. Air volume—not pressure—is the critical component to evacuating a piping system of water.
Air volume and pressure should be based on the specific irrigation system pipe pressure ratings.
SHUT’ER DOWN
What is obvious to some may be obscure to others.
Begin your winterization by shutting off the water to
the irrigation system at the isolation valve. The main shutoff valve to separate the irrigation system from the home’s
potable water system should either be insulated in a valve
box or located inside the home. If there’s no isolation valve
to separate the irrigation system from the home’s potable
system, install one. You’ll need it to winterize and can really save the property owner an inconvenience if there are
future irrigation system problems that require long term
care.
Drain valves must be installed at the proper location in
the piping system to enlist gravity’s assistance. Your system
should have a drain in every low spot on each lateral in the
site. Most contractors will install piping at a grade to assist
8 IANJ October Newsletter

with the drainage.
When installing drains, dig out an 18-inch deep posthole and fill it with gravel so that the water has a place to
go. Install them where you need them. It won’t take long,
and they help to completely winterize the system. Remember that any drains you open in your winterizing need to be
closed so that no water can re-enter the system during the
winter months.
Air relief at the high points on each zone (most of the
time a sprinkler will do) allows the water to flow from the
drains. You can remove a sprinkler head at the end of each
lateral to accentuate air relief. Never stand over a sprinkler head or work on any other system components while
you’re performing a blow-out.
THE EVACUATOR
Akin to time, compressed air is the other water evacuator. If you haven’t used it, find a coach. Don’t perform your
first blow-out solo.
A significant element of successful winterization is the
size of your compressor. For the average residential system,
a 50-cubic-feet-per-minute (CFM) compressor is adequate.
A 125-CFM compressor will handle a larger commercial
system with 2-inch main. Make sure that your compressor
has an accurate pressure regulator valve and gauge.
Your isolation valve is closed, your drains are in and
your air relief is open. It’s almost time to introduce compressed air.
Have an organized plan for your blow-out before you
begin. Determine which isolation valves you want opened
and closed at what point in your winterization process, so
that you’re not just pushing water around in the pipes.
The air compressor line should be connected to the piping system prior to the back-flow preventer through a miniContinues on page 9

Readying your system for winter
Continued from page 8

mum 1-inch inlet with a valve shutoff on the main. Don’t
use back-flow preventer test ports as blow-out points, nor
should service valves be used as shut-off valves—they
should remain open. Ball valves on your back-flow preventer should be left in a 45-degree position for the blowout and for the season. Don’t leave valves fully open or
closed. Consult the back-flow preventer manufacturer before you commence your blow-out.
Blow out the zones furthest from the connection point
first, which will evacuate water from the main line initially,
enabling the operator to winterize the remaining zones faster. Piping at higher elevations on the site should be purged
early in the procedure to prevent water from running back
into already winterized areas. Remember to gradually fill
the system with air. Don’t try to blast a bunch of air into the
system all at once, and make sure that nobody is standing
over a sprinkler head when you begin the blow-out.
Avoid running air through the system when no water
is present; it could damage piping or system components.
Sprinklers should be operated no more than one min-

ute when no water is present. Open all manual zones and
quick-coupling valves during the winterizing procedure to
evacuate the water.
If it’s taking longer than three minutes to completely
blow out a single lateral, turn the compressor off and let everything cool down. Then proceed. Some superintendents
have found that using a turbine-type air compressor won’t
heat the piping up so quickly. If you can’t get the air out of
the system with a gradual increase of compressed air, then
you need to look at a larger compressor.
Open the valve farthest from the point of connection.
Don’t open more than one valve at a time. Turn on the air
compressor and slowly introduce the pressurized air. Watch
that the pressure doesn’t exceed 50 psi. The lower you can
keep the pressure and completely evacuate the system, the
better for the components.
Operate each zone until the water exiting each nozzle
is a fine vapor mist. Winterize each zone at least twice. Use
several short cycles of air for each lateral line, so any water that drains back into the pipe will be evacuated with
Continues on page 10

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, design services, or info on our
2010 Lighting and Water Gardening Seminars!
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Readying your system for winter
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the next blow-out cycle and the piping system won’t heat
up. Operating each valve multiple times will also exercise
the valves’ and back-flow preventer’s operating parts, thus
vacating them of water. Several short cycles are better than
one long cycle. Take your time. A good blow-out of a larger
residential or commercial system can take a day or more.
Any low-lying sprinkler heads also need to be drained,
especially those with check valves. Pull ’em and drain ’em.
If your system is composed of open-orifice sprinkler heads
(pop-ups), it may benefit you to install check valves to prevent any water from re-entering the piping network through
these heads.
THE SHUT-DOWN
After the system is free of water, slowly shut down the
flow control on the compressor until it is no longer introducing air. Then shut down and disconnect the compressor.
(Never disconnect the compressor when the system is still
under pressure.) Make sure that all parts to the system are

x
x
x
x
x

Irrigation
Landscape Lighting
Drainage
Pumps
Ponds

x
x
x
x

dry and replaced before winter settles in.
A good winterization ensures a good recharge in the
spring. It’s worth reminding you to flush your system in the
spring, particularly drip zones, to eliminate any debris or
critters that may have settled in for the winter.
After your piping system is empty, go into the garage
and shut down the controller. If you want to save the programs, leave the power on and use the rain override feature
for the upcoming winter season. By interrupting the signals
to the valves, your run-times and days are saved, and you
won’t have to re-program the controller next spring.
If there’s no rain override, unplug the controller. If a
pump station is connected to the control system, unplug
the timer. Speaking of rain, if you have a rain catchment
device, turn it upside down for the winter.
Winterizing your system slowly and deliberately goes
a long way in preserving the piping and components for
seasons to come. Show a little respect for Old Man Winter
in the fall, and he’s less apt to demand your respect in the
spring.

Same Day Delivery
FREE Designs
Fully Stocked Locations
Knowledgeable Staff

x
x
x
x
x

Trenchers
Mini Skid Steers
Articulating Loaders
Compressors
Trailers

Authorized Distributor
81 East Route 59
Spring Valley, NY 10977
(845) 356-7000
(845) 356-7068 - Fax

1 Como Court
Towaco, NJ 07082
(973) 335-8404
(973) 335-8406 - Fax

429 Bell Street
Piscataway, NJ 08854
(732) 752-7400
(732) 752-2021 - Fax

www.centralirrigationsupply.com
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1738 Glassboro Road
Williamstown, NJ 08094
(856) 881-4446
(856) 881-0404 - Fax

Bad Marketing
Lawn and Landscape, September 2010
By: Marty Grunder
Marty Grunder is a speaker, consultant and author, and
also owner of Grunder Landscaping Co. in Miamisburg,
Ohio.

I

see it all the time and I see it so much it’s scary. Owners need to be intimately involved with the selling and
marketing of their firms. And when I say intimately, I mean you, the owner, are the one who should be
championing this task at your company.
There is a recovery coming around the corner and now is
the time for us small business owners to take some action.
So, it’s time you let your clients and prospects know you
are alive and well. Some good marketing is in order.
Here are five things I’d be doing now if I were you:

1. Clearly identify your target.
It’s easy to get in panic mode and take on any work you
can get. But often when we do that, we only cut into profit-

ability and our reputation. I’ve taken on smaller jobs that
we normally might not take to help fill up our backlog but
I have not changed our focus from high-end residential.
We’re not good at the big mowing jobs or big commercial
installations; it’s not what we do best.
Continues on page 12
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One nozzle family to ﬁt any ﬁxed spray*
1”/hr. MPR across all nozzles
Reduce water usage by up to 30%**
Consistent and uniform water droplets
Solve low pressure problems

* Includes Rain Bird®, Hunter®, WeatherMatic®, Hit®, Orbit®, Toro® and Irritrol® No connection or affiliation between and
among such brands (except for Toro and Irritrol); and registered trademarks owned by their respective companies.
**
* Versus comparable MPR Nozzles.

Learn more on how to reduce water usage by visiting us at:
L
http://toro.com/watermgmt/
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Bad Marketing
Continued from page 11

If you haven’t taken the time to clearly define who your
ideal client is, you need to. You don’t go fishing with dynamite. You fish with the proper rod, reel and bait for your
intended target. Resist these acts of desperation, and stay
focused on what you do best.
2. Get out there in person.
In today’s age of email, voicemail, Facebook, Twitter and
the like, face-to-face communication is seemingly going by
the wayside. Let’s zig when everyone else is zagging. At a
bare minimum you need to be out seeing your best clients
– the ones that most likely bring you 80 percent of your
business. It is amazing what you can sell to a client just by
scheduling a “yard tour” and walking around and showing
your client enhancements you could make. A mentor of
mine, who is a very successful landscaper, often tells me,
“Every yard in America could use a flat of pachysandra.”
I tend to agree. But it’s pretty hard to sell it sitting in your
office. Get out there!

3. Make business easier.
It sounds simple and it should be, but a lot of companies
don’t get this. Are your phones answered quickly by a
smiling professional? Too many companies have an unqualified, untrained person handling the phones. Can I call
your office and set up an appointment right now? Set it
up when they call if possible. Empower your people to do
this. Will someone go out immediately? Crazy? I don’t
think so.
Speed sells, folks. The faster you get out there, the better your chances for selling the job. What terms are you offering? We have had a lot of success offering clients these
terms: one-third down, one-third due when the project is
complete and the final third due at the end of the year. Get
your team together and ask them how you could make your
company easier to do business with.
4. Follow up.
No matter how big or small the job is, follow up. It could
Continues on page 14

The Best Vibratory Plow Ever. And Then Some.

CALL FOR A

FREE
DEMO

With up to 30 horses of raw power, articulated steering, and a ground speed that blows away
the competition, it’s simply the greatest vibratory plow ever made. But what makes the Zahn™
even more breakthrough is its multi-function ability. In the past, when you bought a machine with
attachments, you expected to give up performance. Not with the Zahn. Its unique InterChange
connection also makes it the best trencher ever, the best dumper ever, and more. To see for
yourself, call or log on to TheZahn.com.

TheZahn.com

Ditch
Witch
North East
Millstone,NJ
NJ || 732-446-9600
Ditch
Witch
Mid-Atlantic
| |Millstone,
732-446-9600
©2008 The Charles Machine Works, Inc.
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IPAC Update
IPAC- “Irrigation Political Action Committee” has been officially incorporated! John Carbone, Walter Mugavin, and I have formed IPAC
with the endorsement and oversight of IANJ and the extensive help from Tim Martin at MBI Gluckshaw.
IANJ has always kept a vigilant eye on State legislative issues that threaten our industry, mustering the members into action, usually a letter
campaign to Senators or perhaps a trip to Trenton. While this action is necessary, it is usually reactive, not proactive. Unfortunately, it takes
money to motivate most law makers in our Garden State. IANJ cannot by law disburse funds for political action. IPAC can and will fund
political action that benefits IANJ members.
IPAC’s first mission is to pass legislation that will allow qualified irrigation contractors to install points of connection, including backflow
preventors! This is a huge task, one that got some interest last year, but fell short when there was no way to fund the political action. This
year could be different.
New Jersey’s irrigation industry needs IPAC and IPAC needs members willing to financially support industry causes. Join IPAC and become
a member today! Feel free to contact me with any questions or comments.
Very truly yours,
Stephen C. Dobossy
IPAC Chairman, steve@rrirrigation.com
-------------------------------------------Tear off here-----------------------------------------------IPAC 212 West State Street, Trenton, NJ 08608 • PHONE: 609.392.3100; E-MAIL: • kchillerri@mbi-gs.com
2010 IPAC MEMBERSHIP FORM
Participation Levels
(Please check one)

___
___
___

Dollar-a-Day Club
Legislative Club
Other Amount

$365.00
$250.00
_________

I’d like to contribute to IPAC with a personal or corporate check (circle one):Please make your CORPORATE OR PERSONAL CHECK
payable to IPAC and send to IPAC, 212 West State Street, Trenton, NJ 08608
The New Jersey Election Law Enforcement Commission requires us to collect and report the name, mailing address, occupation, and name
of employer of contributors whose contributions exceed $300 in a calendar year.

Name:
Mailing Address:
Phone (work):

Fax (work):

Occupation
Employer:
Work Address:
Street Address

City

State

ZIP

If you are sending a check from a partnership entity or from a limited liability entity, please provide written instructions concerning the allocation of the
contribution amount to a contributing partner(s) or member(s); a signed acknowledgment of the contribution from each contributing partner or member who
has not signed the contribution check or other written instrument; and, contributor information for each contributing partner or member.
You must be eligible to join IANJ to be a member of IPAC. IPAC member do not need to be members of IANJ.
Contributions to IPAC are not deductible as charitable contributions for federal income tax purposes. Contributions are not limited to suggested amounts.
IANJ will not favor or disadvantage anyone based upon the amounts of or failure to make PAC contributions. Voluntary political contributions are subject
to limitations of ELEC.
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Bad Marketing
Continued from page 12

be a survey you mail or a phone call – just make sure your
clients are happy. You’ll make an impression, build trust
with the client and create plenty of loyalty. If something
is wrong, go make it right as fast as you can. Many times
having a small problem on a job can be a good thing. The
client sees how you react when things did not go right and
you really build loyalty if you make things right.
5. Target your marketing.
If you know who you want your client to be, send offers to
those types of people. Generally speaking, mass marketing
like Yellow Pages advertising, Valpaks and card decks are
only marginally successful. You should get a higher return

on investment if you aim your message directly at the type
of client you want.
If you are in the commercial maintenance business, the
biggest bang for your buck is cold calling the buildings and
facilities with which you want to do business. If you are a
lawn care company, it might be a mailing to the neighborhoods where current clients live. If you are a residential
landscape design/build firm, mail before-and-after photographs of your best work with an offer to walk the prospects’ properties.
Business is tough, but a recovery is coming. Get ready
with these five strategies and you’ll be prepared to recover
fast when it comes.

Welcome New Members
Contractors
Mr. Karl Decker
Benk's Land Services
6 Dalrymple St.
Randolph, NJ 07869
Phone (973) 479-2904
Fax (973) 584-3819
Lic # 15599
Mr. Darius Sheik
Coastal Landscaping &
Sprinkler System
102 D North Railroad Ave.
Rio Grande, NJ 08242
Phone (609) 886-8295
Fax (609) 886-8222
coastallandscaping@hotmail.
com
License pending
Mr. Michael Eaise
Eaise Design &
Landscaping, Inc.
P.O. Box 1058
Monroeville, NJ 08343
Phone (856) 358-6365
Fax (856) 358-6065
Lic #0195775
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Mr. Hal Fidlow
Pro-Scape Irrigation
26 Keith Jeffries Ave.
Cranford, NJ 07016
Phone (908) 276-1272
Fax (908) 276-4933
halfidlow@gmail.com
Lic # 20980

Mr. Jeffrey M. Hesser
Jeffrey M. Hesser
1485 Crown Point Rd.
Westville, NJ 08093
Phone (856) 384-8892
jeffh21@verizon.net
Lic # 23469

Mr. R. Holley
Lawn Systems Irrigation
Contractors, Inc.
P. O. Box 179
Augusta, NJ 07822
Phone (973) 383-4252
shl@cac.net
Lic #0020982

Mr. Clint Riley
Princeton Irrigation Specialists
3919 Crosswicks Hamilton
Square Rd.
Robbinsville, NJ 08691
Phone (609) 551-9550
Fax (609) 581-9707
clint@princetonirrigation.com
Lic # 219640

Ms. Sheryl Held
Garden State Irrigation
500 W. Main St.
Wyckoff, NJ 07481
Phone (201) 848-1300
gardenstateirrigation@msn.com
Lic #0016113

Mr. Robert Schucker
R & S Landscaping
27 Greenwood Ave.
Midland Park, NJ 07432
Phone (201) 447-6205
Fax (201) 447-1750
rob@rscape.com

Mr. Al Janis
Golf by Janis, Inc.
11285 Beauchamp Rd.
Berlin, MD 21811
Phone (410) 641-5108
Fax (410) 641-5104
Lic #0024451

Mr. Scott Williamson
Williamson Lawn Sprinkler, LLC
800 Park Drive
Cherry Hill, NJ 08002
Phone (856) 354-6233
williamsonlawnsprinklers@comcast.
net
Lic #0016130

Associates
Mr. Bill Revere
R.K. Hughes Inc.
185 Kingsland St.
Nutley, NJ 07110
Phone (732) 610-6621
Fax (732) 442-1021
bill@rkhughes.com

Supplier
Mr. John Gumm
Irritrol System
44 Oak Avenue
Marlton, NJ 08053
Phone (609) 410-3025
Fax (951) 785-3457
john.gumm@toro.com

Study Class for Contractor Licensing Exam

A

re you taking the NJ State Irrigation Contractor
Licensing Exam in October? Do you need a
refresher course to prepare you for the test or
do you just want to brush up on requirements?
Come to West Berlin, NJ for two days of information and
instruction that will help you navigate your way through
this extensive exam.
This class is designed to help you prepare for the
licensing exam and refresh your skills. Instructors will
review advanced soil-water-plant relationships, advanced
hydraulics, pumps, job safety requirements, national codes
that affect your industry, state codes and recent changes,
scheduling, water conservation and details about system
uniformity and efficiency. Emphasis will be placed on
those areas of the test that may trip you up!
Date:
Time:
Location:

Cost:

Monday-Tuesday, October 11-12, 2010
8:00 am – 5:00 pm
Atlantic Irrigation Specialties
309 Pinedge Drive
West Berlin, NJ 08091
$295.00 per person/member
$310.00 per person/non-member

`The New Jersey Department of Environmental Protection
defines a Landscape Irrigation Contractor as a person
who is certified by the Landscape Irrigation Examining
Board to perform the construction, repair, maintenance,
improvement and alteration of any portion of a landscape
irrigation system, including required wiring within that
system and connection to the required power supply
and the installation and connection to a public or private
water supply system under the terms and conditions of a
contract. A landscape irrigation system is any assemblage
of components, materials or special equipment which
is designed, constructed and installed for controlled
dispersion of water from any safe and suitable source,
including properly treated wastewater, for the purpose of
irrigating landscape vegetation or the control of dust and
erosion on landscaped areas, including integral pumping
systems or integral control systems for manual, semiautomatic or automatic control of the operation of these
systems. To become a certified as an Irrigation Landscape
Contractor, an applicant must have a minimum of three
(3) years experience working with the construction,
repair, maintenance, improvement, and alteration of
Continues on page 18

Your GO TO Partner
x
x
x
x
x
x
x
x

Competitive Pricing
Commitment to Professional Contractors
Sales and Marketing Support
Knowledgeable Staff
Leaders in New Product Offerings
CAD Design, Takeoffs and Field Support
Hands-On Training Seminars
24/7 Website/Webstore access

Hawthorne, NJ

S. Plainfield, NJ

(973) 423-0222
1120 Goffle Road

(908) 753-5200
901 Montrose Avenue

New WR2 Wireless
Rain Sensors in
stock

Reliable signal transmission and other innovations deliver superior
responsiveness to rainfall and cold temperatures, while userfriendly features cut installation and programming time in half.

Whippany, NJ

Sewell, NJ

Lakewood, NJ

(973) 386-9076
64 S. Jefferson
Road

(856) 228-6070
223 Blackwood Road

(732) 363-5034
1000 Airport Road,
Suite # 206

Visit our website;
www.aquariusSupply.com to order
online. Save time and money!
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IANJ Board of Trustees Opportunity
The IANJ Board of Trustees consists of irrigation contractors and suppliers who volunteer their time and talents to better
the industry. We would like to invite you to get involved in the IANJ either by serving on the board or letting us know what
committee(s) you might be interested in serving.
The Board of Trustees' terms are three years and service includes attendance at in-person meetings and periodic teleconference
meetings with committee involvement. More importantly, both the board and committees gain from your input and industry
knowledge.
There are three trustee positions available this year. Any member interested in becoming a trustee should send a brief resume,
photo and form below to IANJ headquarters, 170 Kinnelon Rd., #33, Kinnelon, NJ 07405. You can use the form below to nominate yourself or another industry member

2011 IANJ NOMINATING COMMITTEE FORM
The Nominating Committee is looking for candidates to serve on the Irrigation Association of New Jersey Board of Trustees.
Terms are three years and service includes attendance at in-person meetings and periodic teleconference meetings as well as
participation on committees.
I would like to nominate the following:
(1) ___________________________________________

(2) _____________________________________________

(3) ___________________________________________

(4) _____________________________________________

I, or someone else from my firm, is interested in serving on the following committees and activities during 2011. Please contact me.
 Legislative
 Membership
 Programs/Education
 Annual Conference
 Golf Outing

Name__________________________________ Firm___________________________________________ Date__________
Please fax back to the IANJ Headquarters at (973) 838-7124
no later that October 24, 2010. Thank you.

16 IANJ October Newsletter

*UHDW1HZVIRU,$1-0HPEHUV
*URXS+HDOWK&RYHUDJHWKURXJK
,$1-DQG$VVRFLDWLRQ0DVWHU7UXVW

U

nless 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 advantage 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 administration. 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
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IANJ Movie Review
For this issue we will be reviewing a film entitled Inception
Title: Inception
Director: Christopher Nolan
Cast: Leonardo DiCaprio, Cillian Murphy, Marion Cotillard and Ellen Page

I

n this dazzling sci-fi puzzle box, Dom Cobb (Leonardo DiCaprio) is a dream thief – stealing business secrets by entering into the subconscious of unsuspecting execs. The stakes rise when Cobb attempts an
even riskier stunt called “inception”: He plants a destructive idea into the mind of a wealthy corporate heir (Cillian
Murphy), so that he will dismantle his late father’s thriving
company. The trouble is, while Cobb meddles in strangers’
fantasies as they sleep, his own mind begins to sabotage
him – and recurring images of his late wife (Marion Cotillard) throw him off his game. While this dream-within-adream structure can sometimes be confusing, the movie
(costarring Juno’s Ellen Page as DiCaprio’s inventive colleague) is as startlingly original as The Matrix – and just
as visually astonishing. Its shape-shifting images make for
vibrant eye candy: A Paris street scene folds in on itself
so that asphalt replaces the sky; a rickety elevator opens
into a sandy beach paradise. Once again, the self-assured
DiCaprio nails a challenging flawed-hero role (one that’s
not far from his brilliant turn in Shutter Island earlier this
year). And director Christopher Nolan (The Dark Knight,
Memento) stylishly transports the audience to another
world that, like many dreams, begins with the familiar and
then takes a radical, imaginative leap. It all makes for a
vivid and memorable ride.

Inception Gets 3 1/2 Rotors.

Study Class for Contractor Licensing Exam
Continued from page 15

a landscaping irrigation system and/or educational
experience. Field experience must be acquired after
January 1, 1997 while employed under a certified
contractor. New legislation taking effect approximately
July 15, 2010 will change the experience requirements
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to: a minimum of 3 year’s experience within the past 15
years in the field of landscape irrigation. Field experience
acquired after January 1, 1997 must comply with the
requirements of P.L. 1991, c. 27 (C.45:5AA et seq.)(cf:
P.L.1991, c. 27, s.4).

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

"I was driving along, talking on my cell phone, when
suddenly my other cell phone rang."

The wire

Aquarius Supply........................................................ Page15
Association Master Trust .......................................Page 17
Atlantic Irrigation Specialties, Inc .........................Page 9
Central Irrigation Supply ......................................Page 10
Ditch Witch ................................................................Page 12
Hunter.............................................................................Page 3
Paige Electrical Company .....................................Page 19
Rain Bird .........................................................................Page 6
Steffen Drilling.............................................................Page 5
Storr Tractor Company ....................................Back Cover
Swan Pump ...................................................................Page 2
Toro...............................................................................Page 11
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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

1-8OO-327-2443
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distributors of Quality commercial
Turf Care Equipment & Irrigation

The Storr Tr actor 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.

3191 U.S. Highway

175 13th Avenue

Somerville, NJ

Ronkonkoma,NY

ph 908 722-9830 • fax 908-722-9847

ph 631-588-5222 • fax 631-588-5698

www.storrtractor.com
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