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A I.|fe Cut Short Too Soon

The a Chapter Mourns the I.oss of
Board Member Brandon Bougeaus

-‘ . September 17 Channel Islahds Chapter and Frlends
Flshlng Trlp to 'be Held i in h|s honor '

(e Read Steven Klfnzler S heartfelt remarks on page 7
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Landscaf

LandscapeProPac is a

e Pro Pac National Green Industry

General Liability + Business Auto Inland Marine-Contractors Equipment SpEClalty P rogram dESig ned
Progerty * Come exclusively for the
. Green Industry by
Coverages Included in Package Landscape Contractors

» General Liability » Business Auto Insurance Services

* Inland Marine-Contractors Equipment « Property » Crime

Residential and Commercial Coverages

« Landscape Maintenance

« Landscape Construction

 Synthetic Turf Installers

« Irrigation System Installation & Repair
« Arborists/Tree Trimming

e Hydro Seeding

» Nurseries and Nursery product sales

« Greenhouses

« Pond Installation & Repair

« Weed Control

» Landscape concrete curbing/paving

« Habitat Restoration Services
 Excavation with limited ornamental planting/tree and fencing work
» Landscapers with incidental snow plowing and/or street cleaning

¢ Landscapers with ancillary pool work such as decorative tile, rock,
decking and limited plumbing work

» Landscape Consultants & Architects (except Errors & Omissions)

Program Highlights

e Tract home or multi-unit developments - Not Excluded
 Cranes, boom trucks and bucket trucks eligible

« New ventures OK with 3 years experience in the industry
« Multiple premium finance plans

Flexible deposits and installment plans

Services Included

« Dedicated Certificate Unit - 24 hour turnaround

« Customized claims oversight

 Claims handled by a leading National Claims Administrator
* Loss Control

« MVRs run for new hires

« LCIS Business Services (legal, HR, safety and more)

LANDSCAPE CONTRACTORS
INSURANCE SERVICES, INC.

Member owned. Service focused.

Brought to You by

Landscape Contractors Insurance Services, Inc.
1835 N. Fine Ave, Fresno CA 93727

Tel (800) 628-8735 Fax (800) 440-2378
www.lcisinc.com CALIC# 0755906
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CLCA San Fernando Valley Chapter
2021 Board of Directors

PRESIDENT CHAIRMAN OF THE BOARD
Francisco Salazar Luis Casas
Groundcare Landscape Company Legacy Tree Care

888-255-5755
818-970-7592 cell

francisco@groundcarelc.com

818-618-7703
luiscasas@legacytreecare.net

VICE PRESIDENT MEMBERSHIP
Steven Kinzler
S K Landscape Design, Inc.

BOARD OF DIRECTORS

Nelson Colvin

Life Member
818-345-0492 ofﬁce 818-400-9674
818-345-0494 fax nellie830@aol.com

818-266-3828 cell
skinzler@sklandscape.com

VICE PRESIDENT PROGRAMS
Josh Emeterio
Specialized Landscape
Management Services Inc.
805-520-7590
661-212-0595
joshuae@slmlandscape.com

SECRETARY
Natalie Balyasny
Landscape Contractors

Insurance Services, Inc.
(818) 426-0521

Rene Emeterio
Specialized Landscape
Management Services Inc.
805-520-7590
805-823-5603 cell

remeterio@slmlandscape.com

AMO REP
Thomas Morris
Performance Nursery — Somis
805-853-8016
design@performancenursery.com

CHAPTER EXECUTIVE SECRETARY
Jan Veis

nbalyasny@Icisinc.com 818-772-7233
TREASURER sfvclca@gmail.com
Mickey Strauss
AUXILIARY PRESIDENT
MSM Landscape Services, Inc. Cindy Strauss

818-402-4500
818-361-1788 fax

mickey@msmlandscape.net

818-341-2239 Home
818-620-3540 Cell

cindystrauss@hotmail.com

www.clcasfv.org

VALLEYSCAPE PUBLISHER
John Hernandez

ASSOCIATE EDITOR/
ART DIRECTOR

626-715-1757 Jerry Robin
18466 Dragonera Drive J. Robin & Associates
Rowland Heights, CA 91748 Graphic Design

626-644-4239
jrobinps2@gmail.com

eldoradowriters@gmail.com

FAX 866-591-5093

WEBSITE AND SOCIAL MEDIA
Bronwyn Miller
Eyescapes
949-466-1222
eyescapes@yahoo.com

Coming Events, Contact Numbers ¢ More

STATE AND LOCAL EVENTS
Don’t miss any of these very important events!

Subject to Change — Check with Chapter Office First
WATCH FOR LAST-MINUTE CHANGES DUE TO COVID-19

May 6 SEV Board Meeting, 10 a.m. via Zoom.

Contact Jan Veis for Zoom link

13 Pesticide educational course via Zoom. Earn
DPR approved and CPUs. Regional event
organized by CI Chapter; all chapters invited,
see page 12.

June 17 CI Chapter and neighbors visit to San Marcos

Nursery in Santa Barbara area. SFV members
welcome. TBD

Sept. 17 Channel Islands Chapter and Friends

Annual Fishing Trip. Details to come.

24 Regional Golf Tournament with Channel
Islands Chapter, Tierra Rejada Golf Club,
Moorpark TBD

CLCA Convention, Lahaina, Hawaii
Westin Maui Resort & Spa

Nov. 3-6
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SFV Chapter Sponsorship
Opportunities Available

he SFV Chapter values your membership and
involvementin our local chapter and would like to offer
you an opportunity to participate in our Sponsorship
Program. As a Sponsor, you will receive an array of
benefits and opportunities to support our chapter as well
as receive recognition for yourself and your company.

Because of COVID, we are not able to list the
benefits of Sponsorship in detail yet, but they
will include such things as promotion on our
website and in the Valleyscape Newsletter, rec-
ognition at chapter events, cost of admission/
participation in future chapter activities...and more.

Interested? Of course you are. Call Jan Veis at (818)
772-7233formoredetails. Thankyouin advance foryour
continued support of the San Fernando Valley Chapter.

SFV CLCA Valleyscape April 2021 3
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President’s Message

New Times are Here

Times are changing all around us and we
are all excited to return to some form of
normalcy. With all these changes your board
of directors is preparing some interesting
events, both in-person and online. These will
help us renew our valuable CLCA relation-
ships by enjoying one another’s company face

FRANCISCO to face once again.
;FV Chapter CLCA has always been a great way to stay
Presid eﬁt in touch with like-minded people and with
Groundeare industry news. It is no different with various
Landscape Co. chapters now working individually to bring

different programs to their members. These
events include online classes and webinars such as those of Kern
County Chapter, Channel Island Chapter’s Pest Control class, as
well as their CI Chapter and Friends Fishing Trip later this year,
and Orange County’s Golf Tournament. As for us we have begun
organizing our own Golf Tournament to be held in September.
The SFV Chapter’s first golf tourney in several years will take

place in Moorpark and we wish to have many members attend.
More details to follow.

I would like to take this opportunity to remind everyone that

our events are a great way to network and learn. If you have the
time, reach out to your fellow members, and talk about what is
working for you and what is not. If needed, do not delay in asking
for advice. If you are unsure as to who to contact for help or for
answers to your questions, feel free to contact me personally. If

I don’t have the answer, I may be able to direct you to someone
who does.

Because of these continually changing times, stay in touch for new
or changing events, due to new Covid regulations and restrictions.
We might even plan something on the spur of the moment once
we are allowed to, and we don’t you to miss out. Follow us on
social media and read through this magazine to see all the new and
interesting things this and other chapters around you are up to.

The pandemic may have restricted everyone from going out,
but we can still reach other people via phone, email and Zoom.
Stay well. — Francisco

FOMO: Fear of Missing Out as a Marketing Tool

From an article in allBusiness by Syed Balkhi, founder of WPBeginner, the largest free WordPress resource site.

OMO stands for the “fear of missing out.” It’s the feeling that
other people are enjoying experiences — and you’re not. And
in the case of a business selling a product or service, FOMO can
make shoppers feel like they’re missing out on an experience that

other shoppers are having if they haven’t bought it.

FOMO is a powerful feeling and it drives action. In fact,
according to statistics, 60% of people make purchases because of
FOMO, mostly within 24 hours. So, if you’re able to use FOMO
as a psychological trigger in your marketing, it can help boost your
sales. Now that you know why FOMO is a powerful strategy for
increasing revenue, here’s how to use FOMO in your marketing.

Create Urgency — When you use urgency in your marketing,
users will be more likely to take action quickly. This means
shoppers will be more likely to make a purchase in order to avoid
missing out on an awesome opportunity. For instance, think about
an event company promoting an upcoming concert. They may

say things like, “Tickets are selling out fast!” so people rush to buy
a ticket before it’s too late. Your business can use urgency in a
similar way to boost sales.

For example, you can create a limited-time sale. Then to promote
the sale, in your email marketing campaigns, social media posts,
and on your website, you can use phrases like “Don’t miss

out!” “While supplies last!” and “One day only!” to create a sense
of urgency. Another way to create urgency is by offering free
shipping or a free gift with purchase for a limited time. When
you create a sense of urgency, youll have shoppers rushing to the
checkout.

4 April 2021 SFV CLCA Valleyscape

Show that People Are Buying — When consumers see others
buying your product, it will make them want to get their hands
on the product, too. “Over 99 Billion Served” or “Only xxx left
in stock.” When a shopper sees there is only a small number of an
item left in stock, they’ll add it to their cart quickly to ensure they
can nab it.

Display User-Generated Content — Sharing user-generated
content, such as images or videos, is one of the easiest ways to
show off the awesome experiences of your happy customers, build
social proof, and create a feeling of FOMO. Post the content on
your company’s social media accounts or website. Another great
way to get more user-generated content is by running a contest.
For instance, you could run a photo contest to get people to
create and submit user-generated content. If your contest has

an awesome prize, people will be more likely to take the time to
create user-generated content for your business.

Use Exclusivity — Consumers love feeling like they’re getting
something special or like they’re part of an exclusive club. To
avoid experiencing FOMO, tons of shoppers will act on exclusive
invitations and offers. It’s the reason why people are willing to
spend more money on VIP tickets to a concert or other event. You
can do this by offering a rewards program, free gifts, early access
to other products and other benefits. Or by creating a members-
only online group that offers special discounts or products to
members first.

FOMO isn’t about making your audience feel sad or jealous;
it’s about encouraging them to take action before they miss out.
Follow these tips and boost your sales like crazy.



Client Retention

7 Secrets to Keeping Your Service Business Clients for Life

From an article by Susan Guillory, President Egg Marketing

We’ve all heard it before: It’s cheaper to retain an existing
client than it is to acquire a new one. That’s especially true
for service businesses, whether that’s accounting, graphic design,
marketing, or landscaping. Existing clients already know what
your business does and are happy with the results. New clients,
on the other hand, see you as an unknown.

copies, I sent them to her because I knew she would appreciate
them. That’s how I do business.

4. Ask clients regularly how they think you’re doing

It’s easy to get in a rut when you work with a client for months or
years. It’s the whole “if it ain’t broke” syndrome — if the client isn’t
complaining, why risk disrupting things?

They’re not sure what they’ll get with your
company, so you have to spend more time
wooing them.

Here’s what I've learned that works for
nurturing long-term business relationships.

1. Listen carefully to your clients

It sounds overly simple but believe me: your
competitors might not be willing to truly
hear what a client says, and that’s where you

You can learn a lot by asking
questions and then listening...
Sometimes they don’t know
what they need, but they can
work it out simply by talking to
you if you're willing to listen.

My philosophy is to check in about every
quarter to see how I'm doing at delivering
what the client needs. This sometimes leads
to a conversation about other needs they
have. Sometimes it leads to a frank conversa-
tion about how I might not fully be meeting
their requirements, and that forces me to set
aside my ego to ensure that I am delivering
what the client needs at the moment.

can shine.

You can learn a lot by asking questions and then listening. A
potential client might come to me initially for blog content, but
after a 10-minute conversation, I might discover that what they
really need is web copy. Sometimes they don’t know what they
need, but they can work it out simply by talking to you if you’re
willing to listen.

2. Don’t force your service business solution

Many service businesses focus on what they can deliver for the
potential client, but they don’t actually listen to what the client
wants or needs. Maybe someone approaches you about a one-off
project, but you want to sell them on the monthly retainer
package because it delivers more revenue. This may not be the best
way to keep a client long-term if they feel like you’re unnecessarily
upselling them for something they don’t need.

I've been known to turn away potential business because I knew
I couldn’t deliver what they needed. I would rather they go
elsewhere for their needs than try to fit my solutions to their
requirements. They always appreciate my honesty, and sometimes
they come back when their needs align with my offerings.

3. Be human with your clients

Another way to keep service business clients for life is to consider
whether you treat your clients as invoices or as people. Yes, clients
are the lifeblood of your business, but they’re human, and we
could all stand to inject a little more humanness into our business
interactions.

Before you dive into the agenda for your next Zoom call with a
client, check in with them. What's going on in their lives? How
are they feeling? This year has opened the door to more vulner-
ability and more conversations about life in a pandemic, and that,
in my mind, brings us all a little closer together.

I had a client I worked with for years, and somehow along the
line, I discovered we shared a love of old Nancy Drew books.
When I was cleaning out my closet and found a couple of vintage

5. Send your clients gifts
I've always been a big proponent of sending my clients holiday
gifts. I’s my way of showing my appreciation for our continued
professional relationship. And let me tell you: they love getting a
surprise during the holidays! I set tiers for my gift-giving budget
so that clients who have spent the most or have been with me the
longest get an appropriate token of gratitude.

Continued on page 12

The Westln Maui Resort & Spa Lahalna, HI
SAVETHE DATE/ clca.org/convention
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Protecting Your Livelihood

CSLB Partners with Kern County District Attorney’s Office

for Undercover Sting Operation

e Fourteen individuals cited for illegal contracting violations

e Among them were two who did not carry the proper workers’ compensation insurance coverage

On March 16-17 the Contractors State License Board (CSLB)
partnered with the Kern County District Attorney’s Office

(DA) and the California Department of Insurance to conduct an
undercover sting operation for combating

contractors likely don’t carry workers” compensation insurance
which could leave homeowners liable for workers injured on their

property.”

unlicensed contracting in Bakersfield. As

a result, fourteen individuals were cited
for allegedly placing illegal bids on home
improvement projects and some did not
carry the proper workers’ compensation
insurance for their employees. This is why
CSLB is stressing that homeowners always
“check-a-license” before hiring someone to
do contracting work on their property.

To plan this operation, CSLB’s Statewide
Investigative Fraud Team (SWIFT) did
some simple online searches and reached out
to alleged unlicensed contractors through
their advertisements soliciting for construc-

“Those who operate without a
California state-issved contractor
license can potentially harm the
public, tarnish the respectability
of the construction industry, and
take work from law-abiding
licensed contractors by operating
in the underground economy.”

— CSLB Registrar David Fogt

Commenting on the operation, District
Attorney Cynthia Zimmer stated
“Legitimate contractors who follow the rules
should not have to compete with unlicensed
contractors who refuse to abide by even

the most basic and fundamental consumer
protection laws. Ensuring that licensing rules
are enforced helps ensure the integrity of all
contracting industries as well as protect the
consumers who rely on contractors’ special-

ized knowledge.”

All 14 individuals are facing an additional
misdemeanor charge for their illegal adver-
tisements. Licensed contractors must display

tion work. SWIFT agents then posed as

homeowners and invited suspects to place bids at a single-family
home near Meadows Field Airport. Of the individuals contacted,
fourteen came to place bids on fencing, flooring, landscaping, elec-
trical, and painting. Bids ranged from $1,200 to $17,500.

Twelve of those suspects are now facing illegal contracting charges
for placing bids well over the legal $500 threshold that requires a
contractor license (Business and Professions Code (BPC) Sections
(§) 7028) and two were referred to the Kern County DA for
further action. First-conviction penalties for contracting without a
license in California include up to six months in jail and/or up to

$5,000 in fines.

“Those who operate without a California state-issued contractor
license can potentially harm the public, tarnish the respectability
of the construction industry, and take work from law-abiding

licensed contractors by operating in the underground economy,”
said CSLB Registrar David Fogt. “Additionally, unlicensed

CDI # 0B64616

Text for a Quote!
562.682.0606

a Q.I'

LANDSCAPERS ™=
ADVANTAGE et @

COMMERCIAL INSURANCE PROGRAM

6 April 2021 SFV CLCA Valleyscape

their license number in all advertisements;
unlicensed contractors must state in all ads for work valued at less
than $500 that they do not have a license (BPC § 7027.1). The
penalty for violating the advertising rules for unlicensed contrac-
tors is a fine of $700 to $1,000.

Twelve of the suspects who did not have the proper workers’
compensation insurance policies to cover those working for

them are facing additional charges (Labor Code § 3700.5). As a
reminder, contractors must carry workers’ compensation insurance
if they have employees. If contractors don’t have employees, they
must file a workers’ compensation exemption with CSLB, which is
noted on the license record.

Eleven of the suspects violating workers’ compensation regula-
tions were also issued a Stop Order — a legal demand to cease
all employee labor at a job site due to violation of state workers’
compensation insurance requirements (BPC § 7127).

Consumers are being urged to check a contractor’s license status
by conducting an “Instant License Check” which takes a matter
of seconds on CSLB’s website by typing in the contractor’s
license number, name, or business name. The search results reveal
whether or not the contractor’s license is active and/or in good
standing. Homeowners can also use CSLB’s Find My Licensed
Contractor feature to build and download a list of qualified
licensed contractors in their area.

All suspects were ordered to appear at the Kern County Superior
Court on a future date and time. NOTE: All suspects are
presumed innocent until their case is resolved.



Memory Eternal

A Life Cut Short Too Soon;
We Mourn the Passing of Brandon Bogeaus

It saddens me to say that a very dear friend of mine and a children. His balance of family, religion, and
very dear friend to our industry, Brandon Bogeaus, long-time work were immeasurable. I have, and will
Channel Islands Chapter board member, has been battling cancer always, look up to Brandon as an inspiration.
and unfortunately has passed away. All of us who knew Brandon, I love this guy. We would talk about dirt
know that within the last year he fought (and bikes, firearms, food, and
fought hard) to beat this disease, but it was just _ our many adventures. We
too much. His fight may be over but the memory ——y ‘ would always circle back to STEVEN
. a1 ‘| o . .o KINZLER

of who he is and what he stood for will live on. ) p i the most important thing in .

. . . . . ' ; . SFV Past President &
His family — wife Caroline, and three children: our lives, and that was our V.P. Membership
Kevin, Taylor, and Allison — have lost a father families. He will be missed, g7, pe Des z;gn

and a husband way too early. but never forgotten.

For me, Brandon was a man’s man. We had
many lunches and many talks. We talked of
business, we talked of health (he was ridiculously
health-conscious and went to the gym daily)

and was concerned with and watched his diet
profusely. As a matter of fact, when he would eat his dry piece of

I will always (zlways) have a special place in my
heart for Brandon. I love you, Brother. Until I

e see you again when we are on those dirt bikes in
BEST OF FRIENDS

Brandon Bogeaus and Steven Kinler. the sky. I will do my job down here while you are

waiting up there. — Steven

EDITOR’S NOTE: Steven Kinzler will be the Major Sponsor of
the Channel Islands Chapter and Friends Fishing Trip September
17. This is an event both Steven and Brandon enjoyed, and this year
We had great talks, great laughs, and I got a great many hugs it will be held in honor and in celebration of the life of Steven’s very
from him. The most important thing to him, was his wife and his dear friend, Brandon Bogeaus.

chicken with nothing on it, I would rub my pepperoni pizza on
top of it just to irritate him.

Your Southern California
Compact Equipment Dealer

Call: Chris Chadwick at (805) 207-0632

www.coastlineequipment.com

Co ASTLI N E OXNARD SANTA MARIA SYLMAR
1930 E. Lockwood St. 1950 Roemer Place 12435 Foothill Blvd.

- Oxnard, CA 93036 Santa Maria, CA 93454 Sylmar, CA 91342
EqU'Pmenf I (805) 485-2106 (805) 922-8329 (818) 890-3353

JOHN DEERE
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Most people you meet don’t know

what they want in life and business.
If they do know, they don’t ask for what
they want! Why is that? Well, it’s a
number of things that hold them back
from living the life they want. I observed
there are seven sad reasons why most
people stay stuck in lives of quiet desperation — in no particular
order:

MARK MATTESON
Sparking Success

1) They have never actually thought about what they really wanted.

2) No one told them they could.

3) They don’t believe they are worth it.

4) It’s uncomfortable, even scary to them.

5) They are afraid to ask, what if I fail?

6) They are worried about what other people will think.
7) No one they know does it.

Barbara Sher in her book Wishcraft says: “You must go after your
wish. As soon as you start to pursue a dream, your life wakes up and
everything has meaning — and our dreams are who we are. Every
single one of us can do things that no one else can do — can love things
that no one else can love. We are like violins. We can be used for
doorstops, or we can make music. You know what to do.”

What Do YOU Want?

I have been setting goals on 3 x 5 cards since I was 14 years old.
Mind you, I didn’t achieve every one. If 'm honest, I achieved
40% of them at best. But if I were a professional baseball player,
that would a .400 average.

Around that time as a teenager, I read my first sports biography.
My hero was Ted Williams. When he was 17 years old he set a
lifetime goal. “After [ retire from baseball, as I walk down the street,
[ want to hear people say: “There goes the greatest hitter in the history
of baseball!” That stuck with me.

Not since 1941 has anyone in baseball completed a season with
a batting average of .400 or higher. 80 years! Boston Red Sox

slugger and Hall of Famer Ted Williams was the last to accom-
plish this feat. And he crossed the threshold in an unforgettable

LANDSCAPE CONTRACTORS

INSURANCE SERVICES, INC.

Member owned. Service focused. .
1835 N. Fine Ave.
Fresno, CA 93727

nbalyasny@Icisinc.com
www.Icisinc.com

NATALIE BALYASNY

ACCOUNT EXECUTIVE,

SOUTHERN CALIFORNIA P (800) 628-8735 Ext. 516

C(818)426-0521

CA LIC # 0755906 F(800) 440-2378

Specialized Insurance & Business Services for Members of the Green Industry
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“Figure out what you want in life — and learn how to ask for it!
— Tony Shaloub from the movie “How Do You Know?”

Whal' Do I ACI'UQIIY WCI n'l'? By Mark Matteson, Sparking Success

,)’

performance. The 1941 season ended for the Red Sox on Sept. 28.
The Red Sox were in Philadelphia playing a doubleheader against
the Athletics.

Boston defeated Philadelphia in both games, ending the season in
second place in the American League. But the Red Sox’s two wins
were overshadowed by a historic day at the plate for Williams. He
played left field for the Red Sox in both games, entering the day
with a batting average of .3995 — which would be rounded up to
.400. His manager wanted him to sit out to secure the record. But
Williams insisted on playing to ensure there was no doubt about
his mark. Ted Williams hit .406 in 1941, going 6-for-8 on the
season’s last day to raise his average from .3995.

The 1941 season was one of the best of Williams’ career. In
addition to the .406 batting average, he ended the season with
37 home runs and 120 runs batted in. Williams’ .553 on-base
percentage that season set a single-season record that stood for 61
years, surpassed only by Barry Bonds in 2002.

“Ted was the greatest hitter of our era,” Hall of Famer Stan Musial
said, “He loved talking about hitting and was a great student of
hitting and pitchers.”

I need to watch “How Do You Know” again. Reece Witherspoon

plays a baseball player who struggles with life after softball.

What do you really want in life and business? Learn how to ask for

it. Ted Williams knew...
Here’s our Book of the Month:

WISHCRAFT
(How to Get What You Really Want) by Barbara Sher

Cindy Fox was a waitress. Now she’s a pilot. Peter Johnson was
a truck driver. Now he’s a dairy farmer. Tina Forbes was a strug-
gling artist. Now she’s a successful one. Alan Rizzo was an editor.
Now he’s a bookstore owner.

What they have in common — and what you can share — are
Barbara Sher’s effective strategies for making real changes in your
life. This human, practical program puts your vague yearnings and
dreams to work for you — with concrete results. You'll learn how
to:

* Discover your strengths and skills

* Turn your fears and negative feelings into positive tools

* Diagram the path to your goal — and map out target dates for
meeting it

* Chart your progress — day by day

* Create a support network of contacts and sources

* Use a buddy system to keep you on track

Author and speaker Mark Matteson gives over 75 presentations each
year and can spark your group’s success. To watch Mark’s demo video,
20 to www.sparkingsuccess.net, or reach him at 206.697.0454.



Zoom Meetings

5 Tips for More Effective and Engaging Zoom Meetings

From an article by Rebecca Mazin, Recruir Right Consulting

o improve your meetings on Zoom, here are a few tips and tools
I have learned:

1. Use the Zoom polling feature

Set up polls during your Zoom meeting to learn more about your
audience, or to simply ask your attendees to answer a question or
two. If you're the meeting host, you can set up your poll before
the meeting, or you can add polls on the fly during a meeting, too.

Outside of Zoom, there are web-based polling solutions that

will turn audience responses into nice colorful graphics. Go to
Mentimeter.com to create word walls, charts, and boards showing
the responses. Instructions for users are right on the screen, and
people can use a smartphone to respond.

2. Ask for responses in chat

Ask a question to a group and you may get crickets. Answering
questions is never fun in person, or even in a virtual setting. For
more effective Zoom meetings, I have learned to ask for responses
in the chat function. Participants are often more eager to respond
through chat, and you can see and save the conversation. You can
also use chat to send information, a link, or a document.

3. Use breakout rooms for more effective Zoom meetings

Give your audience an assignment and then divide them up

into breakout rooms. Be clear about the question people will be
discussing, what type of response you are expecting, and what the
time limit is. As host you have the ability to move in and out of
breakout rooms. To me it feels a little like wearing Harry Potter’s
invisibility cloak when you move virtually between rooms, but it
works.

I have found that people will more likely talk in smaller groups or
pairs, and then when everyone returns to the main meeting, the
conversation will continue and grow. Quiet people are also more
likely to speak out in a smaller setting, and it allows people more
time to talk to each other.

4. Share slides and video

Sharing slides and videos is a great way to focus the conversation
and change the Zoom experience from being just a screen full of
people’s faces in little squares. Become proficient in sharing your
screen. It’s really annoying to watch someone peering into the
camera and saying, “I'm going to try to share my screen, let’s see if
this works.”

Set up a meeting just for yourself where you can practice your
sharing skills. And while you’re doing that, learn where to check
the “Share Sound” box if you plan to show a video. That way you
won’t have to deal with a row of people complaining, “I don’t hear
anything,” or furiously typing into the chat.

Before you show PowerPoint slides, make sure the viewers will
see just one whole slide on their screen, and not your PowerPoint
setup. In PowerPoint, go to Slide Show, Slide Show Set Up, and
check Browsed by an Individual (window).

Before the meeting starts, have everything you want to share open
on your desktop so you don’t have to hunt for it. “T had that
document yesterday” is not an engaging introduction. Have any
PowerPoint presentations open in full- screen Slide Show mode.
Don’t press escape, just minimize.

You can also share documents. Yesterday I used a few PDF and
Word documents that would not fit into a slide. I first checked
to make certain they were readable, and then had them open on
my desktop so moving between slides, documents, and the full
meeting group was as seamless as possible.

5. Use Zoom whiteboards

Using the whiteboard is another good trick for more effective
Zoom meetings. Some days I love the Zoom whiteboard, and
some days not. Practice using the drawing and text features on a
Zoom whiteboard before attempting to use it with a group. Also
make sure you give everyone permission to annotate if you are
asking them to add content.

And the days I don’t love the Zoom whiteboard? Those are when
I forget to save, the participants in a breakout forget to save, or it
takes them five minutes to find, open, and share. Other formats
are easier to use.

Whatever technique or tool you choose to have more effective
Zoom meetings, your goal should be to mix it up. If you are
giving an explanation or a long lecture, include some slides or use
speaker view. That way it won’t be so obvious if someone does

nod off.

No more plastic bottles
harming the environmen
: =

Molecul B v
Hydrogen-infused
Alkaline Water...

From your own kifchen fapl

Jerry Robin

E : E Water Wellness Coach / H2 Advisor
Certified Molecular Hydration Specialist
= : 626-644-4239

AAwater@jerryrobin.com
www.StopBottledWaterWaste.com

RICK SACKS CELL: 805-260-5794
Territory Mana FAX: 805-934-2223

a g VM: 800.417.0202
EMAIL: Ext. 5239

ricksacks@kellogggarden.com

350 W. Sepulveda Blvd.
Carson, CA 90745
800-232-2322
www.KelloggGarden.com

Stnce 1925

Helping people create beautiful landscapes and gardens.
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Environmental Concerns

Hazardous Treai'ed WOOd WCIsl'e...Whai' to Do? rom a press release by CLCA

s of April 2021, there are very few options for the disposal of

hazardous treated wood waste in California. Furthermore, the
limited options that do exist involve managing the treated wood
waste as a fully regulated hazardous waste,
which is procedurally more difficult and
costly. For many generators, temporarily
accumulating the treated wood waste is an
available option that should be considered.

The state agency responsible for protecting
California’s people and environment from
toxic substances say they understand that
“the change in status of treated wood
waste and the sunset of the Alternative
Management Standards has been disruptive
and has caused frustration to many.”

“The DTSC (California Department of
Toxic Substance Control) is aware of the
urgency in resolving this problem and
we are actively working on the variance
application process.”

Used in fence posts, sill plates, landscape timbers, pilings, guard-
rails and decking, treated wood must now be disposed of in class 1

In our pursuit of
Quality

we never cut corners.

4

THON SOD

When you want the Best

1-800-532-3489

www.sod.com
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DEPENDING ON THE MANUFACTURING

PROCESS AND AGE, treated wood may contain

a variety of toxic substances, including arsenic, chromium,
copper, pentachlorophenol and creosote.

hazardous waste landfills, following the expiration of a law autho-
rizing less onerous waste management standards.

After December 31, 2020, all treated wood
waste “that exhibits the hazardous waste
characteristic of toxicity will be a fully
regulated hazardous waste and will no
longer be eligible for disposal in Class II

or Class III landfills,” a fact sheet from the
California Department of Toxic Substance
Control says.

Fortunately, on February 16 the department
started accepting requests for variances that
allow the disposal of treated wood waste
under the less onerous expired standards.

Depending on the manufacturing process
and age, treated wood may contain a variety
of toxic substances, including arsenic,
chromium, copper, pentachlorophenol

and creosote. In a 2019 report to the
Legislature, however, the department notes that not all wood that
is treated with a preservative is a potential hazardous waste.

CLCA Recommendations Include:

* For the time being, don’t panic — and keep an eye out for
updates from CLCA on this important matter.

* Carefully review the California Department of Toxic Substance
Control’s Treated Wood Waste fact sheet, paying particular
attention to the section detailing how treated wood waste must
be managed in accordance with full hazardous waste manage-
ment standards.

* Ascertain the cost of obtaining a disposal variance and determine
if a variance request is the best course of action for your
company.

* Consider storing treated wood waste for 90 days in the hopes
that a legislative solution is forthcoming.

STORY UPDATE!
Treated Wood Waste Disposal Variances Issued

Good news for landscape contractors storing a growing pile of
treated wood waste in their corporate yards. The Department of
Toxic Substances Control has started to issue hazardous waste
disposal variances for haulers, handlers and landfills for treated
wood waste. There is a bit of lag time, it seems, from when the
variance is approved and it makes these lists:

e TWW Handlers with DTSC Variance
* TWW Disposal Sites with DTSC Variance
» TWW Handler Transporters with DTSC Variance

For the latest information in this area, contact the Chatsworth
Regional Office of DTSC at (818) 717-6500. They are located at
9211 Oakdale Ave., Chatsworth, CA 91311-6505.



By Francisco Salazar, Groundcare Landscape Company

hether you are an experienced gardener or a weekend enthu-

siast, there are some things you should consider when making
changes to your landscape. Regardless of whether you are planning
a complete garden makeover or just looking to make a couple of
changes, there are several important factors to take into account
before doing anything. I've provided some tips for
you to consider before getting started on your
next landscape project.

Know Your Yard

First and foremost you must know
your yard. Different regions will
determine what type of plants can
grow and thrive in your area. If you
are not sure about your region, you
can check out USDA Plant Hardiness
Zone Map. You also need to consider the
location of surrounding buildings and large
trees. These impact your landscape and will define
any wind paths as well as sun or shade areas.

Develop a Plan

Next you need to figure out the purpose of your landscape and
develop a plan. Think about who will be using the space. Will it
be children, or only adults? Will you be using the area for enter-
tainment or just as a pass-through from one area of the property
to the next? When planning, take into consideration the mainte-
nance your garden will need. Will you be maintaining it yourself
or will you hire someone else? Do you want your garden to be easy
to take care of? These are all important things to consider when
developing a plan so that you properly choose your hardscape and
softscape areas.

Don’t just purchase the first pretty flower you see from your local
nursery. You may find that when you get it home it will not go
with your current layout. Creating a plan and doing some research
will ensure a better fit your garden.

When developing your plan, also consider how you will be placing
your plants. Make sure to give your plants enough room to grow.
If you have room, layer your plants by placing larger plants toward
the back and step them down toward the front. Some plants
flower during different times of the year and others lose their
foliage at times. Knowing this will help create visual interest points
in your garden.

Don’t forget the water! Take into consideration drainage and
sloping areas for water needs.

It is important to design with the future in mind. Always consider
your space and the space between plants, shrubs, and trees. Placing
plants too close to each other can cause them to choke each other
out and compete for nutrients and water. Allow plants to grow out
to maturity with the appropriate space and make sure you have a
space you can maintain.

Landscape Planning

Things to Consider for Your Landscape Design

Protect Your Investment

Once you have planned everything out and
your plants are in place, it’s time to protect
your investment as best as you can. Managing
your watering will help your plants
survive and thrive. Keeping

.2 FRANCISCO
a close eye on your irri- SALAZAR
gation system will SEV Chapter
also help. If your President
plants begin to Groundcare
wilt or start to Landscape Co.

do poorly, consider moving them to a

different location that they might do

better in. Timing is everything so be
sure to act fast.

Bottom line is this: Whether you are an
experienced gardener or a weekend enthusiast
tending gardens... planning is everything. Research
as much as you can to ensure the plants you choose survive
and thrive in your garden. Keep in mind that healthy gardens are
sometimes a product of trial and error. If something doesn’t work
the first time, don’t get discouraged. Try again.

If you'd like help re-designing your outside space, reach out to us!
We offer a variety of landscape design and construction services.

ADVANTAGE

Prickly problem?

Have a question about an HR matter or a prickly
personnel issue? Don’t get stuck without
solutions.

Call the CLCA HR Hotline.

Get advice on how to properly handle
employee concerns before they
become painful liabilities!

HR Hotline: (888) 783-4340

California
/ Landscape
@ Contractors
~ W Association

clca.org/benefits
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Continuing Education

Pesticide Educational Course
via Zoom

NEW DATE!
May 13, 2021 = 3:00-5:00 p.m.

Zoom link in next issue
Cost: $20 for CLCA Members = $40 for Non-Members

38 Join the CLCA Channel Islands
i Chapter from your computer in

this online course, which will

@ cover Pre- and Post-Emergent

Herbicides, plus Insects and

Grubs (1 hour each).

{ CEUs from DPR are available.

Hosted by: Bill Blackman, PCA
Juliet Partida, QAL
Evan Moffitt, PCA

All Chapters are invited to participate!

Sponsored by:

O SiteOne

LANDSCAPE SUPPLY

San Fernande Valley Chapter
SPONSORSHIP RECOGNITION

BRONZE SPONSOR
LCIS

Thank you for your support?

GrawerslotiOtality Sod Since 1969

A z,bd Fa,;n?s-

nc. -
:ulben Aranibar _ . 411204‘&
ales Representative

raranibar@agsod.com -
Cell: (661) 965-2865

Se habla espaiiol

mdale, C"A 9
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7 Secrets to Keeping Your
Service Business Clients for Life,

continued from page 5

6. Refer your clients to others

Part of good business networking is to connect dots. If you have

a contact that you think would make a great partner for a client,
make that introduction. Especially if you work in a particular
industry, you may be able to refer business from one client to
another or otherwise foster cool partnerships. This isn’t something
that will directly net you benefits, but the good karma will find its
way back to you.

7. Keep the relationship going, even after business is
done
Sometimes, however, it’s not possible to keep service business
clients for life. But just because a client stops doing business with
you doesn’t mean they won’t need you in the future. Keep in
touch with an annual check-in just to say hi. You don’t need to
push your business; the simple act of reaching out will remind
them of why they love working with you, and if there’s a need,
you can be sure they’ll let you know.

Long-term business relationships have to be developed, and that
takes work. But the longer you nurture those relationships, the
more they will blossom.

* A turfgrass alternative changing the industry
* No need to sacrifice lawns to save water on landscape
* Grows low to the ground rarely exceeding |”

* Dark green year round, and if left un-mowed produces
small white flowers May-November

< W

westcoastturf.com
888/893-8873

WEST COAST

TURF

Ask us about
other water saving
turfgrasses, too!
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Thinking Out of the Box

What Are You Making Progress On Today?

From an article by Jim Paluch, JP Horizons

COnsider this thought: all progress takes place based on what we
are doing right this moment on the things we are hoping to get
better at. Progress is never made by anything that happened in the
past. Progress comes when we are aware of where we are right now,
the starting point, and then take action in that place.

This concept of progress can be tricky to sustain at times because
there is a tendency to look toward the past to identify progress.
An example of this is when you are trying

to lose weight, 10 pounds, let’s say. You
weigh yourself each morning and compare

it to yesterday’s reading. There may be a
temporary weight loss if you deprive yourself
of a meal or two. But if you don’t make
certain lifestyle changes — such as cutting out
junk food, developing an exercise regimen,
and maybe doing a little yoga — you’ll see
those 10 pounds come roaring back. And
maybe bringing a few friends with them.

The point of this all-too-familiar story is that
meeting that goal temporarily was not progress. It was time wasted
fooling yourself. We continued to concentrate on how far we

were moving from the past, 10 pounds heavier than we wanted to
be, and looking forward to the day when we stepped on the scale
and reached our goal of losing 10 pounds. Our focus was on the
past and the future. The “now” where we make true progress was
simply something we had to endure to get from where we did not
want to be to where we felt we wanted to be.

The scale was simply a scoreboard. The measurement of 10
pounds was simply a number. Real progress never happens in

the past or in the future. Real progress happens in the now. Real
progress in this case would have been found in picking up a book
on eating correctly, finding the thing that drew you out of bed

in the morning that you desired doing, whether it was a walk or
run or bike ride, or exercise routine. The real progress happens in
the little changes you make right now, today. It comes from the
actions you are taking today and continue to take that warrant
progress.

Progress is not just hitting our sales goal. Progress is becoming
better at selling, becoming better at leading, becoming better at
having a healthy lifestyle. Progress is the things we do each and
every day that have an impact on the things we are keeping score
on . .. the scale, the growth in our leadership skills, achieving sales
goals, the increased amount in our savings account because of the
disciplined actions we are developing each day. Progress is not a
starting point or an ending point. Progress is an action that takes
place today and leads us to a different future.

So, I will return to my original question, “What are you making
progress on today?” What are you doing today that is making you
better and because of this action you will look back sometime

in the future and be glad you did it? Progress starts now, in this
moment. [t starts exactly as soon as you take one small step that

Progress is not just hitting

our sales goal. Progress is

becoming better at selling,

becoming better at leading,

becoming better at having
a healthy lifestyle.

leads you in the direction you want to go.
It is actually happening right now as you
read this newsletter. It happens as you
read something positive that gives a new
thought you might not have had without | &8 @ -
reading it. If you want to make progress, JIM PALUCH
stay focused on the now, stay focused on JP Horizons
the things you are doing today that will

ultimately lead you to a better place in the
future.

“Progress is a nice word. But change is its
motivator. And change has its enemies.”
— Robert Kennedy

“We all want progress, but if you’re on the
wrong road, progress means doing an about-
turn and walking back to the right road; in
that case, the man who turns back soonest is
the most progressive.” — C. S. Lewis

If you want to learn more about the power of PEOPLE
SOLUTIONS THAT DRIVE BUSINESS PERFORMANCE,
contact: JP Horizons Inc., 1927 County Road 1035, Ashland, OH
44805; Phone: (440) 352-821; Fax: (440) 352-8225; jim@jphori-

zons.com; www.jphorizons.com.

WHOLESALE NURSERY

Phone (818) 348-9266
GROWING GROUNDS

Fax (818) 348-7699

Creen Thumb

NANCY BERGQUIST
plantorders@gtgrowinggrounds.com
twitter.com/GreenThumbGG
www.gtgrowinggrounds.com

7659 TOPANGA CYN. BLVD.
CANOGA PARK, CA 91303

\N CLCA Insurance"

& Solutions

o License 0172721

i 11 West Court St., Suite D
Bill Deeble Woodland, CA 95695
Sales Agent

bill.deeble@arm-i.com Toll Free # 1-855-662-2522 (CLCA)

Fax # 1-530-662-1710

Endorsed by: [e{Ke\% License CAROIT2721

SFV CLCA Valleyscape April 2021 13



Advertising Index

Call Our Advertisers First!

A-GSod Farms . . ..o 12
Birch Equipment Finance. . . ........................ 14
CLCA Insurance Solutions . . ..................... 13, 15
CLCA Member Advantage . . .. ...................... 11
Coastline Equipment . . . .. ................. 7, Back Cover
El Dorado Communications. .. ...................... 15
Green Thumb Super Garden Centers .................. 13
Gro-Power. . . .......... i 15
Kellogg Garden Products. .. .......................... 9
Landscape Contractors Insurance Services ... ........... 2,8
Landscapers Advantage. . . . .......................... 6
Performance Nursery .. .......... ... ... 3
Smith Pipe & Supply . .. ... 15
Southland Sod. . .. ....... ... . . ... ... ... ... 10
StopBottledWaterWaste.com . ... ...................... 9
West Coast Turf. ... ..o 12

* 24 Hour Approval

+ Competitive Rates

* 90% Approval Rate

* Upto 5 or 6 Year Loans

* No Pre-payment Penalties
* Flexible Acceptance Policy
» Loan Refinancing Available

BIRCH

FINANCIAL, INC

% T
b

FINANCING VEHICLES &
NEW & USED EQUIPMENT

Call Janet Schoenfeld at
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Just Takin’ a Moment

Wise Thoughts on Caring for Your Garden of Life

es, I have retired. 'm into my eighth month now and have
found that I enjoy reading even more than before. It can be
any topic or novel I come across, as you will see in this article.
Lately, a lot of political discourse...I call it satire so I can actually
find it humorous in a way. It’s all about political power for the
“Right” or “Left.”

Staying busy has been easy...and focused. Oscar Wilde made

a statement that said, “The Book of Life begins with a man and
woman in a garden. It ends with Revelations: satisfying relation-
ships don’t ust Happen,’ they must be created and most important,
sustained.” We are all blessed with our spouse or significant other,
by right of consciousness. We are especially blessed if we have
someone with whom we can stroll through that garden together.

In the gardens we maintain, as in our garden of life, care and
nurturing are necessary to continue developing and maturing.

It’s part of our Creator’s plan for all of us. And yes, Love Does,
Always. Our journey and awareness begin anew every minute of
every day. Take care that your thoughts in those moments are
coming from right thinking. As I have said before, only you can
think for yourself. You can’t pass it on — thinking — to anyone else.
Nor can others pass their thinking to you. Their thoughts, yes...
their thinking, no. It’s your garden...treat it right.

The Bible puts it this way, “Take us the foxes, the little foxes, that
spoil the vines: for our vines have tender grapes.” (Song of Solomon
2:15) That’s poetic Olde English for, “Keep stinking thinking out
of your garden of life or your crop will suffer the consequences.”

\~ CLCA Insurance-

Solutions

License 0172721

Dan Dvorak

Account Executive, 8o Cal
11 West Court St., Suite D | Woodland, CA 95685
855.662.2522 (CLCA) Toll Free |530.662.1710 Fax
Dan.dvorak@arm-i.com
Direct: 310.237.5474
wWww.arm-i.com
License CA# OI72721

Albert Schweitzer believed in “the
reverence for life.” There is a creative
life force that we all use, whether you
know it or not. Happiness is an inside
job. The Divine Potential within you is
waiting.

Amenhotep, King of Egypt in the 14th DAVID JUNOD
Century BC, said, “Thou doest fashion Sheridan Landscaping,
the beauty of form through thyself alone. Inc.

For thou art the lord of the day at its zenith. And thou are in my
heart.” Our world is the atmosphere of our thoughts. Think about
clearing the attic of your mind of clutter of any odds and ends
that are useless, and replace them with loving happiness, success,
health and greater good.

The world, and each of us individually, can and will experience
a new self-definition using our inventory in an intelligent way.
Right, intelligent attitude and affirmative direction from our
Creator’s inner unfoldment to each person, knows no opposite.
This gives me a warm fuzzy feeling all over. And, I'll give a swift
kick in the cant’s!

Awaken to the infinite possibilities that are wonderful within you —
the Best of the Best in action.

Namaste. — Dave

Soil Analysis Service

e National Independent Certified Lab
* Analysis Recommendations with Graphics
Reports can be send via email or U.S. Mail

e Fast Turnaround ¢ Consulting Services

GROSPOWER..

WWW.Zropower.com

909-393-3744 e Fax 909-393-2773 e 15065 Telephone Ave., Chino CA 91710

TYLER SMITH

_; :) Area / Marketing Manager

- p

w _3:" 31011 AGOURA ROAD
¢ St P?\’ WESTLAKE VILLAGE, CA 91361

(805) 498-6744 + (318) 889-2593
FAX: (818) 889-9332 « (805) 499-7948

WWW.SMITHPIPESUPPLY.COM
TYLERSMITH@SMITHPIPESUPPLY.COM

ELDORADO

COMMUNICATIONS, INC.

JOHN R. HERNANDEZ
Publisher /| CEO

18466 Dragonera Drive / Rowland Heights, CA 91748
tel 626.715.1757 / fax 866.591.5093
eldoradowriters@gmail.com
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@ JOHN DEERE COASTLINE

Equipment /

BIG PARTS PROMISE
The Parts You Need Will Be in Stock

BIG MACHINES
REQUIRE BIG UPTIME -

One of the ways Coastline Equipment & John Deere Does Big is by providing the parts you need
when you need them to keep your heavy equipment producing day in and day out. To prove it,
we've introduced the BIG PARTS PROMISE. Same Day or Next Day Delivery on key parts for
your heavy equipment,a parts program, designed to keep you running.

Long Beach, CA (562) 272-7400

Bakersfield, CA (661) 399-3600 Oxnard, CA (805) 485-2106 Santa Ana, CA (714) 265-5500 Santa Maria, CA (805) 922-8329
Sylmar, CA (818) 890-3353  Jerome, ID (208) 324-2900  McCall, ID (208) 634-3903 Meridian, ID (208) 888-3337

Elko, NV (775) 777-7070  Las Vegas, NV (702) 399-2700

WWW.COASTLINEEQUIPMENT.COM/BIG-PARTS-PROMISE
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