scape Velmne &5), Number 2
\\7 Febroanys2021)

’—ﬂ ‘ 4 -
:.,« 4

f))iTE i

Aprll 22 3" 00 5:00 p"m..ma Zoom;

..J..—..p. [ —

Z LE& %g-lkosted,byﬂ%\ham_lel Islands Chapter,
N~ Se%pageﬁlaﬁfor‘more‘*lnformatlon‘

1.Chapte

R

11§
2020 STATE TROPHY AWARDS - % ay Green Inc. won First Place -
arge Commerual Mamtenalnce% rAItadena Town & Country:Club

aen.!

¥/S "ON Huwiayg 8¥£16 VD 'siybioy puomoy
avd aAlIq piauoBDI] 991 8| &

suoypOIUNWWO?) oppIo( [J 0/

Jaydoy)) Aejpp opupuie] ung

UOYPIDOSSY SI0PDLJUOD) 2dDISPUDT DIUIOYIDD

JOVISOd 'S'N
Als Lds¥d




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


http://www.lcisinc.com

PRESIDENT
Francisco Salazar

888-255-5755
818-970-7592 cell

Groundcare Landscape Company

francisco@groundcarelc.com

CLCA San Fernando Valley Chapter
v 2021 Board of Directors

CHAIRMAN OF THE BOARD
Luis Casas
Legacy Tree Care
818-618-7703
luiscasas@legacytreecare.net

VICE PRESIDENT MEMBERSHIP
Steven Kinzler

818-345-0492 office
818-345-0494 fax
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
nbalyasny@Icisinc.com

TREASURER
Mickey Strauss

818-402-4500
818-361-1788 fax

VALLEYSCAPE PUBLISHER
John Hernandez
626-715-1757
18466 Dragonera Drive

FAX 866-591-5093

S K Landscape Design, Inc.

MSM Landscape Services, Inc.

mickey@msmlandscape.net

Rowland Heights, CA 91748

eldoradowriters@gmail.com

BOARD OF DIRECTORS

Nelson Colvin

Life Member

818-400-9674
nellie830@aol.com

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
818-772-7233
sfvclca@gmail.com

AUXILIARY PRESIDENT
Cindy Strauss
818-341-2239 Home
818-620-3540 Cell

cindystrauss@hotmail.com

www.clcasfv.org

ASSOCIATE EDITOR/
ART DIRECTOR
Jerry Robin
J. Robin & Associates
Graphic Design
626-644-4239
jrobinps2@gmail.com

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

March 4 SFV Board Meeting, 10 a.m. via Zoom.

Contact Jan Veis for Zoom link

April 22 Pesticide educational course via Zoom.
Earn DPR approved and CPUs. Regional
event organized by CI Chapter; all chapters

invited, details TBA

May Possible Regional Golf Tournament with
Channel Islands Chapter TBD

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 TBD

Nov CLCA Convention in Hawaii scheduled for
November 2021

SFV Chapter Sponsorship
Opportunities Available

he SFV Chapter values your membership and
involvement in 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, recognition at chapter events, cost of admis-
sion/participation in future chapter activities...and more.

Interested® Of course you are. Call Jan Veis at (818)
772-7233 for more details. Thank you in advance for your
continued support of the San Fernando Valley Chapter.

W ONRY!

com__p'l?i'_\_\

' ukneca m‘]
bidsgandRhelpful

www:.PerformanceNursery

0nKo [‘”ﬁ"Tﬁ%"‘ﬂ fnames”
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Soil Analysis Service

* 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.gropower.com

909-393-3744 ® Fax 909-393-2773 * 15065 Telephone Ave., Chino CA 91710
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President’s Message

No doubt things are still pretty rough all
around with this pandemic. But they are
starting to look a little brighter with less cases
reported, vaccines beginning to be available,
and some businesses slowly starting to open

up.

For the construc-

Light at the End of the Tunnel

help do not hesitate to lend a hand. That’s what an association is
and should be, a safe place to share and grow together.

So, keep your head up, and should you fall, there’s a good chance
a friend from CLCA will help you back up. They may even dust
you off so you can go back at it again. As busy as most of us are in
our industry right now, things will certainly begin to move in your
direction soon. And when they do, just

F S Aszligo tion and landscape
SFV Chapter industry work
President has been steady,
Groundeare at least for most,
Landscape Co. but it can always

be better. All the
changes we have had to make will
certainly help us for the future, as it
will not be the last time we will have to
adjust.

Remember that if you get stuck you can
always rely on someone else, and if
you see someone in need of help do not
hesitate to lend a hand. That’s what

an association is and should be, a safe
place to share and grow together.

make sure you are prepared to keep up
with the pace.

If you are not experiencing the support
available from fellow members, you
probably are not as involved in the
chapter as you once were. That’s under-
standable. But you’ll be happy to know
that we are in the middle of planning
our CLCA year, which is looking

forward to a number of events once

Like in most trades there are always

new tricks to learn or new materials to use, so we are always
changing the way we do things. What better way than to do it all
together...let’s learn from one another. That’s what this associa-
tion has brought me so far — we are not alone, and we can always
depend on one another. Remember that if you get stuck you can
always rely on someone else, and if you see someone in need of

COVID is in our rear-view mirror.

Call a board member and let them know you are eager to get back
involved. How’s golf sound to you? A golf tournament is planned
for this year...and much more. See you there.

CLCAVMEMBER
ADVANTAGE

When routes are
uncertain, update
your map

Communication can stay on track
by keeping your company
policies up to date.

Available at clca.org/store,
the fully customizable
Employee Handbook is
created in Microsoft Word
and features guidelines specific
to the landscape industry and
includes all required state and
federal policies.

California
Cc ctors
W ASSC Hon
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clca.org/store m

SmartTurf Announces Turf with
Antimicrobial Protection

icroban International announced that its longtime partner

SmartTurf has launched a range of athletic turf products
for health and sports clubs, along with athletic arenas. The new
product range offers built-in antimicrobial protection and was
designed for businesses across the county looking for answers
to heightened concerns around cleanliness and enhanced safety
measures in fitness, sports and athletic facilities.

Smart Turf Athletic Turf is made
with a proprietary, high-performance

icroaan”

polyethylene, which offers superb
resiliency while remaining soft to the
touch. The Microban antimicrobial
technology is manufactured into the
turf blades to provide permanent, built-in protection from the
growth of bacteria, mold and mildew on the athletic turf.

“After identifying the lack of a similar product on the market in

a time when health and sports club owners are looking for ways

to instill public confidence around returning to their facilities, we
felt strongly about expanding our partnership with Microban to
include a built-in solution for this category,” said Duane Jensen,
president of Catalina Home, parent company of Smart Turf. “The
built-in antimicrobial technology is key in that it never washes off,
works 24/7, and is active for the entire life of the athletic turf.”


http://clca.org/upsell-water-management

Getting Better Results from Your Team

Building Teams That Produce Consistent Profits

From an article by Vicki Suiter, Suiter Business Builders

H ave you ever lost money on a project and thought it was
primarily caused by your team’s lack of performance? Do you
ever feel like it’s hard to get your team to produce consistent
results?

You know that when you’re building a house, you start with a
solid foundation. You can’t build the first floor without a solid
concrete slab in place. And yet, many business owners get tripped
up in the pitfalls that come from not having a solid foundation in
place with their teams.

I’ve seen the same scenario with business after business. The

owner started as a company of one. They were in control. As they
grow, they hire people, but they stay in the mindset of wanting to
always be in control, which leads to them treating their people like

helpers.

Then one day, the owner looks around and his whole day is spent
managing headaches. It takes staff longer to get tasks done than
it would have taken the owner. Costs quickly get out of control.
Managing staff is not his background, and not how he wants to
spend his time.

Sound familiar? It doesn’t have to be that way. Below are a few
tips to help your company become the kind of company people
are begging to work for, even in today’s competitive job market.
And they will give you ideas for building teams that produce
consistent profits on projects and let you get out of the role of
micro-manger:

Have clearly defined results for every position in your
company. Think of it this way... You would never start a project
without a signed contrac, right? It would make it much harder
to resolve issues that come up. And yet, that’s what happens with
employees at most companies. They have a job title (which can
mean different things from company to company) and a job
description which is often just a list of tasks and nothing that
defines clear accountability.

You have to start by coming to an agreement on what it takes to
succeed in the job. Having well written position agreements is
one part of the solid foundation that you’re building within your
business.

Instead of tasks like “meeting with clients,” if you define results
specifically in position agreements, as in “review project schedule
with the clients every week,” team members can self-manage in
ways that have them take more ownership for key results that are
critical to the success of that job, not just the task. Here is an
outline for writing position agreements that can help you out.

Put systems and processes in place to manage for results. Once
you have position agreements with results rather than tasks in
place, create an ironclad process where you sit down with team
members to make sure they are producing the results they are
responsible for.

As an example, you meet with project - '
managers weekly to look at cost to = -
complete, project schedules, and 2-week 4 A o
look aheads. These are all tools that FA == A
have them thinking ahead on their 'j Y | L
projects and planning. This is going to .
make them more proactive and effective
at controlling costs which is going to
translate to increased profits.

In my book, The Profit Bleed, 1 share a number of systems and
processes that will help increase project profitability.

i

VICKI SUITER

Suiter Business Builders

In summary, the key to building teams that produce consistent
profits, is setting up staff to take ownership for results, not tasks.
And in the process, implementing systems and processes that
support their ability to do that. Staff members then shift to being
more like partners rather than helpers, and your business runs
more smoothly.

These systems and processes make hiring great employees easier
too. In a time when it’s hard to find good people, you can have
people lining up to work for your company if you create a culture
where great people want to work. A-players want a workplace
where they:

* Get consistent feedback
* Take pride in their work
* Know what to expect from management

In the construction and remodeling industry — in the landscaping
industry as well — people talk. It doesn’t take long for word to
get around that you’ve built a company that not only provides
competitive pay and benefits, but also encourages ownership.
That’s attractive to A-players!

If you want to make a consistent profit, spend less time in your
business, and get back to loving what you do, the primary place to
focus is building a great team made up of people who own their
work. That starts with having systems and processes that hold staff
accountable for producing consistent results.

CDI # 0B64616

Text for a Quote!

R,

<SS  562.682.0606
‘4l
LANDSCAPERS ™ mim” "

Endorsed broker <48
of the HAA

ADVANTAGE

COMMERCIAL INSURANCE PROGRAM
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State News

California Landscape Contractors Association

Honors Distinguished Members

LCA’s recent successes in water management, legislation and

member benefit programs are not the product of a liberal appli-
cation of pixie dust, but the result of dedication and commitment
by a special cadre of green industry professionals. Each year, the
California Landscape Contractors Association honors those who
have made an exceptional impact on the association and the green
industry.

The association presented Allegiance Awards, its most prestigious
honor, to Frank Niccoli and Tom Noonan. Eric Santos and
Bronwyn Miller were named Members of the Year,

The 2020 awards were presented during the association’s annual
Leadership Conference, held online on January 13, 2021.

ALLEGIANCE AWARDS

The Allegiance Award is the most prestigious honor presented
by the California Landscape Contractors Association. Our 2020
Allegiance Award winners are Frank Niccoli and Tom Noonan.

See https://www.clca.org/about/distinguished-members-2021/
allegiance-award-winners/

In our pursuit of
Quality

we never cut corners.

s

THON SOD

When you want the Best

1-800-532-3489

www.sod.com
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“By his peers, Frank Niccoli is recognized
as a long-time supporter of the industry,
diligent and focused on the future of the
CLCA’s best interest,” CLCA President
Paul Hansen said while presenting the
award.

President Hansen noted that Noonan

is “always praised for his activism for
CLCA’s efforts in water use efficiency.”
Quoting a member who nominated
Noonan for the award, President Hansen
said that Noonan’s “tenure in the
volunteer leadership has given voice to
representing CLCA in the best possible
light and professionalism.”

MEMBERS OF THE YEAR

The California Landscape Contractors
Association presents Member of the

Year awards to the individuals deemed
instrumental to a significant project or
accomplishment during the current year.
The 2020 winners are Eric Santos, CLT
(contractor member) and Bronwyn Miller
(associate member).

While presenting the award, President
Hansen praised Santos for his tremendous
leadership on both the state and chapter
level. Quoting those who nominated
Santos for the recognition, President
Hansen said that fellow members have
recognized him as “extremely detailed
and engaged. He has reinvigorated his
leadership position and made a positive
improvement for the association.”

President Hansen praised Miller for her
dedication to CLCA’s Trophy Awards
and Events Committee. Quoting those
who nominated her for the recogni-
tion, President Hansen said that fellow
members have recognized Bronwyn as
“dedicated, always extending a hand to
help and producing fantastic content.”

See https://www.clca.org/about/distin-
guished-members-2021/regular-members-

of-the-year/

and

https://www.clca.org/about/distinguished-

members-2021/associate-members-of-the-
year/

FRANK
NICCOLI
2020 Allegiance

Award recipient

NOONAN
2020 Allegiance
Award recipient

ERIC SANTOS
CLT
2020 Member of the
Year Award recipient

BRONWYN

MILLER
2020 Member of the
Year Award recipient


http://bamboopipeline.com
http://bamboopipeline.com
https://www.clca.org/about/distinguished-members-2021/regular-members-of-the-year/
https://www.clca.org/about/distinguished-members-2021/regular-members-of-the-year/
https://www.clca.org/about/distinguished-members-2021/regular-members-of-the-year/
https://www.clca.org/about/distinguished-members-2021/associate-members-of-the-year/
https://www.clca.org/about/distinguished-members-2021/associate-members-of-the-year/
https://www.clca.org/about/distinguished-members-2021/associate-members-of-the-year/

State News

CLCA 2021 State Board Members Installed

aul Hansen of Southwest Landscape, Inc. has been sworn in as
2021 CLCA State President. Joining Hansen on the associa-
tion’s 2021 Board of Directors are:

*  President-Elect Megan Rios, Rios Design Studio, LLC

*  Immediate Past President Regan Barry, Coastal Evergreen
Co., Inc.

e Secretary-Treasurer Alex Salazar, Groundcare Landscape
Company (joined board in 2021)

*  Director of Education Lindsay Ono, Bakersfield College

*  Director of Events Elizabeth Burns, Zone 24 Landscaping,
Inc.

*  Director of Membership Eric Santos, CLT, BrightView
Landscape Services

*  Director of Resource Management Tom Sweeney, CWM,
Landscape Care Company (joined board in 2021)

e Associate Member Director Chris McNairy, Hunter
Industries/FX Luminaire

*  Chapter Presidents Council Co-Director Evan Moffitt,
SiteOne Landscape Supply

e  Chapter Presidents Council Co-Director Edward L. Wallace,
Midwest Landscaping (joined board in 2021)

e CLCA Executive Director Sandra Giarde, CAE

Sales * Rentals ¢ Parts * Service

Hansen and the board were sworn into office during the asso-
ciation’s annual Leadership Conference, which was held online
January 13, 2021.

Hansen is the Director of Client Services at SouthWest Landscape,
Inc. of Orange County. The firm specializes in commercial
property management, focusing on shopping malls, multi-family
complexes, corporate facilities, business parks and hotels. He holds
ISA Certified Arborist and Tree Risk Assessor licenses and QWEL

certifications.

Hansen’s tenure as an active CLCA member started in the Orange
County chapter in 2012. He served as the chapter’s Programs
Committee Chair for one year and as the chapter President for
two years. In 2017 and 2018, he co-chaired CLCA’s Chapter
Presidents Council. In 2019, he served as the association’s
Director of Resource Management. In 2020, he was CLCA’s
President-Elect.

After he was sworn in as president, Hansen promised Leadership
Conference attendees that he would serve with integrity and
passion. “I want to carry forth the vision and mission of the CLCA
in unity with the grassroots efforts being done with each of our

local chapters,” he said.

Your Southern California
Compact Equipment Dealer

Fart

Call: Chris Chadwick at (805) 207-0632

www.coastlineequipment.com

OXNARD

1930 E. Lockwood St.
Oxnard, CA 93036
(805) 485-2106

SANTA MARIA

1950 Roemer Place
Santa Maria, CA 93454
(805) 922-8329

SYLMAR

12435 Foothill Blvd.
Sylmar, CA 91342
(818) 890-3353

COASTLINE
Equipment

JOHN DEERE
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here is my focus? Is it on all the

things I have missed these last ten
months or is it on what I have gained?
What follows is my list of blessings that
have come from the last 10 months of

isolation:
MARK MATTESON o .
Sparking Success 1. Reconnecting with old friends and

new ones is good for the soul.

2. Learning Zoom and Microsoft Teams keeps us connected and
effective.

3. Shifting Gears and learning new ways to deliver content is
invigorating ('m doing Zoom Webinars daily!)

4. Saving money by cooking at home is a joy! (Like Bill Gates, I
do the dishes!)

5. I can still work out — Learning that walking, doing Yoga,
pushups and sit-ups are FREE!

6. D've read more than ever — Reading a good book will feed our
mind, soul and inspire us to action.

7. There are hundreds of great movies available on Netflix and
Amazon.

8. Spending massive amounts of time with family is a call back to

the 1950s!

IROL

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

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

WEST COAST

W7 TUREF

Ask us about
other water saving
turfgrasses, too!

westcoastturf.com
888/893-8873
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Blessings...That’'s Right, Blessings from COVID

From an article by Mark Matteson, Sparking Success

9. FaceTime and Skype can bridge the gap and keep us

connected to family.

10. Only the flexible and innovative will survive. It's Natural
Selection.

11. Podcasts are such a fun way to learn (Be sure to subscribe to
mine www.sparkingsuccess.net/podcast)

12. Communities are coming together to solve problems and
offer hope and opportunities to serve others. (Check out
StoneSoupGroup.net)

When I change the way I look at things — the things I look at
change. To change your mindset, ask the following questions:
What CAN I change and do?

What is out of my control?

What are the blessings that have come from COVID?
What am I looking forward to this year?

A LSS

What is truly important to me?

“Learning and innovation go hand in hand. The
arrogance of success is to think that what you did
yesterday will be sufficient for tomorrow.”

— William Pollard

“Every once in a while, a new technology, an old problem,
and a big idea turn into an innovation.” — Dean Kamen

Author and speaker Mark Matteson gives over 75 presentations each
year and can spark your group’s success. To watch Mark’s demo video,
g0 1o www.sparkingsuccess.net, or reach him at 206.697.0454.

San Fernande Valley Chapter
SPONSORSHIP RECOGNITION

BRONZE SPONSOR
LCIS

Thank you for your support(?

LANDSCAPE CONTRACTORS
INSURANCE SERVICES, INC.

Member owned. Service focused.

1835 N. Fine Ave.
Fresno, CA 93727

nbalyasny@Icisinc.com
www.lcisinc.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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SFV Past President’s Messag

Watch Out! Polyphagous Shot Hole Borer

he Polyphagous Shot Hole Borer (PSHB), Euwallacea sp., is an

invasive beetle that carries two fungi: Fusarium euwallaceae and

Graphium sp. The adult female tunnels galleries into a wide variety

of host trees, where it lays its eggs and
grows the fungi. The fungi cause a
disease called Fusarium Dieback (FD),
which interrupts the transport of water
and nutrients in over 110 tree species.
Once the beetle/fungal complex has
killed the host tree, pregnant females fly
in search of a new host.

Common trees the beetles tend to attack
first, are California sycamore, Coral tree,
Avocado, London plane, Coast Live
Oaks, White Alder, Carolina Cherry,
Box Elder and Liquidambar. They have

over 140 known tree species they can use as a host tree.

The insect orginates from Asia and was first discovered in
Southern California in 2003. The population has now exploded
and poses a great danger to your tree population. If left uncon-
trolled it may pose a threat to the majority of the trees on your
properties.

Wood-boring beetles are difficult to identify since they usually
don’t show symptoms until a great deal of damage has been done
to their vascular tissue. It is important that a treatment to control
the beetle and the effects of the disease is done quickly because the
trees will decline rapidly.

External Symptoms

Attack symptoms, a host tree’s visible response to stress, vary
among host species. Staining, sugary exudate, gumming, and/

or frass may be noticeable before the

tiny beetles are (females are typically
1.8-2.5 mm long). Beneath or near these
symptoms, you
may also see
the beetle’s

entry/exit h &\
holes, which < b T et (N
are ~0.85 mm LUIS CAS

SFV Past President
Legacy Tree Care

in diameter.
The abdomen
of the female
beetle can sometimes be seen sticking
out of the hole.

Internal Symptoms

Fusarium euwallaceae causes brown to
black discoloration in infected wood. Scraping away bark over the
entry/ exit hole reveals dark staining around the gallery, and cross
sections of cut branches show the extent of infection. Advanced
infections eventually lead to branch dieback which may lead to

quick death.

Not allowing the pest to develop a foothold on your properties is
the best method of control. Keep your trees healthy, remove dead
trees immediately, and take quick action once the pest has been
identified in your community.

Luis Casas

Certified Arborist # WE9157
Certified Tree Care Professional #1109
ISA Tree Risk Assessment Qualified

Three Truths for Water Managemeni‘ By Richard Restuccia, Jain Irrigation

eather information beyond temperature and simple devices

like rain sensors are critical for precise irrigation management.

Plant scientists teach us to balance the amount of water depleting

Truth 1 — Different plants use water at different rates.

Knowing how much water your plant needs is key to proper water
management. There are many places

from the landscape due to weather,

the amount of water applied via irriga- ~ Keeping the balance is key to minimizing
water use and ensuring your plant and
landscape assets are healthy and happy.

tion, and free water from the heavens
(rainfall!). Keeping the balance is key

to minimizing water use and ensuring
your plant and landscape assets are

to learn the water requirement of
plants. Knowing the plant’s water
requirement and the evapotranspira-
tion for the day is the first step of
precision water management.

healthy and happy.

Once you know the inches of water a plant needs to be healthy,
the inches of water depleting from the landscape, and the inches
of water applied by irrigation and rainfall, you can dial in precise
watering control. You can’t do this without weather data gathered,
analyzed, and distributed automatically.

The easiest way to understand evapo-
transpiration is to think the opposite of rain. ET is the amount of
water that evaporates from the soil and plant surface plus transpi-
ration through the plant. Temperature, solar radiation, humidity,
and wind velocity all affect ET daily. Knowing when plants need
water and knowing when they are full is the first step to a healthy,
thriving landscape. ET is almost always discussed in terms of a
reference crop, alfalfa, or grass. When reported, today’s ET

Continued on page 11
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Guest Commentary

Face to Face

s we approach and pass annual benchmark
dates with the Covid Pandemic, it is nice
to now be able to contemplate the future
and what it will bring in the next year. An
insightful look at what we’ve lost is a fortu-

itous approach to see where, and what might
b be important going forward.
PETE DUFAU

Humans have developed over the millennia
Dufau Landscape g b i h bi
Channel Islands to advance by working together to combine

Board Chairman ~ ©ur toils for individual

you from reaching for a weapon at close quarters. The drink toast
was originally a means to exchange and mix your beverages by
splashing them together...so you would make sure one was not
poisoned! It’s all is part of the human psyche of judging someone
you don’t know.

Social distancing has eliminated our ability to engage our minds in
this basic precept of determining friend or foe on a regular basis.
Zoom meetings limit us to distanced and questionable qualities of
sight and sound; phone calls and emails limit us to just one of our
senses at a time. So, we all have become LESS

and community advance-
ment and prosperity. That
path has not been, nor is it
still, congruent or peaceful. We developed the
ability to choose who we interacted with, who
we trusted, who we did business with, and who
we mated with! Those decisions, through our
evolution, were always based on human inter-
action. At the most basic level it was friend or
foe. Will this person kill me, or work with me
to survive? Will they help me eat, find shelter,

Vice President
Legislation

It will be good for our
souls to look onto a
stranger’s face without
a mask, to shake a hand,
to share a discussion
where body language is
part of the equation.

human in our isolation. Even if you have family
or a closed group of roommates or co-workers,
you are not engaging “new” people. This loss
of wanderlust and engagement will undoubt-
edly be counteracted by the type of activities we
will undertake as we slowly exit this pandemic
isolation and devolvement as humans.

It will be good for our souls to look onto a
stranger’s face without a mask, to shake a hand,
to share a discussion where body language is part
of the equation. The primary objective of the

protect my family and food? Social interaction
was life or death.

One of the cultural techniques that developed out of the judgment
of someone new was the handshake. It originally was an arm grab,
where each participant grabbed the forearm of the other. To check
for a weapon! Also, it committed your dominant hand, preventing

CELL: 805-260-5794
FAX: 805-934-2223
VM: 800.417.0202
Ext. 5239

RICK SACKS
Territory Manager

EMAIL:
ricksacks@kelloggearden.com

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

Helping people create beautiful landscapes and gardens.  Since 1925

EL DORADO

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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Channel Islands Chapter surmised at our last
board meeting, was to create that opportunity as soon as possible
— for our Chapter members and peers in the Green Industry to
gather in some way.

The new CI President, Kyle Hillendahl, of SP] Lighting in
Westlake, benchmarked the goal among his new board to priori-
tize bringing us all together again, at the first opportunity! Before
Covid-19, it was becoming a challenge to bring together our peers
at events like trade shows, conventions, even dinners. I think we
can all agree it will be great to see old and new faces again! Our
association has the mostly exclusive ability to provide the opportu-
nity in events where we, the Green Industry, can collectively share
in the beauty and uniqueness of our trade and people.

Thanks to Randy Baldwin, of San Marcos Nursery in Santa
Barbara, we are planning to do a nursery tour, with food and
drink. Not only is San Marcos a great location, but Randy is a
leader in propagating some of the best new and high performing
plant material on the west coast. His interesting and educational
talks and horticultural presentations are of great value to even the
most seasoned landscape professional. We are targeting a June
afternoon date and we will still need to limit attendance as this is
one of the most popular events of the Channel Island Chapter.

So, once the details are published, get your RSVP in ASAP so we
can see your smiling face, break some bread, and join in a friendly
Toast to a Summer of Togetherness! San Fernando Chapter
members are invited.

— Pete Dufau, CLT, CWM; Past President C.1. Chapter, Chairman
Birch Financial, Chairman Landscape Water Conservation
Foundation, President Ventura County Lincoln Club



As we enter this second month of winter, it is becoming more
evident that this season will be warmer and drier than past
years. Because of this, another drought isn’t out of the question.
In fact, recent studies indicate that there is a 90% chance that
California will likely enter a drought again this year.

According to Lowell Scott — professor of Earth Sciences at the
USC Dornsife College of Letters, Arts and Sciences — this year’s
La Nifa is “likely to affect the Sierra Nevada snowpack and the
timing of the spring runoff.”

Between warmer weather conditions and the recent wildfires
around California, we should all be ready to make changes in our
landscapes. Restrictions regarding water consumption are likely to
return in the future too. With that in mind, let’s start preparing
our landscapes now and managing our gardens’ sustainability.

Preparing for the Impending Drought
* When planting or replacing plants, choose drought-tolerant
varieties that will require less water.

* If possible, cut back on installing lawn areas or grasses that
require constant watering.

Landscape Construction, Water Management

D rou g ht is In eVifG b I © By Francisco Salazar, from Groundcare Landscape Newsletter

* If you have lawn, keep your mower blade
settings high. Allowing the grass to grow to
2-2 ¥5” will help keep the ground moisture
in your lawn.

* Fertilize at the appropriate times and don’t
forget to test your soil’s pH levels.

* Cover planters in a thick layer of mulch to

FRANCISCO
retain moisture and add nutrients. SALAZAR
. h
* If you have the space, consider water S};{;S djﬁ :ﬂ
retention solutions like swales, ponds, or rain Groundeare
gardens. Landscape Co.

* Tune-up your irrigation system, consider low-flow emitters, and
install a smart controller.

Before your garden begins to dry up or you are forced to
overspend on your water bill, invest in your landscape for the long
run. With current warmer and drier conditions, it is only a matter
of time before Southern California declares a drought again.

Three Truths for Water Magement, from page 9

was .2, or this week’s ET was 1 inch consider this is for alfalfa ETr
or grass ETo. The plants in our landscapes may need more or less
water depending on several factors, one important factor being the
plant species.

Reference ET is a measurement of water use for a specific grass

or crop. The plants in your landscape mostly have different water
requirements than alfalfa or grass. This is where the plant species
factor becomes essential. Knowing your plant species factor allows
watering for a specific plant. By multiplying the reference ET by
the plant factor, we determine the specific plant’s water require-
ment.

Truth 2 — If you use a standard sprinkler timer, most
likely, you are overwatering.

Intuitively when we see a plant not doing well, we give the plant
more water. Often this is the incorrect thing to do. When we
don’t know how much water is in the soil, we overwater because
we don’t want the plant to run dry. If it runs dry, we kill it imme-
diately. If we overwater, we probably kill it slowly over time. If
you drive a car without a gas gauge, you will most likely fill up the
tank too often because you know if you run out of gas, you have a

real problem.

ETwater smart controllers using Jain Unity software set up an irri-
gation schedule for you. Using many factors, including how much
water your plants use, soil type, wind, solar radiation, temperature,
shade, slopes, and cloud cover, to name a few. Once the schedule
is scientifically established, it is adjusted daily based on ET’s

hourly calculation specific to the controller site. No wild guesses,
pure science.

Truth 3 — Rainfall is money.

To maximize savings, evaluate rainfall two ways. First, actual rain
is based on how much of the rain is useable. If the average rainfall
is 10 inches a year and it rains 9 inches in one day, most of the
water is not used by plants. It runs off the landscape or pushes past
roots in the soil. It’s good to get rain, but often only a fraction of
the rain is usable. Jain Unity software measures effective rainfall
and enters the amount into your water calculation and schedule.
Also, Jain Unity uses predictive analytics to adjust your watering
schedule based on future weather and rain. Why water a half-inch
today if you are going to receive a quarter-inch of rain tomorrow.
Unity will reduce the water today, evaluate tomorrow how much
rain was usable and schedule the next irrigation accordingly.
Using a standard sprinkler configuration costs around $10K a
year in Northern California to water an acre of turf. In Southern
California, the number is around $17K a year. Using a controller
that calculates rainfall and future ET is a huge money saver.

The three truths are not magic. Plants need different amounts of
water, and the amounts are known. We measure ET to know how
much water the plant needs to replace. Finally, use rain to supple-
ment your irrigation and save money. This is most efficiently done
using a smart controller. Considering the water cost today and
many water agencies are offering rebates for smart controllers, the
time to make the switch is now.
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Continuing Education

SAVE THE DATE

Pesticide Educational Course
via Zoom

April 22, 2021 - 3:00-5:00 p.m.

More details and Zoom link to come

Cost: $20 for CLCA Members
$40 for Non-Members

Join the CLCA Channel
Islands Chapter from your
computer in this online
course to accumulate
approved continuing
education hours from DPR.

This 2-hour course
will cover pre-emergents.

All Chapters are invited to participate!

For more information:

Ivan Salazar Evan Moffitt
Groundcare Landscape SiteOne Landscape Supply
Company (805) 616-9858

(818) 232-1090
ivan@groundcarelc.com

EMoffitt@siteone.com

Sponsored by:

& SiteDne

LANDSCAPE SUPPLY

villaSe

a division of

C'? TReE TOWN UsA
RICHARD BARTO

TERRITORY MANAGER
714-279-3171 / rbarto@villagenurseries.com

www.villagenurseries.com
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New Hunter PGP-06 Rotor
Available

all grass can block or deflect a rotor’s nozzle stream, which leads
to dry, under-watered patches and muddy, overwatered areas.

The new PGP-06 from Hunter Industries solves this problem with
a taller pop-up height. At 6 inches, it can clear tall turf and deliver
water efficiently without interference.

Featuring a %-inch inlet and a wide array of easy-to-install,
high-efficiency nozzles, it’s a great system upgrade option with
numerous benefits:

* Patented automatic arc return feature returns the turret back to
the original arc pattern if vandalized. The adjustable arc spans

from 50° to 360°.

* Non-strippable drive mechanism is protected from damage if
turned in the opposite direction of travel.

* Part- and full-circle rotation in one model offers flexibility across
landscapes and reduced inventory.

* Headed and slotted setscrew enables all-radius adjustment with
a Hunter wrench or flat-blade screwdriver, making it easy to
fine-tune the spray.

* QuickCheck mechanism enables rapid arc adjustment.

The 6-inch pop-up model rounds out the line of PGP Ultra
rotors, which also includes the most popular 4-inch model, along
with the 12-inch pop-up and shrub models.

’-
s



Thinking Out of the Box

Company Culture / Measurable Results

From an article by Jim Paluch, JP Horizons

Focusing only on the measurables (margins, hours, sales, profits
etc.) does not ensure improved or sustainable results. — I have
observed managers that constantly emphasize beating budgeted
hours or maintaining budgeted margins, and yet they consistently
fall short in achieving these goals. With this shortfall, frustration
sets in and then spreads throughout the team, causing a continued
downward spiral away from the results they are trying so hard to
achieve.

Being aware of the measurables will create a sense of urgency
to improve. The most important decision we will make as leaders
is how we choose to make improvements in the performance

of our team. Let’s consider some negative things that we do not
measure that can also define a company’s culture. When blame,
anger, isolation, and threats become part of the strategy, the short-
term gains will ultimately produce long-term setbacks. Stop for a
moment and consider where and how you are trying to improve
on the measurable results you are responsible for.

When leaders understand that improving a culture is a never-
ending process, they are helping themselves to become better
leaders. Will we create it by intention or by chance? It is always an
interesting journey when an owner or CEO proclaims, “We must
improve our culture” and passes the duty along to the manager

of another department who with good intentions accepts the
challenge. With the demands of their current position constantly
tugging at them, this important front-burner initiative soon works
its way to the back. Then through the constant questioning of the
CEO, it becomes a fast microwave project resulting in a company
picnic, which is poorly attended. Improving the culture begins
with the leadership team focusing on themselves and the way they
engage with the people they are leading. It becomes a shift in the
leaders creating a noticeable improvement in themselves, and their
team will ultimately respond.

There is another unmeasurable to consider as you focus on

company culture, and it is critical: patience. Building a strong,
desired culture is a process that takes time, and you will need to
be prepared to practice patience if you want long-lasting results.
I have found that a company that desires to improve its culture
has identified the company’s story and is constantly telling it to

L '? y
"\Lw“
!
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CLCA Insurance-

Solutions
- License 0172721
Al 11 West Court St., Suite D
Bill Deeble Woodland, CA 95695
Sales Agent

Toll Free # 1-855-662-2522 (CLCA)
Fax # 1-530-662-1710

Endorsed by: [o K.\ #ESse—

bill.deeble@arm-i.com

License CA#0IT2721

the team. They also understand the
importance of providing the venues for
the team to engage and align with this
story through finding a common sense of
history and a common sense of purpose!

The better the leader, the better the

measurable results. — Whether you are
leading a company of 1,000 people or a crew of two, the same
principles of leadership apply. And as leaders, we must first hold
up the mirror and look at ourselves to see a shift that enables us to

JP Horizons

interact more effectively with the people we are leading.

The best leaders are found in the best cultures! That statement is
so true that it almost seems redundant to mention it, yet we can
allow it to be a starting point for all of us to continue to improve
as leaders. Become curious, ask questions, dig deeper and you will
find solutions. If our goal is to THRIVE by continually improving
on the measurable results we desire to achieve, then we must be
curious enough to find the solutions that improve on the unmea-
surable aspects of business! The instant leaders commit to this is
the instant they move toward nurturing a great culture.

— Jim Paluch

“To be an enduring, great company, you have to build a
mechanism for preventing or solving problems that will long
outlast any one individual leader.” — Howard Schultz

“If you are lucky enough to be someone’s employer, then you have
a moral obligation to make sure people do look forward to coming
to work in the morning.” — John Mackey

“If you do not develop your corporate culture, it will develop
itself. Corporate culture doesn’t happen by accident and if it does,
you're taking a risk.” — Monique Winston

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-

gons.com; www.jphorizons.com.

WHOLESALE NURSERY

Phone (818) 348-9266
GROWING GROUNDS

Fax (818) 348-7699

GCreen Thumb

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

7659 TOPANGA CYN. BLVD.
CANOGA PARK, CA 91303
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Just Takin’ a Moment

Creativity Within

1l of us, including allied trades, can recognize that we all...yes,

every one of us...are co-creators with our Creator. We need
to be consciously aware of this special oneness. Only you can be
the unique designer, installer, or maintenance
professional that you are, but know that our
creative genius is shared and comes from within.

As a new pathway is revealed in our role as a
dynamic “co-creator,” we gain a positive expec-
tation in all that we do. Why is it that we all
know what to say when we need to speak and
what to do when we need to do it. It is because
the Infinite Guidance is always with you,
waiting and anticipating your promptings to
turn them into action. NOW is the time.

God is always ready to inspire us to our indi-
vidual greatness as we express His divine nature
operating in us. This belongs to each one of
us, consciously and/or unconsciously. In every
aspect our lives we are meant to be prosperous,
happy, loving, healthy, and creative. Knowing
that we can rise above any pandemic type of
happening to live a loving lifestyle so long as
we know love does...absolutely.

Growersloff@uality/Sod Since 1969

/lm:._ -
41120.‘

Ruben Arambar

Only you can
be the unique
designer, installer,
or maintenance

professional that you
are, but know that
our creative genius
is shared and comes
from within.

Know that our self-worth can be
unlimited if it is based on an awareness
of the indwelling of the omnipresent,
omniscient, omnipo-
tent Creator within.
But it is up to us

to challenge or

DAVID JUNOD
accept the role we Sheridan Landscapin.
all are put into. The Ine P

world can see into

us, our dreams and beliefs, how we love and
what is exactly in us. It’s what we do with our
God-given talents and how we treat people that
matters. It is also an important reflection as to
where we are today as a species. — Dave

“People exist for the sake of one another. Teach
them or bear with them.” — Marcus Aurelius
Antoninus, Meditations VII:59

“God enters by a private door into each indi-

vidual.” — Ralph Waldo Emerson
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Dan Dvorak
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855.662.2522 (CLCA) Toll Free |530.662.1710 Fax

Sales Representative ‘lmdale, CA9 57 i S
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(805) 498-6744 - (818) 889-2593
FAX: (818) 889-9332 » (805) 499-7948

WWW.SMITHPIPESUPPLY.COM
TYLERSMITH@SMITHPIPESUPPLY.COM

1633 Staunton Ave, Los Angeles, California 90021 U.S.A.
Cell: 310-780-3026
Office:  213-747-4500
www.coronalighfing.com
" E-Muil: ryan@coronalighting.com m sales@coronalighting.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

o

-

b' Fe ,_.._-:"T-i:-". /

) . .’g

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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