4-"7 T
s . A

“L California Landscape Contr{:!;;i‘-s WVolumela28Number 1
“ —- MRS 55 Fernando L1157 Chupter i Yanuarys2024)

valleys

Valleyscape is now available online! www.eldoradecommunicaticnstnet
L]

L =
o
Y O U'AREJINIVIITED

-Dualichaptenlinstallation
Junu 25, 20N} e *

A
Yolu isIMexicaniRestavrant®SimikVial ey,

R o ' : Sge pagesaAtodetails

¥/G "ON LINd3d 87/ 16 VD 'siybloy pupjmoy

0 ‘0I4VINO aALQ pi1duoBDI] 9918 |

aivd suoypaIUNWWOY) oppIoq |3 ©/2
39vLS0d SN

QdYANYLS 1aydoy) AejpA opupule4 ung
(3140S34d UOHDID0SSY $10JODJUOD) dPISPUDT] DIUIOJIDD)




San Fernando Valley & Channel Islands
Chapters of CLCA Invite You to:

(4

/
/

2 O 2 4 California /2
Landscape
Contractors /

B Oard ~ @ Association
Installation
Dinner

/

' 4

WHEN:: Thurs., January 25, 2024 at 6 p.m.

WHERE:: Yolanda’s Mexican Cafe
590 E. Los Angeles Ave., Simi Valley, CA

COST:: $40 per person buffet-style dinner
RSVP:: Francisco at (818) 970-7592

This will be a great networking event where

you’ll have the opportunity to connect with
CLCA professionals from both regions.



Coming Events, Contact Numbers ¢& More

CLCA San Fernando Valley Chapter
‘/ / 2023 Board of Directors

PRESIDENT
Francisco Salazar
Groundcare Landscape Company
888-255-5755
818-970-7592 cell

francisco@groundcarelc.com

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

VICE PRESIDENT MEMBERSHIP
Steven Kinzler
S K Landscape Design, Inc.
818-345-0492 office
818-345-0494 fax
818-266-3828 cell
skinzler@sklandscape.com
VICE PRESIDENT PROGRAMS
Scott Donoho
Toro
805-990-9587

scott.donoho@toro.com

BOARD OF DIRECTORS
Rich Angelo
StayGreen, Inc.
800-741-9150
rangelo@staygreen.com

Rene Emeterio
Specialized Landscape
Management Services Inc.
805-520-7590
805-823-5603 cell
remeterio@slmlandscape.com

STATE AND LOCAL EVENTS

Don’t miss any of these very important events!
Subject to Change — Check with Chapter Office First

Jan 16-17 Leadership Conference, San Marcos.

25  Installation Dinner at Yolanda’s Café in Simi Valley
with Channel Islands Chapter. Buffet dinner for
$40 per person. State President Tom Sweeney to
install new boards.

Feb 1 Board Meeting via Zoom 9 a.m.

April Meet and Greet social event. Date & Location TBD
May 2 CI event: Landscape Photograph Basics — How

to Take the Best Pictures of Your Landscapes.

The event will be held at Ventura Coast Brewing
Company, 76 S Oak St, Ventura, CA 93001. TBD
Beautification Awards Banquet. Location TBD.
Channel Islands Chapter and Friends Fishing Trip
through Hook’s Sportfishing, 3600 Harbor Blvd.

June 22
Sept 13

SECRETARY
Natalie Balyasny
Landscape Contractors
Insurance Services, Inc.
818-426-0521
nbalyasny@Icisinc.com
TREASURER
Mickey Strauss

MSM Landscape Services, Inc.

818-402-4500
818-361-1788 fax

mickey@msmlandscape.net

WEBSITE AND SOCIAL MEDIA
Bronwyn Miller
Eyescapes
949-466-1222
brownwyn@eyescapes.net

Klaus Kumme
Kumme Landscaping
818-535-2035
kkumme@gmail.com

ASSOCIATE MEMBER REP
Juan Mendoza
Milwaukee Tool
909-361-7505

Juan.mendoza@milwaukeetool.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

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

Rowland Heights, CA 91748

eldoradowriters@gmail.com

FAX 866-591-5093

ASSOCIATE EDITOR/
ART DIRECTOR
Jerry Robin

J. Robin & Associates
Graphic Design
626-644-4239
jrobinps2@gmail.com

#115, Oxnard, CA 93035.

November CI event: Landscape Lighting Demonstration by
SPJ Lighting at Devil Mountain Wholesale Nursery,
3200 W Telegraph Rd, Fillmore, CA 93015.
Details TBD.

November CLCA Convention Newport Beach TBD

Nor Cal Landscape & Nursery

Show February 8 in San Mateo

he welcome of early rainfall is hopefully a herald of a brighter

future for the golden state. This February it’s time to sharpen your
skills, update your professional licenses, check out some new equip-
ment and see what new varieties of plant material are coming onto
the market.

Here’s your chance for one action-packed day on Thursday,
February 8, 2024. Set your sights on the Nor Cal Landscape &
Nursery Show at the San Mateo Event Center. Bring your staff!

This year's show features a dozen seminars offering 24 CEUs, 180-
plus exhibitors, and free admission if you pre-register.

For more information contact Margo Cheuvront: Email: margoc@
frontiernet.net; Phone: 530-458-3190.

EL DQRADO

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

gets allhtheyinf
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President’s Message

H ello fellow San Fernando Valley CLCA
members. It is a new year and with it comes
new opportunities. Like other years, CLCA

is preparing for several events throughout

the year with our biggest event being our
Beautification Awards Program.

FRANCISCO

SALAZAR I recommend you do not miss the opportunity
SFV Chapter for an award. Although it sounds like a long
President time from now, start looking at your sites to
Groundcare figure which might be award worthy and begin
Landscape Co.

preparing those sites for judging in May, and
the Awards Banquet June 22. If you have any questions regarding
the process, please feel free to contact us and we would be happy to

help.

Here are additional activities scheduled for SFV this year. I hope to
see you at our Dual Chapter Installation of the SFV and Channel
Island boards on Thursday, January 25 at Yolanda’s Mexican
Restaurant in Simi Valley. We'll get started at 6:00 p.m. with a buffet
dinner. The event is $40 per person. State President Tom Sweeney

will be the Installing Officer.

New Year, New Opportunities

Next will be a Poker Night on March 19 hosted by the CI Chapter
at Carpinteria Veterans Memorial Building, 941 Walnut Ave,
Carpinteria, CA 93013. All area chapters are invited, and we can
look forward to an evening of fun, food and poker skill. Details are
still being worked out.

SEV will be hosting a Meet and Greet social event in April, as well
as participating in educational events throughout the year. The
first one is Landscape Photograph Basics — How to Take the Best
Pictures of Your Landscapes, organized by the CI Chapter. The
event will be held May 2 at Ventura Coast Brewing Company, 76 S
Oak St, Ventura, CA 93001. Details TBD

We will also be participating in the Channel Islands & Friends
Fishing Trip on September 13. There will be additional events

we will undertake, plus we will also be promoting attendance at
CLCA State events including the Convention in Newport Beach in
November.

As always if you would like to be more active in the chapter events,
please feel free to reach out to us. Thank you and have a great year!
— Francisco

Reach Your Target Market - Advertise with Us!
Call John Hernandez at (626) 715-1757

GREAT DEALS ON Ra/~V 3t BIRD

BUY
NINE

GET

ONE ‘vh-r-{\

FREE

3/4" OR 1"
ANTI-
SIPHON
VALVES

Landscape

Warehouse

A

Everything you need for your il
next award-winning landscape. Altadena -
Pasadena -

IRRIGATION SUPPLIES & NURSERY

landscapewarehouse.net @ (0)
Se Habla Espanol

4 January 2024 SFV CLCA Valleyscape

Contractors Only
While Supplies Last

250" OR 500'
XFSCV ROLL

QTY 25
FITTINGS

AVAILABLE AT A WAREHOUSE NEAR YOU -
North Hollywood - (818) 287-8866 - 11311 Hartland St.

Van Nuys - (818) 387-6445 - 7053 Valjean Ave.

Covina - (626) 967-4180 - 545 N. 2nd Ave.

(626) 633-1050 - 927 W. Foothill Blvd.

(626) 398-1799 - 757 W. Woodbury Rd.
(626) 792-3319 + 1673 E. Walnut St.

Pasadena (Nursery) - (626)722-7351 - 170 S. Kinneloa Ave.
Quartz Hill Garden Center - (661) 943-5222 . 42254 50th St. West


http://landscapewarehouse.net

Taking Care of Our Own

Our Dear Friend Charles Nunley Needs Your Help

* GoFundMe Fundraising Effort Started for Long-Time CLCA Member

LCA Ambassador, Past State President, and former LA Chapter
President Charles Nunley needs your help now. He suffered
a heart attack and stroke late last year, has been bedridden for
months, and is now in hospice care in Costa Mesa. A group of
Charles’ CLCA friends, along with his sisters and brother, have
come together to help Charles with his medical care and day-to-day
expenses. A landscape contractor for over 40 years, Charles was told

.EE

he would never work again.

A GoFundMe page has been established in
Charles’ name to get him the care and support
he needs and deserves. You can reach
Charles’ GoFundMe page by visiting _
https://bit.ly/SirCharlesFundraiser E

or by clicking on the QR code here: "=

Here are some of the highlights of the life of Sir Charles Nunley...
Charles Nunley has been a landscape contractor, having worked in
the trade and in his own business in Southern California for over
40 years. Chatles is a Life Member of CLCA (California Landscape
Contractors Association) and has served as the Los Angeles Chapter
President in 1979 and CLCA State President in 1998. Born in Los
Angeles in October 1939, Charles is 84 years old. He was raised in

Sales * Rentals ¢ Parts * Service

I

" Call: Chris Chadwick at (805)

COASTLINE
Equipment J/

2

JOHN DEERE

OXNARD

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

the South-Central part of the city
and until the heart attack resided in
the San Gabriel Valley.

Charles has been a CLCA
member since the seven-

ties and has been an active
member since the day he
joined. In addition to State
and local presidencies he has
served in many other capaci-
ties including Certification
Chairman, as well as having been named a Knight of the Garter and
an Allegiance Award winner.

There are few if any CLCA chapters Charles has not visited and
helped, often volunteering for various local events and committees.
Charles Nunley is a Green Industry Hall of Fame Co-Founder as
well as a recipient. He also has volunteered for years at a local food
bank, helping pass out food to the homeless. Now it’s our turn to
give back to Charles in his time of need. Please help with any dona-
tion you can afford. From everyone who loves Charles Nunley,
thank you and God Bless.

Your Southern California
Compact Equipment Dealer

— \'if-‘!x : -;“‘.

207-0632

www.coastlineequipment.com

SANTA MARIA

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

SYLMAR

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

Product Pricing Strategies That Take the Guesswork Out of Pricing

From an article by Brett Farmiloe

Simplify your pricing system

"One pricing mistake I made in one of my other companies was
having too many price points. We were a service-based business,
and pricing varied based on event type, location, and group size, for
example.

"We soon found that it took up a significant amount of our sales
team's time to explain the differences in pricing and the reasoning
behind the nuances. To improve the experience for both our cus-
tomers and our staff, we launched a tiered pricing system with three
simple pricing types rather than dozens of individually priced prod-
ucts. This approach attracted and converted more customers and
cut down on conversation time between sales reps and clients."

—DMichael Alexis, swag.org
Avoid charging too little

"During the early days of my previous startup, I made the mistake
of charging too little for my product. It was too good of a deal, and
many people took advantage of it. I found myself overworked and
not making much profit. I eventually realized that I needed to raise
my prices to a more reasonable rate, and it took a few years, but I
eventually got to where my business was very successful.”
—DMatthew Ramirez, Paraphrase Tool

Limit frequent discounts

"You want discounts to entice a customer to make a purchase within
a specific time period. If you offer discounts too often, custom-
ers will know to hold off and wait for another promotion that will
come up soon, and this reduces the sense of urgency to purchase
and get a good deal. This can end up making your sales cycle longer
and can cause issues with revenue and cash flow."

—Jenna Nye, On The Strip

Beware of unlimited offers

"If you offer unlimited anything, people can and will take advantage
of it, particularly if it's a service. Unless you've done an in-depth
analysis and priced your service appropriately, offering unlimited
access to something can sink a company, particularly when you're
trying to grow it." —Beverly Gearreald, Transizion

Don't underestimate the costs

"As a small business owner, one pricing mistake I made early on was
underestimating the true cost of a job and not factoring in all the
expenses involved. I made the mistake of pricing my services too low
to be competitive and attract more customers. However, I soon real-
ized that this pricing strategy was unsustainable and was hurting my
profits in the long run.

Continued on page 12

CNGA G.R.A.S.S. Research Awards Application Deadline is January 31

he California Native Grassland Association (CNGA) is still

accepting applications for the California Grassland Research
Awards for Student Scholarship (GRASS). CNGA offers competi-
tive research funds to promote undergraduate and graduate student
research focused on understand-
ing, preserving, and restoring
California's native grassland ecosys-
tems in accordance with the CNGA
Mission and Goals.

Eligibility: Students from any
accredited college or university
doing research within California
may apply for a CNGA student
research scholarship (home institution may be outside California).

Awards: CNGA funds at least four, $500 awards per year. These
awards are designed to support basic undergraduate and gradu-

ate research in native grassland ecosystems. Funds can be used to
support fieldwork, small equipment purchases, visits to herbaria,
materials and/or books. Students may re-apply and receive a scholar-
ship award for a maximum of two years.

NEW! John Anderson Memorial Scholarship: This year, there is
a new opportunity for a one-time bonus award of $500 in honor of
CNGA Founding Member John Anderson. If the review commit-
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tee feels there is an applicant who is doing work on a topic that was
close to John's heart, we will award an additional one-time scholar-
ship at the committee's discretion. Topics John was passionate about
include, but are not limited to, seed-based restoration, native seed
production, tarweeds, and weed
control.

To apply, send an application that
includes: Title of the project Your
name, contact information, and
mailing address Project supervisor/
major professor and institution
Project summary, including the loca-
tion, objectives and significance (1
page or less, 12 pt. font) Proposed methods Expected accomplish-
ments Timeline for project completion Budget and justification for
scholarship funds Applications should be no longer than 3 pages
(PDF format is preferred).

Please email all materials (with “CNGA GRASS Grants” in subject
line) to grants@cnga.org by January 31.

For more information about the California Native Grassland
Association, please visit our website at cnga.org.

Notification of the award recipient will occur via email by March
15. Grant funds must be utilized within 12 months of the award.



SFV & CI Chapters Enjoy Holidays Together

LONG-TIME FRIENDS — The Petersons,
Donna and Gary, enjoy celebrating the Holidays
with their good friends Cindy and Mickey Strauss.
Cindy is Auxiliary President; Mickey is Past State
and SFV President.

x 3« 8 B i
FIRST FAMILY CELEBRATION — SFV
President Francisco Salazar, wife Yuri and
daughter Vicky (all standing), enjoy white
elephant antics with Yuris grandmother
Victoriana, and Yuri's mother Blanca.

LET THERE BE LIGHT — CI Past President

Kyle Hillendahl thanks Jeff Lawrence of Western
Global for leaving his truck lights on to help
attendees locate the Lucas home set back
from a dark street.

HOLIDAY MERRYMAKERS — Attendees ﬁm both San Fernando Valley and Channel Islands
Chapters — plus friends and family — whoop it up at the December dual chapter celebration and white
elephant gift exchange. The event also featured delicious potluck dishes and lots of laughs.

PAST PRESIDENT of both State and the
Channel Islands Chapter, Pete Dufau, thanks
Tom Lucas of Performance Nursery for securing
the event location.

l-;.

CI BOARD CHAIR Kyle Hillendahl (right) and
past CI Board member Claudio Sandoval Jr.
enjoy the Holiday bash. Kyle helped organize

the potluck for the event.

RENEWING FRIENDSHIPS at the Holiday
Celebration are Leslie Colvin and Wendy Lopez of
El Dorado Communications. Camaraderie is a big

benefit of CLCA events.

DOUBLE \VINERS — CLIC President Gary
Peterson and wife Donna show off a gold hunting

knife and car vac they won as prizes.

. .

A\ A J ‘

STRAUSS PRIZE - Mickey and Cindy Strauss

display the white elephant gift exchange they won.

Mickey, as SFV Treasurer, do you have to report
that? Just kidding.

HYDRATION ACTION - Claudio Sandoval
Jr. holds up the new travel mug he won at the
SFVICI Dual Chapter Holiday Party and
White Elephant Gift Exchange. Lots of great
gifts, lots of great FUN!

SFV CLCA Valleyscape January 2024 7

TWIN WIN — Pete Dufau shows off his white
elephant prize — two bottles of Carolinas Irish
Cream. Double the smiles.



Supplier’s Corner

I t is sometimes said that — other than death
and taxes — the only constant is change.
Change is inevitable. It is human nature to
resist change, primarily because of its threat
to the status quo — which is known and at
least tolerated. There is even more resistance
because of fear of the unknown which change

brings.

JOSE ROBLES
Owner
Landscape Warehouse

Get Ready, the Robots are Coming!

CLCA’s lobbying efforts and other means — changes that threaten
the viability of our industry, or any part of it.

Every change brings with it winners and losers. Those businesses
that quickly took advantage of the CORE program that paid a
percentage of the cost of battery-operated landscape equipment are
winners. Those who were reluctant to enroll or too late to enroll are
kicking themselves as they saw CORE’s funds dry
up. If this is you or your company, don’t miss out

Unfortunately, fighting
change is an unwinnable battle, and eventually
most businesses accept it or face the danger of the
world — and their customers — passing them by.

Today, the areas of life most susceptible to change
are those connected in any way to technology,
like the Green Industry, for example. Thankfully,
those of us involved in landscaping and related

Today, the areas of life most
susceptible to change are
those connected in any way
to technology, like the Green
Industry, for example.

on the next big landscape equipment opportu-
nity. Which leads me to my comment about the
robots...

I recently met with individuals from Husqvarna
who were here from Europe to discuss their
robotic battery-operated lawnmower that is gain-
ing popularity in several European countries. GPS
guided, this lawnmowing wonder maps out the

fields are very familiar with change — and have
learned to adapt to it — since the industry is organized in part
around the four changing seasons.

Although we are a flexible bunch, it doesn’t mean that we hap-

pily accept every change that comes down the pike — especially
MANDATED CHANGE. From calls to “ban the blower” to
increasingly restrictive irrigation laws, we'll reluctantly accept
sensible proposed mandated changes and continue to resist — through

Minimum Wage Laws Update

he Labor Commissioner’s Office is reminding employ-
ers that the state minimum wage increased to $16
on January 1, 2024. Some cities and counties in
California have a local minimum wage that
is higher than the state rate.

State law requires that most
California workers be paid the
minimum wage. Workers paid
less than the minimum wage
are urged to contact the Labor
Commissioner’s Office in their
area to file a wage claim.

The change in the minimum
wage also affects the minimum
salary an employee must earn to
meet one part of the overtime exemption test. Exempt employees
are not subject to the payment of overtime for hours worked. An
employee must earn no less than two times the state’s minimum
wage for full-time work to meet this initial requirement of the
exemption test. As of January 1, 2024, employees in California

8 January 2024 SFV CLCA Valleyscape

landscape and proceeds to finely cut it on its own

— no basket and no operator! Similar technology is being used on

athletic fields here in the U.S., but not at this scale and detail.

The potential cost savings using this technology are significant. You
can already see the writing on the wall. If those robots are working
well in Europe, it’s just a matter of time before they’ll be working
here. Get ahead of this coming change. I will keep you posted. Like
I said, Get Ready, the Robots are Coming! — José

must earn an annual salary of no less than $66,560 to meet
this threshold requirement.

Employers must post the Minimum Wage Order and
the Wage Order applicable to their workplace at a
worksite area accessible to employees. The wage
orders can be downloaded and printed from
the workplace postings page on the
DIR website.

Employers must ensure that
the wage rate is displayed
on the employee’s pay stub,

and that employees are paid
at least the minimum wage even
when employees are paid at piece
rate.

The California Department of Industrial
Relations, established in 1927, protects and improves the health,
safety, and economic well-being of over 18 million wage earners, and
helps their employers comply with state labor laws. DIR is housed
within the Labor & Workforce Development Agency.



Lessons Learned

Business Ta keaways Learned in 2023 rom an arvicte by Nellie Akalp Founder and CEO of CorpNet.com

've never been one to dwell on the past. But at this time of year, I
find it helpful to reflect on the past year’s successes and lessons
learned. After all, every experience — whether good or not so good
— brings insight into how to move forward in ways that will serve
us and those around us more effectively. Here are some nuggets of
wisdom I’'m taking with me into 2024. You should find their themes
universal and applicable in your own entrepreneurial journey in the

- W

new year.

1. Growth requires planning
and follow-through

During the pandemic, our com-
pany’s revenue grew over 200%.
With that growth came growing
pains — it was a lot for our staff
and systems to handle. In 2023,
my company focused on making
our services as secure and stream-
lined as possible. We realized we
needed to invest the time to find
new talent to help us manage mul-
tiple facets of our operations.

In 2024, consider how prepared your organization and its people
are to handle growth. A revenue boom (or decline) impacts virtu-
ally every aspect of a business. Know in advance what needs to be
done so that when you cross that bridge, you have a plan to handle
changes seamlessly.

2. Patience fuels productivity (and quality)

Engaged leaders often have unbridled enthusiasm about making
changes that will make something great even better. I've learned
that while I would love to have initiatives up and running quickly,
showing patience and giving team members time to do their jobs to
the best of their abilities is essential. That means allowing them to
address concerns, spot gaps, and strive for perfection.

No good ever comes from rushing or cutting corners. Yes, setting
deadlines is a part of responsible project management, but it’s
critical to have reasonable expectations. That’s the key to ensuring
things get done right and maintaining team morale.

3. Actions speak louder than words

You've heard the cliché “talk is cheap.” That’s true in business and
life in general. Sadly, I experienced some disappointments last year
when individuals made promises they didn’t keep. They set high
expectations but failed to follow through, which diminished my
trust in them.

The lesson here is threefold:

* Don't trust everything everyone says — trust their actions.

* Ifyou want to be trusted and respected, deliver on your promises.

* Be transparent if you can’t deliver and communicate a resolution.

4. Listening is the key to intelligent speaking

In 2023, I learned how valuable active listening is for problem-
solving and relationship-building. It takes time and self-discipline to
be quiet and focus intently on what people are saying, but it’s worth
the effort. I find it helps me articulate my thoughts and thoughtfully
respond. How do you know if you're actively listening? After some-
one is done talking, you should be able to repeat what the person
said (verbatim or paraphrased).
This allows you to give the indi-
vidual an opportunity to confirm
your understanding of what they
said, which then enables you to
offer an informed response.

7

5. A little appreciation
goes a long way

Everyone likes to know they’re
valued. While I have always

made it a point to tell and show
my team how much I appreci-

ate them and all they do for us, I
became more conscious of it this past year. I believe that’s one reason
why many of our team members have been with us for many years.

Acknowledgment for work well done, fun team development activi-
ties, occasional catered lunches, and thoughtful holiday gifts are
some ways you can show your gratitude. But most impactful is to
constantly remind your team members how much you value them
through your everyday interactions and expressions of appreciation
for their talents and efforts.

No more plastic bottles
harming the environment?!

m - g Molecular

>} Hydrogen-infused
/W Alkaline Water...
Jerry Robin
Water Wellness Coach / H2 Advisor ‘
A 626-644-4239 ‘
AAwater@jerryrobin.com

From your own kitchen fap! |
: =
E4E 1
Certified Molecular Hydration Specialist
www.StopBottledWaterWaste.com

oMITy, TYLER SMITH

; L Area / Marketing Manager

- z

™ 4"' 31011 AGOURA ROAD
¢ SU Pv\r WESTLAKE VILLAGE, CA 91361

(805) 498-6744 - (818) 889-2593
FAX: (818) 889-9332 = (805) 499-7948

WWW.SMITHPIPESUPPLY.COM
TYLERSMITH@SMITHPIPESUPPLY.COM
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21st Century Marketing

Video Conference Call Tips

From an article in allBusiness featuring tips from Dr. Laura Sicola of Vocal Impact Productions

Just as with in-person meetings, you need to bring your "A Game"
to video conference calls. Here are four tips to look and sound
your best online:

1. Get the right camera angle

Take the time to set up your camera so that

it frames you in a way that makes you look
mature. If your head is at the bottom of the
screen and there’s a lot of ceiling or sky above
you, you come across as disempowered. It
looks like a little kid sitting on a stool at the
grownups’ table. It certainly doesn’t look pow-
erful or authoritative.

Try holding your hand up with your thumb
and index finger about an inch apart. Place
your hand on top of your head and adjust your
camera so that your index finger touches the top of your screen.
That’s how you know you own the screen, the screen doesn’t own
you.

2. Create a flattering and professional setting

Connecting with your audience is already hard in a virtual setting,
and bad lighting can make it even harder. You don’t want to look
like you're in the witness protection program. Don't sit in front of
a giant picture window with the sun shining through it so you're

backlit.

Trade Show and
Educational

! F' 1] “;:j
2024

Fiesta Hall

San Mateo
Event Conter

Landscape & Nursery Show

Coming Soon!

The Nor Cal LandsCape & Nursery Show is February 8, 2024

The Nor Cal Landscape & Nursery Show is coming socn — February 8, 2024. There will be
hundreds of buyers, managers and owners roaming the aisles looking for the latest products,
services, and plant material. Will you be there to pitch your brand and pick up new business?

In an uncertain economy your company needs all the exposure available, Marketing has many
pieces and Nor Cal should be part of yours! You can meet hundreds of buyers all in one=day,
and one-place.

Mor Cal is the only professional landscape & nursery show in the northern California area.
Fast Facts About Nor Cal:

Nor Cal is CLCA and the local nursery chapters show in the San Francisco Bay area.
Held in Fiesta Hall at the San Mateo Event Center.

44 years of bringing green industry professionals together.

1 easy day of move-in: you’ll be directed to the doors nearest your booth space. Free
move-in and move-out with fork lift service for those who need it.

Free parking on set-up day and only $15 to park on show day.

One dynamic show day from 8 a.m. to 4 p.m.

A full schedule of educational seminars.

Meet and greet buyers from California, Oregon, Washington, Nevada and Arizona.

Pricing for booth space is as follows: 10 x 10 booths are $1300 {$1450 non b
Provide proof of membership for PCA or CLCA members, Enjoy our multi-booth discounts: ‘5%
discount when you book 5 spaces; 15% discount booking 6-8 spaces and 30% booking 9+
spaces. Special pricing can be arranged for equipment vendars.

For a list of our current exhibitors visit www.norcaltradeshow.org, click the Exhibitor button
and then the Exhibitor List.

Contact Margo Cheuvront {(margoc@frontiernet.net) for a current floor plan and answers to all
your questions. We are looking forward to welcoming you to Mor Cal.
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Your face should be well lit, so bring in a lamp from another part of
the house if necessary. It’s a small step that can make an important
difference in the impression you leave on your audience.

If bad lighting makes it seem like youre
hiding, it says to other people that you don’t
trust them or you're afraid of them. That does
not say, “Trust me.”

Dump virtual backgrounds. The tech just isnt
that great yet. It makes you look like a 1990s
video game character. I find it very distracting
and amateur-looking. A white wall is not ideal,
but it will do. For an affordable alternative,
you can buy room dividers or folding screens
that easily pop up and collapse. As a last resort,
stick with the blur option if you have to use a

digital background.
3. Shell out for a quality microphone

If youre going to run a multi-million-dollar company, you need to
prove that you are willing to drop 50 bucks on a decent mic. The
built-in microphones on your computer, camera, and AirPods won't
cut it: they were built as an afterthought. Get an external micro-
phone, whether it’s a headset or a standalone.

Spend at least $50 to $60, but if you can swing it, go up to $100 to
$150. You don't have to get the Lamborghini version I have, but you
shouldn’t be riding on a skateboard.

4. Refine your video conference sales pitch

How do you know if all of this is working? You absolutely need to
do some demo recordings with yourself and some friends. Watch
yourself on video before pitching a client. What are you doing that
isn’t coming across as confident, or passionate, or charismatic? A test
recording will reveal a too-dark room or an unflattering background,
so you can fix them before they affect an impression of you.

The question is, what aspect of you needs to come across when
you're trying to get someone to see you as confident, authoritative,
in control, and diplomatic? What does “professional” look and
sound like to you? That’s the impression you should strive to leave.

+ Quality Vinyl Fencing CALL DANIEL WALKER
- Large Selection (747) 253-3735

of Styles and Colors buenavistafence.com
- Gates and

Gate Hardware
= Contractor Pricing

« Free Local Delivery

BUENA VISTA

—FENCE——



https://buenavistafence.com

Moments Fon an arvicie by Mark Matteson, Sparking Success

y life has been defined by “Moments.” What is a Moment? It’s a
time in my life, an experience that changes the way I look at the
world and my life. It’s a rearrangement of my values and goals. It’s
a Paradigm Shift. Webster’s Dictionary defines it as: “An important
change that happens when the usual way of thinking about or doing
something is replaced by a new and different way.”

rock. I am a better man for all the moments in
my life, positive and negative.

The most important question I have asked

myself over the years? “How do I know it’s

bad?” (Or good for that matter.) It’s always too
soon to tell. Time and

My Moments have defined me. They made me
reflect, grateful, sad, happy, proud, devastated,
different and forced me to prioritize, evalu-

ate and change my behavior forever. They are
rights of passage. Here are just a few of my
life’s moments:

* Riding a Two-Wheel Bike for the first time
atage7.

* Turning 13 years old (and making the of purpose.

Through all of these Moments,
| gathered up the lessons and
marched forward. The one thing
| have done is right...I just kept
going. Persistence. Constancy

tide have a way of chang-

ing our perspective, our MARK
i . ’ MATTESON
point of view. Sparking Success

I am grateful for all the
“Moments” in my life, both good and bad.
They have defined me.

As Nora Ehpron wrote, “All life is copy.”
Meaning, every single moment I have experi-
enced has been useful once I turned it into a

basketball team at Madrona Jr. High)
I made basketball my “Magnificent Obsession” and gave me
Passion, Preference and Purpose.

* Earning a basketball scholarship that paid for my college tuition
and books.

* Moving out of my parents’ house at 17 years of age and getting
my first apartment.

* Joining the United States Air Force to learn HVAC.

* Meeting the woman who would become my wife of 43 years in a
record store.

* Having our children “Colin All Cars,” “Evan from Heaven!,”
adopting Larod ("L”) when he was 16 years old.

* Committing to “Windshield University” and listening to 15,000
hours of Audio Cassettes Programs over a 20-year span (Business,
Spiritual, Self-Help, Biographies and Finance).

* Debbie being hit by a 16-year-old girl on vacation in Chelan on
her bicycle and being forced to sell our house on the hill to keep
from going under because of medical bills.

* Getting my first article published in a magazine and my first book
published into10 foreign languages.

* My father passing away from Alzheimers in 2005.

* Realizing I could make a fine living as a speaker and writer, and
put three boys through college.

* Surviving an operation just before the worst recession in U.S.
history which led to having to sell some real estate holdings.

* My mother passing away from cancer in 2010 and feeling like an
orphan.

* Becoming a Grandfather.
Through all of these Moments, I gathered up the lessons and

marched forward. The one thing I have done is right...I just kept
going. Persistence. Constancy of purpose.

Thomas Jefferson wrote, “In matters of style, swim the current. In
matters of principle, stand like a rock.” It’s safe to say, I stood like a

story with lessons to learn. I have learned from
every moment.

Mark Matteson is an inspiring speaker and the author of the interna-

tional bestseller, Freedom from Fear. His company, Sparking Success, is
located in Edmonds, WA. Phone: (206) 697-0454.

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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Al in Business

Utilizing Al Can Save Small Businesses Time and Money
From an article in allBusiness by Attorney Neil Hare, with the law firm McCarthy Wilson LLP

hile many business owners are still trying to figure out exactly
what artificial intelligence (AI) means for them, a new report

from the Small Business and
Entrepreneurship Council
(SBEC) shows that a large
percentage of small busi-
nesses are using Al tools and
vastly improving efficiency
and saving hundreds of bil-

lions of dollars annually.

In addition to saving time
and money, the main driver
for adopting Al tools is

the number-one issue
facing small businesses at
the moment: a tight labor
market. Coming out of
Covid, more small busi-
nesses are having to deal

with finding and retaining workers. Unemployment is at historic
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lows, and with remote work still widely available, many workers can

now take jobs all over the country, leaving local retailers, restaurants,
and manufacturing plants with fewer options for talent.
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Since small-town workers can earn big-city wages working remotely,
this has also led to an unsustainable rise in worker pay for small

businesses. According to the
SBEC report, 25% of small
businesses said rising labor
costs led them to Al tools;
19% said they moved to

Al to augment the skills of
existing workers or because
they were unable to find
skilled workers.

In addition to workforce
issues, almost one-third

of businesses surveyed by
SBEC cited the need to
compete with other busi-
nesses, including larger
companies, as their reason to
turn to Al

Downsides of Al for Small Businesses

While Al tools are here to stay, that doesnt mean there are no down-
sides:

Continued on page 13

Product Pricing Strategies from Page 6

"To avoid making the same mistake, I would advise other startup
leaders to take the time to calculate all the costs involved in a
job, including labor, materials, overhead, and any unforeseen
expenses. It's important to set a fair price that reflects the true value
of your services and ensures that your business remains profitable.

Remember that it's better to charge a higher price upfront than to

underestimate costs and end up losing money in the long run."
—Todd Lannen, Lannen’s Lawn & Sprinkler LLC
Conduct audience pricing research

"One pricing mistake I've made is not doing pricing research with
our audience. Your audience can give you value pricing feedback if

you ask the right questions:

1. What's a price so exorbitantly high that it would be a non-con-

versation starter?

2. What's a price so low that you would question our credibility as

a business?

3. What's a price that's a little hefty but could be reasonable if you

could see the value?

certain sales.

Factor in shipping costs

"One pricing mistake I have made is not considering the costs of
shipping and handling when setting the prices of my products. This
oversight led to lower profit margins and even resulted in a loss on

"To help other startup leaders avoid this mistake, I recommend care-
fully calculating and factoring in shipping costs when determining

product pricing. This includes considering not just the shipping

fees, but also the costs of packaging materials and any additional

labor required for handling the orders. By ensuring that all costs are
accounted for in the product pricing, an e-commerce business can

maintain healthy profit margins and avoid unexpected financial set-

backs related to shipping expenses.”

—Damjan Tanaskovic, Localizely

Develop buyer personas

"When we launched our first product, we used a very amateur means

of pricing it. Essentially, we looked at what competitors were charg-

willing to pay.

4. What's a price that you would think is a great deal, but not suspi-

ciously cheap?”

—Joe Kevens, B2B SaaS Reviews
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ing and made our best guess as to what our 'typical buyer' would be
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Utilizing Al from page 12

Lack of creativity: First of all, the information provided by Al writ-
ing tools is often wrong, and the writing style can be stilted and lack
a human element (as a writer 'm compelled to say that!). That same
lack of creativity is also a common problem with many Al tools.

Missing an emotional element: Al also lacks the emotional ele-
ment that humans bring to the table. While too much emotion in
the workplace may be detrimental, empathy and decision-making
based on a lifetime of experiences do matter when managing people
and working as a team.

Robotics are expensive: If you're talking robotics, that is still an
expensive proposition. Standard robots that can do one task have
been around for a long time and may be affordable, but robots

that can think and take on multiple and complex tasks are still very
expensive.

Fear of Skynet: The fear of “Skynet” — the Al company that took
over the world of humans in the iconic movie The Terminator — is
real. Our government is working feverishly to legislate and regulate
against a similar dystopian nightmare.

Consider Using Al in Your Business

For now, you owe it to your business and your customers to explore
Al tools. In our economy, where time and money both matter, Al
will help with both. And, for the record, no Al tools were used in
writing this article!

10" Anniversary ¢ Same Great Boat ¢ Same Landing
LUCKY FRIDAY SEPT. 13, 2024 » Mark your Galendars!

& SiteDne

Save the Date!

~ CHANNEL ISLANDS CHAPTER & FRIENDS 2024 DEEP SEA FISHING TRIP &: :

W

HjHusqvarna

Sea Captain

SOUTHLAND

" S0OD FARMS™
Exciusive Growers of Genuine Marathorm™
THE 2023 - ANAHEIM

LANDSCAPE

DESIGN o« BEILD o MAINTAIN « NEPPLY FXPO

SEPTEMBER 20 & 21+

£ A
| CADRE 4@>0‘CONN0R
A 4

LIGHTING Inc.

SOD

* 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

WEST COAST

W TURE

Ask us about
other water saving
turfgrasses, too!

westcoastturf.com
888/893-8873
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7 INTEREST

FOR 36 MONTHS

S0 DOWN, 0 HASSLE

+ $500 TOWARDS A CVA®

(CUSTOMER VALUE AGREEMENT)

CONTACT QUINN FOR MORE DETAILS.

888.608.5064

*0ffer of 0% is for a loan term of 36 months, valid from January 1, 2024 through March 31, 2024 on select new Cat
machines sold by Quinn Company. Offer may change without prior notice and cannot be combined with any other offers.
Additional terms and conditions may apply. Contact Quinn Company or scan the QR Code for details.

Sylmar Sales

= Victor Muioz Quinn Company Elfi:l:E
= T QUINN
N\ (818) 297-8742 13275 Golden State Rd T i @

Vicfor.Munoz@quinncompany.com Sylmar, CA, 91342 =134z QuinnCompany.com
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Just Takin’ a Moment

Celebrating Life Throughout the New Year

A Timeless Dave Junod New Year’s Message from the Past

God is timeless, and unchanging, and is the source, continuity,
and conclusion of every season. We all are individualizations
of this life’s experience and understanding as we embrace the won-
derful cycles of our lives, knowing the ending of one marks the
beginning of the greater yet to be.

TODAY — we all stand on the threshold of a New Year knowing
that each one of us is endowed with the qualities necessary for our
success in every season. We close the door to the past, knowing that
each of us has completed our expectations. It is through thinking
and understanding that God is always at the center and circum-
ference of all our interactions. We all can “take a moment” to be
thankful for the love shared, the blessings received, and the lessons
learned.

I believe that we all have a clarity of purpose and with love as the
motive force of our very existence that we all co-create each of our
futures. We all understand — especially in our vocations — that our
thinking sends the message of our desire to our subconscious and
that every thought is creative. Our thinking is life-enhancing, and
our actions return blessings to all involved. As we become more
and more aware that we are guided by a Divine Essence, our lives
become extraordinary. Who we are is a gift from a power greater
than ourselves. I am a still-learning person in this journey.

Life is a celebration and so it is as we negotiate into this cycle of
life...the New Year. The goodness in all that we do replicates itself
through creation.

Soil Analysis Service

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

¢ Fast Turnaround ¢ Consulting Services

GROS&POWER.

WWW.gropower.com

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

We find God within ourselves, and God can

work for us only by working through us.
— Ernest Holmes

We proclaim the following for you for the
New Year...

MAY YOU HAVE:
Enough happiness to keep you sweet,

DAVID JUNOD
Sheridan Landscaping,

Inc.

Enough trials to keep you strong,

Enough sorrow to keep you human,

Enough hope to keep you happy,

Enough failure to keep you humble,

Enough success to keep you eager,

Enough friends to give you comfort,

Enough wealth to meet your needs,

Enough enthusiasm to look forward,

Enough faith to banish depression,

Enough determination to make each day better.

Live every day to the best of your ability. You are in our hearts.
Love does...always. — Dave

lnc.

41120 40th St. East
- Palmdale, CA 9355
Phone: (661) 274-9192

_mm 669-4763
:(661)274-2168

Ruben Arambar

Sales Representative
raranibar@agsod.com
Cell: (661) 965-2865
Se habla espaiiol

WHOLESALE NURSERY

Phone (818) 348-9266
GROWING GROUNDS

Fox (818) 348-7699

Creen Thumb

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

7659 TOPANGA CYN. BLVD.
CANOGA PARK, CA 91303

Natalie Balyasny

Producer

CA LIC #0F92130
nataliebalyasny@worldinsurance.com

(W

Landscape Contractors
Insurance Services

CA LIC #0755906

1835 N. Fine Ave., Suite 101
Fresno, CA 93727

0: 800-628-8735 x2786
m: 818-426-0521

f: 559-650-3558
worldinsurance.com
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Advertising Rates

2024 VALLEYSCAPE ADVERTISING RATES
The San Fernando Valley Valleyscape is published monthly by W‘:‘:ﬂ&::d
( k

El Dorado Communications, Inc. “ontractors

W Association

+ All 12 monthly issues are emailed to recipients via Constant

Contact. FUEL DISCOUNT PROGRAM

+ Recipients include all SFV chapter members, other chapter presi-
dents, State CLCA officers, and other Green Industry VIPs,
+ A growing list of potential members and other C-27 landscape

contractors will also receive the monthly email version of FUELING SUCCESS S F FLYERS
Valleyscape.

+ Additionally, four of these same issues are ALSO printed and YOUR COMMERCIAL FUELING PARTNER &
sent via US Mail to chapter members, state staff and officers, QUALITY MOBIL LUBRICANTS=t PROVIDER
advertisers, and other Green Industry decision-makers. Cardlock | Lubricants | Bobtail | Truck & Trailer

YEARLY COST - 12 ISSUES (Includes fOlll' printed issues) The Flyers Fuel Program offers California Landscape Contractors Association

D FULL PAGE (81/2" W X 11" H _ add %" bleed) $4 200 members discounts of 5 cents per gallon at over 240,000 CFN fueling stations

’ throughout the United States. In addition, members can utilize Flyer's Fleet
D 1/2 pAGE (Vert.—3 5/8" W x 9 5/8" H) $2 300 Manaoement System that helps members control costs, set limits on fuel services,
’ and streamline reporting. Discount only applicable for new accounts utilizing

a 1/2 PAGE (HOI‘iZ‘—71/2" W x4 5/8" I_I) $2,300 cardlock fueling services at CFN locations
D 1/4 PAGE (3 5/8" W x 4 5/8” H) $1’395 Contact Niki Warden to sign up taday or to

get your free fuel cost analysis.
(1 1/8 PAGE - Business Card (3 5/8" W x 2" H) $ 450

Niki Warden

**Ad fees for partial years are prorated to end of year. To Account Manager
determine, divide yearly rate by 12 and multiply by number of s il

months left in year. Ad agencies: Rates are NET.

**Special multi-chapter ad rates when including any of our other

publications: Channel Islands Clipper and Yosemite Chapter
Gmp evine/ NewScap € 800-899-2376 [ flyersenergy.com

DEADLINE for ads and stories: 15th of the month prior to
publication.

Contact Us!

RICK SACKS CELL: 805-260-5794
COMPANY . FAX: 805-934-2223
Terr:raq! Manager sM: 8[]?).4!7.0202
CONTACT Email EMAIL: R0
ricksacks@kellogggarden.com
BILLING ADDRESS 350 W. Sepulveda Blvd.
Carson, CA 90745
CITY STATE Z1p 800-232-2322
www.KelloggGarden.com
Phone Fax :
Helping people create beautiful landscapes and gardens.  Stnce 1925
COMPANY WEBSITE

John Hernandez, El Dorado Communications, Inc.,

18466 Dragonera Drive, Rowland Heights, CA 91748 CDI # 0B64616 ‘
|
‘ »

1

(626) 715-1757 + eldoradowriters@gmail.com Text for a Quote!

Call for technical information, questions or details ) b 562.682.0606
For more information on how we can help you reach the ~

decision-makers and potential clients you are looking for,

please fill out the form, scan and email us. We will send you a L ANDSC APERS Proud mznm; :; of CL..CA

Media Kit with additional information and come up with a Endorsed broker <4
promotional plan that works for you. ADVAN TAG E of the HAA
COMMERCIAL INSURANCE PROGRAM
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California AI d M b ? P h'
Y5 MEMBERSHIP APPLICATION fommember Green industry friende

W Association

. Sign Me Up! E Payment Information

I'm ready to benefit as a member of the California Landscape Annual Dues
Contractors Association. | will be joining as a:

___Affiliate Member: For persons affiliated with the green industry, such as
educators, landscape architects or government employees.

L] Affiliate Member $175

[] Contractor Member (see table below to determine

___ Contractor Member (C-27): For companies holding an active C-27 (landscape) category and dues — based on gross annual sales)
contractor’s license Member category
Please visit clca.org/join to sign up as a Vendor Member | [ yamber Gross Annual Sales | Annual |Vontiy
Category Dues | Payment Plan

3R $0-$400,000 $550

Less than $48!

2R $400,001-$1,000,000 $985 | Less than $84!

Name
. ] . ] ] 1R Over $1,000,000 | $1,185 |lessthan $101!
First Name Middle Initial Last Name Suffixes (or Certifications)

Sustaining R Voluntary | $1,375 |Lessthan $117!
Company Name * Licensed within the last two years
Phone Fax

Amount enclosed $

Private Email [ Check (payable to CLCA) L] Visa/Mastercard

CLCA will use this email address to provide you with news, announcements and association information.
It will not be shared or sold to anyone.

. . Credit Card #
Public Email
CLCA will publish this email address in member listings. It will also be provided to chapters and CLCA affiliates.
Address Expiration Date Three-digit SVC
City/State/Zi
y p Signature
Shipping Address (no PO. Boxes)
Date

City/State/Zip

License #

Privacy Disclosure (please initial)

| understand that by providing a public
‘ Choose Your Chapter(s) email address, | consent to have it published on
the internet, and provided to CLCA chapters and

Please select a chapter. endorsed programs. More info at clca.org/privacy.

Signature on thismembership applicationindicatesapplicant’s

___ Central Coast __ Los Angeles/San San Diego agreement to abide by the bylaws of CLCA and upon
Gabriel Valley termination ofm_embers_hlpto returntothe CLCA Headquarters
Channel Islands San Fernando Valley the membership certificate and to refrain from further
- use of the CLCA registered trademark or any other symbol

East Bay — North Coast San Francisco Bay Area or sign which would indicate membership.
Orange County Dues to CLCA are not deductible as a charitable contribution,
___ Inland Empire _ ___ San Luis Obispo but may be deductible as an ordinary and necessary business
Sacramento Valley expense. A portion of dues, however, is not deductible as an
___ Kern County - ___ Yosemite ordinary and necessary business expense to the extent that

CLCA engages in lobbying. The non-deductible portion of
your CLCA dues is seven percent.

membership@clca.org | CLCA, 1491 River Park Drive, #100, Sacramento, CA 95815 | (916) 830-2780 | fax: (916) 830-2788 | clca.org/join
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