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AUCTIONEER Steven AUCTIONEER Steven Kinzler did another Kinzler did another 
outstanding job raising funds for Auxiliary outstanding job raising funds for Auxiliary 
scholarships. Here he shouts, “Sold for $60 to the scholarships. Here he shouts, “Sold for $60 to the 
little girl waving the paddle.” (Her parents paid… little girl waving the paddle.” (Her parents paid… 
all for a great cause.) More photos on page 7.all for a great cause.) More photos on page 7.

SFV PRESIDENT SFV PRESIDENT Francisco Francisco 
Salazar and wife Yuriela are Salazar and wife Yuriela are 
happy with their October 27 happy with their October 27 
Auxiliary Auction win, as is Auxiliary Auction win, as is 
their daughter Victoria. A their daughter Victoria. A 
$50 Starbuck’s Card was also $50 Starbuck’s Card was also 
included with the scholarship included with the scholarship 
fundraiser prize.fundraiser prize.

SAVE THE DATE!

Dual Chapter Installation  
Thursday, January 26
• SiteOne, 21361 Deering Ct., Canoga Park

•  2023 State President to install both  
San Fernando Valley and Channel Islands  
chapters board officers

• See page 3

SFV Holiday Party
• Saturday, December 10• RSVP by December 6• See pages 3 & 5 for details
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NOVEMBER  NOVEMBER  16TH & 17TH

ANAHEIM CONVENTION CENTERANAHEIM CONVENTION CENTER

The Two-Day Landscape
Educational Conference & Trade Show

Overnight Conference Packages Starting @ $495.00

• The West’s Largest  
Landscaping Conference

• Over 3,000  
Industry Professionals Gather

• Over 3 Acres of Exhibits

• 50+ Educational Sessions

• Thousands of Products

Overnight Conference Packages Available
Earn up to 9 CEUs • Stay at Anaheim’s Majestic Garden Hotel

• Unlimited Seminar Attendance • Unlimited Two-Day Exhibit Hall 
Admission • Industry Reception and Drink Tickets • Lunch Tickets 

Both Days • Special Give Aways and More . . .
 Sign Up Now For Only $495

Sign up Today at TheLandscapeExpo.com or Call 714-979-5276 x144
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Coming Events, Contact Numbers & More

Subject to Change – Check with Chapter Office First

WATCH FOR LAST-MINUTE CHANGES DUE TO COVID-19

Nov. 9-12  CLCA Convention, Hyatt Regency Resort and Spa, 
Indian Wells, CA

Dec.  1  Board Meeting 8 a.m., Millie’s Restaurant 16840 
Vanowen St., Van Nuys

 3  Channel Islands Christmas Party and white elephant 
gift exchange, 12 Noon at Pacific Corinthian Yacht 
Club, 2600 Harbor Blvd., Oxnard (805) 985-7292; 
pcyc.org $35 per person plus a $35 wrapped gift. 
Area chapter members welcome TBD. Call Kyle 
Hillendahl at (805) 864-0836 to RSVP.

 10  SFV Holiday Party at the Mickey and Cindy Strauss 
residence in Chatsworth. 6 p.m. Potluck, Holiday 
piano music. Bring an unwrapped gift for a child at 
Haven Hills Domestic Violence Shelter. RSVP by 
Dec. 6 to Jan Veis for details at sfvclca@gmail.com. 
Channel Islands members and friends invited.

Jan. 24-25 Leadership Conference, Sacramento

 26  Dual Chapter Installation – San Fernando Valley and 
Channel Islands Chapter Boards – 5 p.m. at SiteOne-
Canoga Park, 21361 Deering Ct. Vendors to demo 
battery powered tools. Evan Moffitt, 2023 State 
President is Installing Officer. Details TBD.

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 

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@lcisinc.com

TREASURER 
Mickey Strauss 

MSM Landscape Services, Inc. 
818-402-4500 

818-361-1788 fax 
 mickey@msmlandscape.net

BOARD OF DIRECTORS

Rich Angelo 
StayGreen, Inc. 
800-741-9150 

rangelo@staygreen.com

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 
Tom Lucas 

Performance Nursery – Somis 
(310) 925-8075   

tom@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

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

San Fernando Valley Chapter
2022 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

www.clcasfv.org

WEBSITE AND SOCIAL MEDIA 
Bronwyn Miller 

Eyescapes 
949-466-1222  

eyescapes@yahoo.com

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

Dual Chapter Installation  
Set for Thursday, January 26 
in Canoga Park
• 2023 State President to install both  

SFV and CI Officers

The chapter’s Installation of Officers will include board members 
from both San Fernando Valley and Channel Islands Chapters, as 

has been the case in recent years. The dual chapter Installation will 
be held January 26, 2023, at SiteOne-Canoga Park located at 21361 
Deering Ct., Canoga Park, CA 91304. Installing official will be 
Evan Moffitt, CLCA 2023 State President.

The event will include vendors who will demo battery powered 
tools. Milwaukee Tools has confirmed at press time, but other man-
ufacturers have also been invited.

The event will begin at 5:00 p.m. Other details TBD and will 
appear in the December issue. But for now…SAVE THE DATE!

Remove Bronze in July
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President’s Message

FRANCISCO 
SALAZAR 

SFV Chapter 
President  

Groundcare 
Landscape Co.

With Pride

Hello San Fernando Valley CLCA members. 
First off, I would like to thank all those 

who attended our Auxiliary LEAF Scholarship 
Auction. It was a great 
event with great food in a 
family style setting. Thank 
you to everyone that 
lifted that bidding paddle 
and helped generate a 
promise to a future LEAF 
Scholarship recipient. 
Special thanks to Cindy 

Strauss, the Auxiliary committee (Mickey) and 
our auctioneer Steven Kinzler.

I’m really excited now about our Convention 
in Indian Wells where I hope to see many of you, as we close out the 
year with our last State event. Just so that you know, our first State 
event of the new year will be our Leadership Conference January 
24-25 in Sacramento. The Leadership Conference is for chapter 
board members and other CLCA VIPs. 

Among other things, the conference is designed to help chapter offi-
cers fulfill their roles on their respective boards by providing rules, 
regs, techniques and ideas that will make their jobs a lot easier and 
in line with State guidelines. If you have not been to a Leadership 

Conference before, check with me and we’ll see if we can work it out. 
There is a lot to learn and there is no better setting for networking.

We are still filling positions in our board for 
next year, so if you are interested in being more 
active do not hesitate to contact me to discuss 
how you can help our community and trade as 
well as yourself.

Lastly, plan to attend the SFV Chapter Holiday 
Party Saturday, December 10 at the home of 
Mickey and Cindy Strauss. The event is pot-
luck, and will feature Holiday piano music, 
great camaraderie, and a lot of fun. Email  
Jan Veis at sfvclca@gmail.com or call  
(818) 772-7233 for details if you are planning 
to attend. See you at the Convention!   

 – Francisco

If you have not been to a 
Leadership Conference before, 
check with me and we’ll see 
if we can work it out. There is 
a lot to learn and there is no 
better setting for networking.
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The party – complete with a pianist to add 
to the festivities – is a potluck, so everyone 
is asked to bring their favorite side dish or 

dessert. This ensures that the event will be 
filled with delicious food favorites from many 

cultures, as diverse as our membership and 
their varied food tastes. The main course will 
be provided by our hosts, Mickey and Cindy 
Strauss. Please bring an unwrapped gift for 

a child to be donated to the Haven Hills 
Domestic Violence Shelter.

SATURDAY, DECEMBER 10, 2022
6 P.M. IN CHATSWORTH

Email Jan Veis at sfvclca@gmail.com to 
RSVP by December 6 and let her know 
what potluck dish you will be bringing!

YOU’RE INVITED to the
CLCA San Fernando Valley Chapter
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JOSÉ ROBLES 
Owner 

Landscape Warehouse

Supplier’s Corner

Education is the Key to Growth

As a young man newly arrived in Fresno 
and working on my uncle’s farm, my Tío 

Rubén gave me some advice that helped set 
me on the path for personal and professional 
growth. He told me to finish school and 
then find a trade in a field of endeavor I truly 
enjoyed. That’s good standard advice for any 
profession. But then he told me to learn as 
much as I could about my chosen trade, and 
never stop learning about it. “Education is the 

key to success,” he said. I have adopted that bit of wisdom, and it 
has never failed me.

After high school, I was offered a scholarship to play soccer at Fresno 
State. The choices you make define what you are and what you are 
going to be. As tempting as it sounded, I knew my time would be 
better spent working on my future, rather than kicking a ball around 
for a couple of years. My love of landscaping and my need to earn an 
income won out. I believe I made the right decision.

You may have received a formal education in landscaping related 
subjects from Pierce, Cal Poly or another college with a horticul-
ture department. Or, like me, you learned and honed your craft via 
classes at local suppliers’ locations, industry seminars, working your 
way through the various levels of local landscape companies, or all of 

the above. Education is what has helped transform us from someone 
having to use our physical ability – a pick and shovel – into someone 
who understands the technical and management side of the busi-
ness. We now pick up a pen, sign the checks, and hopefully shovel 
some of the money earned toward our company and our fantastic 
employees.

In a way, our businesses are like the plants we take care of. Either 
we are growing, or we are dying. It is education and ever-increasing 
knowledge which spurs the growth that keeps us at the top of our 
game, and our businesses flourishing. If we quit learning, we quit 
adapting. If we quit adapting, the industry will pass us by and so will 
our customers. 

I went from taking classes in various aspects of landscaping to 
teaching them…something I really enjoy. I bring this up, because 
our newest location, Landscape Warehouse-North Hollywood, 
located at 11311 Hartland Street, (818) 287-8866, has several 
large rooms where we plan to offer hands-on classes on important 
landscape related subjects. These would include:
•   Water Conservation – Drip irrigation from different 

manufacturers
•   Landscape Lighting Installation
•   Valve Repair
•   Controller Programming
•   How to design and build a reliable irrigation system
•   And more!

These classes will not only help you hone your skills, but your 
employees will also learn from them, increasing their capabilities 
and their value to your company.

Although we are already open in North Hollywood and ready to 
serve your landscape supply needs. we are planning a future Grand 
Opening celebration there…and you’re invited. We’ll get you the 
details regarding the celebration and our class schedule just as soon 
as available. Looking forward to seeing you there. – José

“Formal education will make you a living; self-education will make 
you a fortune.” – Jim Rohn

   

Soil Analysis Service
• National Independent Certified Lab

• Analysis Recommendations with Graphics
Reports can be send via email or U.S. Mail

• Fast Turnaround • Consulting Services

Analysiwww.gropower.com

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



SFV CLCA Valleyscape   November 2022   7 

Remembering a Green Industry Legend

FORMER SFV FIRST COUPLE Steven and 
Debilyn Kinzler (right) invited daughter Kasee, 
her husband Leland Ortega, and baby Theodore 

(hiding in stroller) to join in the fun.

PAST STATE AND SFV PRESIDENT  
Rich Angelo enjoys the event with SFV AM 

Rep Tom Lucas. Tom brought jars of honey for 
attendees. (A beekeeper uses part of his property. 

Sweet thought, Tom.)

MULTI-GENERATIONAL EVENING was 
celebrated by (from right) President Francisco 

Salazar, wife Yuriela, her 96-year-young 
grandmother Victoria, Yuriela’s mother Blanca, 

and Ivan Salazar with niece Victoria.

THERE’S BABY THEODORE with his mom 
Kasee Ortega. Thank you to all the families who 

attended. Because of your participation more than 
$800 was raised for LEAF scholarships.

PAST STATE PRESIDENTS Charles Nunley 
and Mickey Strauss have enjoyed well over 20 
of these LEAF fundraisers and continue to look 

forward to them every year. Mickey also helps wife 
Cindy organize them.

CPC SOUTH DIRECTOR Ed Wallace scored 
on a bottle of JD and glasses to drink it with. 

Nice prize considering no one knows what they 
are bidding on. Don’t miss this event next year. 

It’s a blast!

KIDS’ NIGHT AT THE AUCTION  
Auxiliary VIP Wendy Emeterio enjoys the bidding 
along with grandson Landen and Rene Emeterio. 
Lots of youngsters were there to enjoy the festivities.

 

TWO-FER – With this mystery prize you get 
a jar of honey. Such a deal from SFV Auxiliary 
President Cindy Strauss and Auctioneer Steven 
Kinzler. The auction took place at Mandarin 

King Restaurant in Northridge.

 

SFV PAST PRESIDENTS Rich Angelo, Rene Emeterio, Mickey Strauss, and Steven Kinzler (far right) 
join CLCA Ambassador Charles Nunley (center), CI President-Elect Ivan Salazar, and SFV President 

Francisco Salazar, at the fun-filled Oct. 27 Auxiliary LEAF Scholarship fundraiser.

 

SFV VP PROGRAMS Josh Emeterio and 
wife Lauren complete the family night out with 

daughter Remingtin.

 

ADAM AND LESLIE COLVIN joined the 
others in a moment of silence early in the evening 

in remembrance of many-year auctioneer and SFV 
VIP Nelson Colvin. This one was for you, Nelson.

SFV Auxiliary Auction Raises Over $800 for ScholarshipsSFV Auxiliary Auction Raises Over $800 for Scholarships
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Wise Words

Equipment
COASTLINE

www.coastlineequipment.com

Sales • Rentals • Parts • Service Your Southern California
Compact Equipment Dealer

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

Call: Chris Chadwick at (805) 207-0632

Negative Nicknames From an article by Mark Matteson, Sparking Success

Our job is not to stick our toes in the water, it IS to make waves! 
Stick up for your kids, your employees, and your friends. Here are 
some thoughts on negative nicknames...

From age 12 to 13-1/2, I grew 9” in those painful 18 months. I was 
a gangly, clumsy kid. Who wouldn’t be? My knees ached constantly, 
and I knocked things over with great regularity. It became an issue 
in my family and frankly, a punch line and callback, mostly with 
raised eyebrows or disgusted looks. Non-verbal cues of frustration. 

In 1969, our family visited my maternal grandmother and her 
husband in England. My step-grandfather, Opa, was an impatient 
old curmudgeon (a surly or bad-tempered person) that couldn’t 
tolerate my awkward behaviors and occasional mishaps (the spilled 
glass, tripping over footstools, etc.). He coined the term “Muckle-
hummocks” which I later discovered meant “large (clumsy) hill. 
It was a cutting comment from a man that was afraid and had low 
self-esteem, putting me down to lift himself up. No one ever said 
anything to him. “Don’t make waves,” my mother would say.

Years later when I became a good college basketball player, my 
mother was astounded at the transformation. Opa was wrong. I 
vowed to never do that to my kids, employees, or anyone else’s for 
that matter.

Children (and employees) rise to the level of expectation.
Words trigger pictures and bring about emotion, positive or nega-
tive. Those images and words become self-fulfilling prophecies. 
Great leaders understand this and apply it to create great results, in 
organizations, schools, sports teams, and churches. “Treat me as I 
am, I remain. Treat me as I can be, I become.”

My youngest son Evan was described as “A Late Bloomer” in high 
school. Everyone agreed, he had great potential. This is called the 
Pygmalion Effect. Teachers and coaches’ expectations can predict 
academic and athletic blooming. Armed with that information, I 
predicted Evan’s success from the time he was 12 until 22, “Your 
future is so bright, it burns my eyes to look at it. You will go so 
much further than I ever did in school, sports and business!” I said 
that to him hundreds of times. I gave him the nickname “Beast” 
(as in “beast on the boards!”) Guess what? He did! His senior year 
in college at Texas A&M International University he led his team 
to the Conference Championship and playoffs and was voted 
MVP of the conference, an All-American, and was drafted in the 
NBA’s D-League. The principle is called “The Pygmalion Effect.” 
According to a study by Rosenthal in 1968, there are four factors for 
creating the Pygmalion Effect:

Continued on page 11

http://www.coastlineequipment.com
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Interest Rates

Protecting Your Business from Interest Rate Hikes  
From an article by Dean Kaplan of The Kaplan Group

1. Tighten your credit approval criteria
This is no time to offer easy credit to anyone. Instead, you should 
take a hard look at your credit approval procedures, revising them to 
actively filter out customers who pose future payment risks.

For example, if you’ve been lax about investigating an applicant’s 
financial health before extending credit, close that loophole right 
now. If a business has struggled to pay other vendors or is too new to 
have a solid credit history, you might put them on a cash-only basis 
for the first few months or offer tighter terms to start.

Watch all new accounts like a hawk until you feel reasonably sure 
they qualify for better terms, and take rapid action when debtors fall 
behind.

2. Align your sales efforts with the new economic realities
When the economy is healthy, your sales team may feel free to grow 
your customer base without thinking much about a potential cli-
ent’s creditworthiness. This strategy is fine when all businesses are 
doing relatively well, and even newer enterprises can steer their way 
out of temporary lulls to achieve profitability.

In tougher times and when preparing for interest rate hikes, how-
ever, your sales team needs to focus on quality, not quantity. This 
means selling more goods or services to customers who have a 
proven record of paying on time. New customers are welcome but 
make it clear that you will not green-light credit applications as 
readily as you did before.

3. Deal with past-due accounts right away
Taking fast action when customers pay late may be even more 
important than changing your company’s credit approval proce-
dures. Still, if you’re like most businesses, you probably haven’t paid 
enough attention to this essential practice.

All economic signs point to a race for the money as creditors push to 
collect from every struggling customer. Those who take action at the 
earliest possible moment will have a distinct advantage.

4.  Give your accounts receivable team the resources they 
need

It takes time and skill to manage receivables effectively. Your cur-
rent team may need more people and possibly more training to stay 
on top of past-due accounts. New protocols need to be created for 
accounts that reach the 30-day and 60-day past due point. Your 
accounts receivable team may have let accounts go until they hit 90 
days, but this no longer makes good business sense.

Consider this the starting point of a 12-month campaign to improve 
the health of your receivables. With all economic signals pointing 
to rough times ahead, you’ll be glad you did everything possible to 
prepare for interest rate hikes, minimize default risks, and protect 
your bottom line.

Tip the balance 
in your favor
Stand out to potential clients! Let them know 
your status as a CLCA member with free 
member logos and decals. 

• Spotlight your professionalism.

• Increase consumer trust.

Use on vehicles, website,  
business cards,  
proposals and  
more!

MEMBERCLCA

clca.org/logos

Request decals or 
download logos today!
Various styles available. 

http://clca.org/upsell-water-management
http://www.eldoradocommunicationspublications.info
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Money Matters

The 10 Key Ingredients to Financial Well-Being  
From an article by Mark Kraveitz Managing Partner and Founder of ALINE Wealth

Your financial health, in fact, impacts so many other aspects of 
your life, including productivity, health, and happiness. But 

becoming financially successful isn’t complicated, it just requires 
consistency and dedication. The following 10 steps can help you 
achieve financial success. And the best news is, it’s never too late to 
start!

1. Strive to live within your means
Set a budget and work on sticking to it for three months. After three 
months, revisit your initial budget and goals, and revise if necessary. 
Budgeting apps like Mint and Personal Capital are great places to 
start, but you can also build something simple in Excel.

2. Put as much money away as you can
Start to save as soon as you get your first job (or as soon as you can, 
if you’re past that!). If available to you, get into the habit of putting 
away as much as you can into your company-sponsored retirement 
plan, usually a 401(k) or 403(b); if your employer doesn’t offer one, 
consider opening an IRA. Continue doing this throughout your 
entire career, and as you receive raises, increase the amount you’re 
putting away. Never buy anything you can’t afford.

3.  Don’t put all your financial eggs in one basket – 
diversify

In simple terms, diversification equates to not putting all your 
eggs in one basket. If you’re diversified, your portfolio will allocate 

investments across industries, geographies, and more. Your portfolio 
make up will be based on risk tolerance, cash flow, needs, time hori-
zon, and goals. You can bucket each account according to your goals 
and diversify them accordingly.

4. Embrace the power of compound interest
Iconic scientific genius Albert Einstein allegedly once said the eighth 
wonder of the world is compound interest. Why? Because when 
you can allow your money to compound and make money on your 
money, your investments can grow significantly. Compound inter-
est is another reason to start saving as early as you can, so you can 
truly make your money work for you.

5. Educate yourself about investing
As famed businessman Sy Syms said, “An educated consumer is our 
best customer.” Educate yourself about the investment world. The 
more educated you are, the better you will be able to differentiate 
between the right and wrong investments for you.

6.  Ensure your children’s financial well-being by teaching 
them about finances

Fostering financial wisdom is a powerful way to help your children 
and grandchildren build a solid, stable knowledge of the financial 
markets. It will help them with their independence while giving you 
the ability to pass along your values to the next generation.

7. Put your estate in order
It’s critical to have a will, or you will let the courts decide how to 
distribute your assets when you pass. While Covid-19 raised estate 
planning awareness, especially among younger people who may not 
have thought much about it before, two out of three adults still do 
not have a will. Regardless of your age or health, talk to your heirs 
about how you want to distribute your assets upon death.

8. Don’t let emotions dictate your investment decisions
Fluctuations are a normal part of investing. Don’t get emotionally 
involved in the ups and downs of the market. Be careful listening to 
the “media experts” because they look at things on a daily basis. As 
an investor, you should be looking more long-term and not worried 
about the daily movements of the market.

9. Spread the wealth
Should you be one of the fortunate ones who has achieved financial 
well-being and made enough money to live comfortably on through 
retirement, consider spreading that wealth and supporting causes 
that are important to you. Involve your children so they can learn 
important lessons about philanthropy.

10.  Hire the right professionals to help you achieve 
financial well-being

As your financial situation becomes more complicated, consider 
hiring a professional to help. Look for professionals who have your 
best interest at heart and ones that have a fiduciary responsibility to 
put your needs ahead of theirs. When evaluating different options, 
ask how they get paid and what you can expect from working with 
them.

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

The Climate (Environment) Factor – They are simply nicer to 
their students in the things they say and their non-verbal communi-
cation.

The Input Factor – The teachers teach more and better material to 
the students. They expect them to learn it.

The Response Opportunity Factor – Kids and employees do better 
when they get a chance to respond. They call on them more often 
and let them talk longer.

The Feedback Factor – The kids and employees get praised for 
good answers and get clarity and paraphrased feedback for low-qual-
ity answers, like, “Yes, good, and in addition….” There is a synergy 
and collaboration in every interaction that makes people feel impor-
tant and needed.

Does this work with employees and adults? You bet it does. Our job 
is not to stick our toes in the water, it IS to make waves! Stick up for 
your kids, your employees, and your friends. Don’t let the Opa’s of 
the world determine your worth/self-image or that of your children 
or employees. What if they are wrong? (Bullies usually are!) Believe 
in others and say so. “Your future is so bright, it burns my eyes to 
look at it!”

Just ask Evan. No one ever called him Muckle-hummocks, just Late 
Bloomer and “Beast!”

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.

  

ARCHITECTURAL LANDSCAPE & OUTDOOR L IGHTINGPRO +

Jerry Robin
Water Wellness Coach / H2 Advisor
Certified Molecular Hydration Specialist

626-644-4239
AAwater@jerryrobin.com

Molecular 
Hydrogen-infused 
Alkaline Water…
From your own kitchen tap!From your own kitchen tap!

No more plastic bottles  No more plastic bottles  
harming the environment!harming the environment!

www.StopBottledWaterWaste.com

Negative Nicknames, from Page 8
CDI # 0B64616

COMMERCIAL INSURANCE PROGRAM

Endorsed broker 
of the HAA

Proud member of CLCA
and an

Text for a Quote!
562.682.0606
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Best Hiring Practices

Continued on page 13

Seven Ways to Ensure Onboarding New Managers is Successful  
From an article in allBusiness

1. Invest time in training the “why”
It’s not just about processes and procedures. You also have to be sure 
to engrain the “company way.” Managers play a key role because 
they also shape the team of employees that they manage. By invest-
ing the extra time in also training on the “why,” you empower the 
manager to lead. This sets up 
a manager for true success to 
manage a team of employees 
to work toward one goal. – Bill 
Mulholland, ARC Relocation

2.  Trust them from the 
get-go

If you treat managers like they 
are in a trial period, they will 
start in a defensive posture. 
Communicate that there is inher-
ent trust and room for error and 
that you chose them for the long 
haul. This is a good strategy for more than management. Everyone 
wants some latitude in their work. Give it to them, and see not only 
your bottom line grow, but also your brand loyalty. – Matthew 
Capala, Alphametic

3. Let them get hands-on experience
Get their hands dirty while they learn about the product. If they’re 
in sales, have them sit in on sales calls. If they’re in marketing, let 
them dig into the analytics, watch buyer call recordings, etc. While 
they’re actively going through the typical onboarding checklist, get-

ting hands-on with your product 
or service and joining calls as an 
observer will quickly get them 
up to speed. – Andy Karuza, 
NachoNacho

4.  Be clear about 
expectations

One primary way to set up your 
managers for success from the 
start is to be crystal clear about 
expectations. It’s absolutely criti-
cal that your managers are certain 
about what you expect from 

them at the very beginning. The benefits of this are long-lasting. 
Setting expectations prevents misunderstandings and ensures a good 
cultural fit by informing them of what your teams will expect from 
them. – Richard Fong, Assured Standard

THANK YOU to all the generous Sponsors 
of the 8th Annual Channel Islands Chapter 

Deep Sea Fishing Trip!

 

Name #1________________________________________ Company ___________________________________
Phone__________________________________________ Email _____________________________________ 
Name #2________________________________________ No. of Angler(s) @ $125 ______               $________ 
Name #3________________________________________ Sponsorship @ $250                     $________ 
Name #4________________________________________ TOTAL Enclosed:                    $________ 
IF PAYING BY CREDIT CARD:

Name on card_____________________________________________________ Signature____________________________________________________

Card #___________________________________________________________ Exp. Date___________ Sec Code_____________

Billing Address (addr, city, state, zip)______________________________________________________________________________________________________

Send completed form and check (made payable to California Landscape Contractors Association – Please write  
“Channel Islands Fishing Trip” in the Memo line) to: John R. Hernandez, CLCA Channel Islands Chapter Treasurer

18466 Dragonera Drive, Rowland Heights, CA 91748. For more information: (626) 715-1757

Name ____________________________________  Company ____________________________________ 

Phone __________________________________  Email _________________________________________

$125.00 x _____ Angler(s)

Total Enclosed: __________

Send completed form and check (made payable to California Landscape Contractors Association) to:
John R. Hernandez, CLCA Channel Islands Chapter Treasurer 

18466 Dragonera Drive, Rowland Heights, CA 91748

 

IMPORTANT NOTICE: No ice chests, glass bottles, illegal 
drugs, firearms, or alcohol may be brought onto the boat.

Online Sign-Up and Payment: www.clcachannelislands.org

New Boat,  
New Sportfishing Landing, 

Same Big Fun!
Join us on Friday, September 16 on the 65-ft. 
Coroloma Sportfishing vessel for a full day 
of fishing in the waters around the beautiful 
Channel Islands. The Coroloma is based out of 
Hook’s Landing in the same general area as our 
previous fishing trips, but on the other side of 
the harbor.

Previous years’ trips have sold out in a matter of 
days, so don’t be left out. Get your reservations 
in now while there is still plenty of room for you 
and your fishing buddies.

Fill out the names of the anglers in your party 
if that has been decided. If not, call John 
Hernandez at (626) 715-1757 and tentatively 
reserve your spots. Fishing spots are only fully 
secured when payment is received.

Suppliers: bring your favorite contractors  
with you! Fishing is $125 per person.  

FISH ON!

ANGLER SIGN-UP FORM
8th Annual CLCA 

Channel Islands Chapter

Friday, September 16, 2022
5 a.m. to 4 p.m.

Hook’s Sportfishing
3550 Harbor Blvd. #115

Oxnard, CA 93035
(805) 382-6233

Thanks to our Sponsors so far:

For more info on Sponsorship opportunities and benefits:  
Contact John R. Hernandez, CLCA Channel Islands Treasurer

eldoradowriters@gmail.com or (626) 715-1757

SK LANDSCAPE  
DESIGN, INC.
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Best Hiring Practices

Onboarding New Managers, from Page 12

5. Provide proper training
The best way to onboard managers is to have a proper training ses-
sion in which you tell them about the company culture, how things 
happen, what they are expected to do in certain situations, and 
more. Training them right in the beginning is a great way to set 
them up to thrive without fail. – Thomas Griffin, OptinMonster

6. Create easily accessible documentation
It doesn’t matter if you’re onboarding a new writer, social media 
marketer, or manager – proper documentation makes all the differ-
ence. We have a comprehensive list of documents created by existing 
team members that new hires can access if they want to learn more 
about their roles and get step-by-step information on performing 
specific tasks. – John Brackett, Smash Balloon LLC

7.  Share seemingly “counterintuitive” skills and 
knowledge

When onboarding, it is paramount for new hires to have a deep 
understanding of their role, so they know what skills or knowledge 
are necessary to do well. While many things can be learned on the 
job, prioritizing lessons and trainings on concepts that may be 
counterintuitive or hard to pick up will help new managers thrive 
quickly. – Akshar Bonu, The Custom Movement

  

Dear California Landscape Contractors Association member, 
 
In an effort to encourage more association membership while creating value to 
our existing members, the CLCA has partnered with California fuel distributor 
Flyers Energy (www.4flyers.com) to offer a full service commercial fuel discount 
program to association members! 

• 5-cent fuel discount per gallon when purchased with a Flyers CFN 
(Commercial Fueling Network) card 

• 5-cent fuel discount per gallon when purchased with a Flyers Pacific Pride 
card 

Here’s how to get started: 
 
Contact Niki Warden at (530) 863-4560 or nicholw@4flyers.com for more 
information. Flyers Energy will also provide a FREE cost analysis of your most 
recent fuel invoice to determine whether a CLCA-endorsed fuel program will 
benefit your business. 
 
We encourage you to start saving money and support CLCA by taking advantage 
of this special program. 
 
Sincerely, 
 
Niki Warden 
Account Manager 
(530) 863-4560 Office 
(530) 863-4020 Fax 
www.flyersenergy.com 
 
 
P.S. Flyers is the largest authorized distributor of quality Mobil lubricants in 

  

 

http://www.landscapewarehouse.net
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Your Immediate Future is Your  
Present Thinking Made Visible

In this season of Thanksgiving, I am thankful about being drawn to 
our profession as landscape designers, contractors, and, of course, 

all the allied trades that compliment and 
help us fulfill our chosen vocations. I am 
also thankful that our Creator has placed 
Himself within each of us as the oak tree 
is within the acorn. This signifies that the 
Wisdom of God is within the creative minds 
of every sentient being and is ready to act 
on each of our desires aligned with God’s 
Calling on our life.

Genius is an ever-flowing fountain of 
creative achievement that shows up by means of our thinking.  
It moves from conscious thought into a subjective substance that 
only knows to act upon our desires. Your immediate future is your 
present thinking made visible.

There is only one starting point, that is knowing that our co-creative 
ability is a gift from God from the first breath of His love. To under-
stand this ability has taken me some time. I feel illuminated each 
day as I celebrate the here and now.

I am also thankful that I am beginning to understand – as the indig-
enous people do – that there is a dynamic oneness with this Spirit 
– a Divine intelligence that is within us as infinite intelligence. 

Know this, unlimited good is experi-
enced as we tune into God’s Divine 

Nature within. 
Recognizing that 
being co-creators 
of our creative 
endeavors is a 
wonderous dis-
covery. As I have said before – The wonder 
of my way is the way of my wonder. 

In this special time of year, I am thankful 
for – and celebrate with you – God’s love 

and prosperity and the happiness only He can bring. Love does, 
always. – Namaste, Dave

“I know the infinite invisible as God, everywhere equally and evenly 
present. This is the omnipresence that shapes us…everyone.”  
 – Rev. John Scott-Jamica

Just Takin’ a Moment

DAVID JUNOD 
Sheridan Landscaping, 

Inc.

Genius is an ever-flowing fountain 
of creative achievement that shows 
up by means of our thinking. It 
moves from conscious thought into a 
subjective substance that only knows 
to act upon our desires.

Reach Your Target MarketReach Your Target Market

ADVERTISE WITH US!ADVERTISE WITH US!
Call John HernandezCall John Hernandez

(626) 715-1757(626) 715-1757

~KURAPIA~

Ask us about 
other water saving
turfgrasses, too!

westcoastturf.com
888/893-8873

• A turfgrass alternative changing the industry

• No need to sacrifice lawns to save water on landscape

• Grows low to the ground rarely exceeding 1”

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

DRoUght
toleRAnt 

 gRoUnDcoveR
soD

FEBRUARY 9, 2023
San Mateo Event Center

GROWING 
FORWARD

Learn more! norcaltradeshow.org

Trade Show and Educational Seminars

Landscape
Nursery Show

&Landscape
Nursery Show

&

http://westcoastturf.com
http://norcaltradeshow.org


COMPACT MACHINES.
WITH FULL-SIZE IMPACT.

Equipment
COASTLINE

www.coastlineequipment.com

John Deere Compact Construction Equipment 
are packed with technology like JD Link to help
maximize productivity and power up your project, 
from the factory. Customers can take advantage 
of John Deere Skid Steers, Excavators, and even
Compact Track Loaders with Topcon 3D grade 
control built-in. 

OUT HERE. WE’RE ALL IN.Long Beach, CA
(562) 272-7400

Santa Ana, CA
(714) 265-5500

Oxnard, CA
(805) 485-2106

Sylmar, CA
(818) 890-3353

Jerome, ID
(208) 324-2900 

Las Vegas, NV
(702) 399-2700

Bakersfield, CA
(661) 399-3600

Santa Maria, CA
(805) 922-8329

Meridian, ID
(208) 888-3337

McCall, ID
(208) 634-3903

Elko, NV
(775) 777-7070

John Deere 333G Smartgrade

Need Financing? 
Get Approved from

your phone.
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