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A woman had called to ask if I was 
interested in being on a television show 

to talk about the irrigation industry.  
My first reaction was, “Yeah right.  

I’m not going on TV.”
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Reflecting on what you and I do on a daily basis is 
nearly forgotten or often done while lying in bed 
after a long day, week or even month.  It is safe 
to say if we survive April, May and June, the 

remainder of the season is, at the least, manageable!  I re-
cently had an unexpected opportunity to share with many 
television viewers a snap-shot of the irrigation industry as 
it relates to homeowners.  This situation served as a re-
minder of why I do what I do on a daily basis.
 As always, the month of April feels like a marathon.  
Long hours, multiple estimates and grueling schedules 
test our limits.  After retreating back to the office one af-
ternoon, I scanned my message book only to find an odd, 
never-seen-before phone message.  A woman had called 
to ask if I was interested in being on a television show to 
talk about the irrigation industry.  My first reaction was, 

“Yeah right.  I’m not going on TV.”  But after a brief phone 
conversation, I agreed to meet with her to investigate what 
they were looking to promote or produce.  Being skepti-

cal toward the whole situation, I would surely be the last 
contractor caught promoting product that every homeown-
er could purchase at a “big box” store.  At the close of our 
meeting, I asked, “So what’s your timeline for recording 
this episode?”  She said, “Next week.”  “Seriously!?!” was 
my internal reaction.  In an attempt to be as professional as 
possible, my true, outward response was, “Alright, I’ll do 
it.  I can work that into my schedule.  I’ll begin preparing 
tomorrow.”  And I did.
 The day of the actual video shoot was interesting, to 
say the least.  I learned a lot about what is involved in mak-
ing a television episode.  “Do this, do that, say it with more 
enthusiasm, don’t do that,” is what I mostly remember be-
ing told to me.  (It reminds me of my earlier years when my 
mother reprimanded me!)  The most exciting part was the 
freedom to explain the components of an irrigation system, 
how they work, what they do and the recent progress that 
has been made within our industry.  Afterward, I thought 
to myself, “How awesome is it that I have this opportunity 
to better-inform the public about irrigation but more impor-
tantly, that we contractors are not water-wasters!”  I visited 
back at the office after the video shoot to take a brief mo-
ment to reflect on what I had just done (and clear my head 
of the craziness).
 After completing a job or being awarded a sizeable 
project, we feel good.  Why is that?  Is it because our sales 
tactic surpassed everyone else’s?  Is it because we are grate-
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President’s message
Continued from page 1

ful for more work?  Or do we feel good because we have 
one more chance to help someone use water more efficient-
ly, preserve one of our greatest resources, gain the trust and 
respect of another client and build your industry to the best 
of your ability?  Why have you committed to being part 
of the irrigation industry?  When you get some deserved 
down-time, reflect on what you have done, what you are 
currently doing and what lies ahead for you and your busi-
ness. 

Welcome New 
Members

Karl Schutz
Karl’s Lawn & Irrigation

Boonton, NJ
Lic # 17971

Donald Morrison
Barclay Irrigation Co.

Marlton, NJ
Lic # 17839

LICEB Rule Proposal Imminent

The Licensed Irrigation Contractors Examiners 
Board (LICEB), which licenses and regulates ir-
rigation contracting in New Jersey, held its final 
pre-proposal meeting at the end of June to fin-

ish drafting rules governing irrigation contracting busi-
ness permits and continuing education.  For several months 
now, IANJ has been at the table with the Board, working to 
ensure that its proposal offers a meaningful yet reasonable 
CEC requirement.
 While the rules are still governed by the Administra-
tive Procedures Act, which requires a published proposal 
with a 60 day public comment period, we now have a bet-
ter idea of what to expect and will be working to help our 
members prepare for the new rules.  Details of the immi-
nent proposal include:

Continuing Education Credits
•	 Licensed contractors renewing in 2012 will be required 

to demonstrate completion of 15 Continuing Education 
Credits (CECs) from 2009 through 2011. Licensed con-
tractors renewing in 2013 will be required to demon-
strate completion of 20 CECs from 2010 through 2012. 

•	 Licensed contractors renewing after 2013 will be re-
quired to demonstrate completion of 20 CECs over 
the past two years, eight of which must include wa-
ter conservation content.  Other approved content 
includes instruction in the design, installation and 
maintenance of systems or products; participation in 
demonstration projects, instruction in business devel-
opment techniques, and attendance at trade shows. 

•	 Organizations or companies wishing to sponsor 
CECs will be able to have their courses pre-approved 

by submitting a syllabus to the LICEB.  Sponsor-
ing agencies will be required to document attend-
ees and submit such documentation to the LICEB. 

•	 The LICEB will provide a form for applicants 
to document their CECs. Contractors can docu-
ment attendance at non pre-approved events 
by submitting a description of the course. 

Business Permits
•	 Irrigation Contracting businesses will be re-

quired to obtain a business permit from the LICEB. 

•	 A non-licensee may be a permittee, however that per-
son must designate a licensed irrigation contractor of 
record.  Businesses with more than one licensed con-
tractor may only designate one licensee or record. 

•	 A licensed irrigation contractor may only be 
the licensee of record for one business, simi-
lar to permits for plumbers and electricians. 

•	 If, as expected, the draft proposal is approved by the 
Office of Administrative Law, a formal proposal should 
be published as soon as August, setting up a final rule 
adoption this fall.

Legislative Report

For several months now, IANJ has been 
at the table with the Board, working to 

ensure that its proposal offers a 
meaningful yet reasonable CEC 

requirement.

http://www.ianj.com
Visit our websiteNew Supporters for IPAC - Thanking 

there support

American Lawn Sprinkler Company 

Jersey Shore Lawn Sprinklers
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IANJ TO HOLD BACKFLOW CERTIFICATION COURSE 
IN NORTHERN NEW JERSEY IN AUGUST 

  
IANJ is sponsoring a second Backflow Certification Class, presented by the New England Waterworks Associa-

tion. Even if you hold your certification, attendees can earn 20 CECs toward license renewal as approved by 
the NJ LICEB.  

 
Class size is limited to the first 24 registrants so don't delay. Sign up today!

 
Date: August 23-26, 2011

 
Time: 8:00am - 5:00pm

  
Location: John Deere Landscapes

779 Susquehanna Ave
Franklin Lakes, NJ 07417

Call the IANJ office at 973-850-3366 for registration information or visit www.ianj.com.

IT’S TIME TO SWITCH FROM 
WASTEFUL OVERHEAD SPRAYS . . .

TO WATER SAVING,
EARTH-FRIENDLY TECHLINE® EZ 

Made in the U.S.A. with Post Consumer Recycled Content

With rising water costs and new irrigation restrictions, clients are ready to make the switch to drip. 
Techline EZ quickly converts beds and medians to on-surface low volume coverage. Now’s the time 
to jump ahead of the competition and learn more about 12mm Techline EZ. It’s good for business!

WWW.NETAFIMUSA.COM/EZ-SWITCH

CONVERTING SPRAY BEDS TO TECHLINE® EZ

GOOD FOR THE PLANET
GOOD FOR BUSINESS

New Jersey IA_7.5x5.indd   1 7/1/11   10:53 AM

Landscapemanagement.net, April 2011

What keeps salespeople from achieving great-
er success?  My observations suggest there 
are several areas where salespeople can im-
prove with the help of a sales manager.  If 

you are willing to take the time and work with your sales 
team to address the issues most relevant to them, they will 
get better.  The areas where they can benefit most include 
the following:

•	 Time: Salespeople waste time working on “low-
return” opportunities. You can help them by insist-
ing they produce a two-week plan every week that 
identifies their lead, call, appointment, bid and pre-
sentation activities.  The key is to ask, “Will that 
activity get you closer to your goal, and have you 
allocated too little or too much time to it?”  Then 
be willing to help them rearrange the calendar.  
 

•	 Process: Salespeople should spend time on high-val-
ue activities.  These include networking, cold calling, 
appointment setting, phone call and email follow-
up, face-to-face meetings, presentations and clos-
ing.  You don’t hire them for their measuring, esti-
mating and proposal-producing skills.  You can help 
them by delegating these important tasks to others. 

•	 Product: In recent months, it has become painfully 
apparent to me that many salespeople do not truly 
understand the product they sell – in a way that mat-
ters to the consumer.  While they do not need to be 
horticultural experts, they must understand how your 
service benefits the customer in terms of your service 
features.  For example, a basic knowledge of irriga-
tion technology and its application to proper lawn care 
can demonstrate a practical problem-solving expertise 
that can close a sale.  You can help them by identify-
ing their gaps in product knowledge and training them.   

•	 Story: Many salespeople talk too much – often without 
saying a lot.  This is especially true when responding to 
the most important customer question they face: “Why 
should we hire you?”  You can almost hear the rambling 
begin and the wincing that follows.  A simple, value-
based story communicated in three to four sentences 
is sufficient to answer this question.  You can help 
them by having them commit your story to memory.   

•	 Personality: Account managers are gatherers, and 
are good at it because they have a need to be liked.  

How to Manage a Salesperson

Great salespeople are hunters, not gatherers, and are 
not as concerned with being liked.  They are more 
concerned with winning.  As a result, they will gen-
erally be better at qualifying and not waste theirs 
or the customer’s time.  You can’t really train this 
demeanor; you have to hire it.  That’s why I tend to 
shy away from great talkers and hire hunters to sell.   

•	 Poise: Many sales are lost in negotiation.  A negotia-
tion starts after the first customer objection – “you are 
too high-priced, we like our current contractor,” “we 
are in year two of a three-year contract, “ etc. Lots of 
salespeople freeze up at this critical stage, including 
myself.  You can help your sales team keep their poise 
by role-playing a simple formulaic method: Validate 
the objective, provide a possible solution, then trial 
close on the solution.  

Salespeople respond to coaching if they believe it is honest, 
direct and practical, and will help them win more often.  
Don’t wait for them to learn on their own time.  Observe 
their performance and address the right issues.  
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The wire and cable specialist Unless you’re a large business with hundreds or thousands of employees, providing and administering a 
health benefits plan can be a huge burden. However, if you’re a IANJ member, you can now take advan-
tage of a great group offering through the Association Master Trust

IANJ members are eligible to secure comprehensive self-funded health and dental benefits through Association 
Master Trust. The Association Master Trust covers approximately 10,000 participants from thirteen trade and 
member association benefit trusts.

Qualifying IANJ member firms can now enjoy all of the benefits of network services and modern claims admin-
istration. By being a member of AMT you’re part of a large group, and have access the same great health 
benefits plans the big guys do!

To learn more about AMT’s self-funded health benefits plans call 
Association Master Trust today at 

973-379-1090 ext. 236 for further details.
www.amt-nj.com • info@amt-nj.com

Group Health Coverage through 
IANJ and Association Master Trust

Great News for IANJ MembersIndustry Calendar

August 23   Backflow Testing Course, 
    Franklin Lakes, NJ

September 12  Annual IANJ Golf Outing, 
    Neshanic Valley Golf Club

September 21-23   IANJ Irrigation Auditor Course

October 10-11  IANJ Contractor License Exam 
    Study Class

December 7  IANJ Annual Meeting
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Irrigation Association of New Jersey  
21st Annual Golf Tournament

Join IANJ members and colleagues at their 21st Annual Golf Tournament on Monday, September 12, 2011 at the 
Neshanic Valley Golf Course in Neshanic Station, NJ.  Take advantage of this great opportunity to join IANJ mem-

bers and your colleagues and demonstrate your support of our Association. 
 

Sponsorship opportunities are available to Distributors, Manufacturers, Contractors, and Individuals on a first-
come, first-served basis. Enhance your company’s recognition to irrigation contractors by taking advantage of 

one of the many available sponsorships:
 

Individual Corporate Green Sponsors: $300
Dinner Sponsor: $1000

Lunch Sponsor: $500
Golf Cart Sponsor: $350

 
The deadline for sponsorship is Friday, August 26, 2011. 

Come play and bring a foursome.  Your registration fee of $175 covers lunch, dinner, greens fees and lockers.  
This is a great way to reward your staff or entertain your customers.  

For more information or to register to play or sponsor, call the IANJ office at 973-850-3366 or visit 
www.ianj.com for the golf brochure.

IPAC Update
IPAC- “Irrigation Political Action Committee” has been officially incorporated! John Carbone, Walter Mugavin, and I have formed IPAC 
with the endorsement and oversight of IANJ and the extensive help from Tim Martin at MBI Gluckshaw.

IANJ has always kept a vigilant eye on State legislative issues that threaten our industry, mustering the members into action, usually a letter 
campaign to Senators or perhaps a trip to Trenton. While this action is necessary, it is usually reactive, not proactive. Unfortunately, it takes 
money to motivate most law makers in our Garden State. IANJ cannot by law disburse funds for political action. IPAC can and will fund 
political action that benefits IANJ members.

IPAC’s first mission is to pass legislation that will allow qualified irrigation contractors to install points of connection, including backflow 
preventors! This is a huge task, one that got some interest last year, but fell short when there was no way to fund the political action. This 
year could be different.

New Jersey’s irrigation industry needs IPAC and IPAC needs members willing to financially support industry causes. Join IPAC and become 
a member today! Feel free to contact me with any questions or comments.

Very truly yours,
Stephen C. Dobossy
IPAC Chairman, steve@rrirrigation.com

    -------------------------------------------Tear off here------------------------------------------------

IPAC 212 West State Street, Trenton, NJ  08608  • PHONE: 609.392.3100; E-MAIL: • kchillerri@mbi-gs.com 
2010 IPAC MEMBERSHIP FORM

Participation Levels  ___ Dollar-a-Day Club $365.00
(Please check one) ___ Legislative Club  $250.00
                                           ___ Other Amount               _________

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

Name:              

Mailing Address:           

Phone (work):      Fax (work):              

Occupation           

Employer:             

Work Address:           
   Street Address    City     State     ZIP

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

http://www.ianj.com
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800-347-4272
www.JohnDeereLandscapes.com

Get The 
Products You 
Need, Plus So 
Much More

John Deere Landscapes is dedicated to becoming your distributor of choice. That’s why we 
strive not only to provide all the products you need to get the job done, but to be a true 
partner to your business.

Take advantage of continuing education opportunities, savings and benefits through 
our Business Solutions, and access to manufacturer representatives. Get all this, and 
the products you use everyday.

 – Fertilizers
 – Control & Combination Products
 – Soil Amendments
 – Irrigation Supplies

 – Pumps, Pipe & Fittings
 – Landscape Lighting
 – Pavers
 – Tools

Please call your local branch today and let us know how we can earn your business.

 – Seed
 – Nursery Stock
 – And More!

Now Celebrating our 95th Year!

•Pump and Well
•Water Treatment

•Irrigation
•Landscape Lighting

•Drainage
•Pond and Water Garden

3490 Rt. 9 South – Freehold NJ 07728 – 732-462-4800
Fax: 732-462-3011  Web: www.swanpump.com

Landscape Contractor, June 2011

Find a Focus.  Beyond having a product or service people 
want, figure out who your ideal customer is.  That way, you 
can communicate to others in your network what type of 
customer you’re looking for. 

Ask.  And whatever you do, don’t forget to ask for referrals.  
You need to continually remind customers who had a posi-
tive experience to tell their friends, family and network.  
And even if you’re not shy about asking for referrals, you 
should also find ways to thank your sources for their con-
tinued advocacy of your business.  

Team up.  Your might also consider teaming up with an-
other business with the same target customer.  This type of 
arrangements, allows you to leverage another company’s 
database to promote your own business.  A good example 

5 Ways to Boost Referrals

Continues on page 12
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Continued from page 10

Make Any Body More Efficient!
Toro® Precision™ Series Spray Nozzles

• 1”/hr. MPR on all radii and arcs, including
   side and corner strips
• Fit sprayhead bodies from Irritrol®, 
   Rain Bird® and Hunter®

• Solve low pressure problems
• Reduce water usage by up to 30%*
• Powered by patented H²O Chip Technology
    * Versus comparable MPR Nozzles.

Learn more on how to reduce 
water usage by visiting us at: 
http://torowatersmart.com

Toro WaterSmart™ Solutions
Precise. Efficient. Practical.

©2011 The Toro Company. All rights reserved

All nozzle data validated by multiple third parties including 
the Center for Irrigation Technology (CIT). 

For a technical documentation package validating this claim 
email watersmart@toro.com.

Make Any Body More Effi cient!MMakkeMake AAnyAny BBoddyy MMore EEEffffifificcciiient!!yy yy e ccc entdd oo MMore EEEEEEEfffifi ienBB !!B fifi iidyy ore Efficiento More EfficienB !B fi i
Toro® Precision™ Series Spray Nozzles

• 1”/hr. MPR on all radii and arcs, including
   side and corner strips
• Fit sprayhead bodies from Irritrol®, 
   Rain Bird® and Hunter®

• Solve low pressure problems
• Reduce water usage by up to 30%*
• Powered by patented H²O Chip Technology
    * Versus comparable MPR Nozzles.

Learn more on how to reduce 
water usage by visiting us at: 
http://torowatersmart.com

Toro WaterSmart™ Solutions
Precise. Effi cient. Practical.

©2011 The Toro Company. All rights reserved

All nozzle data validated by multiple third parties including 
the Center for Irrigation Technology (CIT). 

For a technical documentation package validating this claim 
email watersmart@toro.com.

of this includes: a high-end boutique and a tony hair salon 
or a chocolate shop and a florist.  

Provide a sweetener.  To get other companies to buy in, 
suggest they offer a gift voucher or another discount deal 
through the other business.  To sweeten the deal, you might 
offer to pay for the business owner’s mailing or e-mail ex-
penses.  

5 Ways to Boost Referrals
Partner up.  To cultivate a referral stream, look for compa-
nies that may make ideal strategic partners.  For instance, 
good examples of strategic alliances include: a landscape 
company and a landscape architect.  Since you and the 
other company have a shared target audience but compli-
mentary businesses, a partnership may behoove you both. 

John Gumm
Distric Sales Mananger
(609) 410-3025
john.gumm@toro.com

Visit us at: www.irritrol.com

IRRIGATION ASSOCIATION OF NEW JERSEY
2011 ONLINE MEMBER DIRECTORY

Didn’t get into this year’s printed directory? Need to update your information online?
Complete the form below and make sure your company listing is correct on the IANJ website (www.ianj.com).

2011 ONLINE DIRECTORY INFORMATION SHEET

Please update your 2011 directory information (fill out everything). 

*Contact Name: ________________________________________________________________

MEMBERSHIP/CLASSIFICATION:
CONTRACTOR: SUPPLIER: ASSOCIATE:  

COMPANY: ___________________________________________________________________

PRIMARY SERVICE/PRODUCT: __________________________________________________

MAILING ADDRESS:  ________________________________________________________                              
  ________________________________________________________                                     

COUNTY:                     ________________________________________________________

TELEPHONE:               _________________________  FAX: _________________________

*EMAIL:  ________________________ WEBSITE: ___________________________________

LANDSCAPE IRRIGATION DEP LICENSE # _______________________________________

Fax to IANJ: 973-838-7124 by July 31.

http://www.ianj.com
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Atlantic Irrigation Specialties, Inc. 
Proudly partnering with the IANJ and New Jersey Contractors  

 
   

3 Full Service Locations to Fulfill Every 
Irrigation, Lighting and Landscaping Need! 

Wayne, NJ- 973.628.0204 
Farmingdale, NJ- 732.751.0817 

Berlin, NJ- 856.767.1231 
*Call for a quote, or info on our Landscape Lighting,  

Water Gardening, & Rain Water Harvesting Seminars! 

Regardless of your organization’s 
size of resources, Smart Irrigation 
Month is a great platform to start or 
build on your company’s efforts to 

promote water efficiency and demonstrate your 
organization’s commitment to efficient water 
management solutions.  
 Need help promoting July as Smart Irriga-
tion Month?  Many tools and suggestions on 
how to participate are available through the 
Smart Irrigation Month website.  Visit the site 
to download logos, sample press releases, pub-
lic service announcements and more at no cost.

www.smartirrigationmonth.org

July is Smart Irrigation Month…

Your “GO TO” Partner 

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

S. Plainfield, NJ
(908) 753-5200

901 Montrose Avenue

Whippany, NJ
(973) 386-9076

64 S. Jefferson Road

Hawthorne, NJ
(973) 423-0222

1120 Goffle Road

Sewell, NJ 
(856) 228-6070 

223 Blackwood Road 

Lakewood, NJ 
(732) 363-5034 

1000 Airport Road,  
Suite # 206 

Visit our website; 
www.aquariusSupply.com to order 

online.  Save time and money! 

K-Rain RPS75 Rotor
Direct replacement for the HUNTER® PGP® 

 5 Year Warranty  - BETTER than  the PGP®  
 Manufactured with 100% virgin resin  
 3/4” Inlet with proven performance  
 Fits in a PGP® “can” (both old and new) 
 Adjusts just like the PGP® 
 Same specifications and spray pattern as 

the PGP®

Introducing K-Rain’s Custom Rotor Program…
Stand out from the crowd, build your brand, 
build your image and get more referrals with 
your company name and phone number 
molded on every rotor you install. 

JOIN NOW!
You can Make a Difference!

Call IANJ Headquarters 
for membership 

information at: (201) 358-9399

http://www.smartirrigationmonth.org
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New Jersey Landscape Irrigation Contractor Examining Board
Department of Environmental Protection

Bureau of Revenue
CN 417, Trenton, NJ 08625-0417

Gentlemen:

I have observed the below named contractor installing a landscape irrigation system. I request that the New Jersey Landscape 
Irrigation Contractor Examining Board verify that the contractor has obtained certification pursuant to Landscape Irrigation 
Contractor Certification Act, N.J.S.A. 45AA-1.

Date of Inquiry:

Name of Contractor Firm in Question:

Address:

Phone Number:

Address at which contractor was observed installing a landscape irrigation system:

I request that, should the contractor in question not be certified, the Board notify the contractor that he/she will be in violation 
of the Landscape Irrigation Contractor Certification Act as of January 1, 1997. I trust that the Board will send such notice in a 
timely manner and understand that I will receive further correspondence from the Board stating that said notice was made. I 
further resolve to make only this one request for verification for the above named contractor in question.

Signed:

Name of Contractor
Firm making inquiry:

Address:

Phone Number:

Non-certified contractors can be reported

In an effort to provide enforcement to the New Jersey  Landscape Irrigation Contractors Certification Act, N.J.S.A. 45AA-1, the Irriga-
tion Association of New Jersey has received a copy (through the New Jersey License Examining Board) of a Contractor Certification 
Verification form. This form may be used by Certified Irrigation Contractors to give the Examining Board the names of contractors 

they observe to be operating without the required certification. ALL FORMS MuST BE FILLED OuT COMPLETELY OR THEY 
WILL BE RETuRNED..

Install Rain Bird.® You cannot aff ord to waste time and 
money at the job site. You need to install irrigation products 
that work right out of the box, and will continue to deliver 
long after you leave. For nearly seven decades, Rain Bird has 
been the preferred choice for contractors who know that 
time is money. Install Confi dence.® Install Rain Bird.®

I only want to get down 

and dirty once. If i have to 

do it again, I’m losing money 

and time. Install con� dence, 

not callbacks or changeouts.

I only want to get down 

and dirty once. If i have to 

do it again, I’m losing money 

and time. Install con� dence, 

not callbacks or changeouts.

I only want to get down 

and dirty once. If I have to 

do it again, I’m losing money 

and time. Install con� dence, 

not callbacks or changeouts.

For more information on 
Rain Bird products, contact:

Jim Ash
Contractor Account Manager | Rain Bird Corporation
Mobile: (215) 356-9496 | E-mail: jash@rainbird.com

MCR-856_ICON_Ad.indd   1 2/2/11   11:43:24 AM

A delicious frosty beverage can be super-re-
freshing and when it’s hot and humid out, but 
beware: They can also be major diet busters.  
Sometimes that cool n’ easy cocktail can have 

hundred of calories per glass…Gulp! But don’t fret…
You can enjoy some summer sippers!  Now it’s time to 
break out the ice and the blender and enjoy some seasonal, 
cool, refreshing and fun drinks!
Here are our 4 summer drinks:

1. …and Soda: The “clearer” the drink, the better for 
your wasteline.  Creamy drinks 
and those made with sweet soda 
or fruit juice automatically add 
calories.  Club soda is calorie free; 
serve with a chunk of lime.  

2. Iced Tea: Freshly brewed tea 
over ice tea mixes, although you 
can buy sugar-sweetened of artifi-
cially sweetened.  And try herbal 
iced tea for a change of pace.  Add 
your own sweetener of choice, such 
as clover honey or a little artificial 
sweetener.  Don’t forget the fresh 
mint and lemon for that extra spe-
cial warm weather zing!

3. Virgin Bloody Mary: Simply 
order your Bloody Mary “virgin.” 
My favorite Bloody Mary is served 
in a tall chilled glass with 3 ounces 
of tomato juice and a dash each of 
fresh lemon juice, Worcestershire 
and Tabasco sauce.  Pour it over ice 
and garnish with fresh lime. 

4. Blender Beverages: When it’s 
hot, break out the blender and whip 
up some cool delights.  Whatever 
fruits suit your fancy, just cut it up 
and add to the blender along with a 
couple of cups of crushed ice and a 
cup of water.  Strawberry smooth-
ies are always a favorite.  Make 
your own with 2 cups of crushed 
ice, 1 to 2 cups of cold water, a cup 
of strawberries, and a half-cup of 
nonfat plain yogurt. (Or use sugar-
free vanilla yogurt for that extra 
yum!)

Cheers! 4 Best Summer Drinks



18   IANJ July Newsletter IANJ July Newsletter   19
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Continues on page 19

For this issue we will be reviewing a film entitled 
“Transformers: Dark of the Moon”
 
Title: “Transformers: Dark of the Moon”
Director: Michael Bay
Cast: Josh Duhamel, Rosie Huntington-Whiteley, Shia 
LaBeouf, Tyrese Gibson 

A sweet prologue (marred only by a phony-look-
ing digital JFK) recounts the war for Cybertron 
and the real reason behind the U.S.-Soviet space 
race of the 1960s. Cut to the present where Sam 

Witwicky (LaBeouf) struggles to find his first post-college 
job, while the Autobots led by Optimus Prime and the U.S. 
military’s NEST team led by Lt. Col. Lennox (Josh Du-
hamel) work in tandem to take out the remaining Decep-
ticons around the world.  However, the evil ‘bots eventu-
ally get the upper hand and begin an invasion to conquer 
the Earth with Chicago as Ground Zero in this final war 
between the Autobots/humans and Decepticons.  There’s 

more going on, but for the sake of spoilers we’ll keep it at 
that.
Sam’s new girlfriend, Carly, Victoria’s Secret model-
turned-first time actress Rosie Huntington-Whiteley, 
makes you think “Megan Who?” 

"Transformers: Dark of the Moon" gets three Rotors 

IANJ Movie Review IANJ Movie Review

Central Turf & Irrigation Supply

Complete Irrigation Solutions
Since 1990...That’s A Long Time

We’ve been  helping irrigation contractors for over 20 years with personalized technical 
assistance, professional design services and high quality, cost effective product solutions. 

LIGHTINGIRRIGATION EQUIPMENT

Early Spring Specials At Unbeatable Prices

Call or Visit Your Local Store Today For Details

centraltis.com

TOWACO PISCATAWAY WILLIAMSTOWN SPRING VALLEY, NY
1 Como Court 429 Bell Street 1738 Glassboro Road 81 E. Route 59

(973) 335-8404 (732) 752-7400 (856) 881-4446 (845) 356-7000

Do you remember it 
being this hot?

Let’s wait until it warms up. It is just a passing shower. I am glad I took 
swimming lessons.

Don’t forget your coat.

Control the Controller.

Now a change in the weather means an automatic change to your controller watering.

The New Solar Sync is the ET system that does the work for you. Simple.

The Solar Sync sensor and 
module work with all Pro-C 
and ICC controller models. 
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COMPANY

STORR TRACTOR

3191 U.S. Highway 
Somerville, NJ 

ph 908 722-9830  •  fax 908-722-9847

www.storrtractor.com

distributors of Quality commercial

175 13th Avenue
Ronkonkoma,NY 

ph 631-588-5222  •  fax 631-588-5698

Turf Care Equipment & Irrigation

The Storr Tractor Company is dedicated in providing our customers with the finest equipment our 
manufacturers can supply, supported with the highest level of customer service in all divisions.


