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Have you ever tried to learn a new language?  
It’s not easy is it?  I briefly took classes in high 
school and college to learn the Spanish lan-
guage.  My only intent was to fulfill the mini-

mum foreign language requirement in order to graduate at 
both levels.  To this day, I use every ounce of that not-so-
foreign language to communicate at my workplace.
 The time has come for irrigation contractors in New 
Jersey to learn a new language.  Fortunately, it consists of 
letters and words we all understand.  Until this point in 
time, we have never had to apply it to the irrigation indus-
try in New Jersey.  The foundation of this new language is 
as follows: “Tier 1”, “Tier 2” and “Tier 3”.  Simple, right?  
Soon enough, all NJ licensed irrigation contractors must be 

well versed in this new “language”.
 LICEB (Landscape Irrigation Contractors Examining 
Board) will be requiring that all NJ licensed irrigation con-
tractors participate in education and activities that direct-

ly pertain to the irrigation industry, thus earning CEC’s to 
maintain a license.  CEC’s (Continuing Education Cred-
its) will be issued upon completing educational seminars, 
teaching irrigation courses, attending industry trades 
shows and participating in business classes.  CEC’s will be 
available at three levels: Tier 1, Tier 2 and Tier 3.
 Tier 1 is the highest level of education in which an in-
dividual may qualify for CEC’s.  Each hour of attendance 
earns one (1) CEC.  Fortunately, Tier 1 education has no 
maximum allowable CEC per individual.  You could earn 
as many as you want!  Tier 1 activities that qualify for 
CEC’s include attending and/or teaching irrigation educa-
tional courses or seminars.  More specifically, the courses 
and seminars need to be sponsored by trade associations 
(i.e. IA, IANJ), educational institutions (i.e. Rutgers) and 
professional irrigation instructors.  Following closely with 
Tier 1, but with slightly less CEC value, is Tier 2.
 Tier 2 is the median value assigned to educational op-
portunities in which an individual may participate to earn 
CEC’s.  Each hour of attendance earns one-half (.5) of a 
CEC.  Tier 2 mirrors Tier 1 wherein the CEC count is un-
capped.  Again, earn as many Tier 2 CEC’s as you desire!  
Tier 2 activities that qualify for CEC’s include attending 
and/or teaching in-house irrigation courses or seminars.  
Tier 2 courses are sponsored by irrigation manufacturers, 
distributors or by your individual company/employer.  The 
subjects must relate directly to irrigation and may be prod-
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President’s Message

uct specific.
 Lastly, Tier 3 education and participation in the irri-
gation industry offers the lowest available level of CEC’s.  
Unlike Tier 1 and Tier 2, Tier 3 has a maximum of five (5) 
CEC’s over the two-year period prior to license renewal.  
Furthermore, CEC’s in the Tier 3 category are earned at a 
rate of one-quarter (.25) per hour of attendance.  Fortunate-
ly, Tier 3’s spectrum of activities are a bit more expansive 
that Tier 1 and Tier 2.  For example, an individual may at-
tend an irrigation or green industry trade show to qualify 
for Tier 3 CEC’s.  This is as simple as walking the show 
floor!  Additionally, attending and/or teaching green in-
dustry related courses are acceptable.  This includes busi-
ness courses that directly relate to our daily operations (i.e. 
OSHA regulations, vehicle safety and accounting).
One of IANJ’s responsibilities to all members is to con-
duct educational programs.  In expectation of LICEB’s 
CEC regulation, the IANJ board is (and has been) regularly 
discussing new education opportunities and refining past 
events for maximum effectiveness.  For example, IANJ’s 
most recent event, the Summer Tech series, was held at 
multiple locations with varying seminar offerings.  Based 
on the attendance and overall support, Summer Tech will 
continue because it offers a true hands-on environment for 
seasonal employees with weather conducive to irrigation 
training and development.
 In closing, today’s NJ licensed irrigation contractor 
has more to think about.  Whether your future education 
experiences qualify as Tier 1, Tier 2 or Tier 3, I urge you to 
attend willingly, with an open mind to new technology and 
use every experience to build your knowledge of irrigation.  
In the words of John Dewey, “Education is not preparation 
for life; education is life itself.”  

www.ianj.com
www.ianj.com
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1st Annual IANJ/NJLCA Golf Outing - Big Success!

Welcome to the 1st Annual IANJ/NJLCA Golf Challenge

Happy Hour!

Thanks to our sponsors

The merging of the Irrigation Association of New 
Jersey and New Jersey Landscape Contractors 
Association golf outings for the first time this 
year was deemed a great success by all attendees 

and the leadership boards of both organizations.
 “We are very pleased with the turnout of golfers, spon-
sor participation, and the great camaraderie exhibited at to-
day’s event,” said Eric Nelson, president of the IANJ Board 
of Trustees.  “We look forward to doing many more co-
sponsored events in the future.”
 The golf outing, held at Neshanic Valley Golf Course 
in Neshanic Station, NJ on September 10, had 117 golfers.  
The day was beautiful but windy and scores reflected some 
of the trouble with the wind.  However, two teams slugged 
it out for first place with the winning score of -11 posted by 
Wade Slover, Walter Mugavin, Paul Anderson, and Kev-
in Lewis.  The team from Morgan Stanley/Smith Barney 
(Wade Martin, Craig Alexander, and John Green) came in 
second with a score of -10.
 A special award was given to the John Deere Land-
scape team named “Most Honest” with a score of +9.  Oth-
er winners included:

Closest to the Pin #3 Lake            Rob Corsini                         
Closest to the Pin #8 Lake            Matt Sweatlock                
Closest to the Pin #3 Meadow    Dan Stapinski                     
Closest to the Pin #6 Meadow    Laura DePrado                  
Straightest Drive             Tom Pacheco                     
Longest Drive     Mike Gilmore                    

 During the awards dinner, golfers were entertained by 
Neal Portnoy, a caricature artist who provided memorable 
drawings of a number of attendees.  “Neal has a gift for 
finding the vulnerable part of all of us,” said Pat Barckett, 
NJLCA golf co-chair, “and he always brings a smile to my 
face when I see the results of his caricatures.” 
 “Sincere thanks to members the NJLCA and IANJ 
Golf Committees (Pat Barckett, Scott Gillinder, and Gail 
Woolcott (NJLCA) and Eric Nelson, Wade Slover, Dan 
James, and Pat Koziol) for their hard work and great efforts 
in bringing this 1st annual co-sponsored golf outing to frui-
tion,” said Jody Shilan, Executive Director of NJLCA. “We 
hope to continue this tradition in the future.”

Our thanks to all the sponsors of the outing for their 
generous support:
 AQUARIUS SUPPLY
 ATLANTIC IRRIGATION SUPPLY
 BOBCAT
 CENTRAL IRRIGATION
 C. PINE ASSOCIATES
 FOLEY
 HALCO LIGHTING TECHNOLOGIES
 HUNTER INDUSTRIES
 JESCO, INC./DITCH WITCH
 JOHN DEERE LANDSCAPES
 KODIAK
 MEADOWLANDS EXPO
 MIDDLETON INSURANCE
 NEW JERSEY TURF GRASS ASSOCIATION
 PAIGE ELECTRIC 
 SCIROCCO
 STORR TRACTOR
 VERMEER
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Straightest Drive winner was Tom Pacheco. Closest to the pin on hole 6 Meadow winner was 
Laura DePrado.

Closest to the pin on hole 3 Meadow winner was 
Dan Stapinski.

Closest to the pin on hole 8 Lake winner was Matt 
Sweatlock.

Closest to the pin on hole 3 
Lake winner Derek Pukash ac-
cepts the award for Rob Cor-
sini.

Longest Drive winner was Mike 
Gilmore.

The team from John Deere Landscapes were "Most Honest." Winner Low Gross Team with a score of -11 was posted by Wade Slover, 
Walter Mugavin, Paul Anderson, and Kevin Lewis.

Golfers got to try their luck 
at the Putting Challenge to 

be entered into a Million 
Dollar Putt-Off!

IANJ/NJLCA Golf Outing Winners
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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! 

1st Annual IANJ Summer Tech

Over 150 contractors took advantage of technical 
and auditor certification classes held at mem-
ber supplier locations in New Jersey during 
the week of August 6.  An auditor certification 

course was presented at Storr Tractor in Branchburg and 
technical classes in electrical troubleshooting, two wire, 
and hydraulics were presented at Atlantic Irrigation in West 
Berlin.  Business and marketing classes were to be offered 
at Aquarius Supply in Hawthorne but were canceled and 
will be re-offered during the 2013 Winter Tech scheduled 
for the week of January 28.
 “The concept for Summer Tech was to offer classes 
that have been popular at IANJ’s Winter Tech as well as of-
fer new business classes to assist contractors improve their 
business and marketing skills,” said Mike Edmiston, Edu-
cation Committee Chair (The Toro Co.).  “We are grateful 
to Atlantic Irrigation, Aquarius Supply, and Storr Tractor 
for their support in hosting the classes and offering the use 
of their facilities.”

IANJ’s Education Round-Up

Mark Your Calendar for IANJ’s Winter Tech

The next Winter Tech will be held January 28-February 1, 
2013 at the Crowne Plaza in Jamesburg.  Classes taken dur-
ing this week can be considered for CECs for license re-
newal by January 31, 2013.

Art Elmers leads a class for the Auditor Certification.
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FALL 2012 SEMINARS

License Exam Study Class - Earn 16 CECs for Attending
 
Are you taking the NJ State Irrigation Contractor Licens-
ing Exam on October 17th? Do you need a refresher course 
to prepare you for the test or do you just want to brush 
up on requirements? Come to John Deere Landscape, 779 
Susquehanna Ave., Franklin Lakes, NJ for two days of in-
formation and instruction that will help you navigate your 

IANJ’s Education Round-Up
way through this extensive exam.

This class is designed to refresh the skills of irrigation con-
tractors. Review advanced soil-water-plant relationships, 
advanced hydraulics, pumps, job safety requirements, na-
tional codes that affect our industry, state codes and recent 
changes, scheduling, water conservation and details about 
system uniformity and efficiency.

Go to www.ianj.com to download the registration form or call 
the IANJ office at 973-850-3366.

Your “GO TO” Partner

 Servicing your Irrigation, Lighting and 
Landscape needs. 

 Commitment to Professional Contractors 
 Sales and Marketing Support 
 Knowledgeable Staff 
 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! 

Learn to diversify your business with our hands-on seminars 
in smart irrigation, LED lighting, pond and water solutions.   

Visit www.aquariussupply.com for up-to-date listings.

Training And Certification Of 
Backflow Prevention Device Tester/Inspectors

IANJ is planning to present a Backflow Certification Class from Tuesday, November 6 – Friday, November 9, 2012 8:00am – 5:00pm 
all (4) days.  You can also receive valuable CECS (20 of them!) which may be needed for license renewal.  The class will also be held 
at John Deere Landscape, 779 Susquehanna Ave., Franklin Lakes, NJ.

Class size is limited to the first 24 people, so sign up now!  Go to www.ianj.com for the registration form or call the IANJ office at 
973-850-3366.

http://www.ianj.com
http://www.ianj.com
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History of innovation began with the purchase of Moist 
O’Matic in 1962 

Fifty years ago today (August 1, 1962), The Toro 
Company purchased a Riverside, California-based 
company, called Moist O’Matic, which manufac-
tured plastic irrigation products. That purchase 

proved a wise investment and gave Toro its start in the un-
derground irrigation business. Today, Toro is one of the 
leading manufacturers of irrigation products around the 
world. 
 It all started in 1962 when Moist O’Matic had made 
revolutionary advancements in the use of plastics and new 
designs to make water-efficient sprinklers, valves, and con-
trol systems. Toro’s 4th president, David Lilly, initiated 
the purchase of Moist O’Matic and hired John Singleton, 
a charismatic irrigation contractor he had met on a golf 
course, to pioneer Toro’s entry into golf irrigation. Initially, 
John made little progress but, fortunately, in 1969, John and 
the Toro irrigation team made several breakthroughs with 
golf superintendents, ultimately convincing them that plas-
tic sprinkler systems were superior to traditional brass and 
iron systems. A mere three years later, Lilly could state in 
the annual report that Toro had become “the most widely 
used automatic equipment in golf course irrigation.” 
 Throughout the next several decades, The Toro Com-
pany made multiple acquisitions to enter new markets and 
product categories, and bolster its position in the industry. 

This included: 
• Hardie® Irrigation (1996) 
• EICON Industrial Controls (2001) 
• R&D Engineering, a leading manufacturing of rain 

sensor devices (2003) 
• Rain Master® (2007) 
• Turf Guard® (2008)  

 Today, The Toro Company owns over 225 irrigation 
patents and manufactures a complete line of irrigation solu-
tions including sprays, nozzles, rotors, valves, controllers, 
sensors, software, services and more. Through its distribu-
tion network, Toro delivers those solutions to homeowners, 
sports fields, municipalities, golf courses and agricultural 
growers around the world. The Toro irrigation business is 
still headquartered in Riverside, California, and remains 
dedicated to the same core values that made it thrive years 
ago—high quality, customer-valued innovation and rela-
tionships. 
As Phil Burkart, vice president and general manager for To-
ro’s Irrigation Business, said, “Our 50 years in irrigation is 

something to be very proud of. We are withstanding the test 
of time as well as pushing ourselves daily to be solution 
providers through innovation, constantly challenging our-
selves to eliminate waste and focus on quality, while grow-
ing and enhancing our customer relationships.” 
 Though many things have changed over the last five 
decades, one thing has remained the same – Toro’s unend-
ing passion to provide customers with high quality, innova-

tive solutions. That’s why, even during economically un-
certain times, Toro has continued to invest in a portfolio of 
Precision™ Irrigation products that upgrade existing sys-
tems to the latest, water-saving technology available. 
 As Toro looks to the next 50 years, customers can con-
tinue to count on Toro to be there, helping them care for 
their landscapes when they want, the way they want, bet-
ter than anyone else. As Toro’s first president, John Samuel 
Clapper, was fond of saying, ““The strength of any institu-
tion rests solely in the good will of the people with whom 
they deal. You can replace anything except the good will of 
your customers.” 
 To take advantage of special offers in celebration of 
Toro’s 50 years in irrigation go to www.torocontractor.com. 
For more information about The Toro Company and its his-
tory, visit www.thetorocompany.com. For more informa-
tion on Toro’s turf and landscape maintenance and irriga-
tion solutions, visit www.toro.com. 

About The Toro Company
The Toro Company (NYSE: TTC) is a leading worldwide 
provider of turf and landscape maintenance equipment, and 
irrigation solutions. With sales of nearly $1.9 billion in fis-
cal 2011, Toro’s global presence extends to more than 90 
countries through its reputation of world-class service, in-
novation and turf expertise. Since 1914, the company has 
built a tradition of excellence around a number of strong 
brands to help customers care for golf courses, sports fields, 
public green spaces, commercial and residential properties, 
and agricultural fields. More information is available at 
www.toro.com. 

Toro Celebrates 50 Years in Underground Irrigation

It all started in 1962 when Moist 
O’Matic had made revolutionary 

advancements in the use of plastics and 
new designs to make water-efficient 

sprinklers, valves, and control systems.

www.torocontractor.com
www.thetorocompany.com
www.toro.com
www.toro.com
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The five critical business relationships every entrepre-
neur must nurture to build a successful business.

Irrigation & Green Industry, August 2012
By:  Ty Freyvogel

You’ve probably heard it said that entrepreneurs 
are “married to their work.”  It’s true.  Run-
ning a company requires amazing qualities of 
time, energy, and devotion.  But there is one 

big difference: while matrimony is all about maintaining 
a healthy relationship with another person, being married 
to a business is all about maintaining healthy (and profit-
able!) relationships with several groups of people.  In fact, 
there are five main relationships that small business own-
ers must nurture:  relationships with customers, employees, 
vendors, bankers, and mentors.
 Smart entrepreneurs never forget their own success is 
intertwined with a complex network of other people and or-
ganizations.  “All of those relationships must be constantly 
tended and nurtured.  Even though your interaction with 
each of these five groups will be different, your reason for 
creating positive relationships with them will be the same – 
building a successful business.
 Here are the five most critical relationships to focus 
on…and why your efforts with these people and organiza-
tions can make or break your business:

Customers.  Of course, any business owner wants his cus-
tomers to be happy.  But you need to ask yourself, “Am I re-
ally going that extra mile to ensure that my customers have 
the ultimate positive experience?”
 Particularly if you’re a small business owner, your cus-
tomers are your bread and butter.  Not only do you want 
them to be so happy with your service that they come back, 
you also want them to tell someone else that they loved the 
experience they had with your business.
 Learn as much as you can about your customers, so 
that when their needs change, you can be the one to provide 
them with the new services they need, not one of your com-
petitors.  Constantly ask them, “How can we continue to 
provide value for your company?”  They’ll appreciate your 
efforts to help them be as successful as possible.
 Always treat them with the utmost respect and do ev-
erything in your power to make them happy.  That may 
mean anything from throwing them the occasional dis-
count that’s ‘especially for them,’ to remembering their 
kids’ birthdays.  Take care of all of the little things and not 
only will your customers be coming back, but they’ll be 
bringing their friends along.

Five to Thrive

Employees.  The importance of seeking out the most dedi-
cated, honest, and passionate employees you can find can’t 
be stressed enough.  After all, you have to trust these peo-
ple to serve your customers, protect your brand, and help 
your company grow.
 When you have found the best employees for your 
business, do everything in your power to hold onto them. 
Your employees are the face of your organization when you 
aren’t there.  So they must feel like they have a stake in the 
business.
 Encourage a sense of ownership among your employ-
ees.  There’s no better way to keep them happy than by 
giving them the recognition they deserve.  Have one-on-
one conversations with each of your employees on a regular 
basis to let them share their problems with you and to give 
you a chance to recognize their good work.  
 Make sure you find out which jobs within the organi-
zation they are the most passionate about, and put the right 
people in those positions.  Remember, passion equates to 
hard work!  Nurturing your employees to love your busi-
ness as much as you do will strengthen your company’s 
foundation and your business will be that much more likely 
to survive setbacks and grow to great heights.”

Vendors.  It’s important to nurture relationships with those 
people who aren’t necessarily working for you but who ser-
vice you or your company regularly.  This can mean anyone 
from the package delivery guy who stops by every day to 
the materials supplier who keeps your warehouse stocked 
to the designer who keeps your website updated.  Think of 
your vendors as “honorary employees.”  Show them that 
you appreciate what they do for you and also that you care 
about them and their companies.

Get their email addresses and cell phone numbers and stay 
in touch with them.  You never know when an emergency 
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might arise in which you could use their help.  Your com-
pany may not always grow 10 percent a year, and you may 
have to ask for an extra 30 to 60 days to make your pay-
ment.  If you already have a good relationship with them, 
they will be more willing to give you extra time and to 
work with you to get back on track.  Never treat them like 
they are serving you.  Always acknowledge when they have 
gone above and beyond the call of duty to make you happy.  
It’s also important that you make sure your vendors are get-
ting as much value out of their relationship with you as you 
are with them.

Bankers.  At the beginning of your venture, it’s likely that 
you will require a start-up loan of some kind.  Therefore, 
the best way to nurture your banker is to make sure you 
always have enough money in your account to make your 
monthly loan payments on time.  
 With my businesses, I always made sure I had some 
emergency cash saved up to use in case I had a rough 
month.  You don’t want to gain a reputation with your bank 
as someone who doesn’t make loan payments on time.  
Staying close to your bankers can also help you secure your 
finances.
 Make sure you set up a safety system with them to en-
sure that all of your deposits are going through on time.  I 
once had a manager who was embezzling money from one 
of my businesses. I had a close relationship with my bank, 
and the bank manager noticed that something wasn’t add-
ing up with my account.
 He called me to let me know, and we were able to set up 

the necessary precautions with them to ensure that no one 
was ever able to embezzle from me again.  Thanks to my 
close relationship with him, I was able to correct a problem 
before it became even more costly for me.  

Mentors.  It’s great to have someone to go to when you 
are first starting your own business and when you run into 
problems along the way once it is up and running.  Find a 
successful fellow entrepreneur whom you respect and ask 
him to be your mentor.  Always show him the respect he 
deserves and let him know you are thankful for his help.
 It’s also a great idea to put your mentor on your busi-
ness’s advisory board.  It’s likely that your mentor will have 
many connections in many different areas.  You want to 
have a close relationship with him so that he is willing to 
go that extra mile to help you build your business.  
 Don’t contact your mentor only when you have a prob-
lem.  Regularly contact him even if it is just to give him an 
update on how things are going.  You never know, he might 
tell you about a contact that could help you in a certain as-
pect of your business, for instance, or tell you where he sees 
a hang up.  Always send a thank you note after he’s done 
something to help you.  It’s a small gesture that has a big 
impact.
 Here’s the bottom line: no matter how determined, 
hardworking, and talented you may be, you simply can’t 
be a successful entrepreneur all by yourself.  Creating and 
nurturing these positive relationships will make being an 
entrepreneur a hugely rewarding experience.  The more 
people who care about you and your business, the more 
successful you’re going to be.  

Five to Thrive
Continued from page 8

IANJ Calendar 
October 15 & 16, 2012
License Study Course

John Deere Landscape, 779 Susquehanna Ave., Franklin Lakes, NJ

November 6-9, 2012
Backflow Training & Certification - November 2012 Get 20 CECs by attending the IANJ/NEWWA Backflow Training & 

Certification Classes
Dates:  November 6-9, 2012

Times: 8:00am-5:00pm
Location:  John Deere Landscape, 779 Susquehanna Ave., Franklin Lakes, NJ  

December 5, 2012
IANJ Annual Meeting, Taj Mahal, Atlantic Citu

January 28-Feb. 1, 2013
Winter Tech Seminars, Crowne Plaza, Jamesburg, NJ
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PLUMBING - IRRIGATION - DRAINAGE - LANDSCAPE LIGHTING

1260 Marlkress Road
 Chery Hill, NJ 08034

Mon-Fri 6:30-5:00 
Sat 8:00-Noon    www.bartonsupply.com

P:856-429-6500

››››QUALITY PRODUCTS SINCE 1954‹‹‹‹

LICEB Rules Moving through Approval Process
The journey of the irrigation contractors’ continuing edu-
cation rules continues in the New Jersey government. IANJ 
has been a consistent partner with both the Licensed Irriga-
tion Contractors Examiner Board and the Department of 
Environmental Protection in monitoring this process.  At 
last report, the LICEB had formally voted to support a draft 
that would require continuing education, enabling New Jer-
sey’s irrigation contractors to participate in the federal EPA 
WaterSense program.  Additionally, the Department of En-
vironmental Protection has completed the impact studies 
required by law, and the draft rules are now under review 
by the Office of Administrative Law in the Department of 

Law & Public Safety.
 The regulations are on pace to be conceivably adopted 
prior to contractors’ 2013 license renewals.  The IANJ, as 
always, will continue to work with both Departments and 
the Administrative Law Office to see this process through.

Congratulations to Our New LICEB Members
IANJ members Robert Dobson, Gaetano Virone, and Fred 
Rapp were appointed to the LICEB by the New Jersey Sen-
ate after being approved by the Senate Judiciary Commit-
tee.  IANJ congratulates our LICEB volunteers on their 
new posts, and thanks them for their time and service to 
the irrigation community.

Report from Tim Martin, IANJ’s Legislative Lobbyist

  212 West State Street  Trenton, NJ  08608  Tel: 609/392-3100  Fax: 609/392-6347 

MEMORANDuM

TO:  Pat Koziol, John Carbone 

FROM: Tim Martin 

DATE:  June 27, 2012 

RE:  IANJ in the Lobby 

July is Smart Irrigation Month
New Jersey has joined the growing chorus of states participating in the Irrigation 
Association’s seven year old public awareness campaign to promote smart irrigation in 
July, North America’s peak water usage month.  In late June, the State’s General 
Assembly overwhelmingly supported a resolution declaring July 2012 as Smart Irrigation 
Month in New Jersey and encouraging the adoption of smart irrigation practices.  The 
resolution has been filed with the Secretary of State and is now the official policy of the 
New Jersey Legislature. 

IANJ will be working in concert with the Department of Environmental Protection, as 
well as water purveyors, to educate the public about the role everyone can play in the 
water use cycle, and the environmental and economic benefits of smart irrigation.  For 
more on how you can join the effort, including materials for your customers, visit 
SmartIrrigationMonth.org. 

Governor Nominates LICEB Members
After a glacial-like process, Governor Christies has nominated the full compliment of 
members to serve on the Licensed Irrigation Contractors Examiners Board.  
Congratulations to IANJ members and LICEB nominees: 

Fred Rapp, Jr. of Eatontown to serve as the Board’s Landscape Architect; 
Ken Scherer, a contractor from Hillsborough; 
Mike Kukol, a contractor from Franklin Lakes; and 
Gaetano Virone, a contractor from Howell. 

Veteran examiners Bob Dobson and George McCarthy were also appointed for 
renomination, and contractor Rick Lisanti is currently serving an unexpired term.  After 
confirmation from the Senate, the fully staffed Board of Examiners should bring much 
needed relief to Bob, George, and Rick who have worked to maintain a minimum quorum 
for the past three years. 
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Continues on page 12

If the last few years have not convinced 
you that landscape maintenance 

services are a commodity and 
differentiated primarily by price, you 

are in the minority.

Myron Baker
Viridian Corporation
San Diego, CA

A 500-unit HOA community was thrilled when we cut  their 
water and maintenance costs by converting the irrigation 
system to Netafim dripline. Without Netafim’s proprietary 
capabilities, we could not have accomplished  
what we did.

WWW.NETAFIMUSA.COM

Build a great reputation and expand your 
business with Netafim, the most reliable 
dripline in the industry. Flexible, easy to 
install and delivering years of trouble-free 
performance, Netafim dripline products can 
help you succeed.

CONVERT SPRAY BEDS  
TO DRIP, DOWNLOAD  
YOUR FREE GUIDE

NETAFIM DRIP HELPS US SUCCEED

NOW MADE WITH
POST CONSUMER
RECYCLED MATERIAL

Irrig.Assn.N.J.-7.5x5.indd   1 4/17/12   8:46 AM

Landscape Management, July 2012
By:  Bruce Wilson

You cannot do today’s business with yesterday’s 
tools or yesterday’s thinking.
 If the last few years have not convinced 
you that landscape maintenance services are a 

commodity and differentiated primarily by price, you are 
in the minority.  If, in that same period of time, you have 
not reconsidered the tools you use to do business, you also 
are in the minority and it’s time to catch up.
 One way the business of our industry can reinvent it-
self is to embrace new technologies that are changing the 
way we work.
 As mobile computing and Internet-based technology 
knock down walls, the cloud has replaced the cubicle.  The 
dynamics of working, meeting, selling and interacting on-
line have created new behaviors and job descriptions as 
well as new business models and expectations for perfor-
mance and success.
 The problem is there is a staggering amount of new 
tools, gadgets, applications, programs and downloadable 

must-haves available every day; trying to figure out which 
ones are best and how they work in unison can be over-
whelming.

 Do not do it yourself.  Bring in the skill to make it hap-
pen.  Even if you are cutting overhead, hire a professional 
who can tie it together and assist you and your team with 
identifying and integrating the right technologies to run 
your business and ensure they work together seamlessly.
 In my consulting practice, I see some companies mak-
ing up rules as they go along. They are experimenting with 
various applications for paperless time entry, property mea-
surement, real-time proposals, plant ID, remote-controlled 

It’s Good if Your Head’s in the Clouds
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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. 

Continued from page 11
irrigation, vehicle tracking, and, in general, adopting and 
testing different solutions to see which ones fit.
 This ad hoc effort-combined with strategies for inter-
active marketing and communication platforms, virtual 
meeting and conferencing programs, and asset manage-
ment solutions-sets in motion a frustrating end-user dy-
namic where it often seems as if nothing is working the 
way it should.
 A recent study by IBM reported that over the next 
three years, the number of businesses that will adopt cloud 
technologies is expected to more than double as business 
leaders look to capitalize on the rapid availability of data 
and the growing popularity of social media.  The study’s 
co-author said the cloud “isn’t just about gaining efficien-
cies and cost savings; it’s about driving and providing last-
ing market advantage.”
 I agree.  The ability to identify and leverage technol-
ogy resources is becoming critical to running a business.  
Here are five best practices to leverage technology to drive 
your business value:

Invest:  Make technology management a critical compo-

nent of your operational infrastructure and planning pro-
cess.  Consider hiring an on-site/in-house integration spe-
cialist or other tech specialist(s) who can provide expertise, 
security and trouble-shooting and collaborate with staff to 
ensure best practices are applied.
Learn:  Become informed.  What are your competitors, 
customers and vendors doing today to improve their op-
erational efficiency and services?  Get insight from peer 
groups and growth-minded organizations.
Train: Increase the challenge level and get employees in-
volved in learning.  Offer regular technology training as 
part of your commitment to professional development.  Re-
quire skill in using specific technologies as a measureable 
performance review metric.
Budget: Fund technology training, upgrades and relevant 
support every year.  The more adept your team is at un-
derstanding and adopting new technologies, and the more 
nimble your systems, the faster you will increase the speed 
and agility of doing business.
Integrate: Have the right technology for the right task and 
ensure they work together. Introduce technology into all of 
your business operations to gain productivity and make do-
ing business easier.

Your Head’s in the Clouds
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centraltis.com 

don’t worry about reserving your compressor ever again... 

Your One Stop Shop  
For All Your Compressor Needs 

Get a compressor with all the power you need that fits perfectly right in the back of your truck or van 

SAVE FUEL … SAVE TIME … KEEP MORE PROFIT 

• PERKINS 52 hp Diesel Engine 
• 185 CFM @ 125 PSI 
• Wt. 1980 lbs 
• 3.75” Hose Connection 
• Skid Mount Or Wheel Unit  
• Key Start 
 

• HONDA 25 hp Gas Engine 
• 76 CFM @ 100 PSI 
• Wt. 450 lbs 
• 3/4” Hose Connection 
• Skid Mount Or Wheel Unit  
• Key Start Lease w/option to buy on all models 

  2 Year Parts And Labor Warranty With All Sales 

No DMV Registering...No Towing Hassles...Easy To Maneuver

FITS RIGHT IN THE BACK OF YOUR TRUCK OR VAN

24 Month 
Financing Available 

24 Month 
Financing Available 

PISCATAWAY, NJ 
429 Bell Street 

(732) 752-7400 

WILLIAMSTOWN, NJ 
1738 Glassboro Road 

(856) 881-4446 

TOWACO, NJ 
1 Como Court 

(973) 335-8404 

LAKEWOOD, NJ 
195 Lehigh Avenue 

(732) 987-5597 

SPRING VALLEY, NY 
81 E . Route 59 

(845) 356-7000 
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By: James Helms
Irrigation & Green Industry, August 2012

One of the more important steps of the sales pro-
cess, and perhaps one of the least understood 
is qualifying the prospect.  Landscape lighting, 
while providing a very high level of value, can 

become pricey as the complexity of the design increases. 
Therefore, it’s important to be able to determine whether 
or not your potential customer is both willing and able to 
afford the cost of a professional landscape lighting system.  
Doing so will save you time, minimize your frustration and 
allow you to work more efficiently.
 By asking good questions, you’ll be able to determine 
their willingness.  A great opening question when meeting 
your prospect for the first time is, “Have you ever wondered 
what your home would like professionally illuminated?”  If 
“yes,” offer to set up an evening demonstration.  If “no,” 
then ask if they’d like to see it.  If “yes,” then suggest the 
evening demonstration.  If “no,” there’s no sense in trying 
to move forward with this particular prospect.  In just 90 
seconds you were able to determine the level of interest in 
your prospect, allowing you to either move forward in the 

qualification process or simply move on.
 Let’s determine their ability to pay. The first question 
to ask is, “Have you ever owned a professional lighting sys-
tem?”  If “yes,” follow up with “Was it professionally de-
signed/installed, or was it a D.I.Y. kit?”  If “no,” follow up 
with “Do you have any idea what a professional outdoor 
lighting system costs?”  This line of questioning tells you 
just how familiar your prospect is with outdoor lighting 
systems and if they have any idea of how much a lighting 
system can cost.
 At this point, it’s important to start talking numbers.  
One way is to start with the price of the least expensive 
system that you would install.  For example, “Typically, my 
systems start at $3,000 and can go up from there.”  By es-
tablishing a minimum, you’ve allowed your prospect to de-
cide if that is something they can afford.  You’ll know if 
they can.  If so, you can move forward in the sales process.  
If not, you can simply move on. 
 By asking good questions, you can quickly and eas-
ily determine the interest of your prospects as well as their 
ability to afford the professional lighting systems you work 
so hard to design and install.  

Night Lighting

®

We  t a k e  y o u r  b u s i n e s s  p e r s o n a l l y

1 - 8 O O - 3 2 7 - 2 4 4 3

The wire and cable specialist
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Membership Application 

Firm Name: _______________________________________ Contact Name: ____________________________________ 

Primary Service/Product:  

Mailing Address:  

Street Address (if different from above):  

City: ______________________________ County: ____________________________ State: _______ Zip: ___________ 

Phone: __________________________________________ Fax: ______________________________________________ 

Contact Email: ___________________________________ Website Address:  

I/We hereby apply for membership in the following category: 
 

� Contractor - $195    Contractor certification # ________________________________________ 

� Supplier, Manufacturer, Vendor, Professional or Manufacturer Representative - $260 

� Associate, all other (non-voting)* $150 

� Website link $150 per year in addition to membership, your website will be linked to IANJ website county listing. 

For any additional county website links there is a charge of $25 per county listing. 

Membership is available to: retired former members, allied organizations, governmental bodies, educational facility members,  
students or interested parties who do not derive income from irrigation related sales or contracting, or additional listings per company. 

Payment 
 

� American Express       � MasterCard � Visa � Check # _________ (Payable to IANJ) 

Card Number: __________________________________________________ Exp.: ___________ CVV Code: __________ 

Name on Card: ________________________________________ Title:  

I/We hereby apply for membership in the Irrigation Association of New Jersey, subject to the Association’s bylaws. 
I/We hereby certify that all the information provided above is true and correct including my/our dues category. Credit card payments 
will appear on your statement from Peak Management Solutions. 

Authorized Signature:  

Title:

Date: _______________________________________ Referred by:  

Board of Trustee Signature:  

* This application must be completed and signed and dues payment must accompany application. 

MEMBERSHIP RENEWAL IS ANNUAL. This form may be duplicated. 

 

Please return completed application, checks payable to Irrigation Association of New Jersey (IANJ) 

Irrigation Association of New Jersey 
170 Kinnelon Road - Suite 33 

Kinnelon, NJ  07405 

Tel: 973-850-3366 
Fax: 973-838-7124 

All applications MUST be signed by a member of the IANJ and a Trustee of the Board. 
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SHUT-OFF DOWNTIME

It’s why you install the Rain Bird® 5004 Plus Rotor.

SHSH

Flow Shut-O� puts you in control.  
Turn the water on or o� at the rotor. No more  

wasted time walking to and from the valve.

“It’s the 5004 with the Green Top.”

Bill Smith, Contractor Account Manager - Rotor
908-230-7926 Cell
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In Memoriam of the 3,000 innocent victims who 
suffered and died from a brutal attack by extremists 
on our homeland and the World Trade Center
By: Marissa Leonessa, Morris & Bergen Irrigation

‘MEET ME IN THE STAIRWELL’
You say you will never forget where you were when 

you heard the news on September 11, 2001.

Neither will I.

I was on the 110th floor in a smoke filled room, with a 
man who called his wife to say ‘Good-Bye.’ I held his 

fingers steady as he dialed.  I gave him the peace to say, 
‘Honey, I am not going to make it, but it is OK…I am 

ready to go.’
†

I was with his wife when he called as she fed breakfast 
to their children.  I held her up as she tried to understand 

his words and as she realized he wasn’t coming home that 
night.

†
I was in the stairwell of the 23rd floor when a woman 
cried out to Me for help.  ‘I have been knocking on the 

door of your heart for 50 years!’ I said.  ‘Of course I will 
show you the way home – only believe in me now.’

†

I was at the base of the building with the Priest minister-
ing to the injured and devastated souls.  I took him home 
to tend to his Flock in Heaven.  He heard my voice and 

answered.
†

I was on all four of those planes, in every seat, with every 
prayer.  I was with the crew as they were overtaken.  I was 

in the very hearts of the believers there, comforting and 
assuring them that their faith has saved them.

†
I was in Texas, Virginia, California, Michigan, Afghani-
stan.  I was standing next to you when you heard the ter-

rible news.  Did you sense me?
†

I want to know that I saw every face.  I knew every name 
– though not all know Me.  Some met Me for the first time 

on the 86th floor.
†

Some sought Me with their last breath.  Some couldn’t 
hear Me calling to them through the smoke and flames; 

‘Come to Me…this way…take my hand.’  Some chose, for 
the final time, to ignore Me.  But, I was there.

†
I did not place you in the Tower that day.  You may not 
know why, but I do.  However, if you were there in that 
explosive moment in time, would you have reached for 

Me?
†

I will be in the stairwell of your final moments.

A NATION REMEMBERS
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Special thanks to
our advertisers

The IANJ would like to thank this month’s 
advertisers for their continuous support through 

their advertisments: 

Aquarius Supply ..........................................................Page 6
Association Master Trust .......................................Page 22
Atlantic Irrigation Specialties, Inc .........................Page 5
Barton Supply ...........................................................Page 10
Central .........................................................................Page 13
Hunter..........................................................................Page 12
Netafim .......................................................................Page 11
Paige.............................................................................Page 14
Rain Bird ......................................................................Page 16 
Storr Tractor Company ..........................................Page 24
Toro ...............................................................................Page 20

"Folks, I feel as if we're turning a corner."

http://www.ianj.com

Visit our 
NEW website by 
clicking on the 

link below:
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A & H Landscaping, Berlin 
192509 
Harry Schetter

A & S Services, South Toms River 
330476 
Andrew Kosh

A Perfaturf BRM Lands, Kenvil 
0015045 
Bert R. Mittelstadt

Alliance Landscaping Inc., Pittsgrove 
0016642 
Mark I. Fox

B C M Irrigation, Oceanport 
0022906 
Raymond Ciani

C & T Lawn Sprinklers, Jackson 
0017469 
Charlie DiGiantomasso

Custom Lawn Sprinkler Co., Long Branch 
0016633 
Joe Rosario

Darlington Designs, Glassboro 
453521 
Simon Darlington

Greenscape Landscape & Irrigation, Mount Laurel 
0024038 
Jeff Siet

H & H Landscape Management, LLC, Voorhees 
0016622 
"Mikeike" Zublie

In-Solution Inc., Jackson 
0021597 
Robert Szabo

Irrigation Systems of NJ LLC, Wayne  
Robert Stigliano

J & L Lawns & Landscaping, Milmay 
0018266 
Thomas E. Reed

Leider Landscaping, Millville 
0022922 
Jules Leider

Macchione Landscaping Inc., Galloway 
0017494 
Joseph K. Macchione

Marriner's Landscaping Inc., Cape May Court House 
0021580 
Bryan W. Marriner

McGarrity Landscaping, Cape May Court House 
496353 
Pete McGarrity

P. A. S. Landscaping Designs LLC, Wayne 
0024039 
Paul A. Siciliano

Robert W. Maul, Springfield 
0017843 
Robert W. Maul

Ronald M. Krincek, Chatham  
Ronald M. Krincek

Scenic Gardens, Inc., Hasbrouck Heights 
0015855 
Philip Hodulik

Scirrotto Sprinklers, Mantua 
0017844 
Paul Scirrotto

Statile & Todd Inc., Far Hills  
Michael Todd

Sterling Irrigation, Cape May Court House 
0016250 
Richard Sterling

Team Reed Landscaping, Inc., Bridgeton 
0023472 
Douglas M. Reed

Welcome new members
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Count on it.

Leveraging similar Toro® sensing technology used 
on high-end commercial sites and world-class golf 
courses around the globe, the Precision™ Soil Sensor 
continuously measures moisture levels in the soil and 
determines when to allow the irrigation controller 
to water.

To Learn More Visit Us At: 
www.toro.com/pss © 2012 The Toro Company. 

Receiver

Mon

Water ONLY When The Plant Needs It!

The Toro® Precision™ Soil Sensor
Advanced Soil Sensing Technology That Installs In Minutes

NEW!

Works With Nearly All 
Controllers Including Irritrol®, 
Hunter®, Rain Bird®, and More

No Digging Required 

Promotes a Healthier Landscape 
by Preventing Both Under 

and Over Watering

Tue Wed Thu Fri

Up to 500’ 
Wireless 
Range
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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..
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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 Members
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IANJ Movie Review
For this issue we will be reviewing a film entitled The Dark 
Knight Rises
Title: The Dark Knight Rises
Director: Christopher Nolan
Cast: Christian Bale, Tom Hardy, Anne Hathaway

The Dark Knight Rises is the third installment in 
director Christopher Nolan’s Batman trilogy — 
based on the DC Comics characters — that began 
with 2005’s Batman Begins, and continued with 

2008’s The Dark Knight.
 And if there’s an element missing in The Dark Knight 
Rises, if there’s one spark of electricity that we wish were 
there that isn’t, it’s Ledger’s villain, the Joker. That said, the 
threequel is nonetheless a thoughtful and thought-provok-
ing essay on modern-day morality, as well as a spectacular 
disaster epic, and a propulsive thriller with expert, dizzy-
ing action sequences.
 It takes place eight years after its predecessor left off, 
when Batman (Christian Bale) took the blame for crimes 
committed by DA Harvey Dent (Aaron Eckhart) so that the 
citizens of Gotham City –- which resembles and parallels 
New York City even more than usual -– can remain hopeful 
and not feel that a dent has appeared in their appreciation of 
Dent’s heroic behavior.
 But now Gotham’s recent peace and prosperity, aid-
ed by the disappearance of organized crime, is threatened 
by an unstoppable terrorist called Bane (Tom Hardy) and 
sneaky cat burglar Selina Kaye (Anne Hathaway), who 
would appear to be in cahoots thwarting Batman’s renewed 
efforts to protect Gotham and its populace.
 Batman’s allies are police commissioner Jim Gordon 
(Gary Oldman), entrepreneur and business manager Lu-
cius Fox (Morgan Freeman), and idealistic rookie cop John 
Blake (Joseph Gordon-Levitt), while Wayne Enterprises 
board member and philanthropist Miranda Tate (Marion 
Cotillard) offers Wayne the possibility of romantic involve-
ment.
 Nolan and his collaborators are after big game here, 
exploring themes such as truth, power, wealth, heroism, 
and justice. But despite occasional brief bursts of self-con-
scious speechifying, they never undermine the drama.
And, not to put too fine a point on the film’s topicality, but 
it would take a very stubbornly escapist viewer not to think 
about Occupy Wall Street when Bane attacks the Stock Ex-
change and lures Batman out of hiding even as he bank-
rupts Bruce Wayne.
 The scope of Nolan’s vision remains admirable, even if 
he lingers too long on gun battles, car chases, and fistfights; 
but he has the courage in a comic book-inspired movie to 

unmask and disarm his superhero and maintain the mel-
ancholy tone throughout, and he gets top-drawer contribu-
tions from Caine, Hathaway, Oldman, and Gordon-Levitt.

The Dark Knight Rises gets 3.5 Rotors

OUR THOUGHTS AND PRAYERS GO OUT TO THE 
VICTIMS AND FAMILIES OF THE AURORA, CO 
SHOOTING
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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.


