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As the season draws to an end, we need to properly clean and maintain our equipment before 
storing them for the winter. Equipment is very expensive! So, it is extremely important for 

all your crew leaders and crews to know the basic skills. A little grease can go a long way. Please 
join Chris Baker and Andrew Giampalo, from North Point Outdoors, to learn about preventative 
maintenance and every day small engine repair. This will be a hands-on demonstration of repairing 
common problems to mowers, blowers, trimmers, chainsaws, compactors, and cut saws. A little 
time on education can lead to a great deal of savings, on repairs! Grab your gloves and join us for 
pizza, and “Let’s Get Dirty.”

DATE – Tuesday, November 8, 2022

Continued on p.5

Our first Field Day on September 14 was a huge success! This is just one of the workshops. 
Photo by Maria Rainey

Let’s Get Dirty! 
NHLA’s November Dinner Meeting: Small Engine Maintenance and Repair
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President’s Notes
By David DeJohn, NHCLPH

Informing and educating members of the Green Industry

Newsletter
NHLA

The NHLA Newsletter is published by the New Hampshire Landscape 
Association for its members, free of charge, 10 times a year.

Memberships: 
See enclosed application or the website for a membership application.

Additional Subscriptions: Firms desiring additional subscriptions, can 
purchase them at $40.00 each. Contact Pamela Moreau.

Editorial Submissions and Advertising: Articles and notices for pub-
lication should be sent to Carolyn Isaak, Editor. Advertisers wishing 
to appear in the NHLA Newsletter should submit their ads to Annette 
Zamarchi. The editorial and advertising submissions schedule is online 
at nhlaonline.org/nhla-newsletter.

The NHLA Newsletter seeks to encourage a lively discussion of topics of 
concern to NHLA members. Opinions and proposals presented in the 
newsletter are those of the writers to whom they are attributed and are 
not a statement of official policy by NHLA, unless so stated.
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As unbelievable as it is, it's 
now officially fall. We still 

have a good couple of months 
to continue on and hopefully 
complete projects, but we're get-
ting to that time of year when 
anything can happen with the 
weather and the pressure is on 
even more to get things done 
before winter sets in.

It was a crazy summer again, 
way too busy and it went way 
too fast, but I appreciate that 
many of you took advantage of 
the Twilight Meetings that were 
held in June, July, and August. 
Jeff Toomey of Read's Custom 
Soils gave a presentation at Gale 
Memorial Park in Exeter that 
was very well attended as was 
Mike Garrity's tour in July of a 
spectacular garden in Dunbar-
ton. Chris Maroun, owner of 
Miracle Farms in Moultonbor-
ough greeted NHLA members 

at one of their projects on Lake 
Winnipesaukee in Tuftonboro on 
August 30, and that was a great 
way to close out the Twilight 
Meeting season. This amazing 
2 million dollar project, now 
close to completion, has been in 
progress for the last year and a 
half and included pool installa-
tion, construction of a cabana, 
physically moving an existing 
cabin from one spot to another, 
a new septic system, a beautiful 
dry laid granite retaining wall, 
paver driveway, gardens, and a 
Bocchi Ball court. Thank you 
to Chris and his crew for the 
delicious food they set out and 
for their generosity and openness 
to share information about the 
job and their business. Their 
easy going style allowed for lots 
of questions and the discussion 
could have gone on for a lot longer 
if it hadn't started to get dark. 

This was truly what a Twilight 
Meeting is a ll about, as they 
all were: a chance to talk with 
peers, compare notes, and see 
some amazing work. If any of 
you would like to host a Twilight 
Meeting or have an idea for a 
Twilight Meeting please con-
tact our Education Committee 
Coordinator, Mike Barwell, at 
mikebarwell@yahoo.com

After many months of planning 
our f irst all day outdoor event 
was, from all accounts, quite suc-
cessful. Our September 14 Field 
Day was a huge effort planned 
and put together by everyone on 
the Board as well as Pam and 
Jim Moreau, Mike Barwell, and 
Annette Zamarchi. Truly a team 
effort, and it showed.

Held at Shaker Village in Can-
terbury it was a beautiful day in 
a beautiful setting. Other than a 
couple of Pop-up tent casualties 
due to the wind, things went 
more or less according to plan 
and the classes and talks were well 
attended. Thank you to every-
one who gave their time to give 
talks and demonstrations and of 
course thank you to all of our 
vendors who so generously and 
continuously give NHLA your 
support through sponsorship and 
purchasing booth space. 

Now that our first attempt at 
an event like this has come and 
gone, we will take what we learned 
from it and will soon begin plan-
ning for next year and place it 
among our annual events. As it 
is one of our bigger events and 
takes a lot of planning we can 
certainly use more help with it. 
Ideas for talks, speakers, venue 
location, and feedback on what 
we got right and what we didn't 
are always appreciated. If you 
can give some time and would 

New England Wetland Plants, Inc.
Wholesale Native Plant Nursery

Your source for...

Trees, Shrubs, Ferns, Flowering Perennials, and Grasses
Coastal and Inland Wetland Plants

Specialty Seed Mixes
Coir Logs, Straw Wattles, Blankets and Mats

14 Pearl Lane, South Hadley, MA 01075 
Phone: (413) 548-8000 Fax: (413) 549-4000 
Email: info@newp.com Web: www.newp.com

800-634-5557
oescoinc.com
8 Ashfi eld Road / Route 116, 

P.O. Box 540 
Conway, MA 01341

VENTRAC
& OREC 

WILL HANDLE 
WINTER’S WORST

The Ventrac SSV (Sidewalk 
Snow Vehicle) has a 36” 

working width, so sidewalk 
snow & ice management 

are easy & effi cient.

Orec’s Snow Rhino Zero-
Turn Plow is compact and 
powerful! Zero-turn ease, 

and its trackdrive can 
power through even the 

most brutal of snowstorms.

Orec’s Snow Bull’s dual 
tracks provide great 

traction, even in heavy, wet 
snow. The plow angle is 

easily adjustable. 

Ventrac 
SSV with brush

Orec 
Snow Bull

Orec 
Snow Rhino

64 Breakfast Hill Road 
Greenland, NH  •  603-436-2732
Rollinggreennursery.com

Need Plants?
• Seacoast NH’s widest selection of perennials
• Natives, ornamentals, locally-sourced, and 
  seasonal plants
• Professional-grade tools and products

Retail growers on the Seacoast. Discount to the trade. 

Let us know what 
topics you are 
interested in and 
what you would 
find useful to help 
make your busi-
nesses even more 
successful. 

be willing to volunteer to be on 
the Education Committee to help 
plan for the Field Day, Twilight 
Meetings, Dinner Meetings and 
the other educational opportuni-
ties we offer, then please contact 
Mike Barwell. 

As we move forward with ideas 
for the opportunities mentioned 
above, we are discussing the idea 
of offering two tracks for learning., 
one geared toward the practi-
cal day-to-day for employees, 
foreman, and those in the f ield 
and one geared toward, owners, 
managers, and supervisors. 

Again, let us know what topics 
you are interested in and what 
you would f ind useful to help 
make your businesses even more 
successful. In the mean time plan 
on attending our upcoming No-
vember 8 Dinner Meeting to be 
held at North Point Outdoors 
in Derry where the topic will be 
small engine repair. This hands-
on discussion and demonstration 
will be led by North Point Out-
door Fleet manager Chris Baker, 
so don't miss this practical and 
informative evening.

Well that's about it for now. 
Good luck in the remaining few 
months of 2022. I hope you have a 
busy and successful fall season! r

 
 
 

We still have a good couple of months 
to continue on and hopefully com-
plete projects, but we’re getting to that 
time of year when anything can hap-
pen with the weather and the pressure 
is on even more  to get things done 
before winter sets in.
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TIME – 4:00-7 pm; Regis-
tration 4:00 pm, Demo 4:30-

6:00ish, Dinner after demo
PLACE – North Point Out-

doors, 22 Ashleigh Drive, Derry
COST – Register by November 

4, 2022: Members – $35.00, 
Non-Members $50.00 

Register after November 4, 2022 
(Walk-ins are welcome!): Members 
– $50.00, Non-Members $65.00

REGISTER ONLINE at nhla-
online.org/fall-activities/

ALL payments must be re-
ceived no later than November 
4, 2022. If you need to cancel 
after November 4, you will incur 
a 20% processing fee. Thank you 
for your understanding!

QUESTIONS – Please email 
Cori Cahow with questions about 
the class: organicggirl@gmail.
com. Email Pam Moreau with 
questions about registration: 
nhla@comcast.net. w

IDEAL CONCRETE BLOCK CO. 
Westford & Waltham, MA  ■  www.PaversbyIdeal.com 

800-24-IDEAL  ■  info@IdealConcreteBlock.com

Our Products...Your Designs...Create Beautiful Spaces.
Expand your client’s living space to the outdoors with Hardscapes by Ideal. Our selection of traditional and permeable pavers 

beautifully complement our wide variety of walls, fire pits and fireplaces.

P A V E R S  ■  W A L L S  ■  S T E P S  ■  E L E M E N T S  ■  N A T U R A L  S T O N E

A V A I L A B L E  A T  D E A L E R S  I N  Y O U R  A R E A

R I G H T  H E R E

T H E  F R E S H E S T  S E A S O N A L 

P L A N T S  A R E  A L W A Y S  I N  S T O C K

I N  O U R  C O N V E N I E N T 

O N E - S T O P  L O C A T I O N

830 North Pembroke Road 

Pembroke, NH 03275

www.pvgpickupyard.com

603-227-9050

Let’s Get Dirty, Cont’d from page 1

• The market size of the landscape services industry, measured by revenue, is $128.8 bn in 2022.

• The U.S. has 5.5% more landscaping businesses in 2022 than in 2021

• The market size of the landscaping services industry in the US has grown 5.3% per year on average between 

2017 and 2022.

• The market size of the landscaping services industry in the US increased faster than the economy overall.

• There are 621,733 landscaping and lawn maintenance businesses in the U.S.

• The landscaping services industry in the US is the 3rd ranked administration, business support and waste 

management services industry by market size and the 108th largest in the US.

• The primary negative factors affecting this industry are high competition and low barriers to entry.

• 62% of landscaping customers come from single-family residential homes. (Lawn and Landscape)

• The biggest consumers in the landscaping service industry are households earning more than $100,000 

per year. 

• The average homeowner will spend $100–$200 per month for general landscaping maintenance, lawn care, 

gardening, and upkeep. 

• On average, landscaping companies charge $50–$100 per hour, or $4–$12 per square foot after installation. 

• 71% of landscapers offer design and construction services, and 63% offer tree care. 

• 32% of landscaping businesses say landscape maintenance is their fastest-growing service offering.

• 31% of landscaping businesses say local demand has grown as people spend more time at home.
	

Landscape Industry Statistics
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Give Your Customers the Best
Granite & Stone for Less! 

SWENSON GRANITE WORKS
Custom Cutting is Our Specialty!

Steps, Posts, Hearths, Mantels, Pavers, 
Edging, Curbing, Cobblestone, Flagstone, 

Fieldstone, Wallstone, Benches, Fountains, 
Bird Baths, Pool Coping, Wall Cap, Veneers, 

Flagging, Granite Signs, & Custom Fabrication

www.swensongranite.com
369 N. State St., Concord, NH 03301 . 603-225-4322 

86 Rt. 101A, Amherst, NH 03031 . 603-672-7827

Or A Location Near You In New England

RI

NY

ME

NH

VT

MA

CT

NEW HAMPSHIRE’S

Rte. 155, Madbury, NH    603.749.9797
www.LandCareStone.com

Rte. 33, Stratham, NH    603.431.0088
www.LandCareStone.com

Leading Supplier for Granite & New England Stone,
Pavers • Brick • Stone • Hardscape Products

A division of LandCare Associates, Inc.
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Nationwide
Dealers & Distributors

Partner Dealer

Best Selection of Landscaping,  
Masonry and Building Stone.

We represent OVER 50 QUARRIES
from New England, New York, 
and Pennsylvania.

NATIONWIDE Shipping
from our New Hampshire
Stone Yards.

Authorized Dealers 
For the Best Brands in the Industry

Steps & Landings from New England’s 
Premier Block Quarries

Flag Stones & Wall Stone
The Largest Selection from New England Producers

Full Bed & Thin Stone Veneers
From Exclusive New England Producers

Specialty Round Stone Varieties
From In and Around New England

NDAL (New Directions in the American Landscape) announces 
an intensive, multi-session virtual course – Ecology-based 

Landscape Practice – November through December.
The use of native plants in garden design is increasing dramati-

cally. Crucial knowledge including their ecological traits, coloniza-
tion patterns, and processes of compositional change, however, is 
often missing from the equation. Join Landscape Designer Larry 
Weaner and native plant expert Ian Caton as they explore how to 
integrate restoration ecology and garden design to achieve beauti-
ful, ecologically diverse landscapes.

This course is applicable to landscape practitioners in the Eastern 
and Midwestern U.S.

LACES/ASLA, APLD, & NOFA CEUs available.
Details and registration available at ndal.org

Energy-based 
Landscape Practice

Two scholarship programs are available for horticulture and 
landscape design and construction students. One is through 

NHLA, and the other through the The Ruth E. & Leon E. Pearson 
Memorial Scholarship. Grants for each are made annually. 

The NHLA scholarship is available, but not restricted to:  1) 
NHLA members and their employees enrolled or enrolling in full 
or part-time college programs that are related to the landscape 
industry. 2) High school seniors enrolled in agriculture education 
and/or horticulture classes related to the landscape industry. 3) 
College students already enrolled in two- or four-year landscape 
related majors.

The Ruth E. & Leon E. Pearson Scholarship was established in 
1993 by Mrs. Ruth E. Pearson of Concord, NH, to provide finan-
cial assistance in the form of scholarship to horticulture students 
at the Stockbridge School at the University of Massachusetts and 
NHTI, Concord’s Community College. Scholarship applicants must 
demonstrate an interest in the field of horticulture by satisfactorily 
completing the equivalent of at least two semesters of full time 
college level study in a related field and must hold a 3.0 GPA.

The Pearson Memorial Scholarship applications must be returned 
no later than December 1, and the NHLA Scholarship applications 
by December 15.

Please go to nhlaonline.org/scholarships for more details about 
the scholarships and the forms to apply. n

Student Scholarship 
Applications Due
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Certification Corner
by Abby Zuidema, 
NHCLP Certification Coordinator

NH
L a n d s c a p e
Professional

CERTIFIED

The Certification Committee announces three 
new NHCLPs. Congratulations!
 
Georgia Elgar
Peachy Keen Gardening LLC, Milton, NH

Richard Grima 
Belknap Landscape Company, Gilford, NH

Leigh Lessard 
Site Structures Landscape, Eliot, ME
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CALL OR TEXT TODAY! 

LANDSCAPE AND CONSTRUCTION EQUIPMENT WANTED   

Paying more than dealer trade-in prices! 

Like Chucky in the Horror Movies:
“I’m Back”
by Bill Gardocki

Many of you know that back 
a year and a half ago I sold 

my business. Forty-eight years 
doing landscape/hardscape in-
stallations was enough for me. I 
decided to keep my membership 
in NHLA as I still wanted to stay 
in touch with all that is happening 
in the industry, and I still travel 
all over the country teaching my 
list of hardscape seminars and 
the ICPI and NCMA certifica-
tion classes.

This winter I look forward 
to teaching at Hardscape North 
America (HNA) in Louisville, 
KY, the Mid-Atlantic Hardscape 
Show in Atlantic City, the Min-
nesota Nursery and Landscape 
Show in Minneapolis, and the 
Northeast Hardscape Show that 
will be in Springfield, MA, this 
year. I have had the honor to be 
asked to be a judge in this year’s 
HNA hardscape awards. There 
are some incredible projects be-
ing installed around the country. 
To see what some contractors 
are doing with hardscapes gets 
my juices going. New products 
and innovations are coming out 
at a rapid pace. I love traveling 
to industry shows, talking to 
contractors, hearing their stories, 

helping them achieve their goals, 
and just the camaraderie that 
comes with hanging out with 
industry folk.  

Back during the summer, Jim 
Moreau asked if I would teach a 
hardscape seminar at the NHLA 
Field Day at Shaker Village. I said 
yes, and we had about 30 attend-
ees in the hands-on seminar. At 
one point I asked the attendees 
how many are ICPI or NCMA 
certif ied? Only one hand went 
up. I then asked how many do 
hardscape installation?  Meaning, 
retaining walls, patios, outdoor 
kitchens, pool decks, seat walls, 
front walkways, etc. Every hand 
went up. Everyone in the seminar 
either installs or oversees people 
who install hardscapes. That’s 
when I said to Dave DeJohn and 
Pam Moreau, that some type of 
hardscape education, articles, in-
formation, anything was needed 
in the NHLA Newsletter. 

I also did another check. How 
much of the advertising in the 
NHLA Newsletter was from hard-
scape suppliers or manufacturers? 
I found that in almost every issue 
about 50% of our advertising 
space is sold to hardscape sup-
ply companies.  The growth in 

800-556-6985 
New England’s finest sod

Serving all of New England

Bill Gardocki instructing landscape construction students 
during a hardscape demonstration.

the hardscape industry over just 
the last 10 years has been tre-
mendous. Look around our state 
now- there are many companies 
calling themselves “hardscape 
contractors,” which was not the 
case just a few years ago. 

So what is the bottom line? 
For about eight years I wrote 
monthly articles for Hardscape 
Magazine from the perspective 
of the contractor. I have offered, 
and it was accepted, that I would 
update these articles and submit 
them to the NHLA Newsletter. 

So for better or worse, you will 
have to deal with me for a little 
while longer. Starting with the 
next issue of the Newsletter, I 
will be writing about hardscapes.

I look forward to any of your 
thoughts and comments, and I 
hope that some of my 49.5 years 
of experiences helps you out.

— Bill Gardocki, gbgardocki@
gmail.com
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First NHLA Field Day Called a Success
by Mike Barwell; photos by Maria Rainey

 Beautiful weather, engaging 
speakers, helpful vendors, 

and eager attendees made the first 
Field Day a successful venture.

Canterbury Shaker Village, 
with its historic buildings and 
grounds provided the perfect 
late summer venue for more than 
150 participants.

Highlights of the day included 
a well-attended demonstration 
about how to incorporate drone 
technology into landscape design 
by Graham Pellettieri and co-
workers from Pellettieri Associates.

Long-time NHLA member 
Bill Gardocki gave a hands-on 
demonstration about building 
walls and patios while Andrew 
Mauch of Millican Nurseries did 
a workshop about best plants for 
fall plantings.

Jonathan Ebba of UNH Co-
operative Extension provided a 
workshop about using soil testing 
equipment and Jeremy Delisle, 
the Cooperative Extension’s 
fruit specialist, gave a tour of 
the Shaker Village 1917 orchard 
and talked about pruning, f ire 
blight mitigation, and grafting 
historic trees at the village.

The business side of landscap-
ing was present when Greenius 

presented a program about its 
on-line training platforms that are 
being offered to NHLA members 
at discounted rates.

Likewise, representatives from 
the National Automotive Road 
Fuels Associates (NARFA) shared 
information throughout the day 
about how to attract and retain 
employees through benefits and 
other programs.

Vendors offered a myriad of 
products, including the newest 
equipment, landscape products, 
plants, and technology.

State Police from Troop G., 
who monitor and enforce laws 
about safe road equipment, were 
on hand to answer questions and 
engage with landscapers.

Other popular workshops in-
cluded First Aid in the Field, 
Irrigation Tips and Tricks, 
and Building Credentials with 
the NH Certif ied Landscape 
Professionals. Demonstrations 
throughout the day included 
small engine repair and chain 
saw safety. 

Overall, most attendees 
thought the event was a success, 
with a good location, interesting 
workshops, and good food from 
vendors. k

Our first Field Day was a huge 
success! The weather was 

a little windy, but otherwise an 
amazing day. An event this size 
takes a village to make it hap-
pen and run smoothly. We had 
a great deal of help! I would like 
to thank everyone who helped, 
starting with Canterbury Shaker 
Village. It was a beautiful venue 
for this event, and we were able 
to offer a tour of the gardens 
during lunch.

Next, I would like to thank 
our SPEAKERS. We could not 
have done it without them! They 
were fantastic!

Laura Faubert, Greenius: In-
troducing an Online Training 
Platform

Abby Zuidema, Mosaic Plant 
Design and NHCLP Coordina-
tor: Building Credentials with 
the NHCLP Program

Graham Pellettieri and Celynn 
Siemons, Pellettieri Associates, 
Inc: What can you do with drones 
in landscaping?

Jonathan Ebba, UNH Coop-
erative Extension: Soil Testing 
w/ Affordable Instruments

Bob Taylor, Windham Fire-
f ighter/EMT: First Aid in the 
Field

Joe Conlon, Northeast Golf & 
Turf: New Hydro Mulch Tech-
nology and Seed Varieties

Bill Gardocki, Hardscape Edu-
cator: Proper Paver and SRW 
Retaining Wall Installation 
Techniques

Jim Moreau, Northeast Turf 
& Irrigation: Irrigation Tips & 
Tricks

NARFA, Vinnie Daboul and 
Andrew Gresenz: How can NAR-
FA help you?

Andrew Mauch, Millican 
Nurseries : Best Practices for 
Fall Planting

Chris Baker and Andrew Gi-

ampalo, North Point Outdoors: 
Basic Small Engine Repair Q & A

Mike Gagnon, UNH Coop-
erative Extension: Chain Saw 
Safety Q & A

Jeremy DeLisle, UNH Coop-
erative Extension: Small Fruit 
Production Q & A

Trooper Magoon and Trooper 
Trattoria, Troop G - NH D.O.S: 
Inspection Safety Q & A

A special thank you to our 
SPONSORS. They made it pos-
sible to keep our event afford-
able for all our attendees. We 
appreciate your support!

Drop One Portables for donat-
ing the portable toilets.

Read Custom Soils for donat-
ing the voice amplifiers for the 
speakers.

Northeast Turf & Irrigation 
for donating the lunches for the 
speakers.

Gilbert Block for donating 
the hardscape material for the 
paver installation demonstration.

Dig Safe for donating hats, 
bags, manuals, magnifiers, stick-
ers, and post-its.

North Point Outdoors and the 
Cafua Management Group for 
donating the coffee and donuts.

A special thank you to all 
our VENDORS. We were very 
fortunate to have a variety of 
dedicated professionals. They 
demonstrated many new products 
and equipment. One of my per-
sonal favorites was the excavator, 
from Chappell Tractor. 

Agresource, Inc,
Arborjet/Ecologel
Bigelow Nurseries, Inc.
Central NH Trailers
Chappell Tractor Sales
Donovan Equipment Co.
Greenius
MacMulkin Chevrolet
Medford Nurseries
Millican Nurseries, LLC

It Takes a Village
by Pam Moreau, NHLA Business Manager

NARFA
Northeast Nursery Inc.
Pellettieri Associates, Inc.
Pierson Nurseries
Read Custom Soils
Squared Landscape Equipment
Techniseal
Techo-Bloc
The Yard at Pleasant View
UNH Cooperative Extension
Unilock
United Ag & Turf
Vermeer All Road
A very special THANK YOU 

to the NHLA Board of Directors 
and Committee Coordinators. 
They spent many hours plan-
ning and executing this event. 
Thank you to Dave DeJohn, 
Andrew Pelkey, Maria Rainey, 
John Crooks, Cori Cahow, Ben 

Huntington, Annette Zamarchi, 
Mike Barwell, and Pam Moreau.

I would also like to give a spe-
cial THANK YOU to several 
people who came early to help 
set-up and stayed late to help 
break down. Thank you to Jim 
Moreau, Scot Flewelling, Chris 
Baker, Giampalo, Kristy Youmell 
and Riley Pierce. We could not 
have done it without you.

Finally, THANK YOU to all 
our attendees. We value your 
commitment and support to 
NHLA and the industry. We 
hope it was a great day for all and 
you learned something new. Your 
thoughts and ideas are important 
to us. Please email us with your 
ideas!  b

NHLA Business Manager Pam Moreau tries out the excavator.
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If you’re starting in with the 
snow removal business and 

you’re not sure if you got ev-
erything done for the upcoming 
snow season, here are 11 tips to 
help you as you get your new 
business off the ground:

1. By this time, you should’ve 
decided if you’re going to stay a 
subcontractor or have a f leet of 
trucks with crews to drive them: 
right before the season, you need 
to have an idea where you’re go-
ing with your snow business. Are 
you going to stay a subcontractor 
or will you be starting a snow 
management company?

2. Will you be handling resi-
dential and/or commercial cus-
tomers? Again, this is a decision 
that should’ve been made by now. 
But if you’re planning ahead, it’s 
logical to start with residential as 
well as mom-and-pop shops to 
get a toehold in the commercial 
side of snow and ice removal.

3. You need a marketing and 
advertising plan. You should 
dedicate a percentage of your 
company’s income to market-
ing and advertising. You need a 
website, business cards, and other 
marketing materials to create a 
packet for your sales prospects. 
Additionally, take out ads in your 
local newspaper, online forums, 
and social media to draw more 
eyes to your snow and ice services.

4. You need to make sure that 
you have both workers’ compen-
sation and liability insurances. 
Depending on where you do busi-
ness, insurance rates are going up. 
But if you want to protect your 
business and yourself, you need 
to make sure you have the right 
insurances in place to safeguard 
you from lawsuits.

11 Tips to Running Your 
Snow Removal Business

5. You need to train your crews 
how to use the equipment as well 
as to give them winter survival 
tactics. If you have a lawn and 
landscaping or a construction 
business during the warm season, 
you still need to train your winter 
crews. They need to know how to 
connect a plow to a skid loader, 
how to safely repair a broken 
hose, and even how to get safely 
in and out of a big truck.

6. You must go on pre-season 
visits—preferably with your 
crews. Again, you want to save 
your behind from unnecessary 
problems. So, take your crew 
members and your smartphone to 
take pictures if need be. You need 
a contact person for the proper-
ties you’re caring for, and your 
crews need to know the layout 
of the parking lot or driveway to 
make sure they can do their jobs.

7. You need to make certain 
your trucks and other snow equip-
ment are ready to hit the road. Do 
the necessary repairs, fix broken 
hoses, and change the oil as well 

as any other maintenance dur-
ing the fall months before snow 
season begins. You should also 
make sure all trucks have repair 
and first aid kits.

8. Check your accounts to see 
if you have enough cash reserves 
to survive the snow season. Do 
you have enough money to pay 
for your employees and make any 
repairs if it’s a low snow season? 
You need to plan ahead to make 
sure you’ll have enough cash flow 
to pay your employees, to buy 
parts, and for any other unfore-
seen problems that may come up 
during the season.

9. Procure any needed equip-
ment. Fall is the time to get those 
last minute pieces of snow equip-
ment. Verify that all new plows 
work and f it with your snow 
f leet. Connect with your dealer 
to make sure you can get any 
spare parts in a timely fashion.

10. Review your management 
skills to ensure you’re commu-
nicating effectively to both your 
customers and your employees.

Hone those skills. The dangers 
of snow removal coupled with 
little sleep and time away from 
family make snow management 
stressful both for you and your 
employees. If you’re generally 
gruff, you may want to hone up 
on those communication and 
management skills to keep good 
employees throughout the entire 
season. You don’t want any walk-
outs in the middle of January.

11. Make sure you’re educated 
on best management techniques 
to hold onto valuable employees 
and to have a successful snow 
season. Best management skills 
are based on the Golden Rule: 
Treat others how you’d like to 
be treated. So, try to motivate 
your crews with pizza, fresh cof-
fee, and even cots to sleep on. 
Recognize employees who go 
the extra mile and do a great 
job on a customer’s parking lot. 
Encouragement is infectious. ;

— from the SnowWolf website, 
snowwolfplows.com
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They’re out there on every 
client’s property, and there’s 

a chance you don’t know about 
them. Failing to recognize hid-
den property hazards not only 
increases the chances of a slip-
and-fall incident, but they con-
tribute to avoidable property 
damage. They might even mar 
your bottom line.

Here are five common hidden 
property hazards to familiarize 
yourself with before your next 
preseason site inspections. Once 
these trouble spots become ap-
parent, then you and your crews 
will more easily recognize them 
and take the appropriate actions 
to either avoid or rectify these 
issues before any damage is done.

1. Pavement conditions
More and more snow profes-

sionals are taking advantage of 
the latest advancements in plow 
technology, which, by design, 
are bigger and heavier than the 
traditional straight-blade plows. 
Designed to provide a cleaner 
surface, these tools tend to bite 
the pavement better than their 
predecessors. As a result, these 
plows can potentially tear up 
pavement imperfections and make 
existing surface damage worse.

In addition, these surface im-
perfections are prime spots for 
refreeze conditions. Ice builds 
up in these pits, dips and cracks 
and contributes to potential slip-
and-fall hazards for pedestrians 
traversing the parking lot from 
their cars to the adjacent build-
ing. In addition, larger and/or 
deeper damaged areas can f ill 
with snow, which disguises a 
potential tripping hazard to un-
knowing pedestrians.

When inspecting the property, 
look for signs that the pavement 

5 Hazards to Watch for This Snow Season
Snow contractors must prepare for any contingency. Here are five particularly troublesome property issues.

by Jerry Schill, Push for Profit — reprinted from Lawn & Landscape.com

has heaved. And if you can iden-
tify broken grout joints, then 
that’s a sign the pavement has 
already heaved during your mar-
ket’s freeze-thaw cycle. Common 
areas to find these imperfections 
are at high-traff ic areas, stop 
signs, near site intersections, and 
around loading docks. It’s impera-
tive to thoroughly identify and 
mark these problem areas on the 
site’s storm management plan.

In addition, site inspections 
should take place all winter long. 
Since we’re ISO 9001/SN 9001 
certif ied, we not only conduct 
preseason and postseason inspec-
tions, but we also do post-event 
inspections on all of our proper-
ties. This exercise identifies any 
new problems areas site crews 
need to be aware of before the 
next snow and ice event.

Lastly, we’re all aware snow 
contractors typically get blamed 
for any site damage that takes 
place during the winter. That’s 
why it’s very important to thor-
oughly document site conditions 
both before, during, and after 
the season. Again, this is im-
portant from both a safety and 
a financial perspective to make 
sure you don’t have to carry the 
f inancial burden of correcting 
damage you didn’t create.

2. Curbs, Catch Basins 
and Sewers

When it comes to curbs, all I 
can say is document, document, 
document.

Curbs are probably the No. 
1 thing we repair on an annual 
basis. Obviously, if we damage a 
curb during snow ops, then we’ll 
f ix it. However, curb damage 
happens all year long and the 
snow contractor is often the fall 
guy. That’s why you must video 

document and photograph the 
curb conditions at client sites 
where you anticipate a lot of 
damage could take place. It’s a 
preventative measure to identify 
for the client property damage 
you’re not responsible for.

For example, a retail center 
has a lot of semi-truck traff ic 
coming on and off the prop-
erty throughout the course of 
a business day. And curbs tend 
to get damaged when semis – or 
even cars, for that matter – cut 
corners too closely. Therefore, 
it’s important to be vigilant. Go 
through and document curb con-
ditions, so you don’t get blamed 
for the damage and stuck with 
the financial burden of repairing 
them at season’s end.

It’s important to mark catch 
basins and sewers on your site 
map not only for plowing pur-
poses, but also for drainage. For 

example, if you stage snow on a 
property, it’s important to have 
an awareness for where the catch 
basins and sewers are located to 
understand how the property is 
designed to drain. So, for thaw-
refreeze cycles you’ll want to 
know which direction water will 
f low and where, potentially, it 
will reform into ice.

And as with other property 
features, it’s important to note 
any existing strike marks or dam-
age to these areas because these 
are easy targets. In fact, it’s not 
unheard of for a plow operator to 
unknowingly take off a manhole 
cover. Imagine the damage that 
could do to a car driving into 
it, or God forbid, a pedestrian.

3. Roofs and architectural 
details

Many storefronts and modern 

We’re all aware snow contractors typi-
cally get blamed for any site damage 
that takes place during the winter. 
That’s why it’s very important to thor-
oughly document site conditions both 
before, during and after the season.

Cont’d on p. 19
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facilities have intricate, architec-
tural details and overhangs that 
can cause havoc with your site 
management plan. Snow tends to 
build up at these areas, and they 
become major areas for refreeze 
problems on the pavement and 
walkways below.

In addition, pay very close at-
tention to these details if they are 
south facing or are surrounded 
by ref lective glass. Both tend to 
melt snow and ice during the 
day, and therefore are the f irst 
areas that will refreeze at night.

Clearly mark these areas on 
your site maps, so you, your 
crews and your clients are well 
aware of the potential hazard to 
pedestrians.

4. Space constraints
When developing your storm 

management plan, it’s impor-
tant to know where you’ll stage 

and store snow, as well if it’ll be 
removed from the site. It’s not 
uncommon to have challeng-
ing space-constrained proper-
ties where you’ll have to employ 
specialized equipment to relocate 
the snow while you’re plowing.

Therefore, it’s important to 
know in advance where you’ll be 
putting it because it will decrease 
the amount of time to clear the 
site completely. Don’t forget to 
consider these factors when build-
ing out your proposals.

5. Traffic patterns
A lot of being successful in 

snow and ice management has 
to do with timing, so understand 
both the vehicle and pedestrian 
traff ic patterns unique to each 
property.

For example, some properties 
condense employee parking areas. 
Once people start parking in 

spaces, it’s nearly impossible to get 
the pavement cleaned safely. So, 
timing is vital to get the product 
down and services done before 
anyone arrives for the work day 
or their shift.

In addition, be aware of the 
site’s hours of operation. Over 

Snow Plow Hazards, 
Cont’d from page 17

the course of an evening you 
can plow against normal traf-
fic patterns and place and stage 
snow in certain areas. You lose 
that f lexibility during the site’s 
hours of operation – typically the 
daytime hours – when your only 
option is to abide by the traffic 
patterns. This only elongates the 
amount of time you have to clean 
that pavement and make it safe.

When building your site’s con-
tingency plan, it’s equally impor-
tant to know when customers are 
present, where and how people 
typically park, and the delivery 
schedules to the property. For 
example, if you have a Starbucks 
on a retail property, then it typi-
cally opens at 5:30 am, while 
the rest of the stores don’t open 
until 10 am. It’s those kinds of 
details that must be taken into 
account when you do your site 
planning. p

A lot of being 
successful in snow 
and ice manage-
ment has to do 
with timing, so 
understand both 
the vehicle and 
pedestrian traffic 
patterns unique to 
each property.
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CARRYING A FULL LINE OF B&B AND CONTAINER 

LANDSCAPE PLANTS READY TO BE DELIVERED TO YOU 

• SHADE TREES 

• BROADLEAFS 

• FLOWERING SHRUBS 

Check our website for our most recent availability  (PW: pni2022) 
Or contact our office if you would like to receive our weekly  

availability emails 

GROWING FOR 
OVER 40 YEARS 

P: 207-499-2994    F: 207-499-2912 
sales@piersonnurseries.com • www.piersonnurseries.com 
Mailing Address: 24 Buzzell Rd, Biddeford ME 04005 
Physical Address: 291 Waterhouse Rd, Dayton ME 04005 

• EVERGREENS 

• PERENNIALS & GRASSES 

• NATIVE & WETLAND PLANTS 
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NHLA Welcomes...H
Russ Warnock
SaveATree 
(formerly Urban Tree)
119A Walnut Street
Rochester, NH 03867
rochester@savatree.com
603-332-1246
www.savatree.com/tree-service-new-hampshire

Heather Linehan
Linehan Landscaping and 
Property Maintenance, LLC
39 Lawrence Rd.
Salem, NH 03079
heather@linehanlandscaping.com
603-894-4100
linehanlandscaping.com

Janelle Maynard
NHTI Student
38A Main St.
Plaistow, NH 03865
janellelaurendesign@gmail.com

Steve Grant
The Greener Company
266 Saunders Hill Road
New Boston, NH 03070
steven@thegreenercompany.net
603-674-3902
Thegreenercompany.net

Graham Pellettieri
(replacing George Pellettieri)
Pellettieri Associates, Inc.
169 Kearsarge Mountain Rd.
Warner, NH 03278
graham@pellettieriassoc.com
603-456-3678
pellettieriassoc.com

NHLA Job Board
See most current listings at: 

https://nhlaonline.org/job-opportunities/

Your advertisement in the 
NHLA Newsletter reaches a target group 

of Green Industry professionals. 
Call Annette Zamarchi:

603-661-3488

Display Ad Rates are for high resolution digital submis-
sions ready for print. (Custom ad preparation services are 
available. Please call for rates.) Ad space must be reserved 
by the 5th of the month preceding publication, with digital 
files arriving by the 10th of the preceding month. Payment 
in full is required at time of placement of first ad. Contact: 
Annette Zamarchi, 603-661-3488.

NHLA Newsletter Ad Rates
Size	 1 issue	 5 issues	 10 issues
DISPLAY ADS:
Full Page
(7 1/2 x 10 inches)	 $242	 $1,020	 $1,495
Half Page
(7 1/2 x 4 7/8 inches)	 $178	 $710	  $1,108
Quarter Page
(3 5/8 x 4 7/8 inches)	 $126	 $450	 $675
Eighth Page
(3 5/8 x 2 5/16 inches)	 $59	 $237	 $340
Classified
Per 30 words: $15 members, $30 non-members	
Employment Classified
60 words max: Free for members, $60 non-members 
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Please complete the information below:

INDIVIDUAL NAME

FIRM NAME

STREET

CITY				S    TATE	 ZIP

COUNTY

HOME TELEPHONE 		  BUSINESS TELEPHONE 

E-MAIL ADDRESS

MEMBERSHIP CATEGORY APPLYING FOR: 	
(Please check one.)

■ 	 MEMBER (1 year): Someone actively engaged in the 
landscape industry or allied professions or industries. Annual 
Dues: $150.00

■ 	 MEMBER (3 Years): Someone actively engaged in 
the landscape industry or allied professions or industries. Dues: 
$420.00

■ 	 STUDENT MEMBER: Full-time student of horticul-
ture- related studies. Annual Dues: $35.00

A renewal notice will be sent to you when your membership is 
near expiration.

I hereby apply for membership and I agree to abide by the By-
Laws established by the New Hampshire Landscape Association. 

	

Please check appropriate areas: 
■ Arborist 	 ■ Educator
■ Fine Gardening	 ■ Garden Center
■ Horticulture Consultant	 ■ Irrigation
■ Landscape Architect	 ■ Landscape Construction
■ Landscape Designer	 ■ Landscape Lighting
■ Lawn Maintenance	 ■ Licensed Pesticide Applicator	
■ Masonry	 ■ Organic Landcare/Gardening
■ Shoreline Permitting	 ■ Snow Management	
■ Retail	 ■ Turf	
■ Water Gardens	 ■ Wholesale Grower
■ Wholesale Nursery	 ■ Wholesale Supplier
■ Other__________________

Would you be willing to serve on an NHLA Committee?	
■ Yes	■ No

SIGNATURE			 

DATE

Please detach and return application to:
Pamela Moreau, NHLA Business Manager
13 Rancourt St.
Nashua, NH 03064

UNH Extension’s Home Horticulture Team is Hiring: 
Working in tandem with Master Gardener volunteers, the 
Home Horticulture Program Manager works statewide to 
lead gardening and landscaping education and outreach. 
Home Horticulture staff answer questions, conduct outreach 
on relevant and seasonal topics throughout the year, and 
provide engaging horticulture skills-training for NH’s garden-
ing public. Contact Amy. Papineau@unh.edu, 603-272-6497, 
https://extension.unh.edu/blog/2022/07/unh-extension-
seeks-home-horticulture-program-manager

Northeast Granite Inc.
weathered granite stones for:

 				  
Andy Sherburne • 603-496-4496

Northeastgraniteworks.com
instagram.com/northeastgraniteworks/

Quarry • 169 Granite Street • Allenstown, NH

Patios	
Steps	
Water Features

	 Walls	
	 Posts	
	 Benches
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“I cannot endure to waste anything so 
	 precious as autumnal sunshine by staying 
	 in the house.”
	 	 —Nathaniel Hawthorne, 

		  American novelist (1804-1864)

See the NHLA website for Newsletter copy and advertising deadlines:
nhlaonline.org/nhla-newsletter/

Calendar
• October 27 
Ecological Landscape Alliance (ELA) 2022 Season’s End Summit, online or in person at New England Botanic 
Garden at Tower Hill, Boylston, MA, 8:30 am - 4:30 pm, www.ecolandscaping.org/

• December 2 
ELA Ecological Plant Conference, 8:30 am - 4:30 pm, www.ecolandscaping.org/

• January 24
2023 CNLA Winter Symposium, Aqua Turf Club, Plantsville, CT, cnla.biz/event/2023-cnla-winter-symposium

• January 25
2023 Grow Maine Green Expo, Augusta, ME Civic Center, melna.org

• March 3-5
The Vermont Flower Show, Champlain Valley Expo, Essex Junction, VT, vnlavt.org. Exhibitor registration now open


