
HNewsletter
NHLA

Informing and educating members of the Green IndustryVol. 40  No. 10

December 2024

CONTENTS:

1
January Dinner Meeting: 
Practical Approach to 
Organic Turf Care

3
President’s Notes

5
Certification Corner

7
The Price of a Killer View
by Phil Caldwell

9
How Software Can Grow 
Your Snow Business
by Rob DiFranco

11
February Dinner Meeting:
Transform Your Frontline 
Operations with 
CrewHero

15
Questions to Ask 
Yourself as an Owner of a 
Landscape Business
by Greg Herring

20
Calendar

AND MORE . . .

Season’s Greetings

Join us for the first NHLA event of 2025. At this Dinner Meeting, you will learn the 
principles of organic turf care through the lens of PJC’s “Healthy Turf Circle.” 

Date: Wednesday, January 22, 2025 
Location: Throwback Brewery, Jericho’s Landing, 7 Hobbs Road, 
	 North Hampton, NH 03862
Time: 5:30-8:00 pm
Register: Online at nhlaonline.org/events/
Diversify and increase your revenue with organic fertilization services. PJC Organic’s 

“Practical Approach”has simplified turf care to help landscapers offer All-Natural Organic 
Turf Care (OTC) programs — it’s not hard, just different! 

January 22 Dinner Meeting: 
A Practical Approach to 
Organic Turf Care

Continued on page 18
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As we approach the end of 
another busy season, I want 

to take a moment to reflect on 
one of the most valuable aspects 
of our industry: the importance 
of networking. Whether you’re 
just starting out in landscap-
ing or have years of experience, 
building connections with your 
peers can be one of the most im-
pactful ways to grow personally 
and professionally.

The landscape industry is 
constantly evolving, and no 
one has all the answers. That’s 
why it’s so important to engage 
with others in our field, to share 
ideas, challenges, and solutions. 
Networking with fellow profes-
sionals opens up opportunities 
for collaboration, new insights, 
and learning from each other’s 
experiences. It also helps us build 

strong relationships that can be 
a valuable source of support, 
advice, and camaraderie.

One of the best ways to connect 
with peers and foster these rela-
tionships is through our NHLA 
Dinner Meetings. We set viable 
topics and allow for discussion. 
These gatherings also provide an 
informal yet focused environment 
where we can engage with one 
another, exchange ideas, and 
learn from the diverse experi-
ences of our fellow members. 
Whether you’re discussing the 
latest landscaping trends, best 
business practices, or industry 
challenges, our Dinner Meet-
ings offer the perfect platform 
for collaboration.

The true power of network-
ing, however, lies in the rela-
tionships we build. There is no 

substitute for the connections 
made in person, whether it’s a 
casual conversation over dinner 
or a shared experience at one 
of our events. These moments 
help create a sense of community 
within our industry, reminding 
us that we’re all working toward 
the same goal — enhancing the 
beauty and sustainability of New 
Hampshire’s landscapes.

I encourage all of you to take 
full advantage of these opportu-
nities. If you haven’t attended a 
Dinner Meeting yet, I strongly 
recommend that you join us at 
our next gathering. It’s an op-
portunity to connect, learn, and 

grow with a network of like-
minded professionals who are 
just as dedicated to the industry 
as you are.

As we move into the colder 
months, I hope you’ll continue 
to invest in these connections and 
remember that growth — both 
personal and professional — often 
comes from the relationships we 
nurture and the knowledge we 
share. Together, we can continue 
to strengthen our industry, sup-
port one another, and build a 
thriving landscape community 
in New Hampshire.

Looking forward to seeing you 
at our next Dinner Meeting. g

The landscape industry is constantly 
evolving, and no one has all the an-
swers. That’s why it’s so important 
to engage with others in our field, to 
share ideas, challenges, and solutions.

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
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Certification Corner
by Abby Zuidema, NHCLP 
Certification Coordinator

NH
L a n d s c a p e
Professional

CERTIFIED
 Certification Exam 2025

The next Certification Exam 
will be held on Saturday, March 
1, 2025. The written portion only 
will be offered on that date. The 
written portion of the exam is 
based on the NHCLP Manual. 

A NHCLP Manual is included 
with exam registration or can be 
purchased separately. A Manual 
Review Course is offered prior 
to the exam (see below). More 
information can be found at 
nhlaonline.org. Contact: cer-
tification@nhlaonline.org. R

2025 NHCLP Manual 
Review Course

Date & Time: Tuesdays, Janu-
ary 28–February 18, 2025, 6-8 
pm

Location: Zoom
Fee: $35.00 per session or $120 

for 4 sessions.
Registration: see the NHLA 

website, nhlaonline.org
Schedule w—
January 28: Botany, Soils, 

Fertilizers, Composting
February 4: Plant Identifica-

tion, Nomenclature & Hardiness, 
Native & Invasive Plants

February 11: Turf, Planting 
Instructions, Plant Maintenance, 
Safety

February 18: Landscape De-
sign, Hardscape, Bidding and 
Estimating C

New NHCLP’s
The New Hampshire Land-

scape Association Certification 
Committee is pleased to an-
nounce the achievements of four 
new NH Certif ied Landscape 
Professionals.

Congratulations to:
Katelyn Courtot #192
Wulff Traks LLC, 
Dalton, NH

Katelyn has worked in the 
landscape and horticulture in-
dustry for 16 years (six years 
landscaping and 10 years mer-
chandising). She has a master’s 
degree in biology, and when 
she is not working as a wildlife 
biologist, she designs, installs 
and maintains perennial and 
vegetable gardens for private and 
commercial clients in northern 
New Hampshire. She combined 
her love of gardening with her 
wildlife and field experience to 
create her own company, Wulff 
Traks LLC: Wildlife Contract-
ing and Horticultural Services.

Dianne Bedard #193
Spring Ledge Farm, 
New London, NH

Dianne grew up helping a 
neighbor plant and harvest a 
home garden. This experience 
developed her passion in hor-
ticulture over 40 years ! Today 
this passion has evolved into a 
second career, working at Spring 
Ledge Farm Nursery, helping 
customers select and maintain 
plants, trees, and shrubs for their 
own gardens. Participation in the 
NHLA Certif ication program 
has expanded her knowledge of 
gardening and landscaping plants.

Stephanie Cook #194
Belknap Landscaping, 
Gilford, NH

Stephanie has been working 
in the plant industry for 8 years. 
She earned a bachelor’s degree in 
biology from the University of 
New Hampshire. Stephanie is 
excited to have earned her NH 

Landscape Professional Certi-
f ication and looks forward to 
applying the knowledge gathered 
through the Certif ication pro-
gramming in the field. 

Jessica Mafera #195
Belknap Landscaping, 
Gilford, NH

Jessica’s love of plants started 
with a summer job at Chakarian 
Farms in Derry. She went on to 
earn her degree in horticulture 
from the Thompson School at 
UNH. After college, Jessica 
worked at Brochu Nurseries as 
well as the Parks Department 
at the Town of Derry. She now 
works in the Garden Services 
Division at Belknap Landscaping.

All NHCLPs must pass the 
Written and Plant ID portions 
of the NHCLP exam and earn 
5 credits annually in Landscape 
and Industry Leadership pro-
gramming. The Written exam is 
offered in March and September 
each year and the Plant ID por-
tion in September only. 

More information can be 
found at: nhlaonline.org/how-
to-become-certified/ 

Questions: Contact certifica-
tion@nhlaonline.org a
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Paving Stones • Retaining Wall Block • Fire Pits  
Masonry Block • Natural Stone • Cultured Stone 

Brick • Granite & Decorative Stone • Tools & More

6 CANDY LN. HUDSON, NH • 603-882-5700
78 TURNPIKE ST. ALLENSTOWN, NH • 603-485-4400

WWW.HUDSONQUARRY.COM
  HUDSONQUARRY        HUDSONQUARRYNH

INSTANTLY EXPAND YOUR PRODUCT OFFERINGS 
WHILE REDUCING LABOR, INSTALLATION TIME AND COSTS 

• Unit arrives in 2 pieces.
• Once the unit is on the pad/footing, the veneering process can begin immediately.
• Unit has forklift pockets for easy movement.
• Refractory cement is added to one joint to adhere cap to base.
• Firebox is integrated and pre-installed.
• Unit has a raised hearth.
• This is The Complete Premium Modular Solution!
• Impress your customer by starting a fire the same day the unit is installed!

Less work on site means less disruption on a customer’s property.
Saving time means contractors will be able to commit to more jobs in a season!

StoneFire Core fireplace units available at Hudson Quarry!

— Phil Caldwell is a past president of NHLA (1989) who now 
lives and works in Maine.    

The Price of a Killer View
by Phil Caldwell 

 Some of you may have heard 
of the major pesticide vio-

lation that happened a couple 
of years ago, and is back in the 
news in Camden, ME, as more 
settlements start to happen, The 
news was all over national media,

A family “from away,” that 
owns a summer house in Camden, 
decided they wanted a better view 
of the water. The $3.5 million 
house has a nice view, but due 
to a few trees blocking some of 
the picture, I guess the owner 
wanted more removed to improve 
their view a bit. The residents are 
Amelia and Arthur Bond from St. 
Louis. She is the former CEO of 
the St. Louis Foundation, with 
more than $500 million in assets 
in the non-profit foundation. 

The large oak trees that were 
causing a slight obstruction of 
the Bond’s Camden harbor view 
were on the property of Lisa Gor-
man, Leon Gorman’s widow. 
Leon passed away a few years ago. 
He had been the CEO of L.L. 
Bean and was L.L.’s grandson. 
I occasionally used to see Leon 
Gorman walking his dogs here 
in Yarmouth. He lived here in 
Yarmouth (and Lisa still does) 
in a beautiful old Georgian co-
lonial about a 8-10 houses from 
where we live. Obviously our 
duplex is on the other side of 
the tracks from Gormans, but 
they are not showy people, and 
Leon was always one to say hello 
when I spoke to him, despite 
being a bit shy,

As I mentioned, the oak trees 
were blocking the Bond’s view 
of the harbor, but helped serve 
as a screen for Lisa Gorman’s 
property. Bond had asked Lisa 
about removing the trees and 

Lisa said no thanks, she liked the 
privacy screening, All of a sudden, 
all four oaks looked quite sickly 
and soon died, Lisa Bean had her 
tree care company take down the 
sick, defoliated trees and asked 
her arborists to have tests done to 
determine the cause for sudden 
defoliation and death. I think she 
may have suspected a suspicious 
death. Amelia Bond was so gener-
ous that she offered to split the 
costs of the tree removal! Bean’s 
tree care company sent samples 
to the state and labs found that 
Bond had spread Tebuthiuron 
on the ground around the oaks 
that were blocking her view. 
This is an herbicide, not sold 
in Maine, that she had purchased 
and transported from Missouri. 
By this time, the issue was in the 
hands of Lisa’s attorneys.

So, Amelia Bond now has a 
nicer view of the harbor, but the 
EPA considers Tebuthiuron an 
herbicide that does not break 
down in the soil. Most of the 
Bond property is on a hillside 
that drains into either Camden’s 
only public beach or a town park 
where the chemical in draining 
water will kill all plants on those 
properties, As a result the state is 
requiring all plants and the soil 
to be removed and trucked to a 
toxic waste dump about 70 miles 
away. Soil must be excavated 
down to ledge. I assume Amelia 
Bond will also be required to 
plant trees to replace the oaks 
that were killed on Lisa Bean’s 
property.

If you do some of the math 
it seems like a rather expensive 
method for improving your view: 
$180,000 penalty for shoreline 
violation, $30,000 environmen-

tal testing and monitoring, and 
$4,500 unlawful application of 
herbicide. Not included in this 
price is the cost for disposal of 
toxic soil and replacement of soil 
and plants on the town beach and 
park areas, which will be quite 
costly. There was also a lawsuit 
at the start of this whole issue 
for something like $1.5 million 
for Amelia Bond “removing” Lisa 
Bean’s trees. There are probably 
other costs I’ve overlooked or that 
have yet to be settled. This is a 
rough “guesstimate.”

I know Lisa Bean certainly 
wasn’t suing the Bonds for f i-
nancial reasons, and for the most 
part I feel people have gotten 
way too “law suit happy” and 

Find us on Facebook!
www.facebook.com/NHLandscapeAssociation

sue over the smallest things. I 
have, however, seen a significant 
increase in people “from away” 
coming to Maine (and I know the 
same is true in New Hampshire), 
avoiding setback and other regu-
lations on lakes and the ocean. 
Many people think they’ll just 
do as they please — cut down 
trees or sometimes build docks 
— violating code and then just 
pay a $20,000-$30,000 fine for 
a better view or whatever, Finally 
towns are cracking down a bit 
more. In the case of the Bonds, 
several residents in Camden were 
not too happy, and I doubt they’ll 
be going to the yacht club very 
often in the future! T

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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KINGSTON STRATHAM

MADBURY

For snow and ice contractors, 
effective software can unlock 

new money-making potential by 
saving time and increasing leads.

Joe Pascaretta, chief operating 
officer at WorkWave and a former 
landscape business owner, shares 
how the right business software 
can carry your snow and ice busi-
ness to the next level.

Communication is key
For Pascaretta, the biggest 

advantage software offers a snow 
and ice contractor is the ability 
to communicate not only with 
employees, but with customers 
as well.

“The ability to send reminders 
and notifications and to commu-
nicate with the customer is such 
a big deal for any seasonal event,” 
he says. “Customers want to know, 
‘Where’s my plow driver? What’s 
going on?’ It’s having the ability 
to communicate with the customer 
that makes software invaluable.”

Software can also push alerts 
and notifications directly to driv-
ers about potential hazards on 
their route. Pascaretta remem-
bers the days of printing out 
MapQuest when planning out 
a snowplow’s route.

Now, with the help of AI al-

How Software Can Grow 
Your Snow Business
by Rob DiFranco, adapted from Landscapemanagement.net, July 2024	

gorithms built into software, 
that is done automatically to 
maximize efficiency.

If there’s a traffic hold up or 
accident, the only way to know 
about it in the past was to listen 
to AM news radio in the truck. 
Now, if something does happen, 
the software can optimize a route 
based on dynamic conditions and 
say, “Hey, snowplow driver, go 
to this property f irst and then 
that property.” 

Artificial Intelligence
Pascaretta speaks excitedly 

about the potential of AI to ex-
pand what business software can 
offer the snow and ice contractor.

“The biggest benef it now is 
automation. It’s the ability to 
automate what humans would 
be doing and have it automated 
within the tools,” he says. “We are 
shifting more towards advanced 
AI machine learning within all 
those capabilities as well. That’s 
where we’re going to get creative, 
and the customers are going to 
ultimately reap the benefit.”

One area AI usage can expand 
is in a predictive way. His goal, 
he says, is to partner with IoT 
(Internet of Things) vendors to 
have sensors on snowplows to 

be predictive in areas that can 
damage a contractor’s margin.

“When those trucks are mov-
ing around the parking lots, and 
they have a hydraulic line break, 
that puts that truck out of com-
mission,” he says. “We’re going 
in a direction with smart IoT 
sensors where we can be predic-
tive in that and other areas that 
destroy snowplow margin.”

Expanded Finances
Pascaretta says that he’s seen 

an expanded acceptance of uti-
lizing business software on the 
financial side of things since the 
start of the pandemic in 2020.

“What I started noticing is that 
more contractors have started to 

accept Venmo or Cash App or of-
fering financial tools to finance a 
project within their portfolio,” he 
says. “We have noticed, certainly 
from a f inancial acceptability 
lens, a night and day difference.”

In addition to the expanded 
offerings for payment collection 
and customer f inancing, Pas-
caretta says he expects software 
companies to expand their f i-
nancial capabilities in the future.

“It’s about helping our cus-
tomers to do more with their 
customers,” says Pascaretta. “We 
can be more of a lender, and in 
some cases, we go beyond that 
and explore solutions where our 
customers can help build credit 
in their businesses’ name.” p
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We’re excited to introduce 
CrewHero at our February 

Dinner Meeting. It’s a power-
ful software solution designed 
to streamline and enhance the 
operations of service-based busi-
nesses like yours!

Join us for a live demonstra-
tion and see how CrewHero will 
change the landscape game.

All are welcome! You do not 
need to be an NHLA member 
to attend. We encourage you 
to invite a friend who may not 
have attended an NHLA Dinner 
Meeting before.

Date: Wednesday, February 
12, 2025

Location: The Puritan Confer-
ence Center, 245 Hooksett Rd., 
Manchester, NH

Time: 5:30-8:00 pm
Join us 5:30-6:00 pm for net-

working, appetizers, and a cash 
(credit card) bar. Speaker presen-
tation begins at 6:00 pm, and 
buffet dinner begins at 7:00 pm.

Fee: $60 per person, dinner 
included

Online Registration: 
nhlaonline.org/events/

At CrewHero, we understand 
the chaos of running a land-
scaping business — managing 
crews, equipment, unpredictable 
weather, and constant communi-
cation challenges. After 15 years 
of firsthand experience, we cre-
ated a suite of features that tackle 
these daily struggles. CrewHero 
connects your frontline teams 
with your administrative opera-
tions, improving productivity and 
efficiency across the board.

We don’t replace your CRM; 
instead, we focus on what CRMs 
don’t handle: daily coordination 
stress. CrewHero enhances your 

make quick, informed decisions, 
reducing morning confusion and 
wasted time.

2. Fleet Management: Track 
repairs and maintenance for 
trucks and equipment. Your 
team can log in, submit repair 
requests, and view statuses, ensur-
ing everyone stays informed about 
asset availability and readiness.

3. Mobile Access with My-
CrewHero:

The MyCrewHero app keeps 
your field teams connected. They 
can view assignments, request 
time off, update prof iles, and 
submit repair or incident re-
ports— all from their phones. 
No more text messages for you 
to forget.

Why Choose CrewHero?
• Enhanced Communica-

tion: All team communications 
in one platform, reducing errors 
and miscommunication. Alerts, 
automations, and scheduling in 
the palm of your hand.

• Operational Clarity: 
Streamlined information f low 

February Dinner Meeting:

Transform Your Frontline Operations with 
CrewHero Software

frontline team’s experience, im-
proving communication, reduc-
ing frustration, and increasing 
employee retention. Our goal is 
to create processes that prevent 
miscommunication and keep 
morale high. CrewHero is built 
specif ically for you and your 
frontline teams. Rely on our so-
lution to organize and prepare 
your team to execute the work 
you’ve scheduled in any CRM.

What CrewHero Does
1. Dispatch Management: 

Oversee, schedule, and update 
daily crew assignments, vehicles, 
equipment, and trailers in real-
time. With status indicators and 
weather integration, you can 

between admin and frontline 
teams, allowing for faster deci-
sion-making. Built in business 
processes help support your team 
growth.

• Increased Productivity : 
Precise crew coordination and 
resource tracking keeps everyone 
on task and reduces downtime. 
Reduce non-billable labor every 
morning, getting your crews on 
the road and producing work 
faster than ever before.

• Mobile Flexibility: The 
MyCrewHero app keeps your 
team connected, ensuring they 
have the info they need to perform 
efficiently, communicate clearly, 
and the ability to manage your 
operation from anywhere.

CrewHero simplifies your daily 
operations, saving you time, im-
proving communication, and 
helping you create a stronger 
team. 

Sponsor: CrewHero
Credit: 0.5 NHCLP credits
Questions: Email director@

nhlaonline.org r

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

Precise crew 
coordination and 
resource tracking 
keeps everyone on 
task and reduces 
downtime.
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SWENSON STONE WORKS
DO IT ONCE. DO IT WITH STONE.

www.swensongranite.com
86 Rt. 101A, Amherst, NH 03031 • 603-672-7827 Or A Location Near You In New England

Steps, Posts, Hearths, Mantels, Pavers, Edging, Curbing, Cobblestone, Flagstone, Fieldstone,
Wallstone, Benches, Fire Pits, Bird Baths, Pool Coping, Wall Cap, Veneers, Flagging,

Granite Signs, & Custom Fabrication.

369 N. State St., Concord, NH 03301 • 603-225-4322

Premium Granite & Stone, Exceptional Quality for Less!
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Questions to Ask Yourself as an Owner of 
a Landscape Business
by Greg Herring, The Herring Group

I like to ask questions. Some-
times I ask questions of others, 

but often the most powerful ones 
are those I ask of myself. Asking 
myself questions does not mean I 
think I have all the answers; I do 
not. Asking questions helps me 
brainstorm. It expands my think-
ing. It forces me to be creative 
and consider many possibilities. 
It makes me better.

As we serve clients at The 
Herring Group, here are some 
questions we ponder as if we were 
owners of a landscape company. 
Perhaps these questions will ex-
pand your thinking. You may also 
want your team to brainstorm 
some answers.

What do we do (or what could 
we do) better than anyone else?

In business strategy, the answer 
to this question is called sustain-
able, competitive advantage. It 
represents a company’s secret 
sauce for higher-than-average 
growth and profitability.

In the landscape industry, a 
competitive advantage typically 
would involve a process. Examples 
might include hiring, training, 
employee retention, production 
efficiency, routing, quality con-
trol, customer acquisition, and 
customer service.

Private equity firms are pour-
ing money into the landscape 
industry. What opportunities 
do these f irms see that I am 
not pursuing?

Some private equity f irms 
probably believe that bigger 
landscape companies are more 
efficient. I disagree. If that were 
true, BrightView would either be 
highly profitable or have most 
of the revenue in their markets.

Most private equity firms see 
an opportunity to increase man-
agement effectiveness by bringing 
an MBA approach to the land-
scape company. This approach 
would include enterprise-grade 
software, regular reports and key 
performance indicators in regular 
meetings, and higher levels of 
accountability for the results 
that drive customer satisfaction 
and profitability.

What competitive advantages 
do owner-operated companies 
have over private equity-funded 
companies?

There are many. Here are two. 
First, customers and employees 
can speak directly to the owner. 
Second, owners can make deci-
sions and adapt to changing local 
circumstances and opportunities 
faster.

What am I doing (or not do-
ing) that is creating a lid for the 
company’s growth and improve-
ment in profitability?

In The Herring Group 2022 

Benchmark Report, 58 out of 
the 151 participating companies 
had an operating profit margin 
(operating income divided by 
revenue) of less than 4 percent; 
31 of those companies lost money. 
It was a similar story in our 2021 
Benchmark Report.

In our experience, most com-
panies in this category perform 
consistently year to year. In other 
words, the systems that the com-
pany’s management has in place 
produce the results. Those people 
and systems are a lid to improving 
profitability. Those companies 
need to do something differ-
ently if they want to improve 
profitability.

What will happen to our land-
scape company during the next 
downturn in the economy?

The last recession in the U.S. 
(other than COVID-19) occurred 
from December 2007 to June 
2009 — about 16 years ago. Many 
of today’s landscape companies 
were not even operating 16 years 
ago, which means many owners 

and managers have no context 
of the impact of a recession on 
their businesses.

Landscape companies with 
low operating profit margins will 
have to change rapidly to survive 
a downturn. Alternatively, the 
owners may have to invest cash 
or sell the companies for a very 
low price.

High levels of prof itability 
help companies in a downturn 
in two ways. First, during years 
of high profitability, companies 
increase cash balances and reduce 
debt or both. Second, higher 
levels of profitability mean that a 
company’s revenue can decrease 
(typically in a recession) and the 
company can still be profitable.

How can I become a destination 
employer where people want 
to work here and grow their 
careers here?

Turnover is a cost buried in 
an income statement in the form 
of lost opportunity and ineff i-
ciency. You see the ad costs and 
the recruiter costs but not the 
value of the knowledge walking 
out the door.

Now that you’ve read my ques-
tions, what questions are you 
asking? k

— This article originally ap-
peared on LandscapeManagement.
net on May 30, 2023. Greg Her-
ring regularly writes for Landscape 
Management, providing financial 
analysis and insights tailored to 
landscape business owners. He has 
served as a CFO of both public and 
private companies and is founder 
of The Herring Group, financial 
leadaers in the landcape industry. 
Read his blog at herring-group.com.

Perhaps these questions will expand 
your thinking. You may also want 
your team to brainstorm some an-
swers.

PAVERS               WALLS              STEPS               ELEMENTS               NATURAL STONE

Windsor Slab with Color 4D Technology™
Our Color 4D Technology pavers come pre-treated from the factory and have deeper, richer 

colors fortified with superior performance against the elements. The surface is protected
 immediately from UV rays, stains and spills and the effects of acid rain. 

800-24-IDEALIdealBlock.com
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W h o l e s a l e  P e r e n n i a l s

4  J a m e s  R o a d
D e e r f i e l d ,  N H  0 3 0 3 7

w w w . v a n b e r k u m n u r s e r y . c o m

Passion for sustainability & biodiversity.
Growing a diverse selection of well-grown perennials

and New England Local Ecotype Natives.

Since 1987



 NHLA Newsletter,  December 2024xxxx19 18xxxxNHLA Newsletter, December 2024	

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

YEARS

since 1954

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)	 $250	 $1,070	 $1,545	
Half Page
(7 1/2 x 4 7/8 inches)	 $190	 $760	  $1,160
Quarter Page
(3 5/8 x 4 7/8 inches)	 $130	 $475	 $700
Eighth Page
(3 5/8 x 2 5/16 inches)	 $65	 $255	 $365
Classified
Per 30 words: $20 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: $175.00

■ 	 MEMBER (3 Years): Someone actively engaged in 
the landscape industry or allied professions or industries. Dues: 
$475.00

■ 	 STUDENT MEMBER: Full-time student of horticul-
ture- related studies. Annual Dues: $40.00

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

Pam Newcombe of PJC Organics will lead this discussion about 
soil testing and its inf luence on product selection, the importance 
of cultural practices, how to package an OTC program, and what 
a calendar for the season looks like. PJC has been in the organic 
turf care industry since 2002, so we know what works!

About PJC: PJC Organic is a manufacturer and distributor of 
organic turf care products that works with landscapers, schools 
and municipalities to tailor an organic fertilization program that 
is practical and fits your business. G

January Dinner Meeting, Continued from page 1
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“Go to the winter woods: listen there, look, 	
	 watch, and ‘the dead month’ will give you a 
	 subtler secret than any you have yet found in 
	 the forest.” 
		  — William Sharp, Scottish writer, (1855-1905)

	 	

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

Calendar
• January 28-February 18
NHCLP Manual Review Course, See page 5

• january 22
NHLA Dinner Meeting, See page 1

• February 4
Genest Bootcamp 2025, The Point Community Center, S. Portland, ME. See page. 17

• February 5
Genest Bootcamp 2025, Regatta Conference Center, Eliot, ME. See page 17

• february 12
NHLA Dinner Meeting, See page 11

• February 26-28
2025 ELA Annual Conference & Eco Marketplace. This year’s conference will remain 
virtual on days 1 & 2; on day 3, in-person member meetups will take place. ecolandscap-
ing.org/event/ela-2025-annual-conference-eco-marketplace/

• March 1
NHCLP Exam, See page 5


