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NHLA 2025 Winter Dinner Meetings

HLA dinner meetings bring new ideas, insights, and tools to help your business thrive. The

first 2025 Dinner Meeting is January 22: A Practical Approach to Organic Turf Care
with Pam Newcomb, PJC Organics. You may be reading this just before or after the event. We
hope you took advantage of this opportunity to learn how to diversify and increase 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!

February 12: Transform Your Frontline Operations with CrewHero Software: CrewHero
is a powerful software solution designed to streamline and enhance the operations of service-based
businesses like yours! We understand the chaos of running a landscaping business-managing crews,
equipment, unpredictable weather, and constant communication challenges. CrewHero tackles these
daily struggles and connects your frontline teams with your administrative operations, improving
productivity and efficiency across the board. Details and registration at nhlaonline.org

Save the Date: 2025 Safety Day, March 26: NHLA’s annual Safety Day brings safety to

the front of your crew’s mind as we enter the spring season. Join us March 26, 2025 at Stephens
Landscaping in Moultonborough, NH, for this year’s Safety Day. #
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Your advertisement in the
NHLA Newsletter reaches a target group
of Green Industry professionals.
Call Annette Zamarchi:

603-661-3488

AGRESOURCE INC. 't
Since 1984 =
COMPOST * ENGINEERED SOILS |1
SAND * GREEN WASTE RECYCLING |

110 Boxford Rd. Rowley, MA
978-388-5110
info@agresourceinc.com

www.agresource inc.c om

Specializing In Seashore, Native, Heather & Heath,
and Landscape Sized Plants

¥

seneck Road - Westport, MA 0
36-4573 | Fax 508-636-33

Visit Our Web Site- www.sylvannurseries.com

New England Grown

TuCKAHOE
TurF

|-800-556-6985  www.TuckahoeTurf.com

President’s Notes

by Andrew Pelkey

A Fresh Start to the New Year

As we begin the new year,
it’s a time to reflect on
our past achievements and set
our sights on the opportunities
ahead. The landscape industry
in New Hampshire continues to
thrive thanks to the dedication
and passion of our members.
Looking back at the challenges
and successes of the previous
year, we've seen firsthand how
important it is to stay adaptable
and committed to the growth of

our businesses and communities.
With the winter months ahead,
now is the perfect time to plan
for the busy seasons to come,
setting goals and strategies to
keep moving forward.

This year, we are focused
on further strengthening the
network of professionals in our
Association. The landscape in-
dustry is constantly evolving,
and we must stay ahead of trends
and regulations that impact

our work. The New Hampshire
Landscape Association will con-
tinue to provide valuable re-
sources, training opportunities,
and connections to ensure that
our members are well-prepared
for the future. Whether through
educational seminars, work-
shops, or networking events,
we’re committed to offering
the tools you need to succeed.

Looking forward, I encour-
age all of us to take advantage

of the exciting opportunities
the new year brings. Together,
we can support each other and
continue to build a vibrant,
sustainable landscape industry
in New Hampshire. Let’s work
together to make 2025 a year of
growth, innovation, and com-
munity. Thank you for your
continued commitment to the
Association and the landscape
profession! T

This year, we are focused on further strengthening the network of profes-
sionals in our Association. The landscape industry is constantly evolving, and
we must stay ahead of trends and regulations that impact our work.... we're
committed to offering the tools you need to succeed.

From brands you know and trust, including

OESCO IS YOUR
PARTNER IN PRUNING

Manual, electric, anvil & bypass pruners,
pneumatic loppers,

more

T camencroun @y LEWE IO

invasives, fruit trees or shrubbery

OESCO HAS WHAT YOU NEED
* Accurate cutting

e Super-sharp blades

¢ Durable, long-lasting tools

* Ergonomic and low impact

Whether you're pruning landscapes, 7] _ cupplying Growers, Garden
e S’&

s

1

S
1 Groundskeeping Profession®®

800-634-5557 oescoinc.com

8 Ashfield Rd/Rt. 116, P.O. Box 540, Conway, MA 01341

=
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v Better
v Cleaner
v Cheaper

888-NHDROP1 ¢ WWW.DROPONENH.COM

Gardener's Supply Garden Centers
offer commercial discounts,

and bulk items such as mulch,

soil, or compost.

220 Mechanic Street,
Lebanon, NH 03766
1603-448-6110

64 Breakfast Hill Road,
Greenland, NH 03840
603-436-2732

Find us on Facebook!
www.facebook.com/NHLandscapeAssociation
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CONTRACTOR SUPPLIES FOR THE LANDSCAPE PROFESSIONAL

FOR ALL YOUR LANDSCAPING NEEDS..WE'VE GOT YOU COVERED

48 Upper County Road 15 Tinker Ave
Dennisport, MA 02639
Mark Williams Mike LaClaire

508-694-6820 603-518-5551
mlaclaire@northeastnursery.com

mwilliams@northeastnursery.com

North Londonderry, NH 03053

Northeast Turf & Irrigation Supply

a division of Northeast Nursery, Inc. — Est. 1982

8 Dearborn Road
Peabody, MA 01960
Telephone 978-854-4520
Fax 978-854-4442

Learn more about our products and services at: www.northeastnursery.com

MILLICAN

GREAT PLANTS
FOR GREAT LANDSCAPES!
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Celebrating New Hampshire’s
Big Tree Champions

from UNH Extension

he New Hampshire Big

Tree Program locates, mea-
sures, records, and recognizes
the largest trees of each species
throughout New Hampshire.
Dedicated volunteers run the pro-
gram in partnership with UNH
Cooperative Extension, the NH
Division of Forests and Lands,
the Society for the Protection of
NH Forests, and New Hampshire

citizens interested in Big Trees.
The list of recorded trees now
includes over 1,000 countyj state,
and national champions.

The process begins when a
citizen finds a big tree and takes
the time to identify the tree as
best they can and measure its
circumference. If the tree’s cir-
cumference is as big or bigger
than the current county or state

The tallest tree in New Hampshire is
an Eastern white pine in Tamworth,
measuring 158 feet. A Silver Maple in
Colebrook has the largest girth at 288

inches.
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champion of that species, the tree
then gets nominated for further
measurement. A County Team of
Big Tree volunteers reaches out to
the tree’s owner and with permis-
sion measures the tree using a set
of guidelines developed by the
National Big Tree Program, ad-
ministered by American Forests.

Did you find a big tree and
want to see how it compares to
others of the same species? Use the
guidelines below to see if it might
qualify as a New Hampshire Big
Tree, and if it does, complete and
submit the nomination form at
www.nhbigtrees.org/nominate.

1. Identify the species of tree
as best you can.

2. Using a tape measure, mea-
sure the circumference of the
trunk in inches at 4 1/2 feet off
the ground. (If there is more than
one trunk, measure around the
main or largest trunk of the tree.)

3. Compare your circumfer-
ence measurement to the same
species of tree in the New Hamp-
shire Big Tree Listings at www.
nhbigtrees.org/trees.

4. If the circumference of the
tree you measured exceeds or is
close in size to a tree of the same
species on the listing, submit
your nomination.

Once you submit a completed
nomination form, it goes to the
Big Tree State Coordinator. They
will compare your information
and if the tree is close enough in
size to an existing champ, they
will assign a measuring team to
complete the measurements and
to find out whether or not it is
a new champion.

Many of the state’s Big Trees
are on public property. Check
out the map of publicly acces-
sible Big Trees and plan a visit!

bit.ly/4a7iabb T

Did you find a big tree and want to
see how it compares to others of the
same species? Use the guidelines above
to see if it might qualify as a New
Hampshire Big Tree.

NATURAL FERTILIZERS
and SOIL AMENDMENTS

FRUIT and VEGETABLES
LANDSCAPING
NURSERIES
ORCHARDS

TREE and TURF CARE
and MUCH MORE...

ENVIRONMENTALLY COMPATIBLE PEST CONTROLS

‘; listed products please see our website.

More infoon NORGANICS.COM
OMRI or call for the location of your nearest wholesale distributor

) o
| foracomplete st o wSbAand MR- 9hye 8022224277 e: info@norganies.com fx: 802-222-9661
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4 Second bloom of Witch Hazel showing
the delicate ability to catch, hold, and
ultimately help milkweed seed dispersal.
This photo was taken January 3 in Ports-
mouth by Cris Blackstone.

SAVE THE DATE

UMass Extension’s 2025
Mass Aggie Seminars

he 2025 Mass Aggie Seminars begin on February 15 via
Zoom. Mass Aggie is a series highlighting the agricultural
expertise and innovation available through the University of Mas-
sachusetts Amherst’s Extension Fruit team. This series of seminars
and workshops provides a platform for small scale backyard growers
and agricultural enthusiasts of all types. Cutting-edge informa-
tion will be shared, curated to empower individuals with the tools
and knowledge needed to navigate the ever-evolving landscape of
agriculture.
Topics include:
Insects, Pests, and Beneficials; Ecological Home Orchard; Weed
Management; Orchard Sustainability Through IPM; Orchard
Pruning; Orchard Establishment

More info at ag. umass edu/fruit/news/announcing-2025-mass-
aggie-seminar-series T

TUESDAY, FEBRUARY 4, 2025 « THE POINT COMMUNITY CENTER, 5. PORTLAND, ME
THURSDAY, FEBRUARY 6, 2025 » REGATTA CONFERENCE CENTER, ELIOT, ME

Watch live demos and educational presentations Since 1987
Stay informed about the latest trends, products, and innovations
Discover new products and services from top industry brands

Network with professionals & vendors to grow your business connections

Enjoy great food while learning from hardscape & masonry experts

FEATURING PRESENTATIONS & LIVE DEMOS BY:

NBIFER'E %ANCHOR l\l%l o j e HICOrOCK

DIAHOND

& . | paver-shield

Passion for sustainability & biodiversity.
Growmg a diverse selection of well-grown perennlals

DON'T MISS THIS FREE BUSINESS-BUILDING EVENT!
SCAN THE CODE TO SAVE A SPACE FOR YOU & YOUR TEAM!

4 James Road
Deerfield, NH 03037

www.vanberkumnursery.com

1-800-649-4773 WWW.GENESTCONCRETE.COM ©¢) GENESTCONCRETE
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PAVERS WALLS STEPS

Andover GrandStone 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

ELEMENTS

NATURAL STONE

immediately from UV rays, stains and spills and the effects of acid rain.

BB/ IDEAL

PAVERS | WALLS | ELEMENTS
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Dogwood Anthracnhose Pathogen

from UMass Extension

he non-native fungal patho-
gen Discula destructiva
causes dogwood anthracnose

leaf blight and canker.

Hosts:

Dogwood anthracnose primar-
ily affects flowering (Cornus
florida) and Pacific dogwoods
(C. nuttallii). Kousa dogwood
(C. kousa) is also susceptible to
infection but is highly resistant to
the disease and typically suffers
only minor leaf spotting. Other
common landscape dogwoods,
such as Tatarian dogwood (C.
alba) and redosier dogwood (C.
sericea) are also resistant to the
disease.

Symptoms & Disease Cycle:
Discula destructiva was intro-
duced into eastern North America
from Asia in the late 1970s and
quickly spread throughout the
region, decimating natural popu-
lations of flowering dogwood in
southern New England. Because
D. destructiva is non-native in

North America, flowering dog-
wood has no natural defense
against the pathogen, allowing
the fungus to spread unchecked
within the tree. Under ideal envi-
ronmental conditions, dogwood
anthracnose can be the sole cause
of death. Foliar symptoms of
infection range from angular-
shaped leaf spots and blotches,
marginal leaf scorch and a com-
plete blight of infected foliage.
Leaf spots are round to blotchy
and have tan centers with reddish-
purple margins. Additionally, suc-
culent shoots and small stems can
be killed and perennial cankers
can develop on larger branches.
Stem and branch cankers disrupt
water and mineral transport,
leading to a progressively wors-
ening canopy dieback. Vascular
cambium infected with dogwood
anthracnose is chocolate brown
in contrast to the pale tan color
of healthy sapwood.

Another common symptom of
infection on flowering dogwood
is the prolific formation of epi-

cormic sprouts adjacent to large
branch cankers. This creates an
abundance of small-diameters
stems within shaded, interior
portions of the canopy that are
readily attacked by the fungus,
increasing overall inoculum.
The fungus requires abundant
moisture, humidity and shade to
cause disease. Thus, lower canopy
branches are most susceptible to
infection. Once established, the
pathogen spreads upward within
the canopy. Discula overwinters
within diseased foliage and stem
cankers, initiating new infections
in the spring. Early in the growing
season, fruiting structures erupt
through the bark of infected twigs
and on the underside of spot-
ted leaves. During wet weather,
copious numbers of spores are
extruded and spread via splashing
water and wind to nearby shoots,
leaves and flowers.

Management:
There are a number of resistant
species and varieties of dogwood

A Healthy Dogwood Blossom Piorw by Bernd Dittrich on Unsplash
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available that greatly reduce the
need for disease management.
Principally, Kousa dogwood is
naturally resistant and provides
many of the same landscape fea-
tures that have made flowering
dogwood so popular. Numerous
C. kousa x C. florida hybrids
and disease-resistant C. flori-
da cultivars are also available.
Dogwood anthracnose severity
is inversely related to available
sunlight. Therefore, trees should
be planted only in full sun with
no surrounding plantings. Prune
and discard blighted shoots and
stems as they develop and remove
any epicormic sprouts that form
as a result of the disease.

Large, perennial cankers on
scaffold branches are more dif-
ficult to manage, since removal
may serious degrade the aes-
thetic value and overall health
of the tree. Collect and discard
all infected leaves that are shed
throughout the growing season.
Limit additional stresses, such as
string trimmer and mower dam-
age, that may attract secondary
pests (e.g. dogwood borer) and
pathogens (e.g. stem cankering
pathogens like Phomopsis and
Cytospora). During extended
dry periods, provide trees with
a soaking irrigation of the root
zone and maintain a 2-3 inch
layer of composted mulch over
the root zone. During periods
of wet spring weather, fungicide
use may be warranted to protect
green shoots and leaves on high-
value flowering dogwoods. Be-
gin fungicide applications when
buds open and continue with
additional treatments per label
directions to maintain protec-
tion. &%

— More information at
ag.umass.edu
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SINCE 1842

NEW PREMIUM EXPERIENCE
SAME CASE GRIT

The all-new CASE D Series minl excavators are both operator first
and business friendly with an extremely comfortable and intuitive
In-cab experience, and a wealth of standard features that allow you
to do more work faster, more profitably and with greater confidence,
All while delivering the speed, responsiveness and power you've
come to expect from CASE.

ey v ¥

ey

e

Stop by Beauregard Equipment or visit CaseCE.com/DSERIES for a closer look.

VERMONT MAINE NEW HAMPSHIRE
COLCHESTER HERMON SCARBOROUGH PRESOUE ISLE Concord

28 Jasper Mine Road 59 Contractor Drive 14 Gibson Road 260 Mssile Street 231 Sheep Davis Road
Colchester, VT 05446 Hermon, ME 04401 Scarborough, ME 04074 Presque Isle, ME 04769 Concord, NH 03301

Phone; B02-893-1555 Phone: 207-848-2050 Phone: 207-885-0600 Phone: 207-498-3196 Phone: 603-225-6621
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How to Understand the Two

Valuation Types
by Phil Harwood, 1amarisk Business Advisors

One of the most common
questions business owners
ask me is to explain the differ-
ent business valuation types and
to guide them to the one that’s
right for their situation. While
there is a broad range of busi-
ness valuation methodologies,
there are essentially two types
of valuations — estimates and
appraisals.

Business valuation estimates

The first type of valuation
is an estimate of value. This is
simply a calculation of business
value using basic financial in-
formation and multipliers. It’s
less precise than an appraisal
but may be the perfect solution
in the right situation.

For example, owners at an early
stage of business succession often
only need an estimate of value
to assist them in their financial
and strategic planning.

Often, these owners are dis-
covering for the first time what
their business is roughly worth
and what factors would make
their businesses more attractive
to potential buyers. As such, they
are usually more interested in
learning about value drivers to
strategically increase their busi-
ness’ value. The precise value of
their business at this early stage
is less important because they
expect it to change dramatically
in future years.

Having an estimate provides
these owners with a baseline.
With an understanding of what
their business is worth and what
it could be worth, they can em-
bark on strategic business plan-
ning initiatives to close what
is commonly referred to as the

value gap.

In addition, these owners are
often beginning to learn about
their readiness to exit, business
succession components, and exit
options. However, their main
focus in the near term is on
value-building.

The benefit of an estimate
is that it’s inexpensive and easy
to calculate. Armed with some
financial history and an under-
standing of market demand, an
estimate may be calculated within
minutes because the process is
mechanical and doesn’t require
much analysis or judgment.

Business appraisals

The second type of valuation is
abusiness appraisal, also referred
to as a certified valuation. Busi-
ness owners who have advanced
from the discovery phase and are
preparing for succession often
require a more accurate business
valuation than what an estimate
provides.

A formal business appraisal
also affords an owner a more
defensible valuation due to the
appraiser’s expertise, objectivity,

and credibility (assuming your
appraiser is objective, credible
and an expert). Plus, a formal
business appraisal process may
ensure that legal and reporting
compliance requirements are met.

For example, a business owner
preparing wealth transfer or estate
planning strategies may require
a formal business appraisal to
satisfy IRS rules regarding valu-
ation methodology, professional
judgment, discounts, premiums,
documentation and indepen-
dence. Alternatively, an owner
planning to transfer the busi-
ness to a family member, key
employee(s), or a third party may
also be best served by a formal
business appraisal. Each situ-
ation is unique, and qualified
valuation experts will assess the
circumstances and employ one or
more valuation methodologies,
depending on the type of transfer
and level of detail required by
the buyer.

As expected, a formal busi-
ness appraisal requires a more
in-depth analysis. The appraiser
will need to understand the na-
ture of the business, its history,

Main Business

and its management. A financial
analysis will need to be performed
based on balance sheets, income
statements, and cash flow state-
ments. An analysis of industry
and market trends, the regula-
tory environment, and economic
factors will be conducted. Tan-
gible and intangible assets will
be evaluated. A risk assessment
will be performed, and complete
explanations and documentation

will be provided.

Considerations

When deciding what type of
business valuation best meets
your needs, consider the follow-
ing factors:

* Purpose of the valuation
— Is the valuation for your own
understanding, to provide you
with a baseline for value-building
or in preparation for your suc-
cession?

* Stage of your business —
Are you at the learning and dis-
covery stage or preparing for a
transaction?

* The audience — Is the valu-
ation for you, a family member,
a key employee, or a third party?

* Precision required — Is an
estimate sufficient for your needs,
or do you need a more precise
valuation to meet the require-
ments of your audience? ‘@,

— This article originally ap-
peared on LandscapeManagement.
net December 24, 2024. If you're
interested in learning more, email
Phil. Harwood @TamariskAdvisors.
com to receive a complimentary
copy of “Valuation Guide from
Discovery to Exit,” a 15-page docu-
ment that expands on this article.
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Learn What Your Customers
are Talking About

by Cris Blackstone

Topics popular in the media,
as well as information you
may have been discussing with
your clients’ lawn and garden
plans, include pollinators, gar-
dening to attract birds, and lawn
and gardening considerations for
wildlife habitat.

At this point in the pop cul-
ture cycle, you might be finding
your customers are catching up
to your professional knowledge
and applied best practices. This
article contains three reviews
of books to read for additional
information, from a nontechnical
point of view, by current popular
authors. Your knowledge will be
helpful during client conversa-

tions this spring about lawn and
garden plans to attract and sup-
port butterflies, to sustain bird
populations, and create habitat
supporting beneficial wildlife.
In Bicycling with Butterflies
Sara Dykman documents her
multi-year interest in the life
cycle of Monarchs. Imagine cy-
cling 10,201 miles, following the
migration route of the butterflies.
Imagine studying the route and
the many cultures along the route.
In this book, no matter where
you are in your interest around
Monarchs specifically, you will
learn about the geography and
topography of Mexico through

mountains, deserts, and wide

L/ THE FRESHEST SEASONAL Y
PLANTS\ARE-ALWAYS IN STOCK
R .

1 | \

RIGHT HERE

IN OUR CONVENIENT
ONE-STOP LOCATION

BWwW

PROVEN
WINNERS'
The #1 Plant Brand
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open spaces as well as urban areas,
as the butterflies live, migrate,
breed, and continue the life cycle
unparalleled by anything else in
nature. While bird migrations
are dazzling for the time and
distances traveled, these but-
terflies are also the sole creatures

who have multiple life cycles on
the migration routes.

Your first thoughts about the
butterflies might turn to your
own clients’ lawns or gardens.
This book will reinforce the
importance of “think globally,
act locally” but in addition open
your mind to understanding how
each plot of lawn in suburbia,
as well as each derelict pocket
between buildings in urban areas,
contribute to healthy migration
pathways. We’re beginning to
hear about actions taken by vari-
ous U.S. state authorities, such as
reduced highway speeds in Texas
during butterfly migration to help
decrease vehicle impact on the

830 North Pembroke Road
Pembroke, NH 03275
www.pvgpickupyard.com
603-227-9050

butterflies. We have learned about
projects in Pennsylvania where
butterflies are tagged and then
tracked across the countryside by
detection devices to see how many
are crossing those pathways dur-
ing different migration periods.

Sara Dykman got the idea to
write this book as a tangent to her
research centered on amphibians.
Over several years, beginning in
2013, she studied the feasibility
of leaving her research by the
side “temporarily” and biking
through the southern California
and Mexican sanctuary areas for
the Monarchs. The trip became a
reality in January 2017. Reading
this book, you will learn about the
cultural and economic impacts
habitat preservation has made
in several Mexican states — and
about the political dramas that
have followed the development
of ecotourism for the benefit
of the butterflies as well as the
families offering tours to the
wintering locations.

While it’s also an adventure
story — reading how Dykman
rode through treacherous moun-
tain passes as well as diversions
avoiding busy highways — the
adventures are also centered on
the interactions she had with
the wide array of people she met
along the way. Humble, delicious
meals shared in one room farm
houses; sourcing safe drinking
water; being a guest in schools to
help reinforce curriculum about
pollinators and the human side of
this bicycling feat, are all highly
engaging aspects of this story.

Reading this book will help
you see how your clients, or your
town’s conservation commis-
sions, garden clubs, and planning
boards, each have a role to play

in preserving and even increasing
healthy habitat for butterflies — as
well as all insects and wildlife in
our stewardship.

Taking advantage of lectures,
workshops, newsletters and
conference sessions from vetted
sources such as UNH Cooperative
Extension will help increase the
common goals between you and
your clients. There is no danger to
your bottom line as you increase
your best management practices
to be mindful of issues mentioned
such as pesticide use, lighting,
and even the “leave the leaves”
movement. Seeing how you can
position your business as being
known for conscientious prac-
tices will serve to increase client
satisfaction. The outreach you
establish with other businesses
related to lawns and gardens will
be beneficial. Check out certifica-
tions lawn and garden lighting
experts earn to help them guar-
antee four-season enjoyment of
the gardens they care for while
protecting life cycles (from feed-
ing to breeding) of the creatures
sharing the spaces.

Working in tandem with your
clients’ preferences, increased
knowledge and awareness of the
connections their spaces have
with the natural world will en-
able you and your crew to meet
their expectations. Beyond that,
thousands of butterflies can af-
fect your understanding of the
directions you’d like to see the
landscaping profession follow!

The second of three books
suggested for your winter reading
is Birding to Change the World
by Trish O’Kane. O’Kane comes
at this topic from a completely
different angle. Not originally

Continued next page 20

Reading this book will help you see
how your clients, or your town’s con-
servation commissions, garden clubs,
and planning boards, each have a role
to play in preserving and even increas-
ing healthy habitat for butterflies — as
well as all insects and wildlife in our
stewardship.
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P:207-499-2994 F:207-499-2912
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Office and Mailing Address:

313 Waterhouse Rd, Dayton ME 04005

Current availability is posted on our website
(PW: pni2024 in the new year)
Contact our office to be added to the weekly
availability email list.

« SHADETREES e EVERGREENS
« BROADLEAFS o PERENNIALS & GRASSES
« FLOWERING e NATIVE & WETLAND
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Pruning Needled Evergreens

from UMass Extension

N eedled evergreens that are
not grown for hedges or
topiary usually don’t need much
pruning other than to remove
dead, diseased, or damaged
branches. When removing these
branches, cut back to their point
of origin on the main stem or to
a healthy lateral branch.

Keep in mind that junipers,
arborvitae, chamaecyparis,
hemlocks, pines, spruce, and
firs generally do not have live
buds on old wood. Therefore,
pruning to control shape or size
should be light and confined to
a portion of the new growth.
Never cut shoots back into the
old leafless wood.

Most needled evergreens
should be allowed to develop
their natural form. They should

not be sheared except to create
formal shapes since shearing
results in a very dense shell of
needles at the outer regions of
the plant and causes excessive
shading of the interior regions.
This in turn leads to premature
dropping of inner needles creating
what’s often called a dead zone
in the center of the tree. The
above mentioned evergreens do
not regenerate new branches or
needles from old wood to fill in
the dead zone.

Corrective pruning of pines,
spruce, and firs should be done
while the trees are still young.
Once they are overgrown, cor-
rective pruning cannot be done
without destroying their natural
shapes. If the main stem of young
specimens of these trees have

Northeast Granite Inc.

weathered granite stones for:

Walls
Posts
Benches

Patios
Steps
Water Features

Andy Sherburne * 603-496-4496
Northeastgraniteworks.com
instagram.com/northeastgraniteworks/
Quarry « 169 Granite Street « Allenstown, NH

unusually long internodes, which
creates a very open plant, pinch
off about one half of the new
growth on the lateral branches

in early June before the new
needles have lengthened. This
will promote more branching
and a denser plant. However, this
pinching should only be done
once or twice and not routinely
every year since it may lead to
excessive shading of the inte-
rior of the tree. To restrict the
upright growth of these trees,
similar pinching of the terminal
growth may be done. If a young
tree should develop more than
one leader or terminal shoot,
remove all but one. If a leader
is damaged, it can be replaced
by tying one of the branches in
the top whorl to a vertical brace.

Low-growing and creeping
junipers can sometimes become
overcrowded. In that case, remove

entire branches by selective thin-
ning, or cut back stems to lateral
branches pointing outward. Do
this in early spring and do not
leave stubs. If some pruning is
needed because of winterkill
or disease, cut out the affected
shoots as just described.

Of the needled evergreens,
yews and hemlocks are the most
tolerant of shearing, which is
why they are so often used for
evergreen hedges. Shearing of
these should be done in spring
after most of the growth has
occurred, but be careful not to
cut back into the dead zone with
hemlocks. Since they produce
live buds all along their stems,
yews can be cut back as far as
desired. However, if hard pruning
is needed to rejuvenate an old
plant, it should be done prior
to new growth in spring. #

— UMass: ag.umass.edu

Most needled evergreens should be allowed to
develop their natural form and not sheared ex-
cept to create formal shapes as shearing results
in a very dense shell of needles at the outer
regions of the plant and causes excessive shad-
ing of the interior regions.
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28th Annual

New England Regional
Turfgrass Conference. _
&show =

Putting All the
Pieces Together

* Admission to Trade Show ¢ Educational Sessions
* Show Reception * Informative Presentations
* Lunch on Thursday * Morning Refreshments

For the 28th Year come and meet professionals on the cutting edge of turf
management. See the latest in eqlmpmant, products and supplies. Join fellow lawn,
golf, sports, landscape, municipal, cemetery and other turt industry professionals!

Wed., March 5 * 9am-5 pm with Live Auction & Reception
Thurs., March 6 * 9am-1pm Show Lunch 11:30am-12:30pm

Tues., March 4 * 8am-5pm

Tues., March 4 » 8am-5pm Pre-Conference Seminars Visit website for detoils

Wed., March 5 ¢ 8am-3:30pm Auction 4pm Reception fo follow
Golf, .S‘pon‘s Turf, Equipment Techs.

Thurs., March 6 *8-11am & 1pm-3:30pm

Golf, Sports Turf, Equipment Techs and Llawn Care/Landscape Tues., March 4 * 8am-3pm

Synthetic Sports Field Management “NEW"
Pesticide Applicators Recertification
Credits offered for all NE States, NY and NJ
Watch your mail for your registration form
March 4-6,2025 [ RSt Y NcerE

Providence, RI Or call (401)841-5490 *
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or visit us online at www.NERTF.org "\ =

Shifting Gears to Accelerate your Business
by Greg Herring, The Herring Group

ust like driving a vehicle with
Ja manual transmission, in
business, you must shift gears
as you accelerate.

You don’t want to upshift too
early because you will waste time
and money and will focus on the
wrong things. You do not want
to shift too late because you will
burn out your team members.
And you cannot skip gears.

Consider the various “gears”
in a landscaping business — also
known as stages of development.
Do not get hung up on these
revenue and employee numbers;
they are not hard-and-fast rules.
They are soft ranges. Focus on
the progression of the stages.

What it takes to own and
operate a stage one landscap-
ing company is much different

STAGE I
Owner as doer

Owner as manager

Owner as leader of
1-2 managers

Owner as leader of
3-7 managers

Owner as leader of
executives

REVENUE
< $500k

$500k to $1 million

$1 million to $2 million

$2 million to $20 million

> $20 million

| EMPLOYEES
<5

5-10
10-20

20-200

>200

than what it takes to oversee a
company in stage five. But we
often do not think about what
it takes to shift from stage one
to stage two, stage two to stage
three and so on.

One of the most important
changes is the owner’s role. As

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

Phone: (
Email: info(@

(413) 548-8000 Fa

T
S

14 Pearl Lane, South Hndlel\', MA 01075

413) 549-4000

wp.com Web: www.newp.com

the company grows, the owner
must become more of a leader
and less of a manager. The owner
will hire managers to manage
and “get stuff done.” As a leader,
the owner will set the direction,
values, culture, and pace.

As the company continues to
grow, the owner will become the
leader of executives. An execu-
tive is someone who functions
independently in their respon-
sibilities. The owner and the
executives establish the goals
and priorities together, and the
executive determines how to make
it happen.

As the owner makes these
changes, the company will require
new software, processes, and
people. Here are some questions
to ask as your company moves
from one stage to the next:

* Can you and others see fi-
nancial and operational results
clearly?

* Do you have reports that
help people make decisions easier,
faster and better?

* Do your people hold them-
selves to standards like labor
efficiency?

* Is overhead expense effi-
ciency increasing? Is your use of
software increasing? Does your
team have a process-improvement
mindset? Are people document-
ing processes?

* What is your hiring strategy?

* Where are you innovating?

* Where are you investing for
the future?

Some owners do not want to
make the changes necessary to
get to the next stage. That situ-
ation works if they are content
with the current revenue level.

Here is another option: You
can drive all the way across the
country in second gear. It will
be a loud, miserable experience,
and you will eventually damage
the engine (and the company and
its people), but you could do it.

The other approach is upshift
ing. In business, it takes knowl-
edge, discipline, and diligent
work from the owner and others
to do so.

Do you know what it will take
for you and your company to

shift into a higher gear? Ay=—

— This article originally ap-
peared on LandscapeManagement.
net on August 28, 2024. 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
leaders in the landscape industry.

Read his blog at herring-group.com.
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Rte. 155 - MADBURY, NH
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- Bagged Salt
« Bulk Salt

« Treated Salt
« Sand/Salt

Faster load up and go!

Three Convenient
New Hampshire Locations.

Ask us about our
PRE-BUY Program
STORM PHONE HOTLINE
603-749-9797 - We deliver!

Sign up for our TEXT ALERT system!
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INSTANTLY EXPAND YOUR PRODUCT OFFERINGS
WHILE REDUCING LABOR INSTALLATION TIME AND COSTS
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StoneFire Core fireplace units available at Hudson Quarry!

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!

We also carry all the top brands of thinstone veneer
to complete your fireplace project!

[dauarry

CORP.

Paving Stones - Retaining Wall Block - Fire Pits
Masonry Block - Natural Stone - Cultured Stone
Brick » Granite & Decorative Stone - Tools & More

WWW.HUDSONQUARRY.COM

6 CANDY LN. HUDSON, NH ¢ 603-882-5700
O HUDSONQUARRY (GQJHUDSONQUARRYNH

78 TURNPIKE ST. ALLENSTOWN, NH + 603-485-4400
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LEARN WHAT YOUR CUS-
TOMERS ARE TALKING
ABOUT

Continued from p. 13

a naturalist, she was an inves-
tigative journalist, focused on
human rights. When Hurricane
Katrina destroyed her home in
New Orleans, she was faced with
many decisions and long story
short, moved to Madison, W1, to
pursue a PhD in environmental
studies.

This book has more attraction
to readers interested in technical
aspects of understanding the links
between healthy habitats and
human needs for property devel-
opment and expansion. Where
Dykman left her amphibian re-
search behind to pursue interest
in butterfly migration, O’Kane
applied all of her appreciation
of data and analysis to the topic
of birds and the environment.

Each chapter has alead-in with
a quote pertinent to the chapter:

“You must do the thing you
think you cannot do.” (Eleanor
Roosevelt);

“We create wonderful places
by giving them our attention.”
(David George Haskell);

“Scientists saw we are made of
atoms. A little bird told me we
are made of stories.” (Eduardo
Galeano).

These represent a few of the
chapter headings that are woven
into this book. Each chapter can

also stand alone to be read and
then put the book down, not
being read cover-to-cover in a
more conventional way. For those
short on time, but high in inter-
est, this is the book to read if
you have only one on your list
this winter. With its focus solely
on North American birds and
habitats, this book is also more
directly applicable to your land-
scape customers as they may be
considering birds in their yards or
birding as a hobby. There’s a lot
of interest in birding these days,
with ample internet jokes and
memes about how birding isn’t
just for senior citizens anymore.
Multiple chapters reference
zoning and urban planning top-
ics. From lighting during mi-
gration and breeding periods,
to window decals visible only
to birds to prevent bird strikes
causing the loss of millions of
birds annually, the book is heav-
ily science-based. Civic engage-
ment is a repeating theme in this
memoir of Professor O’Kane’s.
The book doesn’t offer recipes for
success in dealing with municipal
affairs to help birds, but it does
offer real life examples of com-
munity groups having a major
effect on policy and practices
after persuading arguments in
support of bird habitats.

Homeowners across New

E

In 2022, birdwatchers in the U.S.

spent $107.6 billion and in turn
supported 1.4 million jobs, according
to the latest report from the U.S. Fish

& Wildlife Service.

Hampshire are expressing a
greater increase in feeding birds,
evidenced by the increase in sales
of birdfeeders for windows and
to place in yards. Watching close
up or from further away, this
interest translates to landscape
professionals being able to offer
suggestions for plants that will
feed birds with flowers and seed
pods. A step further in the con-
versation with the client, and you

Homeowners across New Hampshire are
expressing a greater increase in feeding

birds, evidenced by the increase in sales
of birdfeeders for windows and to place

in yards. Watching close up or from
further away, this interest translates to

landscape professionals being able to of-

fer suggestions for plants that will feed
birds with flowers and seed pods.
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can see the ways you can increase
sales by suggesting plants that will
offer habitat (which birds need
nesting spaces in taller plants,
and which prefer lower, thicker
plant forms) and how to replace
some plants that may be beauti-
ful but aren’t offering additional
benefits to birds.

There are plant collections
offered by The National Wild
Turkey Federation, for instance,
which will enhance the food
sources for turkeys but also their
preferred habitat for breeding and
protection. There are songbird
plant selections displayed in gar-
den centers enticing homeown-
ers with promises of attracting
birds to watch and listen to —and
the health benefits have been
proven by research. Through
these trends, we have great op-
portunities to work with clients
to improve habitat and increase
sales and continue maintenance of
the properties in the client base.

Continued on page 22

.Erides
orner
W Farms

Better Tage/f' her

A wholesale nursery located in Lebanon, CT serving New England, the Mid-Atlantic and parts of the Midwest

= Prides Corner Farms

We are Betler Tégp’rhor with v’ou!

Your Prides Corner team is focused
every day on making your life easier
and your business more successful

pridescorner.com
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LEARN WHAT YOUR
CUSTOMERS ARE TALKING
ABOUT

Continued from p. 20

Trish O’Kane’s writing style is
to the point, quick and easy to
understand. While she relies on
a lot of data-driven conclusions,
the book doesn’t have charts and
graphs to decipher, but relies
on reader involvement with the
storyline to get the information
most interesting to individual
readers. There’s no preaching,
no melodrama — but there is an
underlying encouragement for
the reader to consider and take
action. If your client has a fear
of rodents thriving in the thicker
grasses or in the meandering
wildflower areas, you can point
out the attraction owls will have
to the area and take care of the
rodents organically.

By understanding how birds eat
their weight in insects, pesticide
use can be diminished or taken
more seriously to learn about
seasonal applications. You can
read it cover-to-cover and enjoy
it and maybe even think about
some of your favorite birds or as
mentioned, read in spurts and
get some new ideas about bird
habitat and the importance of
birds in the ecosphere. It’s an-
other example of “think globally,

act locally.”
The third book in this article’s

suggested winter reading is by

New Hampshire resident and au-
thor, Sy Montgomery. Montgom-
ery has a long history of writing
for adults and adolescents on so
many different birds, sea and land
animals! This book, Of Time and
Turtles is subtitled “Mending the
World, Shell by Shattered Shell.”
It might at first seem gloomy,
since it’s centered on how car-
ing for turtles is remarkable and
meaningful. Many of the stories
in this book are a bit intense,
describing injuries turtles suffer
from human interaction — run
ins with vehicles and problems
created with encroaching habitat
being dismantled, but the posi-
tivity is woven in and palpable.

The direct connections to
New Hampshire are evident in
our daily lives. Wherever you
live in New Hampshire, you
are probably aware of projects
from the NH Department of
Transportation, or your town’s
Department of Public Works, to
replace or renew culverts. The
projects to redesign culverts will
help turtles stay connected to
their swamps, marshes, and wa-
terways without having to cross
paved roads. Sediment layers will
be removed, and better footings
will be available for turtles as
well as other creatures sharing
turtle habitat. Notable projects
include Newmarket’s Ash Swamp
Road, which began with traffic
calming designs painted on the
sides of the road to increase driver
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awareness about turtle crossings.
These painted designs as traffic-
calming indicators have been
effective in other parts of the
world, such as in New Zealand.
Kudos to the town’s embracing
these relatively simple means to
protect wildlife as well as work-
ing on grants with conservation
minded organizations to garner
grant funding to improve culverts
and roadways.

UNH has, over the years,
worked extensively with students
and projects on increasing land
use to improve habitat quality
for wildlife. Many presentations
offered by NHLA have given the
most up-to-date research findings
on pollinators, lawn care, and
wildlife benefits to urban popu-
lations. Lauren White, UNH
Masters’ degree student, has of-
fered presentations to different
groups, among them, Newmar-
ket’s conservation commission,
about wetlands’ importance to
turtles and turtle crossings inter-
rupted by pavement. Her work
factored in the successful grant
proposal underway now for an
improved crossing in that town.

If you have some familiarity
with birds and birding, this book
will be a logical extension to your
interests. Turtle nesting habits are
included and described in great
detail — offering differences be-
tween the nests of different types
of turtles, too. Who hasn’t seen
snapping turtles making their
sluggish but determined way,
across a road to nest or “simply
to get to the other side.” Many
towns celebrate turtles’ seasonal
heavy traffic periods along with

amphibian crossing celebrations
in the spring. These actions filter
down to your clients’ curiosity
about their own immediate habi-
tats. Reading this book will catch
up to what they might have heard
from the visibility and media Sy
Montgomery has received from
this book and as a resident/author
from New Hampshire.

Helping your clients who have
built ponds or have seasonal
vernal pools on their properties
continue the water cycle for turtle
habitat can be interesting. While
you can’t “import” turtles to live
in a specific back yard, you can
help create and entice some turtles
who may be in the vicinity. Just
as you may lay broken pottery on
its side to offer shade for frogs’
safety, you might suggest some
low branching ground covers
for turtles. Designing an area
where turtles can bask in the
sun — a place with some sandy
gravel south-facing — could help
attract them if you have a client
fitting those parameters. With
a large property, maybe with a
stream, leaving some logs across
the water for basking in the sun
will be a turtle magnet.

Check the website turtlerescue-
league.org to learn more about
how you might help clients at-
tract turtles. Montgomery shares
a lot about the Massachusetts
group, Turtle Rescue League, in
this book. Their care for injured
turtles is based on successfully
understanding turtle lifestyles
and their needs. It’s a lot of work,
but the joy the experts and their
dedicated volunteers put in for
turtle benefits is invigorating.
This book gives a balance of emo-
tion and hard facts, resulting in
an overriding sense of positive
outcomes and an educated un-
derstanding of how all results
are based in nature.

Being aware of any one of these
three books will be helpful dur-
ing conversations with your cli-
ents. Listening to their interests,

Continued on page 23
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LEARN WHAT YOUR CUSTOMERS ARE TALKING ABOUT

Continued from p. 22

whether they are pollinators,
birds or turtles, will give you the
chance to suggest one of these
books even if your awareness is
solely from this article. Reading
books is another way to increase
your professional expertise of
topics you have in practice now
and guide your actions toward
best management practices sug-
gested by many sources — from

your most involved vendors to
the Cooperative Extension’s blogs
and presentations.

NHLA offers landscapers such
a broad spectrum of topics to stay
abreast of and that are significant
to our professional development,
and continued reading is another
activity you might include in
your winter planning for the

upcoming season. |+

— Cris Blackstone maintains her NHCLP #97 through numerous

presentations on some of her favorite landscape themes, for garden
clubs and other professional organizations. Her garden and landscape
photography has earned awards from Mass Hort Society as well as the
National Federation of Pen Women. She’s an appointed member of
the NH DES Waste Management Commission, keeping in line with
her interests in conservation and ecology representing conservation
commissions across the state. With no favorite season, she says each
offers time to read, write, and take photographs.
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06 inter is a season of recovery

and preparation”

—Paul Theroux, novelist and travel writer (b. 1941)
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A\
2t Calendar

ASSOCIATION

= FEBRUARY 4
Genest Bootcamp 2025, The Point Community Center, S. Portland, ME. See page. 6

= FEBRUARY 5
Genest Bootcamp 2025, Regatta Conference Center, Eliot, ME. See page 6

= FEBRUARY 12
NHLA Dinner Meeting, See page 1

= 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,nhlaonline.org/register/nhclp-application-for-examination/
= MARCH 26

NHLA Safety Day, more info in next month’s Newsletter



