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Newsletter
President's Message
Dennis Realmuto
Professional Irrigation

re there reasons to belong to IANY?  Yes, and they
are numerous.
Let me share with you some of the issues that were

discussed last year at both general and board meetings.
You'll quickly recognize that we went well beyond any for-
mal agenda.  Many of these topics arose in informal conver-
sations among competitors, with little or no chest beating.

Changing local rules and regulations … plumbing,
electric and building code revisions … permit and licens-
ing fees … NYS Department of Health … DEC … OSHA
… NYS Department of Social Services … IRS … INS …
NYS Department of Transportation … Workers Comp …
CDLs … hazmat logs … liability insurance … health
insurance … NYS Department of Employment … local
water companies … the national Irrigation Association …
AA … employees … landlords … office staff …
radios/telephones … computers/programs … GPS … cus-
tomer service … general contractors … landscapers …

trade shows … home shows … trucks, vans, trailers …
machinery - large and small … E.T. timers … weather sta-
tions … ponds/waterfalls … sprinkler heads … pipes and
valves … timers and rain sensors … plumbing …
drainage … low-voltage lighting … holiday lighting …
waterproofing … wells - deep and shallow … booster
pumps - relays and tanks … to drip or not to drip … sup-
pliers, manufacturers … property - rent, lease, buy …
sales … advertising … commissions … accounts receiv-
able and payable … discounts and rebates … helping fel-
low competitors … boots, uniforms, raingear and shoe-
boots … soils … droughts … pilfering - side work …
family, kids, wives and college … vacations … fishing,
hunting, golf … English and Spanish … the weather …
the economy … the competition … the Hamptons and
Westchester … bad jokes … interest rates … credit cards
… handling irate customers … company size … company
valuation … making a company sale-worthy … benefits
and drawbacks of educating employees … turf grass - sod
versus seed … root rot … Internet/Web sites … land-
scape/irrigation - one company - pros and cons … public
bidding … irrigation designs … remote control … size of
the install crew … service truck: one or two men … why
are we in this business

Do you get the feeling that we're never at a loss for words
at our meetings?

Fellow subterranean irrigation engineers, IANY is about
sharing information.  Part of the information is about certifi-
cation of irrigation contractors.  Legislation, should it pass
this year, will start to affect our industry as we begin to set a
level of competency.  Any industry that considers itself a ben-
efit to society has a minimum level of standards that a mem-
ber must acquire.  Credibility is an issue we all face daily.
New York state certification is an important tool to show
credibility and to separate us from the trunk slammers.
Public bids, water suppliers and even homeowners will have
a useful resource for making an intelligent decision.

Another key benefit of belonging to IANY is education.
We learn from one another.  I've stated at several meetings,
"as competitors, we have more in common with each other
than we do with our families."

Personally, I have benefited by associating with my com-
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petitors and consider them friends and associates, willing to
help each other in business and life.
• When a fellow contractor had open-heart surgery in

September, his competition in IANYoffered to assist him
with his winterizations.

• When a repair in a small village required a licensed
plumber "from the village," a competitor stepped in to file
the permit.

• When a van broke down 30 miles from the shop and you
needed a mechanic ASAP, a competitor called his mechan-
ic to assist.
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• When your service man left a home because the owner
forgot the appointment and demanded a same-day return,
a competitor handled the emergency for you - in your
name.

• When your machine blew a hose, or you needed a dragnet,
a competitor showed up to lighten your load.

• When NYS Workers Compensation said you owed them
$24,000 within two weeks, a competitor explained how to
protest and the charge was reduced by $20,000.

• When a competitor explained how a new insurance broker
saved him $11,000 last year, you asked for the phone
number and got it.

• When you interviewed “the best service mechanic in New
York” and he asked for mega-bucks, you called your com-
petitor and got the real story.

Gentlemen, we sit at board meetings and ask what we can
do to increase IANYmembership.  The responses range from
the number-one question, “What's in it for me?” to “What
about the 800-pound gorilla?”  It's a real challenge to have
contractors want to be a part of this association.
Not sure what an 800-pound gorilla is?  Some examples:
• When a state has a drought and mandates that there is to

be no landscape watering and no new systems installed
• When the state decides that only licensed electricians can

wire clocks and valves
• When every irrigation installation must be designed and

stamped by a licensed architect prior to installation

These are not fantasy gorillas, but real monsters that have
grown in other states.  By having a proactive association,
with a large enough voice, we can have a say in what is fed
to this little ape as he develops.

There are some real benefits associated with the 80 or so
topics that I listed earlier.  All of us have had experiences
with each of those items.  By sharing our experiences, we
benefit monetarily, socially and personally.

The IANY board meets on the second Wednesday of each
month - and those meetings are open to all members.  We
invite you to join us.  Times and locations will be posted to
our web site, www.iany.net.

We are hoping to establish regional chapters throughout
New York state to serve areas like the Hudson Valley, north-
ern New York, western New York and Long Island.  During
March, we will be meeting with contractors in Westchester,
Albany and possibly Buffalo.

You always are welcome to call any of our board mem-
bers; we are eager to hear from you.

On behalf of the board, I wish you health and prosperity
in the upcoming season and may Mother Nature rain a little
less on our parade this year.
Be well and thank you,

Dennis Realmuto
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Selling Yourself First
Tom Armbruster
Hunter Irrigation

s a representative of a major manufacturer in this
business, I am fortunate to meet many interesting
people, and I see how many different companies go

to market with the "wares" that they peddle to the public.  I
receive many requests for a wide range of marketing materi-
als to help contractors sell, as well as many more comments
on what we need to develop to help the contractor "get our
name out there."

If there is one basic, fundamental success thread that
seems to bind the above-average, top-earning companies -
outside of hard work, dedication and good business sense - it
is "identity."  A company's own identity is the single most
powerful image that homeowners will take away from your
short time with them during a sales call.  We are "feature-
crazed irrigators," who need to take a step back and realize
that marketing materials supplied by manufacturers are
designed to be "support" for the contractors in their efforts to
sell themselves.

Ultimately, it still comes down to New York Sprinklers vs.
Competition Irrigation for the homeowner dollars ready to
land in some sprinkler guy's bank account.  Think of the
many different scenarios that could happen when you go on a
sales call.  You could be the only company they call.  Yeah,
right.  You could be one of two, and the other is the bearded,
"sixties throwback" in the converted 1969 VW bus.  Surely,
your professionalism will get you the job every time.  Yeah,
keep dreaming!

The fact is that estimates are generally a dog fight among
men who pretty much sound like they know what they are
doing, pretty much provide some level of professionalism and
pretty much seem to offer the same products, services and
warranties that everyone else offers.  I know, you're thinking
that's far too broad a generalization, and not understanding of
the things that make YOUR company WAY different than all
the others. 

Believe me, I'm a huge advocate of added offerings, serv-
ices, presentations, neat appearance, phone manner, clean and
maintained vehicles, etc. etc.  Getting a solid step up in the
"impression" game is 80 percent of the way to closing the
sale, and marketing materials organized with a strong mes-
sage by the contractor is definitely a plus.

What happens when you and three other guys recommend
the same basic product?  Before you answer, because your
"sprinkler upbringing" is going to lead you to the wrong con-
clusion, I want to look at a very real scenario that happens
daily in other home-service businesses.

If ABC Contractors Inc. and XYZ Builders give you an
estimate to replace windows, and both recommend Andersen
Windows, how are YOU going to decide on the winner?  See,
with product being the same, it's now a combination of many
factors, including but not limited to price, references, comfort
with the company, first impression, appearance and warranty
(above and beyond Andersen's, of course).  The key is you
are inclined to believe that Andersen is a quality window, and
it's a plus that both contractors are using them.  The double-
pane, triple-seal, virgin-hardwood, high-UVresistance, and

sound-proof qualities of the windows are not factors in your
decision between these two guys, because the same product
features and benefits are being offered by both.  In this case,
the contractor focusing on establishing the fact that he's using
a quality product, and is supported by the manufacturer, but
then concentrates on HIS company, and all the services HE
adds to the mix will tend to make him stronger in the home-
owners eyes. 

Sales is sales.  The worst installer tells them he is the best.
The slowest installer says he is the fastest.  The worst service
company swears he'll be there 24-7.  The guy with one pickup
truck and one helper is the biggest installer in New York.  The
guy who gave an estimate to Donald Trump in 1996 says he
"Does all of Donald Trump's work."

Anyone can say anything.  As flattering and self-serving
as it is to me to have you talk about the product I represent,
or any of the main manufacturers out there, it is not what will
make the sale.  How you sell yourself and the solid, tangible
offering of services you provide is what will add percentage
points to your closing rate.  That will eventually relate to
higher margins, stronger images and a healthier company.

National and State
Associations Team Up
for Training Sessions
Gary Lynott
Storr Tractor

he Irrigation Association and IANYhave teamed up
to convene a four-day curriculum of training classes
to enhance the skills in all aspects of the industry.

The sessions will be held on Feb. 23 to Feb. 26, 2004, at the
Sheraton Long Island Hotel in Hauppauge, adjacent to Long
Island Expressway exit 53, Wicks Road.

National will provide instructors to run classes in land-
scape irrigation design; advanced head layout; electrical trou-
bleshooting; and sprinkler system scheduling.  Course
descriptions are provided on an adjacent page.

IANY will be giving two classes.  The first is a course
geared toward foremen and job supervisors, that will focus on
personal skills and project management.  Participants can earn
six Irrigation Association continuing education units.
The second is an irrigation installation and maintenance class
taught in Spanish.  IANYconducted two Spanish-language
classes last year which each attracted 15 students.  Both
courses proved successful and popular.

This year's Spanish class is a real hands on session for all
crew members to improve their installation skills.  An addi-
tional benefit of sending Spanish-speaking employees to the
class is raising their levels of self-esteem.  The investment,
not only increases their on-the-job proficiency, but also boosts
morale by demonstrating their importance to the organization.
The classes are at the same hotel where East Coast Sprinkler
Supply and Atlantic Irrigation are holding their trade shows
on Tuesday and Wednesday of the same week.
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IANY - EDUCATION CLASSES
Irrigation Installation & Maintenance

Taught in Spanish

Job Site Leadership Skills
February 23, 2004

Irrigation Installation & Maintenance - Spanish 

• Ideal for all members of your crew, both the new employee and the experienced
• Class will cover hands-on techniques for installation of sprinklers, pipe, fittings, valves, valves boxes 

and other products
• Maintenance and basic troubleshooting
• Course includes one day of instruction and handouts

Cost:  $80

February 25, 2004

Job Site Leadership Skills - Six IACEUs

• Ideal for the first-time foreman or supervisor or a refresher for the experienced
• Designed by irrigators and business professionals especially for irrigators
• Focuses on communications, confrontation and delegation skills
• Learn basic, yet essential, skills for success in manger training, communication and fulfilling 

responsibilities in friendly, productive manner
• Course includes one day of instruction, manual and handouts

Cost:  $150

Registration Form
Company Name  _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

Address _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

Phone _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _Fax _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

E-Mail  _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

Name  _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _Class _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

 _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _Class _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

 _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _Class _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

 _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _Class _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

 _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _Class _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

 _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _Class _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

Amount Enclosed: _ _ _ _ _ _ _ _ _ _ _ _

Mail to: IANY
P.O. Box 237
Greenlawn, N.Y.  11740
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Class Registration 

 Long Island Irrigation Courses 
February 23-26, 2004  

 

 

Landscape Irrigation Design 

February 23&24: 8:00am-430pm; February 25: 8:00-Noon 

  after 2/12 

IA Member $240 $290 

IA Affiliate Member $260 $310 

Non-member $290 $340 

 

 

Electrical Troubleshooting I 

February 24: 8:00 a.m. — Noon 

  after  2/12 

IA Member $95 $145 

IA Affiliate Member $105 $155 

Non-member $115 $165 

 

 

 

Sprinkler System Scheduling 

February 24: 1:00pm-5:00pm 

  after  2/12 

IA Member $75 $125 

IA Affiliate Member $85 $135 

Non-member $95 $145 

 

 

 

Advanced Head Layout 

February 26: 8:00 a.m.—4:30 p.m. 

  after 2/12 

IA Member $145 $195 

IA Affiliate Member $160 $210 

Non-member $180 $230 

 

 

 

Electrical Troubleshooting II 

February 26: 8:00am-3:00pm 

  after  2/12 

IA Member $175 $225 

IA Affiliate Member $195 $245 

Non-member $215 $265 

 

 

 

Class Times and Prices  
(Please Circle Class/Time) 

 

Sponsor members receive affiliate rate. 

*Cancellation Policy* 
All cancellations and/or replacements must be submitted in writing. Cancellations are subject to a $40 processing fee or a credit to be used toward any future class. 

We reserve the right to cancel or postpone at any time, in which case the registrant will receive a full refund. Substitution of attendees may be made at any time. 

Name 

Company 

 

Address 

City 

State/Country Zip/Postal Code 

Phone Fax 

Personal check* 

Method of Payment: 

Signature 

Credit Card # Exp. date 

Company check* American Express MasterCard Visa 

*Checks/Money Orders payable to: The Irrigation Association 

Email 

To Register: 
 

1. Online:  
www.irrigation.org 
 

2. Mail or Fax to: 
The Irrigation Association 
6540 Arlington Blvd 
Falls Church VA 22042 
(703) 536-7080 voice 
(703) 536-7019 fax 
 

Please complete a separate form for each registrant. 

6



7



Estimating System
Overview to be
Presented

n additional educational opportunity from IANYis a
special Estimating System Overview, to be held on
March 18, 2004, from 8:00 a.m. to 4:30 p.m. at the

Sheraton Long Island Hotel in Hauppauge.

The full-day educational event that will introduce irriga-
tion contractors to the key components of an effective esti-
mating system will be conducted by Jim Huston, of Jim
Huston Enterprises, the landscape and irrigation consulting
firm.

The pros and cons of each of the five most common meth-
ods of estimating used today are discussed in depth.
Attendees will be provided with a detailed explanation of the
key principles involved in:

• The estimating budget process
• Calculating and controlling equipment costs
• Calculating labor burden and average wages
• Measuring, allocating, and controlling overhead costs
• Reviewing a bid
• Determining general conditions costs in a bid

Huston will conclude the day by explaining how to run an
irrigation company directly from the bid sheet.
Cost is $125 for IANYmembers; $150 for non-members.
Lunch is included.  To register, contact the IANYoffice at
P.O. Box 237, Greenlawn, NY11740; telephone: 631-754-
4901.

Turning On Today's
Irrigation Systems

Mor e than Just Opening a Valve

Art Elmers, CIC, CID, CLIA
Netafim USA

ven though snow still surrounds us, we know that one
of the busiest times of any irrigation contractor's year
is just around the corner.  As soon as warmer weather

and buds on the trees arrive, phone calls from anxious cus-
tomers start to pour in.  From a cash-flow standpoint, spring
is the time of year all irrigation contractors love.  The tempta-
tion exists to squeeze in as many system turn-ons as possible
and maximize that cash flow.  However, we must all remem-
ber that in this competitive world, doing just the minimum
might not be enough.

In simpler days, just showing up, opening a valve and run-
ning quickly through the zones was enough.  With today's
irrigation systems and the push to conserve water, irrigation
contractors must be prepared to do more.  This article lists
the basic, minimum steps as well as other things that can and
should be done when turning on an irrigation system.
The first step has always been and should be the opening of
the irrigation supply valve.  This should be done only after
any open drain valves and backflow preventer test ports have
been closed.  The key here should be to open this valve slow-
ly.  Remember speed kills and sending water down a pipe at
high velocities has the potential to break fittings and pipes.
In fact, more pipe and fitting breaks occur during the turning
on of the system than from freezing during the winter.
How slowly should the valve be opened?  For most residen-
tial and small commercial systems with pipe sizes under 2
inches, just open the valve approximately one-third of the
way.  You should hear water rushing down the pipe.  After a
few minutes the pipe will be filled with water.  If you are
unsure, just look at the water meter to see whether it still is
spinning.  After the pipe has filled, open the supply valve
fully.

For larger systems - pipe sizes 2 inches and larger - it is
good idea to crack open the irrigation supply valve earlier in
the day or even the day before, then return to complete the
turn-on service.  This allows the main lines to fill up properly
without having service people standing around.  In all cases,
listen to the pipe after it is filled.  If you still hear water mov-
ing, check for a stuck valve or break.
It is important to note that backflow preventers now are
required in most locations by code.  The local codes also dic-
tate how often these devices must be tested. If they need to
be tested annually, the spring turn-on is a good time.  But
beware, in most cases a licensed backflow preventer tester
must be used.  If you are one, fine, but if not, make arrange-
ments with someone who is.

While the pipe is filling, it is time to check out the irriga-
tion controller.  If it was unplugged for the winter, plug it
back in.  Replace the program backup battery if the controller
uses one.  Re-enter the correct time, month and day settings
as needed.  Set the irrigation schedule, and be sure to put the
appropriate percentage on the seasonal adjust feature.  If you

8
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schedule the clock for August irrigating, make sure to set the
seasonal adjust to approximately 33 percent for April, 66 per-
cent for May, 88 percent for June, 100 percent for July and
August, 88 percent for September, 66 percent for October and
33 percent for November.  Be sure to check for any addition-
al start times or programs and remove them if needed.
With an electrical multi-tester you also have an opportunity
to check the health of the field wiring and valve solenoids.
By checking the resistance through each zone you can spot
potential problems.  The resistance reading for normal sys-
tems should be 20-60 ohms.  Higher readings start to indicate
a bad splice or damaged solenoid.  The circuit may operate
now but has a good chance of failing in the near future.  A
low reading of below 5 ohms indicates a short circuit.  If it
only is on just one zone, more than likely you have wires
touching or a blown solenoid.  If you have a very high read-
ing above 100,000 ohms, then you have a break in the wire
or solenoid.  If you see this reading on all zones, check the
rain sensor to see if it is on. Testing circuit health is usually
above and beyond a simple turn-on but can help set your
company apart from the rest.

Now that the main line is full, the supply valve fully open
and the controller turned on, it is time to check the zones.
From the controller turn on each zone.  What are we looking
for?  First, did the zone turn on?  If yes, check to make sure
each head has popped up and is performing properly.  Adjust

the heads for pattern, arc and throw as needed.  Replace any
clogged nozzles, being sure to maintain matched precipita-
tion.  Raise and or move any heads now restricted by plant
material.

What else can you check for?  Lower any heads that may
heaved in the frost and make sure that all heads are level.
Clear any build up of grass around the head.

If the pressure seems low, look for either clogged basket
screens at the head, broken lateral lines or partially closed
flow controls on the valve.  If you must replace any heads, be
sure to replace them with the same model or at least ones that
have the same nozzle gpm and performance.
For any drip zones be sure to check and clean the filter if
needed.  Uncover an emitter at the far point of the drip zone
and make sure water is coming out.  Rebury any drip tubing
that may have come up in the winter and check for any pud-
dles, which may indicate a cut tube.
Record any observations (resistance, etc) and any changes for
billing purposes and your records.  Your goal should be for
you to leave the irrigation system in good efficient working
order.  You may also wish to call the customer a couple of
weeks later to check on any problems or questions.  You will
be surprised at how many referrals you can obtain from this
follow up.

By following these steps you can be assured that you have
provided a good turn-on service.
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Water Resource
Management on 
Long Island
Rich Silverman
Rain Rich Sprinklers

n January I presented testimony to New York State
Assembly Committee on Environmental Conservation
on behalf of IANY.  The hearing's purpose was to exam-

ine issues related to water resource management and the
long-term protection of Long Island's aquifer system - includ-
ing efforts to manage the occurrences of saltwater intrusion
and to manage and regulate water withdrawals.  The commit-
tee's chairman, Assemblyman Thomas P. DiNapoli, conducted
the session.

My testimony was well received and most agencies sup-

port our proposed certification bill.  It was important for us to

be at this hearing and to be visible.  Many of the committee

and agency heads appreciated our representation and IANY's

concern about this issue.  We demonstrated that IANYis a

group of irrigation professionals who are responsible, caring

and committed to safeguarding our precious water supply.

We made it clear that IANYis willing to work with govern-

ment agencies, water suppliers and the public regarding water

conservation.

The considerable information disseminated concerning

water usage and quality included the Magothy and Lloyd

aquifers, water tables, pumping trends, contaminants, global

warming, survey of wells, water quality, fertilizers, sea water

temperature and salinity, the rise in sea level and flushless

toilets.

New York City, it was noted, has long-range plans con-

cerning water issues, while Long Island does not.  The city

intends to pump water from the Magothy Aquifer in eastern

Queens County.  Although geologists disagree on how many

trillions of gallons lie underneath Long Island, all concur that

the annual precipitation and the amount of water infiltrating

back into the Magothy Aquifer is much greater than the

amount being pumped from the ground.

Paul Granger of the Long Island Water Conference and

Plainview Water District said that since 1989 there has been a

1.9 percent decrease in the amount of water pumped in

Nassau County and a 10.2 percent decrease in Plainview.

The Suffolk County Water Authority wants to drill into the

Lloyd Aquifer and use this very pristine water to mix with

water from the Magothy Aquifer, thereby reducing filtering

and electrical costs.  The Lloyd Aquifer has never been

drilled into and is untouched.  Assemblymen Harvey

Weisenberger, who participated in the hearing, is against the

idea of tapping into the Lloyd Aquifer.

All agencies mentioned in their testimony that there

should be legislation restricting lawn watering.  Paul Ponturo

of the Suffolk County Health Department said that 75 percent

of water usage is for irrigation.  He recommends sub-meter-

ing of irrigation systems and charging higher rates with the

money going for education and enforcement of odd/even day

watering and rain sensors.

It appears that with the research and data accumulated there

is a pretty clear picture on the issues of water quantity and

quality.  There is plenty of water, however, the quality isn't

that great for some areas.

The infrastructure is insufficient to handle the demand,

and irrigation puts a tremendous stress on the water compa-

nies.  Many of the water companies have a serious problem

with irrigation due to the high volume required during the

same time period each day.  They can't support it, and the

cost to improve the distribution system is prohibitive.

All agencies want lawn irrigation legislated and restricted.

Many felt that too much lawn watering was abusive to the

system.

As for salt water intrusion, this occurs when large vol-

umes of water are pumped out of the ground, combined with

drought and the natural lowering of the water table.  Once

salt water enters the aquifer it cannot be pushed back out!

In addition to IANY, the following agencies and groups

attended and gave testimony:  New York City Department of

Environmental Protection, New York State Department of

Environmental Conservation, U.S. Geological Survey, Nassau

County Department of Public Works, Hazardous Waste

Services, Suffolk County Water Authority, Suffolk County

Department of Health Services, Bureau of Groundwater

Resources, Long Island Water Conference, Long Island

Groundwater Research Institute, Marine Sciences Research

Center at Stony Brook University, Waste Reduction &Mgmt

Institute, Marine Sciences Research Center at Stony Brook

University, Citizens Campaign for the Environment, Point

Lookout Civic Association and TDA Associates & Clean

Solutions.
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2003 Irrigation
Association Trade 
Show and Conference
Thomas Tracey, CLIA, CIC, CID
Dimension II Associates

his past November, I attended the Irrigation

Association's annual Trade Show and Conference in

San Diego.  It may not have been the best time to

travel, with winterizings in full swing, but for all important

things, we must always make the time.  I found it well worth

the effort, and it's an experience I recommend to anyone in

this business. 

I know that I'm not alone in this belief, because this year's

show was the second largest attended ever in the IA's history.

The number of people taking certification exams is also up

this year.  The show is a great opportunity to take all the IA

classes, seminars and exams.

On the trade show floor, you'll get a chance to see the lat-

est and greatest in irrigation technology.  Every manufacturer

you've ever heard of, and many more you haven't, show off

their products.  Anything related to the work we do is shown

- heads, valves, controllers and even landscape lighting.

There is a new rotary head that fits in a mist head body.  I

had a demonstration of the new ETbased controllers that

change the irrigation schedule after receiving weather data

AGC IRRIGA TION SUPPLY
1111 Lincoln Avenue, Holbrook, NY11741
Phone 631-218-0901  •  Fax 631-218-0923

Call for quotes on all  major brands
Hunter • Irritrol • Rain Bird • Toro • Weathermatic

Free Deliveries - 24/7
•

Trenchers
•

Wire Locators
•

Compressors
•

Pipe Pullers
•

Free Loan When
Yours Goes Down

•
Available for Rent or Sale

John Oliva
Ben Tristano

Cookie Sciacca
Available 24/7
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888.NELSON8 • LRNelson.com

For more information, contact your local
distributor or Chris Pine at 508-274-0636

Don’t 
let irrigating

restrictions dampen 
your day. Take control with

“Event Days” programming and Water
Budgeting features on the EZ Pro Jr.

Improve watering efficiency while
promoting water conservation.

from satellites.  The exhibitors are all more than happy to

show you what's new answer all your questions.

I attended several informative seminars.  Classes were held

on topics such as marketing, sales and customer service.

There was also a class about developing your own Web site.

Even the annual breakfast meeting was very entertaining.

The keynote speaker was a man named Larry Winget.  He

gave a "self-help" presentation that had the whole room

cracking up while teaching some very important lessons.  It's

hard to decide what meetings and seminars to attend with all

the choices they offer.

Dennis Realmuto and I attended several of the Common

Interest Group and Committee meetings on behalf of IANY.

At the Contractors Meeting, we had a chance to speak with

our counterparts from all over this country and Canada.  We

discussed what's happening in our states.  Most problems

they face are more similar than different to ours.

Some of the conditions in other states give us insight to

things that we could have to deal with in the future.  Several

states have passed laws or have bills pending that require that

only Master Plumbers may make the water connection.  New

Hampshire is fighting legislation to ban irrigation altogether.

Some people in that state feel that lawn watering is a waste

of water.

We learned that the Ontario Irrigation Association merged

with the landscape association.  Their dues are $400.  But, for

that, the association offers things such as discounts on gaso-

line, insurance and phones that pay them back.

In other states, there are requirements that a landscape archi-

tect must design the irrigation system.  These examples

reconfirm why it's so important to keep informed and

involved.

This year's show will be in Tampa, Fla., in mid-

November.  Start planning now to attend.  You'll be glad you

did.

Successful 2003 Golf
Outing Spawns Another
in 2004

ith 58 participants and 22 sponsors, IANY's first

golf outing, held at The Links at Shirley, was so

successful that the second annual event has been

scheduled for 2004.

Prizes were for two man low net - first second and third;

longest drive; and four closest to the pin.  Winners took away

cash prizes and pro shop certificates.  Several valuable door

prizes donated by sponsors were well received as were pro-

ceeds from a 50/50 raffle.

Of course, no golf outing is complete with-

out food and drink.  IANY's 2003 event fea-

tured lunch prior to the start, a happy hour and

dinner after the actual golfing.

This year's event is scheduled for, Tuesday,

Sept. 28, 2004, again at The Links at Shirley,

featuring a 12:00 noon shot-gun start.  The

format will be the same as 2003.  The cost

will be $150 per person.

Fliers will be mailed to all mem-

bers in April, July and September with full details for golfers

and non-golfers alike.  We would like 80 to100 to attend this

year we encourage all members to attend.  It is a great way to

get together with your peers.
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Utility & Irrigation 
Installation Made Easy 

 
The Vermeer® SP11 and LM25 compact vibratory plows 

are designed specifically for irrigation and low voltage 
lighting installation. The SP11 and LM25 feature 

Vermeer® quality, and are equipped with your choice of 
an 11 HP (8 kw) or  25 HP (19 kw) engine to meet your 

unique application needs. Call today for your demo. 
 

 

Vermeer North Atlantic 
Sales & Service 
805 Grundy Avenue 
Holbrook, NY  11741 
631-580-4400 
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Basic Spanish for
Irrigation
No hablo español!

Stephen Risley
Rain Bird Corporation

remember the first time that I worked with someone
who spoke very little English.  I carried on a conversa-
tion with this guy as if he was born and raised right next

door to me in New Jersey.  I explained how to cut PVC pipe
and glue it together, how to insert a nozzle into a rotor and
how to keep a sprinkler head in place while back filling the
hole.  All the while, my Mexican friend simply stared back
and nodded his head.

I assumed that this nodding meant that he understood
what I was saying.  I should have known never to assume
anything.  Whenever I would ask something that required a
response, such as  "right?" or "don't you agree?" the only
response I would get is a blank stare.  This guy didn't under-
stand a word that I was saying.

It didn't take long until the landscape/irrigation company
that I worked for started hiring more non-English speaking
employees.  Most of our guys were from Mexico, but there
were also many from Honduras, Guatemala, Ecuador and
other Spanish-speaking countries.
I remembered my days back in high school, when I asked my
Spanish teacher: "Why do I really need to learn Spanish?  It's
not like I'll ever use it."
Yeah, right.

Even though I probably should have paid better attention
in high school, all hope was not lost.  Although some of the
guys on our crew did speak at least a little English - some
better than others - I decided that working with native
Spanish speakers was a great opportunity for me to develop
my own ability to speak their language.
I bought a basic Spanish book and started bringing a list of
new words to work with me everyday.  Before long, I found
myself carrying on conversations in Spanish.

I enjoyed learning the language and culture of Latin peo-
ple so much that I went back to school to study Spanish and
international business.  I was even fortunate enough to live in
Mexico for eight months.  This included six months as an
intern for Rain Bird, which led me to where I am today.
This article is the second in what I hope will become a series
of articles focusing on basic Spanish for irrigation profession-
als.  It will focus on words and phrases commonly used in the
irrigation industry.

I hope that I will be able to help you to learn from my
experience so that you will soon be able to more effectively
communicate with your Spanish-speaking employees.

Useful First-Encounter Phrases

Do you speak English? Hablas inglés?
AH-blahs   een-GLEHS

What is your name? Cómo te llamas?
KOH-moh   teh   JAH-mas

My name is ___________ . Me llamo _________.
Meh   JAH-mo

Nice to meet you. Mucho gusto.
MOO-cho  GOOS-toh

What is your phone number? Cuál es tu número de telé
fono?
KHWAL ehs   too   
NOO-meh-roh   deh   
teh-LEH-foh-no

Do you have identification? Tienes identificacion?
tee-en-es   
ee-den-tee-fee-kah-SEEOHN

Can you work tomorrow? Puedes trabajar ma?a?a?
PWEH-dehs   trah-bah-HAR
man-NYAH-nah

Do you have a driver's license?Tienes licencia de conducir?
TYEH-nehs    lee-SEHN-
see-ah   deh   kohn-doo-
SEER

I will pay you ___ per hour. Te pago ________ por hora.
Teh   pah go ------- pohr   
OH-rah

Please fill out this application.Por favor, complete ésta 
solicitud.
pohr   fah-VOR   com-
PLEH-teh   EHS-ta   soh-
lee-see-TOOD

Please fill out this tax form. Por favor, complete éste for
mulario de impuestos.
pohr   fah-VOR   com-
PLEH-the   EHS-teh   for-
moo-LAH-ree-oh   deh   
eem-PWES-toss

Follow me. Sígame
SEE-gah-meh

Useful Irrigation Terms

Irrigation Riego
ree-EH-go
Irigación
ear-ee-gah-SEEOHN

Irrigation system sistemo de riego
see-STEM-ah  de  ree-EH-
go

To water Regar
reh-gar

Sprinkler Rociador
roh-see-ah-DOOR

Installation Instalación
in-stah-lah-SEEOHN

Valve Válvula
VAL-voo-lah
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Controller controladore
con-tro-lah-DO-reh

Pipe tubería
too-beh-REE-ah

Wire cable
cah-bleh

Valve box caja de válvula
cah-ha  deh  VAHL-voo-lah

Customers clientes
klee-EHN-tehs

Lawn césped
SEH-spehd
pasto PAH-stoh

Dirt tierra
tee-ER-rah

To dig excavar
es-cah-VAR

Plants plantas
PLAHN-tahs

Shovel pala
PAH-la

Security a Major Issue
for Water Conference
Mike Dwyer
Hot Water Aplenty

uring the past year, a major issue discussed by the

Nassau-Suffolk Water Conference has been water

security.  The Homeland Security Office established

a deadline for risk assessment covering the safeguarding of

the local water supply.  All water districts were required to

analyze their weaknesses and correct the found vulnerabili-

ties, and have completed that task. 

The August 2003 blackout tested how well each district

did its preventive maintenance on its power-generating equip-

ment.  Since well pumps all are electric, the well stations

each require a back-up diesel generator for the operation if

power is lost.  Most districts had little to no problem main-

taining the water pressure on the generators, while others

with old, poorly maintained equipment experienced difficul-

ties.

Another continuing issue at the Water Conference meet-

ings is water quality.  This past fall, President Bush’s energy

bill was stalled.  There was a provision in it that allowed safe

harbor from lawsuits to the gasoline companies for the fuel

additive MBTE.  This provision would have made the water

districts and ultimately you and me responsible for MTBE’s

expensive clean-up.  Water districts are also starting to look

at nitrates.  These are by-products of years of intense fertiliz-

ing.  Rain water, irrigation and time have allowed these

organic and inorganic compounds to start reaching the upper

level of our drinking water aquifers.

The design and cost of systems to remove nitrates vary wide-

ly.  The level of the contamination, the amount of water need-

ing treatment and the disposal of the removed contaminants

all have to be factored in.

News from National

IA Supports Evergreen Foundation
The Irrigation Association (IA) is supporting the

Evergreen Foundation – an alliance extending throughout the

Green Industry supply chain, including manufacturers, grow-

ers, associations, suppliers/distributors, media companies,

retailers and contractors – with a $5,000 initial contribution.

The foundation’s mission is "to raise awareness of the envi-

ronmental, economic and lifestyle benefits of landscapes and

promote the significance of those who preserve and enhance

green spaces at home, work and play."

The group plans to create a consumer-awareness cam-

paign on the value of green spaces.  Delivering a unified

industry message is important because the public needs infor-

mation to make wise choices.  Plus, as part of a multi-billion

dollar industry, we need to actively promote the value of our

products and services … now more than ever as the entire

Green Industry faces a number of challenges.  With funding

from Green Industry companies of all sizes, the campaign is

expected to roll out in late 2004 or early 2005.

President Bush Proposes New Immigration Policy 
Whether or not you think the president’s new immigration

plan is too little or too much, immigrant labor plays a huge

role in the Green Industry, with so many of our workers from

Latin American countries.  President Bush rolled out his new

plan before his meeting with Vincente Fox, president of

Mexico.  The president’s plan offers undocumented workers

the opportunity to apply for temporary worker status – pro-

viding the immigrant worker with minimum wage access,

general employee benefits, even Social Security payments if

the immigrant laborer returned to his or her own country.

President Bush says the temporary worker status would last

three years and would be renewable.  His critics say the poli-

cy is nothing more than amnesty.  Others criticize the plan

because it takes six or more years to obtain a "green card."

They say the temporary worker could run out of time, requir-

ing the immigrant laborer to return to his or her country.

Reprinted from E-Times,with permission
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SAVE THE DATE!
IANY General Membership Meeting 

and Election of Officers

Wednesday, March 17, 2004

Black Forest Brew Haus
2015 New Highway

Farmingdale

Cocktails:  6:00 p.m. to 7:00 p.m.
Dinner/Meeting:  7:00 p.m. to 9:00 p.m.

Guest Speaker:  Jim Huston, Landscape and Irrigation Consultant
Cost:  $40

Watch for details!

The Ditch Witch® 255sx vibratory plow is designed
to install power lines and communications cable up

to 1 inch (25 mm) in diameter, and natural gas, water service,
and sprinkler system pipe up to 2 inches (76 mm) in diameter. Its
rugged construction, outstanding power (air-cooled, 2-cylinder
gas engine produces 23.5 net hp/17.5 kW) and ability to maneuver
through a yard gate make the 255sx the most productive plow 
in its class. See your dealer today.

ditchwitch.com

Ditch Witch of Long Island
1311 Lakeland Ave.
Bohemia, NY 11716-3313
TEL 631.218.2525
FAX 631.218.2504
dwlongisland.com

Ditch Witch of the Hudson Valley
210 Wembly Road
New Windsor, NY 12553-5535
TEL 845.567.4868 or 845.567.3810
FAX 845.567.8326
dwhudsonvalley.com

Good Vibrations.



      

AAttllaannttiicc  IIrrrriiggaattiioonn    

SSppeecciiaallttiieess,,  IInncc.. 
 

Irrigation Supply Distributor 

ATLANTIC IRRIGATION  OFFERS YOU MORE... 
•  FREE DELIVERY 

•  UPS SERVICE 

•  WE STOCK ALL MAJORS BRANDS 

•  VIBRATORY PLOWS & TRENCHERS 

•  TOOLS & ACCESSORIES 

•  EXPERT ADVICE AND CONSULTATION 

•  DESIGN SERVICE AVAILABLE 

•  FAST, EFFICIENT SERVICE 

•  INCENTIVE PROGRAMS 

 
Serving all of the Tri-State Area 

870 Long Island Ave, Deer Park,NY 631-667-7801 
111 Lafayette Ave, N.White Plains, NY 800-878-8873 

70 Research Drive, Stamford, CT 800-886-4774 
74 Swatling Road, Latham, NY 800-787-9860 

4230C Ridge Lea Road Unit #2, Amherst, NY 888-891-3539 
451 State Street, North Haven, CT  866-227-7351 

213 Butter Lane Unit I, Bridgehampton, NY  631-537-1444 
5010 Industrial Road, Farmingdale, NJ 1-877-420-8873 

31 Evans Place, Pompton Plains, NJ 973-616-4800 
Equipment Division: 

789 Long Island Ave, Deer Park, NY 631-254-2094 

Visit our web site www.atlanticirrigation.com 

Specializing in… 

      COMMERCIAL    RESIDENTIAL    GOLF    SALES    DESIGN 
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THANK YOU FOR A GREAT 2003
COME JOIN US IN 2004

CHECK OUT THESE GREAT TORO PRODUCTS
FOR 2004:

• 570Z-PRX SPRAY HEADS
• EZ ADJUST ROTORY W/ ADJUSTABLE TRAJECTORY
• P220 SERIES COMMERCIAL VALVES
• CUSTOM COMMAND COMMERCIAL CONTROLLERS
• SENTINEL CENTRAL/SATELLITE CONTROL SYSTEM
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