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Maintaining, retrofitting, and installing irrigation systems 
have provided clear growth opportunities for companies 
over the years and will continue to do so.  There will 
always be old systems in need of inspecting, updating, and 
retrofitting and new technologies, including Internet-based 
programs, are making the installation of new systems even 
more attractive to customers who want to cost effectively 
manage their water usage.  

SAVING WATER
Lack of rainfall and water restric-
tions in some areas of the country 
have created other opportunities.  
Many West Coast companies have 
long worked with their customers 
to help manage water consump-
tion. In addition to encouraging 
them to install smart controllers 
among other advanced technol-
ogies, they’ve replaced smaller 
turf areas with native plants and 
drip irrigation and actually reduced water consumption on 
some larger expanses of turf.  Replacing turf or slowing its 
growth means maintenance crews weren’t cutting as much 
grass, but enhancement crews had more work. 

Harvesting rain water and installing cisterns have be-
come an important part of the water management puzzle 
in states like New Mexico. As part of its water management 
program Albuquerque’s Heads Up Landscape Contractor 
has even conducted learning sessions at its facility. Attend-
ees not only learn about irrigation systems but actually get 
an onsite demonstration of how cisterns can supplement 
their water supply. 

As explained by company vice 
president Eric Spalsbury, Land-
scape Industry Certified, cisterns 
essentially act as gatekeepers. 
They collect rain water from 
roofs and parking areas and then 
pipe it directly into irrigation 
systems. During dry spells when 
rain is in short supply, city or well 
water makes up the difference.  

To be a viable business op-
portunity, harvesting rainwater 
needs to make economic sense 

for customers. The payback can be long. “Look at what the 
site will yield, how much water is needed, and how much it 
will cost customers to install a cistern,” noted Alan Rich-
mond, vice president for Dallas-based Southern Botanical. 

WATER MANAGEMENT = 
BUSINESS OPPORTUNITIES 

U

In a perfect world, landscapes would receive timely moisture all year long and landscape contractors 

would have no trouble filling their days planting, fertilizing, mowing, and providing other related 

services. But we don’t live in that world, so the next best thing is to find ways to take advantage of 

what Mother Nature offers and turn that into business opportunities.
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As he pointed out, large or even small installations 
can be expensive. For one of its customers, excavating 
the hole for a large cement cistern alone cost $10,000. 
“If there’s an option to install the tank above ground, 
installation costs can be reduced and possibly even 
avoiding the use of pumps. Head pressure from the 
water height can be enough to feed a drip irrigation 
system, again reducing ROI.”

For some, the ROI is not the only motivator for har-
vesting rain. For others, it can be the prime motivator.  
For the latter, Heads Up has developed ROI spread 
sheets. “Knowing their ROI is important for most of 
our customers whether they’re contemplating replac-
ing turf with native plant material or installing a cistern,” 
Spalsbury emphasized.  “Clients want to know how long 
a proposed landscape water wise improvement, a cistern, 

smart irrigation system, or xeriscape conversion will take to 
pay for itself. The spread sheets spell out how much water 
(gallons) they can save by installing native plantings, water 

These cisterns were installed by Heads Up Landscape 
Contractor.  As explained by company vice president Eric 
Spalsbury, they essentially act as gatekeepers, collecting 
rain water from roofs and parking areas and then piping it 

directly into irrigation systems.

QUALIFIED • CONFIDENT • RECOGNIZED

Landscape Industry Certified is a powerful distinction for 
individuals who have taken their experience, skills and desire 
for excellence to the next level by studying, testing and 
becoming certified. 

To become Landscape Industry Certified is to achieve the 
next level of industry professionalism

By earning your certification designation, you can:

• Enhance your professionalism
• Create a sense of personal achievement
•  Garner increased respect and recognition in the industry 

or in your profession

Take the next step toward professionalism. Learn how you 
can get certified today by visiting landscapeprofessionals.
org/certification or by calling the National Association of 
Landscape Professionals office at 800-395-2522.

”

Certification is a confirmation that 
a contractor has the skills to do the 
job. Hiring a company with certified 
contractors means our job site is going 
to be safer and our contractor will have 
the knowledge and skills to do a quality 
job. Certification is also a sign the 
company cares about its employees 
and the quality of the work it provides.
 
— David Iribarne, Landscape Industry Certified, 

Park Services Manager, San Francisco 
Recreation and Parks Department, City & 
County of San Francisco, Calif.
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efficient irrigation systems, and cisterns.  If there’s a rebate 
we plug that in as well.”

GREY AREAS
Where potable water is expensive and scarce, grey water 
can provide an alternative for irrigating landscapes. Cur-
rently, this alternative is more cost effective for individual 
homeowners and property owners than changing over an 
entire municipal system to accommodate grey water dis-
tribution. But that may change, noted John Eggleston, irri-
gation manager for Michigan-based Federal Supply.  “The 
lead pipe disaster in Flint, Michigan is a red flag to other 
municipalities throughout the country and an indication 
of the sad state of affairs of our water infrastructure.  The 
good news is that updating the infrastructure, especially in 
areas where potable water is scare, would potentially make 
way for running parallel lines, one for grey water and the 
other for potable water.” 

He continued, “This, in turn, will open up opportuni-
ties for landscape and irrigation contractors to install new 

systems in areas where they simply weren’t cost effective or 
even feasible.

Eggleston is not talking about opportunities of which 
companies can take advantage today. It’s more long term 
than that, but he emphasized the water infrastructure will 
need to be updated and that will present opportunities. 

We don’t live in a perfect world and unfortunately no 
one has yet figured out how to control weather. Until that 
happens, customers will continue look to their landscape 
professionals to help manage what water resources they 
have and the landscapes that rely on them. To borrow a 
semblance of an old saying  “there’s opportunity in them 
there clouds,” whether they’re devoid of moisture and a 
precursor to a prolonged dry spell or instead, just mo-
ments away from unleashing a downpour that will wash soil 
and nutrients into lakes and streams and potentially flood 
basements and back yards.  7

Save on entry fees by  
entering before July 1.  
Learn more, get tips, and enter 
now at bit.ly/NALPaoe.

AWARDS OF EXCELLENCE 

“
”

We generally post winning projects on our web site and send out press releases. 
Last year, in fact, the Dallas Morning News picked up a release and ran a full 
page spread on one of our projects. You can’t buy that kind of publicity.
—Judson Griggs, Landscape Industry Certified

The National Association of Landscape Professionals Awards of Excellence 
showcases superior projects in the areas of landscape, lawn care, interior 
maintenance, design/build as well as installation, container plantings, and erosion 
control. Projects of all size and scope are eligible! 
Why enter?

 Gain pride and respect from the industry
 Garner prestige and become more well-known in the industry
 Energize and motivate your employees
 Set yourself apart from your competition
 Increase your company’s bottom line



TIONEDUCATIONCATI
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