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manicured finish in less time than 
you ever thought possible. This beast 
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outdoor       Trends

 utdoor living is exploding! Each year brings a dizzying array of new outdoor features and 
 products. In this department, look for original ideas, tips and details provided by emerg-
 ing and established design/contractor teams here in Colorado to help you develop 
spectacular outdoor living spaces.

Check zoning code and building permits. Local government is developing more stringent 
zoning (what can go where) and building (how it should it be built) code about outdoor living 
elements. Some municipalities also require drainage plans when impervious surfaces increase. 
Code protects owners from fl y by night contractors, while providing contractors with a mecha-
nism to limit construction liability potential. 

Quality design comes before trends. Mean-
ingful, comfortable and safe spaces refl ecting 
the client’s goals remain the crux of the design 
effort. Thoughtful grading, sculpting the site 
while maintaining appropriate site drainage, 
is a trademark of superior landscape design. 
Does the circulation work? Is it easy and effi -
cient to get from one space to another? How 
do patios and decks accommodate proposed 
uses? Is the planting design sensitive to micro-
climates? Are details thoughtfully resolved?

Style counts! Currently popular, the clean 
feeling of modernism is actually a formal ap-
proach. Minimal detail means every mistake 
shows; make sure single species plant groupings 
are all in the same growing conditions for con-
sistent performance. Outdoor living spaces for 
historic properties can adapt to a contemporary 
feel, remain consistent to the house, or blend 
traditional and new elements to create an 
eclectic blend. 

Here (photo above), the homeowner 
wanted a richly layered outdoor living space, 
consistent with interior that includes fur-
nishings from around the world. The design 
featured stucco vertical surfaces, matching 
the house, adding clay paver bands consis-
tent with the fl oor detail. Floors were de-
signed with a blend of buff and chocolate 
fl agstone bordered by the clay pavers. The 
custom pergola and handrail include pow-
der coat steel “vines”. Working with trades 
to create custom details can be a rewarding 
approach. Alternatively, suppliers offer an 
increasing range of “off-the-shelf” materials,  
extending our design range.

Now is a fabulous time to be a in the land-
scape industry if creative approaches inspire 
you. Do your research, stay true to the basics 
and extend your reach. Read this column for 
inspiration. Create incredible, fresh projects. 
Reach out to our editorial team to share your 
successes: we are seeking innovative ideas to 
feature here as we explore trends for 2016 and 
beyond. Happy landscaping!

—Contributed by Wendy Booth, 
Ivy Street Design Group, Inc.

Trends for 2016
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New! 3-Way blend of Hybrid Texas Bluegrass

New! Salt Tolerant Fescue/ Texas Bluegrass Blend

Exclusive!
 • Sports Turf       • HTN Bluegrass

The Finest Sod Available  
is on the Horizon!

Dick Rupple - Owner
970-867-2115
Jason Baird -
Sales Representative
303-472-2143

www.horizonturfnursery.com

Style counts! Currently 
popular, the clean feeling 
of modernism is actually 
a formal approach. 
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Sales Director
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green       News
Fefes honored with L&L Leadership Award

Kristen Fefes, ALCC’s executive director was named a winner of the Lawn & Landscape 
prestigious Leadership Award. Fefes was one of four recipients for this year’s award, which 
honors green industry professionals who have gone above and beyond in their dedication to 
their field.

Fefes has served as executive director since 2001 and has gained the respect and admiration 
of coworkers, board members and association members alike. Her emphasis is on teamwork 
and two-way communication. “It’s not about one person’s agenda,” she says. She adds that in 
associations, “shareholders, customers and the workforce are all the same people. Nobody in my 
position can do their job without the membership.” Fefes acknowledges that she wouldn’t want 
to do her job without them. Listening is how Fefes learns. Coworkers say she is equally attentive 
to the leader of a huge company as she is to a young person getting started in the industry. 

Advocacy is a key part of Fefes’ role for both the association and the industry as a whole. 
“It’s [my] job to advocate for the industry and represent them” she says. She lobbies at the state-
house, travels to Washington most years, and is part of GreenCO, the Colorado organization 
that brings together seven green industries as well as ProGreen EXPO.

“She’s on my short list of people I’d trust with anything,” says Dean Murphy, president of 
Terracare Associates and past president of ALCC.

JKJ Lawn Sprinkler 
helps disabled  
veterans

Joe DiBlasi, owner, JKJ Lawn Sprinkler, 
Inc., says he “gets a kick out of surprising fel-
low veterans with no charge service.” When he 
learned about Homes for Our Troops about 
eight years ago, he convinced Ewing Distrib-
utors to donate the materials and installed his 
first sprinkler system for a disabled veteran. 
Since then, he continues to donate time to do 
sprinkler shutdowns and activations for dis-
abled vets, about 10 or so each spring and fall. 
Sometimes he donates a sprinkler installation, 
does repairs or helps with snow shoveling.

For 22 years, DiBlasi served in the Navy on 
active duty and in the Naval Reserve. During 
his time he achieved the rank of Chief Petty 
Officer and says, “That’s when I learned to 
lead and learned the importance of taking care 
of my people.” DiBlasi is a disabled vet him-
self and is committed to his people after they 
leave the military. He finds his people in dif-
ferent ways – sometimes by simply noticing a 
DV license plate and sometimes getting an old 
vet to open up through conversation.

“I consider myself lucky,” his says. “If I 
can do something for another vet, I do it.”

Three generations, Joe DiBlasi at right with 
son Joe Jr. and grandson Corbyn

Ph
ot

o 
co

ur
tes

y C
he

lsi
a 

Pe
ter

so
n 

Ph
ot

og
ra

ph
y

Chuck Bowen, editor L&L, Stephanie 
Schwenke, Syngenta, and award winners 
Kristen Fefes, ALCC; Bruce Wilson,  
ValleyCrest and Bruce Wilson & Co.; Mark 
Utendorf, Emerald Lawn Care, and Chris 
Davitt, Ruppert Landscape.
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Advertiser Proof JAN/FEB
Client:  Alameda Wholesale
Size: 1/3 Square
Publication: Colorado Green

Our Business is“Growing”

We would like to be on your team to give 
your customers the best plants possible 

to make their house a home.

Check our online inventory at www.alamedawholesale.com

ALAMEDA WHOLESALE NURSERY, INC.
1950 West Dartmouth Avenue

Englewood, Colorado 80110-1311
(303) 761-6131   Fax 761-6132



With over 2,000 events per year 
and 375,000 square feet of  
versatile event space!

NORTHERN 
COLORADO’S
LARGEST 
EVENT  
COMPLEX

Spectra Food Services & Hospitality  
provides exceptional catering  
services for the entire campus.

I-25 & Crossroads Blvd., Loveland
kbuttermore@larimer.org 

Mention this ad and receive a 10% discount off of your first meeting room rental! www.treventscomplex.com
970.619.4006

Conferences | Banquets | Committee & Membership Meetings | Outdoor Events | Home & Garden Shows | Equipment Expos 

Attend an event at  
BUDWEISER EVENTS CENTER,  

the 7,200 seat arena on campus.
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green       News
In memoriam: Lew Hammer, ALCC Founder

Lewis Dale “Lew” Hammer (1928–2015) was remem-
bered by family and friends at a service at First United 
Methodist Church, Lafayette, on December 10, 2015  
following his passing a few days prior.  

Hammer’s career in the landscape industry grew out of 
his college degree in horticulture and he didn’t wait until he 
was involved in a proper business to begin landscaping.  He 
landscaped an entire air force base on a Pacific island while 
serving in the US Air Force. 

Following military service, Hammer and his wife Suzy 
moved to Denver where in 1952 he founded Lew Hammer, 
Inc. Within a decade, the firm was involved in large land-
scape jobs statewide and by the ‘70s, the firm was a major 
interstate player installing large and high profile landscape Lew Hammer
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projects. 
Lew Hammer, Inc. was the core landscape company that became Randall & Blake, Inc., RBI 

and most recently, American Civil Constructors. He also founded and later sold REVEX an 
erosion control company.

Hammer is remembered for his commitment to professionalism both as a businessman and 
as an industry volunteer. In 1993, his colleague Rick Randall commended him in an article in 
Colorado Green for “formulating a landscape business more like other professional services firms 
instead of like a gardener running things from his overall pockets.”  

Among many achievements, Hammer was among the founders of ALCC, served as its sixth 
president and was an early recipient of the Bob Cannon Lifetime Achievement Award.  National-
ly, he was among the first members to belong to the Associated Landscape Contractors of Amer-
ica (now NALP) and in 1975 became the first person from Colorado to serve as its president.

And that’s not where the savings  
stop. Many of your Denver Water  

customers will see their investment 
pay for itself within 3 years.

Visit denverwater.org/rebates  
for program information

 25% 

REBATE  
on WaterSense®-labeled 

irrigation controllers
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NAL  B A C K PA C K  BLOWER

W I T H  E LE C T RIC START
!

Stopping and restarting your backpack blower on the job 
is a hassle. The STIHL BR 450 C-EF backpack blower 
with Electric Start changes all that. No more idling while 
walking to the next job or removing the unit to restart. 
Just push its electric start and you’re ready to work again.  

Learn more online at your local STIHL Dealer.  
Visit STIHLdealers.com.

© 2016 STIHL/IMS IMCO16-112-129708-1

STIHL BR 450 C-EF  
BACKPACK BLOWER
• Electric Starting

(warm) start and stop with the   
   push of a switch
• Easily Adjustable 
   tube lengths
• Large Fuel Tank 
   for extended use
• Ergonomic Design
   with soft rubber grip and large     
   straps & back pad

 Most Popular Products of 2015 
Learn more at greenindustrypros.com

IMCO16-112-129708-1.indd   1 12/14/15   5:24 PM



January/February 2016 • Colorado Green10

Denise Bassett is new 
GCC association 
manager

Denise Bassett was recently introduced 
as the new association manager for Garden 
Centers of Colorado (GCC). She has exten-
sive experience in communications, manage-
ment, membership services, marketing and will 
actively represent GCC on the ProGreen 
EXPO board. 

Bassett served as administrative assistant 
to the president of the Colorado Agricultur-
al Leadership Foundation and was director of 
operations for the Colorado PGA. As a Col-
orado Master Gardner, Bassett is dedicated 
to horticulture in the state. She is also an avid 
golfer. 

Denise Bassett
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In memoriam: Len Johnson
Leonard L. Johnson, who established L.L. 

Johnson Distributing Co. in Denver in 1976, recent-
ly died at the age of 86. Johnson directed the com-
pany’s progression from providing mainly feed and 
seed into power equipment and turf and irrigation 
supplies covering Colorado, southern Wyoming and 
parts of Nebraska and other states. Under Johnson’s 
stewardship, the company became known for the 
professionalism and dedication of its personnel as 
well as its long-standing customer and vendor rela-
tionships. The reins were passed to Johnson’s son 
James who bought the family business in 2005.

Len Johnson attributed the company’s success to 
its people and said, “No company has ever suffered 
from too much talent.” 

Len Johnson
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When you work more than a mile above sea 
level, your engine needs all the air it can get.

*15% horsepower loss for non-turbocharged engines operating 
at 5,280 feet above sea level. Based on the equation hp Loss 
= (elevation ft. X 0.03 X hp at sea level)/1000.

Call 877-GO-4-BOBCAT to learn more.Call 877-GO-4-BOBCAT to learn more.

www.bobcatoftherockies.com
Call 877-GO-4-BOBCAT to learn more.

Cheyenne, WY
Colorado Springs 
Commerce City
Golden

Authorized Bobcat Dealers

Call 877-GO-4-BOBCAT to learn more.Call 877-GO-4-BOBCAT to learn more.

Grand Junction 
Parker
Pueblo West 
Windsor

Just like you, your engine works better when 
it breathes better. That’s why many Bobcat® 
compact excavators feature a high-tech, 
turbocharged engine that forces more air into 
the system for increased performance. 

In an effort to comply with recent emissions 
requirements, some manufacturers have 
opted to reduce horsepower in order to meet 
the tougher standards. Bobcat Company 
answered the challenge by delivering more 
horsepower on average than the competition.

Take a look for yourself. 
The numbers don’t lie.*

SIZE CLASS BOBCAT COMPETITION

3.3 ton

Model E32 3.3 ton competitor

Engine (hp) 30.9 Turbo 20.9 NA

3.5 ton

Model E35 3.5 ton competitor

Engine (hp) 30.9 Turbo 20.9 NA

4.4 ton

Model E42 LA 4.4 ton competitor

Engine (hp) 39.3 Turbo 35.2 NA

4.8 ton

Model E45 4.8 ton competitor

Engine (hp) 39.3 Turbo 32.1 NA

Certain specification(s) are based on engineering calculations and are not actual measurements. Specification(s) are provided for comparison purposes only and 
are subject to change without notice. Specification(s) for your individual Bobcat equipment will vary based on normal variations in design, manufacturing, operating 
conditions, and other factors. Bobcat®, the Bobcat logo and the colors of the Bobcat machine are registered trademarks of Bobcat Company in the United States 
and various other countries. 15-B229

C_B229_TurboAd_BobcatoftheRockies_8.5x5_F.indd   1 10/1/15   10:02 AM

Horizon store opens in 
Colorado Springs

Horizon Distributors, Inc. recently opened a store in Colorado Springs. Conveniently 
accessible from I-25, the new store has a customer friendly layout and plenty of parking. This 
location is Horizon’s second in Colorado and will better serve southern communities with its 
team of knowledgeable sales and service professionals.
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Industry Calendar

Feb. 9-12: ProGreen EXPO,  
Colorado Convention Center,  
progreenexpo.com

Mar. 1–2: CALCP Spring Training  
Conference, Ramada Plaza Hotel,  
I-25 & 120th Ave,  
CALCP@treeandlawncareCO.org

Mar. 16 – 19: National Collegiate 
Landscape Competition  
(formerly Student Career  
Days) Mississippi State University,  
anna@landscapeprofessionals.org

L&L seeks applications for Top 100 list
Lawn & Landscape (L&L) is gathering data for the 2016 L&L 

Top 100 list and needs the help of industry companies to collect 
reliable revenue data. The L&L Top 100, published annually in 
May and sponsored by Toro, lists the largest landscape companies 
in North America. L&L is calling on companies to submit their 
revenue data which will be used to rank the Top 100 companies.

Last year’s L&L Top 100 reported that North America’s biggest companies (97 in the U.S. 
and 3 in Canada) earned more than $8 billion in revenue and employ about 86,000 seasonal plus 
year-round employees. These numbers reveal the size and importance of the landscape industry 
in North America.

L&L is already working on this year’s list and applications are still being accepted. The deadline 
for submission is February 12. Find the form online at www.lawnandlandscape.com/top-100.aspx.

The ultimate in 
Stand-On Mower 
Performance.  
The new cat on the block,  
the  is the  
first ever stand-on  
mower by 

Proudly  
distributed by: www.lljohnson.com

800-793-1270  /  303-320-1270  /  bobcatturf.com

CALL LL JOHNSON FOR MORE PRODUCT INFORMATION

Available in 36", 48", 52" & 61" deck sizes.
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GreenCO organizations’ 2015 leadership

      

Associated Landscape Contractors 
of Colorado

  

Garden Centers of Colorado 

International Society of Arboriculture 
Rocky Mountain Chapter

Colorado Arborists and 
Lawn Care Professionals

Colorado’s green industry organizations promote the professionalism and interests of their 
industry segment within the industry and to the public at large. Their successes arise 

from the volunteer leadership which guides them and upholds their mission. 
Listed below are the boards of directors of Colorado’s GreenCO affi  liated organizations.

President Becky Hammond, Native Edge Landscapes
Vice President Will Pereira, BrightView
Secretary/Treasurer Nate Caldwell, Foothills
 Landscape Maintenance
Past President Kelly Gouge, Swingle Lawn Tree & 
 Landscape Care

At-Large Directors:
Brian Carlson, Green Landscape Solutions
Kurt DeLucero, Arrowhead Landscape Maintenance
Mike Leman, Singing Hills Landscape
Cindy McCord, Bloom Floralscapes
Mike Ransom, Lifescape Colorado
Kent Sondgerath, Denver Parks & Recreation
Steve Steele, Keesen Landscape Management

 green       News

President Kyle Sylvester, City of Brighton
President-elect Sara Davis, City & County of Denver
Vice President Natalie McNeill, Davey Tree Expert Co.
Past President John Wesolowski, City of Aurora 
Secretary/Treasurer Scott Grimes, Colorado Tree Consultants

Directors:
Bill Cassel, Technical Landscape Consultants; Derek Stroden, Ironwood 
Earthcare; Dana Coelho, US Forest Service and Teddy Hildebrandt, 
 T4 Tree Services
Colorado State Director Becky Wegner, Mountain High Tree & Landscape
ISA Representative Jim Klett, CSU
Montana State Director Patrick Plantenberg, State of Montana
New Mexico State Director Donald Lovato, Trees Inc.
Wyoming State Director Bill Scott, Green Tree Arboriculture, LLC

President Krystal Keistler-Hawley, Echter’s Nursery and Garden Center
Vice President Will Knowles, Creek Side Gardens
Treasurer Shelly Breitenbach, Shelly’s Garden Country
Past President Loren Bauman, Jared’s Nursery, Gift and Garden

Directors:
Keri Luster, Groundcovers Greenhouse and Trela Phelps, City Floral 
 Garden Center

Associate Representatives:
Mandy Foster, Welby Gardens; Scott Kegerreis, WaterPulse, 
 Charlotte Rose, Center Greenhouse and Jim Wilson, Organix Supply
Education Representative Jim Klett, CSU

President Rick Roehm, Helena Chemical Co.
Vice President Terry Dwyer, Site One Landscape 
 Supply
Treasurer/Past President Tom Lynch, Swingle 
 Lawn, Tree & Landscape Care

Directors:
Wade Grove, Green Mountain Lawn
Chris Martin Davey Expert Tree Co.
Mike Reis
Dan Defi baugh, Plants of Distinction
Shawn Wissel, South Suburban Parks & Recreation
Thia Walker, CSU Bio Ag Sciences
Emilie Hudson, Terracare Associates

Vice President Shane Markham, Green 
Hills Sod Farm, Inc.

Rocky Mountain Sod Growers

President Steve Korby, 
Korby Sod, LLC
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 American Society of Landscape 
Architects Colorado Chapter 

ASLA Colorado

Colorado Nursery 
and Greenhouse 

Association

President Jeff  Zimmermann, Design 
 Workshop
President-elect Brian Nicholson, RNL
Past President David Gregory, Oxbow 
 Design Collaborative
Vice President programs Chris Loftus, 
 Great Ecology
Vice President public relations 
 Josh Brooks, Design Workshop
Vice President government aff airs 
 David Sprunt, Sprunt Design
Treasurer Erin Deguitis, TRC
Trustee Robb Berg, Design Workshop 

Directors:
Neotha Leslie, Anna Cawrse, Kelly 
Moore, Paul Stewart, Art Malito, 
Jennifer Gardner, Mike McBride, 
Connie Perry, Kenn Bates, Hunter 
White, Sarah Doyle and Don Godi

President Jesse Eastman, Fort Collins 
 Nursery
President - Elect/Secretary/Treasurer 
Dan Wise, Fort Collins Wholesale Nursery
 Offi  cer at Large Levi Heidrich, 
 Heidrich’s Colorado Tree Farm

Directors:
Bill Kluth, 2016, Tagawa Greenhouse 
 Enterprises, LLC
Sarada Krishnan, 2016-2017, 
 Denver Botanic Gardens
Kirby Thompson, 2016- 2017, 
 Britton Nursery, Inc.
Kerri Dantino 2015-2016, Little Valley 
 Wholesale
Stan Brown, 2015-2016, Alameda 
 Wholesale Nursery, Inc.
Beth Gulley, 2016-2017, Gulley 
 Greenhouse & Garden Center

Ex-Offi  cio:
Jim Klett, CSU, Dept. of Horticulture & 
 Landscape Architecture

Proudly  
distributed by:

www.lljohnson.com

800-793-1270  /  303-320-1270  /  www.wrightmfg.com

CALL LL JOHNSON FOR MORE PRODUCT INFORMATION

Wright Standers 
are more than 

Stand-On Mowers. 
They are an 

expression of 
the vision and 

commitment of an 
industry innovator  

and leader.  

Wright created the 
stand-on category and 
has been perfecting it 

ever since.

The Wright Way  
To Mow
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Colorado companies win national awards

Designs By Sundown, Englewood, received 
NALP Grand Awards for three projects in two 
categories: Residential Design/Build for Conti-
nental View Drive and Modern in Denver, and 
Residential Landscape Management for Polo 
Club. The company also received a Merit Award 
for Westglow in the Residential Design/Build  
category.
Photo courtesy Designs By Sundown

Timberline Landscaping, Inc., Colorado 
Springs brought back a Grand Award in the Ero-
sion Control/Ecological Restoration category for 
the Manitou Incline Trail Renovation, Phase I. 
The company also received two Merit Awards for 
work at The Broadmoor Hotel and The Olym-
pic Training Center. Additionally, Timberline was 
recognized for its safety record and having the 
most Landscape Industry Certified Individuals on 
their team.
Photo courtesy Timberline Landscaping, Inc.

green       News

The superior achievements of several Colorado companies was recognised during 
the National Association of Landscape Professionals’ (NALP) LANDSCAPES 
conference in October 2015.

DESIGNS BY SUNDOWN

TIMBERLINE LANDSCAPING, INC.

TERRACARE ASSOCIATES

DESIGNS 
BY SUNDOWNDESIGNS BY SUNDOWN
DESIGNS 
BY SUNDOWN
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Lifescape Associates, Denver, received a 
Grand Award for the Castle Pines Residence 
project. This project was celebrated as one of 
the top four design/build projects in the U.S. 
and Canada. 
Photo courtesy Lifescape Associates

L.I.D. Landscapes, Boulder, received Merit 
Awards for two projects, Littlepage Residence 
and Boulder Country Club Residence in the 
Residential Design/Build category.
Photo courtesy Sara Monares

Terracare Associates, Littleton, received a 
Recognition Award in the category Commer-
cial Landscape Management for the Rampart 
Range Metro Districts project in Lone Tree. 
Photo courtesy Terracare Associates

Lindgren Landscaping and Irrigation, 
Fort Collins, received a Hardscape North 
America (HNA) Project Award for the Ital-
ian Villa project in the Residential Category for 
Combination of Hardscape Products.
Photo courtesy Lindgren Landscaping and Irrigation

LINGREN LANDSCAPING AND IRRIGATION

L.I.D. LANDSCAPES

The DBS team

Designs By Sundown 
raises money for 
blood cancers

Employees of Designs By Sun-
down, Englewood, along with families 
and friends joined together in October 
for the Light the Night Walk at Wash-
ington Park, Denver, to raise funds for 
the Leukemia & Lymphoma Society 
(LLS). With an outpouring of support 
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from employees, suppliers, subs and clients, Team Designs By Sundown raised $11,835 to help 
fi nd a cure for blood cancers.

LIFESCAPE ASSOCIATES

On the tradeshow fl oor you will fi nd what’s brand 
new from suppliers you already know.  Plus, meet new 
companies with materials, equipment and services 
your business needs to impress customers, make 
your operations less labor intensive and streamline 
administration.

Find what you need in the EXPO

Color Palette

Logo and variations

Suggested fonts

PMS 130C
R 242 G 169 B 0

#F2A900
C 0 M 32 Y 100 K 0

PMS 127C
R 243 G 221 B 0

#F3DD6D
C 0 M 4 Y 62 K 0

PMS 7734C
R 40 G 97 B 64

#286140
C 77 M 0 Y 82 K 65

PMS 7737C
R 107 G 165 B 57

#6BA539
C 60 M 0 Y 98 K 7

PMS 206C
R 206 G 0 B 55

#CE0037
C 0 M 100 Y 50 K 0 February 9-12, 2016 • www.progreenexpo.com

Proudly  
distributed by:

www.lljohnson.com

800-793-1270 
303-320-1270

www.redmax.com

CALL LL JOHNSON FOR  
MORE PRODUCT INFORMATION



January/February 2016 • Colorado Green16

csu research      Update

New lower-water plants for 2016
 lant Select®, a collaborative effort between Colorado State  

 University, Denver Botanic Gardens and  horticulturists from  
 around the world is pleased to announce six new plants that 
are being promoted in 2016 along with three additional plants in 
the Plant Select® Petites program. Plant Select® is a leading source 
of plants that thrive in the High Plains and intermountain region. 
These plants will provide smart, stunning and successful gardens 
using less water and fewer resources and ultimately have a more 
positive environmental impact.
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Schizachyrium scoparium ‘Standing Ovation’ Standing Ovation little bluestem 
This patented selection of native plants is a warm season grass that does well in poor, dry soils growing 

two to three feet in height and 12-18 inches in width. It keeps a tight habit throughout the entire growing 
season. The mound of bluish-green leaves transition to a brilliant display of red, changing to deep purple in 
the autumn. The plant was brought to Plant Select® by North Creek Nurseries. 

 
Tips & Tricks: Seed heads remain upright through winter and provide winter interest and  
food for birds. 

Zone 3

Zone 4

Delosperma ‘Alan’s Apricot’ PPAF Alan’s Apricot Ice Plant     
Shades of pink flowers with yellow centers were abundant and held well above attractive dark green  

foliage. The plant has strong stems with little lodging, even with overhead irrigation. 

Tips & Tricks: This is a great plant for pollinators and for use in rock gardens or walls. 

Delosperma x hybrida ‘PWWG025’ Red Mountain® Flame Ice Plant 
This new hybrid ice plant is a tough, vigorous, cold-hardy form with large, blazing orange-red flowers in 

late spring and early summer. The flowers are larger, nearly 2 inches wide, with a red flame flower color. It 
was selected by David Salman of Waterwise Gardening in Santa Fe, NM.

Tips & Tricks: The plant’s small, deep green, succulent leaves are evergreen and  
attract pollinators.

Zone 4

Viburnum burejaeticum ‘P017S’ Mini Man™ Dwarf Manchurian Viburnum 
Mini Man is a compact form of Manchurian Viburnum introduced by Fort Collins Wholesale Nursery. It 

has medium green, velvety leaves in the summer and clusters of white flowers in spring followed by persistent 
red to blue-black fruit all on a compact plant. It grows 4 to 6 feet in height and width. 

Tips & Tricks: This deer resistant plant is native to Russia and northern China and is  
an excellent smaller shrub for cold climates.  
.  

Zone 3

Salvia reptans ‘P0165’ Autumn Sapphire™ Sage     
This commonly known West Texas sage blooms late in the season. This sage is a superior form that has 

glossy green, willowy leaves all season long and produces small, sapphire blue flowers in the autumn. It grows 
18 to 24 inches tall and wide. 

   
Tips & Tricks: This plant provides a rich nectar source for pollinators late into the season  
after many other flowers have faded. 

Zone 5

Standing Ovation
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—Contributed by James E. Klett, 
Colorado State University, Department of 
Horticulture and Landscape Architecture

Cynodon ‘PWIN04S’ Dog Tuff™ grass  
This sterile hybrid grass spreads by runners and is more resilient to wear and tear compared to American 

Buffalo grass. It is named for its durability in yards with dogs. Once established this grass is highly weed  
resistant, deep rooted and provides a soft, cushioned feel.

Tips & Tricks: It is a warm season grass that turns green in spring and goes dormant in  
mid-autumn. 

 Zone 5

Draba rigida - Yellow Stardust Draba
To best appreciate this tiny treasure, plant it in an easily observable site close to a rock or in a container gar-

den. It grows 2 to 3 inches in height and 6 to 10 inches wide. Yellow flowers cover the plant in the springtime. 

   

Tips & Tricks: This is a great plant for rock and fairy gardens, and offering a few rocks for  
it to nestle up to will allow it to thrive for many years.

Zone 4

Pinus monophylla ‘Blue Jazz’ Blue Jazz Pinyon Pine 
Blue Jazz is a slow-growing, adaptable and durable conifer and is globe forming. It is a perfect addition for 

a permanent evergreen presence in any garden. It grows only 1 to 3 inches per year. 
 

Tips & Tricks: This is a great choice for beauty and year round interest in a water wise  
garden. It can be used in containers and rock and fairy gardens. 

Zone 4 

Full sun

Prefers/adapts 
to part shadeLe

ge
nd Prefers shadier 
conditions 

Useful for containers 

Requires moisture

Requires more moisture

Xeric

Pterocephalus depressus – Moroccan Pincushion Flower 
This plant offers beautiful features for any garden with its low-matte like growth habit, evergreen leaves 

and short stemmed pincushion-like seed heads. It grows to about 3 inches in height and 10 to 15 inches in 
width. 

Tips & Tricks: Plant in well-drained soil with full sun exposure for best performance.  
It is a great plant for raised beds and rock walls. 

Zone 4 

Plant Select® Petites for 2016
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Inside CoCal Landscape   
Culture breeds training, 
retention and a good time
 not easy to maintain a consistent, reliable workforce in  the landscape industry these  
 days. This remains a major pain point for Colorado business owners, hindering their 
 companies’ growth and productivity.

We’ve heard or learned firsthand that happy and engaged employees are more productive and 
stay with a company longer. But there’s more to it. They also are more likely to bring in quality 
new hires. So, what’s the secret to recruiting and developing people who are happy, engaged, and 
willing to stick around? One major factor is company culture.

CoCal Landscape Services, Inc., Denver, founded by Jesus “Chuy” Medrano, president, has 
an outstanding track record of employee  recruitment and retention. Says HR administrator Mari 
Medrano Mejia, “People come here and stay here. The most turnover is with new employees, but 
there is much less after their first year.” Some of their people have been there since the beginning 
– 20 years – and the average tenure for foremen is 13 years.  

Colorado Green spent some time with the CoCal team recently to learn more about the compa-
ny culture and how they do things.

It’s     
—By Cherie Courtade

Jesus “Chuy” Medrano,
CoCal founder and president

This family-owned business led by Chuy, has worked hard to 
create a culture of training and respect that allows employees 
to learn and grow with the company. 
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CoCal Leadership Team: Carlos Medrano, Mari Medrano Mejia, Jesus “Chuy” Medrano, Jody Medrano, Mark Johnson,  
Luis Estrada and Stacy Parcell
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The CoCal Way 
This family-owned business led by Chuy, has worked hard to create a culture of training and 

respect that allows employees to learn and grow with the company. According to CoCal’s exec-
utive team, some of the successful aspects of their company culture were borne out of listening 
to employees and responding to their needs, interests and suggestions. 

Jody Medrano, general manager, says “we created the Rising Stars program to develop em-
ployees in what we call The CoCal Way of how we do things.” The program identifies team 
members who show a desire to learn and an interest in developing new skills. Participants can 
be new hires or long-time employees who commit to 30 hours of training over the winter in 
weekly sessions. They work with a mentor – a senior staff member – and learn about greater 
responsibility within the company.

Continuing education is encouraged of all employees and Rising Stars is an open group. 
“Staff members who are not currently part of the Rising Stars program are always welcome to 
attend if they are interested,” says Carlos Medrano, VP operations, who heads the branch office 
in Longmont. Employees can pursue industry certifications and full-time staff is offered training 
over the winter months.

CoCal University
Employees learn from the start that if they show potential, there’s mobility within the com-

pany. CoCal University is the company’s onboarding and training program. Senior staff helps 
employees learn more about possibilities in the company and supports them in growing into a 
new position.

Cross-training is also part of the company culture and gives employees a window into an-
other area of the business that might interest them and can lead to career mobility. “We cater 
to what individuals want to learn because it keeps them more engaged,” says designer Stacey 
Parcell. If they want to understand Xeriscape, for example, she will teach them.

Says Mari, “Cross training staff also helps people learn to respect each other by seeing what 
their jobs require.” She shared how last year a field supervisor went out to make cold calls that a 

Vehicle wraps are part of the CoCal Way and  add fun  
to their brand.

CoCal takes pride in maintaining award winning landscapes.
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The stick figure of Chuy Medrano 
is part of CoCal’s branding that 
adds fun and honors the founder 
and president.

sales person would normally do, and “he came 
back with a new appreciation of the challenges 
faced by team members in another role.”

Creating future employees
CoCal doesn’t stop at educating its own 

staff but supports the education of the next 
generation. They help fund scholarships 
through the National Association of Land-
scape Professionals (NALP) to which Chuy 
is a Platinum Level contributor. The company 
also employs high school and college students 
as seasonal workers. Many work through the 
summer months, and at the end of the season 
are awarded a $100 scholarship for school 
textbooks.

CoCal team members are 
the best source of new 
employee referrals.  
They convey the spirit  
of The CoCal Way.
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Using interns is another way to help educate future industry employees and possibly find the 
next new hire. Student interns come from local colleges as well as those outside Colorado. CoCal 
also finds interns by attending NALP Student Career Days each year.

Recognizing success 
Once on board, CoCal creates an atmosphere that challenges employees to be the best they 

can be, and senior staff gives them the support they need. For example, when members of the 
sales team showed potential to exceed sales goals, the senior team made changes to support their 
success. “By making changes to internal systems,” says Jody, “two team members were able to 
reach one million dollars in sales for the year. To recognize their achievement, we created the 
Million Dollar Club.” The two inaugural members received incentives for their accomplishments 
and now others work toward joining the club.

CoCal holds a Crew Cup Competition annually, an innovation suggested by a new employee. 
This internal awards program recognizes teams who have completed exceptional projects during 
the last year in both the maintenance and enhancement divisions. Foremen submit their best 
work, which a team evaluates. Judges are not limited to staff with technical know-how. They also 
include office staff “because they have the eye to look at what a typical homeowner or property 
manager would see,” explains Carlos. 

Make time for fun
CoCal recognizes the value of getting to know the rest of the team in a fun, relaxed atmo-

sphere. Company picnics and other social events build a family-like atmosphere that promotes 
cohesive teams. CoCal’s annual volleyball tournament at the summer picnic had 12 competing 
teams last year. The winning team went on to compete as CoCal’s entry in the Building Owners 
and Managers Association (BOMA) annual tournament.  

That feeling of family instilled through Chuy’s leadership early on continues to make for a 
loyal workforce. Employees who feel valued and are comfortable with their co-workers are likely 
to stay around. 

The family culture also extends to the larger community. CoCal believes in giving back. In 
addition to scholarships, the company sponsors sports teams in the community.

The family culture also 
extends to the larger 
community. CoCal  
believes in giving back.  
In addition to scholarships, 
the company sponsors 
sports teams in the 
community.
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Winning team in CoCal’s volleyball tournament

Positive culture facilitates  
recruitment

CoCal team members are the best source 
of new employee referrals. They convey the 
spirit of The CoCal Way to people when they 
are out in the community, and those who are 
attracted to it could be a good fit. 

The value of the culture has revealed itself 
in other helpful ways. At a job fair in early 
2015, recruitment circumstances were difficult, 
attendance was low and competition among 
employers was high. Yet Mari, Stacy and Car-
los successfully recruited three new employees 
– one was a seasonal employee who worked 
through the snow season, and two others were 
full-time hires.

It’s a testament to the management team’s 
ability to convey the company’s culture and 
generate excitement about the organization 
that they had this success in a challenging en-
vironment.

Management is always on the lookout for 
new talent. Whether they are at a college re-
cruitment event or getting the oil changed in 
their car, they are looking for people with po-
tential. Says Carlos, “Skills can be taught, but 
attitude is everything when it comes to finding 
a great new employee.”

People come here and stay here. Some of their people have been there since 
the beginning – 20 years – and the average tenure for foremen is 13 years. 

—Cherie Courtade is ALCC’s marketing and 
administration manager
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“Innovative,  Efficient,  
and Designed to meet the 

demands of what you expect 
out of your snow and ice 

control equipment!”

Snow Ex, leaders in the snow  
and ice control equipment.



www.provenwinners-shrubs.com  

This dwarf form of the popular ‘Limelight’ hydrangea has all the 

charm of the original plant, but in a smaller package. Cold hardy 

and adaptable, Little Lime hydrangea’s soft green fl owers appear 

each summer and transform to rich burgundy pink in fall. At just 

three to fi ve feet tall and wide, it fi ts beautifully into any landscape.

Little Lime® 
Hydrangea

Hydrangea paniculata ‘Jane’ 
pp#22,330 cbr#3914

FULL SUN / PART SHADE
USDA ZONE 3, AHS 8 
3-5' TALL AND WIDE

Available from these suppliers in 2016

This dwarf form of the popular ‘Limelight’ hydrangea has all the 

charm of the original plant, but in a smaller package. Cold hardy 

and adaptable, Little Lime hydrangea’s soft green fl owers appear 

Little Lime
Hydrangea

Hydrangea paniculata ‘Jane’ 

Alameda Wholesale Nursery
Englewood CO • 303-761-6131

Arbor Valley Nursery
Franktown CO • 303-688-2442
Brighton CO • 313-654-1682

Brady’s Evergreen Nursery 
Canon City CO • 719-275-8323

Fort Collins Wholesale
Fort Collins CO • 970-484-1289

Harmony Gardens
Fort Collins CO • 970-226-8733

James Nursery Co.
Denver CO • 303-288-2424

Little Valley Wholesale Nursery

Brighton CO • 303-659-6708

Silversage
Littleton CO • 303-730-7243

Today’s Nursery
Parker CO • 720-851-9447

DMF Gardens 
Des Moines IA • 515-266-2488

LANDSCAPE

OF THE YEAR
PROVEN WINNERS® COLORCHOICE®

Co-Green_LittleLime.indd   1 11/17/15   5:15 PM
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One company’s  
DOT audit

 lost a truck a few years ago  
 when a 100-mile-per-hour 
  wind gust pushed our truck 
against the guard rail at a major freeway in-
terchange. The truck – along with the 10,000 
lb. skid on the trailer behind it – rolled three 
times. The driver survived and the skid never 
came off the trailer. If it had come off – or the 
trailer had separated from the truck – people 
could have been killed. 

What could have happened is every com-
pany’s worst nightmare. Why didn’t it happen 
to us?

Probably some good luck and because we 
do everything we can to dot our “i’s” and cross 
our “t’s” about fleet safety.  And while we do 
the work daily with vehicle inspections and 
DOT logs and more to be compliant with the 
Federal Motor Carrier Safety Act (FMCSA), 
that didn’t protect us from a $4,000 fine not 
so long ago.

The audit process that led up to the fine 
wasn’t all bad. The Colorado State Patrol mon-
itors vehicle safety and their number one goal 
is to protect public safety on the roads. Unlike 
other law enforcement agencies, they operate 
on a zero revenue base. They will come to your 
business and work with you and your staff, in-
cluding drivers, so you can be compliant. They 
will take calls and answer emails whenever you 
have a question. They exist to be a resource 
and that’s why I have found them to be one 
of the most user-friendly law enforcement  
agencies in the state.

We     

The cost  
of the fine 
came back 
in value

We weren’t thrilled 

about the fine, but that 

trooper gave me his 

email and I’ve gotten 

my $4,000 back in 

value from all the  

calls and emails that 

he’s answered. 
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If your company comes up for a DOT audit, a state trooper is the one that conducts it – 
because the federal government has put jurisdiction for FMCSA compliance in the hands of 
local law enforcement. In our case, when the trooper came in for the audit, he found we were 
generally in compliance. But the one big thing we didn’t know resulted in the fine. The trooper 
felt really bad about it, but because of FMCSA it was out of his control.  

Where we went wrong was in how our CDL drivers were routinely drug and alcohol tested.  
We had hiring policies, a driver policy plus drug and alcohol testing in place. But we did not 
know that anyone who is a CDL driver must be randomly drug and alcohol tested by an outside, 
third party. This one regulation we didn’t know about bought us the fine. 

We weren’t thrilled about the fine, but that trooper gave me his email and I’ve gotten my 
$4,000 back in value from all the calls and emails that he’s answered. Overall, I feel our industry 
under-utilizes the State Troopers. They really do offer great value because their job is to make 
our roads safer.  

EDITOR’S NOTE: Here the 
owner of a large commercial 
landscape company based 
along the Front Range shares 
about a CDOT audit, the 
resulting fine and his expe-
rience with Colorado State 
Troopers.

What could have happened is every company’s worst 
nightmare. Why didn’t it happen to us? 
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Toro MyRIDE™ Suspension System features a fully suspended operator 
platform and adjustable comfort settings to provide a superior ride. Personalized 
Ride Settings where the operator can easily and quickly adjust their ride settings 
to account for their personal ride preferences, without the use of tools.

Proudly  
distributed by:

www.lljohnson.com

Hard-Core Comfort

Toro Grand Stand with Traction 
and Handling – The wide stance 
and optimal weight balance of 
the GrandStand enhance hillside 
stability and control. Because there 
are no restrictions to limit operator 
motion, operators can shift weight 
as needed to further enhance the 
performance of the machine.

www.toro.com/en/professional-contractor

800-793-1270  /  303-320-1270  /  www.toro.com

CALL LL JOHNSON FOR MORE PRODUCT INFORMATION

Ph
ot

o 
co

ur
tes

y A
L

C
C



Visit our showroom at IMS, Suite 12C   |   For a dealer near you call 800.622.4952   |   www.borgertproducts.com

5170 Kalamath Street • Denver, CO, 80221

For more information or for a free  
Borgert catalog call 303.783.3864

WWW.BORGERTPRODUCTS.COM

M A N U FAC T U R E R OF PR E M I UM C ONC R ET E 
PAV I NG STON E S ,  SL A B S & WA L L S

is around us every day. Be inspired 
with Borgerts’ premium colors and 
textures to create your dream setting 
to come home to. 

INSPIRATION

Enjoy life outdoors
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LANDSCAPE & ARCHITECTURAL LIGHTING
The Intersection of Art & Engineering

Learn more. Visit fxl.com

NOW LUXOR® PLAYS 
WELL with others

LUXOR ZD

FX lights Low voltage  
lights

CUBE

Fountain  
pumps

CUBE

110V carriage  
lights

CUBE

With the New LUXOR® CUBE, the Luxor 
can control, zone, and dim almost any 
brand of dimmable 12V or 110V light  
fixtures, and control any item that uses  
a relay input like gates and pond pumps. 

LUXOR

LUXOR Cube

RESIDENTIAL & COMMERCIAL IRRIGATION | Built on Innovation
Learn more. Visit hunterindustries.com

“HUNTER’S TRAINING PROVIDES THE 
  PRODUCT EXPERTISE WE NEED EVERYDAY”. 

WATERWORKS OF NANTUCKET

HUNTER’S FREE ONLINE COURSES PROVIDE 
PRODUCT AND INSTALLATION TRAINING SO 
YOU CAN WORK MORE EFFICIENTLY
GO TO TRAINING.HUNTERINDUSTRIES.COM

HUNTER’S TRAINING COURSES  
are designed for installation 

and  maintenance professionals, 

specifiers, and distributors. Learn 

how to work faster, identify the 

right products for the job, and 

get product details to encourage 

water and energy conservation. 

WATERWORKS OF NANTUCKET
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 hen having enough semi-skilled employees out on the job is a daily challenge,  
 staying on top of the details of U.S. Department of Transportation (DOT), or any  
 compliance, may not be high on your to-do list. It won’t get any job done sooner. It 
won’t help Mrs. Jones feel better about the third delay of her start date. 

 

But when you step back and take another look, it’s clear that compliance – or lack thereof – 
can nail you.  What are the risks associated with the trucks you put on the pavement every day? 
If the one driver whose MVR went south last month is in an accident, where does that leave you? 
Will details you didn’t know make you responsible? Too often, companies find out too late that 
what they didn’t know they needed to know, and what they didn’t do they needed to do.

W    

Landscape firms are at risk  
for what they don’t know

It’s not in your face and it’s not critical – today at least.

Department of Transportation (DOT) compliance is one of the requirements for doing busi-
ness as a landscape company in Colorado or any other state which, like Colorado, may have 
adopted the Federal Motor Carrier Safety Administration (FMCSA) as its own.  Federal law 
governs the rules of the road with some county and city regs thrown in.

Every time trucks are pulled over at a check point and fines are incurred comes a reminder 
about these regulations. The costs of ongoing fines and the risks of marginally safe equipment on 
the road will add up.  A few fines a year can easily hit $1,000 to $5,000 and accidents cost more.  
Don’t forget to add in the lost time when vehicles are put out of service at roadside inspections 
and the costs of repair or moving vehicles and work comp insurance. You might even be liable 
for more money than the Jones job will bring in.

The basics: Compliance starts with a DOT number
It’s important for landscape company owners to know a few basics about DOT/FMCSA 

requirements.  Standards and benchmarks apply that relate to gross vehicle weight (GVW) – 
including total weight of the vehicle and trailer.  Those benchmarks dictate if a DOT number 
is required and when a vehicle must be driven by someone with a Commercial Driver’s License 
(CDL). Requirements kick in at different GVW thresholds that specify hiring practices for driv-
ers, drug testing and how it is done, employee records that must be maintained and vehicle 
record keeping requirements. It gets complicated fast!

Let’s start at the beginning – when companies first fall into the realm of DOT/FMCSA 
compliance. It starts with a gross vehicle weight rating. Whenever a truck and trailer weigh in at 
10,001 lbs. or more, during that timeframe, it is considered to be a Commercial Motor Vehicle 
(CMV) and subject to DOT/FMCSA regs. Any landscape company, even with one pick-up, 
can become subject to the regulations and requirements of CMVs when its pickup weighing 

less than 10,001 lbs. is towing a trailer and the 
combined weight of truck plus trailer equals 
10,001 lbs. or more.  The truck must have 
required DOT markings, the company name 
clearly displayed, properly secured cargo and 
it may be subject to roadside inspections. In 
other words, you don’t have to own a big fleet 
of trucks to need a US DOT number and be 
subject to the law. Whether you know the law 
or not, you are liable for the consequences of 
not following it. 

Once companies apply for and obtain their 
DOT number, the DOT Safety Management 
System (SMS) database updates all the com-
pany’s violations and related information and 
it becomes a matter of public record. This da-
tabase is accessed at www.safersys.org using 
the firm’s DOT number. Beyond the public 
record, companies can use their own PIN 
number to drill down on the site for more de-
tailed data. If you are stopped by a trooper, it 
is likely that the trooper will access this infor-
mation and more.

Whether you know the 
law or not, you are liable 
for the consequences of  
not following it. 

By Becky Garber in collaboration with  
Moe Mosley and Shannon Ratts
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More reasons to shop.
Cash Card Rebate Program + Online Ordering  
Job Tracking + Will-Call Pickup + Expert Advice 
Education Services + Online Account Management
Trained and Certified Service Professionals
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How two Colorado landscape 
companies need to ramp up
What internal audits revealed

C    
 olorado Green recently had an opportunity to have two typical landscape companies  

 evaluated by a third party firm, Moe-mentum, LLC, whose specialty is helping  
 companies get on the road to DOT/FMCSA compliance. Both landscape firms, that will 
remain anonymous, opened up their driver files, vehicle records and violation records to scrutiny. 
You will learn where these two companies stand today – and where they need to improve to move 
toward compliance.

Evaluating Company A and Company B 
Both companies do standard landscape work and snow removal and they have crews working 

year round. The starting point for the evaluations of both firms was for them to complete a multi-
page questionnaire and to review their online DOT Safety Measurement System (SMS) records.  

One costly record keeping mistake companies often make is failure to update their MCS 150 
Form with their annual Vehicle Miles Traveled.  This form may be found within the SMS on the last 
page. When companies go online to register for their DOT number, they provide this information. 
Afterwards, the required updates often get overlooked because there are no reminders from DOT /
FMCSA to update annual miles traveled. Yet not doing so can result in a $1,000 fine.  Both Compa-
ny A and Company B had failed to update the miles traveled data and could be subject to the fine.  

Internal documentation 
Besides traffic and vehicle inspection violations, companies with CMVs must also maintain three 

required files on each driver with specific information in each file.  The required files are:  
• Driver Qualification File
• Drug & Alcohol File and 
• Driver Investigation File. 
When a company is audited, the inspector or auditor will select random drivers and review the 

contents of their files for completeness.  
Files must contain up to 13 different categories of specific information starting when the  

Files must be kept and 
maintained throughout 
the driver’s term of 
employment and 
beyond.
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Company A’s SMA record
Company A has been in business about ten years and has a fl eet of 24 vehicles and 25 

drivers.  Several vehicles are in the gross vehicle weight (GVW) category that exceeds 10,001 
lbs. and the company has no CDL drivers on staff.  

The online SMS report revealed the following information about Company A:

Overall, the online review showed a violation record that was not excessive – but the goal 
should still be to eliminate new violations and improve the company’s ratings.

• One violation involved a 
driver in a vehicle that re-
quired a CDL. That driver 
did not have the required 
CDL nor the required 
medical card, which 
resulted in a $295 fi ne.

• There were 3 Out-of-Service 
violations (OOS) which 
meant vehicles had to be 
repaired before they could 
be driven again. These 
violations may carry some of 
the largest fi nes, and having 
many of them will throw up 
a red fl ag that could lead to 
an audit.

• It had 4 roadside inspec-
tions that resulted in 10 
violations during the 
previous two years. 

candidate fi lls out the application for employ-
ment. These fi les must be kept and maintained 
throughout the driver’s term of employment 
and beyond. 

Maintaining these fi les means procedures 
must be in place so that required information 
is acquired and fi led. For example, driver re-
cords from past employers must be obtained 
and someone must fi le those records. Another 
record that must be in these fi les is completion 
of new-hire driver testing on company vehi-
cles. This may require one person to do the 
testing and an administrative person to main-
tain the fi le.

Depending on the company, one person 
may be in charge of some requirements such 
as driver testing, another may be in charge 
of drug testing and a third person may be 
in charge of the fi les. There are many places 
where steps along the way can be missed and 
info can fall through the cracks. That is how 
companies become non-compliant.  

During audits, the sweet spot for any com-
pany is to show that it is making strides to 
become compliant. Claiming ignorance will 
not head off fi nes. Each violation has a code 
and a corresponding fi ne that an inspector or 
auditor is mandated to present to the carrier 
(company).

  

Turf, Horticulture& Landscape

We carry a full line of turf products and chemicals:
• Custom blends for golf courses, parks 

schools and landscapes
• Slow release nitrogen products
• Organic fertilizers
• Foliar fertilizers

• Liquid fertilizers
• Adjuvants, aquatics, fungicides, growth 

regulators, herbicides, insecticides, turf 
dyes & wetting agents

12390 Highway 85
Henderson, CO 80640

Sales Office: 303.659.3643
www.agfinityinc.com
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 When the internal files of Company A and Company B were reviewed, one had a better 
compliance and record-keeping than the other. Nevertheless, both firms have an action list they 
need to address so that information is secured and documented in each employee’s file.  For 
example, both companies failed to have their company name and location on their employment 
application forms. Neither knew it was required.

When Moe-mentum, LLC reviewed the Driver Qualification File for both companies, they 
followed the same procedure an auditor would and randomly pulled driver files for review.  
Company A, the smaller firm, was missing 27 percent of the required information. Company A 
is doing a good job of tracking driver’s license renewal dates and reviewing motor vehicle records 
(MVRs) annually.  They were missing date of hire on all but one driver and had no record that 
one driver had completed the road test with a company vehicle. The violation check was missing 
on one driver.  

Overall, Company A has done a reasonable job of tracking information required in driver 
files. Improved procedures and tracking should bring them into a top position.  Should they 
be audited, their self-audit will show they are taking steps to become compliant, which auditors 
want to see.

Company B was missing more than 50 per cent of the required information. Sixty percent 
of CDL or driver’s license renewal dates were missing. For all drivers 100% of information 
in the following categories was missing: previous employer history, date of last MVR check,  
annual review of driving record, date of road test of company vehicles and violations list. Com-
pany B has more serious compliance issues. Company B needs to establish procedures to do 
what is required (driver testing, obtaining MVRs, etc.) and record that it has been done.  

Company B’s SMA record
Company B, being a much larger firm, is in a position to have greater exposure. It has been 

in business more than 25 years, has 48 vehicles and employs 65 drivers, of whom one has a CDL.
The online report of Company B showed a warning sign in the vehicle maintenance category, 

which can flag a company for audit. The online report revealed the following information about 
Company B:

Overall, Company B’s Out-of-Service rate for vehicles at 85.7 and for drivers at 13.3  
resulted in costly fines and down time. This record could raise red flags leading to an audit.

• Another violation involved 
a driver who could not 
communicate effectively 
with the trooper. In addi-
tion to speaking English, 
drivers must be able to 
read what a trooper hands 
to them and failure to do 
so is a violation.

• 22 of these violations 
were Out-of Service 
(OOS) violations mean-
ing vehicles were parked 
on the side of the road, 
could not be driven and 
required someone from 
the firm to drive out to 
the inspection site and 
pick up the driver and 
crew.

• There were 76 violations 
during 15 inspections in 
the past 2 years.

• Examples of their OOS  
violations included bald 
tires, inoperative turn 
signals, no breakaways  
and no emergency brakes.

There are many places where steps 
along the way can be missed and info 
can fall through the cracks. That is how 
companies become non-compliant.

Proudly  
distributed by:

www.lljohnson.com

800-793-1270 
303-320-1270

www.turfexproducts.com

CALL LL JOHNSON FOR  
MORE PRODUCT INFORMATION

Ride On 
Spreader 
& Sprayer
With its new electric 
spray pump, the unit 
allows you to pre-set the 
pressure settings, and it 
gives you greater appli-
cation rates. The electric 
pump also powers a 
spot-spraying wand for 
unmatched productivity.
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Results and next steps 
For both companies, the online SMS data about roadside inspections and violations revealed 

an unnecessary cost of doing business that could be controlled with better knowledge of DOT 
requirements and better vehicle maintenance practices. Company A is in a better position with 
both vehicle maintenance and record keeping, though still not 100 percent compliant. Company 
B is much more at risk for fines and added overhead if roadside inspections and out-of-service 
violations are not brought under control. Red flags in the online SMS system could lead to an 
audit and during an audit, more violations related to record keeping could result.  

At the end of the review process, both firms were given a manual of information including 
checklists of steps they need to take to become compliant and Moe-mentum has consulted 
with them about the process. What’s the result? Leaders in both companies are grateful for the 
eye-opening details and the action plan. Said both, “We can do this!”  

After the audit, Company A began setting up procedures to resolve record-keeping issues.  
Company B recently put a fleet manager in place and soon after the audit, he and the company 
mechanic attended training that will help them work together on compliance issues. With in-
formation and an action plan, both companies are now on the road to better compliance and 
control of unwanted costs.

—Becky Garber is ALCC’s Communications Director

One Colorado company uses the State Patrol for resource.

Commercial vehicle weight DOT number CDL Pre-post 
   vehicle inspection

GVW under 10,001 lbs. No No Not required;
   recommended

GVW (including trailer and  Yes No Yes
cargo) 10,001 – 26,000 lbs.

GVW (including trailer)  Yes Yes Yes
over 26,001 lbs.

Commercial vehicle weight class rules – truck and trailer
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During audits, the sweet spot for any company is to 
show that it is making strides to become compliant. 
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distributed by:

www.lljohnson.com

800-793-1270 
303-320-1270
www.toro.com

CALL LL JOHNSON FOR  
MORE PRODUCT INFORMATION

Winter  
is coming, 
BRING  
IT ON!

Pick your tool, 
and maximize 

your production!
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For nearly 20 years, Moe Mosley, 
founder of Moe-mentum, LLC, Golden, 
has consulted with businesses and other 
organizations nationwide on matters re-
lated to DOT/FMCSA, MSHA, OSHA 
compliance, general insurance matters 
and risk management. Moe has served 
many terms on the Colorado Dept. of 
Labor, Colorado Workers’ Compensa-
tion Cost Containment Board as well as 
sat on boards and committees of trade 
and other organizations whose constitu-
ents are impacted by compliance issues.   

Moe-mentum conducted the research 
and evaluations of the two companies 
presented in these case studies. Pro 
bono services provided for the benefit 
of this article are valued at approximate-
ly $2,000 per company. Contact info: 
moementum@msn.com, Moe Mosley 
303-829-4568 and/or Shannon Ratts 
303-912-2986.

 

CMV regulations for 
companies: A short list

Regulations for drivers of 
commercial motor vehicles (CMVs) 
require internal documentation 
including:
• DOT/FMCSA employment  
 application
• Driver qualification file
• Driver investigation file
• Drug & alcohol testing  
 (for CDL only)
• New-hire driver  
 road test 
• Driver records 
• Total vehicle miles  
 traveled
• Driver hours of  
 service record
• Traffic violations
• Vehicle inspection  
 violations

680 24 1/2 Road  |  Grand Junction, CO 81505
970.241.0068 | 800.635.7916

Fax: 970.242.0389
orders@valleygrown.com

Buy Colorado Grown!!

Western Slope Grown:
· Quality shade trees
· Great selection of shrubs

W W W . VA L L E Y G R O W N . C O M  

call for great quotes on freight to your areacall for great quotes on freight to your area

· Perennials
· Xeric plants
· Native plants

ValleyGrown_rvsd_2015_Layout 1  2/5/15  2:47 PM  Page 1

Winger PhotograPhy LLC

wingerphotography.photoshelter.com 

d.winger@comcast.net

at its best

Garden
Photography

720.343.1800

For quality plant material, expert 
advice and a personable team

SAND CREEK 
WHOLESALE NURSERY

www.sandcreekwholesalenursery.com

info@sandcreekwholesale.com

17050 E. Smith Road
Aurora, CO  80011

SAND CREEK
E Colfax Ave

I-25

I-70

I-225

E Smith Rd

    



ED BOZARTH CHEVROLET PARK MEADOWS | 8351 Parkway Dr, Lone Tree, CO 80124 | 303.358.6399 | Bryan Stanker | bstanker@edbozarth.com
TRANSWEST BUICK GMC | 7911 E 96TH Ave, Henderson, CO  80640 | 720.322.7200* | wwww.transwestbuickgmc.com

JIM FUOCO MOTOR CO | 741 N First St, Grand Junction, CO  81501-2297 | 970.242.1571 | Colan Fritzler | sfritzler@fuocomotors.com
EMICH CHEVROLET | 2033 S Wadsworth, Lakewood, CO  80227 | 303.986.2233 x467 | Richard Sanford | rsanford@emichauto.com

STEVINSON CHEVROLET WEST | 15000 W Colfax Ave, Lakewood, CO  80401 | 303.279.3311* | Blake Bratchell | www.stevinsonchevrolet.com
DANIELS-LONG CHEVROLET | 670 Automotive Dr, Colorado Springs, CO 80906 | 719.228.3520 | Mitch Maltry | mmaltry@phillong.com

MOUNTAIN CHEVROLET | 51359 Hwy 6, Glenwood Springs, CO 81601 | 970.928.9777 | Jonathan Gorst | jonathan.g@mtnchevy.com
JOHNSON AUTO PLAZA | 12420 E 136th Ave, Brighton, CO  80601 | 720.263.3281 | T.J. Peffer | tj@johnsonautoplaza.com

WELD COUNTY GARAGE | 2699 47th Ave, Greeley, CO  80634 | 970.352.1313 | www.weldcountygaragefleet.com 
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Have a fleet of 10  
or more vehicles?
Here are 2 tips from Swingle that drive fleet efficiency

  hen you manage a fleet of 170 vehicles as Swingle Lawn, Tree and Landscape Care’s  
  fleet manager Terry Overhuls does, every process that saves time counts. And when 
 it’s not only his time but overall company operations involved, strategic choices mat-
ter even more. Following are two time and money saving fleet management options Overhuls  
recommends.

Any company with a fleet of 10 or more power units can synchronize all vehicle registrations 
to renew during the same month. The process begins by going to the Colorado Department of 
Revenue website and applying for a fleet management number.  Once a fleet number has been 
assigned, you can proceed to designate – at your own choosing – the month of the year when all 
vehicles will renew as your Common Vehicle Registration Date.

To get all vehicles onto the same renewal month will take about a year of working through 
existing registration deadlines.  But once that is done, all vehicles can be renewed at the same 
time.  As new vehicles are added to the fleet, registration fees will be prorated to expire in the 
designated month and will then need to be renewed again.  For example, if your renewal month 
is September and a new vehicle is purchased in March, its first renewal date will be six months 
later, in September.  From that point forward, it will renew annually in September.

W   
Efficiency #1:  Consolidate all vehicle registrations into a Common Vehicle Registration Date

By Becky Garber

Terry Overhuls, fleet manager, Swingle Lawn, 
Tree and Landscape Care
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Colorado - Wyoming - Utah - Idaho
www.honnen.com

1-800-646-6636

No grass in sight?
Keep your business 
going all winter long 
with John Deere Skid 
Steers, Snow Blowers 
and more!

What are the benefi ts of a Common Vehicle Registration Date?
Time, according to Overhuls, is number one.  “With the 170 vehicles, we literally could have 

vehicles needing registrations every single month,” he says.  That means at least two trips to the 
Department of Motor Vehicles (DMV) per month as the counties typically will not process more 
than 5 or 6 renewals per company per day while you wait.  Also, with the common registration 
date, no one has to track renewal deadlines if renewal notices are not sent or get lost in the mail.  
Each year, the state sends a Fleet Renewal Declaration listing all vehicles set to renew. 

“I can take a check to the DMV and drop off all of the renewals at one time,” says Overhuls.  
He also adds that while the staff at the DMV can process all the renewals in one day, “Don’t 
expect that you will walk out with all the new registrations the same day that you drop them off. 
There are likely other fl eets in front of you.” That takes more time. But he can walk in to the 
DMV, drop off the renewal info with a blank check and pick up the registrations and stickers 
later.  Consolidating registrations allows him to do more productive things with his time.  

Logistics and cash fl ow
For the process to run smoothly it takes 

front-end planning. Overhuls says in any giv-
en year they may have 50 or more vehicles re-
quiring emissions testing. His challenge is to 
orchestrate that process so emission tests are 
completed on time with minimal impact on 
the work day.

The other logistic is fi nancial - having the 
cash fl ow in place to renew all the vehicles the 
same month. Swingle does this by accruing a 
specifi c amount each month for registration 
fees.

Effi  ciency #2: Look at hiring a 
refueling service

Three nights per week a 3,000 gallon tanker 
truck with a 50-ft. hose wheels into Swingle’s 
yard and fi lls vehicle and equipment tanks with 
gas, diesel and off-road diesel. Fees are cost-
plus based on gallons used.  In other words, the 
price per gallon includes a mark-up to cover fu-
eling time and the same per-gallon rate applies 
whether a truck needs 3 gallons or a full tank.  

Most of Swingle’s vehicles are fi lled by the 
service.  Exclusions are the 25 or so trucks that 
run on propane and during the winter, the 30 
or more vehicles which must be parked inside 
the garage to keep the tanks and plumbing 
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from freezing.  Fueling services are not al-
lowed to refuel indoors, so garaged vehicles 
are refilled by Swingle staff using underground 
tanks in their yard.  Propane-powered vehicles 
are also refilled from on-site tanks.

What are the benefits of a refueling 
service?

“The tradeoff is less downtime and re-
ducing the risk of accidents,” says Overhuls.  
Swingle’s in-house cost studies have shown 
that it is both safer and cheaper to use the re-
fueling service. 

“When drivers come in at night, they’re 
ready to go home – not stand in line to refuel 
their trucks – and it’s the same in the morning.  
A line at the fuel pump means downtime while 
people are still on the clock and a later start or 
end to their day. It also creates inconvenient 
bottlenecks in the yard.”  

Refueling at retail locations brings similar 
concerns. When companies do fill-ups at retail 
stores, the crew not only stops for gas but also 
takes time getting drinks and food. “The other 
drawback is being in a congested location with 
more exposure to accidents,” says Overhuls. 
Weighing the costs and the risks, the Swing-
le team believes they are best served by out-
sourcing the refueling process. 

Will a refueling service work for a small fleet?
“We have more than 100 vehicles serviced, so it will be a little cheaper for us than for a fleet 

of 10 vehicles.  But even with a small fleet, it’s worth taking the time to shop the price.” There are 
not many vendor options, he says – maybe only 3 or 4 services in Denver. The firm that refuels 
their Denver location also services their smaller fleets at Swingle’s Fort Collins and northwest 
Denver branches. If your fleet it smaller, it could be worth talking to another company near 
yours to see if they use a service or if they are considering one. Shopping together might help 
both firms get the best price, Overhuls suggests.  

Propane tanks fuel about 25 vehicles
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Trunk injected insect & disease controls • Botanical insect & disease controls
Soil amendments & water management

REVOLUTIONARY PLANT 
HEALTH SOLUTIONS

Garden Center  •  Greenhouse  •  Indoor Growing  •  Landscape  •  Nursery  •  Trunk Injection

NO mATTER YOUR cHALLENgE, ARbORjET IS HERE fOR YOU.

Visit www.arborjet.com or call 781.935.9070
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Certification grows professionalism 
53 become Landscape Industry Certified in 2015
 ndustry professionals continue to develop skills and grow professionalism through certifications,  
 giving both the individuals and their companies a competitive edge. In 2015, 100 judges from  
 49 companies tested 332 technicians. Congratulations to the following individuals who earned 
certification and thanks to the companies that sponsored the certification test events.

2 V's Landscaping, Breckenridge
Tom Vitalone, Softscape Installation

Adams Twelve Five Star Schools, 
Thornton
Nathaniel Dreher, Hardscape Installation

American Design & Landscape, Parker
Steve Bednarchik, Softscape Installation

City of Cherry Hills Village
Garrett Allen, Irrigation

City of Colorado Springs
Kevin Wood, Irrigation

City of Glendale
Patrick Bellich, Irrigation; Joseph Ferrera, 
Turf Maintenance

City of Thornton
Jaime Stokes, Irrigation

Colorado State University, Facilities 
Management, Fort Collins
Phillip Goins and Mark Hiatt, Turf 
Maintenance; James Kron, Jr., Ornamental 
Maintenance and Turf Maintenance 

Designs By Sundown, Englewood
Bradley Rowell, Irrigation

Designscapes Colorado, Inc., Centennial
Oscar Chacon, Irrigation; Reginald Cooper, 
Douglas Gibb, Gabriel Alfredo Leon 
and Chris Stone, Softscape Installation; 
Garrett Holmes, Softscape Installation and 
Irrigation

Diggable Designs Landscape 
Construction, LLC, Lakewood
Matthew Crete, Hardscape Installation

Evergreen Landscape & Sprinkler Co., 
Fort Collins
Verl Scott Athey, Irrigation

Fitzgerald Landscaping & Design, Inc., 
Aspen
Nicholas Calderone, Hardscape Installation 
and Ornamental Maintenance

Garden Art Landscaping, Loveland
Sarah Lant, Ornamental Maintenance

Greening Up Landscape & Maintenance, 
Inc., Fort Collins
Matt Herman, Turf Maintenance

GroundMasters Landscape Services, 
Denver
Eric Secrist, Irrigation

JLS Landscape & Sprinkler, Inc., Sedalia
Ramel Sanchez, Turf Maintenance

L.I.D. Landscapes, Boulder
Ricardo Cruz and Conner Fushi, Hardscape 
Installation; William Brooks Buckles, 
Matthew McMillan and Eric Sabin, 
Irrigation

LC Landscape, Inc., Denver
Luis Cordero, Hardscape Installation

Native Edge Associates, Inc., Boulder
Brandon Barch, Softscape Installation

PGM, Inc., Colorado Springs
Matthew Flores, Turf Maintenance; Austin 
Stenger, Irrigation 

Renovations Landscaping, Inc.,  
Castle Rock
Dan Farley, Softscape Installation

Southern Exposure Landscape & 
Sprinkler, LLC, Windsor
Christopher Hiney and Dylan Walker, Turf 
Maintenance; Mark Young, Irrigation

Steve's Odd Jobs, Denver
Stephen Roth, Irrigation

Terracare Associates, Littleton
Brad Hayes, Reynaldo Martinez and  
Michael Pirau, Irrigation 

The Sprinkler Guy, Inc., Parker
Brandt Olson, Irrigation

Timberline Landscaping, Inc., Colorado 
Springs
Jack Behner, Softscape Installation; Paul 
Hernandez, Ornamental Maintenance and 
Softscape Installation

Vargas Property Services, Inc., 
Broomfield
Gabriel Rosen, Irrigation

Weisburg Landscape Maintenance, 
Colorado Springs
Phillip Blackmon, Turf and Ornamental 
Maintenance; Jeremy Hughes, Irrigation; 
Leif Liles, Turf Maintenance; Benjamin 
Maggard, Hardscape Installation 

I    



Colorado Green  •  January/February 2016 39

Irrigation test

Affi  liate sponsors:
Hunter Industries
Keller-Lowry Insurance

Contributing sponsors:
Alameda Wholesale Nursery
Horizon Distributors
SiteOne Landscape Supply

Tools and materials sponsors:
Alameda Wholesale Nursery, Aurora Public 
Schools, CPS Distributors, Horizon Turf 
Nursery, Intermountain STIHL, Pickens 
Technical College, S&B Porta-Bowl 
Restrooms, The L.L. Johnson Distributing 
Company, Wagner Rents

Thank you 2015 sponsors
Strategic sponsors:
 

Zak George Landscaping, LLC, 
Fort Collins
Fernando Leyva, Irrigation

Centennial
Cody Bantock, Irrigation

Lyons 
Lauren Staley, Ornamental Maintenance
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CALL LL JOHNSON FOR MORE PRODUCT INFORMATION

OUR ADVANTAGE is ALL of our machines are built from 
100% stainless steel and utilize commercial grade 

Honda engines and Peerless transmissions. 

They will stand up to your toughest spreading  
and spraying demands.

COMMERCIAL SPREADING 
& SPRAYING EQUIPMENT
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FOR SALE

Knowledge. Experience. Results.™

Please contact:
Connie Flynn, CBI
connie@ProFormaWest.com
303.702.0123 c 

 

■ A successful business for 24 years
■ A stable clientele and work force 
■ Poised for growth!

A High-end Landscape Maintenance, 
Construction and Snow Removal Company.
    

 Estimated Sales for 2015 – $3MM

In the heart of the Rocky Mountains

LIVE  |  WORK  |  PLAY 
 

The Premier Rocky Mountain Regional Green Industry Conference

What’s new at ProGreen 2016?  

Water is the lifeblood of the green industry and managing water 
sustainably will be our ongoing challenge.  Here are fi ve classes 
that will help you meet that challenge. 
■ Landscape Water Management & Planning Workshop – Ted 
 Moriarty, Irrigation Association – full-day session; additional fee 
 required. Tuesday, Feb. 9, 2016
■ Lessons Learned 2015: Landscape Industry Response to Drought
 – Brent Mecham, Irrigation Association. Thursday, Feb. 11, 2016
■ Today’s Best Irrigation & Watering Practices:  What Your
 Customers Need to Know – Panel. Thursday, Feb. 11, 2016
■ Sprinkler Performance:  New Thoughts on How to Evaluate – 
 Brent Mecham, Irrigation Association. Thursday, Feb. 11, 2016
■ 2-Wire System Design & Troubleshooting – Dennis Lynch, 
 CPS Distributors, Inc. Thursday, Feb. 11, 2016

WATER:  Irrigation & water management classes
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On the tradeshow fl oor you will fi nd what’s 
brand new from suppliers you already 
know.  Plus, meet new companies with 
materials, equipment and services your 
business needs to impress customers, 
make your operations less labor intensive 
and streamline administration.

Find what 
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in the EXPO
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Leadership Breakfast speaker 9News reporter Greg Moss
KUSA 9News business reporter and anchor Greg Moss has showcased new businesses 

and emerging business trends in his popular early morning TV segments since 1993.  
When you attend the Leadership Breakfast Wednesday morning February 10, 2016, you 
will have the unique, in-person opportunity to gain Moss’s perspective on the Colorado 
business scene. 

Greg MOSS

David FELLMAN

5 Ways to Make Your Small Business More Successful 
Here are your five big takeaways from ProGreen that will improve your small business.  

David Fellman will share the top five of his 10 strategies that build successful businesses.  
These are the five strategies that are foremost for green industry businesses to adopt and 
follow in order to become stronger, more effective and more profitable organizations. 5Ways

Chad HYMAS

Keynote address: Who needs legs when you have wings?
This presentation Wednesday morning is for everyone at ProGreen. Hear Chad Hymas, 

the man the Wall Street Journal describes as “one of the ten most inspirational people in 
the world.” Chad, a quadrepalegic since 2001, will share how a life-altering accident did 
not halt his ability to be successful as an athlete or as a business leader. Be inspired as he 
talks about turning obstacles into opportunities, harnessing the power of change, and 
creating momentum to move ahead in business and in life. 

The Truth about Attracting Millennials
Face the future of the workforce in two Friday morning sessions about attracting 

millennials to your company and keeping them.  Jamie Notter and his colleague Maddie 
Grant will tell you what you need to know about this emerging generation, whether you 
want to attract them to your team or do business with them.   

Jamie NOTTER

www.progreenexpo.com

2 Sessions:  The Ultimate Account Manager and Becoming a Great 
Foreman

Green industry business consultant Phil Harwood has strategies to help people in the 
two most critical positions do their jobs better.  Account managers will learn no-nonsense 
steps they can take to be more effective as the liaison with clients and customers.  Foreman 
will learn how their role impacts company growth and profitability – and that their 
decisions matter.  This session will help already good foremen become great foremen. 

Phil HARWOOD



• Landscape Rock
• Topsoil/Compost Placement
• Median Material Placement

• Mulch/Cedar Installation
• Soil/Compost Installation
•  Engineered Wood Fiber –  

Playground Surfacing Refresh

Conveyored  
Material Placement

Pneumatic Blower 
Truck Service

CALL JORDAN FOR A QUOTE   970-776-8150
www.bedrockslingers.com  |  www.groundsolutionsco.com  |  jordan@bedrockslingers.com
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Winning plants for 2016 gardens
The top five winners from the Hardy Boy trial event were plants with  
either vibrant flowers or unusual foliage. Most plants will be available for 
the 2016 season.

Top five trial winners

Petunia Sanguna Radiant 
Blue | The prolific, gorgeous, 
deep blue flowers with a 
white center appear contin-
uously through the whole 
summer. The plant has a 
vigorous, semi-trailing habit.  
This petunia has outstanding 
landscape performance in 
the ground or in containers.  

21 3 4 5

Petunia Moonstruck | This 
petunia has a unique flower 
with a yellow center radiat-
ing out into the deep purple 
outside. The plant habit was 
very nice in containers.  This 
is still an experimental vari-
ety, so it will probably not be 
available in 2016. 

Coleus Mainstreet Rodeo 
Drive | This coleus has a 
robust growth habit with 
unique oak-shaped, lobed 
green leaves with dark bur-
gundy edges and burgundy 
blotches on the undersides. It 
is good in sun or shade.  The 
colorful foliage is great for 
containers.

Coleus Under the Sea Fish 
Net | This new coleus has 
eye catching leaves of bright 
green with dark burgundy 
veins and markings, and a 
uniquely serrated edge. It will 
grow up to 48” tall and 24” 
wide making it a nice size for 
landscapes or in larger con-
tainers.

Kwik Cherry Blossom | This 
is a multi-species mix of Cal-
ibrachoa Callie White Rose 
Vein, Petunia Whispers Star 
Rose and Verbena Lanai 
Twister Pink. This dark rose 
and white combination takes 
full sun and blooms continu-
ously all summer. 

We offer quality products and excellent customer service to:
landscape  •  contractors  •  garden centers  •  nurseries

7900 York Street  |  Denver, CO 80229

 tel   303.288.2424       fax   303.287.2627

YOUR PARTNER IN SUPERIOR LANDSCAPES

www.jamesnurserycompany.com               Delivery Service Available

• shade trees
• ornamental trees
• fruit trees
• pine trees

• spruce trees
• spreading evergreens
• grasses
• ornamental shrubs

• perennials 
• vines
• ground covers
• hardgoods

1.800.756.TREE

since 1907

EST. 1907

COMPANY

EST. 1907

COMPANY



Stairways

Walkways

Entryways

Water Features

Retaining Walls

Veneer

Rip-Rap

Signs

Bridges

Patios

Natural • Durable • Sustainable Sandstone; Featured in many Award Winning Projects
For more information or a distributor near you, contact:

315 N. 7th Street, Canon City, CO 81212  Ph: 719.275.4275  Fax: 719.275.9050

www.siloamstone.com  •  Email: siloam@ris.net

Natural Sandstone

Courtesy of Wenk & Associates
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Legendary Lawnaire Performance and Durability  
Now with EST – Easy Steer Technology.

The newly redesigned tine assembly allows the user to steer  
the unit without taking the tines out of the ground

UNMATCHED  
Productivity and  

Performance

Color Palette

Logo and variations

Suggested fonts
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Colorado Convention Center
February 9-12, 2016

www.progreenexpo.com
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 the middle of winter and  
 visions of snow still abound,  
 but you won’t see Snow  
Angel coral bells in the garden until spring 
has fully arrived. An easy care, low main-
tenance perennial for gardens in sun or 
shade, Snow Angel is grown both for its 
bright coral-red flowers in spring and early 
summer as well as for its richly variegated 
leaves that are attractive all season long.

And though there are hundreds of heu-
cheras now filling catalogs and nursery lots, 
this durable selection has proven to be har-
dy under some of Colorado’s harshest con-
ditions so deserves special consideration. 
Especially useful in dry shade, use Snow 
Angel to lighten up a darker, shady spot, 
for edging or in drifts.

It’s

Size: 6-12” tall (in flower) x 5-10” wide
Flowers: red, late spring or summer
Leaves: variegated green and white
Form: mounding
Light: full sun to full shade
Culture: Well-drained soils in moderate 
to dry conditions
Hardiness: USDA Zones 3-9
Design/Maintenance tips:
• Spent flowers stalks are easily pulled 

when fully dry, or can be cut off at the 
base to show off the beautiful foliage 
when flowering has finished. 

• Grown in full shade flowers may be 
sparse, but leaves will be fuller and 
larger.

• Grown in full sun, plants will be  
more compact and variegation more 
pronounced.

• Provide supplemental irrigation for best 
results.

—Contributed by Pat Hayward, 
executive director, Plant Select®

Snow Angel 
coral bells

Spotlight on Plant Select®      Spotlight on Plant Select®      
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For more information, explore www.plantselect.org   |   The all new online booklethttp://bit.ly/19MRlcS 



• Multiple Attachments For Any Task     • Reliable Hydraulic Power     • Work In Tight Spots

Toro’s Dingo Compact Utility Loaders minimize hand 
labor and increase productivity, tackle any task with a 
multitude of attachments, work with a light footprint in 
tight spots and provide reliable hydraulic power.

DINGO WITH SOIL CULTIVATOR

DINGO WITH TRENCHER

NEW 1000 TX

TX AUGER

TRX TRENCHER

800-793-1270  /  303-320-1270
www.toro.com

CALL LL JOHNSON FOR  
MORE PRODUCT INFORMATION

www.lljohnson.com

Proudly  
distributed by:

Dingo
It’s About Productivity



ALLIED PRODUCT OFFERINGS

YES... 
WE SELL AND 
RENT MORE 
THAN CAT® 
MACHINES.

Construction Equipment Solutions

Contact your Wagner Rents
Rental Sales Representative.

Or, Call

1-800-736-8228
For the Wagner Rents location

nearest you.

ALLIED PRODUCT OFFERINGS

YOUR SOLUTION 

FOR EQUIPMENT 
& SUPPLIES

EROSION 
CONTROL PRODUCTS

www.WagnerRents.com
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