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President’s Message
By David West, 2016 OLCA President

It’s funny how just two weeks of warm 
sunny weather make the landscape 
business take off every spring.    Right 
now I bet your office desk looks about 
like mine.   I have proposals stacked 
up, plan sets spread across every flat 
surface available, and hundreds of 
invoices to pay then file away.  This is 
the time to set up those excellent late 
summer and fall projects.   I constantly 
think about the future and if this market 
rebound will continue.   I get nervous 
when I see the housing market take off 
too fast, and it seems we are getting 
back into the same old groove as what 
led up to the 2009 crash.    Being a 
business owner, no matter how small, 
means you have to predict and esti-
mate where the economy is heading, 
and to “hedge” your bets.   Is this the 
year that you grow the company again?   
Have you been resisting the urge to 
hire up new crews and take that share 
of work you have been turning down 
the past 18 months?   We have a labor 
shortage that will drag out for years, 
and it seems harder and harder to 
find entry level workers who just want 
to learn and grow up in a good, solid 
business.

OLCA is a distant memory right now 
for most landscapers.   There is barely 
enough time to pick up the phone and 
return all those calls, let alone organize 
and schedule the mountain of tasks 
laid out somewhere on that desk of 
yours.   But this is exactly the time I 
need you to do something for OLCA.   
Thanks to the Portland Chapter, the 
Landscape Awards Program is up 
and running again for the first time 
in 10 years.   This first roll out will be 
for the local metro area, but we hope 
to expand it state wide very soon.    I 
need you to go out into those beautiful 
landscape projects you’ve completed 
over the past few years, take a dozen 

or so photographs 
of each job you’re 
really proud to 
have worked, on 
as right now is the 
time!  Then send 
in those photos with your Landscape 
Award Submittal… all the information is 
right online www.oregonlandscape.org.   
OLCA has improved the landscape 
award program this year… now the 
jobs you submit will actually be judged 
in the field by landscape experts.   This 
added step gives real meaning to the 
valuation of your hard work and diligent 
attention to details.     There will be an 
awards ceremony and slide show dur-
ing the Expo kick off dinner party. 

I want you to just think for a few sec-
onds about other landscape firms that 
are very similar to yours... Do you truly 
know what they are installing these 
days?  Have you been out to see their 
jobsites, or have you seen pictures?   
Sometimes I will fire off a couple of 
pictures to friends in the business, say-
ing,  “can you believe we tried this”, or 
“man this job was just a beast…” How 
do you know where you stand in this 
business without feedback from your 
peers?

There is nothing to lose and a tremen-
dous amount to gain from participating 
in the 2016 Awards Program.   I am 
asking you to “knock my socks off”, 
to show me what you’ve got!   There 
are just over 1100 licensed landscap-
ers in the state of Oregon, and about 
110 belong to OLCA.   I’m still to this 
day, surprised by that low number of 
participation.   The only way for me to 
process 10% participation of anything 
is to think something must be wrong, 
or the price must be too high.  I think 
OLCA is very affordable, and puts our 
landscape trade in a more professional 
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light.   That light is about to get turned 
on full blast, and I need you to be there!

We in the green industry are a small 
family, and in fact we are bound to-
gether in more ways than you could 
possibly know.  Many have heard my 
short speech at OLCA dinner functions 
about how if you can’t remember the 
name David West, to just look over at 
John Stone (because he’s famous and 
was part of the committee that invent-
ed dirt), and keep in mind that I’m just 
a little better, a little faster, and quite a 
bit more affordable.  That always gets a 
laugh, but you know the truth?  John’s 
name is on a special folder I keep in 
my office for my wife to open in case 
I don’t make it home one night.  There 
are instructions for her to contact a few 
special people who all have very differ-
ent but strong skill sets, and who could 
keep my landscape company afloat 
long enough to sort things out.   I mean 
look at my desk!  Who could possibly 
figure out what to do with all that stuff?  

I know that this landscape business is 
made up of tough individuals, who like 
things their way… who don’t conform 
to the standard 9-5 job.  We fight the 
rain, we suffer under the heat, and we 
constantly deal with ever-changing job-
sites, materials, and equipment break-
downs.  But this business rewards like 
few do… If you are willing to put in the 
effort.  Just think about one of your 
past jobs.  Maybe it was that little run 
down back yard from 1978 that got 
blown up then put back down into an 
incredible arrangement of textures, col-
ors, and usable outdoor living space.   
We are in the business of making last-
ing improvements to the very environ-
ment that surrounds our daily lives.   I 
need you to surround fellow OLCA 
members with your talents.  I need 40 
submissions for the 2016 Landscape 
Awards Program.   I am asking you to 
share.  I am asking you to be part of 
this OLCA family and help us succeed.   

We need to remember that we are all 
connected, and bound to this industry 
in a simple goal of creating lasting art 
from what nature has given us in raw 
materials.  

July 1st is the deadline for submis-
sions to the 2016 Landscape Awards 
Program.  I wish all of you the best…  
and look forward to seeing your talents 
shine!

Continued from Page 2
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On March 14 the Oregon Governor 
signed into law measures creating 
modifications to the state landscape 
contractor license requirements 
making available a “License Practical 
Skills Examination.” Some of the revi-
sions include: changing the numbers 
of times the practical skills exam is 
required to be provided from three (3) 
times per year for two (2) consecu-
tive days to one (1) time per year for 
one (1) day; allowing the combina-
tion of written sections and practical 
skills sections for licensure; permit-

ting candidates to attend the busi-
ness course at any time through the 
examination process; and, restricting 
the practical skills examination to be 
applicable only for a partial phase 
license. 

NALP supplied expertise to the 
discussion with the Licensing Board 
and Oregon Landscape Contractors 
Association representatives about 
the potential of using the Landscape 
Industry Certified Technician-Exterior 
hands-on exam to satisfy the re-
quirement. OLCA continues to work 

out the logistics with the Licensing 
Board. OLCA is licensed by NALP to 
offer the Technician-Exterior exam in 
Oregon. 

For more information on HB4117: 
https://olis.leg.state.or.us/liz/2016R1/
Downloads/MeasureDocument/
HB4117/Introduced

For more information and FAQs on 
the test: https://www.oregon.gov/
LCB/docs/Practical%20Skills%20
Exam/Practical_Skills_Test_Info_Fi-
nal.pdf

Oregon Offers Practical Skills Test Option
By Oregon Landscape Contractors Board
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Save the whales! No nukes! Go Green! Save the earth!  
Save the landscapers?  

Is the landscape industry under attack?  Does our use of 
chemicals, fertilizer, our equipment, and water make us 
enemies of the environment?  Probably not but we are an 
easy target if we allow ourselves to be.  The first thing we 
need to do is police ourselves to be better.  The second 
thing we need to do is be better advocates for our indus-
try and ourselves.  

Advocacy is an important part of any trade associa-
tion.   On the national level, the National Association of 
Landscape Professionals, (NALP)  is our advocate.  They 
have a full-time governmental affairs person on staff who 
monitors pending legislation in Washington and keeps 
up-to-date on legislation that would impact our industry.  
I believe most OLCA members should be a member of 
NALP but that is everyone’s personal choice.  

OLCA does not have the resources to have a governmen-
tal relations staff member.  That responsibility is given to a 
volunteer committee who works with a part-time legisla-
tive lobbyist.  I am the current legislative committee chair 
and our lobbyist is Bill Cross who has served OLCA for 
21 years.  I am proud to serve OLCA in this capacity and 
it’s been great to work with Bill Cross. However, Bill and I 
need your help to make any impact.

The Legislative committee, with Bill’s help, works to evalu-
ate pending legislation as to the impact on our landscape 
business. On our behalf, Bill communicates with legisla-
tors to promote our concerns and interests. He is very 
good at working with and understanding the political 
climate in Salem and developing strategy to protect our 
interests. However, when our interests are at risk, his ef-
forts must be supported by us all to ensure our voice is 
heard.

All effective political organizations have strength in num-
bers. There is a lot of negativity about “special interests”  
and “lobbyists” but most politically interested organiza-
tions are special interests and have lobbyists.   However, 
the magic of the most affective special interest groups is 
that they rally their troops.  Legislators do not craft policy 
strictly based on effort of lobbyists.  Most work from their 
own political convictions but they’re opinions are greatly 
impacted by the constituents they serve. For OLCA to 

be effective at protecting our interests or promoting our 
desired legislation policy, we need to do it with numbers.

I know you are busy running your business. I would love 
to have more OLCA members on the legislative committee 
so if this interests you, contact me. If you are not available 
to join our committee, you can be quite helpful if you pay 
attention to our communication about pending issues and 
reach out to your legislator to promote your/our position.  
If the various legislatures throughout the state heard from 
all of our OLCA members, we could be very impactful in 
promoting our interests.

While you are installing or maintaining real grass roots, 
please join the grassroots movement supporting our 
landscape industry interests. A quick phone call, email, or 
even visit to a legislator, can be incredibly impactful if we 
all commit to doing so.

Green Industry “Grass Roots”
By Bob Grover, OLCA Legislative Committee Chair

STIHLdealers.comAvailable at participating Dealers
while supplies last. © 2016 STIHL
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Construction contracts can contain 
terms that impact your company’s 
bottom line. Reviewing them care-
fully prior to signing is indispensable, 
and can save your company time 
and money. This contract review 
guide is meant to be a starting point 
for reviewing contracts in general. It 
highlights some common contract 
terms and their potential impact. You 
can begin to understand which terms 
are most often negotiated in contracts 
generally. Then, with the help of li-
censed inside or outside counsel, ana-
lyze the commercial risks associated 
with construction contracts in depth 
and understand terms and conditions 
to protect your company’s assets. 

scope of the agreement
Examine the definition of services to 
be provided to ensure the language 
is clear enough for an unrelated third 
party to understand the scope. The 
contract should include a time frame 
for completion of services. The rights 
and obligations of both parties should 
be clearly outlined. Any mechanism for 
changing the scope of the contract, 
as well as any of the terms, if allowed, 
should also be outlined within the 
contract. 

terms of Payment
Terms of payment should be clearly 
listed within the contract so that 
the expectations of both parties are 
clear. The contract should specify the 
agreed payment schedule for goods 
received.  

Warranties
There are two types of warranties: 
express and implied. Both types are 
assurances regarding particular is-

sues, such as performance.  

Express warranties are those that are 
defined specifically in the contract. Im-
plied warranties are based in statutory 
and/or common law, depending upon 
your jurisdiction. They are two-fold: 
a warranty of merchantability, which 
requires that goods/services must 
reasonably conform to an ordinary 
buyer’s standards, and a warranty 
of fitness for a particular purpose, 
which states that if a seller knows the 
intended purpose for the product or 
service, the act of selling the product 
to that customer implies that it is fit for 
that purpose.  

Be aware of warranty disclaimers and 
understand how the disclaimer limits 
your statutory rights. If it disclaims all 
warranties, express and implied, then 
you will likely be limited to the rem-
edies in the contract for issues related 
to things like performance. You should 
also examine any disclaimer in the 
context of the contract. While it may 
require you to disclaim your statutory 
rights, other contract language may 
give you adequate rights and remedies 
regarding the points about which you 
are most concerned.

damages, limits of liability and 
Indemnification
These three items are often in close 
proximity to one another in a contract, 
as they are interrelated. Damages 
may be defined as certain types of 
losses that could create liability under 
the contract. A limit on liability would 
restrict the amount of damages that a 
party would be required to pay if found 
liable for such damages. Sometimes 
this may also include a limit for indem-
nification.

Indemnification provisions allocate risk 
and cost between the parties. It is im-
portant to examine whether the party 
assuming the risk is the party with 
the most control over that risk. For in-
stance, when a company’s employees 
are required to work at a customer’s 
location, the company is often asked 
to release the customer from all liabil-
ity relating to the employees presence 
at the customer’s location.

In some cases, indemnification is 
limited to negligence or to a specific 
dollar amount, under a heading of 
“limits of liability.”  

insurance
Some contracts will contain minimum 
bodily injury and property damage 
liability coverage amounts that the 
party must possess and also may re-
quire that the customer is added as an 
additional insured on those coverages.  

Prior to consenting to any contract, it 
is prudent to examine insurance cov-
erage against the amount of liability 
exposure in a particular contract.

terms and conditions
It is also vital to examine any terms 
and conditions contained in the con-
tract: 

Governing Law & Jurisdiction – Look 
at the governing law provision to 
make sure that you are comfortable 
with the implications of the state law 
chosen by the drafter. This can impact 
the interpretation of the contract from 
warranties to indemnification.

Additionally, when specific statutes or 
regulations are referenced in the body 
of a contract, it is as though that stat-
ute or regulation is wholly contained 

Understanding Construction Contracts
Provided by LaPorte & Associates

Continued on Page 8



8 OregOn Landscape — 2nd Quarter

within the contract itself. It is vital to 
read and understand that language 
prior to giving your consent. This hap-
pens regularly in government contract-
ing situations. 

dispute resolution – This is another 
clause with which you must be com-
fortable with the laws of the state or 
forum chosen by the drafter. The rules 
chosen to govern dispute resolution 
can impact the outcome. Additionally, 
you should consider whether dispute 
resolution is right for your situation.

intellectual Property – When you 
are disclosing and/or licensing your 
company’s intellectual property, be it 
trademarks, copyrights or patents, it 
is important to include a clause that 

recognizes the owner of such intellec-
tual property and affirmatively states 
that the agreement does not transfer 
any rights.

Standard of Care – A standard of 
care clause may appear in certain 
types of contracts. The standard of 
care that is provided by the law should 
provide the minimum standard of care 
for the provision of services under the 
contract.

term/termination – The contract 
should provide both parties with the 
right to terminate the contract. The sit-
uations in which termination is allowed 
will vary from contract to contract. 
Some contracts will allow the right 
to terminate in cases of dissatisfac-
tion; others will allow it with a specific 

notice, for no cause. It is important 
that you contemplate in what cases 
you would want the right to terminate 
the contract. There should also be 
language defining the term of the con-
tract. Does it have a finite term? Does 
it automatically renew each period?

right to Cure – Related to termina-
tion, some contracts will contain a 
right to cure clause. This would give 
the defaulting party notice of a breach 
and a finite period of time in which to 
remedy such a breach.  

standard form contracts
Unlike other industries, construction 
lacks a consistent set of laws like the 
Uniform Commercial Code or a federal 
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statutory scheme. Contracts produced 
by professional and trade associa-
tions for architects (American Institute 
of Architects), engineers (Engineers 
Joint Contract Documents Committee) 
and commercial contractors (Associ-
ated General Contractors of America) 
can serve as important references 
and benchmarks when drafting a new 
contract. They are a good source of 
industry best practices, and using 
them can greatly reduce drafting and 
review time, meaning lower overall 
transaction costs for your company. 

For all of their advantages, there are 
several things that you should be cau-
tious about when using standard form 
contracts. Note the following cautions 
about standard forms before using 
them:

Standard forms, which are written 
broadly to encompass many different 
contexts, require transaction-specific 
and jurisdiction-specific modifications. 
For example, certain states require that 
indemnities be written in a certain way.

Changes made to one part of the 
document, such as definitions of 
words or terms, may affect other parts 
that make reference to it. 

Custom-drafted and industry-drafted 
forms are often incompatible. Even 
industry-drafted forms from different 
publishers can be incompatible. 

Standard forms always contain the 
bias of the drafter. Use this bias; know 
when to use various standard forms 
published by different industry organi-
zations. 

general understanding
Reviewing general terms and features 
of construction contracts will help you 
grasp the consequences of its terms 

and conditions for your business. In 
any case, to ensure its complete-
ness and accuracy, it is necessary to 
submit each contract you must sign to 
legal review. 

Provided by LaPorte
This Risk Insights is not intended to be ex-
haustive nor should any discussion or opin-
ions be construed as legal advice. Readers 
should contact legal counsel or an insur-
ance professional for appropriate advice. 

© 2010 Zywave, Inc. All rights reserved.

Dr. Charlie Hall
2016 Farwest Keynote Speaker

Far From Ordinary
AUGUST 25-27, 2016

At the Oregon Convention Center

Farwest Fanatics are popping up all over the industry; even Dr. 
Charlie Hall can’t resist. At Farwest – the biggest show in the 

West – you'll experience far more than you’ve come to expect from 
a green industry show. Ideas. Knowledge. Connections. Products. 

Discover all this and far more in the heart of nursery country. 

Farwest: Far From Ordinary | www.farwestshow.com

Continued from Page 8

http://www.farwestshow.com


10 OregOn Landscape — 2nd Quarter

Chris Joyce and Derek Varney, Joyce 
Landscaping, Marstons Mills, Mass.

To recruit and retain workers, smart 
landscape companies leverage cul-
ture, compensation and technology.

Every morning, Chris Joyce greets ev-
ery one of his employees. He stands 
in the parking lot, shakes their hands 
and says “hello” to each member of 
the team, which amounts to about 
140 people in the summertime.

“I’ve been doing it since when I start-
ed and only had one employee,” says 
Joyce, owner of Cape Cod-based The 
Joyce Cos., a landscape, lawn care 
and irrigation provider with about $13 
million in annual revenue.

“It’s so important to start the day on 
a positive note, that’s why I continue 
with it today even with a much larger 
company,” he says.

His goal? “You’ve got to romance 
your employees,” he says. “They’re 
more important than your customers. 
If you don’t have good employees, 
you’re not going to have customers.”

Joyce’s company has been—and 
would like to continue—expanding at 
8-15 percent per year, but it can only 
do so if it gets the people it needs to 
support the growth.

That hasn’t been easy.

“The industry has changed so much 
in the last five years,” Joyce says. 
“Before, every year you could always 
pick up a dozen new employees, and 
six would stay and grow.”

It was about two or three years ago 
that “someone turned the water off” 
on the new applicant faucet, he says. 
He’s not the only one feeling the pain.

Bruce Wilson, LM columnist, industry 
consultant and part-owner of Con-

serve LandCare in Thousand Palms, 
Calif., says it’s a widespread concern. 
He operates landscape industry peer 
groups with about 45 member com-
panies of various sizes.

“I’d say 90 percent of those are strug-
gling to find people,” he says.

A study released by the National 
Association of Landscape Profes-
sionals Foundation last June showed 
60,000 professional level positions 
and 240,000 labor positions in the 
landscape industry would need to be 
filled within the year—with the aver-
age company looking to add 17 labor-
ers and one manager. Three-quarters 
of respondents said it was “very” or 
“somewhat difficult” to find qualified 
executives, managers and project 
managers with two-thirds saying the 
same about laborers.

With federal unemployment at 4.9 
percent, compared with a 10 percent 
rate during the height of the Great Re-
cession and its aftermath, the recruit-

ing and retention game isn’t going to 
get easier anytime soon.

One thing’s for sure, employers have 
to get creative.

Whether they’re going all in on culture, 
pay or technology, smart landscape 
company owners are experimenting 
with ways to become the employer of 
choice. The bottom line, Wilson says: 
“You have to become a desirable 
place to work.”

What’s changed?
Landscape professionals aren’t sur-
prised the labor market has tight-
ened as the economy has slowly but 
steadily recovered from the recession. 
In 2009 there was one job opening for 
every 6.2 unemployed job seekers, 
according to an Indeed.com report 
citing data from the Bureau of Labor 
Statistics (BLS). In 2015, there were 
only 1.7 unemployed job seekers for 
every vacancy.

Though they’re not surprised, land-
scape employers are coming to terms 
with how conditions have changed 
in the industry from a decade or two 
ago.

There are many hypotheses about 
why there’s a lack of workers in the 
trades and service industries in partic-
ular. Some bemoan an “entitlement” 
generation unwilling to do hard work. 
Some say there’s too much focus 
on getting a four-year degree, which 
discourages some kids from learning 
a trade. Some point to the pay levels 
in the landscape industry, which, 
depending on skill level, straddle the 
national median annual wage for all 
occupations of $35,540, according to 
the BLS.

Employer of Choice
By Marisa Palmieri, Originally published in Landscape Management, March 18, 2016

Continued on Page 11
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The median hourly wage for landscap-
ing and groundskeeping workers was 
$11.68 ($24,290 per year) in 2014. 
Median salary for first-line supervi-
sors of landscaping, lawn service and 
groundskeeping workers was $20.75 
($43,160 per year).

Similar industries like construction 
pay higher and pull away some poten-
tial applicants.

Wilson says one reason it seems so 
difficult for some companies to find 
laborers is companies today simply 
need more workers because they 
have the ability to grow much faster 
than they did in decades past. He 
says current growth levels were “un-
heard of” in the 1990s.

“I’ve seen a lot of companies that 
started in the late 1990s that are 
already $15 million-$20 million 
companies,” he says. “When I was 
at ValleyCrest (and its predecessor, 
Environmental Care, in the 1980s and 
1990s), we grew 15 percent a year. 
My company grew 67 percent this 
year.”

Facilitating this growth is access to 
financing. Even though it might be 
difficult to get a bank loan, it’s easy to 
lease or finance equipment, freeing up 
cash to fund growth, Wilson says.

“Good companies have the ability to 
get bigger faster than they used to,” 
he says. “Now the question is, ‘Can 
they get enough people?’”

shrinking labor pool
Immigration and guest-worker policies 
also have had an impact.

Contractors surmise there are fewer 
illegal immigrants working in the in-
dustry now than decades ago. These 
circumstances reduce the supply of 
legal workers, says Frank Mariani, 

CEO of Lake Bluff, Ill.-based Mariani 
Landscape.

“Without a doubt, there is a huge 
labor crisis, especially if you try to live 
by the rules of the federal government 
and hire legal employees or use a 
guest-worker program,” Mariani says.

Speaking of the latter, the H-2B 
guest-worker program has had a few 
rocky years, causing many compa-
nies—like Mariani’s—to forgo using it 
due to administrative problems. Mari-
ani Landscape, an approximately $40 
million company, used the program 
from the early 2000s until a few years 
ago when it didn’t receive any of the 
workers it was anticipating.

Yet, the landscape industry continues 
to be one of the largest users of the 
program, which has been embroiled in 
federal regulatory and legal hang-ups. 
Visa levels are at half the number of 
those issued during peak prereces-
sion years. That said, there may be an 
uptick this year, as returning work-
ers (H2R visas) are being permitted, 
which hasn’t been the case since 
2007.

In Texas, the labor situation has been 
difficult during the past few years due 
to a strong state economy, says Ben 
Collinsworth, CEO of Native Land 
Design, based near Austin, Texas.

“We’ve had such a construction 
boom, so with that shared labor pool, 
it’s been very difficult to keep, retain 
and attract workers,” he says. “And 
it’s been hard with the H-2B crisis and 
some of the things that have gone 
on.”

Last year, the company’s workers 
were delayed eight weeks, which 
created two months of seven-day 
workweeks for the rest of the team. 
Even with 100-120 H-2B workers 
expected this year, thanks in part to 
the returning-worker exemption, work 
will go undone.

“There’s very little to no chance we’ll 
fill all the slots we need to get the 
work done,” Collinsworth says. At 
peak, the $10.6 million company will 
have 200-225 employees. 
At the same time, another government 
factor has come into play, potentially 

Continued on Page 12

Continued from Page 10
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We have had great speakers this 
spring and we have great events 
coming up this summer.

The April 5th meeting was held on the 
eastside of Portland. We had a great 
meeting. Lucy Hardiman with Peren-
nial Partners was the speaker. Her 
topic was “A Garden for all Seasons”. 
It was great to see 20 students from 
PCC Rock Creek attend the meeting. 
Let’s encourage them to attend the 
chapter meetings.

By the time this article comes out, we 
will have had the May 4th meeting 
with Eamonn Hughes as the speaker. 
His topic was on large scale water 
features- Techniques to maximize 
efficiency. Eamonn always draws a 
large group.

June 3rd - olca/asla annual golf 
tournament, presented by the Port-
land Chapter, will be held at Langdon 
Farms Golf Club in Aurora, Oregon. 
This year we will have a morning shot 
gun start. Details and registration are 
available on the OLCA web site.

landscape awards 2016 - The 
OLCA Portland chapter is bringing 
back the Landscape Awards Pro-
gram. Information and entry forms 
are on the OLCA web site. Deadlines 
for submissions is July 1st at 4:30pm 
with judging happening in September.

september 7th meeting - Will be 
back on the eastside of Portland.

october 5th meeting - Speaker 
presented and sponsored by Bartlett 
Tree Experts. Dr. Drew Zwart will 
be the speaker. Last year when he 
spoke, the room was packed.

november 2nd Meeting - Meeting 
speaker and topic to be announced 
at a later date.

december 6th - Annual Landscape 
Expo Kick-Off Party/Landscape 
Awards presentations at the Mc-
Menamin’s Kennedy School in NE 
Portland, sponsored by the Portland 
chapter.

sponsorship opportunities are 
available for all the above events. 

Please contact stacey Barrett at 
the OLCA office or Jim Larson, 
jim@cascadiannurseries.com for 
more information. For a complete 
list of OLCA events, go to OLCA’s 
web site for other great events hap-
pening in 2016 including the certifica-
tion testing and the 2016 NW Land-
scape Expo.

Portland Chapter Upcoming Meetings and Events
By Jim Larson, Portland Regional Director

affecting the size of the labor pool: 
E-Verify.

As the economy gets better, the 
labor pool shrinks, creating a diffi-
cult situation for landscape industry 
employers.

E-Verify is the federal government’s 
web-based system that compares 
information from an employee’s I-9 
form to data from U.S. Department 
of Homeland Security and Social 
Security Administration records to 
determine employment eligibility. It 
was launched in 2007 as an update 
to the Basic Pilot Program. As of 
2015, more than 600,000 employ-
ers were enrolled in the system, 
compared with less than 25,000 
who used Basic Pilot at its peak. 
Nine states mandate employer par-
ticipation in E-Verify; others do so 
only for public employers or public 
contractors. Many companies elect 
to use E-Verify on a voluntary basis.

Bland Landscaping in Apex, N.C., 
started using E-Verify voluntarily a 
few years before the state made it 
mandatory for companies with 25-
plus employees. “Ten years ago our 
company didn’t use E-Verify,” says 
President Kurt Bland, whose com-
pany had about $14 million in 2015 
revenue. “We didn’t do criminal 

background checks. Those things 
take what’s already a narrow pool 
and it really shrinks that pool down 
even smaller.”

It’s difficult but worth it to hire under 
these restrictions, Bland says.

“It’s been challenging, but I firmly 
believe we have a better workforce 
than we did five years ago,” he 
says. “It’s more stable and produc-
tive because we’re being more 
discerning about who we hire, and 
we’re investing more into making 
them productive and keeping them 
around.”

Bland Landscaping is also paying 
more—he estimates it’s 10-15 per-
cent more than a few years ago.

“The biggest take-home message 
is the days of being able to hire 
somebody and pay them miserable 
wages without benefits are gone,” 
he says. “We got by as an industry 
with that for too long.”

Photos: Native Land Design, David 
Hansen

Link to original article: http://land-
scapemanagement.net/employer-
of-choice/

To view more from Landscape Man-
agement: http://www.landscape-
management.net/

emPloyee of ChoiCe, Continued from Page 11
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the mission of the oregon land-
scape contractors association is to 
serve the needs of its members and 
to promote the growth and well-
being of the landscape industry.

In the last newsletter issue I asked 
“Where would the landscape industry 
be in Oregon today without OLCA and 
its members?” OLCA does a lot to 
promote the landscape industry to the 
public and in Salem.

Since then, Stacey Barrett, OLCA’s 
Association Manager, and myself met 
to come up with a 2016 Strategic Plan 
to address membership and market-
ing to the industry and the public. We 
came up with a game plan for three 
different task forces.

The first one is to review current OLCA 
member benefits. What benefits are 
working, which ones are not, and 
which ones we should add. I have 
created the task force and we will be 
meeting this year to come up with 
a menu of benefits to present to the 
OLCA Board.

The second task force will address 
Industry Awareness to implement 
programs to develop awareness and 
public relations projects for the as-
sociation to enhance and improve our 
image in the industry.

The third task force will address 
Consumer Awareness and will imple-
ment programs to improve consumer 
awareness about the landscape indus-
try and OLCA members.

All three task forces are important to 
our industry and association. We will 
address the member benefits first. We 
need to take care of our members first 
to make the association strong and 
tackle the other two. I would appreci-

ate any input you have on any of these 
task forces and I encourage you to 
work on the committees.

Here is what a few members have said 
why they joined:

I joined OLCA 25 plus years ago to 
give some credibility to my fledgling 
company and found it to be indispens-
able resource and advocate for our 
industry. 

—Michael McQuiggin,
McQuiggins Inc.

Collier Arbor Care and Terrill Collier 
have been loyal supporters of OLCA 
for many years and when Bartlett Tree 
Experts entered the Portland tree and 
shrub care market in 2013 we felt that 
continuing that relationship and grow-
ing it to a higher level of involvement 
would be a solid business decision 
and offer Bartlett Tree Experts the op-
portunity to meet the most profession-
al and ethical landscape contractors in 
the Portland metro area. 

—Kyle Offerdahl, Barlett Tree Experts

I joined OLCA because of the profes-
sionalism it brings to the industry. It 
seems that every person involved in 
OLCA is willing to share their time, 

knowledge, and expertise to help 
people. I knew this was an industry I 
wanted to be a part of after my very 
first chapter meeting and I haven’t 
looked back since. Every year I feel like 
I get even more out of OLCA.

—Scott Picker, Aspen Creek 
Landscaping

I’m starting to re-think my decision 
about not joining OLCA. I don’t really 
find value in everything OLCA does. 
Especially the certification stuff. But I 
do really like how OLCA is taking the 
lead on protecting Landscape Con-
tractors at the legislature, how they 
are pro-active on issues and how they 
have a lobbyist. So I’ll probably be 
joining soon. 

—Jim Lewis, Lewis Landscape 
Services

I hope you will join the Oregon Land-
scape Contractors Association and I 
want to hear from you. Send me an 
email with your thoughts as to why 
you have not joined OLCA. You can 
find more information on OLCA’s web 
site at www.oregonlandscape.org.

OLCA 2016 Proposed Strategic Plan
By Jim Larson, jim@cascadiannurseries.com, OLCA Portland Regional Representative

Sponsor Acknowledgement
OLCA thanks our supporters for their generosity and 
urges members to demonstrate their appreciation 
by returning our sponsors’ support.

Platinum SPonSorS
Cascadian Nurseries

Oregon Turf & Tree Farm

mailto:jim@cascadiannurseries.com
http://www.oregonlandscape.org
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Oregon consumers, as well as 
small businesses like most of OLCA 
members, should be very concerned 
about this costly and damaging pro-
posal. IP28, which taxes companies 
whose gross revenues are in excess 
of $25 million dollars per year at 
2.5%, would create huge new taxes 
on many products sold in Oregon, 
as well as on services provided by 
Oregon employers, even if those 
services are sold around the world.

The non-partisan Legislative Rev-
enue Office has estimated that IP28 
would increase revenues for the 
State of Oregon by more than $5 
Billion per two-year budget cycle – 
by far the largest tax increase in our 
state’s history.

Despite proponents’ claims, this un-
precedented new tax would increase 
costs for working families and con-
sumers and would hurt businesses 
in our state without any guarantee 
the money would make it into our 
classrooms or help our schools. 
That’s because all of the money from 
this measure goes to the General 
Fund with no plan and no account-
ability for how IP28’s billions in 
new taxes would be spent.

Proponents of this new tax want 
voters to believe that it would be 
paid by large, out-of-state corpora-
tions – but ultimately the costs of 
this proposal, if passed, would fall 
on Oregon consumers, as well as 

Oregon small and medium-sized 
businesses, in the form of higher 
prices for almost everything we buy. 
The new tax would be applied to 
Oregon sales of many products and 
services including food, electricity, 
insurance, health care, medicine, 
gasoline and other essentials.

Because this would be a new tax on 
gross sales – not profits – business-
es would be required to pay the tax 
on their total revenues, regardless of 
whether they make a large profit, a 
small profit, or no profit at all. That 
would mean that many employers 
would have to raise prices or cut 
jobs, or both.

For many products sold in Oregon, 
this measure would add a new tax at 
each step in the production process.

By the time an Oregon product goes 
from a manufacturer to a distributor 
and then to a retailer in the state, it 
may have been taxed multiple times 
before finally reaching the consumer. 
This type of “tax on a tax” would 
make Oregon products more ex-
pensive, and would make Oregon 
companies less competitive.

So what does IP28 mean for small 
businesses and consumers? It 
means higher costs for products and 
services sold in Oregon, as well as 
damaging economic impacts that 
could threaten the recent economic 
improvements that we have worked 
so hard to achieve.

the oregonian editorial Board recom-
mends oregonians Vote no on iP28: 
http://www.oregonlive.com/opinion/in-
dex.ssf/2016/01/what_oregons_top_rev-
enue_offic.html

for more information:
http://www.defeatthetaxonoregonsales.
com/

sign uP yourself or Business in 
oPPosition to iP28: 
http://www.defeatthetaxonoregonsales.
com/wp-content/uploads/2016/02/defe-
atthetax_BusMember.pdf

OLCA Board Opposed IP28, a Tax increase 
Initiative on the November Ballot
By Bob Grover, OLCA Legislative Committee Chair
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The speaker, author and consultant 
will be missed by many.

Industry leader Charles Vander Kooi, 
president of consulting firm Vander 
Kooi & Associates, has died. The 
author, consultant and founder of 
HardScape Magazine spent decades 
as an estimator and helped more 
than 1,500 companies in their esti-
mating and bidding systems. Memo-
rial information is not available at this 
time, but check back for updates.

“Charles Vander Kooi has been my 
mentor, my teacher and my business 
adviser,” says Tony Bass, owner of 
Tony Bass Consulting, a landscape 
business consulting firm. “A friend 
I already miss. A confidant like no 
other. A walking calculator with an 
ability to use comedy to teach in the 
most memorable ways.”

Bass met Vander Kooi at a seminar 
in Atlanta back in 1997. “It was clear 
from the first hour that he could 
help me improve the profits in my 
landscape company. So I made a 
commitment to become one of his 

best students. I’m glad I made that 
decision.”

Vander Kooi spoke at an average of 
80 trade shows, conventions, and 
associations each year, teaching his 
philosophy across the U.S., Canada, 
Latin America, England and Austra-
lia. He consulted with an average of 
50 clients annually, assisting in and 
improving their performance.

Steven Cohen, chief innovation of-
ficer at GreenMark Consulting Group, 

calls Vander Kooi a one-of-a-kind 
trailblazer and a landscape industry 
visionary.

“Chuck inspired and influenced all 
through his outgoing personality, wit 
and intense wisdom,” Cohen says. 
“Chuck’s systems and process for 
estimating have saved, improved 
and brought great success to many 
if not all of his students. We are 
deeply saddened by his passing, but 
know his legacy will live on forever. 
My condolences to the Vander Kooi 
family.”

Vander Kooi frequently spoke at 
green industry events like the Ohio 
Landscape Association’s annual 
meeting and iLandscape.

“He will be missed by many,” Bass 
says. “Charles often remarked in his 
seminars that he already worked out 
a plan for two words to be etched 
upon his tombstone: Overhead 
Recovery. Those of us who knew him 
personally will make sure this hap-
pens. Our industry has lost a legend. 
But his teaching and training will not 
be forgotten.”

Industry Leader Charles Vander Kooi Dies
Kate Spirgen

May 2016
17 central Oregon chapter Meeting

June 2016
3 OLca/asLa golf tournament

July 2016
19 central Oregon chapter Meeting
22	 Landscape	Industry	Certified	

technician exterior test

sePteMBer 2016
7 portland chapter Meeting
13 central Oregon chapter Meeting

octoBer 2016
5 portland chapter Meeting
18 central Oregon chapter Meeting

noVeMBer 2016
2 portland chapter Meeting
15 central Oregon chapter Meeting

deceMBer 2016
6 expo Kick-off party
6 OLca pesticide training
7 nW Landscape expo
13 central Oregon chapter Meeting

OLCA Upcoming Events

For more information about these events got to www.oregonlandscape.org

http://www.oregonlandscape.org
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A new coalition of Organic Land Care 
professionals is forming - the North-
west Coalition of Organic Land Care 
Professionals (PNW OLC). There are 
currently over 150 members, most re-
side and work in Portland, Seattle and 
Olympia, along with partners in British 
Columbia, the Northeast, and Northern 
California. During this “soft opening” 
phase, coalition membership is free 
and includes a monthly newsletter. 
Contact Dave Alba (anaknialba@gmail.
com) to join. Here is what some of the 
members are doing.

it all starts With the soil
“When you think about, what we are 
really doing is ranching soil microor-
ganisms.”

—James cassidy

James Cassidy, OSU Crop and Soil 
Science faculty member, OSU Organic 
Growers Club Faculty Advisor, and 
coalition member, has been telling 
OLC professionals and others for years 
now that it is all about the soil. Creat-
ing habitat for soil organisms is the 
objective. And we do that primarily by 
adding organic matter.

In Tillamook County, coalition mem-
bers Katie Brehm Shluka and Kevin 
Shluka, Coyote Gardens, will often 
amend perennial beds with a blend 
of local dairy compost mixed with 
hemlock bark. This works out to be a 
good mix for coastal conditions. Averill 
Landscaping Materials, based in Til-
lamook, blends it for them and many 
locals now refer to the mix as “Coyote 
Blend.” 

Beds mulched with compost, with a 
little bone and kelp meal.

Photo credits: Katie Shluka Brehm

Karen Wolfgang, CEO at  Indepen-
dence Gardens in Portland, prefers 
to buy compost from suppliers who 
participate in the U.S. Composting 
Council’s Standard Testing Assurance 
program. STA program participants 
have detailed reports on the material 
you are buying, so you will know what 
you are getting. As Karen points out, 
sometimes she has to use whatever 
she can get, based on location of the 
project, timing, and convenience.

Keeping soil well mulched is an effec-
tive way to promote soil microbiologi-
cal activity. Mulching can also reduce 
water consumption, promote healthier 
plants, and diminish weed pressure. 
Corey Petersen, Area Manager with 
Pacific Landscape Management, says 
it can be challenging to get clients to 
pay for extensive mulching. 

Coyote Gardens uses arborist chips 
for mulching tree and shrub beds and 
native landscapes. They are fortunate 
to have a Tillamook County public 

utilities program that distributes chips 
throughout the county. Using arbor-
ist chips is a great way to tap into a 
waste stream and put that material 
to good use. In some areas, you can 
use the Chip Drop website to locate 
wood chips: check out the Chip Drop 
program at www.chipdrop.in.

native and Well-suited Plants
Rick Martinson, owner of WinterCreek 
Restoration in Bend, designs and 
installs ecological-based landscapes. 
He says, “in ecological terms, designs 
take into consideration the biotic (liv-
ing) and abiotic (non-living) aspects of 
a site and strive to balance the eco-
logical function of a landscape with the 
aesthetic values of the property owner 
or manager.” He goes on to say that 
“an effective approach to this type of 
work is the use of native vegetation 
appropriate for the specific project 
location.  In central Oregon, for ex-
ample, ecological characteristics vary 
considerably and working with vegeta-
tion adapted to those specific environ-
mental conditions increases a project’s 
efficiency through increased resiliency, 
inter and intra-species relationships, 
and preservation of community struc-
ture and existing energy flows.”

Coyote Gardens uses native plants 
and other plants that are well suited for 
the coastal ecology. Katie’s experience 
in restoration has helped inform her 
use of native plants through out her 
landscapes. As Rick mentioned, it is 
vital to identify the correct native plant 
for the specific landscape ecology. Ka-
tie also notes that many of the plants 
that work well on the coast are native 
to Australia.  

Organic Land Care Professionals Continue 
to Work Toward Sustainability
By Dave Alba, Pacific Northwest Coalition of Organic Land Care Professionals

Continued on Page 18
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Red Huckleberry (Vaccinium parvifo-
lium)

Photo credits: Katie Shluka Brehm 
Lawns

“organic lawn care is really just 
good gardening. the goal is to make 
the lawn so happy and healthy that 
the problems go away without the 
need to remedy a particular issue 
such as weeds or pests.”

—Katie shluka Brehm

Katie at Coyote Gardens recommends 
that you mow high and often. A longer 
blade length (1.5”) will feed the roots 
better allowing the roots to grow 
deeper and stronger. Longer grass will 
also discourage weeds and moss. At 
Coyote Gardens, they typically apply 
1/2” of light screened compost in the 
fall or early spring and overseed at the 
same time if necessary.

Slow release organic fertilizers only 
work when soil temperatures are 
between 55 and 85 degrees. Coyote 
Gardens will apply fertilizer 3-4 times 
per year. They are using Milorganite 
- Organic Lawn Fertilizer at a rate of 
36# per 2,500 sq. ft. (5% nitrogen, 2% 
phosphorous, 4% iron).

When dealing with moss, Katie points 
out that coastal soils are naturally 
deficient in iron.  She applies iron to 
help kill moss, using products in which 
the only active ingredient is iron and 
not another toxic substance. She says 
to apply iron in late spring or early fall 
when lawn is wet, but temperatures are 
in the 60’s or 70’s.  

Katie also applies lime in the fall to feed 
the lawn and to reduce moss. She uses 
pelletized or “prilled” lime because it is 
easier to apply and doesn’t make much 
of a mess.  

Another approach with lawns is the 
eco-lawn approach. Pacific Landscape 
Management  creates low-maintenance 
and low-input lawns in commercial 
strips of lawn that have low use and 
are often only viewed as they are driven 
by. Corey refers to these types of lawns 
as “35 – 40 mph lawns.” Pacific Land-
scape Management has been installing 
eco-lawns for over six years now and 
can see the results over time on some 
of the older projects. They have been 
seeding primarily with clover, along 
with some daisy and yarrow. They are 
also experimenting with strawberry clo-
ver, mini-clover and micro-clover. Corey 
points out  that even plant distribution 
is important so that a plant species that 
might look like a weed will look like it 
belongs in the lawn. From their experi-
ence, eco-lawns result in reductions in 
water, mowing, and fertilizers.

organic Weed Management
Coyote Gardens uses both weed torch-
ing during the wet and cool season, 
and agricultural vinegar during the 
warm season. The combination of 
the two practices results in an almost 
complete elimination of most of the 
weeds they deal with. Also, they sheet 
mulch with cardboard, which does a 
good job holding back weeds for a 
while and bringing the roots closer to 
the surface for later removal. This is yet 
another example of how OLC uses an 
integrated approach, implementing a 
variety of techniques as appropriate for 
the season and the site.

Pacific Landscape Management has 
been using goats to clear forest-like 
areas. Corey points out that it can be 
effective if it is used as a part of an 
integrated system, not a stand-alone 
intervention. 

smart irrigation
As many practitioners realize, smart 
controllers and well–targeted drip ir-
rigation can lead to reductions in water 
consumption and costs, less disease, 
healthier plants and less weed pres-
sure. Corey emphasizes that improving 
existing irrigation systems results in 
many ecological and social benefits.

improving communities
Horticulture can have a positive effect 
on people’s lives. The most basic and 
obvious social benefit of a landscape is 
the enjoyment one experiences when 
interacting with it. Horticultural therapy 
is a clear example of how landscapes 
can promote social well-being. Karen 
Wolfgang at  Independence Gardens 
has been taking time to garden with 
children at Morrison Center’s Hand in 
Hand Psychiatric Day Treatment, which 
serves children between the ages of 
three and eight who have been severely 
abused and neglected.

This is where the practice of ecological 
landscaping and the concept of sense 
of place come together. We all need 
to belong. One of the primary paths to 
healing is having that sense of belong-
ing.  Independence Garden’s mission 
makes this clear: “Our mission is to 
help people create better relationships 
with their natural and built environ-
ments. We can help you rebuild your 
connection to the world around you, 
and make your corner of the world 
more whole.”

growing food
Independence Gardens also helps their 
clients grow vegetables. They offer 
clients coaching or vegetable garden 
maintenance. They also offer permac-
ulture design, garden plans (three-sea-
son square-foot guides to planting and 
harvesting) and site records (a whole-
systems perspective on a property). 
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Independence Gardens installs raised 
beds for clients who want to “grow 
their own.”

Photo credit: Karen Wolfgang

tolerance levels
Many OLC practitioners identify with 
the principles of Integrated Pest 
Management, and one of the main 
directives of IPM is to identify the level 
at which a client and the landscape 
will tolerate weeds and other plant 
problems. Corey says it can be hard 
to convince clients to increase their 
tolerance, but that sometimes when he 
emphasizes the added value of water 
conservation, costs reductions, habitat 
and general input reductions, clients 
will understand the situation and be 
more tolerant of brown patches in 
grass, for example.

One conservation technique is to 
create management zones so that 
energy is put into high-profile areas 
while other areas that are less visible 
become low-maintenance zones. This 
can help a client accept certain levels 
of low-maintenance landscaping.

conclusion
“an increased understanding and 
knowledge of environmental issues 
and how to address expected ef-
fects of climate change is critical for 
the continued viability of the land-
scape industry.”

—rick Martinson

OLC continues to offer landscape 
professionals an approach toward 

urban land management that infuses 
principles of ecology, public health, 
well-being and sustainable agriculture. 
As OLC practitioners gain success and 
become leaders in sustainable best 
practices, we should see a real shift in 
the industry. Corey reflects that over 
the past 10 years of working in the 
industry, he has seen many improve-
ments and is hopeful that by making 
incremental changes where he can, “in 
another 10 years best practices will be 
better than they are now.”

The Pacific Northwest Coalition of Or-
ganic Land Care Professionals (PNW OLC) 
promotes public health and land conserva-
tion in urban landscapes through hands-
on education for landscape professionals 
and groundskeepers. The coalition builds 
ongoing opportunities for networking and 
resource sharing among professionals 
who want to lessen the negative environ-
mental and social impacts of conventional 
landscaping. Please contact Dave Alba at 
anaknialba@gmail.com for more informa-
tion.

Learn more about the OLC professionals 
who participated in this article:

Katie Shluka Brhem, Owner
Coyote Gardens
Neskowin, OR
www.coyotegardens.com

James Cassidy, OSU Crop and Soil Sci-
ence faculty member. OSU Organic Grow-
ers Club Faculty Advisor
Corvallis, OR
horticulture.oregonstate.edu/content/
james-cassidy 
cropandsoil.oregonstate.edu/content/
james-cassidy

Rick Martinson, Owner
WinterCreek Restoration
Bend, OR 
www.wintercreeknative.com

Corey Petersen, Area Manager
Pacific Landscape Management 
Hillsboro, OR
www.pacscape.com

Karen Wolfgang, CEO 
Independence Gardens 
Portland, OR
www.independencegardenspdx.com
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associate MeMBers
Basalite Concrete Products, LLC

regular MeMBers
Lewis Landscape Services

Narrow Gate Lawn Care LLC

Zoom Lawns

Maintenance MeMBers
Newport Ave Landscaping

acadeMic MeMBers
April Chastain

Welcome New Members
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