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Washington Association of Landscape Professionals

The Washington Association of Landscape Professionals (WALP) offers 

your company first-tier access to decision-makers in the Landscaping 

Industry. WALP reaches more than 1,500 landscape professionals and 

supporters with our print magazine, the Northwest Landscape Professional 

(NWLP) and online newsletter, WALP Wednesday. WALP also reaches out to 

Industry professionals and the general public with our innovative website. 

Gain access to this customer base for your business to business marketing 

needs and start promoting your company’s products and services with  

WALP today.

6

20

9

23

Executive Director’s Message 3



2

President’s M
essage

Mission Statement  
For The Washington  

Association Of Landscape 
Professionals

To promote professionalism, 
integrity, and education to a 
thriving membership within 
the Green Industry and the 
communities served.

Vision Statement 
For The Washington 

Association Of Landscape 
Professionals

•  The Washington Association 
of Landscape Professionals 
is a publicly recognized and 
unified industry of landscape 
professionals who embody 
business and technical 
excellence.

•  The Washington Association 
of Landscape Professionals 
provides and promotes the 
opportunity to mentor and 
support its members.

• The Washington Association 
of Landscape Professionals’ 
members receive value 
and benefit by sharing 
knowledge, resources, and 
experience.

• The Washington Association 
of Landscape Professionals 
is the networking place and 
referral resource for “Green 
Industry” professionals.

“Defining Professionalism 
 In The Green Industry”

WALP Office
P.O. Box 3535 

Seattle, WA 98124 
800-833-2186 

email: info@walp.org 
website: www.walp.org

Material may not be reproduced or pho-
tocopied in any form without written per-
mission of the Washington Association of 
Landscape Professionals. 

Cover photo: Malone’s Landscape Design/Build, Grand Award in the Residential 
Construction category for ‘The Tree’.

After a wet and chilly Spring, Summer is upon us!  There are few places in the 
world that I’d rather be in the summertime than Washington. Hopefully this is a 
shared sentiment since it is also a very busy time of year for our industry making it 
difficult to get away anyway.

 WALP today represents a growing community of hard-working and dedicated 
professional contractor and supplier members. Since WALP’s inception in 1983, 
developing professionalism in the green industry has been at the top of the list of 
our code of ethics. We facilitate this through training and education, recognition 
programs, events, and meetings that bring us together to learn from one another 
and improve ourselves. Active participation by our members makes these  
things possible. At the risk of beating the same drum as my last message to you  
I’d like to spend a little more time encouraging all of you to consider your 
community engagement.

In the mid 20th century, Abraham Maslow introduced the idea of a hierarchy 
of needs to psychology, often represented visually as hierarchical levels within a 
pyramid with the basic levels of physiological needs and safety underpinning the 
psychological needs of belonging and esteem. Most of us are able to meet these 
needs through our work and family but moving further to achieving our full 
potential takes engagement within larger communities. What does this look like 
for you?   Are you engaged with your community through religious or political 
participation?  Do you give back to your community through socially responsible 
programs and activities?  Through conversation and time spent together, I know 
so may of you do and I applaud your efforts!

WALP affords many great opportunities to expand and create community. 
In the last issue I covered the many programs that we are currently working on 
including the annual golf tournament, an early fall conference, chapter meeting 
support, and the rekindling of the Landscape Industry Certification program as a 
much-needed training program called Landscape Technician Boot Camp.

Thank You to all of our past and present members!  Your support over the 
years has made WALP possible and is the driving force behind the value our 
organization creates for everyone involved. The greater our membership, the 
greater the opportunity to find community, learn from one another, and increase 
professionalism in our industry. I challenge you to increase the benefit you receive 
from your WALP membership by participating in a committee, attending a 
chapter meeting or one of the events above, and by supporting our events through 
sponsorship and in-person engagement this year!   

Summer is upon us!
Will Bailey  
Avid Landscape Management LLC 
2022 WALP State President 
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2022 Committee Chairs

Awards Committee

Open  

Certification Committee

John Murphy  
JM Landscaping and Irrigation  

Conference Committee

Will Anstey  
Devonshire Landscapes, Inc.

Education Committee

Open 

Events Committee

Open 

Golf Tournament Committee

Dale Gellner  
Mutual Materials 

Legislative Committee

Open 

Marketing/Communications  
Committee

Zack Zobrist 
Puget Sound Plants 

Membership Committee

Tim Buiten 
Tim’s Complete  

Landscape Management

Summertime, Summertime, Sum,  
Sum Summertime!!!!

We have had an interesting Spring within our WALP administration. Ella 
Vogelpohl and I took over the responsibilities from our former association 
management company and have been working to figure out a lot of issues. 
Namely, our Accounts Receivables and creating a new Chart of Accounts. This 
process has been very time consuming as we are setting up a new Quickbooks 
file to suite our needs and chasing down outstanding accounting issues. All 
of this is very important as we gear up for the WALP Golf Tournament, 
Advertising invoicing for the NWLP and most importantly, our upcoming 
WALP Membership Renewals that will be on August 1st.

Last month we had our WALP State Board meeting hosted by Puget Sound 
Plants in Snohomish. One of the topics of discussion was revitalizing out 
Chapters monthly meetings. These past two years has been challenging to meet 
face to face and network directly with our friends and colleagues. Our Chapter 
Presidents need more folks to be involved in helping coordinate and schedule 
meeting in your areas. One of the values in WALP is being able to get together 
and talk about the issues facing your business. Now more than ever is a great 
time to get involved with your Chapter leadership.

Another topic discussed was the direction of obtaining a database 
program to assist in our membership information. As many of you know, 
out printed WALP Membership Directory was last printed in Summer 2020. 
With the COVID pandemic, staffing was cut at the former association 
management company which led to me taking on the NWLP magazine and 
our publications. We were in the process of doing a separate print directory 
for 2021 but the pandemic really took a bite out of our overall membership 
numbers. These past two years we have steadily rebuilt our membership, so 
with the renewals coming up, we are planning to have an online directory that 
will be current for both members and consumers.

We are also working on our annual educational conference which is being 
planned for October. As the WALP Conference Committee works through 
topic ideas and venue location, please mark your calendar for October 6th-8th, 
2022. More information will be coming out soon.

WALP continues to be a vital and growing association. The value of 
membership is our ability to network and share issues and ideas for our 
businesses and industry. I’m looking forward to seeing everyone at the annual 
WALP Golf Tournament on August 5th at Foster Golf Links. 

Executive Director’s Message

Peter Dervin 
VPC Sales 
2022 WALP Executive Director

Executive Director’s M
essage
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WALP Chapter  
Updates 

Snohomish  
County Chapter 

Zackery Zobrist 
Snohomish County Chapter Director 
Manager PSP Snohomish

The year is in full swing, and the 
green industry is keeping up at a 
breakneck pace! In the last few months 
WALP Snohomish has supported 
Edmonds Community College’s annual 
plant sale and their Earth Day planting 
at Gold Park. WALP Snohomish hosted 
the State Board meeting on June 22nd 
at Puget Sound Plants Snohomish. 
A plant donation to the Evergreen 
Arboretum sponsored by PSP also went 
to support their plant sale on June 
18th. Finally plans are in motion to 
relocate WALP’s certification training 
supplies from Lake Washington 
Tech and members of WALP have 
stepped into the role of mentors by 
filling internship opportunities with 
Edmonds Community College, our 
local horticultural college. The year is 
looking to be a productive one for the 
Snohomish Chapter. 

Chapter Updates
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2022 WALP
Golf Tournament
Sponsors
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Special Feature

Protecting Views and Property Values –  
Managing Shoreline Trees 
by Mary Krauszer and Karin Strelioff, Shore Friendly Program, Pierce, Mason, and Thurston Conservation Districts 

For Puget Sound 
waterfront 
properties, views 
are everything. In 
an analysis of home 
prices in the Seattle 
Metropolitan 
Area in 2018, 

NerdWallet reported that water views 
can increase the value of a property 
by 30-100%. But achieving those 
unobstructed views can come at a cost 
– particularly for high bluff properties 
prone to landslides and erosion – where 
tree removal can lead to land loss. 

When waterfront homeowners 
preserve or enhance shoreline 
vegetation, they experience a wide 
range of benefits including erosion 
protection, slope stabilization 
assistance, and stormwater 
management services. Maintaining 
mature, diverse trees is an effective 
and cheap strategy for homeowners to 
reduce the risk of problems with slope 

stability, drainage, or accelerated bank 
erosion. Homeowners throughout 
the Puget Sound region are looking 
for professionals to help manage their 
landscapes to protect their views and 
their property values. Landscape 
professionals and arborists can help 
homeowners balance the benefits of 
shoreline trees with the value of their 
waterfront views.

Considerations for Landscape 
Professionals 

Value Vegetation
Recognize the value of established 

native vegetation. Treat plants as 
critical “free infrastructure” and leave 
as many trees on the shoreline and 
upland as possible while meeting other 
homeowner goals. Trees and shrubs 
provide a critical service by decreasing 
erosion while slowing, intercepting, and 
using rainwater. Without vegetation, 
slopes are significantly more vulnerable 

to erosion. Maintain all native 
vegetation around slopes, and carefully 
replace invasive weeds with deep-rooted 
native plants that will help to stabilize 
slopes.

Check for permits before removing 
trees near slopes or shorelines

Don’t start the work until you’ve seen 
the permits. Ensure that homeowners 
have researched and secured the proper 
permits for tree work on their shoreline 
properties. Removing or topping trees 
near a slope or within the shoreline 
jurisdiction requires local permits. 
Know your County regulations before 
removing any trees or clearing a large 
area of other plants within 200 feet of 
the shoreline.

Create a pruning plan for repeat 
customers

Establish a vegetation pruning 
schedule with the homeowner. Make a 

Maintaining a diversity of tree species in a shoreline bank or bluff provides stability to the slope. 
(Credit: MCD Staff)

continued on page 10
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monitoring and maintenance plan with 
the homeowner, such as a twice-annual 
inspection. For higher risk properties 
or properties where the homeowner 
is only there seasonally, you can offer 
more frequent inspection services. This 
will allow you and the homeowner 
to detect problems such as newly 
leaning or sickly trees, or threats from 
encroaching invasive plants, so they 
can be addressed promptly. Inspection 
services offer peace of mind and risk 
reduction for the homeowner, as well as 
repeat business for your company.

Pruning for Views 

Stop! Don’t top!
Tree topping is a harmful practice 

that weakens trees and often makes them 
hazardous. Topping removes the central 
leader of the tree or all branches and 
vegetation above a certain height. 
This opens the tree up to severe stress, 
disease, and structural weakness that 
inevitably lead to greater problems 
and additional expense. Avoid this 
practice. If a tree has grown too 
large for the property and correct 
pruning techniques can’t address the 
homeowner’s concerns, it may be better 
to remove and replace it with a more 
appropriate species. Before doing so, 
be sure you understand any regulatory 
limits such as those related to slopes 
and critical areas.

Instead of topping, consider alternative 
methods of pruning. Specific types of 
pruning may be necessary to maintain 
a mature tree in a healthy, safe, and 
attractive condition. A professional 
arborist will be your best source of 
guidance on which strategy to choose: 

n Cleaning is the removal of dead, 
dying, diseased, crowded, weakly 
attached, and low-vigor branches.

n Thinning is the limited removal 
of branches to increase light 
penetration and air movement 
through the crown. Thinning 

opens the foliage of a tree, reduces 
weight on heavy limbs, and helps 
retain the tree’s natural shape. 
Over-thinning will weaken the tree 
by reducing the leaves available for 
photosynthesis.

n Raising (often called “limbing up”) 
removes the lower branches from 
a mature tree in order to provide 
clearance for buildings, vehicles, 
pedestrians, and vistas. This is a 
popular practice for improving 
views through some species of 
conifers, like Douglas fir trees.

n Reduction reduces the size 
of a tree, often for clearance 
for utility lines. Reducing the 
height or spread of a tree is best 
accomplished by a professional 
arborist. Compared to topping, 
reduction helps maintain the form 
and structural integrity of the tree. 
This technique is not appropriate 
for evergreen trees.

When in doubt, bring in a certified 
arborist to evaluate the best pruning 
technique for the health of the tree!

Keep these few simple principles in 
mind before pruning a tree:
n Each cut has the potential to 

change the growth of the tree. 
Always have a purpose in mind 
before making a cut.

n Proper technique is essential. Poor 
pruning can cause damage that 
lasts for the life of the tree. Learn 
where and how to make the cuts 
before you start.

n Trees do not heal the way 
people do. When a tree is 
wounded, it must grow over and 
compartmentalize the wound. As 
a result, the wound is contained 
within the tree forever.

n Small cuts do less damage to 
the tree than large cuts. For that 
reason, proper pruning (training) 
of young trees is most effective. 

Pruning for views through trees creates a 
uniquely Pacific Northwest coastal visual, 
enhanced by the framing vegetation. (Credit: 
MCD Staff)

Lower shrubs, like evergreen huckleberry and 
salal, provide stability between trees. They 
are pruned to maintain views from the house 
windows through the main view corridor. 
(Credit: MCD Staff)

Protecting Views and Property Values  continued from page 9
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Waiting to prune a tree until it 
is mature can create the need for 
large cuts that the tree cannot 
easily close.

How much to prune?
n Young trees tolerate the removal of 

a higher percentage of living tissue 
better than mature trees. A tree will 
recover from several small pruning 
wounds faster than from one large 
wound.

n A common mistake is to remove 
too much inner foliage and small 
branches. It is important to 
maintain an even distribution of 
foliage along large limbs and in 
the lower portion of the crown. 
The leaves of each branch must 
manufacture enough food to keep 
that branch alive and growing.

n In addition, each branch must 
contribute food to grow and feed 
the trunk and roots. Removal of 
too many leaves can “starve” the 
tree, reduce growth, and make 
the tree unhealthy. A good rule of 
thumb is to maintain at least half 
the foliage on branches arising in 
the lower two-thirds of the tree.

n Mature trees should require little 
pruning. A widely accepted rule of 
thumb is to remove less than 1/4 
of a tree’s leaf-bearing crown, but 
even this can have negative effects. 
Removing even a single, large-
diameter limb can create a wound 
that the tree may not be able to 
close. The older and larger a tree 
becomes, the less energy it has in 
reserve to close wounds and defend 
against decay or insect attack. Try 
to limit pruning for large mature 
trees to the removal of dead or 
hazardous limbs.

Proactive Vegetation 
Management Protects Waterfront 
Properties

Install plants that tolerate pruning
For new plantings, select species that 

can be shaped around views. If starting 

from scratch, reduce future view issues 
by planting strategically. Identify the 
best view corridor(s) and plant trees at 
the outside edges, with low-growing 
shrubs between them to easily preserve 
views. Many native evergreen trees and 
shrubs provide substantial stability 
benefits, through root strength and 
runoff management, and can be pruned 
to shape. Coastal shrub species like 
Evergreen huckleberry, tall Oregon 
grape, and Pacific wax myrtle can be 
incorporated in hedge plantings or 
vegetated buffers. Evergreen trees, like 
shore pine and Douglas firs, can be 
added where pruning will allow views 
under or through the tree canopy. 

Connect homeowners to resources
A vegetated slope and amazing views 

are compatible features of a waterfront 
home. Encourage homeowners to get 
in touch with their local Shore Friendly 
program (shorefriendly.org/resources)  
if they need help making a vegetation 
and view management plan for their 
Puget Sound shoreline property. 

Sources
n Managing Vegetation on Coastal 

Slopes, Ecology publication # 93-31 
(print version titled: “Vegetation 
Management: A Guide for Puget 
Sound Bluff Property Owners”), 
https://fortress.wa.gov/ecy/
publications/documents/9331.pdf.

n Trees and Views: Tree Management 
and Pruning, Mason Conservation 
District TAM 18, https://www.
masoncd.org/marine-shoreline-
plants.html. 

n International Society of 
Arboriculture, Consumer 
brochures available at: https://www.
treesaregood.org/ 

n Illustrated Guide to Pruning. 
Gilman, E. F. 2002. , 2nd edition. 
Delmar Publishers, Albany NY.

- Conifers
- Ferns
- Japanese Maples
- Vines
- Fruit Trees
- Grasses
- Groundcovers
- Shade & Flowering Trees
- Roses
- Perennials
- Specimens & Topiaries
- Broadleaf & Deciduous Shrubs

Weekly Delivery
503-982-6300

www.loennursery.com
Woodburn, Oregon
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Business M
anagem

ent

Well, of course, it is essential to keep 
an eye on your health. Your Doctor 
has a Chart for you, he keeps your 
important measurements including 
your height, weight, heart rate, BMI, 
Cholesterol, Blood Pressure, Oxygen 
Saturation, Electrolytes, etc. etc. etc. ad 
infinitem and he or she tracks trends 
over periods of time. You understand 
the importance of doing this and 
recognize that when the numbers or 
trends are looking bad some action 
should be taken.

OK so how is your business health?  
What measurements should you be 
taking and tracking here? Do you 
know your Gross Profit Percent, your 
Contribution Margin, your Net Profit 
Percent, your Return on Assets (ROA), 
your Return on Investment (ROI) and 
your Debt to Equity Ratio, your “Asset 
Newness ratio”, your “Current Ratio” 
and your “Acid Test Ratio”?   These 
are but a few of the measurements you 
should be taking and tracking just like 
the Health Measures listed above are 
but a few of the measurements your 
Doc may be making.

Before my health checkups every 
year my Doc has a blood test done and 
they analyze some 20 different items 
affecting my health. Then he gives me 
a chart which shows not only where I 
came in but also shows the standard 
acceptable medical ranges for each 
factor. If I’m out of range, I know we 

Monitor Your Health

are going to have a discussion at my 
forthcoming annual physical.

I’ve had one client that tracks 26 
measurements on their business, 
monthly if not quarterly. Whether 
they’re doing good or bad you can bet 
they sure know where they are!!!!!!

“C’mon Rod, no one’s looking over 
my shoulder on all these measures for 
my business so I don’t worry about 
them”. OH????? You’ve got a lot of 
people looking over your shoulder 
whether you know it or not!!!!!  How 
about your spouse, your business 
partner, the IRS, your CPA, your 
banker, your bonding agent, your 
employees if you are an “Open Book” 
company, your other lenders, your 
trade creditors, your investors and, 
believe it or not, sometimes your 
customers and clients. Public works 
contracts will frequently ask for your 
financials to make sure you can stay 
in business long enough to finish your 
contract. If your ratios are all out of 
whack it’s not going to matter if you 
are low bidder or not.

What should I track?
This article cannot be a full course 

in financial management and should 
be treated as a subject overview. There 
are certain critical ratios that you and 
your overlookers would look to first as 
indicators of basic health. These are:

 Gross Profit Margin = (Revenue - 
Direct Production Costs) / Gross 
Revenues

 Contribution Margin =  
(Gross Profit - Indirect Costs) / 
Gross Revenues

 Net Profit Margin = (Total 
Revenue – Total Costs) /  
Gross Revenues

 Return on Assets = Net Profits / 
Total Net Assets

 Return on Equity = Net Profits / 
Owner’s Equity

 Current Ratio = Current Assets / 
Current Liabilities

 Debt to Equity = Total Liabilities / 
Owner’s Equity

 Receivable Days = Accounts 
Receivable / (Credit Sales/365)

 Asset Newness = Net Fixed Assets / 
Gross Fixed Assets

Before we get to the ratios we should 
discuss some of the underlying data 
and information. 

Labor Accounting 
The first issue relates to the Chart 

of Accounts and accounting for labor. 
Too many of the initial statements I 
am given consider only one category 
for Labor which follows the way labor 
is treated in your annual Tax Return 
by CPA’s. For management accounting 
and for determining financial ratios 
labor should be tracked and accounted 
for in at least three or four categories:

n Direct Labor = Labor included in 
your job estimates and tracked as 
billable to Individual jobs. This 
is the only labor that should be 
included in determining your 
Gross Margins and Gross Profit.

n Indirect Labor = Labor time 
attributed to supervision, 
equipment  maintenance, vacation 
and other paid hours for training, 
travel and other non-billable 
operations labor which can 
be tracked by department but 
not to individual jobs. Indirect 
Labor should be tracked to each 
operational department. I have a 
list of Indirect Labor categories, 
please contact me if you would  
like it.

n Ownership and Administrative 
Labor = This may include 
Marketing and Sales Labor, 
front office and accounting labor 

by Rod Bailey, Alder Springs Enterprises, LLC

continued on page 14
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Business Management  continued from page 13

and general management time 
including owner salaries. May be 
broken down into any of several 
categories.

Gross Profit Accounting 
Gross Profit for Management 

Accounting should be Billable 
Revenues less the Direct Costs of 
production. The previous section dealt 
with Direct Labor which is the only 
labor to be included in Gross Profit 
determination. Beyond that should be 
other direct costs bid in and trackable 
directly to individual jobs such as 
Direct Materials, Rental Equipment 
for jobs, Subcontracts included in jobs 
and any other job-related costs that are 
included in the original bids for jobs. 
Travel time and Load/Unload may or 
may not be included here as may be 
dumpage costs but would be included 
only if they are included in original job 

estimates and bids and are trackable to 
individual jobs. If not, this cost belongs 
in Indirect Expense.

Depreciation Accounting 
Depreciation expense in your 

financials is intended to represent the 
cost of capitalized equipment written 
off over its useful life. It helps in 
your costing to identify the expense 
levels which should be included in 
your pricing decisions and other 
management decisions. In recent 
years the IRS has allowed significant 
expensing of Depreciation up to 
$500,000 of equipment costs each year 
for tax purposes. Most financials I see 
permit this Section 179 and Bonus 
expensing each year. If this is your 
system not only are you over costing 
your experience in the years you buy 
major equipment (causing yo yo 
profitability as you grow and acquire 

new equipment) but also affects your 
Equity accounting and the current 
value of your assets.

Most comparative ratios to which 
you should compare yourself use 
other formulas for determination of 
Depreciation expense namely Straight 
Line or Declining Balance methods. 
These are the systems you should use 
for your management reporting and 
ratio determinations. Straight Line 
depreciation is determined as the cost 
of equipment, less its salvage value, 
divided by the number of years of 
expected useful life. Declining balance 
depreciation uses an acceleration of 
straight Line rates, usually  by 150 
to 200% of straight line rates each 
year. There are a number of formulas 
available for doing this.

continued on page 16

Visit us at truckdecks.pro

Introducing  
DumpDeck™

The DumpDeck™ quickly transforms any full 
size pick-up truck into a versatile multi-purpose 
3-in-1 utility vehicle. The DumpDeck is a cargo 
loading or dumping system (dumpster type) that 
loads up to 2,500lbs and it makes a great light 
duty dump bed.
The DumpDeck dump bed is great for 
landscapers. The 2,500lb PowerDeck™ 
system can be used for your typical summer 
landscaping needs and in the winter to move 
snow removal equipment and salt spreaders. 
The ability to use one AmeriDeck™ lift arm with 
multiple beds or boxes reduces the need for 
additional vehicles.
Request more information and a price quote 
today from Skip at skip@truckdeck.pro or  
call at (503) 749-1601.
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Business Management  continued from page 14

What Does “Current” Mean?
Yeah, I know, it’s a hydraulic as well 

as an electrical term isn’t it?  However, 
it is also a financial term and when 
used in “Current Assets” and “Current 
Liabilities” on your Balance Sheet it 
means those items which are expected 
to be converted into CASH within the 
next twelve months. I’ve seen items in 
Current Assets that have been listed 
there for several years such as “Loan 
to Officer”. Look, if you are not going 
to pay yourself back in the next twelve 
months it’s a Long Term Loan!  The 
IRS if they audit your taxes might even 
treat this as a Capital Contribution as 
might your Banker. Likewise I have 
seen people show their bank Line of 
Credit balance down under Long Term 
Loans. I’ve got news for you, the bank 
wants to see that loan paid off at least 
once a year so it is a “Current” liability.

Some of these “non-current” 
entries can improve (or worsen) your 
“Current Ratio” which is the first ratio 
your banker has probably calculated 
before you are even out the door after 
you bring in your latest financial 
statements. This, one of the most 
important ratios from your Balance 
Sheet is, as I showed above, the product 
of Current Assets / Current Liabilities. 
You want to make sure this ratio is 
at least 1.0 if not a lot higher (1.50 
is a lot better and industry Median is 
in the 1.35 range) and is regarded by 
those looking over your shoulder as a 
measure of your ability to pay your bills 
on time (including your payroll and 
payroll taxes).

Where Do We Go From Here?
Now that you have your basic Chart 

of Accounts squared away it is OK to 
start computing your important ratios. 
Some will compute on a quarterly 
basis and some will be computed 
only annually. I’ll wait here while you 
go get your statements for year end 
2021, 2020 and 2019 and compute 
the ratios I outlined above. While it 
will subsequently be important to 

compare your results to landscape 
industry averages and medians the most 
important thing to compare yourself 
to is yourself year over year and to 
track trends and changes in your own 
numbers. 

You should begin to set targets for 
your numbers and ratios and to include  
them in your company Long Range 
Plan (see next issue of this magazine) 
and to begin managing your company 
to hit your long range targets. For 
instance, if debt bothers you and your 
Debt to Equity ratio is 1.9 or so, set 
your objective to get it down to the 
industry median of .80 or lower. Now 
you can measure yourself against not 
only day to day decisions regarding 
debt but certainly the longer range 
ones.

Where Do I Find The Standard 
Ranges For My Industry?

Again, remember, your main 
interest in ratios is to measure yourself 
against yourself and to track trends in 
your ratios. However, there are many 
sources of industry data and ratios for 
comparative purposes. The best source 
would be the periodic Operating Cost 
Survey reports prepared by NALP and 
affiliated partners over the years. These 
reports have data and ratios for all the 
major indicators, usually reported as 
industry medians. I have copies of 
these reports over the years going back 
to 1979. The latest NALP Operating 
Cost Study is titled “2021 Financial 
Benchmark Study” and is available on 
the NALP Website (Members $199, 
non-members $399). I will have a copy 
of it if there are questions that arise. 
These reports are the best source of 
industry relevant data and are broken 
down into sub categories by size and 
type of company.

Another source that could be 
relevant would be to ask your banker 
to share their Risk Management 
Association (RMA) data with you. 
RMA financial data and ratios are 
reported to the banking industry by 

SIC classification and is the data to 
which your banker will compare your 
ratios. Make sure he or she uses data for 
the NAICS Code 561730 – Landscape 
Services. Try Googling “Ratios & 
Benchmarks”, You’ll be amazed at 
what’s out there.

Finally, many consultants giving 
presentations at NALP events have 
developed financial ratio surveys from 
their client populations and are willing 
to share them in their presentations. 
This, of course, is the best place to find 
surveys, where they are being discussed 
in an educational environment.

Okay, now you’ve got your ratios 
computed and have them handy as 
guidelines for the management and 
development of your business. If you 
need help on interpretation give me a 
call. And don’t forget, your BMI should 
be under 25. What’s yours? 
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Membership Application

 Please Initial  Annual Gross Sales In Washington State Dues 
 Your Category Category Please pay at highest applicable rate Payment 
 Selection 

  Contractor C-1 Up to $250,000 $350

  Contractor C-2 $250,001 to $500,000 $550

  Contractor C-3 Over $500,001 $825

  Supplier S-1 Supplier $370

  Supplier S-2 Supplier with Branches $500

  Affiliate A-1 Municipalities, Parks, Govt. Agencies,  
   Landscape Architects, Designers, Consultants, Educators $300

  Affiliate A-2 Professional Individual Non-Affiliated  
   (State Board Approval Only)  
   Non-Owner Landscape or  
   Related Industry Certified Professionals. $125

  Affiliate A-3 Student – w/ proof of current enrollment $50

                                                                                                                 AMOUNT TOTAL 

First Name Last Name

Company 

Company Address 

City State Zip 

E-Mail Phone

WA State Contractors License Number

Business Specialties

Counties Served

Referred By (if applicable)
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When you join WALP, you automatically become a member of the Local Chapter in your area. Check one of the 
below listed WALP Local Chapters.

  King County: Representing members throughout greater Seattle/Bellevue

  Snohomish County: Representing members throughout Snohomish County

  South Sound: Representing members throughout the greater South Sound area    
 encompassing Tacoma, Puyallup, Olympia, and surrounding communities

  Southwest: Representing members in Vancouver and the Southwest Washington region

  None

Membership Dues Investment Summary

WALP Annual Membership Dues Investment 
12 Month Dues Investment  $ __________ 
(Check & credit card payment accepted)

WALP Education Foundation Donation 
(Tax Deductible)  $ __________

 TOTAL PAYMENT AMOUNT $ __________ 

Method of Payment & Payment Options

Card Number Expiration Date

Card Number CVV Code 

Signature 

For the ease and security of your payment we encourage you to renew online. You can do so by visiting us online at 
www.walp.org.

Washington Association of Landscape Professionals

P.O. Box 3535  |  Seattle, WA 98124  |  800-833-2186  | www.walp.org

THANK YOU!
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Horizon Distributors has announced 
another new store, this time in Eastern 
Washington. Opening late summer, the 
new Spokane Valley location will be a 
show place for the market. The store sits 
directly on I-90 between the Broadway 
and Barker exits.

With over 20,000 square feet of 
space, Horizon Spokane Valley will 
include an expansive mix of products 
for both construction and maintenance 
with significant stock of pipe, lighting, 
fertilizer, power equipment and more. 
This is Horizon’s second location  
in Spokane, supplementing the  

40-year industry institution on East 
Francis Drive. 

“Our customers and employees alike 
are ready for this second store in the 
growing market of the Spokane Valley”, 
says Horizon Region Manager Eric 
Rippe. “Green industry professionals 
working on the east side now have a 
well-stocked, reliable supply partner to 
count on.”  

The warehouse area will have a 
traditional Horizon layout, while the 
decorative front building will hold 
contractor-focused resources. This 
includes a Contractor Outdoor Living 

n  More Growth in WA for Horizon 
Second Spokane store helps meet demand in expanding market.

Showroom where customers can bring 
clients to tour functioning displays 
with landscape lighting, grills, pavers, 
synthetic turf and more. In addition 
there will be a Horizon Contractor 
Resource Center with dedicated office 
space for contactors to prepare bids, 
review planned projects and access an 
extensive vendor literature library. 

Horizon’s Spokane Valley is located 
at 19425 E Broadway Ave and will  
be open late summer. In related  
news, Horizon’s Annual Claim-A-Steak 
is returning in August. Look for  
more details. 

INDUSTRY  
NEWS
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Wetlands and Woodlands 
Wholesale Nursery
Specializing in wholesale plant sales for 

over 30 years. Five acres of current stock 

offering shade trees, evergreens, shrubs, 

ground cover and native plants. Catering to 

landscapers, architects, landscape designers 

and contractors. Give us a call for pricing on 

your next complete plant package.

2 3 4 2 3  5 7 T H  AV E  S E

W O O D I N V I L L E ,  WA  9 8 0 7 2

4 2 5 - 3 3 8 - 9 2 1 8

W E T L A N D S W O O D L A N D S . C O M
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n  Toro Launches New Robotic Mower, Delivering on Technological Innovation 
Industry-leading features advance company’s commitment to tech-forward property care

users to customize their mowing 
schedule — whether it’s around work, 
sleep, or travel. The app can also 
recommend an ideal mowing schedule 
based on weather forecasts and 
patterns. In addition, the mower has 
third-party safety certification, theft-
proof features, slope-friendly cutting 
abilities, and quiet functionality.

To give homeowners a lawn care 
system that works as effectively as 
possible, the robotic mower offers 
unmatched efficiency through its 
patented Smart ZonesTM mowing 
system that can be controlled 
through custom settings in the app. 
Through this system, the mower 
will automatically keep the lawn at a 
consistent, owner-selected height by 
cutting the smallest amount of grass 
each day for optimal lawn health.

This robotic mower category is 
becoming more popular in the United 
States. With robotic mowers primarily 
used for mid-size, residential lawns, 
the category is expected to grow 
significantly in the next 10 years as the 
technology develops to deliver accuracy 
and efficiency at an affordable price.

This new mower will join Toro’s 
many other powerful and energy-
efficient yard care tools, including 
its 60V Flex-Force Power System®, 
a full lineup of cordless products 
with one interchangeable battery, as 
well as its new Revolution Series of 
battery-powered commercial lawn 
care equipment. Toro’s autonomous 
technology is expanding to other 
outdoor environments, such as golf 
courses, where field testing of the 
GeoLink Solutions Autonomous 
Fairway Mower is underway.

The new autonomous mower, 
available in red or charcoal gray, will be 

BLOOMINGTON, Minn. (May 
24, 2022)  — Toro is bringing new 
innovation to the residential yard care 
category with the launch of a robotic 
mower that offers cutting-edge, easy 
to deploy technology and never-
before-seen features. With more than 
a century of delivering innovative 
solutions for the outdoor environment, 
Toro’s new robotic, battery-powered 
mower represents the latest in smart, 
connected technology for homeowners 
and their yards.

“Our commitment to alternative 
power, smart connected, and 
autonomous technologies will enable 
people to create an amazing space for 
their families and do more of what 
they love for generations to come,” said 
Greg Janey, Vice President, Residential 
& Landscape Contractor Business 
and Center for Technology, Research 
and Innovation (CTRI) at The Toro 
Company. 

The new robotic mower, available 
to consumers in spring 2023, is a 
culmination of years of research and 
development and features industry-
leading capabilities. With the 
industry’s first vision-based localization 
system and wire-free navigation, the 
setup is easy and tailored to each 
yard without a pricey and failure-
prone underground boundary wire 
installation. This proprietary vision 
system uses multiple cameras to map 
and localize in the yard, enabling the 
mower to navigate tight spaces and 
move around structures such as trees 
and landscaping. It is also capable of 
crossing surfaces, such as driveways  
and sidewalks, to maintain all areas of 
the property. 

Another exciting feature is the 
dedicated smartphone app that allows 

available for purchase in spring 2023 
with pre-orders beginning fall of 2022. 
Learn more at www.smartyard.toro.com. 

About Toro 
With roots dating back to 1914, 

Toro is a leading worldwide provider 
of innovative solutions for the 
outdoor environment including turf 
and landscape maintenance, snow 
management, rental and construction 
equipment, and irrigation solutions. 
Through a strong network of distributors, 
dealers, retailers and rental stores in more 
than 125 countries, Toro helps customers 
care for golf courses, sports fields, public 
green spaces, commercial and residential 
properties, construction sites and 
agricultural operations. More at:  
www.toro.com 

NEW PRODUCTS
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• Over 100,000 square feet of Turf in stock 
plus accessories    

• 12 foot wide turf custom manufactured  
and designed by Dream Turf

• 15 foot wide turf available upon request

• Highest quality synthetic turf

• Convenient deliveries

13621 212th St SE Snohomish, WA 98296
Monday through Friday, 7:30 am - 3:30 pm

www.dreamturf.com
(866) 901-TURF (8873) or (360) 668-7888

Dream Turf features a wide-ranging line of artificial grass  
products that are perfectly tailored for a variety of uses.

Dream Turf,  
your one  
stop wholesale 
resource for  
high quality 
synthetic turf.

Dream Turf,  
your one  
stop wholesale 
resource for  
high quality 
synthetic turf.


