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W
ith summer upon us, more
and more media focus is
directed toward reducing
water consumption by both

residential and commercial users. Every
major city in North America either has in
place or is putting in place a water sustain-
ability action plan. Cities are going on the
offensive and levying fines against wasters of
water. As an irrigation contractor, you are
right in the middle of the battle. If you are
willing to take a little time out of your busy
season to think about how you can leverage
this great opportunity for the future of your
business, then your margins will go up and
your profits will soar.

During the past several years, as I have
conducted workshops throughout the coun-
try, there has been an ever-increasing theme
presented to the irrigation contractor – you
are being told that it is your responsibility to
take the lead in your community and help to
conserve water. Currently, leading manufac-
turers are continuing to develop “Smart”
irrigation technologies, and your customers
are bombarded by the need to do their part

in conserving this precious commodity. As
this happens, a great opportunity arises for
irrigation contractors who are ready and
willing to step forward and lead the charge
with both existing customers and prospec-
tive customers and installations.

How do you capitalize on the water con-
servation trend? As my consulting firm tells
our contractors, the greatest potential for
new business rests in the hands of your exist-
ing customers. Whether through referrals,
selling service agreements, upgrading exist-
ing systems, or installing new systems, your
current customer base is your best option for
increased sales.These are people who know
you, like you, and will more than likely
spend more money with you if you come up
with a way to give them the opportunity to
do so.

Let’s take a quick look at four simple
ways to realign your business during the
next few months so that you can be posi-
tioned to take advantage of the next wave of
profit that will hit the irrigation industry.

1. Offer service agreements: Of all
the things you can sell as an irrigation con-

tractor, the one item that will create the
most long-term profit for your business is
the service agreement. When I first meet
contractors, not only am I amazed by how
few don’t have a service agreement in place
to sell, but also by how many tend to be
resistant to the idea of offering one to their
customer base. One of the most common
comments I hear from the owners when we
float the idea out for them to consider is “I
wouldn’t spend the money to buy one, so I
know my customers wouldn’t.” From a
numbers standpoint, we find that, if asked,
approximately 40 percent of residential cus-
tomers and nearly 60 percent of commercial
customers will purchase a service agreement
from the company that installed their sys-
tem. The challenge is that most contractors
either don’t have a service agreement to sell
or don’t have a process in place to consis-
tently offer one to their customers.

My consulting firm recently worked with
Ed Vitulli, owner of Waterwise Irrigation in
Cypress,Texas, to create a service agreement
his techs could offer cus-
tomers at the

Four ways to turn “Smart” 
irrigation into Smart money
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