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Network News  

A monthly newsletter informing  

and educating the LandOpt Network  

Accountability plays a strong influence in the 

success of each company in the LandOpt network. 

! ǎƻǳǊŎŜ ǘƘŀǘ ŘƻŜǎƴΩǘ ǊŜŎŜƛǾŜ ƳǳŎƘ ŀǘǘŜƴǘƛƻƴΣ ōǳǘ 

certainly impacts the growth of the business is 

Accounts Receivables (AR). 

According to a recent poll conducted by 

American Express, uncollected accounts receivables 

contributed to the 

top cash flow 

concern of small 

business owners. 

They struggle with 

AR, because the 

p r o c e s s  o f 

collecting money is 

considered invasive and therefore, uncomfortable.  

LǘΩǎ ƘŀǊŘΦ  Lǘ Ǌŀƴƪǎ ƛƴ ǇƻǇǳƭŀǊƛǘȅ ǿƛǘƘ ŎƻƭŘ ŎŀƭƭƛƴƎΤ 

however, the difference is you have a relationship 

with the other party. Your words and actions will 

be remembered later.  Therefore, those actions 

must be widely accepted under all situations. 

¢ƘŜ ŦƻƭƭƻǿƛƴƎ ŀǊŜ ǘƛǇǎ ǘƻ ŎƻƭƭŜŎǘƛƴƎ !wΩǎΥ 

Be niceΦ ¢Ƙƛǎ ƛǎ ƴƻǘ ǇŜǊǎƻƴŀƭΣ ƛǘΩǎ ōǳǎƛƴŜǎǎΦ .Ŝ 

positive, courteous and consistent. Refer to the 

Collections folder in the Toolbox, where documents 

outline the proper steps. Avoid letting emotion lay 

out the conversation.  Start with gentle reminders 

of concern then increase assertiveness. 

Qualify the right people. If a prospect is 

demanding or unreasonable about payment 

guidelines during the Proposal or Agreement 

phase, the sales representative must assess the loss 

of time and resources for the future when 

determining if the prospect is qualified. 

Use multiple channels. Send emails, faxes or 

regular mail as preludes to future communication, 

updates, and follow ups. It is crucial that most 

communication occur directly over phone or in 

person. 

Utilize the right people. The company must 

have a dedicated individual, other than a sales 

representative, assigned to ARs, who commands 

professional attention, persistence, and avoids 

being perceived as weak willed.  Identify the person 

in charge of financial control with your prospects 

and vendors up front as well. 

Cut your losses. Know when to stop attempts 

at collections, when the time and resources are 

exceeding the amount owed. All business owners 

face this in their careers.  

As business owners, it is your responsibility to 

hold up the integrity of your organization by 

keeping the company out of bad debt and 

maintaining professional accountability to the ones 

who owe you money. 

Continuing Education 
Training and Webcasts for our Network 

 

Produced by: 

Training: 

¶ Dec. 7 through Dec. 9τAdvanced Recruiting Training 

¶ Jan. 18 through Jan. 21τTransformation Training Q1 

¶ Jan. 31 through Feb. 1τPrinciples Meeting 

Webcasts: (Subject to change) 

¶ Nov. 19τFinancial Planning Progress 

¶ Dec. 3τFinalizing Your 2010 Plans 

¶ Dec. 17τPresenting Your 2010 Plans to Your Team 

http://landopt.sharepointspace.com/licensee/ToolBox/Product/Forms/AllItems.aspx?RootFolder=%2flicensee%2fToolBox%2fProduct%2fCollections&FolderCTID=&View=%7b336635CE-9DE3-49BD-A239-E900CA73E655%7d


Be Prepared 
A Message from Tim Smith, President/CEO 
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Network Success! 

LandOpt Congratulates the 
network on recent recruiting 
achievements and welcomes 
the newest team members: 

¶LandOpt welcomes 
Mountain View of Chicopee, 
MA as the newest licensee 
and member of the LandOpt 
nationwide network. 

¶Welcome to Mary Chapman, 
new Sales Representative for 
Jensen Landscape Services. 

¶Congratulations to Art Miller 
of Carolina Creations, for 
placing fourth in the Oyster 
Festival 10K Race! 

¶Congratulations to Bill 
Allegra for Twin Oaks and 
Chuck Harkins from Miller 
Landscape for booking their 
first sales! 

¶The Financial Peace 
Workplace program is 
progressing and 
strengthening participants 
from Silvis Group, Twin Oaks, 
and Burkholder Brothers.  
Congratulations to Miller 
Landscape participants 
beginning in late November! 

Reminders 

Financial Plan Review dates 
are as follows: 

¶Nov. 13τSubmit COB 

¶Nov. 20τCOB Returned 

¶Nov. 30τSubmit COB 

¶Dec. 4τCOB Returned 

¶Dec. 11τSubmit COB 

¶Dec. 18τCOB Returned 

¶Dec. 23τFinal due for sign-
off by your Success Coach. 

¶Sales Reps are to conduct 
five Intro Meetings per-
week. 

¶CARE Calls are to be made on 
a regular basis for recurring 
and project work. 

¶Monthly Reporting is due on 
the 20th of each month. 

¶LandOpt encourages the 
network to communicate 
with one another, building 
business relationships. 
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/ƻƭŘ ŎŀƭƭƛƴƎ ƛǎƴΩǘ ŎƻƴǎƛŘŜǊŜŘ ǘƘŜ ŦŀǎǘŜǎǘ ǿŀȅ ǘƻ 

increase your income, but applied consistently 

between appointments, these techniques can help 

you forge ahead.  The following tips will help 

support your cold calling efforts. 

Make eye contactΦ L ƪƴƻǿ ƛǘΩǎ ŀ ŦǳƴŘŀƳŜƴǘŀƭ 

principle of sales, but this is often overlooked, 

ŜǎǇŜŎƛŀƭƭȅ ŀŦǘŜǊ ŀ ƎǊǳŘƎƛƴƎ Řŀȅ ƻŦ ǊŜƧŜŎǘƛƻƴΦ 5ƻƴΩǘ 

forget to wear your smile and look everyone 

straight in the eye. 

Get The name Of the decision maker. You 

need a strong contact for your follow up. Again, 

this is basic. Everything in sales is basic. The 

complexities come from remembering all the basics 

consistently. 

Determine if the business has a need for your 

services. Although your sales manager may say 

otherwise, the truth is, not every business has a 

ƴŜŜŘ ŦƻǊ ǿƘŀǘ ȅƻǳ ǎŜƭƭΦ LŦ ǘƘŜȅ ŘƻƴΩǘ ƘŀǾŜ ŀ ƴŜŜŘ 

όōŜ ƻōƧŜŎǘƛǾŜ ƘŜǊŜύΣ ŘƻƴΩǘ ǿŀǎǘŜ ȅƻǳǊ ǘƛƳŜΦ aƻǾŜ 

on to those who actually do have a need. 

Ask for an appointment. Be results oriented. 

Make sure to schedule a meeting. When you meet 

resistance, attempt to communicate to the 

prospect that you have something of real value for 

them and that your goals are 

consistent with their goals. 

Be assertive. After a day of 

ōŜƛƴƎ ǊŜƧŜŎǘŜŘΣ ƛǘΩǎ Ŝŀǎȅ ǘƻ ǎǘƻǇ 

pushing for your desired result. 

You must stay committed to 

cold calling during a campaign. 

Be as aggressive as you need to 

be. 

Move quicklyΦ ¢ƘŜǊŜΩǎ ƴƻǘƘƛƴƎ ǿƻǊǎŜ ǘƘŀƴ ŀ 

10 minute discussion with a receptionist. 

Remember your objectives and move on. You want 

to be memorable, but not intrusive. 

LǘΩǎ ŀ ƴǳƳōŜǊǎ ƎŀƳŜ. As just mentioned, move 

on and make as many cold calls as you can. The 

ǇƘǊŀǎŜ άǉǳŀƭƛǘȅ ōŜŀǘǎ ǉǳŀƴǘƛǘȅΣέ ŘƻŜǎ ƴƻǘ Ŧƛǘ ƛƴ ŎƻƭŘ 

ŎŀƭƭƛƴƎΦ LǘΩǎ ŜŀǎƛŜǊ ǘƻ Ǝƻ Ŧŀǎǘ ŀƴŘ ŦƛƴŘ ǘƘŜ άƭŀȅ Řƻǿƴέ 

than it is to grind yourself against an unwilling 

partner. Get out, get moving, and sell quickly. 

Cold calling is one of the most dreaded tasks 

ƻŦ ŀ ǎŀƭŜǎ ǊŜǇΩǎ ŜȄƛǎǘŜƴŎŜΦ LǘΩǎ ƴƻǘ ǘƘŜ ŦŀǎǘŜǎǘ ǿŀȅ ǘƻ 

win business. However, with proper training and 

practice and it can be a successful tool in gaining 

new business. 

The Wonderful World of Cold Calling 
Professional Sales Leadership 
By Roddy Delaney 

 

Do you continue to wing it or shoot from the hip or are preparation and 

strategic thought part of your routine? 

If you are letting your team down through poor performance or constantly 

playing catch-up in order to stay on top of the challenges of the day, one of two 

things may be distinct possibilities. Either you may be in the wrong role for your 

strengths or you may not be spending enough time and energy preparing to meet 

the challenges of the day. 

In order to improve consider these ideas: 

Build your process thinking. You must think ahead in order to meet future 

challenges. Prepare now for what you will need later.  Organize by creating a list that will provide the 

foundation to mentally walk through those tasks. Next, break the tasks into steps and identify the needs 

for each. 

Conduct more research. Identify research tools surrounding the task you are preparing for.  Learn 

from the experience of others around you. Identify ways to expand and improve upon the results of your 

predecessor. Improve the efficiency, while you progress the work. 

Learn from your mistakes. Your greatest preparation tool is most often the knowledge learned from 

your own mistakes and experience. Document the challenges of an activity then study them. Identify what 

you would do differently the next time an opportunity presents itself. 

Proper preparation can be a learned discipline. It is also one that must 

be practiced to ensure you can win. 
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Monitoring your revenue per 

man/hr is a key indicator of 

your performance against 

plan and the financial health 

of your organization.   

¢Ƙƛǎ ƳŜǘǊƛŎ ƛǎ ǘƘŜ άǎŎƻǊŜέ ŦƻǊ 

your operations team. It is 

how they know whether 

they are winning or 

losing. This can be done in down and dirty terms 

with your schedule board and also in more detailed 

terms, by progressing the operational hours 

portion of your LandOpt financial plan. 

The operational hours reports provide you 

with Rev/MnHr data on both a department and a 

corporate level. This metric is like a pulse rate in 

your body. If it is off mark it will indicate a problem. 

Most likely, it will indicate inefficiencies in your 

operations team.  These could be due to over or 

understaffing, weather, misestimating or other 

factors. 

wŜǾκaƴIǊ ŘƻŜǎƴΩǘ ƛƴŘŜƴǘƛŦȅ ǘƘŜ ƴŜƎŀǘƛǾŜ ƻǊ 

positive, it simply tells us if there is a need to 

look.  Progressing the operational hours portion of 

your financial plan will be a focus for 2010.  I am 

going to expect everyone to do it and understand 

how you can use this information to manage your 

business. 

Kudos to Miller Landscape, Burkholder Bros., 

Twin Oaks and Cut Above for diligently progressing 

this portion of their plan already. 

V o l u m e  1 ,  I s s u e  8  N e t w o r k  N e w s  

²Ƙŀǘ [ŀƴŘhǇǘ ƛǎ ǘƻ aŜΧ 

ά[ŀƴŘhǇǘ Ƙŀǎ ƘŜƭǇŜŘ ƻǳǊ 

company institute a business 

plan and financial plan that is 

replacing organized chaos 

with structure and 

accountability.  The 

ǘǊŀƴǎŦƻǊƳŀǘƛƻƴ ǿŜΩǊŜ ƎƻƛƴƎ 

through is not an easy 

ǇǊƻŎŜǎǎΣ ōǳǘ ƛǘΩǎ ǿŜƭƭ ǿƻǊǘƘ 

the effort.  LandOpt is 

definitely helping us achieve 

our long-ǘŜǊƳ ǎǳŎŎŜǎǎΦέ 

Barry Burkholderτ

Owner, Burkholder 

Brothers, Inc.  

Did you know? 

¶Lawrence Halprin, the San 
Francisco Bay area landscape 
architect who put his design 
stamp on such diverse public 
spaces as San Francisco's 
Ghirardelli Square in the 
1960s, to transforming the 
base of Yosemite Falls in 
2005, passed away Sunday, 
Oct. 25, 2009. He was 93.  

¶PLANET and its International 
Certification Council (ICC) 
announced, beginning in 
January 2010 all PLANET-
certified individuals will be 
called Landscape Industry 
Certified. According to Joel 
Hafner, Landscape Industry 
Certified Manager and 
Technician. ''The ICC has 
worked tirelessly to align the 
PLANET certification program 
with national standards and 
follow a robust strategic 
ǇƭŀƴƴƛƴƎ ƛƴƛǘƛŀǘƛǾŜΦέ 

¶The US Congress is 
considering legislation to 
provide federal assistance 
grants to rehabilitate and 
develop urban parks and 
community recreational 
infrastructure. The grant 
recipients must provide 30 
percent local matching 
funding and submit a five-
year action plan. The House 
Committee on Financial 
Services is reviewing the 
legislation. 

Up to this point in the process, we have 

spoken to several individuals, both candidates and 

sources, and now have one or two solid candidates 

for the open role. If you think we are done talking 

to additional people, think again. The next step is 

to contact the references of the candidate(s) and 

conduct the criminal background check.   

References can come from several sources.  

One way is directly from the 

candidate(s).  These references 

should be business related and 

ǊŜǇǊŜǎŜƴǘ ŘƛŦŦŜǊŜƴǘ ǊƻƭŜǎΦ  LǘΩǎ 

always important to get the 

point of view from at least one 

past supervisor.   

Additional references 

should include: coworkers in a 

similar role, individuals who 

reported to the candidate, and 

past customers.  By contacting 

these different individuals, this 

will ensure a holistic view of the 

candidates skill set and abilities 

from multiple levels.  These type of references are 

called solicited references, ones that were provided 

by the candidate(s). 

Within the application are organizational 

charts the candidate(s) must complete when 

applying for the role. There is a dual purpose for 

the boxes. First, to see where the individual fits into 

the structure of the company.  Second, it allows the 

hiring manager to use the listed individuals as 

references. There is also a section for three 

business references (solicited) to be contacted.  

Once the candidate signs the application the hiring 

manager may contact anyone listed on the 

application. 

Three-to-six references are contacted.  Stay 

away from personal references. The more 

information obtained from an 

unsolicited individual (not given 

by the candidate) will allow you 

to gather vital information, 

without that reference 

coachedΦ .Ŝ ǎǳǊŜ ǘƻ Ǉƭŀȅ ŘŜǾƛƭΩǎ 

advocate when asking 

questions, to find flaws in a 

candidate. 

Steer clear of references from 

current employers if the 

candidate is still employed.  Ask 

ǘƘŜ ŎŀƴŘƛŘŀǘŜΣ ά!ǊŜ ǘƘŜǊŜ ŀƴȅ 

individuals you currently work 

with that we could contact that 

ǿƻƴΩǘ ƧŜƻǇŀǊŘƛȊŜ ȅƻǳǊ ǎƛǘǳŀǘƛƻƴΚέ   

Checking references and criminal histories is a 

key element in the hiring process to formulate an 

educated decision.  On the Licensee Center, check 

out the Reference Check Form. 

Form an initial trust with the person on the 

other end of the phone.  It only takes a few 

minutes but can pay off in the long run.  

Checking Business ReferencesτStep Six 
A Series of 12-Articles on Best HR Practices 
By Mike Gaydos 

Monitoring Revenue per Man/Hour 
Tips from the Success Coach 
By David Gallagher 

 

 

 

The LandOpt Recruiting Process 

1. Recruiting Plan Guidelines 

2. Roles & Responsibilities Development 

3. Sourcing for Superstars 

4. Conducting the Phone Screen 

5. In Person Evaluation Process 

6. Check Business References 

7. Social Gathering 

8. Pre-Close Candidate 

9. Extending the Offer 

10. On Boarding of Employee 

11. Establish Goals/Develop Game Plan 

for Success  

http://landopt.sharepointspace.com/licensee/ToolBox/Product/Recruiting/Reference%20Check%20Form.pdf


Business Transformation 

LandOpt helps to transform your business by focusing on our 

four pillars of success: 

LandOpt empowers a select group of 

highly qualified, regionally-based 

landscape contractors with a powerful 

portfolio of business systems to 

dramatically improve their growth, 

profitability and productivity. 

The LandOpt team facilitates the 

transformation of landscape contractors by providing the best in 

class technology, along with proven business processes and 

systems. 

LandOpt enables network licensees to efficiently utilize these 

systems to increase growth, profitability, and productivity in their 

business. 

Intensive coaching, followed with a continuing education 

curriculum ensures the success of the licensees.  Training sessions 

pass along proven business practices in business management, 

financial planning, marketing & sales, operations and more.  

Coaching establishes a partnership between LandOpt and the 

licensee, which builds a growing successful business relationship. 

The LandOpt network of licensees is a powerful resource in 

developing new relationships with peers in the Green Industry.  The 

expanding network cultivates a growth of business experience and 

knowledge. 

LandOpt continually measures and monitors the results 

gathered from each licensee location to evaluate the effectiveness 

of the LandOpt systems and ensure success. 

Be proud to be a member of the Powered by LandOpt Network. 

650 Smithfield StreetÉSuite 750 ÉPittsburgh, PA  15222 

Phone: 412-567-4345ÉFax: 866-508-2472ÉURL: www.landopt.comÉE-mail: info@landopt.com 

Environmental AwarenessτGoing LandOpt Green 
LandOpt Environmental Leadership 
By Ron Gavalik 

Sustainability is the new buzz word in the 

green industry, which means the ability to meet the 

needs of the present, without compromising the 

needs of the future. 

There is a widely varying array of opinions on 

the best way to promote and use environmentally 

friendly processes, while 

maintaining profitability 

and organizational 

growth. Over the coming 

months LandOpt will 

explore the current state 

of successful eco-

practices. The mission is 

to educate our network 

to lead the nation not just 

in the best business 

systems and processes, but to lead in conserving 

the lawns and landscapes, which provide our 

careers.  

²ƘŜǘƘŜǊ ƛǘΩǎ ǊŜǇƭŀŎƛƴƎ ǎǘŀƴŘŀǊŘ ŦǳŜƭǎ ǿƛǘƘ ōƛƻ-

fuels or substituting synthetic pesticides with 

natural remedies, options do exist.  American 

society is growing a much greener conscience.  

Hybrid cars sell, even in a down economy.  People 

flock to buy products from companies toting green 

credentials.  And of course, healthier diet 

alternatives are preferred among many.  Eco-

friendly options in landscape maintenance are a 

growing trend.  The challenge lies in the best way 

to lead that movement, while continuing the best 

service, keeping costs low, and maintaining a 

competitive edge. 

U n d e r s t a n d i n g 

sustainable options is the 

first step.  The LandOpt 

network can begin with 

small steps, such as 

adopting a system of 

composting leaves, 

clippings and wood 

products. If your 

organization is not 

recycling, that is a good 

first step.  Plastic pots, trays and unused edging 

should not be cast aside, when they may be reused.  

There are many options and we as a network will 

explore them together and take the lead towards a 

greener environment in each licensee region. 

To learn more about sustainability and 

environmentally sound practices, read The Case for 

Sustainable Landscapes, by the American Society of 

Landscape Architects.   

 

Environmental Tips 
Towards Sustainability! 

¶Establish a system of 
compositing. 

¶Ensure all mowing is 
completed at the proper 
height with sharp blades. 

¶Recycle! 

¶Use hand tools when 
possible. Choose electric 
over gas. 

¶Minimize soil compaction 
with lighter equipment. 

¶Minimize soil and plant 
disturbance on construction 
sites. 

¶Develop long-term goals for 
vegetation on each site. 

¶Manage all equipment to 
minimize pollution. 

¶Commit to reducing the 
spread of invasive species 
through plant selection and 
site maintenance. 

¶Review site maintenance 
plans yearly. 

¶Use high gas-mileage 
vehicles or hybrids when 
possible. 

http://www.sustainablesites.org/report/The%20Case%20for%20Sustainable%20Landscapes_2009.pdf
http://www.sustainablesites.org/report/The%20Case%20for%20Sustainable%20Landscapes_2009.pdf

