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If you devour it all at once you will choke.
Are they your goals?This is important. The
goal you set must be one of your choosing. You

Continuing Education
Training and Webcasts for our Network

and help you avoid barriers.
So now we are ready for a brand new year!

The following schedules are for the best in class LandOpt training for upcoming times in 2010.

Training: Webcasts{Subject to change)

9 Jan. 28t Succession Planning

I Feb. 4t LandOpt Monthly Reporting
I Feb. 18t LandOpt Benchmarking 2009

I March 4t Quadrant Selling

91 Jan. 31 through Feb. 1t Principles Meeting

91 Feb. 15 through Feb. 171 Acct. Manager Boot Camp
91 March 8 through March 10t Con Ed, CRM Training
91 April 26 through April 291 Transformation Training
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Network Success!

LandOpt Congratulates the
network on recent recruiting
achievements:

TWelcome Tom Hohol, new
Sales Representative with
Mountain View.

TIWelcome to Kristen Free,
new Sales Representative
with Carolina Creations.

Congratulations to the
following for closing sales in

Q1!
TSally Stroker with Good Earth
TChuck Harkins with Miller

IWill Hickman with Carolina
Creations.

Congrats to ProCare,
Mountain View, Good Earth
and Nurney for successfully
completing their first financial
plan.
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Reminders

The following reminders are
for the LandOpt network of
licensees:

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

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

IMonthly Reporting is due on
the 20th of each month.

fLandOpt encourages the
network to communicate
with one another, building
business relationships.

Accountability Leads to Success

A Message from Tim Smith, President/CEO

There is a quote | enjoy when considering roles of an organization and the
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environments. But the skillful sailor adapts and overcomes the challenges of
sailing in any condition. Where do you focus your blame for the challenges with

success?

One of the required readings during your transformation is QBQ! The
Question Behind the Question: Practicing Personal Accountability at Work and in
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Life. The book is a collection of motivational messages aimed at removing blame
from your organization. The author, John Miller advances the belief that modern business lacks personal
accountability. His point is that positive change begins with individuals changing themselves. What are you
doing to change and open yourself to real accountability?

Miller says in the book, "Instead of asking, "When will others walk their talk?' Let's walk our talk first."
Before we can expect greatness from others, we must hold ourselves accountable.
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@ 2 dz K OBDSngkeitiyouNddxt réad. The insights found inside the pages are helpful in

the LandOpt transformation and also help define the more intricate and philosophical reasons behind our

strict accountability rules, which inevitably leads to success.

Roles in Sales Leadership

Professional Sales Leadership
By Roddy Delaney

There are three roles of a sales leader in creating
a climate for change: challenge the status quo,
create and communicate an exciting vision, and
support, encourage, and recognize those pursuing
that vision.

Getting what you need for your customers may
mean initiating change at your company. That will
mean that you will have to make a case for why
your proposal is essential to keeping your
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You may need to demonstrate how your
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present needs, is more costly or slower than your
competition. Your business case must describe
projected revenues under several scenarios. Some
companies prefer the status quo. You will need to
do more to help your idea prevail. You can make a
good case if you offer convincing data and win the
support of one client at a time. Find an influential
person you think would be receptive. Once you win
her over you will find less resistance with the next
person.

Challenge the Status Qudales leaders look for
opportunities to do things differently when they
see a potential benefit for the customer.
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customer. Most companies strive to
deliver a quality product or service.
Not all succeed. While it is not the
al ft SalLSNA2yQa 2
product, sales leaders leave nothing
to chance. While this is not written
into their job, they know that customer goodwill,
referrals, and future sales are going to depend on
everything going well.
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idea has to be communicated to people in a way
they can understand so they can act on it.

Support, Encourage,
Pursuing That Vision. Regardless of whether you
are working on a short-term sale or a long-term,
bigger sale, you need to ensure that people who
work on the proposal are able to contribute,
according to their unique talents. This means you
must create an environment where people are
willing to go beyond the standard ways of doing
things.

Salespeople can fall into a trap with a
predetermined agenda for what they want to sell.
When a customer responds with a different need,
the sales rep. argue for their solution instead of
understanding what the customer wants. To be

Create and Communicate an Exciting Visior successful you must put aside your attachment to a

Quality is delivering what was promised to the

solution and find one that works for the customer.
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Exercising Roles and Accountability in Each Organization

Tips from the Success Coach
By David Gallagher

It is exciting to watch our
licensees mature as Powered
by LandOpt organizations. One
of the most exciting parts is
seeing the organizational
structure begin to take hold in
each of your teams. Obviously,
some of you are farther along
than others but, each of you begins to mold from
the very beginning.

If you are a younger licensee | encourage you
to reach out to some of the senior members of the
YIGA2Yy6ARS ySilig2N]l & L
understand both the challenges and rewards to
molding your team into the LandOpt organizational
structure. The bonds built between companies

Pre-Closing the Candidate Step Eight

A Series of 12-Articles on Best HR Practices
By Mike Gaydos

The pre-close is a vital step in the closing
process. The first and foremost reason is to align
your potential offer with the needs of the
candidate prior to an extended verbal/written
offer. At this time you should have past salary/
compensation for the candidate that has been
gathered during the face to face meetings.

In addition to salary, it is important to gather all

through LandOpt helps each organization obtain
success in their regions.

If you are a mature licensee | encourage you
to look back and realize how far you have come in
your transformation. The roles and accountability
LINEOSaasSa | yR aeaiasSvya
your business for the long term. Guiding your team
members into the LandOpt roles produces
efficiencies, accountability, and transparency in
your team. It also provides for a smooth, enjoyable
and differentiated experience for your customers.

Separating  responsibilities  through  the
implementation of the role structure produces
some of the fastest benefits of the LandOpt
operating system. | look to each of you to fully

reach that milestone.

current benefits.

The second reason is to find out if there are any
additional concerns that might have risen from the
social gathering or from other meetings in the
process. It gives you the opportunity to see if
additional meetings are needed, additional
information needs exchanged, and to see what
other opportunities you might be up against with

of their additional existing the candidate.

benefits and understand how | Th€ LandOpt Recruiting Process The last reason is the prep the
they are distributed. This|1.  Recruiting Plan Guidelines OFyRARFGS G2 al
includes health, dental and|2. Roles & Responsibilities Development | offer. By asking the simple
vision coverage, and premium |3.  Sourcing for Superstars jdzSadAazys aL¥
payments they make, life|4. Conducting the Phone Screen extended to you, is there any
insurance, disability coverage, | 5. InPerson Evaluation Process reason why you would not say
car allowances, 401k plans|6. CheckBusiness References 8Saxze LINR A RS
(make sure to get any company | 7. Social Gathering opportunity to  gather
match), PTO (paid time off)|8. PreClose Candidate information  to  maintain
days, vacation days and any |9  Extending the Offer forward progress.

additional benefits. Gathering [ 10- On Boarding of Employee Pre-closing the candidate sets
this information will allow you | 11. Establish Goals/Develop Game Plan [ yoy yp to win. The last things

to compare apples-to-apples of for Success you want to encounter at the

current expectations of the

candidate and what is realistically obtainable from
your company. This will allow you to see any gaps
in the comparables to use to your advantage and
see where those gaps need to be filled in and
possibly adjusted to make it comparable. If there
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met, this step allows you to sell the portions
provided and show how they are better than

offer stage are concerns and
objections you were not prepared to handle. It
allows for a seamless transition into the money
conversation that can be tricky and sticky, as
people tend to not want to negotiate. As we have
mentioned throughout this series, this step helps
set you apart from your competition for the most J
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Did you know?

{The Georgia State Supreme
Court recently ruled that
riding lawn mowers are not
to be classified as motor
vehicles and thus cannot be
used as such under law.
Several other states are
currently grappling with this
issue and may likely follow
the new rule of law in
Georgia.

{The U.S. Environmental
Protection Agency issued a
final rule to help reduce
water pollution from
construction sites. In
February, 2010 the new
Effluent Guidelines for
Discharges from the
Construction and
Development Industry
require construction site
owners and operators that
disturb one or more acres of
land to use best
management practices to
ensure that soil disturbed
during construction activity
does not pollute nearby
water bodies.

The Tree Care Industry
Assaciation (TCIA) and
PLANET are set to merge.
See for
details.
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heavily on our line of credit to
get us through the spring until
payment for servizes comes
in. Last spring my banker
called me to ask what was
wrong, and why we hadn't
used our line of credit.
Working with LandOpt, we
were able to improve our cash
position in a period of heavy
growth. Sometimes it takes a
different perspective to
implement successful change!

Dan Eichenlaubt
President,
Eicheniaub, Inc.
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Environmental Awareness Going LandOpt Green

LandOpt Environmental Leadership
By Ron Gavalik

In the interest of respecting the environmental
initiatives setup to help reduce carbon monoxide
and other harmful pollutions in the atmosphere,
there are a number of ways leaders in the Green
Industry can save money, while contributing to
healthier business practices.

As  gasoline  mileage
standards in automobiles
continue to rise, the benefit
lands in the pockets of those
who use  gas-powered
vehicles as part of their daily
business, because of the
great amount of use. A
number of national business |
analysts recently reported ji
on National Public Radio that
gasoline is expected to rise
during the summer of 2010 to about $2.80 per-
gallon. This significant increase is offset only by
higher mileage standards.

Another environmentally friendly innovation, but
accepted slowly among landscape service providers
is the use of 4-cycle engines, versus the classic 2-
cycle. Because 4-cycle engines are not burning oil
mixtures the environmental saving impact is
formidable. And because mixtures are not required

Business Transformation

in 4-cycle the cost savings (even though minimal) is
helpful over the long term.

Confidence in electric hand tools by landscape
service providers has always fallen short in the
past. However, top manufacturers of hand tools
are developing and now selling electric
counterparts to traditional
gas-powered  dependable
machines  that operate
quieter and much more eco-
friendly, because they
require less electric to
operate than the gasoline
- required for  their
counterparts. Many of
these electric options are
arguably just as efficient at
performing  work,  but
traditional ~ thinking among

unfortunately
professionals has slowed the incorporation of these
innovative tools into standard job practices.

In a world growing more environmentally
cautious and national trends in energy cost savings,
there is a desire for top companies to lead in
environmental issues. LandOpt must learn to adapt

and transition to environmentally friendly
operations, which is becoming more of a necessity.

business.

Environmental Tips
Towards Sustainability!

{Establish a system of
compositing.

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

fRecycle!

fUse hand tools when
possible. Choose electric
over gas.

TIMinimize soil compaction
with lighter equipment.

TIMinimize soil and plant
disturbance on construction
sites.

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

fManage all equipment to
minimize pollution.

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

TReview site maintenance
plans yearly.

fUse high gas-mileage
vehicles or hybrids when
possible.

LandOpt helps to transform your business by focusing on our
four pillars of success:
& Human Resource Management -aNdOpt 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

N Business Management

* Sales and Marketing

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.

LeLANDOPT

650 Smithfield StreetE Suite 750 E Pittsburgh, PA 15222
Phone: 412-567-4345E Fax: 866-508-2472E URL: www.landopt.comE E-mail: info@landopt.com



