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Interviewing is the art of gathering information 

for the sake of knowledge to fulfill an agenda. 

Employers interview candidates for open roles, the 

police interview witnesses to crimes, and of course, 

sales professionals interview prospects to offer 

solutions and services, which is the concentration 

of this subject matter. 

There are six major rules to interviewing, 

according to the Career Development Center in 

California Institute of Technology. They include: 

Prospect, Approach, Presentation, Overcome 

Objections, Close and Follow-up. 

When networking for ProspectsΣ ŘƻƴΩǘ ōŜ ŀŦǊŀƛŘ 

to ask direct questions to those who may have 

access to strong possible customer. Ask questions 

that answer Who, What, When, Where, Why and 

How. Aggressive interviewing will assist in locating 

the best possible opportunities. 

The Approach for reaching a new prospect is 

always through a reference, which is obtained 

through networking. Word of mouth is the most 

powerful marketing tool in every industry. A solid 

network will bridge the gap to a new client. 

In most cases, small audiences will give about 

one-three minutes of their attention span to a 

Presentation. During this time, the presenter must 

impress the audience to purchase another one-

three minutes. Keeping your audience curious for 

Continuing Education 
Training and Webcasts for our Network 

 

Produced by: 

Training: 

¶ July 26 through July 29τTransformation Training 

¶ Aug. 16 through Aug. 18τSales Rep. Boot Camp 

¶ Sept. 13 through Sept. 15τCon Ed, Snow & Ice Services 

¶ Oct. 18 through Oct. 21τTransformation Training 

Webcasts: (Subject to change) 

¶ June 17τProspecting 

¶ July 1τManaging Your Inbox 

¶ July 15τ2009 Halftime 

¶ August 5τCRM Training, Back to Basics 

the next slide of a PowerPoint is the surefire way to 

get them interested in a product or service. 

To Overcome Objections is a challenging task, 

but part of the relationship building process, and 

worth learning and practicing on a regular basis. 

If your company has weaknesses in comparison 

ǘƻ ŀ ŎǳǎǘƻƳŜǊΩǎ ƴŜŜŘǎΣ ƛǘΩǎ ƛƳǇƻǊǘŀƴǘ ǘƻ ŜȄǇƭŀƛƴ 

how they will be overcome. An example could be 

distance.  If your company is far from the customer 

ŀƴŘ ƛǘΩǎ ŀ ŎƻƴŎŜǊƴ ŦƻǊ ǘƘŜƳΣ ŜȄǇƭŀƛƴ Ƙƻǿ ȅƻǳ Řƻ 

business in the area frequently. This will dismiss the 

apprehension. 

¸ƻǳ Ƴǳǎǘ ŀƭǎƻ ƻǾŜǊŎƻƳŜ ȅƻǳǊ ŎǳǎǘƻƳŜǊΩǎ 

weaknesses, by explaining how you will perform 

professionally. If your customer lacks knowledge of 

ǘƘŜ ǇǊƻƧŜŎǘΩǎ ƴŜŜŘǎ ǘƘƛǎ ŎƻǳƭŘ ǇǊƻǾŜ ǎǘǊŜǎǎŦǳƭ ŦƻǊ 

them or you. Explain your experiences and 

knowledge, so you become a trusted resource. 

Overcoming objections, while also providing 

solutions and building the customer relationship 

are all ways to position your organization as the 

άŦƛǊǎǘ ƛƴ ǘƘŜ ƳƛƴŘ ƻŦ ǘƘŜ ŎƻƴǎǳƳŜǊΣέ ŀǎ WŀŎƪ ¢Ǌƻǳǘ 

ŀƴŘ !ƭ wƛŜǎ ǎŀȅ ƛƴ ǘƘŜ ōƻƻƪΣ ά¢ƘŜ нн LƳƳǳǘŀōƭŜ 

Laws of Marketing. 

The Close of the interview is the time to ask 

ǉǳŜǎǘƛƻƴǎ ǘƘŀǘ ŜƴǎǳǊŜǎ ȅƻǳΩǾŜ ƎŀǘƘŜǊŜŘ ǘƘŜ 

necessary information. τContinued on page 2 

 



ǊŜƭŀǘƛƻƴǎƘƛǇ ǿƛǘƘ ŀ ŎƻƳǇŀƴȅ ƭƛƪŜ ƻǳǊǎΚέ ¢Ƙƛǎ ǿƛƭƭ 

indicate if your prospect will purchase on price or 

value. 

άLǎ ǘƘŜǊŜ ŀƴȅƻƴŜ ŜƭǎŜ ƛƴǾƻƭǾŜŘ ƛƴ ǘƘŜ ŘŜŎƛǎƛƻƴ 

making process other than you? Will it be you that 

ǳƭǘƛƳŀǘŜƭȅ ǎƛƎƴǎ ǘƘŜ ŀƎǊŜŜƳŜƴǘΚέ 9ǎǘŀōƭƛǎƘ ǿƘƻ ǘƘŜ 

decision maker is and ensure you are offering 

solutions to their needs. 

άLǎ ǘƘŜǊŜ ŀƴȅ ƻǘƘŜǊ ǇŜǊǘƛƴŜƴǘ ƛƴŦƻǊƳŀǘƛƻƴ ǘƘŀǘ 

you feel I should know or anything else you would 

like to share with me, so that I can best prepare to 

ƳŜŜǘ ȅƻǳǊ ƎƻŀƭǎΚέ ¸ƻǳ ŀǊŜ ǘƘŜƴ ŜǎǘŀōƭƛǎƘƛƴƎ ȅƻǳǊ 

organization as a trusted resource. 

Asking the right questions with prospects or 

current customers really can make the difference 

between profitable success and an unsatisfied 

customer relationship. 

Is It Sales or Detective Work? 
A Message from Tim Smith, President/CEO 

P a g e  2  N e t w o r k  N e w s  

Network Success! 

¶Welcome to Buckhead Turf 
Care of Atlanta, GA, as the 
17th LandOpt licensee! 

¶Congratulations to 
Burkholder Brothers for 
securing an appearance on 
the A&E Cable Television 
show, Drill Team, which will 
appear on June 19 @ 12pm.  

¶Congratulations to Trace and 
ProScape for successfully 
meeting their financial 
planning commitments 
within the first two months! 

¶PROCARE was recently 
featured on their local Fox 
News station for enviro 
leadership, converting new 
mowers to propane power. 

¶Thanks to Eichenlaub, 
Burkholder Brothers and 
Carolina Creations for 
attending the Financial 
Projection Con Ed. 

¶Congratulations to Luke 
Henry of ProScape and his 
family, who are expecting 
their first child. 

Reminders 

The following reminders are 
for the LandOpt network: 

¶The Annual LandOpt Luau 
will be conducted July 13-15 
at The Golden Inn Resort, 
located in Avalon, New 
Jersey.  All sales 
professionals are to attend. 

¶Be sure to send your Success 
Coach Production Rate data 
όƛŦ ȅƻǳ ƘŀǾŜƴΩǘ ŀƭǊŜŀŘȅύΦ 

¶Monthly reporting should 
include ops hours and sales 
bookings in your progressed 
financial plan. 

¶Sales Professionals 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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While meeting with perspective clients it is 

imperative to ask a lot of open ended questions in 

order to get the prospect talking and for us to truly 

understand their needs. 

The following are examples of such questions 

that should be used when dealing with prospects: 

ά²Ƙŀǘ ŀǊŜ ȅƻǳ ŎǳǊǊŜƴǘƭȅ ŘƻƛƴƎ ƛƴ ǘƘŜ ŀǊŜŀ ƻŦ 

ƭŀƴŘǎŎŀǇŜ ƳŀƛƴǘŜƴŀƴŎŜΚέ ¢ƘŜ ŀƴǎǿŜǊ ǿƛƭƭ ŜǎǘŀōƭƛǎƘ 

ȅƻǳǊ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ȅƻǳǊ ŎƭƛŜƴǘΩǎ ƴŜŜŘǎΦ 

άDƛǾŜƴ ǿƘŀǘ ȅƻǳǊ ŘƻƛƴƎ ƴƻǿΣ ŀǊŜ ǘƘŜǊŜ ŀƴȅ ŀǊŜŀǎ 

ŦƻǊ ƛƳǇǊƻǾŜƳŜƴǘΚέ ¢Ƙƛǎ ǎŜǘǎ ǳǇ ǘƘŜ ƻǇǇƻǊǘǳƴƛǘȅ ǘƻ 

offer solutions. 

ά²Ƙŀǘ ŀǊŜ ȅƻǳǊ Ǉƭŀƴǎ ŦƻǊ ǘƘŜ ŦǳǘǳǊŜΚέ ¢Ƙƛǎ 

question is used to see if the prospect wants, 

needs, or desires something they are not already 

receiving. 

ά²Ƙŀǘ Řƻ ȅƻǳ ǾŀƭǳŜ Ƴƻǎǘ ƛƴ ŜǎǘŀōƭƛǎƘƛƴƎ ŀ 

Interviewing Tips When Meeting Clients 
Professional Sales Leadership 
By Steven Bach 

It is imperative to properly plan for an interaction that will provide the needed 

information. 

The LandOpt sales process provides a core structure for your interaction. However 

it is critical that you formulate your questions in a manner that will gather the 

information you are seeking and provides comfort to the customer. The structure I 

use for preparing is, Objective, Approach, Topic, and Follow-Up. With the objective 

clear, both myself and the person I interact with know when we have completed the 

gathering of information. 

In defining the approach I must understand the person I am interviewing, whether 

to be direct and forceful or casual. The topic provides the foundation for staying on track when the dialog 

wanders. 

The Follow-Up component provides for clear expectations from both parties.  Many times the person 

being interviewed has the responsibility to return or provide a particular item. The completion of this 

ǊŜǎǇƻƴǎƛōƛƭƛǘȅ ƛǎ ŀ ŎƭŜŀǊ ŘŜƳƻƴǎǘǊŀǘƛƻƴ ƻŦ ǘƘŜ άōǳȅ-ƛƴέ ƻƴ ǘƘŜƛǊ ǇŀǊǘ ŎƻƴŎŜǊƴƛƴƎ ǘƘŜ ǘƻǇƛŎ ŀǘ ƘŀƴŘΦ CƻǊ 

example: it may be a report that contains the expenditures for the last two years of service, so that both 

parties can create a collaborative solution. 

In closing, remember that closed-ended questions lead to yes or no answers, where open ended 

questions that ask for a broad answer will reveal valuable information for you to measure whether they 

are a good fit for your solution. As the professional, you must make the determination. 

 

 

 

Six Steps to Interview Success, continued (from pg. 1) 

Feel free to ask previous questions in a different 

manner to ensure the original response was 

correct. It is also imperative to setup the next steps 

to ensure the process is always being moved 

forward. 

The last step is to Follow-Up shortly after the 

Interview is over. In cases of the LandOpt Sales 

Process this would be the time for Concept 

Verification and Proposal, but in other Interview 

ōŀǎŜŘ ǎŜǘǘƛƴƎǎΣ ƛǘΩǎ ŀƭǿŀȅǎ ƎƻƻŘ ǘƻ Ŧƻƭƭƻǿ-up on the 

interview with phone calls, emails or letters, so you 

ŀƴŘ ȅƻǳǊ ƻǊƎŀƴƛȊŀǘƛƻƴ ǎǘŀȅ άŦƛǊǎǘ ƛƴ ǘƘŜ ƳƛƴŘΦέ 

²ƘŜǘƘŜǊ ȅƻǳΩǊŜ ƛƴǘŜǊǾƛŜǿƛƴƎ ŎǳǎǘƻƳŜǊǎΣ ǇƻǎǎƛōƭŜ 

vendors, potential team members or anyone else, 

ƛǘΩǎ ƛƳǇƻǊǘŀƴǘ ǘƻ ǊŜƳŀƛƴ ǘƘŜ ǘǊǳǎǘŜŘ ǊŜǎƻǳǊŎŜ ŦƻǊ 

the topic in which your interview is based upon. If 

you complete thorough research before beginning 

an interview, ask questions that encompass the full 

range of your topic and then setup your next steps, 

you will prove successful in your interviewing 

endeavors. 

http://www.goldeninn.com/
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Leveraging interviewing techniques in your CARE 

calls will allow you to determine customer 

satisfaction and need. 

Use open ended questions during these 

discussions, allowing your customer to pontificate 

on a broad subject matter. This will help you 

ŘŜǘŜǊƳƛƴŜ Ƙƻǿ ǘƘŜȅ ǇŜǊŎŜƛǾŜ ȅƻǳǊ ǘŜŀƳΩǎ 

performance on recurring and project based work. 

Be sure to implement a quantitative scale to 

determine an actual score from them. 

Open ended questions also allows them to 

discuss the details of their lives. Ask further 

questions to determine how life changes might 

affect their landscape management or installation 

needs. You can then capitalize on those needs, by 

offering solutions. 

Some examples of what a customer might 

discuss includes weddings and changes in family 

arrangements, retirements and 

less hours at work, additional 

responsibilities and less 

personal time, etc. 

After they have opened up, 

go back and recap their 

answers in a way to help cast 

your services in a favorable 

light. Tell them how your 

services will help them, based on life or work 

changes. An example is how a customer is 

responsible for managing a janitorial vendor. By 

working with you on a budget for incidental repairs 

and enhancements allows them to consider the 

needs of their outdoor space in the same mindset, 

without taking up a lot of their time. 

Interviewing techniques not only helps you find 

ǇǊƻŦƛǘŀōƭŜ ǿƻǊƪΣ ƛǘ ƘŜƭǇǎ ȅƻǳǊ ŎǳǎǘƻƳŜǊΩǎ ƭƛǾŜǎΦ 

V o l u m e  2 ,  I s s u e  7  N e t w o r k  N e w s  

²Ƙŀǘ [ŀƴŘhǇǘ ƛǎ ǘƻ aŜΧ 

ά¢ƘŜ CƛƴŀƴŎƛŀƭ tǊƻƧŜŎǘƛƻƴǎ /ƻƴ 
Ed gave us an inside view of a 
valuable tool that can uncover 
flaws on a plan.  It allows us 
to evaluate our current plan, 
so we can set-ǳǇ ƴŜȄǘ ȅŜŀǊΩǎ 
plan much better, with less 
ŦƭŀǿǎΦέ 

Barry Burkholder τ 

Owner, Burkholder 

Brothers, Inc. 

Did you know? 

¶The SIMA Snow and Ice 
Symposium will be held at 
the Rhode Island 
Conventions Center in 
Providence, from June 23-26.    
LandOpt will have a booth 
and David Gallagher is 
speaking.  See their website 
for information. 

¶The Charlotte Business 
Journal reports that Deere & 
Co. is moving its facility from 
Charlotte, NC to Cary, NC.  
About ninety employees will 
be displaced, but offered 
jobs in the new facility. The 
company announced it is 
moving to better utilize its 
resources and facilities. 

¶Lawn and Landscape 
Magazine has recently 
overhauled their website 
making it easier to navigate 
and find necessary 
information.  The largest 
change was the deletion of 
their message board.  
Readers are now requested 
to use social media sites 
where Lawn and Landscape 
have a presence. 

¶Fiskars recently announced 
the development of a 
professional line of propane 
powered equipment, Lawn 
and Landscape reported.  
The company will release a 
propane trimmer in 2011 
and follow that with a full 
line of equipment in 2012.    The interviewing process 

can be daunting for a 

number of reasons.  

Questions arise like what do 

L ŀǎƪΚ ²Ƙŀǘ ǉǳŜǎǘƛƻƴǎ ŎŀƴΩǘ 

I ask? Who do I contact 

from this pile of resumes? 

These are all legitimate and 

easily answered. Keeping 

your wits about you when you feel overwhelmed 

by the process is the key to interviewing success.  

Following a laid out plan will give you the 

consistency needed to evaluate each candidate.   

The interview  is an introductory session for both 

parties.  It is a time to figure out if the candidate 

and your organization fit together. The candidate is 

there to learn about the role and your organization.  

Be ready to answer any question that arise. 

When prepping for the interview,  make sure to 

have the list of behavioral based questions written 

out, based on information from the resume, the 

application, and phone screen.  The best way to ask 

a behavioral interview question is to ask for a 

specific example of how the individual did 

ǎƻƳŜǘƘƛƴƎΦ  Lƴ ŀ ǎŀƭŜǎ ǊƻƭŜ ŦƻǊ ŜȄŀƳǇƭŜΣ ά/ŀƴ ȅƻǳ 

ŜȄǇƭŀƛƴ ȅƻǳǊ ŎǳǊǊŜƴǘ ǎŀƭŜǎ ǇǊƻŎŜǎǎ ǘƻ ƳŜΚέ .ȅ 

asking open ended questions others may surface. 

One of the most important concepts to 

remember is to determine if the candidate has the 

skill set to be successful in the role, and do they fit 

within the culture of your organization. 

As the interviews progress throughout the next 

few days, be sure to keep the questions as 

consistent as possible with each candidate. When 

you are finished with the interviews, make sure to 

write down your thoughts about each interview.  

LandOpt provides an interview evaluation form on 

the licensee center to help sort out your thoughts.  

Most importantly, take your gut reactions out of 

the process. When you make your decision based 

on data and the facts gathered, your success rate 

will increase. 

Interviewing Candidates for Potential Roles 
Best Human Resources Practices 
By Mike Gaydos 

Interviewing in Your CARE Calls 
Tips from the Success Coach 
By David Gallagher 

 

 

 

 

The 2010 LandOpt Luau  

July 13 ñ15  

The Golden Inn Resort ñAvalon, NJ  

Is Your Sales Team Registered?  

http://www.sima.org/displaycommon.cfm?an=7
http://www.bizjournals.com/charlotte/stories/2010/05/31/daily32.html
http://www.bizjournals.com/charlotte/stories/2010/05/31/daily32.html
http://www.lawnandlandscape.com/
http://www.lawnandlandscape.com/ll-060710-fiskars-propane-equipment.aspx
http://www.lawnandlandscape.com/ll-060710-fiskars-propane-equipment.aspx


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 

Proper Plant Selection Reduces Invasive Species 
LandOpt Environmental Leadership 
By Ron Gavalik 

When it comes to modern landscaping and the 

availability of some many different plants for the 

beautification of homes and commercial outdoor 

ǎǇŀŎŜǎΣ ƛǘΩǎ ƛƳǇƻǊǘŀƴǘ ǘƻ ǊŜƳŜƳōŜǊΣ ŜǾŜǊȅ ǎǇŜŎƛŜǎ 

of plant has a native location in some part of the 

world. A point of origin where it existed for 

thousands of years, as a result of natural forces and 

influences, such as climate, soils and interactions 

with other species. 

Over long periods of time, these and other 

physical and biological factors direct the 

distribution of organisms in nature. 

Interrupting that ecological balance can possibly 

have detrimental effects. 

When dealing with a non-ƴŀǘƛǾŜ ǎǇŜŎƛŜǎ ƛǘΩǎ 

important to remember that some plant life can 

turn invasive to native species.  According to the 

National Park Service, invasive species are one of 

the greatest threats to the natural ecosystem of 

the US.  Many invasive species are destroying much 

ƻŦ ǘƘŜ ŎƻǳƴǘǊȅΩǎ ƴŀǘǳǊŀƭ Ǉƭŀƴǘ ƘƛǎǘƻǊȅ ŀƴŘ ƛŘŜƴǘƛǘȅΣ 

in favor of imported plant life. 

ά¦ƴǿŜƭŎƻƳŜ ǇƭŀƴǘǎΣ ƛƴǎŜŎǘǎ ŀƴŘ ƻǘƘŜǊ ƻǊƎŀƴƛǎƳǎ 

are disrupting the ecology of natural ecosystems, 

displacing native plant and animal species, and 

degrading our nation's unique and diverse 

ōƛƻƭƻƎƛŎŀƭ ǊŜǎƻǳǊŎŜǎΦέ 

Some of the effects of Aggressive invaders is 

they can reduce the amount of resources to native 

species. Light, water, nutrients and space available 

can be redirected to an invader and diminish the 

natural reside. They can also alter hydrological 

patterns, soil chemistry, moisture-holding capacity, 

and erodibility. In short, there are a slew of 

possible damages. 

Some exotics are capable of hybridizing with 

native plant relatives, resulting in unnatural 

changes to a plant's genetic makeup. That can be 

scary, because the environmental outcome is 

unknown. 

As professional exterior service providers, 

Powered by LandOpt organizations offer plant 

solutions that fit customer needs.  However, with 

the right exposure to the facts of invasive species, 

becoming more aware of the dangers of the wrong 

plant life in the wrong regions should assist in 

offering the best possible solutions.  As Green 

Industry leaders, our network is not only 

beautifying, but taking on the responsibility of a 

healthy environment. 

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. 

Closing In On Twenty Licensees! 

LandOpt  is experiencing a continued growth rate in 2010. Our nationwide network has increased to 17-licensees, with the recent commitment 

of Buckhead Turf Care of Atlanta, GAΦ  LǘΩǎ ōŜŜƴ ŜȄŎƛǘƛƴƎ ǿŜƭŎƻƳƛƴƎ ƴŜǿ ƳŜƳōŜǊǎΦ ²ŜΩǊŜ ōǳƛƭŘƛƴƎ ŀ ƭŀǊƎŜǊ ƴŜǘǿƻǊƪ ƻŦ ǊŜǎƻǳǊŎŜǎ ŦƻǊ ŜŀŎƘ 

partnered company, as more service providers are choosing to become Powered by LandOpt. As we approach our twentieth licensee, Tim and 

the team are excited to throw the red pen away, replacing it with the black pen of success,  along with a larger national presence. 

 

 

http://www.nps.gov/plants/alien/bkgd.htm
http://www.nps.gov/plants/alien/bkgd.htm
http://www.nps.gov/plants/alien/bkgd.htm
http://www.nps.gov/plants/alien/bkgd.htm
http://www.nps.gov/plants/alien/bkgd.htm

