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Often times in business sales professionals and 

those in small scale public speaking roles are 

resistant using technology, like PowerPoint as a 

component of their jobs. Usually the reason is 

because of a lack of understanding in its use. 

Leveraging PowerPoint properly not only aids in 

delivering the right message for your company, it 

also organizes thoughts, provides a receptacle for 

information, and it fills the visual and sometimes 

audio needs of your audience.  

How many team members in your company 

were properly trained on the use of PowerPoint for 

presentations? The answer is usually few or none. 

[ŜǘΩǎ ǊŜǾƛŜǿ ǎƻƳŜ ƪŜȅ Ǉƻƛƴǘǎ ƻƴ Ƙƻǿ ǘƻ ƭŜǾŜǊŀƎŜ ŀ 

Power(ful)Point presentation. 

First, the speaker should always be regarded as 

the main focus of any presentation.  Using visual 

aids to cover a poor performance is never 

successful. The speaker should always use visual 

aids, such as PowerPoint as an accessory in 

captivating an audience, rather than a crutch. 

Always remember to Keep It Simple Silly (KISS). 

Avoid sliding too many words in front of an 

audience at once. PowerPoint slides should contain 

key points to reinforce the power of the message 

from  the speaker. 

When using PowerPoint many users are 

reluctant to use all aspects of the tool because of a 

ƭŀŎƪ ƻŦ ǳƴŘŜǊǎǘŀƴŘƛƴƎΦ  ¢ƘŀǘΩǎ ŘƛǎŀǇǇƻƛƴǘƛƴƎΣ 

because according to Ian Price of Business Training 

Direct, the visual aspect of a presentation has a  55-

percent audience influence compared to word form 

which is only seven-ǇŜǊŎŜƴǘΦ   ά¢Ƙŀǘ ƛǎ ŀƴ 

interesting fact when you consider that most 

PowerPoint slides contain only text ς normally in 

ǘƘŜ ŦƻǊƳ ƻŦ ŘǊŜŀŘŜŘ ōǳƭƭŜǘ ǇƻƛƴǘǎΦέ 

By unleashing the potential of PowerPoint in 

your presentations audience influence can increase 

by a factor of eight. 

Other PowerPoint tips include: Do not read the 

slide word-for-word. The attention of the audience 

will be lost unless the speaker engages and 

connects with them. 

Avoid loading up slides with overwhelming 

information.  Ensure the slides you create support 

the spoken, engaged message of your presentation. 

Throwing a lot of extra information at an audience 

is unrealistic. All visual and audio aids should 

support the speaker and the power of that 

message. 

Has your team been properly trained to fully use 

PowerPoint? Success in business is dependent on 

solid relationships. Presenting information in 

powerful, easily digestible methods will solidify 

those relationships and foster long-term 

sustainable success. 

Continuing Education 
Training and Webcasts for our Network 

 

Produced by: 

Training: 

¶ June 7 through June 9τCon Ed, Financial Forecasting 

¶ July 26 through July 29τTransformation Training 

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

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

Webcasts: (Subject to change) 

¶ May 20τNetwork Production Rates 

¶ June 3τCRM TrainingτReports 

¶ June 17τManaging Your Inbox 

¶ July 1τProspecting for New Customers 

http://www.businesstrainingdirect.co.uk/articles_powerpoint.php
http://www.businesstrainingdirect.co.uk/articles_powerpoint.php


Preparation Equals the Best Presentation 
A Message from Tim Smith, President/CEO 
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Network Success! 

¶Be sure to look for David 
Gallagher's quotes in the 
June issue of Snow Business 
Magazine.  David provided 
his expertise in an article on 
National Service providers. 

¶Niki Ratcliff will be 
representing LandOpt at the 
PLANET Legislative Day on 
the Hill, in Arlington, VA from 
July 18-20. Niki will be 
volunteering her time to 
enhance the grounds of 
Arlington National Cemetery. 

¶Congratulations to Kristen 
Free, Sales Representative of 
Carolina Creations, who 
recently pursued a large-
scale customer in the Myrtle 
Beach market. This success is 
a testament to proactive 
sales.  

¶Congratulations to Adam 
Bailey of Carolina Creations, 
for his recent promotion to 
Project Manager. 

¶Congratulations to Christy 
Garner of PROCARE, who is 
expecting their third child. 

Reminders 

The following reminders are 
for the LandOpt network of 
licensees: 

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

¶LandOpt requires all 
licensees to link their 
websites to the Powered 
Landscape Customers page 
of the LandOpt website. 

¶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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As the spring leads into summer its important to 

take the time to reaffirm the importance of having 

a strong pipeline that leads to the best prospects. 

Having a strong pipeline provides a number of 

benefits, including: 

Forecasting sales is paramount, because we are 

able to take snapshots of future performance, 

ōŀǎŜŘ ƻƴ ǿƘŀǘΩǎ ŎƻƳƛƴƎ ǳǇ ƛƴ ǘƘŜ ǇƛǇŜƭƛƴŜΦ 9ŀŎƘ ƻŦ 

us gains the confidence to walk away from 

unqualified customers and search for the best 

prospects, rather than latching on to anyone in 

desperation.  We are granted more freedom in 

dictating the terms of the sales process, because 

the homework for finding the best prospects is 

continuously maintained and each Sales 

Professional begins to understand how to offer the 

best solutions to those seeking the services of that 

organization. We can influence the timeline of the 

sales process by calling on the right groups in the 

ǇƛǇŜƭƛƴŜ ǿƘŜƴ ƛǘΩǎ ǊƛƎƘǘ ŦƻǊ ǘƘŜ ŎƻƳǇŀƴȅΣ ǎƻ ǿŜ Ŏŀƴ 

develop the most efficient sales practices. 

There are a lot of avenues available to us for 

filling the pipeline and then maintaining it on a 

regular basis. The most important method being 

prospecting for new customers. 

Cold calling is a key method for prospecting and 

must be done, absolutely on a regular basis for the 

success of your company and for meeting your own 

personal goals. Marketing practices, such as email 

solicitations, letters, flyers, advertisements and 

free media should be sought 

after whenever possible, but 

implemented according to 

ȅƻǳǊ ŎƻƳǇŀƴȅΩǎ ƳŀǊƪŜǘƛƴƎ 

plan. Door to door 

campaigning is not always 

the most fun, but face-to-

face communications builds 

relationships and that leads 

to long-term success. Channel partnerships allow 

for great networking opportunities and allow us to 

play detective and uncover sales opportunities that 

Ƴƻǎǘ ŘƻƴΩǘ ŜǾŜƴ ƪƴƻǿ ŜȄƛǎǘΦ  CǊŜǎƘ ǎǘŜǇǎ ƛƴ ǘƘŜ 

sales process shape sales leaders. Always keep a 

consistent approach to prospecting and be sure to 

use all possible techniques to ensure the pipeline is 

filled with successful possibilities. Set aside a 

structured time strictly for the sake of prospecting 

activity. Sales Professionals must remain diligent 

about such responsibilities or they often fall off the 

schedule and the pipeline crumbles. Be sure to 

always practice Quadrant Selling for a successful 

sales response. 

As I meet with sales teams I often see strength in 

ƻǳǊ ƴŜǘǿƻǊƪΩǎ ŀōƛƭƛǘȅ ǘƻ ƎǊƻǿ ƛƴǘƻ ǘƘŜ Ƴƻǎǘ 

professional group of organizations of the Green 

Industry and lead in ways that was simply unheard 

of only a few years ago.  Good luck to everyone out 

there this season and happy selling. 

The Value of a Strong Pipeline 
Professional Sales Leadership 
By Steven Bach 

We are just about halfway through 2010 and as we reflect on how the year is 

going so far I wonder how many Sales Professionals can sit back and say with 

confidence that they have perfect presentation skills. The truth is, we all must 

continually practice and strive to better those abilities and talents. That can happen 

through solid preparation, such as knowing your local industry and who would make 

solid prospects to call upon, and also creating a powerful presentation. 

LΩƳ ŜƴŎƻǳǊŀƎƛƴƎ ȅƻǳ ǘƻ ǊŜŀŘΣ {ŀƭŜǎ tǊŜǎŜƴǘŀǘƛƻƴ ¢ŜŎƘƴƛǉǳŜǎ ōȅ {ǘŜǇƘŀƴ 

Schiffman.  One of the key points the author discusses is the importance of engaging 

the prospect in conversation to determine whether they would make a suitable 

customer for your organization. 

Every Sales Professional must do three things during an effective presentation in order to build a 

professional relationship. Engage the prospect, listen to them and take an interest in who they are, and 

then react to what they say with positive solutions. Schiffman also says not to waste too much time 

researching a prospect when that time could be used to build a relationship, by asking  questions and 

taking an interest in their businesses or their home life. 

Because the year is moving quickly, I encourage you all to stay on 

ǘŀǊƎŜǘ ŀƴŘ ǊŜŀŎƘ ȅƻǳǊ ǇŜǊǎƻƴŀƭ ŀƭƻƴƎ ǿƛǘƘ ȅƻǳǊ ƻǊƎŀƴƛȊŀǘƛƻƴΩǎ ƎƻŀƭǎΦ 

 

 

http://www.goldeninn.com/
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    At the end of each month and quarter you are 

expected as leaders, to deliver results of the 

current period and the plan for the upcoming 

period. 

    Be sure to leverage individual slides in your 

PowerPoint presentations to deliver the key 

metrics, such as GPM per-department, CARE Calls 

scores, Sales Plans, and others.  

!ǎ ȅƻǳ ǊŜŀŘ ƛƴ ǘƘƛǎ ƳƻƴǘƘΩǎ ŦŜŀǘǳǊŜ ŀǊǘƛŎƭŜΣ ǘƘŜǊŜ 

are plenty of components to learning how to build 

and present powerful presentations that engage 

and educate your audiences.  You want to develop 

and employ the best educated and impassioned 

team members, so be sure to deliver information to 

them in a way that invests them into the 

organization. 

Provide structure and format to your delivery 

and show how you have embraced the necessary 

technology for a professional 

presentation in delivering a 

score card to your team. 

Get others involved in 

developing and delivering this 

p r e s e n t a t i o n .  T h e 

responsibility will teach them 

to be leaders in your 

organization. It will also 

provide some of the necessary training they require 

in mastering their own presentation skills. 

Another benefit of having team members 

delivering presentations on behalf of the company 

is that it will perpetuate a culture of transparency 

and candor within your organization. These are 

tenants to success in your transformation and in 

ōǳǎƛƴŜǎǎΦ LǘΩǎ ŀƭǎƻ ŀƴƻǘƘŜǊ ǎǘŜǇ ŀƭƻƴƎ ǘƘŜ ǇŀǘƘ ƻŦ 

being Powered by LandOpt. 

V o l u m e  2 ,  I s s u e  6  N e t w o r k  N e w s  

²Ƙŀǘ [ŀƴŘhǇǘ ƛǎ ǘƻ aŜΧ 

άL ǘƘƻǳƎƘǘ ŦƻǊ ŀ ƭƻƴƎ ǘƛƳŜ ǘƘŀǘ 
I was doing well as an Account 
Manager for Twin Oaks 
Landscape.  During this 
second visit for the LandOpt 
Account Manager Boot Camp, 
my eyes were opened to the 
job I can provide to my clients 
and my team.  I discovered 
that I can do so much better 
and I am only breaching the 
surface of this very important 
position.  LandOpt provides 
continuous training to the 
network for their success.  I 
am refreshed and recharged 
every time I come to 
ǘǊŀƛƴƛƴƎΦέ 

Steve Schuering τ 

Horticulturalist, Twin Oaks 

Landscape, Inc. 

Did you know? 

¶Landscape Online reports: 
The Bureau of Labor 
Statistics posted that March 
had the first significant 
increase in monthly 
employment since December 
of 2007. 162,000 jobs were 
gained at a seasonally 
adjusted rate. This is partially 
due to the efforts of the 
Green Industry. 

¶The Detroit News reported 
the Green Industry in 
Michigan is having difficulty 
hiring seasonal employees, 
due to a growing number of 
the unemployed content in 
collecting Unemployment 
Compensation benefits, due 
to the shrinking gap between 
hourly pay and UC benefits. 

¶Lawn and Landscape reports: 
The American Society of 
Landscape Architects (ASLA) 
released a survey, stating the 
worst of the recession may 
be over for landscape 
architects.   According to the 
survey, 56.4% of firm leaders 
reported stable or above 
levels of billable hours in the 
first quarter of 2010, up from 
45.5% last quarter and 25.2% 
from the same time last year. 

Does your organization 

have an updated employee 

handbook?  What about 

having  an employee 

handbook at all?  All 

companies change over 

time as the business world 

dictates. They can change 

their size due to the 

economy.  Update your employee handbooks to 

mirror these changes. You can do it without 

breaking the bank.  

hŦǘŜƴΣ ǳǇŘŀǘƛƴƎ ȅƻǳǊ ƘŀƴŘōƻƻƪ ŘƻŜǎƴΩǘ ƳŜŀƴ 

doing wholesale rewrites. Even writing a handbook 

ŦǊƻƳ ǎŎǊŀǘŎƘ ŘƻŜǎƴΩǘ ƘŀǾŜ ǘƻ ōŜ ŀ ƳƻƴǳƳŜƴǘŀƭ 

project. In fact, you can get help, for free. 

First, determine whether you need to write a 

new handbook or update the current one. Create a 

checklist of topics.  Some examples include:  

A disclaimer clearly stating that nothing in the 

handbook constitutes a legal contract. An attorney 

review can ensure a proper disclaimer. 

An explanation of standard policies on hours of 

work, paid holidays, vacation, conduct, dress code, 

promotions and overt ime.  Remember, 

management and staff requirements are different 

from one another. 

Company policies on harassment and 

discrimination, drug and alcohol use, employee 

safety and use of company property. (Create a 

document that each employee signs to 

acknowledge awareness of company policies.) 

Benefits: such as retirement plans, health care 

coverage and others. 

Visit www.business.gov for a resource of free 

material, such as templates for handbooks and 

EEOC approved statements on harassment and 

discrimination. 

Having the bare essentials down in writing for 

ȅƻǳǊ ŎƻƳǇŀƴȅΩǎ ǇƻƭƛŎƛŜǎ ǿƛƭƭ ǎŜǘ ǘƘŜ ƎǳƛŘŜƭƛƴŜǎ ŦƻǊ 

your employees and the changes that occur within 

your organization. 

Keys to an Effective Employee Handbook 
Best Human Resources Practices 
By Mike Gaydos 

Leveraging a Professional PowerPoint Presentation 
Tips from the Success Coach 
By David Gallagher 

 

 

 

 

The 2010 LandOpt Luau  

July 13 ñ15  

The Golden Inn Resort  

Avalon, NJ  

http://detnews.com/article/20100510/BIZ/5100335/Landscapers-find-workers-choosing-jobless-pay#ixzz0nclt6euk
http://www.business.gov


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 

The Dangers of Soil Compaction 
LandOpt Environmental Leadership 
By Ron Gavalik 

In our continued effort to promote 

environmental awareness we must look at the wide 

perspective of influence the Green Industry has 

over local environments. One of the larger, yet 

commonly overlooked issues is the danger of soil 

compaction. 

Soil compaction refers to the formation of dense 

layers of well packed soil, often at the bottom of 

the cultivated or manipulated layer. 

The most common causes of soil compaction 

during landscape practices is from heavy 

equipment, such as tractors, trucks, and multiple 

forms of powered equipment. These items run over 

and rest atop what would be considered loose, 

moist soil of businesses and homes. Compaction 

from tires can be the result of heavy loads, ground 

contact pressure (based on air pressure), tire 

dimensions and construction, speed of equipment 

on property, and the number of passes the 

equipment makes on a piece of property, while 

completing maintenance or project work. 

Soils can also be more compacted deeper due to 

the weight of overlaying soil above it. 

Some of the problems that arise from 

compacted soil include: erosion and machinery 

wear. With erosion, compaction blocks water that 

is trying to infiltrate soil. During storms the rate 

that soil can allow water to infiltrate it is less than 

the rate at which rain falls. Therefore run-off and 

soil erosion occurs on the top layer, destroying the 

work of the landscape. In some cases soil 

compaction can cause wear of machinery points, 

which ends in wasteful spending to repair and 

replace equipment that would otherwise be fine. 

It is practically impossible to stop soil 

compaction, but it can be minimized by restricting 

the use of high compaction tools in volatile areas 

until that equipment is called for.  If soils are 

saturated from rain then try to schedule work after 

the ground has an opportunity to drain.  

Determining the axle loads and ground pressure of 

new equipment before you buy it is also very 

helpful in that effort. 

As you move forward in Green Industry 

ƭŜŀŘŜǊǎƘƛǇ ƛǘΩǎ ƛƳǇƻǊǘŀƴǘ ǘƻ ŀƭǿŀȅǎ ŦƛƴŘ ƛƴƴƻǾŀǘƛǾŜ 

and efficient business methods to serve customers, 

save costs and to preserve the environment.  As 

new methods are discovered, be sure to share 

them with others inside the network. 

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 16-ƭƛŎŜƴǎŜŜǎ ŀƴŘ ƛǘΩǎ ōŜŜƴ ŜȄŎiting 

ǿŜƭŎƻƳƛƴƎ ƴŜǿ ƳŜƳōŜǊǎΦ ²ŜΩǊŜ ōǳƛƭŘƛƴƎ ŀ ƭŀǊƎŜǊ ƴŜǘǿƻǊƪ ƻŦ ǊŜǎƻǳǊŎŜǎ ŦƻǊ ŜŀŎƘ ǇŀǊǘƴŜǊŜŘ ŎƻƳǇŀƴȅΣ ŀǎ ƳƻǊŜ ǎŜǊǾƛŎŜ ǇǊƻǾƛŘŜǊǎ ŀǊŜ 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,  a larger national presence, and increased resources. 

 

 


