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A monthly newsletter informing  

and educating the LandOpt Network  

5ƻ ȅƻǳ ŜǾŜǊ ŦƛƴŘ ȅƻǳǊǎŜƭŦ ŦƛƴƛǎƘƛƴƎ ǎƻƳŜƻƴŜΩǎ 

sentence because they are taking too long or you 

can anticipate what they are saying next?  We have 

all been guilty of this interruption to complete 

ŀƴƻǘƘŜǊ ǇŜǊǎƻƴΩǎ ǿƻǊŘǎΦ  LŦ ȅƻǳ ŦƛƴŘ ȅƻǳǊǎŜƭŦ 

interrupting a customer similar to the above 

scenario, then beware, you are not listening. 

Listening requires patience and discipline to hold 

your tongue and actually let another speak, no 

matter how long it takes them to complete their 

sentence. If you are anticipating your reply to the 

ǎǇŜŀƪŜǊΩǎ ǿƻǊŘǎΣ ǘƘŜƴ ŀƎŀƛƴΣ ȅƻǳ ŀǊŜ ƴƻǘ ƭƛǎǘŜƴƛƴƎ 

because you are focused on your words. It is 

impossible for the human mind to hold two 

thoughts simultaneously. Many people argue this, 

because the mind can flicker many thoughts in 

ƻƴŜΩǎ ƘŜŀŘ ƛƴ ŀ ƳŀǘǘŜǊ ƻŦ ǎŜŎƻƴŘǎΦ IƻǿŜǾŜǊΣ ƛǘ ƛǎ 

like trying to watch two televisions at once, and it 

cannot happen at the same time. 

Because the human mind cannot listen and 

formulate a response simultaneously it is 

ƛƳǇŜǊŀǘƛǾŜ ǘƘŀǘ ǿŜ ǳƴŘŜǊǎǘŀƴŘ ǘƘŀǘ !ƳŜǊƛŎŀΩǎ 

άƳǳƭǘƛǘŀǎƪƛƴƎέ ōǳǎƛƴŜǎǎ ōŜƘŀǾƛƻǊ Ŏŀƴ ƛƳǇŀŎǘ ǘƘŜ 

customer relationship negatively. Americans have 

ŦƻŎǳǎŜŘ ǎŀƭŜǎ ƻƴ ǘƘŜ άƭŜǘ ƳŜ ǘŜƭƭ ȅƻǳ ŀōƻǳǘ Ƴȅ 

ǇǊƻŘǳŎǘέ ŀǇǇǊƻŀŎƘΦ CƻǊ ŀ ōǳǎƛƴŜǎǎ ǘƻ ǳƴŘŜǊǎǘŀƴŘ 

the needs of the customer, our business culture 

needs to foster better listening techniques. 

To become a better listener ask a prospect or 

client open ended questions so they can talk.  

When selling, create a dialogue that resists 

arguments, interpretation, and judgment.  For 

example, if you are talking to a person using 

a n o t h e r 

landscape 

p r o v i d e r 

and you 

want to see 

if you can 

attain their 

b u s i n e s s , 

ǎŀȅΣ άL 

understand 

ABC Co. has been mowing your lawn for several 

ǎŜŀǎƻƴǎΣ ȅƻǳ ǎŜŜƳŜŘ ǘƻ ōŜ ǇƭŜŀǎŜŘΦέ  bƻǿ ōŜ ǉǳƛŜǘ 

and let them talk.  You can capitalize on the 

information they reveal. 

Listening can prevent a company from lost 

resources, unveil needs, enlighten the business on 

what does and does not work, and sets more 

focused goals prior to developing products.  Think 

of proactive listening before proactive selling. 

Listening to the customer allows them to work 

with you, the service provider, rather than just 

being sold on something.  Listening equals trust, 

which leads to a solid business relationship. 

Continuing Education 
Training and Webcasts for our Network 

 

Produced by: 

Training: 

¶ Feb. 15 through Feb. 17τAcct. Manager Boot Camp 

¶ March 8 through March 10τCon Ed, CRM Training 

¶ April 26 through April 29τTransformation Training 

¶ May 17 through May 19τGeneral Mgr Boot Camp 

Webcasts: (Subject to change) 

¶ Feb. 18τLandOpt Benchmarking 2009 

¶ March 4τQuadrant Selling 

¶ March 18τPreparing for Spring 

¶ April 1τWrapping up Winter Services 



Focusing on the Information Flow 
A Message from Tim Smith, President/CEO 
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     Listening for profit is one of the many 
cornerstones to success. 

Fitting this mantra into the LandOpt system is 
easy. We already ask you to do it in a number of 
ways. Every role in your organization has the 
opportunity to listen to what your customers and 
those like them are saying.  ¸ƻǳǊ !ŎŎǘ aƎǊΩǎ ǎƘƻǳƭŘ 
listen to your customers in CARE Calls, which are 
designed to absorb and capture customer feedback 
and ensure their satisfaction. Your Project Manager 
and Sales Representatives should also be listening 
during Project CARE Calls. 

Take this information and rebroadcast the good 
feedback to your prospects and customers. Take 
the bad and put it use in improving your 
organization. 

Your Sales Representatives 
listen for profit when they 
conduct intro meetings. They 
ask a prospect about their 
needs, budget information 
and pain points with any 
existing service provider. 

All of these example are 
ways you and your organization can listen and 
profit from it.  Allow your customers and prospects 
to tell you exactly how to sell them what they need 
and when they need it. 

This places you in a better service position than 
your competitors and you will be sure to succeed in 
growth and profitability.  

Network Success! 

LandOpt Congratulates Art 
Miller and the team at 
Carolina Creations for being 
named Contractor of the 
Year!  

¶The company is currently 
experiencing a rush of media 
publicity, due to this honor.  
Several newspapers are 
running stories, including 
two Sunday business 
sections. 

 

LandOpt Congratulates Bob 
Miller of Miller Landscape for 
being named Sales 
Representative of the year! 

¶Several newspapers and local 
green industry trade 
publications experienced 
interest in this unique story. 
 

Congratulations to Tim Smith, 
LandOpt President, for joining 
the SIMA Education 
Committee.  Tim will serve in 
an advisory role.  Click Here to 
read the full article. 

 

The new LandOpt website is 
now in full release, as 
presented at the 2010 
tǊƛƴŎƛǇŀƭΩǎ aŜŜǘƛƴƎΦ 

Reminders 

The following reminders are 
for the LandOpt network of 
licensees: 

¶The PLANET Executive Forum  
is February 17-21 at the ARIA 
Casino in Las Vegas. 

¶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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Listening for Profitability and Success 
Tips from the Success Coach 
By David Gallagher 

 

In this day and age of fast paced conversations, mobile phones, text 

messaging and other non-verbal communications we tend to forget how to listen, 

ǿƘȅ ƛǘΩǎ ƛƳǇƻǊǘŀƴǘ ǘƻ ƭƛǎǘŜƴ ŀƴŘ Ƙƻǿ ǿŜ Ŏŀƴ ƻōǘŀƛƴ ǎǳŎŎŜǎǎ ŦǊƻƳ ŦƻŎǳǎƛƴƎ ƻƴ ǘƘŜ 

valuable information from our customers. 

Each of us are given two ears and one mouth, so make sure you listen twice 

as much as you speak. Let your customers tell you their needs. Allow your 

vendors to present you with new deals. Listen to your team members suggest 

game winning suggestions. I guarantee, if we consciously take the time to listen 

ǿŜ ǿƛƭƭ ŘƛǎŎƻǾŜǊ ŀ ǿŜŀƭǘƘ ƻŦ ƛƴŦƻǊƳŀǘƛƻƴ ǘƘŀǘ ǎƛƳǇƭȅ ŘƛŘƴΩǘ ŜȄƛǎǘ ƛƴ ƻǳǊ ǿƻǊƭŘǎ 

previously. 

¢Ƙƛǎ ƳƻƴǘƘ LΩƳ ǊŜŎƻƳƳŜƴŘƛƴƎ ŜǾŜǊȅƻƴŜ ƛƴ ǘƘŜ ƴŜǘǿƻǊƪ ǊŜŀŘ ǘƘŜ ōƻƻƪΣ ά!ǎƪ vǳŜǎǘƛƻƴǎ DŜǘ {ŜƭƭǎΣέ ōȅ 

{ǘŜǇƘŀƴ {ŎƘƛŦŦƳŀƴΦ !ǎƪ ȅƻǳǊǎŜƭŦ ǘƘŜ ǉǳŜǎǘƛƻƴ ǿƘŜƴ ŀǇǇǊƻŀŎƘƛƴƎ ƴŜǿ ǇǊƻǎǇŜŎǘǎΣ ά¸ƻǳΩǊŜ ƴƻǘ Ƴȅ ŎǳǎǘƻƳŜǊΣ 

ǿƘȅ ƛǎ ǘƘŀǘΚέ [ƛǎǘŜƴ ǘƻ ǿƘŀǘ ǘƘŀǘ ǇǊƻǎǇŜŎǘ ǎŀȅǎ ŀƴŘ ǇŜǊƘŀǇǎ ȅƻǳΩƭƭ ōŜ ŀōƭŜ ǘƻ Ǝŀƛƴ ŀ ƴŜǿ ŎǳǎǘƻƳŜǊ ōȅ 

ŦƻǊƳǳƭŀǘƛƴƎ ǊŜǎǇƻƴǎŜǎΣ ōŀǎŜŘ ƻƴ ǘƘŜƛǊ ƴŜŜŘǎ ŀƴŘ ƴƻǘ Ƨǳǎǘ ǿƘŀǘ ǎŜŜƳǎ ǘƻ Ŧƛǘ ǘƘŜ ǎƛǘǳŀǘƛƻƴΦ  LǘΩǎ ŀ ƭŜǎǎƻƴ ǿŜ 

all must remind ourselves of. 

!ǎ ²ƛƴǘŜǊ ǿƛƴŘǎ Řƻǿƴ ŀƴŘ {ǇǊƛƴƎ ǊŀƳǇǎ ǳǇ ƭŜǘΩǎ ƪŜŜǇ ƻǳǊǎŜƭǾŜǎ ƛƴ ǘƘŜ ƎŀƳŜΣ ōȅ ƭƛǎǘŜƴƛƴƎ ǘƻ ƻǳǊ 

customers, prospects and vendors, and become the most sought after 

leaders of the Green Industry. 

 

 

 

Nurney, Good Earth, Burkholder Brothers 

http://www.landscapeonline.com/research/article/13036
http://www.landopt.com

