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The Benefits of Proactive Listening

LandOpt Feature
By Niki Ratcliff

52 &2dz SOSNIJ TAYR @&2dz To become a better listener ask a prospect’ & Q &
sentence because they are taking too long or yo client open ended questions so they can talk.
can anticipate what they are saying next? We hax When selling, create a dialogue that resists
all been guilty of this interruption to complete arguments, interpretation, and judgment. For
Fy20KSNJ LISNE2Yy Qa 42 NRzZexample, if you are taling to a person uskgSt F
interrupting a customer similar to the aboveanother
scenario, then beware, you are not listening. landscape

Listening requires patience and discipline to hol provider
your tongue and actually let another speak, ncand you
matter how long it takes them to complete their want to see
sentence. If you are anticipating your reply to theif you can
AL 1SNDa g2NRaz (GKSy attain their
because you are focused on your words. It ibusiness,
impossible for the human mind to hold twoal & X
thoughts simultaneously. Many people argue this understand
because the mind can flicker many thoughts i ABC Co. has been mowing your lawn for several
2ySQa KSIFR Ay | YlILGGSNaSlIaz2yas e2dz aSSYSR (2 Axis
like trying to watch two televisions at once, and i and let them talk. You can capitalize on the
cannot happen at the same time. information they reveal.

Because the human mind cannot listen ani Listening can prevent a company from lost
formulate a response simultaneously it isresources, unveil needs, enlighten the business on
AYLISNY 6AGS (GKFG 68 dzy what does and does not work, and sets mofea
avydzZ GAGEFalAy3dE o6dza Ay Sa focused goals prior to developing products. Think(i K &
customer relationship negatively. Americans hav of proactive listening before proactive selling.
F20dzaSR altSa 2y (GKS ( Listening to the customer allows them to woik Y &
LINE RdzOG ¢ | LILINB I OKd C2 N with you, the service provider, rather than justl y R
the needs of the customer, our business cultur being sold on something. Listening equals trust,
needs to foster better listening techniques. which leads to a solid business relationship.

Continuing Education
Training and Webcasts for our Network

The following schedules are for the best in class LandOpt training for upcoming times in 2010.
Training:
9 Feb. 15 through Feb. 1 7Acct. Manager Boot Camp
9 March 8 through March 10 Con Ed, CRM Training
9 April 26 through April 28 Transformation Training
9 May 17 through May 18 General Mgr Boot Camp

Webcasts(Subject to change)

i Feb. 18 LandOpt Benchmarking 2009
I March 4 Quadrant Selling

9 March 18 Preparing for Spring

9 April T Wrapping up Winter Services
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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!

TSeveral newspapers and locg
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. to
read the full article.

The new is
now in full release, as
presented at the 2010

t NAYOALI f Qa a

Reminders

The following reminders are
for the LandOpt network of
licensees:

1The PLANET Executive Foru
is February 1-21 at the ARIA
Casino in Las Vegas.

JSales Reps are to conduct
five Intro Meetings per
week.

JCARE Calls are to be made ¢
a regular basis for recurring
and project work.

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

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

Focusing on the Information Flow E
A Message from Tim Smith, President/CEO

In this day and age of fast paced conversations, mobile phones, text
messaging and other neverbal communications we tend to forget how to liste
gKe AlUQa AYLRNIFIydG G2 ftAaiSy FyR
valuable information from our customers.

game winning suggestions. | guarantee, if we consciously take the time to lig

6S GAff RA&GO2CGSNI I gSIHEfGK 2F AyF2NNIGAZ2Y G(KFG &A
previously.

CKA& Y2YyGK LQY NBO2YYSYyRAy3a S@OSNEB2YyS Ay (GKS yS$§
{GSLKIFY {OKAFFYLYyd ! &1 &2dNESEF (KS |jdzSaiAzy 6KS
gKe A& GKIFGKéE [A&aGSYy G2 6KIFG GKFIG LINRPALISOG area
F2NNdA F GAy3 NBaLRyasSazr oFaSR 2y GKSANI ySSRa FyR

all must remind ourselves of.
l'a 2AY0dSNI gAyYyRa R2¢gy YR {LINAY3I NI YLHA

customers, prospects and vendors, and become the most sought after o . )

dzLJ £ SG Q&

leaders of the Green Industry.

Nurney, Good Earth, Burkholder Broth%rs

Listening for Profitability and Success

Tips from the Success Coach
By David Gallagher

Listening for profit is one of the many Your Sales Representativ
cornerstones to success. listen for profit when the
Fitting this mantra into the LandOpt system i conduct intro meetings. The)
easy.We already ask you to do it in a number o ask a prospect about the
ways. Every role in your organization has thneeds, budget informatio
opportunity to listen to what your customers and and pain points with an
those like them are saying. 2 dzNJ ! OO a existing service provider.
listen to your customers in CARE Calls, which ¢ All of these example ar
designed to absorb and capture customer feedbac ways you and your organization can listen and
and ensure their satisfaction. Your Project Manag profit from it. Allow your customers and prospects
and Sales Representatives should also be listeni to tell you exactly how to sell them what they need
during Project CARE Calls. and when they need it.

Take this information and rebroadcast the goor  This places you in a better service position than
feedback to your prospects and customers. Tal your competitors and you will be sure to succeed in
the bad and put it use in improving your growth and profitability.
organization.


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

