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Network News  

A monthly newsletter informing  

and educating the LandOpt Nationwide Network  

Coaching is a term that gets used a lot in the 

LandOpt culture and Green Industry for the vital 

importance  of business success.  

Because spring is full of unpredictability and busy 

ǘƛƳŜǎ ƛǘΩǎ ƴŜŎŜǎǎŀǊȅ ǘƻ ŜƴǎǳǊŜ ǘƘŜ ŜŦŦŜŎǘƛǾŜ 

management of crews, as they go out to fulfill the 

mission of your organization. Keep track of their 

locations, be sure they are being mentored to 

achieve personal goals. It is their efficiency and 

fortitude for a job well done that will aid in 

distinguishing your Powered by LandOpt 

organization from others in each region.  

The LandOpt Success Coaches are currently 

working with you to build dynamic sales teams and 

thoughtful operational team members in every 

aspect of your business. 

Remember, the crew team members are one of 

your highest priorities. By fostering the culture of 

your organization in the minds of your crew, you 

will in effect provide the best possible service for 

your customers. When your team is managed fairly 

and fulfilled by the work they will feel integrated 

into your company family and will look out for the 

ƻǊƎŀƴƛȊŀǘƛƻƴΩǎ ōŜǎǘ ƛƴǘŜǊŜǎǘǎΦ 

As a Project Manager or Account Manager, 

managing a crew of landscape professionals is a 

large responsibility. Managers are accountable for 

the team members under them. Therefore, they 

are in affect, 

mentors. The 

m a n a g e r 

must ensure 

each member 

of a crew is 

accounted for 

at any time of 

the day, using 

time wisely and maximizing the available energy to 

complete the daily tasks in an effective and 

efficient manner. 

Along with tracking your crews to garner their 

best performance, managers must also ensure the 

crews on the front line of exposure to the public 

are projecting the culture of your organization. 

Crews are your living sales tools and a vital part of 

your marketing communications effort. 

The LandOpt Identity Program will assist in 

reflecting the leadership of your company. 

Managers must always foster professionalism in 

their crews, which is yet another example of your 

leadership in your region. 

A knowledgeable and efficient crew will lead 

your organization to sustainable success in the long

-term, because of the trust your customers and 

future prospects will place in your organization. 

Continuing Education 
Training and Webcasts for our Network 

 

Produced by: 

Training: 

¶ April 26 through April 29τTransformation Training 

¶ May 17 through May 19τGeneral Mgr Boot Camp 

¶ June 7 through June 9τCon Ed, Financial Forecasting 

¶ July 26 through July 29τTransformation Training 

Webcasts: (Subject to change) 

¶ May 6τThe Three Whys 

¶ May 20τNetwork Production Rates 

¶ June 3τCRM TrainingτReports 

¶ June 17τManaging Your Inbox 



You Can Only Manage What You Measure? 
A Message from Tim Smith, President/CEO 
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Network Success! 

Congratulations to Miller 
Landscape for receiving the 
Unilock Award of Excellence 
for Best Residential Project, at 
the end of March. 

LandOpt welcomes our 
newest network members 
and look forward to working 
with them through their 
transformation: 

¶The Upham Landscape 
Company of Weston, MA 

¶Trace Lawn and Landscaping 
of Meadville, PA 

¶Proscape Lawn and 
Landscape Services of 
Marion, OH 

LandOpt recognizes the 
environmentally friendly 
efforts of our licensees: 

¶PROCARE Landscape 
Management converted their 
lawnmowers to cleaner 
burning, propane powered 
equipment. 

¶Twin Oaks Landscape is 
converting their 2-stroke 
engines over to 4-stroke, 
which will save on the 
burning of oil. 

 

Reminders 

The following reminders are 
for the LandOpt network of 
licensees: 

¶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 time breaks us from the confines of 

ǿƛƴǘŜǊ ƭŜǘΩǎ ǘŀƪŜ ŀ ƭƻƻƪ ŀǘ ǿƘŀǘ we can do to 

separate ourselves from the rest of the crowd. 

A lot of sales professionals have evolved to the 

point where they are comfortable. They make 

enough money and have established content 

routines and habits. They really don't want to 

expend the energy it takes to do things more 

successful or effective manner. 

Some of the habits and routines that we follow 

work well for us. However, our rapidly changing 

world constantly demands new methods of being 

proactive in our sales approach, techniques, habits 

and routines. Just because something has been 

effective for a few years does not mean it 

continues to be. This problem develops when 

salespeople are so content with the way things are, 

they have not changed anything in their process. 

If you haven't changed or challenged some habit 

or routine, chances are you are not as effective as 

you could be. 

For example, you could still 

be writing phone messages 

down on little slips of paper 

when entering them into your 

CRM is more effective. This is 

a simple example of a 

principle that can extend 

towards the most important 

things that we do. Are we using the same routines 

for organizing our work week, for determining who 

to call on, for understanding our customers, for 

collecting information, etc.? There is no practical 

end to the list. 

Contentment with the status quo almost always 

means salespeople who are not as effective as they 

ŎƻǳƭŘ ōŜΦ ²ƘŜƴ ȅƻǳ ŀǊŜ ǇǊƻǎǇŜŎǘƛƴƎ ŀƴŘ άǎƳƛƭƛƴƎ 

ŀƴŘ ŘƛŀƭƛƴƎέ Ǝƻ ǘƘŜ ŜȄǘǊŀ ƳƛƭŜ ŀƴŘ Řƻ ǎƻƳŜǘƘƛƴƎ 

out of the ordinary to positively affect your sales 

outcomes. LandOpt has the tools to guide you to 

the right Clients, utilize those tools to maximize 

your abilities. 

Sales Issues with The Status Quo 
Professional Sales Leadership 
By Roddy Delaney 

In business the only items we can effectively manage are the items we 

measure.  Man hours, revenue, costs, they are all measured to determine our 

levels of success. 

Managing and tracking your crews is no different.  The team members of your 

organization require strong leadership, based on long-term goals of growth and 

sustainability.  Every organization in our nationwide network is in a unique 

leadership position in each region.  We are showing the Green Industry that your 

devotion to your business as Powered by LandOpt is notching up the level of 

professionalism. 

Make sure your crews are reflecting that position in their work habits and in how they present your 

organization to your customers and the public at large.  An efficient 

crew that is wholeheartedly devoted to their organization will emanate 

the security and value of a reliable landscaping contractor.  Your goals 

will be reached that much easier, leading to sustained success.  

 

Leadership through  

LandOpt  
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     My article this month is 

intended for Account 

Managers, Project Managers 

and anyone who aspires to 

those roles. As such, it is one of 

your primary responsibilities to 

manage and mentor the crew 

teams in your department. 

This starts with developing and 

nurturing a culture that includes empowerment, 

accountability,  and candor. Empowerment of your 

teams is giving the tools and latitude necessary to 

direct their day and their primary work tasks. It 

provides a team atmosphere where individuals can 

be successful as a group.  

Empowerment cannot be successful without 

accountability and candor. 

Accountability provides boundaries or a 

framework of what is expected. Accountability 

ǇǳōƭƛŎƭȅ ǊŜǿŀǊŘǎ άƎƻƻŘ ōŜƘŀǾƛƻǊέ ŀƴŘ ǇǊƛǾŀǘŜƭȅ 

ǊŜǇǊƛƳŀƴŘǎ άōŀŘ ōŜƘŀǾƛƻǊΦέ Lǘ ǇǊƻǾƛŘŜǎ ŎƭŀǊƛǘȅ ƻŦ 

clear expectations and goals. 

Empowerment and accountability are supported 

with Candor, which provides for clear 

communication. The flow of good ideas comes 

from an open forum for accountability to work. 

As you lead your teams through spring keep 

these principles in the forefront and I guarantee, 

your teams will step up to every plate, exceed 

expectations and provide your organization with 

raving fans for customers. 

As you measure these principles it is important 

to use metrics.  Leverage the LandOpt schedule 

board, crew tracking sheets and recurring tracking 

workbooks to report the score for your 

teams.  Empower them to achieve the results you 

desire, hold them accountable to those results and 

expect candid conversation and feedback in your 

organization. 
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²Ƙŀǘ [ŀƴŘhǇǘ ƛǎ ǘƻ aŜΧ 

The LandOpt four pillars of 
success have given our 
organization a solid road map 
towards success. 

As we grow and transform 
into a Powered by LandOpt 
organization, we look forward 
to leading the Green Industry 
in our territory. 

Bill Pols τ Owner,      

Good Earth Landscape 

Contractors 

Did you know? 

¶Lawn and Landscape 
reported that the U.S. Small 
Business Administration is 
warning small businesses to 
be cautious of firms 
contacting them and offering 
to help apply for money 
available through SBA 
programs. There are reports 
of abusive marketing 
practices. 

¶Lawn and Landscape has also 
posted an article about the 
five employee pay traps to 
avoid to ensure team 
members are being paid 
properly. 

¶The University of Nevada at 
Las Vegas (UNLV) is 
considering dropping their 
Landscape Architecture 
department. The decision is 
being based on  an upside 
down real-estate market and 
high percentage of students 
wishing to leave the Las 
Vegas area for more 
opportunities. 

¶LǘΩǎ ōŜŜƴ ŘƛǎŎƻǾŜǊŜŘ ǘƘŀǘ 
Cocoa mulch, a product sold 
in Home Depot and other 
garden supply centers, has 
been found to be a potential 
health risk for pets. Cocoa 
mulch contains theobromine, 
an ingredient that affects the 
heart, central nervous 
system, and kidneys of cats 
and dogs. It is used to make 
chocolate. 

The final step in the LandOpt recruiting process 

is keeping your new team member engaged. 

Both parties are responsible for this continuous 

effort. It takes into account all aspects of the 

individual and their role within the organization. 

The following will assist in being a strong mentor 

for your new team member: 

Continue the On Boarding Process for the first 

three-to-six months. Ensure success by establishing 

guidelines for success at the beginning. A strong on 

boarding program will give them the road map, 

positive feelings, and positive outlook for their 

success with your organization. Top performers 

ŘƻƴΩǘ ƭŜŀǾŜ ŦƻǊ ƳƻƴŜȅ ǘƘŜȅ 

leave because of their 

managers. 

Es tab l i sh  the  ro le 

expectations by setting up the 

Performance Appraisal Cycle. 

Establish the timeline for 

i m p l e m e n t a t i o n  a n d 

commencement of the process. 

The hardest part of the PAS is 

getting started, because of the 

time involved and laying out the 

objectives. It will establish the 

necessary components of 

success. 

Develop PAR meetings, 

which are crucial for 

keeping to the tasks at 

hand. The sooner they are 

conducted the quicker the 

team member will become 

productive for your 

organization. 

Eliminate any obstacles to winning. Ensure all 

the tools discussed during the offer are available to 

the new team member are in their possession 

within the first week of employment. The right 

tools delivers success. 

Ensure the employee is part of 

their own development plan. 

The new team member must 

be involved in their 

development. An engaged 

team member is a happy team 

member. 

   These 11-steps have been a 

snap shot of the LandOpt 

recruiting process, which helps 

to maximize success and 

minimize failure in getting the 

right team member on board. 

Establish Goals/Develop Game Plan for SuccessτStep Eleven 
A Series of 12-Articles on Best HR Practices 
By Mike Gaydos 

Crew Management and Mentoring 
Tips from the Success Coach 
By David Gallagher 

 

 

 

The LandOpt Recruiting Process 

1. Recruiting Plan Guidelines 

2. Roles & Responsibilities Development 

3. Sourcing for Superstars 

4. Conducting the Phone Screen 

5. In Person Evaluation Process 

6. Check Business References 

7. Social Gathering 

8. Pre-Close Candidate 

9. Extending the Offer 

10. On Boarding of Employee 

11. Establish Goals/Develop Game Plan 

for Success  

http://www.lawnandlandscape.com/SBA-warns-of-fraudulent-loan-help.aspx
http://www.lawnandlandscape.com/ll-040710-nfib-employee-compensation-traps.aspx
http://www.lawnandlandscape.com/ll-040710-nfib-employee-compensation-traps.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 

Environmental Mowing and Composting Practices 
LandOpt Environmental Leadership 
By Niki Ratcliff 

Since the world experienced the fast paced 

production of the industrial revolution, many of us 

ŀǊŜ ŜȄǇƻǎŜŘ ǘƻ ǘƘŜ ƭŜƴƎǘƘȅ ŘŜōŀǘŜǎ ƻŦ άƎǊŜŜƴέ ƻǊ 

environmentally friendly practices to reduce 

pollution.  Since controversy still surrounds the 

effects of pollution and the 

research administered to date, 

ƭŜǘΩǎ ǊŜǾƛǎƛǘ ǘƘŜ ǘǿƻ ōŀǎƛŎ 

pollutant free practices that 

landscape contractors can use, 

composting and mowing at 

proper heights. 

C o m po s t i n g  ha p p e n s 

naturally in the forest so why 

not mimic this process to recycle 

yard and kitchen wastes that make up about 30% 

of the waste stream in the USA?  Compost can be 

used as a natural fertilizer to enrich soils.  The 

process also remediates (clean) soils and prevents 

pollutants from runoff into water sources when 

used for erosion and on embankments.  How can 

you save money?  In the long run, household 

composting extends landfill life by reducing 

garbage volumes and green house gases.  Plus, this 

natural fertilizer can save the household consumer 

a trip to the store to buy chemicals and potent 

fertilizers.  According to the U.S. Environmental 

Protection Agency, composting practices add up to 

50% cost savings for soil remediation where 

applicable. 

Mowing at the proper blade height is another 

cost effective green practice.  Mowed at proper 

heights, grass canopies become 

healthy and dense which 

reduces soil surface shading 

resulting in the restriction of 

germination of annual grassy 

and broadleaf weeds, 

controlling runoff, and 

sustenance for root systems.  

Plus frequent mowings at 

proper heights safely allow 

clippings to remain in lawns providing nitrogen for 

fertilizing. Keeping these clippings in your yard 

rather than in the garbage fosters significant 

volume reduction in landfill waste saving on 

municipal waste costs. 

So LandOpt Licensees can become more cost 

efficient from composting and mowing at proper 

heights while protecting the environment by 

avoiding harsh chemicals to fertilize soil and turf.  

²ƘƛŎƘ ŀŘŘǎ ŀ ƴƛŎŜ ǘǿƛǎǘ ǘƻ ǘƘŜ ƻƭŘ ǎŀȅƛƴƎΣ άDƻŘ 

ƳŀŘŜ ŘƛǊǘΣ ŘƛǊǘ ǿƻƴΩǘ ƘǳǊǘέΧǳƴƭŜǎǎ ƛǘ ƛǎ ƭŀŘŜƴ ǿƛǘƘ 

Dursban. 

 

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 when 
possible. 


