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Network News  

A monthly newsletter informing  

and educating the LandOpt Network  

Business technology is continually changing and 

advancing in the market, but does all of the new 

gadgetry and innovative ways of conducting 

business help the LandOpt network?  In some 

aspects the answer is a resounding yes, while other 

times, the silence of no. 

The reason is because not all new technology is 

meant for all business.  Where advances in GPS 

technology greatly affect the landscape industry, 

self-service checkout scanners for 

grocery stores are meaningless.  

The LandOpt goal and that of the 

network is to target new trends 

and devote our resources to the 

best possible offerings. 

The semi-new social/business 

networking website, Twitter.com 

is a micro-blogging service that 

enables its users to send and read messages known 

simply as tweets.  This free service is well known by 

teenagers, who wish to trade homework secrets 

and gossip.  Politicians have setup accounts to 

communicate to their constituencies.  But most 

importantly, Twitter is being used by all forms of 

sales and service related businesses as an 

accountability tool, allowing managers to quickly 

access information of the hour-by-hour efforts of 

team members.  And because Twitter is accessible 

ǘƘǊƻǳƎƘ ƳƻōƛƭŜ ǇƘƻƴŜǎΣ ƛǘΩǎ ŀ ǉǳƛŎƪ ŀƴŘ Ŝŀǎȅ 

solution to needed updates. 

Sales professionals tweet the results of 

meetings.  Service professionals update their 

ŎƻƳǇŀƴƛŜǎ ƻƴ ǘƘŜ ǇǊƻƎǊŜǎǎ ƻŦ ǘƘŜ ŘŀȅΩǎ ǇǊƻƧŜŎǘǎΦ  

Even executives in large corporate environments 

encourage their masses in cubical-land to tweet the 

live long day, so wasteful meetings are minimized. 

Consistent communications between team 

members is a core foundation to 

o r g a n i z a t i o n a l  s u c c e s s .  

Companies often balance the 

need for internal communica-

tions against the unfortunate fact 

that production halts during daily 

meetings.  With networking 

technology that uses the Web 

and cellular services, relationship 

building and necessary communications are done in 

literally seconds. 

Business owners and general managers are 

always looking for ways to streamline costs, while 

maintaining a professional appeal and higher level 

of service.  Seeking out friendlier and faster ways to 

communicate will lower costs, aid in catching 

problems of the day and therefore, add to the 

profitability of the organization.   

Continuing Education 
Training and Webcasts for our Network 

 

Produced by: 

Training: 

¶ Sept. 28 through 30τSales Rep. Boot Camp 

¶ Oct. 19 through 22τTransformation Training 

¶ Nov. 9 through 12τEnvisioning the Future, Planning 

Webcasts: (Subject to change) 

¶ Oct. 1τIn Preparation for Planning 2010 

¶ Oct. 15τClosing Sales in the 4th Quarter 

¶ Nov. 5τYear in Review: Thank Your Team for Success 

¶ Nov. 19τFinancial Planning Progress 

https://twitter.com/


Celebrate the Outputs! 
A Message from Tim Smith, President/CEO 
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Technology is an 

accepted and expected 

ǇŀǊǘ ƻŦ ǘƻŘŀȅΩǎ ōǳǎƛƴŜǎǎ 

world.  However, we 

have to be careful not 

to just pick the flashiest 

new technology to 

implement, as we 

attempt to make our 

jobs and companies 

more efficient and effective. 

The LandOpt product development and 

implementation philosophy is one that ensures a 

seamless and logical connection between 

technology and the user, between data and 

usability, and between varying technologies. Each 

technology selection or development must pass our 

test of Scalable, Applicable and Proven, but it must 

also be capable of integration with other 

technology and LandOpt processes. 

Because LandOpt process and approach is much 

different than our industry norm, based on proven 

ƳŜǘƘƻŘǎ ƻŦ ǎǳŎŎŜǎǎΣ ƛǘΩǎ ŘƛŦŦƛŎǳƭǘ ŀƴŘ ǘƛƳŜ 

consuming to identify potential technology 

solutions as they exist in the current 

market.  Developing technology internally is a 

possible solution, however, that marries us to such 

technology and limits abilities to change the 

solution when a better, more scalable or applicable 

solution is introduced in the market. 

LandOpt is committed to providing the best in 

class scalable, applicable and proven systems and 

technologies to our licensees. It is because of this 

commitment that we cannot stray from our 

philosophies and therefore simply provide what a 

particular licensee may want in our products.  To 

secure stability in our processes we can only 

provide what fits into our entire system, and 

ŘƻŜǎƴΩǘ ƘŀǾŜ ŀ ǇƻǘŜƴǘƛŀƭ ƴŜƎŀǘƛǾŜ ŜŦŦŜŎǘ ƻƴ ƻǘƘŜǊ 

pieces of the puzzle. 

We do welcome your feedback and analysis of 

our products and systems, so please continue to 

provide both.  We also ask that together we follow 

through on proposed enhancements or technology 

selections with the whole picture in mind, not just 

the need or want of today. 

Network Success! 

¶John VlayτPresident, Jensen 
Corporation Landscape 
Contractors was recently 
interviewed and had a profile 
written for 
LandscapeOnline.com, which 
is a central source for 
landscape news and trends. 

 

LandOpt Congratulates the 
network on recent recruiting 
achievements: 

¶Sandy Giles, Recurring 
Service Sales Rep. for Nurney 
Landscape. 

¶Andy Russ, Project Manager 
for Carolina Creations. 

 

¶LandOpt Congratulates April 
Cottone of Cut Above, Barry 
Hefferich of Silvis Group, and 
Jim Reissner of 
Meadowview.  These new 
sales reps closed sales in Q3! 

 

¶LandOpt welcomes PROCARE 
of Grand Rapids, MI as the 
newest licensee and member 
of the LandOpt nationwide 
network. 

Reminders 

¶The PLANET Green Industry 
and Equipment (GIE) Expo 
runs from October 29-31 at 
the Kentucky Exposition 
Center in Louisville.  LandOpt 
will have be in booth #3227.  
We are inviting our network 
to participate. 

 

¶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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Technology Integration 
Tips from the Success Coach 
By David Gallagher  

 

     L ŀƳ ǇǊƻǳŘ ǘƻ ŎŜƭŜōǊŀǘŜ wƻŘŘȅ 5ŜƭŀƴŜȅΩǎ ŦƛǊǎǘ ƭƛŎŜƴǎŜŜ ǎŀƭŜǎ ŎƭƻǎŜΣ ŀǎ ǿŜ 

welcome our newest licensee, PROCARE Landscape Management of Grand 

Rapids, MI into the nationwide network. 

     It is a great time to celebrate the outputs of our organizations. While we 

may focus on the numerous inputs, such as achieving Phase I and Phase II 

LƴǘǊƻǎΣ ƛǘΩǎ ǘƘŜ ƻǳǘǇǳǘǎ ǘƘŀǘ ǘǊǳƭȅ ŎƻǳƴǘΦ 

     Consider what may be some 

of the outputs you can 

celebrate in your organization. 

     The primary output is a strong maintenance 

base.  The amount of recurring revenue that is under 

agreement within your organization is a key indicator of the 

future of your organization. Everyone on your team should 

be able to answer these simple question when asked: 

ά²ƘŀǘΩǎ ȅƻǳǊ ƳŀƛƴǘŜƴŀƴŎŜ ōŀǎŜΚέ ŀƴŘ ά²Ƙŀǘ ƛǎ ȅƻǳǊ ƎƻŀƭΚέ 

Utilizing the agreement section in the CRM allows you 

to track this easily and ensures the entire team has visibility. 

Benchmarks to celebrate on the recurring side are goals of One Million, Two Million and 

beyond.  Formalize your celebration by providing food, beverage, and recognition of key team players, in 

both sales and operations roles.   

And remember, the key to any successful business is to attract and 

retain profitable clients. 
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²Ƙŀǘ [ŀƴŘhǇǘ ƛǎ ǘƻ aŜΧ 

άSales before joining LandOpt 
were always reactive, waiting 
for potential customers to 
ŎŀƭƭΦ  ²Ŝ ŘƛŘƴΩǘ ƘŀǾŜ ŀ ǎŀƭŜǎ ƻǊ 
marketing plan. The 
philosophy has changed.  
LandOpt introduced proactive 
sales, which lead to a 
professional sales process.  
²ŜΩǾŜ ǎǘǊŜŀƳƭƛƴŜŘ ǘƘŜ Ǉƻƛƴǘ 
of contact to the close of sale, 
allowing us to define our 
ǎǳŎŎŜǎǎΦέ 
 

Jeremy MillerτGeneral 
Manager, Miller 
Landscape, Inc.  

Did you know? 

¶Scotts Miracle Grown was 
recently profiled in the Wall 
Street journal, garnering 
more attention  on the 
importance of the Green 
Industry in American society. 

¶PLANET is promising answers 
to tough business questions 
at the GIE Expo in Louisville, 
KY from October 29-31.  In 
order to encourage 
attendance, PLANET is 
promising educational and 
networking opportunities. 

¶Landscape Online is 
reporting scientists from the 
American Chemical Society 
are reporting that the typical 
house in California (and 
probably elsewhere in the 
country) is an alarming and 
probably underestimated 
source of water pollution, 
according to a new study.  
This is a profitable avenue 
for landscape companies, as 
the scientists encourage 
outreach programs centered 
on improving both irrigation 
control and pest 
management, to limit water 
pollution. 

In the modern world business has always 

embraced new technology to facilitate 

communications and accelerate the progress of 

producing higher sales. The multitude of different 

technological instruments has significantly 

complemented old-fashioned business know-how. 

Use email to your advantage. Indeed it is a 

reality to convert your emails into sales, but it is 

not that easy if you are going to be lazy and 

lackadaisical. There is an intricately crafted grace 

that goes into orchestrating an email. People and 

businesses can get a large number of emails a day, 

so you do not want them addressed in the same 

manner as spam. Invest your time in constructing 

emails wisely, and you will see tremendous results.  

Customer Relationship Management or CRM is 

a resource that any successful business is familiar 

with. CRM aids businesses in managing their 

relationships with their customers in an organized 

and effective way. Valued customers are targeted 

and identified, leads are generated, marketing is 

planned and executed, and individualized rapport is 

established to ensure the highest levels of 

customer satisfaction in 

utilizing CRM software. 

The World Wide Web 

represents an integral 

and vastly growing 

medium for business 

sales. It is projected that 

by 2010, $11 billion 

consumer dollars will be 

invested in buying 

products and services 

from online. The presence of your business on the 

Web is a priceless enterprise. There are many ways 

to use that attendance to procure sales. If your 

business is not capitalizing on the Web, it is safe to 

assume the competition is. 

Effective use of the technology available today 

will keep your business on the cutting-edge and 

produce more sales. Business acumen is not 

enough these days; insight needs to be 

supplemented with technology. Be sure your 

business has the right equipment and knows how 

to use it to engage. 

Improving Sales with Technology 
Professional Sales Leadership 
By John Tate 

Up to this point you have set the guidelines for 

the recruit, established the roles and 

responsibilities, and sourced a number of 

individuals with solid resumes. The next step in the 

LandOpt recruiting cycle is 

conducting the phone screen. 

The phone screen is used to 

determine whether the 

candidate has the basic skills 

needed for the role you are 

filling. It is not a full interview. 

That happens next in the face-

to-face meeting.  

When looking for a proactive 

sales representative, one 

critical skill is the ability to cold 

call for leads that could deliver 

potential new business. During 

the phone screen, you must 

determine the skill sets concerning cold calling. The 

answers to those questions provide a snap shot 

into their abilities and whether they have the basic 

skills to warrant an interview. 

Things to remember when conducting the phone 

screen:  keep the conversation to 20-minutes (30-

minutes maximum), ask only basic questions to 

determine skills for the role, remember the 

screening process weeds out 

ǘƘŜ ǇŜƻǇƭŜ ǘƘŀǘ ŘƻƴΩǘ ƘŀǾŜ ǘƘŜ 

basic skills, keep questions from 

the candidate to a minimum 

(answered during the face-to-

face), spend a minute or two 

explaining the role and the 

culture of the company at a 

high-level. 

The phone screen will save you 

time.  The resume shows only 

the information the candidate 

wants to share. You must find 

the information you need.  The 

phone screen starts this with 

big picture questioning. A good rule of thumb when 

conducting a phone screen is to use the K.I.S.S. 

ǇǊƛƴŎƛǇƭŜΥ άYŜŜǇ Lǘ {ƛƳǇƭŜ {ǘǳǇƛŘΦέ wŜƳŜƳōŜǊΣ ȅƻǳ 

ŘƻƴΩǘ ƘŀǾŜ ǘƻ ƪƴƻǿ ŜǾŜǊȅǘƘƛƴƎ ŀōƻǳǘ ŀ ŎŀƴŘƛŘŀǘŜ ƛƴ 

the first conversation. 

Conducting the Phone ScreenτStep Four 
A Series of 12-Articles on Best HR Practices 
By Mike Gaydos 

 

 

 

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  



650 Smithfield Street 

Suite 750 

Pittsburgh, PA  15222 

Phone: 412-567-4345 

Fax: 866-508-2472 

URL: www.landopt.com 

E-mail: info@landopt.com 

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. 

Business Transformation 

LandOpt helps to transform your business by focusing on 

our four colors of success: 

 


