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Continuing Education
Training and Webcasts for our Network

The following schedules are for the best in class LandOpt training for July through September 2009.

Training: Webcasts(Subject to change)
9 Sept. 28 through 30 Sales Rep. Boot Camp 9 Oct. & In Preparation for Planning 2010
9 Oct. 19 through 22 Transformation Training i Oct. 15 Closing Sales in the 4th Quarter

9 Nov. 9 through 12 Envisioning the Future, Planning | Nov. & Year in Review: Thank Your Team for Success
I Nov. 19 Financial Planning Progress
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Network Success!

1John Vlay President, Jensen
Corporation Landscape
Contractors was recently
interviewed and had a profile
written for
LandscapeOnline.com, whic!
is a central source for
landscape news and trends.

LandOpt Congratulates the
network on recent recruiting
achievements:

YISandy Giles, Recurring
Service Sales Rep. for Nurng
Landscape.

YJAndy Russ, Project Manager
for Carolina Creations.

JLandOpt Congratulates April
Cottone of Cut Above, Barry
Hefferich of Silvis Group, and
Jim Reissner of
Meadowview. These new
sales reps closed sales in Q

JLandOpt welcomes PROCAH
of Grand Rapids, Ml as the
newest licensee and membe
of the LandOpt nationwide
network.

Reminders

The PLANET Green Industry
and Equipment (GIE) Expo
runs from October 281 at
the Kentucky Exposition
Center in Louisville. LandOp
will have be in booth #3227.
We are inviting our network
to participate.

JSales Reps are to conduct
five Intro Meetings per
week.

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

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

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

Celebrate the Outputs! E
A Message from Tim Smith, President/CEO

L Y LINRBdZR (G2 OStSoNIGS w2RRe
welcome our newest licensee, PROCARE Landscape Management of Grand
Rapids, Ml 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 | and Phase Il
LYGNRax Ad0Qa (GKS 2dzilidzia GKI G GNYzA @

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 tl ;\
future of your organizatiorEveryone on your team should :
be able to answer these simple question when asked:
G2 KFEGQa @2dzNJ YIF¥YRGIBYKYOS Aé

Utilizing the agreement section in the CRM allows yo
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 an ////7;7 j (sj////
retain profitable clients. et e

Technology Integration

Tips from the Success Coach
By David Gallagher

Technology is an consuming to identify potential technology
accepted and expected solutions as they exist in the current
LJ NI 2 F (2R market. Developing technology internally is a
world. However, we possible solution, however, that marries us to such
have to be careful not technology and limits abilities to change the
to just pick the flashiest solution when a better, more scalable or applicable
new technology to solution isintroduced in the market.
implement, as we LandOpt is committed to providing the best in
attempt to make our class scalable, applicable and proven systems and
jobs and companies technologies to our licensees. It is because of this
more efficient and effective. commitment that we cannot stray from our
The LandOpt product development anc philosophies and therefore simply provide what a
implementation philosophy is one that ensures i particular licensee may want in our product§.o
seamless and logical connection betwee secure stability in our processes we can only
technology and the user, between data ancprovide what fits into our entire system, and
usability, and between varying technologigsach R2Say Qi KIF @S | LR GSYyGAl ¢
technology selection or development must pass ol pieces of the puzzle.
test of Scalable, Applicable and Proven, butit mu We do welcome your feedback and analysis of
also be capable of integration with other our products and systems, so please continue to
technology and LandOpt processes. provide both. We also ask that together we follow
Because LandOpt process and approach is mu through on proposed enhancements or technology
different than our industry norm, based on prover selections with the whole picture in mind, not just
YSiK2R& 2F &4dz00S&aas the need or want of today. AYS
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Conducting the Phone ScreerStep Four E! Did you know?
A Series of 1-Articles on Best HR Practices fScotts Miracle Grown was
By Mike Gaydos recently profiled in the Wall

. . S . . Street journal, garnering
Up to this point you have set the guidelines fo  Things to remember when conducting the phone T ST o

the recruit, established the roles and screen: keep the conversation to -2dinutes (30 importance of the Green
responsibilities, and sourced a number o minutes maximum), ask only basic questions to B[Rl (EIo=TgRETo[o =1AYA
individuals with solid resumes. The next step in th determine skills for the role, remember the

JPLANET is promising answe

LandOpt recruiting cycle |s screening process weeds out . :

. The LandOot R iting P SN o . Al to tough business auestions
conducting the phone screen. | The LandOpt Recruiting Process UKS LISZLIX S UK U SRS Expo in LGuisvile,
The phone screen is used [f@. Recruiting Plan Guidelines basic skills, keep questions from KY from October 281. In

determine  whether thd2. Roles & Responsibilities Developmepithe candidate to a minimum order to encourage
candidate has the basic skijl3. Sourcing for Superstars (answered during the fac®- attendance, PLANET is
ded for the role you arp4. Conducting the Phone Screen face), spend a minute or two promising educational and
r?e.e : ) y R 9 i ' .p networking opportunities.
filling. It is not a full interview.5. In Person Evaluation Process explaining the role and the
That happens next in the facg6. Check Business References culture of the company at a fLandscape Online is
to-face meeting. 7. Social Gathering high-level. reporting scientists from the
When looking for a proactivi8.  PreClose Candidate The phone screen will save you [RAHEAAIRlLUICERSEil
. 0. Extending the Offer i h h | are reporting that the typical
sales  representative, or _ ime. e resume shows only house in California (and
critical skill is the ability to coll0. On Boarding of Employee the information the candidate probably elsewhere in the

call for leads that could delivgll- Establish Goals/Develop Game Plar| yants to share. You must find country) is an alarming and
potential new business. Durirg  for Success the information you need. The probably underestimated
the phone screen, you must hone screen starts this with ST GRS [yl Vel

P . o y . . o . p. according to a new study.
determine the skill sets concerning cold calling. Tt big picture questioning. A good rule of thumb when B FTES R e o VRIS
answers to those questions provide a snap shiconducting a phone screen is to use the K.I.S.SEE{e]dET (sl cNdolni o EIIEERES]

into their abilities and whether they have the basicLINA Y OA LI SY aYSSLI LG { A Y[ REUSECEIEEERR G

skills to warrant an interview. R2y Qi KIFI @S G2 1y2s SOSN VKAY 3 f o2 ddl b
; . on improving both irrigation
the first conversation. control and pest
mana_gement, to limit water
Improving Sales with Technology 3 WY poiuion

Professional Sales Leadership
By John Tate

In the modern world business has alway customer satisfaction ir
embraced new technology to facilitate utilizing CRM software.
communications and accelerate the progress ¢ The World Wide Web
producing higher sales. The multitude of differen represents an integra
technological instruments has  significantlyand vastly  growing
complemented olefashioned business knehow. medium for business

Use email to your advantage Indeed it is a sales. It is projected th
reality to convert your emails into sales, but it itby 2010, $11 billio
not that easy if you are going to be lazy an consumer dollars will b
Iackadaisigal. There is gn intricately_ crafted gracinvested in buy_in LandOpt introduced proactive
that goes into orchestrating an email. People an products and services sales, which lead to a
businesses can get a large number of emails a di from online. The presence of your business on the IS R RE SN Tl h
so you do not want them addressed in the sam Web is a priceless enterprise. There are many way SN oN KRNI NN A2
manner as spam. Invest your time in constructin to use that attendance to procure sales. If your [Nejfele]gicleidoNial=Nel(ofS=Wo)R:F-1[H
emails wisely, and you will see tremendous results business is not capitalizing on the Web, it is safe to UL IeRVERIcReSERCT;

Customer Relationship Managemerntr CRM is assume the competition is. adz00Saa®e
a resource that any successful business is famil  Effective use of the technology available today
with. CRM aids businesses in managing the will keep your business on the cuttiggige and
relationships with their customers in an organizer produce more sales. Business acumen is not
and effective way. Valued customers are targete enough these days; insight needs to be
and identified, leads are generated, marketing i supplemented with technology. Be sure your
planned and executed, and individualized rapport business has the right equipment and knows how
established to ensure the highest levels cto use itto engage.

2 KFG [ yRhLIG

6Sales before joining LandOp
were always reactive, waiting
for potential customers to
oIt t o 28§ RAR
marketing plan. The
philosophy has changed.

Jeremy Milletr General
Manager, Miller
Landscape, Inc.



Business Transformation LandOpt enables network licensees to efficiently utili
LandOpt helps to transform your business by focusing othese systems to increase growth, profitability, a
our four colors of success: productivity in their business.

& Human Resource Management Intensive coaching, followed with a continuing educatis
curriculum ensures the success of the licensees. Trali
g Business Management sessions pass along proven business practices in bus
management, financial planning, marketing & salé
._ operations and more. Coaching establishes a partnerd
between LandOpt and the licensee, which builds a gro
* Sales and Markeling successful business relationship.

LandOpt empowers a select group of highly qualifiedThe LandOpt network of licensees is a powerful resourcs
regionallybased landscape contractors with a powerfuldeveloping new relationships with peers in the Gre
portfolio of business systems to dramatically improve theitndustry. The expanding network cultivates a growth
growth, profitability and productivity. business experience and knowledge.

The LandOpt team facilitates the transformation ofLandOpt continually measures and monitors the res
landscape contractors by providing the best in clasgathered from each licensee location to evaluate t
technology, along with proven business processes aneffectiveness of the LandOpt systems and ensure succes

systems.
Be proud to be a member of the Powered by Landd

Network.

LeLANDOPT

650 Smithfield Street
Suite 750
Pittsburgh, PA 15222
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