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Some companies just stand STIHL
Some companies are just a distant ECHO
The blood that courses through
Maruyama'’s veins is venomous.

Are you ready?

MARUYAMA’s VENOM SERIES
The Most Powerful Engines. Period.

Introducing VENOM at GIE+EXPO
OCT. 28-30, 2010
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Work with a partner who has
a solution for every problem.

h ial i |
Jo n.Deere Comme.rma Solutl'ons. . @ JornDeenl
Mowing | Landscaping | Construction | Finance

You know you can count on John Deere for the best in commercial worksite
products, from skid steers to tractor/loader backhoes. But that's only the
beginning. We are the only company in the landscaping industry to provide
commercial mowing equipment, financing, and landscaping supplies. Not
to mention a nationwide dealer network and the best in parts and service.
One hat does it all

Your partner from the ground up.

VISIT US AT THE GIE + EXPO, BOOTH # 1116
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Companies have
been roughed

by a rocky
nomy, but are
eparing for the
rnaround they
know is coming.

By Chuck Bowen

.year can be summed up in
word: maintain. Flat is the
new up. It seems every positive

infidence creeping up was followed
by another contradicting it: Housing

starts were down; unemployment is

up; it's a double-dip recession.

LCOs and landscape contractors
responded to the uncertainty in
the market and found pockets of
growth. Many moved to maintenance
and away from the stabilizing (but
still shaky) design/build segment.
Maintenance services were the fastest
growing segment for 36 percent of
companies in 2010, and 39 percent
predict it will outpace other services in
2011, too.

Owners — who say they're confident
in the industry's ability to bounce
back and improve in 2011 - still are
hesitant to invest in equipment. Forty-
six percent say they'll increase their
equipment budgets slightly. Owners
fret over their clients’ worries: 38
percent say they would fix consumer
confidence if they could change one
thing to turn the economy around.

After an up-and-down year, owners
are left to rebuild. More companies
are making less: A majority make less
than $200,000 a year. Many have
fewer people and fewer clients. But
some — at least the ones who have a
good handle on their numbers — have

rt of hiring increasing or consumer

been able to expand into new services
and achieve higher profits.

Lawn & Landscape surveyed more
than 400 landscape and lawn care
company owners and spoke with
dozens more to compile the 2010
State of the Industry Report. In this
story and on the pages that follow,
we take a look at some of the major
trends impacting owners today — and
what they can expect for 2011.

LOSING ON PRICE. Tom Heaviland,
president of Heaviland Enterprises,
Vista, Calif., has seen prices drop to
a level he hasn't seen in a decade

— thanks to construction companies
entering the maintenance market -
and that’s had a direct impact on his
bottom line.

“We're seeing extreme price
pressure. We're 30 to 40 percent
off our existing price,” he says. “We
started losing contracts that went to
bid, and we didn't make the price
adjustment and we were just getting
smoked. Our first reaction was ‘We
can't do it for that." Then we decided
that somebody's doing it for this.”

Heaviland, who does 100 percent
commercial maintenance work, says
he's been forced to drop his prices by
property managers who know they can
get similar results for a lot less.

His response? Cut costs, find ways
to do the same work faster or cheaper,
and pocket the difference. Heaviland
has been able to hold things together,
but it's hurt. Heaviland went from
$10 million in 2008 to $6 million in
2010. He cut pay to management,
restructured crews to have fewer high-
wage employees and laid off workers.

“| feel like I'm building it again
at $6 million,” he says. “| always
am optimistic. I'm not fighting in
Afghanistan, for crying out loud. I'm
fighting in San Diego. It's hard work.
Other than those first years starting
out, | can't remember a recent year
that's been this hard."”

GETTING SMALLER. Andy
Blanchford, Blanchford Landscape
Contractors, runs a small design/
build company in Bozeman, Montana.
Things have been slow, and in the
summer, his backlog had dwindled.
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“We're not real comfortable with
where we're at,” he says.

He’s eschewed the cutthroat
commercial market to focus on what
he does best: high-end residential
work. But price is still key.

“People have a real hard time
looking past the price, even when they
know what they're going to get with
us, because the market has softened
so much. They know there's a better
price out there," Blanchford says.

Blanchford also got out of the
commercial snow business, which
was breaking even. Now he only
does snow removal for his residential
customers, and makes a profit.

And, he's leaned out his operation.
Revenue is up more than 10
percent to about $1 million with 14
employees. In 2007, he grossed $1.5
million, but had 35 people on the
payroll. Now, he's the only year-round
full-time employee.

TRAINING DAY. Steve Pattie, CEO
of the Pattie Group in suburban
Cleveland, has had to combine sales
and design jobs, which can limit his
qualified labor pool.

He says his customers — high-end
residential or corporate estate clients
— are phasing more projects in over
several years, and are also hounding
him for price breaks.

“We'll bend, but we try not to
break,” Patttie says.

He's also started a commercial
maintenance division, and expanded
his residential teams into what he
calls “super crews" - a dedicated
team that handles everything on a
property. For 2011, he's focused on
more training for crews and targeting
jobs that are most profitable.

ValleyCrest Landscape Cos. has
also invested in training its people,
as well as refining its processes to
increase efficiency.

Burton Sperber, chairman, founder
and co-CEO of the nearly $1 billion
Calabasas, Calif.-based firm says this
“will allow us to serve customers even
better once the economy improves.
This approach worked in past
economic slowdowns, and ultimately
we came out stronger when work
became more plentiful.” soi
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Despite the government's
efforts to shore up banks,
the credit crunch is on, and
contractors are feeling it.
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business, Omaha Friendly Services of

Omaha, Neb., with a $50 used mower and a
line of credit worth significantly more.

“| was nineteen years old, and | went to the
bank and got a $20,000 line of credit,” says
Fraynd. “| enjoyed mowing lawns in high school
and | didn't want to work for anyone else. It
was the freedom of the whole thing."”

What a difference a decade makes. In the
past nine years, Omaha Friendly Services
has grown into a full-service company with
$750,000 in annual revenue. Fraynd doesn't
mow lawns anymore. Instead, he spends most
of his time in the office, preparing bids for new
jobs, collecting past due bills from customers,
and purchasing supplies and eguipment.

Despite the recession, business is decent and
Fraynd remains upbeat about 201 1. Yet his life
has become considerably more complicated
since he started the business, in part because
of banks' reluctance to lend money.

“Our previous growth was carefree, but
keeping up with volume has definitely become
an issue for us," says Fraynd. “When | started
the business, anyone could get a line of credit.
Yet despite the growth in our business, I've
been turned down for an expansion of our credit
line. It's hurt our cash flow.

“We're to the point of living almost paycheck
to paycheck," he adds

Lack of credit has had a widespread impact
on U.S. small businesses. A recent study by
the National Small Business Association found
that 41% of small business owners can't obtain
adequate financing, the highest level in 17
years. Landscape businesses are no exception.

Even seasoned companies that don't rely
on credit for equipment needs or day-to-day
expenses are not immune to the credit crunch'’s
far-reaching impacts.

“We're not seeing jobs of the scale or
magnitude that we’re used to,” says Tommy
Gresley of Gresley Landscapes in LaGrange,
Ga. He says that large projects are on hold in
part because it's tougher for businesses to get
financing.

As a result of the credit crunch, firms report
delaying expansion plans, putting tougher
collection procedures in place, passing up bids
on larger projects and delaying equipment
purchases. They also say they've been impacted
by their customers' credit woes, and that slower
payments make it harder to pay their bills.

In 2002, Paul Fraynd started his landscaping
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iy Dlicias Overall consumer confidence

Labor challenges/unemployment

Health care challenges |

Did you experience client cutbacks/

service reductions/spending
reductions this year?

No 29%

Yes 711%

Like other businesses, landscape
companies typically use credit
for short-term expenses such as
purchasing fertilizer and other
supplies, long-term expenses such as
buying a truck or other equipment and
to seize opportunities for growth when
cash isn't available,

CONTRACTOR CREDIT. Some owners
also report difficuity obtaining credit
from suppliers, making it tough for
them to keep up with their own
business demands.

Jason Reinke, a former automotive
technician who started BP| Lawn Care
in Livonia, Mich., after getting laid off
from two different jobs last year, says
that he plans to expand gradually, in
part because of lack of credit.

“| have a small limit on my
business credit card, which limits the
amount of supplies or equipment that
| can purchase at any one time,” says
Reinke. He has applied for additional
credit, but has not yet been approved.

Fraynd agrees. “Many of our vendors

Credit-financing
crunch/foreclosures

Residential customers cutting
back/canceling

Commercial customers cutting
back/canceling

If you could fix one economic challenge to help
your business in 2011, what would it be?

- 13%
-22%
. 9%
. 10%

8%

Did you experience client
cancellations this year?

No 35%

don't offer contractor credit anymore,
which means we have to pay them
in cash,” he says. “That's a triple
whammy because our customers are
paying more slowly and we haven't
been able to expand our credit line.”

Other contractors report that they've
delayed equipment purchases due to
the fact that it's tougher to get credit
these days.

“With some larger purchases, the
percentage rates on the credit that's
being offered are higher than they were
a few years ago,” making credit more
expensive, says Ben Carter, who owns
Carter Land Services in Jesup, Ga.

CUSTOMER CREDIT. Slow payments
from customers pose another
challenge. Fraynd used to waive late
fees if his clients were a few weeks
late; now he's cracking down.

“We used to be lax and let our
customers go forty or fifty days,”
says Fraynd. “Now we call when
it's due, and we've stepped up our
collections.”
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To avoid getting stuck with the bill,
Fraynd says he's gotten more selective
about new clients and is more likely to
ask for a down payment.

While Carter says that most of
his clients are reliable in making
payments, he's noticed a steady
decline in the scale of many jobs.

“The homebuilders and commercial
clients that I've been working with are
cutting corners like crazy,” he says.
“After it's dumbed down, a $20,000
landscape plan might become a
$14,000 plan.”

Tyler Boac of Boac Lawn Care in
Galesburg, IIl., says that while he
hasn't had collections trouble, he has
lost customers due to the economy.

“I've had customers ... hire a
neighbor that's out of work to do it for
ten or fifteen bucks," says Boac.

CURBING GROWTH. Jason Reinke
looks around at his hard-hit neighbors
in Livonia, Mich., and is grateful to be
his own boss. He's set his sights on
expansion. For now, his plans remain
modest out of necessity.

“I'm being conservative right now,
but | might expand more quickly if the
economy were better and if credit were
more available,” says Reinke, who
has no employees and about twenty
customers.

The credit crunch has had an upside
because it forced Omaha Friendly
Services to “grow in a planned way,
not willy-nilly,” says Paul Fraynd. Yet
he’s also frustrated because he sees
the opportunity to expand yet lacks the
resources.

“Lack of available credit has
handcuffed us,” he says.

Other companies report that they
don't miss the additional business — in
fact, they'd rather focus on keeping
their existing customers happy.

“There's not a lot of new
construction happening right now, and
in most cases | don't want to mess
with it anyway,” says Rich Moreman of
Four Seasons Landscaping in Auburn,
Ala. “There's a lot of competition and
people willing to work for cheap. I'd
rather focus on taking care of the
customers I've got." soi

The author is a freelance writer based in Cleveland.
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SERVICE SHIFT

A move to maintenance has buoyed many
companies hit hard by the economy. sysrian Hom

His main source of income was
drying up, and he needed to do
something to generate some cash.

So, the owner of Arbor-tech Tree
Experts and Talamantes Door Designs
did what a lot of landscape company
owners are doing these days. He
developed new services to open up
new markets, and hopefully new
sources of income.

“I'm selling and surviving and that's
what is keeping me a float, that little
extra money,” Talamantes says.

Instead of just landscaping,
Talamantes bought a lumber mill and
now takes down trees and makes his
own wood. He also rented a piece of
land and on weekends he tries to sell
the doors and furniture he made from
the trees he took down,

“| said, ‘Instead of throwing this
trash away, let's be green,” he says.

Talamantes even called on his
family to help. His family aided him
in different aspects of the business,

joe Talamantes was desperate.

including developing websites to help
advertise his new services.

“If there is one buyer, if he's in
Wyoming, by God | want him,”
Talamantes says. “If | can make a door
for him or whatever he needs, | need
to send it to this guy because | need
his money just like he needs my door.”

But even with adding new services,
revenue isn't guaranteed. “There is no
such thing as main income anymore,”
he says. “You're one week here, one
week there.”

FROM D/B TO MAINTENANCE. Like
Talamantes, Donnie Garritano also had
to diversify his services. As president
and CEO of D&K Landscape, he had
to switch his focus from the dwindling
commercial landscape construction
business to residential landscape
maintenance.

The company is branding a whole
new offering of residential services
to try and grab that service market,
which doesn’t have a household name

Which of the following Which of the following does your company
does your company offer? plan to offer in the next five years?
TOP5
1 Mowing 75% 1 Mowing 53%
2 Edging/trimming... 13% 2 Fertilization 52%
3 Spring/fall cleanup 69% 3 Weed control 50%
4  Seeding......... 68% 4 Seeding 48%
5 Fertilization _61% 5  Edging/trimming 47%
6  Aeration 45%
BOTTOM 5 7 Maintenance 45%
1 Nursery/grower 5.3% 8  Spring/fall cleanup 43%
2 Interior landscaping.. 58% S Lawn renovation 41%
3 Macro/micro injection 9.0% 10 Sodding 40%
4 Sportsturf........cccoccinnnne 9.3%
5  Penmeter pest control 9.3%
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attached to it, Garritano says. But,
there are still companies that have
been in the residential services market
much longer than D&K, so it will be

a challenge to become recognized in
that segment.

Garritano says one of the toughest
parts of the transition will be going
from dealing with commercial property
managers who understand how
landscaping works, to homeowners
who need to be educated.

“So, it's how we deal with some
of our new customer base in terms of
not just selling them a product, but
consulting with them, educating them
and walking them through this process
and helping to grow their expectations
of how things work," he says

Because customers don't always
see — or fully appreciate - a lot of the
work that is done, such as irrigation
or trimming a tree to grow correctly,
Garritano and his staff have to be
patient with their new customers

“There's a lot more hand-holding
that goes on with consumers then
there is with professionals that
understand,” he says.

A DIFFERENT APPROACH. Joel
Jones, co-owner, along with his wife
Jennifer, of The Growing Concern in

El Paso Texas, says he hasn’t changed
his services and has no plans on doing
so for 2011. Jones says he hasn't
raised prices in two years and would
rather focus on keeping his current



customers than attracting new ones.

“We kind of have a niche market
they we operate in," he says. “We've
been in business 31 years and that's
worked for us and even though we
are kind of at a standstill with regards
to growth, | really blame that on the
economy. | don't think we need to
change our formula. | think we need
to keep the customers we have now
and grow slowly.”

Things are slightly different for
Joe Markell, principal of Sunrise
Landscape + Design in Sterling, Va.
While the company hasn't added any
new services for 2010 or 2011, it is
staying ready for what services the
public might need.

“Whatever the market really is
dictating is what we're focusing on,"
he says.

He says the company has been
doing a lot of paver repair work and
may focus more on lighting in 2011.

“It seems a lot of customers are
starting to really realize the benefits of
a good system,” Markell says. “They
start off with some cheaper system
that they kind of like, it's just not up
to par. The fixtures aren't as sturdy.
They just don't put out the light out
they should."

Markell says when the company
does work on someone's property,
crews let the customer know about
the lighting options.

“Typically, a lot of what we do
is when we design a landscape,
we design the lighting whether the
customer asks for it or not - just to
put it out there to them," Markell says.
“Because a lot of times what we find
out is that they never even thought
about that aspect of it.”

Markell is also keeping an eye on
the regulations put on commercial
properties and the standards to which
they must maintain retention ponds.

“The maintenance, a lot of people
either aren't doing it or don't know
how to do it,” he says. “And, certain
counties and jurisdictions are requiring
certain levels of maintenance and
people find out that they need to do
things they're not."”

MONEY IN REGULATIONS. The
regulations have already meant more

business for BT Carawan Lawn Care in
Greenville, N.C.

Brian Carawan, owner of the
company, says he has gone to a new
base of customers informing them
of the new regulations regarding
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because he can teach them what they
need to know. It's just getting them
to show up that’s a problem - but not
big enough to force him to scale back
his services.

In 2011, Carawan plans to step-up

his residential lawn care because more
customers are asking for it.

“What we're finding out in our
region is that homeowners, they might
not pay to get their grass cut every
week or every two weeks, but they are
still willing to get their yard sprayed
by a company even though they are
cutting the grass,” Carawan says. soi

The author is associate editor for Lawn & Landscape.
Send him an e-mail at bhorn@gie.net.

retention ponds.

“That’s something that we added
that's doing really well for us,” he
says. “Not a lot of people know about
it, so there's actually not a lot of
people in the marketplace that know
how to deal with those situations.”

The biggest challenge with offering
new services is finding dependable
employees. He isn't worried much
about their skill level, he says,

What was the fastest growing service for your business in 20107

Design/build installation _ 21%
Mowing/maintenance _ 36%
Lawn care _ 13%
igation [N 5%
Trees & ornamental .3%
Snow removal 1 BT ;‘8%
Waterscapes 2%
Lignting [ 2%

Other 11%

Source: Lawn & Landscape research

What do you predict will be the fastest growing service in 20117

Design/build installation — 21%
wonig/maicrnce | Y
Lawn care _ 15%
Irrigation . 4%

Trees & oramental . 3%
Snow removal ; 6%
Waterscapes = 1%
uighting [ 2%
Other 9%

Source: Lawn & Landscape research
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Work with a partner who has
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John Deere Commercial Solutions
Mowing | Construction | Landscaping | Finance

You know you can count on John Deere for the best in commercial
mowing equipment. But that’s only the beginning. We are the only
company in the landscaping industry to also provide financing,
landscaping supplies, and construction equipment. Not to mention a
nationwide dealer network and the best in parts and service.

One hat does it all. We want to be your partner . . . in every way possible.

Your partner from the ground up.




@ JOHN DEERE

www.JohnDeere.com/Commercial

VISIT US AT THE GIE + EXPO, BOOTH # 1116
www.lawnandlandscape.com/readerservice - #37



http://www.lawnandlandscape.com/readerservice
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Stockton, Calif.

California gives you the odd abilit.y to move from among the richest people in the
country to some of the poorest iy, an hour's drive. To wit: Stockton, Calif., home of Holt
Manufacturing Co., the Caterpillar tractor and the country's highest unemployment rate, 16.2

» 3
percent.
That high rate can push those ieelmg the pinch toward the landscape industry.
“Because of the economy being so bad here and nobody having a job, anybody who can
push a mower can do what I'm doing,” says Mike Valles, owner of AAA Gardening.

Companies operating under the table ~not paying taxes or hiring legal workers —

complicate things further.
“No one is paying taxes, and | have to every year," Valles says. “Some guy can come and

do the job without paying any taxes so the |qb is less money. The competition is very hlgh

here. It's hard. Nobody is doing landscaping anymore. Business is real slow right now."
Joe Hollaway, president of California Green Hyrdoseed agrees that times are a little rocky
right now for Stockton.

“It's brutal. It's a mess,” he says. “I'm paying “almost $500 a month for advertising.
(Business) in the last two years has dropped off 6§ percent. It hurts all the way around.”

=

Our editors drop in on

contractors in the best Not only is business down, but it's sometimes d\lﬁcult to even find good seasonal
- and worst - areas employees.
NG WOt '\" Areas O_f “A lot of the guys you used to use (for work) have moved out of county or out of state,"”
the country’s economic Hollaway says. “It's a tnckle effect. If people don't work they move on. | don't see that

changing any time soon.”

landscape and take the
RIS "J' ; . salhiies Valles sees Stockton's current economic stress as a Calch 22. The only way to come out
pulse of the green industry. of the depression is if the economy turns around. But if people aren't working, the economy
can't change. And while AAA Gardening has held on to steady business, Valles' side work,
. ; like irrigation installation, has come to a standstill. .
By Briw Horn, Lmdsey.Getz, “We're just domg service to the yards,” he says. “People just qon t have any money to
Matt LaWell and Kelly Pickerel spend right now.” — Kelly Pickerel ",
f America is anything, it's

wonderfully big. Our country
has 300 million people spread I'as Vegas
out over an almost never-

ending expanse of land. ith one in every 70 hbuses being foreclosed on in Las Vegas, it isn't shockmé-to hear

local landscapers say me market is not doing very well. Construction dried up —"and

The sheer size of our country has stayed dried up — and thésjobs that are left seem to all go to the lowest bidder.
— and its economy — also give "We've probably lost half the compames in this town,” says Don Teal, owner of Perennial ~ "*«,
rise to pockets of prosperity Land Care.

With a statement like that, it" s “glear there aren't that many positives in the market.

and poverty. This report takes “From an economic standpoint, to me positive is staying in business. We've been able to

the pulse of the green industry maintain our business and stay alive,” says John Mortensen, president of U.S. Landscape.
in the places where the “There's a few public works jobs gomg’out and there's probably maybe 1 to 5 percent of
economy is doing great (nice private constructlon going on. Unless lts'Uke a bank or something specific, we don’t see any

building going on."

1
work, Omaha!) and not so To cope, companies have shifted to mamtea_ance “It's very cut-throat competitive,” Teal

great (keep trying, Las Vegas!). says. “People are bidding this stuff at 1 or 2 per'eent profit, which it doesn't take much and
Lawn & Landscape drew then you have a major loss.” o
from data in the August 2010 Mortensen says because companies are going out onusmess there is some more work

available, but the low bids aren't making it worth his time.*,

issue of Morey magazine that “Jobs that we would bid for a $1,000 ... two or three years" ago, they bid for $500 now,”

assessed the strength of the Mortensen says. “I think a lot of guys have been bidding thinking that+t they could just have
economy and the housing cash flow they would be OK, but | think that is running out of steam. A lot'6f thesg guys are
market in the nation's 100 losing it after three years of doing that.”

With all the low bids, Teal is getting some business from people who realized the mistake

biggest metro areas. they made by accepting a low bid.

We picked eight locations “Unfortunately, a lot of landscape companies who never did maintenance now all of a
across the country and sudden think their experts at it," Teal says. "It doesn't take long before we get a call back
dropped in on contractors saying, “'Do you want to take this over?"

But, not all customers are learning from their mistakes. Mortensen put a bid out to a
; developer and, while going through the property, the developer said he had a 50 percent
doing. — Chuck Bowen plant mortality rate, admitting that it was the result of taking a low bid.

Mortensen put in his bid, but never heard back.

“So | gotta think it's going to continue to be the same thing until these guys are so
disgusted with it that they can't take it," Mortensen says. - Brian Horn

there to hear how they're
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ustin, San Antonio, and the rest of
southern Texas have fared well compared
to the rest of the nation. Last summer,
a report from Wells Fargo showed that
the Austin economy had already stopped
declining and was perhaps even on the
mend. But it's not out of the woods yet: the
housing market has flattened out, making
things challenging for many in the landscape
industry.

Jonathan Quick, owner of Great Scapes
Landscaping in Round Rock, Texas, says that
though property values haven't declined in
the Austin area as much as in other parts
of the country, homeowners aren't spending
as much as they used to. That's made
competition fierce, “I used to go to bid on
projects with one or two guys," he says. “Now
I'm bidding against seven or eight. We're just
not lining up residential work like we used

to." As a result, Quick says he's started to
add more commercial work to his lineup.
He's doing what he can to make up for those
lost residential jobs.

Being diversified and adapting to change
has also helped South Texas Growers, based
in Bulverde, survive the drop off in residential
work. “We offer landscaping and irrigation but
also have a wholesale and retail nursery and
have found that our plant sales have actually
gone up," says Joanne Hall, vice president.
“Those new projects on brand new homes
aren't out there anymore, but we've found
that residential clients want to put money into
existing landscapes. One area may not be as
lucrative as it used to be, but another area
has taken its place."

Of course the sometimes-extreme weather
also has an infpact.on the state of the
industry. Hall says this pastwinter was colder

El Paso, Texas ety

hile the rest of the country has been hit

hard by the economy, El Paso, Texas
has fared well - in some regards. The city
has the lowest foreclosure rate in the country,
one in 6,000 homes, and for a stretch of
more than a year, the local unemployment
rate has been below the national average.
But in September, the city's 10.2 percent
unemployment rate was higher than the rest
of Texas and the national average.
.. That up-and-down news goes along with
wﬁét most local landscape contractors are
saying abouf the merket «.for soroe.it's-good,” "
for others, not so much.

“It's down a bit but it's not terrible,”
says Joel Jones, co-owner of The Growing
Concern. “Our company is off about 8 percent
from last year. Last year was a better year for
us than mos: | would suppose.”

A big part of the city’s economic boom
is thanks to ~ort Bliss. The 34,000 families
expected to move in by November 2012
means there could be a lot of landscapnng.
work to be had.

But companies still have orob1ems such
25, using healthcaré ‘Costs and changes to the
taxes they'll pay.

“The fact that we don't know how much
anything is going to cost anymore — we don't
know what cur overheads are going to be, we
don't know how the government is going to
apply taxes and restrictions, so that's made it
difficult,” Jones says.

Jones says he hasn't laid-off anyone in his
30 years of business, but he now is looking
at the option of letting go of employees during
the slow season.

.
-
L

Highest unemployment
rate (16.2%)

L

Pattie Fell, owner of Ransom Lawn
Services, says she's looking forward to 2011,
but Joe Talamantes, owner of Arbor-tech
Tree Experts and Talamantes Door Designs,
doesn't have such a rosy outiook.

“Any other little needle that punctures a
hole in this flat tire makes it harder to pump
it back up,” Talamantes says. “I'm telling you
we have a difficult, difficult time right now.
| know guys that come around here and beg
me for work.” - BH
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Highest monthly
foreclosure rate (1in 70)

than averége..so come spring, homeowners
invested more 1x, replanting.

Drought and water issues also plague the
region, which can be'good and bad. It's made
drought-resistant and rfafive plants a more
popular trend in the area‘apd Hall says she's
certainly seen homeowners’more interested
in purchasing these. But it al makes certain
landscaping efforts virtually impossible when
the land is in such poor shape. g

Kevin McCormick, president, Bdofanical
Designs in San Antonio says he's sebn a
trend toward more people renting in Iys
area than ever before. “Homeowners a’v.en't
necessarily getting foreclosed on, but tiey're
just saying they don't want the hassle or'-.the
worry of owning anymore and they wind up
renting,” he says. “That’s definitely impacted
the amount of residential work available.”
Lindsey Getz s
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rate (1in 6,000)

Highest projected
income growth (4.2%)
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Lowest monthly foreclos



maha, Nebraska ~ what's not to love?

A The world's third wealthiest person -
+ Warren Buffett - likes it enough to call it
+ home. Fred Astaire grew up there. So did
. President Gerald Ford. And plenty of other,
less-famous people enjoy its unemployment
rate — at 5.1 percent, the lowest in the
nation.

Those odds seem great if you have a
business in the area, but Bryan Kinghorn,
owner of Kinghorn Gardens, doesn't
agree. He believes Omaha has the lowest
unemployment rate because there are fewer
people in Nebraska than other states, which
skews the stats.

“Nebraska isn't that populated of a state.
As you go west, it's pretty scattered. The
state’s economy is more diversified in that
way so we don't go through cycles, so there's
a little more stability,” he says. “But by the
same token, people in the Midwest are fairly

&

west unemployment
u (5.1%)

A

conservative. Even though the economy is
more stable, it's not like they're overly eager to

be loose with their disposable income. There's

a tendency of us to be more even-keeled."

While employment may be up, the housing
crunch is very much alive, says Dan Mulhall,
which complicates things even more.

“There aren't any new houses going
up so a lot of it is the lack of new home
construction, the lack of people changing
homes, the lack of subdivisions being
built. All of that has translated into less
landscaping,” says the vice president
of Mulhall's, which offers customers a
landscaping service, nursery and garden
center.

Because Mulhall’s grows its own
plant material, it has tried to incorporate
landscaping deals with the nursery and
garden center to generate more revenue.

“We have reduced the prices (on plan
Mulhall says. “We're trying to encourage

people to buy."

Worst projected one-year
income decrease (-1.4%)

o d ¥
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Highest one-year projected increase
in median home price (1.6%)

()

Kinghorn hopes that will change.

“People take great pride in their homes
here,” he says. “They're given a reason to do X
what needs to be done to have their properties*
look good and retain their values through _«*
our services and products. They're going.t
probably invest some dollars in that direction."

But as of now, Mulhall doesn't see much
changing any time soon. o

“From a landscaping perspective it's going
to stay the same,” he says"“We're not seeing
things being dug and ste&l coming out of the
ground. That will tel_Ltis if we're turning the
corner on the landscaping side.”

While Kinghetn thinks business will stay
consistent fophow, he also says competition
among landscape businesses in the area will
contine v increase thanks to Midwesterners'
consgfvative and cautious natures.

A Customers) are going to think twice about
rvices) and check prices and see where you
| in the competition. It's going to help us all
better businesses,” he says. - KP

Blg gray clouds clustered high in the sky
over Miami late one morning during the
first days of September. A hurricane roared
just up the coast, its eye over the Atlantic
but coming fast for the edges of North
Caralina, the residual rain on its way south
toward the otherwise beautiful white sands
of South Beach.

The rain has been some sort of constant
this summer in Miami, almost always
around — figuratively, at least, if not literally.
The unemployment rate in and around the
city checked in at 12.8 percent in June,
according to the U.S. Bureau of Labor
Statistics, almost 2 percent higher than in
January and, in fact, the highest rate for a
single month during the last two decades.
The projected decrease in median home
price is a staggering 36.2 percent. Factor in
foreclosures — only two states in the nation
have a higher rate of foreclosure than
Florida, and only one has a higher rzte of
foreclosure filings — and the market is as
challenging as possible for those in the

Worst one-year projected median oy
home price (-36.2%) (3)
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' local lawn and land care industry.




So much has changed in and around and about Charleston, S.C.,

since it was founded some 340 years ago. The city population

has swelled, of course, as has the number of businesses that line its
streets. It is home now to multiple colleges and universities. Even its
location has changed since the 17th century.

But one thing has remained the same in Charleston for so long:
The pace of the day, the pace of life, is a little slower here.
And unfortunately for area landscape contractors, that slow pace no
longer refers only to folks strolling down Market Street after dinner.
No, now it refers to the number of calls received, to the amount of
work requested, to the flow of money into the system. There is stiff’
plenty of work in Charleston, but folks are just a little slower to pltk
up the phone and call because of the recession.

“| think it’s still very slow,” says Burt Rhodes, owner of Eagth Care
in Mount Pleasant. “And | don't think we've hit the bottom. L'hope I'm
wrong."

The unemployment rate in Charleston peaked at 10. 5.percent
in January, according to the U.S. Bureau of Labor Stansftcs then
dropped all the way to 8.1 percent in April before a ghght bump back
to 8.6 percent in May. Each of those numbers is slightly lower than
the national figures, which means Charleston was “hit hard, but not as
hard as some cities, and not as hard, in fact,, & most cities. Median
home prices in the city are actually expected to increase about 1.6
percent during the course of the next.yéar

The fact that Charleston |s apépular tourist destination has helped,
of course, as has the fa.d-tﬂat the median household income is well
above the natuor\al-average But even with a comfortable middie class
in the submbs ‘the industry has taken a hit.
e P8ee everything holding (at) about what it is now,” says Marc
Baudet, president and owner of Forever Green Landscaping in
Pawleys Island. “A lot of people are trying to sustain what they have."

But there are reasons for optimism: Boeing announced late last
year that North Charleston would be the home to its second 787
Dreamliner production facility, and could open the door to as many as
4,000 permanent new jobs. Will that change everything? No, but by
the time the first planes from that facility prepare for takeoff in 2012,
the local economy could be on its way to a little higher altitude.
Until then, local professionals can only keep offering top services and
competitive bids.

“If you do the good work, you get the job," Baudet says. “You can't
price yourself too high, because it's very competitive here — but you
can be better than everybody else.” - Matt LaWell
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ike many Rust Belt cities still reeling from the

recession, Detroit has taken its share of lumps. As
housing market prices continued their downward spiral
this year, Detroit was the hardest hit - the monthly

green industry, it's meant the residential landscape
market for new developments has dried up.

“Back in 2007 and even 2008 there was still a lot of
new development in the area and people would spend
$10,000 or $20,000 on landscaping," says Kim Lucas,
manager and buyer of Lucas Nursery & Landscaping
in Superior Township, Mich. “Now we're doing a lot of
redo work, like tearing out old bushes and shrubbery.
Customers are choosing the smallest packages we offer
and we're doing $1,500 jobs just to weather the storm."

Tim Travis, owner of Goldner Walsh Garden & Home
in Pontiac, Mich., agrees that people are spending
money, just not nearly as much as they used to. “We're
doing a lot of smaller jobs, which ultimately take as
much time, so we're working harder for less - but at
least we're still working,” he says, adding that aggressive
marketing and community involvement has helped his
business survive the downfall.

While she's lost the new development work she used
to do, Denise Putnam, owner of Hands to Work Hearts
to God, a small residential maintenance firm, says that
in some ways the housing situation has helped bolster
work from other clients. “The housing market in this
zarea is 50 bad that nobody can sell their homes,"” she
says. “So instead they're staying put and investing a
little more money in making them look nice."”

But overall, Putnam, like Travis and Lucas - and
50 many others in this region - is finding that her
customers' tight hold on their purse strings is becoming
the norm.

“It used to be that people were doing a big cutlay
of different annuals each spring,” she says. “Now the
shift is toward perennials. People don't want to pay for
the install and the removal, only to start over with new
flowers the next year. They see perennials or flowering
shrubs as more of an investment for their money's
worth." - LG

s decline was at 4.1 percent in May. For those in the

“No one's been doing anything,”
says Scott Snoddy, president of C& S
Landscaping in Loxahatchee. “There
hasn't been a lot of major landscaping and
everyone's just trying to maintain what
they have. | don't see any major changes
coming on."

The goal now in Miami is not to bulk up
with new customers or even to persuade
current customers to add more services.
No, the goal is to survive. Survive and
outlast and advance. Survive and be there
in 2011 and 2012 and 2020.

Just survive.

The goal is the same for area
homeowners. About one of every 32
homes from the panhandle on south has

wound up in the hands of the banks during
the first six months of the year. That figure
is even higher in Miami-Dade County,
where about one of every 26 homes has
been foreclosed during the same period,
and Broward County, where the number is
about one of every 21 homes.

With that many foreclosures - seemingly
one around every corner, certainly a
dozen or so in just about every suburb
~ contractors need to consider if a
homeowner will be around to pay.

“You have to be very careful about
foreclosures,” says James Borden, the
owner of Borden Lawn Care & Landscaping
in Hollywood. “You have to screen all your
accounts very closely."
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There are success stories, of course.
Even in the darkest of proverbial storms,
there are success stories. Some businesses
have been able to maintain their full roster
of customers and most of their services.
Wayne Young of Young Landscapes in
South West Ranches said his business had
even seen a bit of a bump during the first
quarter of the year, though those numbers
had, as expected, regressed during the
second quarter.

“There's hardly any work," says Patrick
Granat, the owner of Ace Sprinkler & Pump
in Miami.

Because when it rains in Miami, it
pours. And when it pours, there is so little
work. - ML
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Landscape company
owners are seeing
an overall increase
in applicants, but
they’re wondering
where the skilled
workers are.

By Heather Taylor

WANTED

alk of the nation’s dire
Temployment situation is in the
news daily.

The U.S. Department of Labor
paints the picture: Unemployment
has hovered above 9 percent since
May 2009. Millions of Americans rely
on extended unemployment benefits
because they've been out of work for
so long.

The good news for those job seekers
is that more companies say they're
looking to hire during the second half
of 2010 and the first half of 2011,
according to BusinessWeek's recent
survey of economists.

For many lawn care and
landscaping companies, this is old
news. They've long been looking
to add to their ranks and intend to
continue to grow in the coming year.
With so many out-of-work Americans,
it would seem that there are even
more workers to choose from, but
owners are having just as much
trouble as before. The labor pool is
full, but not with the right folks.
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TREADING WATER. Some landscape
companies are weathering the storm
by maintaining the status quo.

Bruce Johnson, who operates
Performance Landscaping in
Winnipeg, Manitoba, reports that his
revenue for 2010 will end up at about
$450,000 - the same as last year.

Matt Marks runs Town and Country
Land Works in Fishers, Ind. His
business, which serves 35 percent
commercial clients and 65 percent
residential clients, will bring in about
$150,000 this year, which marks 15
percent growth every year for the past
three years.

While he wanted to hire more
workers in 2010, Marks didn't win
as many bids as he'd hoped, so he
nixed those plans. He employs two
full-time and as many as five part-time
workers, depending on the season.

But back east, Paul Rapoza had an
unexpectedly busy year.

“We had more demand for work
this spring than we anticipated for
enhancement projects,” says the
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owner of the 100 percent residential
Rapoza Landscape in East Falmouth,
Mass. “We were conservatively
projecting a year — and, specifically, a
spring - like 2009. It was quite a bit
busier. So we hired more filed people
but we got a |ate start because we
had underestimated demand.”
Rapoza had reason to budget
conservatively following 2009 when
his revenue was down, but this year
he predicts it will be even or slightly
above 2009 - about $1.5 million.
His next hire will be a business
development/sales person to increase
maintenance sales, he says.

CASTING THE NET. While the pool
of eager lawn care and landscaping
workers might already be small,
companies or recruiters then have to
look at those candidates
and determine which ones
will be quality employees.
Some contractors have
methods that have worked
well, while others continue
to explore ways to find
recruits that will work out
in the long run.

Johnson started hiring
subcontractors to work for him in
2010, and he's still working out how
he'll approach hiring in 2011. He is
considering using a temp agency to fill
any gaps.

Rapoza has found success taking
his search online. In addition to
referrals, he says his company has
had a good experience using Craigslist
and generally has a good response
to its help wanted ads on the free
classified website.

"The types of applicants have to be
computer literate, which is usually a
plus, and they can read and write in

order to be able to respond to the ad
with a resume or just e-mail reply,”
Rapoza says.

He has found that the number of
job seekers has increased over the last
couple of years. When he began using
Craigslist in 2007, he received about
10 replies over a two-week period.
Now he usually gets as many as 50
within a week.

Marks agrees that the number of
applicants seems to have increased
within the past year, but there haven't
been as many skilled or experienced
workers as he'd hoped.

“Most applicants were high-
schoolers or college students
looking for a summer job
without experience or very
little experience,” he says. Like
Rapoza, he's trying to find
more qualified people through
current employees’ friends and
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None of the contractors who
spoke to Lawn & Landscape use the
program, but Rapoza says he uses a
legal immigrant work force from an
economically depressed area about 50
minutes from his headquarters.

A FOCUS ON RETENTION. Many
lawn and landscape business

owners have a positive outlook for
their companies in the near future,
indicating they might be seeking to
recruit more skilled workers a year
from now. While Johnson expects to
maintain his current revenue stream
in 2011, Rapoza predicts an increase

“Pm focusing on the labor that | have
now and training them and retaining
them for years to come.”

— Matt Marks, Town and Country Land Works

networking in the local area. He
plans to compensate for the lack of
skilled workers by cultivating leaner,
more experienced crews.

“I'm focusing on the labor that
| have now and training them and
retaining them for years to
come,” he says.

H-2B OR NOT TO BE.
“It's hard to find reliable
workers who will work
these conditions,” Marks
says, adding, “It's tough
to find better because
our industry doesn't pay
enough to compensate for weather,
on-off hours, etc.”

That's why many companies turn
to the H-2B guest worker program.
Recruiters often claim that the guest
workers are more eager to do the work
and more willing to accept the green
industry's accepted rate of pay.

Employers complain that one of
the downfalls is that the program cap
limits the number of approved guest
workers to 66,000 per year - or a

33,000 for each half of the year - and

as a result they don’t get the number
of employees they request.
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in business of 10 percent across the
board — which would give him some
room to hire.

Marks agrees that the industry is
about to start rebounding, and when
they're ready, business owners will
look to hire for the long-term. While
unskilled laborers might accept the
minimum-wage jobs, the companies
that are willing to pay higher wages
are especially looking to hire workers
with experience in hardscaping or
landscape installation, he says.

“Employers will seek skilled and
experienced laborers and pay them
more money to stay around for years
to come,"” Marks says. “Employers will
be very careful on who they hire.” so

The author is a freelance writer based in Lakewood, Ohio.
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By Lindsey Getz

Top-notch quality and service is helping businesses
remain steady in the face of undercutters and lowballers.

any landscape
contractors say
the competition

in their area has grown
tremendously and has led
to the emergence of pricing
wars. They also report that
new people are jumping
into the field - many
unlicensed and uncertified
— and are undercutting
businesses that have been
around for years.

“When the economy
turned, we definitely found
contractors from other
fields who thought it'd be
an easy moneymaker to
buy a mower and throw it
in the back of their pickup
truck,” says Eric Tarr, owner
of Eden Landscaping in
Langhorne, Pa. Though
some worry the price war

EZT] STATE OF THE INDUSTRY OCTOBER 2010 LAWNELANI

will hurt their bottom line,
most report that established
customer loyalty and top
quality work is keeping
them on top of the game.
In Moodus, Conn., Evan
Groom, co-owner of Groom
Landscape & Tree Service,
has definitely seen pricing,
become ultra-competitive.
“More and more | see new
guys with cheap equipment
calling themselves
landscapers and offering
pricing that is undercutting
all of us full-time guys
making a living,"” he says.
“I actually lost an account
that was pretty low-paying
to start with to a guy on
a homeowner-type lawn
tractor. He must be making
about $5 an hour mowing
that lawn."”

Mark Burgess, owner
of Mark's Lawn Care in
Mandeville, La., a company
that does 90 percent
residential maintenance
work and 10 percent
commercial, adds that
every spring it gets worse,
with more one-man
operations emerging in his
area. “| think the economy
is making it worse than ever
before,” he says. “People
need to make money fast
and they think it looks like
an easy job, so they go out
and try to do it.”

QUALITY COUNTS. Though
he's certainly seen the
competition swell, Groom,
like many others, says he
hasn't changed his pricing.
Instead, he's focused on

continuing to offer top
quality work. “l hope my
efforts are noticed by
my customers and their
neighbors, and that they
understand you get what
you pay for,” he says.

It's been the same for
Dan McDonald, owner of
Bone's Yard Care Solutions
in Denver, N.C., a company
that does 90 percent
maintenance work for a
split mix of residential and
commercial customers.
He's actually picked up
some new jobs after clients
received poor quality work
from companies that were
offering rock bottom pricing
to make a quick buck.

Landscape contractors
agree that retaining
clients in a low pricing




environment has come
down to good quality
work and top-notch
service. Tarr, who has
been in business for
42 years, says that his
level of knowledge and
expertise has made a
big difference. “| have
a lot more answers than
the ‘blow-and-go’ guys,”
he says, “and customers
appreciate that."
What customers also like
is the opportunity for one-
stop shopping that a small,
one man-with-a-mower
type of operation can’t
supply. “We offer a variety
of maintenance work, not
just lawn cutting,” says Tarr.
“Offering a broad spectrum
of services definitely helps

To keep that momentum
going, contractors say
they'll continue to work on
building client relationships
and loyalty. Tarr says that
as owner/operator of his
business, he makes a point
to be on-site as often as he
can. “And if | don't see my
clients face-to-face, then I'll
talk to them on the phone
on a semi-regular basis,” he
says. “It's important to not
only do the job well, but to
be a good businessman and
build a good rapport with
your customers.”

Burgess says he's always
talking to his clients, too.

“| definitely keep in touch
with them on a regular
basis — some at least once
a month, others every

competition out there, and
as a result, aren't willing
to pay more than they
already do. Burgess says
he recently tried to raise
his price on a $40,000
commercial account. “They
wouldn’t budge,” he says.
“They told me that if |
really wanted that price,
that they may need to go
out to bid. | didn't want to
risk losing the account so
| agreed to hold my prices
and | got another year
contract signed.” Among his
residential clients, Burgess
says he hasn't raised prices
in three years. But he's
been happy about staying
firm on existing prices and
has no plans to lower them.
In addition to offering
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their spending. “I do not
charge interest if things

are paid in a reasonable
amount of time and mostly
only offer this opportunity to
existing clients that | know
will pay,” he says. “My
customers have appreciated
my understanding and
allowing them to pay over a
few months or more."”

It's a win-win situation,
Groom says. It allows him
to keep the ongoing work
and also keep his clients
happy. “If | didn't offer this,
they would have found
someone who did - or
a company that accepts
credit cards, which | don't,"
he says. “As long as | can
receive payment for my out-
of-pocket costs when the

PLAYING LOW-BALL: 33% of contractors rank low-ball competitors
as their NIZNEST CONCEIN for their success in 2011.

combat those pricing wars.
A lot of people don't want
to have to use a bunch of
different companies to get
the job done.”

Burgess has seen trust
and win out when it comes
to price. “| do my yards
pretty much the same day
and same time every week
because | run my routes the
same,” he says. “If I'm a
day late - maybe because
of the weather - | have
people checking on me to
see if I'm sick or something
because they're so used to
that dependability. | think

| that wins out over a low

price. It's the trust factor
that a dependable business
can offer."

week,"” he says. “| never

let it get to a point where |
haven't talked to one of my
customers in over a month."

SOME GIVE AND TAKE.
While many have been
successful at maintaining
current prices, they say
that raising prices right now
is a challenge. McDonald
says this is especially the
case with homeowners,
who he says are “willing
to play the game." “They
know there are people out
there who will do it for a lot
less, and they'll use that to
negotiate,” he says.

In many areas the
commercial clients are
also aware of the fierce

good service, some
businesses are also
becoming more flexible
with payment structures
to keep clients happy. “For
maintenance work | used
to always bill in advance,”
says McDonald. “Now I'm
billing more at the end of
the month, after the work
is already completed. I'm
stretching terms out and
giving customers some
flexibility.”

Groom has also become
more flexible and this year
began offering payment
plans for some of his larger
projects. He believes he'll
need to continue to do so
in the next few years, as
his clients continue to curb
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job is done, | can wait for
the profits to come in.”
There's no gquestion that
the current state of the
market has helped pricing
wars thrive, but most
feel fortunate that their
quality work and service
has allowed them to hold
steady. Though it can be
frustrating, Groom tries to
keep a positive attitude.
“There will always be
competitive pricing and
low-ball guys out there,”
he says, “but | choose to
believe that quality and
professionalism will always
win out over a low pricing
battle.” soi

The author is a freelance writer based in
Royersford, Pa.
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IDLING ENGINES

Landscaping companies are not breaking the bank
for equipment purchases in 2011. ByBrian Hom

andscaping companies have
L:jifferent opinions when it comes
0 their equipment purchases
in 2011 - some are buying as they
normally would, but others are cutting
back on expenses.

Eric K. Weishaar, owner of
Breckenridge Landscape, Design,
Installation & Maintenance in New
Berlin Wis., says he plans on buying
another vehicle, a plow and a salt
spreader — and maybe more.

“Depending on what happens here
at the end of this year, what kind of
maintenance contracts we get back,
we may end up equipping another
crew so that would include a truck,
trailer, a large mower, small mower
and all the other small equipment, “
Weishaar says.

Weishaar says he spent $57,000
on equipment in 2010 and plans on
spending $30,000 in 2011. Because
the company is growing, Weishaar
needs the equipment, and he ranks
equipment purchases high on his
priority list of where to spend money.

“| definitely want to make sure the
guys have everything they need to get
things done,” he says.

In today’s economy, what do you expect from your
equipment suppliers/dealers/distributors?

| EE

Stretch/be more lenient on
financial terms

Weishaar has the capital if he
needs to buy more equipment but he
says, "We're just buying as needed
kind of thing. As we see volume of
work increase then we'll go ahead and
get what we need."”

Weishaar doesn't need to buy new
skid steers this year because his have
less than 3,000 hours on them. But
he keeps an eye on the amount of
maintenance the equipment requires,
and will replace equipment if repairs
become a burden.

“There's a point of diminishing
returns where you look at equipment
and you say, ‘Well, if I've got to put
another 1,500 bucks into this mower
that | could probably buy a new one
for X amount, then it's probably worth
getting a new one." So, it just depends
on the age and the wear and tear on
it," he says.

Pattie Fell, owner of Ransom Lawn
Services, says business is going well
for her El Paso, Texas-based company,
and she doesn’t plan to change her
equipment purchasing plans. Fell
says she purchases about 70 pieces
of equipment a year because the
company has a large volume of work.

level of service 44%

Offer more and faster service _ 28%
options on equipment
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Significantly increased

Increased slightly

Decreased slightly

Significantly decreased

She plans on spending between
$20,000 and $25,000 on equipment
in 2011, and is considering adding a
leaf blower and a chipper, a purchase
she put off this year.

Brad Gelo, owner of Green Scene,
also in El Paso, Texas, says he will
also spend the same amount of money
on equipment as he did in 2010. He
estimates the company spends about
$45,000 to $50,000 on lawn care
equipment a year. That doesn't include
vehicles, but he hopes to only have
to buy one truck this year, since he
bought four trucks last year that cost
about $22,000 each.

He plans on buying three tractors
this year and about 30 pieces of
smaller equipment that have to be
replaced due to wear and tear. While
he expects the company grow by
about five percent in revenue, he says
that doesn’t affect the type or amount
of equipment he would buy. In fact, he
says he'd put any extra money toward
raises for his employees before he
sunk it into buying more iron.

“If things get really good, I'm going
to buy the same amount of trucks, the
same amount of tools, but we would

How would you characterize your
equipment budgets in 20107

over 2009

Did not change

from 2009




start working up some increases
especially to our crew chiefs,” Gelo
says.

Gelo says dealer loyalty plays a big
role in his purchasing practices.

“My theory is the more business
| do with one person, | become very
important to them,” he says.

He also likes to buy the same
brands so he can use the good parts
as the machine wears down.

“| buy pretty much all steel
equipment because as it gets old we
can rip a carburetor off and we can
use it," Gelo says. “So that's why |
stay with the same thing. There might
be some better stuff but having a
bunch of old pieces we can rip down
for nuts and bolts, it's amazing how
much that helps you."”

DEALER LOYALTY. In Browns
Summit, N.C., Todd Huffines, owner
of Start 2 Finish, found that staying
loyal to one dealer is a great way to
do business, and one he will continue
to practice in 2011. Huffines will
check prices on bigger equipment or
a special product but always finds his
dealer is close to the average price.
Beyond price, Huffines says it's the
service and relationship that keep him
going back to a dealer.

“If my tractor broke and | need to
demo a new one to get me through a
job ... he'll bring it out there to me,”
he says.

Huffines says he still has customers
who call him and ask him gquestions
even though he is done with the job.

How would you project your
equipment budgets in 20117

Significantly - 13%
increased over 2010

Did not change - 23%
Decreased slightly - 12%
Significantly . 6%

decreased from 2010

He expects the same service from the
people he buys from.

“It's hard for me to sell a quality
service and the things that matter
after the sale and then not have that
same mentality with the people | do
business with that I'm a customer of,"”
he says. “It's not necessarily about the
bottom line. It's piece of mind."

As far as how much equipment he
plans to buy in 2011, Huffines says it
all depends on how his balance sheet
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Don Teal, owner of Las Vegas-based
Perennial Land Care, says he's taking
a wait-and-see approach on how the
economy will do before deciding what
equipment to purchase.

“We are actually growing slightly,”
Teal says. “We are going to be up
about 10 to 15 percent over last
year, but we're not putting on new
equipment and we are not putting on
manpower. We're just trying to work
smarter."

“It’s very tough to get credit, unless you are paying cash ...
That’s one of the predominant reasons. And we don’t trust the
economy right now.” - Don Teal, Perennial Land Care

looks at the end of 2010. He plans
to purchase between $50,000 and
$100,000 of equipment, which he'll
try to find used when he can instead
of purchasing it new.

“We're going to find something
that's not wore out, but we're not
going to buy new equipment,”
Huffines says.

SEEKING VERSATILITY. Along with
buying used equipment, Huffines also
wants versatile equipment. The more
versatile a piece of equipment is the
more assurance the company will
have work to do every day.
“Whatever we purchase, it's
got to be dual-purpose,” he says.
“Something we can use to do what
we're doing now, but also add another
service.”

And why isn't buying additional
equipment a way of working smarter?

“It's very tough to get credit, unless
you are paying cash .... That's one
of the predominant reasons,” he
says."And we don't trust the economy
right now.”

Teal says the company does
rent equipment as needed, which
has the benefit of not having to
perform maintenance on the piece
of equipment. He says they rent
equipment about once a month,
depending on how much construction
they have to do.

“We don't have enough demand to
justify the upkeep on them,” he says.
“That's why we lease those anywhere
from a day to a week at a time." so1

The author is assoclate editor for Lawn & Landscape.
Send him an e-mail at bhorn@gie.net.

In today’s economy, how long are you
holding on to equipment vs. two years ago?
Replacing our equipment as

often as we usually do 26%
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Replacing our
_ equipment more

frequently 1%
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M R le IT If you could fix one economic challenge to help
] - your business in 2011, what would it be?

|

|

R |
13% I
l

1

!

\

|

|

Credit-financing crunch/foreclosures

Overall consumer confidence

Residential customers cutting back/canceling
Commercial customers cutting back/canceling

Labor challenges/unemployment

Health care challenges

TOP 11 MARKETING METHODS l

What marketing methods do you use to obtain new business?

Customer referrals 2 30% Yellow Page ads
Business associate referral o 227 Direct mail
2 497 Company website/e-mails {207 Internet search
Yard signs 5.9 197% Internet referral service  1().11 Public relations
Newspaper ads 177 Door-to-door

In what range will your company’s gross sales be for 20107

I Less than $50,000 2%
I $50,000-$99,999
I $100,000-$199,999
I $200,000-$499,999
I $500,000-$999.999
$1 million or more 10%

20%

15% 16%

2010
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: NET PROFIT PROJECTIONS

What do you expect your 2010 net profit to be? What do you expect your 2011 net profit to be?

Less than 4% Less than 4%

More than 20% More than 20%

16% to 20%

10% to 15% 6% to9% 10% to 15%

CONTRACTOR CONFIDENCE INDEX

How confident are you in the ability of the landscape industry to
rebound next year?

Not at all confident -

What do we have to rebound from? E 4%

How many years has your company been in business?

B Lessthan 5
5.9

- - 31% S 31%

= 10-19 0%, S
20 or more

2010 2009 2008
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Work with a partner who knows
how to work the numbers.

John Deere Commercial Solutions
Mowing | Landscaping | Construction | Finance

You know you can count on John Deere for the best in commercial mowing
equipment. But that’s only the beginning. John Deere Credit makes it easier
to manage your cash flow with seasonal payment options. Plus we also offer
landscaping supplies and worksite products. Not to mention a nationwide
dealer network and the best in parts and service. One hat does it all

Your partner from the ground up.

VISIT US AT THE GIE + EXPO, BOOTH # 1116
www.lawnandlandscape.com/readerservice - #38

@ JOHN DEERF

www_JohnDeere.com/Commercial
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