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Join the LM Community!
Landscape Management is the No. 1
resource for business content from the
most experienced industry editorial team! Now it's also
the best place to connect online. Visit us on
Facebook (Facebook.com/LandscapeManagement),
Twitter (Twitter.com/LandscapeMgmt) or at the
LM blog (LandscapeManagement.blogspot.com)
to network and become a fan.
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Landscape Management
and ASIC

Landscape Management

is proud to be the ASIC
official publication of the American
Society of Irrigation Consultants. Our
commitment to coverage of irrigation and
water issues makes us the perfect fit to
work with “an organization of profession-
als within the irrigation industry.”
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Every month the Classified
Showcase offers an up-to-
date section of the products
and services you're looking
for. Don’t miss an issue!

CLASSIFIEDSHOWCASE

ADVERTISING
INFORMATION

Call Kelli Velasquez at
216-706-3767,

Fax: 253-484-3080,
E-mail:
kvelasquez@questex.com

Payment must be received by the classified
closing date. We accept Visa, MasterCard, and
American Express.

Mail LM Box # replies to:

Landscape Management Classifieds, LM Box #____
306 W. Michigan St., Suite 200

Duluth, MN 55802

(please include LM Box # in address)
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L_AN])S(‘AI‘I*S & JOBS

Profit Centers - 50%+
Revenue Streams
Customer Bases
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Two
Two

. A Simple, Easy Add-On Service
Buy Factory Direct - Wholesale

NO PAYMENTS & INTEREST
FOR DAYS

Your Installs
1-800-334-9005

www.allprogreens.com/training

LAN DSCAPES & JOBS

S We
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Rl
-Great Ar.id-()n Sale
-Enhance Your Projects
-Penetrate Affluent Households

WE CAN TEACH YOU TO DO
LANDSCAPE LIGHTING THE
RIGHT WAY!

Training ~ Support ~

Call For Information
1.800.687.9551

waw.nitetimad om

landscapemanagement.net
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Snow, Lot Sweeping, & L andscape Contracts
Join the affiliation that works for YOU.
Contractors needed throughout the US.

Sign up today www.agmgus.com.

EXPERIENCE THE AGMG DIFFERENCE.

HELP WANTED

FLORASEARCH, INC.
In our third decade of performing
confidential key employee searches for
the landscape/horticulture industry and
allied trades worldwide.
Retained basis only.
Candidate contact welcome,
confidential and always FREE.
1740 Lake Markham Road
Sanford, FL 32771
407-320-8177 & Fax: 407-320-8083
E-mail: search@florasearch.com

www.florasearch.com

REPEATING an ad ensures it will be

seen and remembered!

Incorporate
for as little as $99

Visit www.incorporate.com

or call 800-616-0216

THE

COMPANY

CORPORATION"

INCORPORATING WHAT'S RIGHT FOR YOU
s WANT TO BUY OR
“%% SELL A BUSINESS?
Professional Business

N . cqun s Consultants can obtain purchase
offers from numerous qualified

potential buyers without disclosing your identity. There
is no cost for this as Consultant’s fee is paid by the
buyer. This is a FREE APPRAISAL of your business.
Ifyou are looking to grow or diversify through
acquisition, we have companies available in Lawn Care,
Grounds Maintenance, Pest Control and Landscape
Installation all over the U.S. and Canada.

182 Homestead Avenue, Rehoboth, MA 02769
708-744-6715 © Fax 508-252-4447
E-mail pbcmello1@aol.com
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TAKE YOUR OFFICE WITH YOU
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To Learn more call

800-635-8485
AUTOMATE YOUR SUCCESS
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www.clip.com
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TRIAL

Routing.  Optional credit card processing
Contracts  Estimating  Income & Expense Reporting
And More  Scheduling - Time & Materials

Billing

ADKADTECHNOLOGIES / 1.800.586.4683 / WWW.ADKAD.COM/LM.HTM
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MYBIGGESTMISTAKE

LESSONS LEARNED THE HARD WAY > BY LINDSEY GETZ

» John Rennels’ biggest business blunder was
thinking he was alone in this business. Since
reaching out to his peers, he’s turned his story
of error into one of great success.

COMPANY: A Plus Lawn and
Landscape

PRESIDENT: John Rennels
EMPLOYEES: 8
FOUNDED: 2002

HEADQUARTERS:
Lawrenceburg, KY

WEB: www.apluslawnland-
scape.com

REVENUE 2 YEARS AGO: $220,000
REVENUE TODAY: $500,000

ON RENNELS Was a
lone wolf. As a re-
sult, his company,
A Plus Lawn and
Landscape, Lawrenceburg,
KY, struggled.

Rennels had no strate-
gic sense of direction. He
wasn't paying himself. And
he had some serious cash
flow issues.

“We had no banking
relationships to speak of,’
he says. “We had no idea
what banks wanted, part
of which was because we
couldn’t understand our
own financials. The extent
of our business planning
was: find more work!”

To make matters worse,
Rennels says two years
ago it wasn't uncommon
for him to top 100 hours a
week during peak season.

The problem was
simple: “l was not work-
ing on the business; | was
working in it,” he says.

And it all “got old after
a while,” he says. He knew
something had to change.

It takes two or more ...
Rennels needed advice
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beyond those closest to
him. “Your friends and fam-
ily will often tell you what
you want to hear instead of
giving you good business
advice,” he says.

Steep competition in
his region meant he didn’t
spend a lot of time talking
with other landscape busi-
ness owners either.

So he joined a peer
group — a collection of
business owners across
the country who get to-
gether to discuss ideas and
hold each other account-
able to their goals.

“The feedback from
my peer group is honest
— sometimes even brutal
and painful — but it's the
best business advice you
can expect,” he says. "And
it comes from leaders who
know what they're talk-
ing about and have been
through it themselves.”

Today, the company has
more focus and revenue
has increased. Rennels has
also had a significant in-
crease in personal income,
and the company has lines
of credit that are being
properly maintained. He
attributes it all to the help
of his peer group. “"We still
have a lot of issues, but
finally we have a process
on how to identify the ma-
jor problems and deal with
them,” he says.

Fears abound

In seeking help from other
landscape business own-
ers, Rennels was wor

ried he would struggle to
stand out. He wanted his
business to be unique and
to do things his own way.
He's since learned he can
still be his own company,
even while taking advice
from peers. “We take a
good idea and make it work
for us,” he says.

Joining a peer group
was also a significant
financial investment for
Rennels’ small company.
A Plus currently has only
eight employees and is the
smallest company in the
peer group, which includes
seven businesses.

While he admits he in-
vests thousands each year,
Rennels says it's proven
worthwhile. This year, the
fees were recouped with
some help from the peer
group on his brochures.
“The peer group edited the
copy,” he says. "It went
through six revisions.

The final result had great
response. The fertilizer and
weed control brochure
alone brought in about
$60,000 worth of work.
That made the peer group
expenses well worth it.”

Looking ahead

While Rennels' attempt to
do it all on his own was his
biggest mistake, he says
joining a peer group was
his biggest success.

"“| consider the peer
group my board of advi-
sors,” he points out. “Today
| would not make a deci-
sion without running it by
them first.”

The author is a freelancer with ex-
perience writing for the landscape
industry. To share your biggest mis-
take, contact Nicole Wisniewski at
nwisniewski@questex.com.



AVAILs patented technology
protects phosphorus fertilizer in a
water soluble “shield”
which assures more
phosphorus is available for
turf utilization. Without this
protection, other soil
chemical elements could
prevent the phosphorus \
from getting to its desired ~
destination = turf roots.

Frees Phosphorus From Fixation

While the science behind patented AVAIL is complex, the idea is really very simple.
AVAIL is produced to protect the P in N-P-K from being leeched away and used by other
soil chemicals. With applied phosphorus protected, you can count on P to be available
when turf and seedlings need it most. AVAIL gets it right to the target — turf roots!

Let’s review the benefits of applying AVAIL:

e Increases performance of applied phosphorus
e Enhances Root Development
e Reduces applied phosphorus in the environment

Find out more about why you should add Avail into your turf maintenance schedule.
Call 1-800-253-5296 or contact your Andersons Distributor today or visit
www.andersonsturf.com

N The <<<<e

Andersons §
©2010 All rights reserved.

® Avail is a registered trademark of Specialty Fertilizer Products.

® The Andersons is a registered trademark of The Andersons, Inc.



