landscape manage-
ment, lot sweeping,
power washing, snow
removal and ice
management—and
she’s heading toward
a seven-figure revenue
tally this year.

"That’s not surprising,
as experts say the targets for
WRBE firms are large and plentiful.
Governmental agencies—and many
corporations as well—have set-asides or
supplier diversity programs that call for
a certain percentage of all contracts to
be given to women-owned businesses.
"The federal government, for example,
purchases $575 billion in goods and
services, and a percentage of that
business must go to a women-owned
business, Owens says.

The WBE certificate shows a firm
is eligible for those contracts. In some
ways, a WBE is simply a marketing

Crystal Arlington

*\_ tool—it provides oppor-
Y tunity, but it doesn’t
| guarantee profitabil-
| ity longevity, expertise
| or capability, notes
Owens. There’s no size
requirement—small
firms, large firms and sole
proprietorships can geta
WBE certificate.

Two tracks
There are two ways to go about getting
a WBE. If you're planning to target gov-
ernmental agencies, one approach is to
get a WBE certificate through the spe-
cific agency you plan to approach. That’s
what Hoffman did. She’s certified with
the state of Wisconsin, which allows her
to bid on contracts for municipalites,
counties and highway work.

Another way is to get a WBE through
a third-party certifier. There is no single
WBE certificate accepted across the

nation by all corporations or agencies;
instead, there are two major third-party
certifiers whose certificates are recog-
nized by many corporations as well as
many governmental organizations.

The two third-party certifiers are
the National Women Business Own-
ers Corp. NWBOC) and the Women
Business Enterprise National Council.
Both organizations are also third-
party certifiers for the Small Business
Administration’s Women-Owned Small
Business (WOSB) program.

Even hard case weeds like crabgrass can’t get away from Quincept® herbicide. With
three active ingredients in rates that optimize performance, Quincept nails more than
200 broadleaf and grassy weeds. And since it’s ideal for broadcast or spot application,

Quincept delivers the versatility you need to address many weed problems.

Es@ape-proof.

More where it matters most.
www.nufarm.com/usto
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th organizations provide vari-
pport services to those seeking
certification and conduct site
There are Green

try firms certified
organizations.
lington went with a
OC WBE cer-
tificate, citing the ease of
working with the organi-
zation, after learning about
it at a women’s business
conference. She also notes
the national WBE eased her
paperwork burden. Instead of getting
a WBE for each of the 39 states she

works in, the NWBOC qualifies her,
and she’s only had one potential client
request additional certification.

Finding WBE opportunities

Here are a few sites to start with to locate organizations that want to do
business with WBE-certified companies.

For corporate work, look for Diversity Outreach Programs, or check with
NWBOC or WBENC for buyers seeking WBEs.

For city, county and state agencies, check for offices such as Minority Business
Development Offices or an Office of Small Disadvantaged Business Utilization.
For federal government work, start here:

» System for Award Management (sam.gov)

» Federal Procurement Data Service (fpds.gov)
» U.S. General Services Administration (gsa.gov)
» Small Business Administration (sba.gov)

WBE certification has allowed Hoffman Commercial
Landscaping to grow its federal and state contracting work.

WBE certification is not for
everyone. If you won’t or can’t do the
paperwork, or your future goals don’t
include doing business with sizeable
firms or governmental agencies,a WBE
might not be for you. In addition to the
paperwork, getting a WBE certificate
includes a site visit during which you
must prove your firm is indeed woman-
owned, -controlled and -managed.

Getting your WBE isn’t a pot of gold.

“We still have to provide exceptional
work, build relationships and do mar-
keting. It all takes time,” says Hoffman.

Getting started

Owens advises getting started by
looking at what kind of organizations
you want to target—corporations or

Wherever your business takes you,
we're there to help.

At Progressive Commercial Auto, we know your business
depends on your vehicle. For over 40 years, we've been
offering Commercial Auto insurance designed specifically
for small business owners. And with 24/7 live support and
expert claims representatives, we get you back on the road

fast. On the road with you. Now that’s Progressive.

Call for a Free Quote

1-888-375-7905

Find an Agent
ProgressiveCommercial.com

- w. TITIL -“.
e B e o o GHs w6

PROGRESSIVE

COMMERCIAL

Progressive Casualty Ins. Co. & affiliates
12B00197.L04 (06/13)
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Proof positive

adding it to your marketing
als, registering with databases and Columbia, Mo.

Formulated exclusively for nutsedge control, Nufarm Prosedge® herbicide wipes out
troublesome sedge patches without killing your bottom line. Plus, Prosedge makes it
easy to achieve complete weed control — use with your favorite broadleaf herbicide,
such as Quincepte, to develop an effective program for your turf and your profits.

More where it matters most. |
www.nufarm.com/usto

©2013 Nufarm. Important: Always read and follow label instructions. Nu'arm
Prosedge® and Quincept® are trademarks of Nufarm..
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WEBINAR #3:

Grub Control

Thursday, July 25
Time: 10 a.m. Pacific / 1 p.m. EST

WEBINAR DESCRIPTION:

FREE
Grub Control
Webinar
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Join Landscape Management for an hourlong webinar on grub control. Our experts
will cover both the technical side of dealing with these destructive turf pests and
business side of taking on this potentially lucrative service.

PRESENTERS:

Preventive and Curative Grub Control

Dave Shetlar, Ph.D.
The Ohio State University

Shetlar is a Professor of Urban Landscape
Entomology atThe Ohio State University
where he performs outreach on turf

and ornamental entomology, teaches
general entomology and concentrates

on turfgrass entomology research. He was a research
scientist with ChemLawn Services from 1984 to 1990 and
he joined Ohio State in 1990. He has coauthored several
books on turfgrass insects and has a long list of research
and outreach publications.

MODERATOR:

Marisa Palmieri, Editor of Landscape Management

Sponsored by: Al‘ella”

INSECTICIDE

Adding and Selling Grub Control Services
Andy Kurth

President of
Weed Man of Madison

Kurth is president of Weed Man of
Madison, Wis.; Milwaukee, Fox Valley,
Wis., and Rockford, Ill. He's a graduate of
the University of Wisconsin with a
degree in Soil Science with emphasis inTurf
Management and Agribusiness. In 2012, Kurth was voted
one of theTop 40 Under 40 from /nBusiness magazine,
he's president of Wisconsin lawn care association LAWN
and is a past LAWN Person of the Year.

Brought to you by: I-andscape

Management

DON'T MISS THE THIRD WEBINAR OF THE BUILD YOUR BUSINESS SERIES!
REGISTER NOW! LANDSCAPEMANAGEMENT.NET/WEBINARS
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LAWN/TREE CARE

A good option

By MARISA PALMIERI

unicipality maintenance
budgets typically have
two line items for trees:
prune and remove. Cities
often don’t have room in the budget to
treat trees with control products, no mat-
ter how dire the need, but a public-private
partnership in Naperville, I1l., over the
last few years proved it can be done and it
can save thousands of ash trees.
Naperville, like much of Illinois—
and much of the Northeast U.S.—has
an Emerald Ash Borer (EAB) problem.
"This tiny, green insect is lethal to ash
trees if it goes undetected and untreated,
and Naperville has about 16,000 ash
trees on municipal property alone. The
pest, which was first identified in the
U.S. in Michigan in 2002, is predicted to

A dead ash tree o
private property.
#'in Napervilley ¢
% 111, is flagged for

removal.The city is
treating.its 16,000,%%

‘- municipal ash trees +.
with insecticides. * -

cause $10 billion to $20 billion in losses
to urban forests over the next decade.
Last year, Naperville City Coun-
cil approved a plan to treat all viable
municipal trees with the insecticides
dinotefuran, emamectin or imidacloprid.
It was no easy decision, but motivated
residents, an educated city council and
private partnerships made saving trees a
better option than removing them.
“One common thing with all
elected officials is we don’t like to spend
money—especially with unknown out-
comes,” says Naperville City Manager
Doug Kreiger. “Our city council went
to the trouble of learning and under-
standing the full treatment process and
balanced that with the risk of no treat-
ment or across-the-board tree removals.
They determined we
needed to do what
we could to save our
urban forest.”
Ultimately,
Naperville will spend
about $2.3 million
to treat its municipal
ash trees, says Dick
Dubulinski, direc-
tor of public works.
Tree removal would
have cost $6 million.
The Care of Trees
manages soil applica-
tions for 14,000 of
the city’s trees and

Lawn/TREE cARE Emerald Ash
Borer treatment options
IRRIGATION What's better: design
software or hand drawing?
MAINTENANCE Paying workers
per job vs. per hour

pEsIGN/BUILD 3-D imaging tech-
nology helps communication

another company handles trunk injec-
tions for about 2,000 trees.

Having a record of successful treat-
ments was an important piece of the puzzle
in Naperville. That came in the form of
the city being a part of Valent Professional
Products’ Legacy Tiee Project (LI'P) since
2010. The program provides free insecti-
cide treatments for five years for 150 to 200
municipal ash trees. The goal of the Legacy
"Tiee Project is to build awareness about
treatment as an option.

"The healthy state
of the LTP-treated

» WEB EXTRA

ash trees over a two- Visit the Web Extras
riod helped section of Landscape
year pe .10 € Pe Management.net to
Naperville officials read about a study that
understand that treat-  correlates tree loss due
ment was an effective 10 EAB with negative
health effects.

option for the rest of
the muni trees.

For cities that forgo treatment, their
dead ash situations may reach an “expo-
nential phase” in which it’s too late for
treatment and reactive tree removal is
unsustainable, says Joe Chamberlin a field
development manager for Valent. There
won't be a large enough budget to remove
dead trees and there are not enough tree
contractors to remove them, which has
safety implications because dead trees could
fall, damaging property or injuring citizens.

"That may be the fate for the city of
Chicago and many other cities, too.

“I've heard it said that we’re going
to be an island with the only ash trees
around,” says Naperville City Arborist
Jack Mitz. “And I think it’s true. If your
intention is to save trees, you can’t wait
and debate because it will be too late.”
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Design debate . — -

By JONATHAN KATZ  EE—

esigning an irrigation system
can be a time-consuming
process that becomes increas-
ingly complicated when
errors occur. Many irrigation contractors
use design software to hasten the process
and improve accuracy. Experiences using
computerized design often vary. Some
users report major efficiency increases,
while other designers prefer the intimate
knowledge they gain from manual designs.

Jason Anderson’s first experience with
irrigation design software occurred in
2005, a year before he joined the staff at
Design Two Four Two Six in Bellevue,
Wash. A coworker at his former company
had introduced him to a system by Land
F/X. Anderson was so impressed by the
system’s ability to automate designs that a
year later he recommended it to his new
boss at Design Two Four Two Six.

The design software costs about
$3,000 for a single license. The software
works within existing AutoCAD systems.
Companies that don’t already have Auto-
CAD can purchase a basic AutoCAD ver-
sion from Land F/X for another $1,000.
Land F/X and similar systems enhance
the capabilities of AutoCAD by perform-
ing automated calculations and allowing
more flexibility to make adjustments.

The system has cut the time Ander-
son spends on designs by at least one-
third, freeing him to take on additional
projects. Previously, Anderson drew the
plans by hand. He used Excel spread-
sheets to tally the number of heads
needed for a particular plan.

With Land F/X, Anderson can select a
standard set of heads for a particular design
and then click a tool in the program that
automatically connects the lateral lines, the
main line and the valve.

o

“I'm able
to link them
all together and tell the program how
much water is coming through the water
source,” he says. “The program has been
set up so it can take these calculations
and essentially tell you whether or not
the irrigation system is going to work. It
really automates everything.”

Anderson also can input elevations
and access manufacturers’ product
information through the system.

The automated design process reduces
the likelihood of mistakes, he says.

If Anderson misses a critical design
component, the computer program
automatically highlights the overlooked
area, saving the company from potential
change orders or stress on the irrigation
system caused by poor installations.

TESTING THE WATERS
Landscape architect Marina Wrensch
began using a four-week trial version of
Land F/X in January to see if she could
eliminate human error from the design
process and improve efficiency. Wrensch,
who works for Cameron McCarthy
Landscape Architecture and Planning in
Eugene, Ore., says her firm currently draws
head layouts and zoning on trace paper
before drafting the plan in AutoCAD. The
hand drawing allows the designers to make
adjustments that aren’t possible in Auto-
CAD. Land F/X provides similar flexibility
while automating the process.

Wrensch estimates the system can
cut design times by at least 30 percent.

“The time I saved scaling blocks,
calculating GPM, PSI and pipe sizes was
tremendous, in my eyes,” she says.

While the system shows promise, there
were some compatibility and technical
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Professionals say
there are pros and
cons to both hand
3 drawing designs
L and automated
= irrigation design
software.

issues, Wrensch says. Half of Cameron
McCarthy’s landscape architects use
AutoCAD LT, which is not compatible
with Land F/X. In addition, the learning
curve was steeper than AutoCAD because
of the expanded range of tools available.
Wrensch also encountered a technical
glitch when adding pipe hoops that caused
all the pipe sections to disappear.
“Technical support did not know why
and how this happened,” she explains.
“But with every piece of technology, you
get a few hiccups nobody can explain.”
So far, Wrensch hasn’t convinced
her company to purchase the Land F/X
system, but she says she for one prefers
computer-created drawings.

HANDS-ON KNOWLEDGE

Hand drawings may be more time
consuming, but they can be invaluable
to contractors who do both design and
installation.

In 2004, Jim DeJarnatt left the
telecommunications business to join a
landscaping firm. Last year DeJarnatt
decided to form his own irrigation busi-
ness, a three-man operation called Aqua
Jim in St. Louis.

DeJarnatt typically can produce a
drawing in four to eight hours. He has
dabbled with AutoCAD in the past but
says the drawings offer him insight into
the job that automated systems cannot.

“I like the drawing aspect of the
work,” he says. “It gives me a good feel
for the job, especially if 'm going to
be doing the installation. It gets me
immersed in the job.”

Katz is a freelance writer based in Cleveland.

PHOTOS: CAMERON MCCARTHY LANDSCAPE ARCHITECTURE
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The Landscape Is Changing.

Trend reports, such as the Global Industry Analysts Report, are pointing
to accelerated growth in our industry. PLANET’s Green Industry
Conference (GIC) lets you stay on top of changes and the issues that
matter most-to you. Attend the 2013 GIC and discover what you need
to do to capitalize on new opportunities.

You can’t grow if you don’t show-register today!

1 "Landscaping Services: A U.S. Market Report" by Global Industry Analysts, Inc.
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Paying by piecework
Does compensating employees
by the JOb pay Off 2 By oAvETUCKER - e—

hen it comes to paying

maintenance crewmen

and foremen, have you

considered the piece-
work system—paying your employees
by the job instead of by the hour? With
piecework you pay your employees for
getting the job done; it doesn’t matter
how long it takes them.

PROS OF PIECEWORK
‘The one big pro is obvious: The
employee begins to think like an owner.

Under a piecework system, employees
are less often found milling around the
shop. They think twice before coming
back for a broken bracket on a trimmer.
"Time is money. If a foreman does have to
come back, he’ll make smart decisions, like
leaving the other workers on the job. You'll
also find him amazingly anxious to vanish
from your presence to get back on the job.
Routing will improve, too, as 7/11 stops
suddenly will seem much less necessary
and become less frequent.

Your foreman now correlates maxi-
mizing his paycheck to maximizing your
product or service. Upon arrival at the job
site, he’ no longer inclined to wait for the
song on the radio to end or finish the con-
versation regarding the latest subtleties of

last night’s game scores. He wants to start
cutting as soon as he parks the truck.

In addition, instead of three crew
members waiting around for the last
crew member to finish up, they are all
finishing up at the same time.

Wasted minutes add up quickly. If one
crew does 20 jobs in a day and wastes five
minutes on each job, it’s 100 wasted min-
utes per crew member. For a two-man
crew (200 minutes) that’s three hours and
20 minutes per day. Can you afford it?

RAISING PAY

What if you could compete with the
fast-food joints by attracting intelligent,
motivated and hardworking employees
who’d rather work in the great outdoors?

Within the piecework system, you may be
able to offer a hardworking individual the

possibility of $20 per hour.
Plus, by using this system, owners
spend less time managing employee
problems and more time developing
their businesses. In aligning employees’
goals with your own,
workers can become the
team you’ve worked so
hard to produce.
Ultimately, with
a piecework system

28 LANDSCAPEMANAGEMENT.NET | JULY 2013

PIECEWORK EXAMPLE

Each job is rated as X number of man-
hours. A $45 job is approximately a 1.0
or 1.2 man-hour job, either $45 per hour
or $37.50 per hour. If your labor costs
average 40 percent, you can pay your
workers 35 percent of the billing price,
or $13.50. This strategy gives your
otherwise $8-per-hour employee the
opportunity to make $13.50 per job, no
matter how long it takes him.

employees now only make money when
the company does. When the grass is
long and wet, they make less money, just
as the owner does. When the dry season
comes and some employees make $20 per
hour, remember that the same employees
are providing $150 per hour in billables.
Wouldn’t you like to be paying $20 per
hour to your best employees?

Because the piecework system requires
employees who are concerned about
quality, not simply in making more money,
this system needs the right kind of people.
With piecework, employees need to be
smart enough to realize that their pay-
check depends upon satisfied customers.

IMPLEMENTING PIECEWORK

Any time a change is implemented by an
employer, employees immediately assume
it’s to make the owner’s pocket fatter and
theirs thinner. To address this concern,
consider introducing the piecework system
gradually. At first, you may want to insti-
tute a substantial production-based bonus
system (where approximately 10 percent
to 20 percent of employees’ pay would be a
result of production bonuses). Then, begin
by paying $1 per man-hour produced in
aweek, after 50 hours has been produced.
Employees will see the immediate benefits
of the system.

Ask yourself why you can be so much
more productive in the field than your
workers. Are you not already on the
piecework
system? Put
your fore-
men and crew
members on
the same sys-
tem and you’ll
find that your
employees
will not only
work better,
they’ll work

smarter.

Tucker is president of CLIP Software and au-
thor of “Lawn Maintenance and the Beautiful
Business,” from where this article is adapted.
Reach him via thebeautifulbusiness.com.
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Your Vision, Their Dream — Anywhere

Communicating your vision to prospective customers has never been
easier with PRO Landscape design software. Whether your design
platform is a desktop, laptop or tablet you can design and sell anytime,
and now — anywhere.

PRO Landscape is not only easy to use, but feature rich including
stunning photo imaging, night and holiday lighting, 2D CAD, 3D
renderings, and complete customer proposals.

Bring your customer’s dreams to life — starting today!

prolandscape.com
sales@prolandscape.com
800-231-8574
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Seeing 1s believing

By EMILY SCHAPPACHER
I

hen Brian Richardson
shows his clients 3-D
images of their landscape
design projects, he says
he can see the light bulbs go off inside their
heads. They may ask for a few more trees
by the garage or perhaps a longer retaining
wall, and Richardson can show them what
it would look like with just a few clicks of a
mouse. He can even add in the sound of a
bubbling waterfall and its as if the clients
are already enjoying their backyard oasis.
“Even though [before] we would
present a detailed plan and show them
examples of materials, it was very tough for
the client to visualize exactly what it was
going to look like,” says Richardson, senior
designer at Plantique in Allentown, Pa.
“But now, by the time we get started, they
have already seen a very good representa-

tion of what the design will be like, and I

don’t have to —

assume they
understand
what we are
going to do.”
With
design/build

comprising 75 percent of Plantique’s
service mix, and with a customer base of 80
percent residential clients, the software has
become an important sales tool for the $6.9
million company.

Richardson began seeing 3-D imag-
ing software at trade shows and in trade
publications about two years ago and knew
Plantique needed to embrace the technol-
ogy to stay competitive. After testing vari-
ous programs, Plantique chose Realtime
Landscaping Architect because it worked
with its current estimating system. Other
programs with 3-D capabilides include Pro
Landscape, Dynascape and VisionScape.

Plantdque started using 3-D regu-
larly last March. The company has four
software licenses, and spent about $5,500
initially to acquire the software. Italso
needed to add a plotter/scanner/copier to
print designs to scale in color, which cost

approximately $8,000.

SALES EFFICIENCY
Richardson says the software
speeds up a client’s decision-
making process. Plantique has
fewer mistakes and misunder-
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standings between clients and designers
and fewer callbacks, as well. Sales meetings
are more productive because the images
decrease the amount of time designers
need to spend explaining what the finished
project will look like. Changes suggested by
the client, which used to take a day or two
to communicate through a hand drawing,
can now be made in seconds during the
very same meeting.

“Itimproves our efficiency because
the client sees with their own eyes what
they are getting,” Richardson explains.
“There will always be questions and
changes on the fly, but many times it’s
nipped in the bud.”

Like many types of technology, the soft-
ware offers regular updates that enhance its
performance. Over the past year, Plantique
has installed updates that add the capabil-
ity of including outdoor sounds, moving
human figures and different neighbor-
hood background settings, like mountain
ranges or the countryside. Richardson
says the updates are simple to install by
just clicking on them when he receives a
notice. But the updates, he adds, are one of
the few simple aspects of the software for
Richardson, 50, who says he’s stll trying to
master the program. He’s received help and
training from some of Plantique’s younger
designers, who learned the program in
school. Despite all the bells and whistles of
3-D imaging, he says he still believes in the
importance of hand sketching. He often
begins a sketch on paper and then scans it
into the 3-D program to bring it to life.

Richardson advises contractors to
communicate to clients that the 3-D
images are “not exact representations, but
very close approximatons” of what the
finished design will look like, as details like
shapes, colors or material textures may
vary in real life. But for Plantique, 3-D
imaging has been a ime-saving step in the
right direction that Richardson says has
placed the firm ahead of the curve.

“Hand drawing has worked well, but
we knew it was going down this road,”
he says. “It’s the wave of the future and
it’s only going to get better.” tm

Schappacher is a freelance writer based in
Cleveland.
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