
TAKE AIM AT SUCCESS 
Success can be measured once you set and attain business, 

family and community goals. 

by E.T. Wandtke 

It's not easy to define success. The 
best definition might include suc-
cess in four areas: personal fi-

n a n c e , f a m i l y l i f e , c o m p a n y 
recognition, and public recognition. 

What is your definition of success? 
Have you considered these four areas 
in charting your success? This article 
will give you a simple system to assist 
you in staying focused on your per-
sonal success goals. 

Financial questions 
Many individuals in the lawn/land-
scape industry have failed to set fi-
nancial success goals, and therefore 
cannot determine their progress. 

Some business owners define suc-
cess as being able to take time off in 
the off-season and not worry about 
cash. How much cash you need to be 
able to take considerable time off 
without worrying about the business 
depends on your personal spending 
needs. Most financial planners indi-
cate to their clients that at least one 
year's cash reserve should be enough. 

Another measure of financial suc-
cess is being able to take time off from 
daily business duties to enjoy time do-
ing other activities. 

What hobbies or activities do you 
engage in when you're away from the 
office? Have you started to wonder 
what you would do if you ever sold 
your company? 

These questions can be answered if 
you have set a financial goal which 
will provide you the resources neces-
sary to take time off or retire early. 

Set a personal financial goal for your-
self that you want to achieve by the end 
of 1990. Do it now, and write it down. 

Don't neglect family 
Starting a lawn or landscape business 
and making it profitable requires that 
you devote lots of time to all aspects of 
the business. This often means time 
away from your family. 

How much time have you been 
spending at home? Do you leave for 
home early on Friday night? Do you 
really have to go to work on Saturday 
and Sunday? 

Some suggestions to help foster 
stronger family relationships are: in-

cluding your spouse in attendance at 
dinner meetings or at national con-
ventions, or establishing a strict one-
night-a-week-out-alone policy rather 
than a weekend evening. 

To stay in touch with the rest of your 
family, you may consider having them 
work in the business when they are old 
enough. Attend the children's school 
functions or volunteer to help coach ac-
tivities your children take part in. And 
take the time to get out of town with the 
whole family twice each year. 

Meeting business goals 
Most companies consider themselves 
successful if they meet or surpass 
their budgeted profitability for the 
year. However, many of you may not 
have set profitability goals for the 
year. How then can you determine if 
you have been successful? 

Some measure their business suc-
cess by how well they exceed the na-
tional standards of performance for a 
company of their size. 

While this is one way of comparing 
your performance, it does not take 
into consideration the fact that your 
mix of service offerings may be dif-
ferent from the company you are com-
paring yourself to. 

Another measure of business suc-
cess is the cont inued f inancial 
viabil i ty of your company. This 
would mean that you completed the 
year with a profit, with positive cash 
flow, and have increased your cus-
tomer base over last year. 

Some individuals measure their 
business success by having reached 
certain milestones of volume perfor-
mance. Being a million dollar company, 

or being recognized as one of the largest 
companies in the green industry is a 
measure of success for some owners. 

All of these business and financial 
measures of success can be used in 
any green industry company. The best 
way to use them is to write your com-
pany's financial success down and 
then work on it for the year. 

In the public eye 
For most, this measure of success 
comes either in the industry or in the 
community. Being selected an officer 
in one of the green industry organiza-
tions such as ALCA, PLCAA or PGMS 
would be considered a sign of success 
by many. Others require more, like 
being recognized by the community 
as a successful business person. 

Public recognition often requires 
involvement in public service, which 
then requires a commitment of time 
and possibly money. 

What time and financial commit-
ment can you afford? Would you like 
to have others in your company in-
volved? These are some of the ques-
tions you will need answers to in 
order to set your goals for determining 
community recognition and success. 

Do it now! 
Take time to write down your per-
sonal definition of success. Give your-
self a target to shoot for. Quantify all 
items in order to be able to measure 
your degree of success. 

Place a three-by-five card with 
your success goals on the mirror 
where you shave in the morning. Give 
a copy of your own definition of suc-
cess to a good friend. Ask him to check 
with you from time to time to help 
keep you on track. 

Once you have taken the time to 
write down your personal definition 
of success, you will become more 
focused in working to achieve the suc-
cess you seek. 

Next year at this time, you will be a 
success—or at least you will know 
what you need to work on to get there. 
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