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Project managers Sharon Halldren, foreground, and Julie Taggart see big projects
to completion, from initial design to planting.

landscape projects. That's a lot for his
small operation that stays so close to
home. “I think I almost have enough cal-
louses to prove it,” he says opening his
rough, workman'’s hands.

Gary insists size doesn’t preoccupy him
though. It never did, not even when he
decided to start a landscape business
almost 14 years ago. He was studying busi-
ness and finance at Ohio State University
then. “By the time I was a senior, I already
knew that I wanted a company to put in

Sell the

benefits
of service

To win commercial
accounts where there are
in-house crews, stress
cost, efficiency and
expertise.

®m Laflamme Services of Bridgeport, Conn.
has found a way to convince commercial
prospects to switch from in-house crews
to an outside landscape contractor. Judith
Guido, director of business development
and marketing for the 24-year-old compa-
ny, says persistence has paid off—in the
form of new commercial accounts eager to
sub out the work. And that’s because
Laflamme knows how to sell the benefits
of what Guido calls “outsourcing.” And it’s

the best residential landscapes in the
area,” he says.

K&A, he insists, is doing just that, in
large part, because K&A is a team effort,
involving five project managers and sup-
porting office and field crews—even Gary's
wife Lori, who works the phones.

As soon as K&A gets a recommenda-
tion, Kinman builds a team to work with
the client and building architect. Gary's
always on the team, along with a project
manager. He says he deals with the bigger
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client picture, the concept, while the pro-
ject managers do the actual designs and
track construction details.

“I'm kind of associated with every job. |
wish I wasn't as much,” Kinman admits.

Everyone's busy—Actually, each of
the five project managers (three men and
two women) may have a dozen landscape
projects bubbling at once. They guide each
through a 22-step process. They can tell at
a glance where each project stands
because all are recorded on a huge, white
board on the wall in front of their drawing
boards.

“We're trying to develop a system
where each job will have an on-site project
manager as well as an in-house project
manager,” says Kinman. “Then, everything
that we're doing on a project—from the
beginning design to the end of the job—is
being looked at by two people.”

When operational, Kinman thinks this
system will meet his clients needs even
more precisely.

Then, he insists, his clients will get an
even bigger bargain.

“The money they spend with us is like
money they invest and get high interest
on,” he claims.

—~Ron Hall
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not a very
hard sell when it's done
right. Just let the numbers do the talking.

Laflamme’s message to mid- and large-
sized commercial prospects is simple: it's
more cost effective and easier to contract
out than to subsidize an in-house crew.

Recent new clients include headquar-
ters for Clairol, Champion Sporting Goods
and Aetna Insurance.

Guido says area competitors try to
sell the idea, but lose something in the
translation.

“There are people
who have contacted these companies,
but nobody told them why it would be bet-
ter (to contract out),” she says.

Laflamme gives the prospect a list of
26 reasons why it makes sense to contract
out (see sidebar). Closing a sale was never
so easy!

Most of Laflamme’s newly-contracted
accounts buy all the important landscape
services: landscaping, lawn care, flower
planting, waste management and snow
removal.

Reminders help—As an extra way of
staying in touch, the company’s single
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page newsletter, “Shades of Green,” goes
to all customers, all past customers and
any prospective customers. The reasoning
is simple. Past customers may someday
want another look at Laflamme, and the
newsletter keeps them up on company
progress. Current customers are
impressed by the extra attention, and
prospective customers are just that—
prospective customers.

It's how they got the Clairol account.

“We had been sending the newsletter
(to Clairol) every month,” says Guido.
“They never forgot about Laflamme.”

A short time later, Laflamme had a
large maintenance contract in hand. The
Clairol buyer credited the newsletter and
Laflamme’s willingness to stay in touch.

“Shades of Green,” is a cinch to pro-
duce, and even though it's only one page
long, they fit in a lot of copy by going with
a smaller type size.

The newsletter has been spun off into
radio and television advice programs, star-
ring company president Ed Laflamme.

As a last word, every newsletter has a
section called “Welcome Aboard” which
announces new or renewing clients.

Simple, but it works.

—Terry Mclver

Why sub it?

1) Employee productivity. Usually, in-house crews are not as productive as con-
tract labor because contracted labor crews are not distracted by other jobs. In-house
forces sometimes become tradition-bound. They want to stick to a comfortable rou-
tine and resist program changes.

2) Inventory. It's eliminated, including materials, parts, tools, equipment and
operating costs. That's money to invest elsewhere.

3) Storage concerns are eliminated.

4) Supervision is provided by the contractor. One man reports to the business
owner or plant manager on a weekly or monthly basis.

5) Labor concerns—hiring, firing, reviewing, scheduling, and seasonal ups and
downs—Dbelong to the contractor.

6) OSHA compliance. Judith Guido of Laflamme Services says one complaint to
OSHA by an in-house employee could result in a complete investigation in which all
facilities are inspected. Fines, as a result of such visits, can be high. A competent con-
tractor meets all of the OSHA guidelines and therefore protects himself and the
client. For example: If a gas can isn't clearly labeled “Gasoline,” a $2100 fine could be
levied on the business. Why not let the contractor carry the ball?

7) Overtime availability. Not always so easy in-house. Contractors have the benefit
of a larger labor force.

8) Liability. Direct liability for an accident, chemical spill, injury or any of the
other potential accidents will fall directly on the contractor.

9) Insurance costs. The contractor has his liability spread over more dollars and
accounts. Therefore, the contractor can better absorb a serious injury/accident .

10) Innovation. Many new ideas—like computer-aided landscape designs—can be
generated at no cost to the owner. With a “constant improvement program,” money
can be spent at the highest visibility areas.

—TM.

lowa LCOs
chip in for
hurt friend

It took Doug Tyrrell 10
years to build a lawn care
company, and it almost
ended in an instant on July
10th, 1993.

m There's a place where people still know
how to help each other. It's just about
smack in the middle of the country. It's
called lowa.

Doug Tyrrell knows it as home.

Belmond, pop. 2500, in fact, is Tyrrell's
home, which isn't too close to anything
other than a handful of equally small
north-central lowa towns. This has
allowed Tyrrell to build up a thriving little

When Tyrrell starts talking about the
area and his small-town customers, there’s
a smile in his voice. The rest of him
doesn’t feel too much like smiling though.
That’s because Tyrrell, owner of Tyrrell
Lawn Care, and his wife Marilyn got
banged up pretty bad this past July 10.
They were riding Doug’s custom soft-tail
Harley-Davidson when it crashed into the
front of a car near Columbus, Neb.
Ironically, It was their 20th wedding

anniversary. They were on their way to a
motorcycle tour of the Rocky Mountains.

“There was so much traffic, I didn’t
even know there was a corner there; |
didn’t see the guy sitting at the corner and
he didn’t see me,” he tells LANDSCAPE
MANAGEMENT.

Tyrrell, who broke just about every
bone in his left leg (except for his knee)
and lost part of his foot in the accident,
figures the cycle was traveling about 40

Daryle Johnson of All American Turf Beauty, Van Meter; Shawn Edwards of Lawn

of Leisure, Ankeny; and Les Wilshuson of Mike's Lawn Service, Storm Lake, were
lauded by PLCAA for assisting Doug Tyrrell, Tyrrell Lawn Care. Also thanked was

Myron Groat of ABC Lawn Care, Fort Dodge.

lawn care company over the past 10 years.
“These towns are too small for the big
guys to even think about,” says Doug.
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