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Which titles have had the greatest impact
on Green Industry companies? Four
business owners share their must-reads.
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By Bill Bemus

PRESIDENT
Bemus Landscape, a

$21 million, full-service FOR

MEANING

VIKTOR E.
FRANKL

landscape company
San Clemente, Calif.

Man'’s Search for Mean-
ing by Viktor Frankl is one
of the most challenging
books I've ever read.
first became aware of Frankl
about 20 years ago when as a
company we studied another
excellent book for business,
Stephen Covey’s The Seven

Frankl was an Austrian

psychiatrist who, along with his parents, brother
and wife, was imprisoned by the Nazis in Septem-
ber 1942. He suffered unspeakable deprivation
and degradation until being liberated by American
forces in April 1945. Of those imprisoned, he was
the only member of his family to survive.

Frankl wrote Man’s Search for Meaning in
1945 and meant to publish it anonymously, not
wanting to earn literary fame or profit from his
experiences (he was persuaded otherwise by
friends). The main part of the book, “Experi-
ences in a Concentration Camp,” describes
(with a kind of eerie, clinical detachment)
day-to-day life in the camp: the train ride to
Auschwitz, being stripped of all clothes and
valuables, the smoke from the crematorium
chimneys, the cold and hunger, the guards and
the deaths and suicides—the utter despair.

And yet, interspersed throughout this section
are bolts of light: the ultimate freedom, no mat-
ter what the guards did, to choose his response
(referenced by Covey extensively); the power of
love; the necessity of having faith in the future;
the power of hope; and, most importantly, the
necessity of finding the why of existence.

Frankl says: “Woe to him who saw no
more sense in his life, no aim, no purpose and
therefore no pointin carrying on. He was soon
lost. The typical reply with which such a man
rejected all encouraging arguments was, ‘T have
nothing to expect from life any more.” What sort
of answer can one give to that? What was really
needed was a fundamental change in our attitude
toward life. We had to learn ourselves and, fur-

MAN’S
SEARCH

WITH A NEW FOREWORD BY
HAROLD 5. KUSHNER

thermore, we had to
teach the despairing
men that iz did not really
matter what we expected
from life, but rather what life
expected from us.”

A second section to the
book, “Logotherapy in a
Nutshell,” was added in
1962 in response to people
wanting to understand
more of his therapeutic
doctrine. A third section,
“The Case for a Tragic
Optimism,” was added as a
postscript in 1984.

In this little book,
the lessons and applica-

tions for any business or
endeavor are myriad, but three in particular
have been helpful to me as of late.

The first is to never give up or become
hopeless in the face of adversity. Sometimes
it feels like running a business—especially in
California—is like playing solitaire. You start
with a deck of 52 cards but the government
removes a card from the deck every six months

IN OUR INDUSTRY WE CREATE
AND MAINTAIN BEAUTY, WE
PROVIDE VALUABLE SERVICE TO OUR
CLIENTS, WE PROVIDE JOBS AND
OPPORTUNITIES; THESE ARE NOT
INSIGNIFICANT THINGS.”
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or so and expects you to keep playing. That feeling of
being victimized is unhealthy and needs to be resisted.

The second is to find or create meaning out of what
seems to be mundane, day-to-day, trivial existence. In
our industry we create and maintain beauty, we provide
valuable service to our clients, we provide jobs and
opportunities; these are not insignificant things.

Finally (and I will just quote Frankl here), “Don’t
aim at success—the more you aim at it and make it a
target, the more you are going to miss it. For success,
like happiness, cannot be pursued; it must ensue, and
it only does so as the unintended side effect of one’s
personal dedication to a cause greater than oneself or as
the byproduct of one’s surrender to a person other than
oneself. Happiness must happen, and the same holds for
success: You have to let it happen by not caring about it.”

When you reach a certain age (I'm 60) you begin to
question what you’ve accomplished in life. Has it mat-
tered that I've been here? Reading Frankl helped me
understand that meaning and fulfillment are attainable
without having to go far afield. Maybe it’s moving past
enlightened self-interest and into wholeheartedly trying
to make a difference in people’s lives; every businessman
is connected to a lot of them.

Professional landscape design/build
contractors, this website is for you!

Exclusive
“members only”
access is just
$14.95 per
month—

less than one
yard of mulch
or a 3-gallon
shrub!

Check out what this incredible
online community has to offer!

Visit FromDesign2Build.com today!
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By Chris Joyce

PRESIDENT
Joyce Landscaping,
a $9 million, full-
service company
Cape Cod, Mass.
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| tell anyone | know
in business or

any management
structure, whenever
we're talking about
the frustrations of
business, “You've
got to read Winning

J

by Jack Welch.”
CEO of General Elec-

tric. He retired in 2001 and wrote a couple books. I think
someone might have said to me, “You’ve got to read this
book” or maybe I heard it on a news channel, but somehow
I ended up with the book in 2007. That’s when I read it for
the first time. For me, who’s not big into reading, it was
riveting. I kept wanting more and more information he
was discussing. I couldn’t put it down. It doesn’t get much
activity anymore, though. I got lazy and bought it on CD.
When I find myself in a rut I will throw it in my car and go
through the discs. It energizes me.
I'just love his approach and his
stories. A lot of the stuff is human

» WEB EXTRA

. . . Visit the Web Extras
nature. It just represents itself dif- section of Landscape
ferently. Basically, the title says it all. Management.net for

McKay Landscape Light-

It’s all about winning with people. In
business you want to win and you win
with people. It’s simple.

The discussion on candor, which
is in chapter 2, is probably the best
chapter in the book. You have to have candid conversations
with people. And that’s probably our biggest challenge.
Motivating people and understanding people is challenging.
It gets frustrating at times.

He also talks about getting the right people on your
team and how first you’re the manager and then you have

ing owner Jerry McKay's
take on the book
Predictable Success by
Les McKeown.

to be a leader yourself. You have to be a success individually

before you can lead others. He breaks it up into your top

20, which is your top-end managers or your high perform-

ers. He delineates to your bottom 10, which you’re going

to push out of your organization, and then he says, “Your

middle 70 is what you need to cultivate.” Your middle 70

needs to be heard to be a part of the team. Instead of all

decisions, policies and procedures being made from the top,

he says to implement and develop a communication with
continued on page 20



continued from page 18

the middle 70 so they have a word and
they have buy-in within the develop-
ment of the business.

It made me realize I would con-
stantly get frustrated with my middle
group. After reading this book, it really
made me open up my eyes and say:
“That’s human nature. That’s what
people are. Those people actually have
a lot to offer.” You have to cultivate
those people through communica-

tion through your culture within your

organization. The middle 70 is really

what makes up your business. Success-

ful, winning teams get the most out of

their middle 70.

I find myself sometimes getting

ul away from that (mentality) and that’s

when I have to revisit the book. I listen

ONE-SENTENCE SYNOPSIS OF WINNING: IN BUSINESS to it proba'bly once a year when I'ﬁnd
YOU WANT TO WIN AND YOU WIN WITH PEOPLE. Ui o Liol el in dhe g & liads

bit. It actually is in my car right now.
—As told to Sarab Pfledderer

Your expectations. Exceeded.

DynaSCAPE Manage360 Landscape Business Solutions

Your needs demand more than an off the shelf
business management solution. Talk to us about
our custom tailored end to end, landscape business
management software that will exceed your
expectations.

[ﬁ SBD
Customer Management | Sales & Estimating | Job Management | Reporting

Expect more at: dynascape.com/manage ™
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RACTIO

GET A GRIP ON-YOUR BUSINESS

GINO WICKMAN

Amazon rating: 4.7 out of 5 stars

By Chris Clifton

OWNER & PRESIDENT
Southview Design, an $11 million,
primarily design/build firm
Minneapolis

About three years ago | read
Gino Wickman'’s book Traction.
Wickman is the founder of an
organization called EOS Worldwide,
a consulting and coaching group
focused on helping companies in the
$2 million to $50 million revenue
range achieve and manage growth.
Traction is the handbook that summa-
rizes EOS’s core teachings.

I bought Southview Design in 2009
when it was doing about $5 million
in sales. In spite of the recession, I felt
the company had a solid foundation
and the potential to grow. Though I've
been involved with various businesses
over the years, I was looking for tools
to help me with this one. A friend gave
me a copy of Truction, thinking it might
provide some insight.

Traction builds on the idea that
most businesses get to a point where
management becomes frustrated
because progress has slowed or stopped
altogether. The book identifies six com-
ponents essential for sustainable growth

and profitability:

Vision. Leaders in successful compa-
nies not only have compelling visions,
they know how to communicate them.

People. It’s impossible to build a great
company without help. Successful
companies get the right people into the
right seats.

Data. Wickman advocates use of a
“scorecard,” a weekly report containing
five to 15 high-level, performance-indi-
cating numbers or measurables.

Issues. Issues are the obstacles that must
be faced to execute the vision. The good
news is that in the history of business, there
have only been a handful of different kinds
of issues. The same ones come up over and
over again. Companies that deal effectively
with their issues achieve their visions.

Process. Successful organizations

ONE OF CLIFTON'S
KEY TAKEAWAYS:
WE NEED TO MAKE IT
EASIER FOR (EMPLOYEES)
TO UNDERSTAND
HOW WE WANT THEM
TO DO BUSINESS.

see their way of doing business clearly
and work to constantly refine it. Key
processes are well documented and fol-
lowed by all. This is the most neglected
of the six key components.

WEGETIT.
IT°"S ABOUT ROL

It's about reliable return. Designed and built to
deal with tough conditions and tough customers
on a daily basis. RYANs are proven moneymakers.

You'll send ‘em out with confidence knowing they'll
return, ready to work again the next day.

NEW!
Now with Easy
Steer Technology!

Jr. Sod Cutter

The First Name in Turf Renovation™

Ren-O-Thin® Power Rake

LAwnaire® IV & V EST

Learn more at ryanturf.com/1415

© 2014 Schiller Grounds Care, Inc. Key Code: RY1415
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Traction. “Vision without traction is
merely hallucination,” Wickman says.
The “traction” component deals with
action and accountability. The book
says organizations should establish
three to seven priorities, referred to as
“rocks.” These are the organization’s
most important priorities that must be
accomplished in the next 90 days. This

component also deals with “meeting
pulse,” a series of meetings at different
levels of the organization, ultimately
designed to ensure the company’s
vision is achieved.

I found the advice in Tiuction to be
simple and practical, based on the real
world and not theoretical or faddish.
Much of how I run Southview Design is

The flrst remprocatlng aerator on the market that'
B allows the operator to determine a comfortable
i operating speed from approximately 2.5-3 MPH.
This speed adjustment feature allows variation for
landscape complexity, lawn size, operator safety
and maximum productivity.

Tow Behind Models Also Available

SL220
Overseedr .

. i,,, i .0
PL410 I.Renla\ on (o0

EZ100 EZ Haulr StEDSavrf 0
PLUGR leads the industry in aerator model options. A .

www.SourceOneOPE.com * 888-418-9065 &lo¥zesy )
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based on Tiuction ideas and I refer back
to it on a regular basis.

Recently, we’ve refocused on the
process component. Growth has stirred
excitement in the organization, but it’s
also added complexity and the need to
hire more people. We need to make it
easier for everyone to understand how
we want them to do business. Right
now we are in the midst of redefining
and documenting any and every process
we can think of.

FIRST

BREAK ALL
THE RULES|

WHAT THE WORLD'S GREATEST °
MANAGERS DO DIFFERENTLY

BASED ON IN-DEPTH INTERVIEWS BY THE GALLUP :

ORGANIZATION OF OVER 80,000 MANAGERS IN
OVER 400 COMPANIES—THE LARGEST STUDY
OF ITS KIND EVER UNDERTAKEN

MARCUS BUCKINGHAM
& CURT COFFMAN

Amazon rating: 4.4 out of 5 stars

By Richard Bare

CEO

ArborNomics Turf, a $7 million,
primarily lawn care company
Norcross, Ga.

The premise of the book is that

we all operate based on long-term
assumptions that may not be true,
even though they're logical. For
instance, one would assume logically
that if an employee wrecks a truck a
few times, he or she would become a
better driver. However, in real life, poor
drivers have been proven to be just that,
poor drivers. No matter how many
times they wreck, they continue to do



*THmKi
Between the ideas gained %Gll%gg
from Tiuction and other {-

. CEON
improvements we’ve made to 1 M{ ;

the business, our results have ="
been good. We reached $11.2 million
in revenue in 2013 and I expect we’ll continue to grow.

I recently read Wickman’s follow up book Ger A Grip, writ-
ten in conjunction with his colleague Mike Paton. It’s written
in fable format and tells the story of an individual company
working its way through the Tiuction process. I thoroughly
enjoyed it as well and would recommend either book to any-
one looking to grow a small business into a mid-sized one.

BARE ALSO RECOMMENDS:
THE E-MYTH BY MICHAEL
GERBER AND HOW TO WIN
FRIENDS AND INFLUENCE
PEOPLE BY DALE CARNEGIE

it, because they drive differently. They’re distracted, careless,
unfocused and cavalier.

I read the book about five years ago when our company was
30 years old. I was 60. I knew from experience the basic tenets
of the book were completely correct. I've only read it straight
through once, but I refer back to it many times.

After reading the book, I tried to apply its main message to
my business: “People don’t change that much.” Rather than try-
ing to change people, you’re better off trying to draw out what's
there and what works. I've had many customer service reps who
are great at answering the phones, taking notes for call backs
and charming customers. But give them accounting/bookkeep-
ing responsibilities and they’re terrible. They cannot be trusted
with a checkbook. Awhile back a customer service representative
asked me, “How can I be overdrawn if I still have checks left?”

We've greatly improved our hiring processes since read-
ing the book. We look for clues as to what makes up a person
but also for problems that will surface. For instance, if we’re
hiring for a spray tech position, we look for excessive tattoos,
body piercing, cigarette smoking, souped up personal car,
off-beat dress, slouching body language and messy family life,
which all are red flags that this person is not a team player
and probably won’t fit in.

This book is full of leadership ideas for the entrepreneur.
I frequently recommend it to others.

THERE'S POWER . ..

» BROADLEAF HERBICIDE FOR TOLGH ltEEﬂ‘v

AND THERE'S
SUPERPOWER!

The most villainous weeds are coming for your turf: henbit,
chickweed, ground ivy, violets. But they don't stand a
chance against the power of TZone™ Broadleaf Herbicide
for Tough Weeds. TZone uses four active ingredients to
knockout the meanest spring and winter weeds. It even
suppresses nutsedge. And because a client in distress
can't wait for rescue, TZone is the fastest triclopyr
combination on the market, with a fast visual response to
help reduce callbacks.

n In the fight against tough
weeds, you can count on
- the superpower of TZone.

| :l pbi /cordon

comporation

800.884.3179
GordonsProfessional.com




THE
E-MYTH

The Landscape Management
interview with the author of
the legendary book.

When | started writing
about and for small business
Owners nine years ago, one
phrase I heard pop up time
after time was the importance
of “working on your business
not in your business.” When I
finally discovered where it origi-
nated—7he E-Myth—I shouldn’t
have been surprised. That book
and its descendants often are cited
as revelatory by many landscape profes-
sionals I've spoken with over the years.
So, rather than profiling one land-
scape professional whos been influenced
by the tenets of The E-Myth, we sought
and landed an exclusive interview with
the author, Michael Gerber, to get his
take on why his iconic small business
tome is a staple for Green Industry com-
pany owners. —Marisa Palmieri

LM: You've said, “Most small busi-
nesses fail because people start them for
the wrong reasons...” Remind us: What
are the right reasons to start a business?
MG: The E-Myth, which has been my
mainstay for 40 years, says that people
who go into business aren’t entrepreneurs
but what I've come to call “technicians
suffering from an entrepreneurial sei-
zure.” They’re working for someone else

and say, “I want to become
my own boss. I can do
this for myself,” and they

go off to start their own
evisited " business being the tech-
Why Most S“rf:awo‘k nician, the producer, the
Businesses DSO About It | guy who does the work.
and What 10 The problem is they
don’t understand all
of the other parts that
have to work in a business if
it’s going to be successful.

So they’re out there doing it, doing it,
doing it, as I say, but they’re ignoring some
of the work they have to do: client acquisi-
tion, finance, management, development
of people and so forth. Because they don’t
know how to do it or they do it sloppily.

The right way to do itis to start it
all over again as an entrepreneur and to
understand there are three critical roles
for any business owner: the entrepre-
neur, the manager and the technician.
"The technician is the doer who gets
stuff done. If there is no system through
which to get stuff done, we just get it
done in whatever way we’ve done it.
"That fails to become a system; it’s my
particular way. I rarely know how to
teach someone my particular way.

The owner who’s doing it, doing it,
doing it ends up having to be there all

24 LANDSCAPEMANAGEMENTNET | FEBRUARY 2014

The E-Myth author
Michael Gerber

the time to make sure it’s being done
right. When you have to be there all the
time, your business isn’t scalable. It only
can grow to the level in which you can be
there all the time.

LMVI: The E-Mythwas first published in
1986, before the Internet, smartphones and
social media. There’s so much information
at one’s fingertips today. Do you think these
tools make it easier for small business own-
ers today vs. when you first wrote the book?
IVIG: The reality is it’s neither, simply
because the greatest single problem every
small business owner has is lack of time.
They’re consumed with work. The guy
out in the field hasn’t the time to go to
the Internet to look something up and he
hasn’t the ability to parse down all of the
information available on the Internet.
Even before the Internet, I could
read everything I wanted to read about
management or recruitment or hiring
or training, but most of the people in
your industry or any industry don’t read
anything. Even, in fact, if they were able to
read all of the books on every subject, they
wouldn’t understand how to apply it.
Social media? So what. The Internet?
No way. Well, yes, it’s something where if
you were absolutely determined to study
and to learn, you have access to every-

PHOTO: MICHAEL GERBER



thing to study. But how do you discrimi-
nate? Access is insufficient without a
clear understanding of what I'm looking
for. Most of the owners of most of these
businesses don’t have an understanding
of what they’re looking for.

LM: What's surprised you most about
entrepreneurs after all these years?

I can tell you what surprised me
in the beginning. I had the assumption
that because they owned a business, they
knew how to run a business. They didn’t.
They didn’t understand that business is
ultimately a system of work—financial
work, technical work. It a system of
management work, marketing work, sales
work. But, in fact, many don’t understand
a system that works is independent of the
people who are doing it.

LM: But owners in this industry and many
others often say what sets them apart is
their people. How do you respond to that?

Its a dumb idea. If everybody says
our company is different because of our
people, then everybody is saying the same
thing, then everybody is wrong. Well,
somebody’s wrong. You can prove it’s
wrong by quantifying the impact of what
they do. Measure it. It’ just an anecdotal
statement. Every single technician thinks
of themselves as the reason why people
come buy their service. They all believe
people dependent s the key because they
don’t know how to do it any other way.

In the case of The E-Myth, there’s
no one who can read that book that
can say it isn’t true. Every reader who
finishes the book knows they just read
the book. That’s not because Michael
Gerber is so damn smart. It’s because
Ray Kroc, the founder of McDonalds, is
so damn smart. It’s because the founder
of Starbucks is. The founder of IBM is.
What made them successful and others
fail? That’s what I communicated in
The E-Myth. Before that, nobody said

it to independent business owners. Ray
Kroc said it to his franchisees. But until
he approached the business as a turnkey
prototype for scalable growth, the
company itself would be incapable of
growing. It would come to that ceiling
imposed on it by the limitations of the
owner. Ultimately, a company can only
grow as large as the owner is competent
to grow it.

Most guys in your industry work
themselves to death. What started as a
dream—*“I’ll become my own boss”—
ends as a nightmare. I became my own
boss and I'm working for a lunatic.

» WEB EXTRA

Visit the Web Extras section of
LandscapeManagement.net
for Gerber’s take on “working on
the business, not in the business,”
plus, an excerpt from The E-Myth
Landscape Contractor, coauthored by landscape
industry veteran Tony Bass.

The best way to protect trees and shrubs
from insects is to get out ahead of them. The
super-systemic activity of Safari® Insecticide
delivers quick uptake and knockdown of
a broad spectrum of the most damaging
landscape insects including scale, emerald ash
borer, aphids, mealybug, boxwood leafminer,
whitefly, lacebug, hemlock woolly adelgid and
more. And the long-lasting control of Safari
will resultin satisfied customers and reduced
callbacks. With Safari, you'll outpace the bugs

and leave your competition in the dust. To
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BROAD SPECTRUM  /
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learn more, visit valentpro.com/safari.
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