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

Mail LM Box # replies to: 
Landscape Management Classifi eds, LM Box #____ 
306 W. Michigan St., Suite 200 
Duluth, MN 55802 
(please include LM Box # in address)

Every month the Classifi ed 
Showcase offers an up-to-
date section of the products 
and services you’re looking 
for. Don’t miss an issue!

ADVERTISING 
INFORMATION

Call Kelli Velasquez at 
216-706-3767, 
Fax: 253-484-3080,
E-mail: 
kvelasquez@questex.com

®

Incorporate
for as little as $99
Visit www.incorporate.com

or call 800-616-0216

WANT TO BUY OR SELL A BUSINESS?
Professional Business 

Consultants can obtain purchase 
offers from numerous qualifi ed 

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.
  If you 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

Looking to hire?Looking to hire?

Reach thousands of professionals in 
your industry by placing a classifi ed ad.

Snow, Lot Sweeping, & Landscape Contracts 
Join the affi liation that works for YOU.
Contractors needed throughout the US.

Sign up today www.agmgus.com.
EXPERIENCE THE AGMG DIFFERENCE.

BUSINESS OPPORTUNITIES

landscapemanagement.netlandscapemanagement.net

HELP WANTED

FLORASEARCH, INC.
In our third decade of performing

confi dential key employee searches for

the landscape/horticulture industry and
allied trades worldwide.

Retained basis only.
Candidate contact welcome,

confi dential and always FREE.
1740 Lake Markham Road

Sanford, FL 32771
407-320-8177 ◆ Fax: 407-320-8083
E-mail: search@fl orasearch.com

www.fl orasearch.com

Check out the amazing software that landscaping 
contractors everywhere are talking about! 

www.wintac.net      1-800-724-7899

The #1 all-in-one software for lawn 
care and landscaping contractors

Scheduling, Routing 
CRM, Service History 

Job Costing, Estimating 
Inventory, Purchasing 

Automatic Billing, Invoicing 
AR/AP, Payroll, Accounting 

Marketing, Vehicle Management 

SOFTWARE
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Let’s not re-enact ‘Lord of the Flies’

Contact Marty at 216/706-3766 or via email mwhitford@questex.com.
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E
ver read “Lord of the Flies,” or seen 
one of the two fl icks based on the 
novel? I only ask because some within 
the Green Industry have forgotten the 
book’s golden message.

In the allegorical novel by Nobel Prize-winning 
author William Golding, a group of British school-
boys descend into savagery after being marooned on 
a deserted island. It’s a lesson on the scary de-evolu-
tion that occurs when we allow our God-given basic 
survival instincts to go awry.

It appears some among us are re-enacting 
“Lord of the Flies.” In a recent online survey 
conducted by Landscape Management, “lowball 
bids” tied “the recession” as contractors’ top 
threats. One of these threats we can do something 
about. I’ll give you a hint: It’s not the economy.

We must band together and refuse to participate 
in the markdown madness infecting lawn care, 
landscape maintenance, design/build and irriga-
tion contractors. Margins are tight enough. After 
paying direct costs, and general and administrative 
expenses, 10% profi t actually is considered a good 

margin for many in our business. 
Whether you’re a national company, a regional 

player or a one-man mowing operation started last 
summer after you were laid off, there’s zero margin 
for mindless markdowns.

When working on bids, remember: Price is 
important, but it’s not everything. In fact, several 
studies have shown price isn’t even the No. 1 thing 
on most consumers’ minds when selecting land-
scape contractors. 

A lot has changed, but world-class service still 
rules in 2010. Ensure all of your proposals look 
professional: Include rock-solid testimonials with 
captivating before-and-after site photographs, 
and tailor each pitch to the prospect’s stated and 
observed service needs.

Of course, we can’t honestly blame all of our 
pricing problems on lowballing competitors. Some 
of us do a fi ne job undermining ourselves. Whether 
it’s out of fear, greed, inexperience and/or igno-
rance, too many in our industry are undervaluing 
and underselling themselves — and it could haunt 
us for years.

There’s more than enough business out there for 
the taking. We need to give consumers 101 reasons 
to not do it themselves when it comes to maintain-
ing their lawns and landscapes. We also need to sell 
and deliver true value, and start charging appropri-
ately for it, on every job — for everyone’s sake.

There’s margin for markup, even in this 
economy. Think about it: Some coffee shops pay 
less than 5 cents for the beans they use to make 
one cup of java, but they charge consumers up to 
100 times that, and most of us don’t blink an eye. 
It’s time for us to wake up, get off the island and 
sell the coffee. 

The alternative, “Lord of the Flies — Landscape 
Edition,” is no way to live. Any business we win 
today based solely, or even primarily, on price can be 
lost just as quickly tomorrow to another lowballer. 
As famous writer Stanislaw Lem  once said, 
“Cannibals prefer those who have no spines.”

To win in the long term, our industry must 
think outside the ‘low price’ box.



Maximize your chances to 
win that new landscape or 
renovation projectt

photorealistic 3D images, easily create 

accurate 2D and 3D CAD drawings and

automatically generate professional 

proposals. We guarantee you’ll sell,

plan and bid better than ever before,

or we’ll give you your money back.

 There’s business out there. 
Get more of it. Guaranteed!

“I’ve won every bid when I’ve  
used PRO Landscape.” 
Aron Hoffman, Groundskeepers Landscaping, Inc.

SELL BETTER • PLAN BETTER • BID BETTER

800-231-8574 or
pro landscape@draf ix .com

prolandscape.com

TM


