
RIVERSIDE CEMETERY 
PROJECT PARTICIPANTS
A number of organizations from 
CALCP and a few other organizations 
volunteered their time and effort to the 
Riverside Cemetery Revival project as 
part of PLANET’s Day of Service on 
Earth Day 2010:

Agrium Advanced Technologies
Alpha One Inc.
Arkansas Valley Seed
Barr Lake Nature Center
Colorado Forest Service
Colorado State University
Colorado State University Master
   Gardeners
Colorado Tree Coalition
Davey Tree Expert Co.
Denver Botanic Gardens
Denver Rose Society
Fertek Co.
Front Range Community College
Green Mountain Lawn Service
Helena Chemical Co.
International Society of Arboriculture
Iris Colorado
John Deere Landscape
L.L. Johnson Distribution
Million Tree Project
Organix Supply
Pawnee Buttes Seed
Project Learning Tree
Scotts Lawn Service
Swingle Lawn, Tree & Landscape
   Management
Timberline Landscaping
Welby Gardens 

nity as very important,” says Michael 
Hupf, CEO of Lifescape Associates. 
“For us, it creates a huge sense of 
teamwork.” 

In all, about 15 workers will install 
scores of plants, trees and shrubs 
— along with a fl agstone patio to create 
a seating area. 

“The addition of the Children’s 
Healing Garden … will make our facili-
ties more beautiful and provide a better 
experience for the children and families 
we serve,” says Dr. Gizane Indart, 
executive director of the DCAC. LM
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YardApes’ Shayne Newman is a big believer 
in good karma, and that’s why his investment 
in community service marketing has yielded 
great return — in more ways than one.

BY NICOLE WISNIEWSKI EDITOR-IN-CHIEF

WHAT GOES AROUND,   
COMES AROUND 
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Horizon Distributors.
Horizon gives you the edge you need by providing professional 
landscaping products, all backed by personalized service.

You need eight rotors, two shovels and one piece of good advice.

You only have time for one stop.

Irrigation Specialty Landscape Equipment  HorizonOnline.com
© 2010 Horizon Distributors, Inc. All Rights Reserved.

Cap off your next visit to Horizon with a 

FREE HAT just for mentioning this ad.

YardApes’ Owner 
Shayne Newman chats 
with Parks & Rec com-
mittee members and 
the New Milford mayor.

some people think Shayne Newman is a mastermind when planning 
community service and gaining recognition for his New Milford, CT-
based company, YardApes. 

“They think I know it all when it comes to these events,” says the 
incoming president of the Professional Landcare Network Day of 
Service Committee. On a recent PLANET Webinar on the topic, 
moderator and industry consultant Jeffrey Scott even called Newman a 



©2010 Syngenta Crop Protection, Inc., P.O. Box 18300, Greensboro, NC 27419. Important: Always read and follow label instructions before buying or using Syngenta products. 
The instructions contain important conditions of sale, including limitations of remedy and warranty. The Syngenta logo is a registered trademark of a Syngenta Group Company.
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Children’s Playground

New Milford, CT

Day of Service Mission:  
YardApes donated their time 
and energy to move 60 yards 
of topsoil, plant turf and install 
a paver patio at a children’s park 
in Connecticut.

FIELD REPORT #3:

continued from page 24
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community service “rock star.”
What’s his real trick? “I just get lucky,” 

says Newman, crossing his arms over his 
chest and shrugging his shoulders. He 
squints in the sun at his team of 12 work-
ing in khakis and blue, white and green 
PLANET Day of Service shirts at a town 
playground on April 22. It’s a cloudless, 

70-degree day. One couldn’t ask for a 
better morning to move mulch and 60 
yards of topsoil, plant turf seed and install 
a paver patio walkway in a children’s park 
that needs some attention. 

On this Earth Day, Newman donates 
services worth $7,000 to the community 
park. And where this “luck” is con-
cerned, Newman is on a winning streak. 

Instant karma
Five years ago, when he held his fi rst 
community golf fundraiser, Newman 
raised $10,000 for his charity and 
maxed out at 120 golfers. Last year, 
on his fi rst PLANET Day of Service, 
Newman’s event was featured on the 
front page of the local garden club’s 
newsletter — as well as the local daily 
newspaper. This year, because the 
playground is a hot-button issue in the 
town, reporters showed up again. 

Also in attendance is New Milford 
Mayor Patricia Murphy, as well as Dan 
Calhoun and Eleanor Covelli — the 
director and assistant director of the 
Parks & Recreation Department, 
respectively. As this trio and several 
members of the media survey the 
project while the crew works, Newman 
talks to them with ease about the park 
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Spread the love: YardApes’ 
crewmembers shovel 
topsoil and plant turf seed.

Maximize your chances to 
win that new landscape or 
renovation projectt

automatically generate professional 

proposals. We guarantee you’ll sell,

plan and bid better than ever before, 

or we’ll give you your money back.

SELL BETTER • PLAN BETTER • BID BETTER

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

 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.

prolandscape.com

TM





Eric Larson, Green Systems Turf Management
Site: Astor’s Mansion 
Newport, Rhode Island

PERFECTION
is the only acceptable

RESULT.
  That’s why I use

  4-Speed™ XT.”

“In this neighborhood,

With contracts for many of  the world’s most famous mansions, Eric Larson faces customer expectations 
that are as high as the real estate prices. So when ground ivy, clover and other tough weeds started showing 
up, he turned to 4-Speed XT. Its combination of  four active ingredients makes weeds ‘Deader. Faster.’ 
For more on 4-Speed herbicide brands, and more of  Eric Larson’s story, go to www.nufarm.com/us. 

Better Choices. Better Business.

© 2010 Nufarm. Important: Always read and follow label instructions. 4-Speed™ is a trademark of Nufarm.

www.nufarm.com/us
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maintenance, as well as other projects 
that need assistance. It’s certainly not 
bad company to keep when you’re a 
landscape contractor.

“Yeah, that was pretty cool that the 
mayor showed up,” Newman says, 
nonchalantly.

There’s one theory Newman uses 
to explain this good fortune. Deep 
pockets? No. Political agenda? No. 
Ingenious planning? A little. Right 
place, right time? Maybe. However, 
Newman says he can sum it up with just 
one word: Karma. 

“I believe that if I do good things 
then good things will come back to 
me,” he says. “It might not be today or 
tomorrow, but somewhere down the 
line it will pay off.”

That’s when you see it. The 
immense pride. Newman swells with it 
as he watches his crew in action while 
juggling reporters’ questions and min-
gling with the mayor.

“We are working on two projects 
today, and 15 of my 17 guys volunteered 
to help — unpaid,” he says, beaming. 

This fact you wouldn’t know off-
hand. The crew is as focused as usual. 
Crewmembers Ramiro Parra and 
Franklin Guaman, who were installing 
the paver patio walkway, are meticulous 
in their laying of the pattern — a design 
that duly impressed the mayor. Just a 
normal day’s work? Hardly. 

“My wife and kids come here all 
the time, and people in town will know 
we did this. It has to be perfect,” Parra 

says to Newman. 
And it is — down to the last brick 

engraved with a special message: 
“Walkway Donated by YardApes 
Landscaping.”

Though Newman hasn’t crunched 
the numbers on exactly the type of 
return-on-investment this community 
service event will provide, he knows 
there is value he can’t compute. After all, 
how much could you pay for the front 
page of the local daily paper? What price 
can you put on more than an hour of 
undivided attention from the city mayor? 
What about employee excitement and 
pride? Or the number of current and 
potential clients who say they saw what 
YardApes did for the community?

 “I’m a numbers person, and I can 
get really into the processes,” Newman 
admits, taking a bite of the pizza he 
provided his crew for lunch. “But I try 
not to get too wrapped up in numbers 
during Day of Service. 

“It would take away from the good 
feeling I get just by giving back,” 
Newman says, “and that is bigger for 
me than anything I could get back 
monetarily.” LM

Before After

4-Speed™ XT 
Saves Contracts 

Nufarm Turf & Ornamentals: 800-345-3330
© 2009 Nufarm. Important: Always read and follow label 
instructions. 4-Speed™ is a trademark of Nufarm.

www.nufarm.com/us

Better Choices. 
Better Business.

APPLICATION RATE:
1.3 oz/1,000 sf of 4-Speed XT plus 
spreader-sticker (1 oz/gallon finished spray) 
APPLICATION EQUIPMENT:
LT Rich Z-Sprayer, 1/3 gal spray tips 
TIMING:
July 13, 2009
SUMMARY: 
“This was not ideal herbicide application 
timing for ground ivy control, but we still had 
great results on it and all the other weeds on 
the 4-Speed XT label. As a result, we saved 
several contracts. We’ll be using a lot more 
4-Speed XT and other Nufarm products in 
the future.” 

Laying the groundwork: Workers meticu-
lously lay the paver pattern, above, and a 
crewmember’s son, right, enjoys the 
playground after the hard work is done.

COVER STORY

continued from page 24
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D
eveloping a sales machine is the 
most important investment a land-
scape contractor can make. Given 
pricing conditions and the negative 
impact this is exacting on gross 

profi t margins, generating increased revenue vol-
ume is necessary to achieve net profi t dollar goals. 

Key to this revenue generation effort is the sales 
team. The team has never been more important, 
and its management has never been more critical. 

The sales game is a tough one, and lack of 
success can cause even the best to go into a slump. 
Keeping your sales staff motivated is essential. The 
primary motivators include:
› the need for achievement, 
› the desire to get better, and 
› the opportunity to make money. 

To produce these motivators, try using the clas-
sic carrot-and-stick approach.

Carrot
Goals and commission programs provide the car-
rot. Goals should be set weekly for number of sales 
calls, monthly for the dollar value of bids required, 
and quarterly for every quarter for closed revenue 
volume. 

In my experience, most managers set goals too 
low. Low goals provide little pressure, and most 
salespeople are motivated by pressure. 

Commission plans are essential. A successful 
salesperson should be the second- or third-highest 
paid employee in the company. I prefer a fi rst year 
60/40 base/commission structure, graduating it by 
the third year to a 40/60 with unlimited upside for 
the sales rep. 

Salespeople are motivated when there is some-
thing at risk. When pay is guaranteed, they don’t 
run as hard. 

Stick
Dashboards and coaching provide the stick. Most 
contractors do a good job managing production. 

Yet they don’t apply this same principle to the sales. 
Salespeople perform better when they are focused 
on high-return activities. The dashboard is the 
pipeline report. It is a necessary “stick” because too 
many salespeople spend too much time:
› selling to people they know and too little to those 
they don’t, and 
› working on prospects that ultimately have little 
chance of closing.

Salespeople need feedback. All good salespeople 
have had the experience of wishing they had been 
quicker or smarter at some point during a call. 
Making joint calls and engaging in post-call “curb-
side chats” applies the stick gently and motivates 
them to become better. 

In working with salespeople, I have discovered 
some typical bad habits that can be easily addressed 
by this method. These include:
› talking too much, 
› not asking the right questions, 
› arguing with the customer, and 
› failing to ask for the business and get a signature.

No salesperson is immune to these behaviors. 
Some years ago, in an important sales presentation, 
a customer actually said to me more than once, 
“Kevin, ask me if I want to sign this contract.” 

Apparently, I did not hear this. Instead, I 
proceeded to provide him with proof and testimo-
nial to my wonderfulness until he fi nally became 
adamant. “Ask me!” he said.

At this point, I said, “Would you want to sign 
this contract?” 

He said, “Yes. Now let’s talk schedule. When 
can you start?” 

I was so busy talking and avoiding the potential 
rejection that comes with “NO” that I never asked 
the closing question. It is a lesson I have never for-
gotten: Salespeople require the coaching stick. 

The best salespeople are hard-wired for the job. 
At their best, salespeople are capitalist athletes. 
They like to win. And when they are not winning 
they are high-maintenance time wasters.

KEVIN KEHOE
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Keys to managing a sales machine

The author is the owner-manager of 3PG Consulting. Contact him at kkehoe@earthlink.net.

THEBENCHMARK



chinch bug (including pyrethroid-resistant) 
billbugs | white grubs | ants | more

Arena®

INSECTICIDE

A BETTER VALUE THAT LASTS.
AND LASTS. AND LASTS.™

THE WINNING FORMULA FOR RESISTANT CHINCH BUG.
Southern chinch bug resistance has become a big problem in St. Augustine grass. So if you’re trying to 
save a few bucks by using older products, you’re risking more than costly callbacks—you’re risking 
business. Get the best solution for chinch bug control with Arena® Insecticide. Arena controls pyrethroid-
resistant chinch bug and has the longest-lasting residual on the market. One application can bring up to 
eight weeks of consistent Southern chinch bug control. It’s also effective on a broad spectrum of other 
pests including white grubs. And Arena has lower water solubility than other neonicotinoids, so you’re less 
likely to have to reapply after rain. Which all adds up to happier customers and a successful business.

A beA bettertter val value tue that hat lastlasts. As. And lnd lastsasts. An. And lad lasts.sts. is ais a tra trademademark ark ak ndnd Pro Productducts Ths That Wat Work,ork, Fro From Pem Peopleople Who Whoh  Car Care e is ais a reg registeistered red 
trademark off ValV ent U.S.S A. CA Corpop ration. ArenA a is a registered traddemark ofk  SumS itomt o ChChemici al Cl Company, LimiLi ted.d  
©201©201©2010 Va0 Va0 Valentlentlent U.S U.S U.S.A. .A. .A. CorpCorpCorporatoratoration.ion.ion. All All All rig rig rights hts hts reseresereservedrvedrved. AM. AM. AM2245224522453.73.73.7
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LAWN CARE:

INSECTICIDES

MAINTENANCE:

ALTERNATIVE FUELS

continued on page 32

Syngenta
Meridian insecticide (thiamethoxam) offers both 
control and application flexibility in managing 
a broad spectrum of grubs and insects on turf, 
trees and shrubs. Meridian 0.33 G granular for-
mulation contains .05 oz. of active ingredient per 
pound of formulated product, and is packaged in 
40-lb. resealable bags. Water-dispersible Merid-
ian 25 WG contains 4 oz. of active ingredient per 
pound of formulated product, and is packaged in 
4- and 17-oz. bottles. GreencastOnline.com

BASF Professional Turf & 
Ornamentals 
Amdro Pro Fire Ant Bait insecticide 
delivers cost-effective control of im-
ported and native fire ants and offers 

flexible dose and application options for single mounds or 
large areas. When used as directed, Amdro Pro eliminates 
the queen and her colony within seven days of a mound treat-
ment, and rids an entire infested area of fire ants within two 
weeks of a broadcast application. BetterTurf.BASF.us

Bayer Environmental Science
TopChoice insecticide is based on the powerful active 
ingredient fipronil. Just one broadcast application of the 
ultra-low-dose granule provides 95% control of fire ants 
for up to one year. TopChoice also controls mole crickets, 
fleas, ticks, and nuisance ants when treating for fire ants. 
BackedByBayer.com

FMC Professional Solutions
New Talstar XTRA granular insecticide eliminates 
dangerous fire ant colonies in four hours or less 
— meaning you bring your customers peace-of-
mind faster than ever. Its optimized combination 
of zeta-cypermethrin and bifenthrin provide fast-
acting, long-lasting control of more than75 pests. 
The product will be available by June 1. 
FMCProSolutions.com

Worx Yard Tools
The new lineup of 18-volt, lithium-ion battery powered-tools includes a two-in-one 
grass trimmer/edger (WG151), hedge trimmer (WG251) and sweeper/blower 
(WG540). The tools, which bear the Energy Star label, are as much as 35% lighter 
than competitive models. The emission-free products hold their charge for long 
periods, and have seasonal operating costs of less than a dollar. WorxGT.com

Gravely
The Pro-Master 260H LP XDZ, a propane-powered zero-turn mower, 
is available with a 60-in. cutting width. The mower features a 28 

hp/992 cc Generac Liquefied Petroleum (LP) 
engine with heavy duty air cleaner and uses 
twin 33-lb. LP tanks (not included). The alu-
minum 33.5-lb. fuel canister for the LP unit is 

common across many equip-
ment platforms, reducing 
fuel logistics for a com-
mercial user. Ariens.com

AgriFab
Ideal for spaces smaller than 1,000 sq. 

ft., the new electric dethatcher elimi-
nates the mess and fuss of gas and 

oil: Connect an extension cord to the 
dethatcher and plug it in. No tools 

are needed to adjust dethatch-
ing height; just pull an 

easy-to-move handle. 
The 40 stainless-steel 
tines are designed 
to protect against 

rust and wear and tear, 
while quickly removing thatch 

buildup for a healthier lawn. For assem-
bly, simply attach the pre-assembled handle to 
the pre-assembled base. Agri-Fab.com


