Now, powered by FAST ACTING Dispersing Granule — DG"- Technology,
Snapshot DG delivers LONG LASTING unsurpassed control of over

100 grassy and broadleaf weeds for up to 8 months.

~ Contact your Andersons Distributor or Territory Manager
Snapshot DG at 800-253-5296. www.AndersonsTurf.com
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One DG Granule + Water = thousands
of micro particles that rapidly
melt into the soil — even through mulch
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Pocket one of our instant
prizes. See what you won at
www.rainbird.com/PocketTheSavings

Demanding more
and paying less.

That’s intelligent.

TALK TO YOUR

SALES REP or
DISTRIBUTOR

Save more than 20% with proven Rain Bird® MPR and VAN

Nozzles. Trusted by contractors and homeowners alike for decades, Rain Bird® MPR and VAN Nozzles:
. . - . ) Save more than 25% over Hunter®
MPR Nozzles offer increased design flexibility, while versatile VAN Fixed Arc and Variable Arc Nozzles*
Nozzles can be easily adjusted. Designed to deliver greener grass, these Rain Bird List Price [ Hunter
industry-leading nozzles are also priced to save. Putting performance in the $1 19 L:;:‘(‘)E

ground and savings in your pocket. That's The Intelligent Use of Water.™

*Based on 2010 U.S. Rain Bird® and Hunter® List Pricing effective September 1, 2010

RaN I BIRD



COT

Y [N

- it i

What do Michael Dell, private equity
firms, investment bankers and this

Stanford MBA have in common?
BY NICOLE WISNIEWSKI

24 Buy & build
Yellowstone's focus proves to be its greatest
strength. BY NICOLE WISNIEWSKI

26 Powered by Dell

The largest family business in the

industry is backed by the largest family private
equity firm in the country. BY NICOLE WISNIEWSKI

LM MARKET MATCH We've made your life a little easier by supplying
icons that direct you to stories targeting your core business.

B —Business, D/B — Design/Build, I - Irrigation, LC — Lawn Care, M — Maintenance

|
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LIVESCAPES
Top plant trends for
2011: Focus on smaller

spaces and bigger
value.

ON THE COVER
Photo by Larry Laszlo,
www.photolaszlo.com

DEPARTMENTS

8 News & Views
Hustle & cash flow
BY RON CASH

28 LM Success Story [EM
A franchise system helps
Reginald Schramrun a
successful landscaping
operation
BY CASEY PAYTON

32 ACutAbove
Dwaorsky Cos. ,Gardena, CA
BY DAN JACOBS
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Aeration services
BY CASEY PAYTON

35 Lawn Care Pro
Mark Carrico, Mayfield, KY
BY RON HALL
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Common chickweed;
parsley piert
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Sprayers & spreaders;
engines; consumables
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Managing cash flow is about
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working with clients
BY CASEY PAYTON
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Landscape Managementis
now on Twitter and Facebook.

and info by becoming a fan of

[i Getthe latest news, blogs,
the magazine on Facebook at:

http://tiny.cc/MTfcH.
Oryou can keep up to date %
with everything LM has to

offer by following our tweets at:
twitter.com/LandscapeMgmt.

DIGITAL
VAULT

Select stories from our e-newsletters.

Visit www.landscapemanagement.
net/enewsletters to sign up or view.

As vital as turfgrass is to our
lifestyle, it sometimes seems
it is the least appreciated
single landscape plantin
North America.

Experienced sports field
managers have learned
working without a calendar-
based maintenance plan and
not cultivating allies leads to
frustration, exhaustion and,
sometimes, unemployment.

When you become “hard-
core” about your design
work rather than construc-
tion, you become more
competitive.

The trends in workplace
greenery highlight bold pink,
orange and purple-hued
foliage.

d OURMISSION: Landscape Management— the leading information resource for lawn care, landscape maintenance, design/build and irrigation contrac-
I-an sca e tors— empowers Green Industry professionals to learn from their peers and our exclusive business intelligence from the only experienced editorial

Management
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team in the market. Serving as the industry conscience for 50 years, we not only report on but also help shape news, views, trends and solutions.



US.LAWNS

Commercial Landscape Management at its best

THINKING ABOUT BECOMING
A BUSINESS OWNER?

We can help.

We start with you. We stay with you.

Our Franchise Support Team has over 260 years of combined
commercial landscape industry experience to assist you with business and industry knowledge.

NATIONAL STRENGTH
LOCAL COMMITMENT

1-866-781-4875
franchise@uslawns.net
www.uslawns.com/franchise



TAKE YOUR OFFICE WITH YOU

o Start/Stop

% Bilingual -
Tracking + * i + Times for
of Crews* Directions each Job

Also with this amazing Software ...

Route sheets for the crews

Access to Customers, Jobs, Notes, History and Billing out in the field
Modify information in the field and sync back to office

Syncs with office via cable, Wi Fi or cell phone (with data plan)
Multi level password protection

Spanish and English built in

* Requires CLIPx:, a Windows Mobile 5.0 device, TomTom mapping software, Microsoft MapPoint and GPS receiver.

Call 800-635-8485 to learn how
to get started using CLIP2Go! www.clip.com

Join a Winning Team

Eastern Land Management of Stamford, CT is seeking key
team players with a desire to learn, earn excellent wages,
incentive compensation, uniforms, training, first-rate
benefits all while beginning a superior career path.

Landscape Management Department
Account Manager:

v 3+ years experience in a similarpesition
developing'& maintaining customer
relationships

Production Manager:
gvd A
v 2+ yeal’is g})(pgei'ience in a similar
L ~ Jpasition w/focus on training &

employee development -
Bilingual preferred

ELM has experienced an average annual
growth rate of 20% over the last 3 years and is v ’
listed on INC 5000 EsT. 1976

Fax your resume to 203.316.5434
or email careers@easternland.com
visit www.EasternLand.com for more information.
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FIRSTCUT

Adaptto grow

remember my first months in the landscape industry

very well. In addition to writing about the state of the

industry, crew sizes, tree transplanting, winterizing

irrigation systems, designing landscapes for safety,

preemergent herbicide application timing and landscape
businesses and their owners, I covered the mergers and acquisi-
tions announcements coming in at a rapid pace.

The increased news was a result of February 1998% forma-
tion of LandCare USA and TruGreen LandCare (TruGreen’s
landscape maintenance division). The two were locked in a
heated acquisitions race. As my editor at the time said then,
“you can call the Green Industry a lot of things, but not boring.”

The excitement died down after one giant — TruGreen —
bought the other that same year. And, now more than 10 years
later, though the news isn’t flooding in as quickly, there is com-
petition over merging and/or acquiring strong brands in the

NICOLE WISNIEWSKI EDITOR-IN-CHIEF I Contact Nicole at 216/706-3735 or via email nwisniewski@questex.com.

commercial maintenance segment of the industry, which has
historically brought recurring revenue, stability and long-term
growth and, as a result, has proven to be an attractive invest-
ment for private equity firms and outside industry investors.

The most interesting part of reporting on this news is
watching how the industry adapts each time.

The people I talked to for our cover story this month all
had a similar advice for businesses struggling and stabilizing
in today’s economy: Don’t be afraid to turn something upside
down and look at it a different way; don’t be fearful of bring-
ing in outside help to question the way you do things with
the goal of making systems more efficient. You don’t have to
change your business or offer different services, but by getting
your “ego out of the way” in order to become a better business,
as investor Martin Zweig points out, you and your team will
become smarter and your business will become stronger.

As former Major League baseball pitcher Nolan Ryan has
said: “Enjoying success requires the ability to adapt. Only by
being open to change will you have a true opportunity to get
the most from your talent.”

N
< Mistway

Outdoor Insect Control

We are actively seeking
Landscaping Professionals
to sell, install and
service our innovative
outdoor misting systems
that effectively control
mosquitoes and other

annoying insects.

Great margins and recurring revenues!

1-866-485-71255
WWW.MISTRWRY.COM

& BECOME R MISTRWRY DERLER TODRAY! %
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You get the picture.

Now they do.

To win bids, customers need to visualize your design ideas.
With PRO Landscape, they can.

Whether you are designing new installations or renovation projects, PRO Landscape
has all the tools necessary to quickly create visual designs that will impress customers.
PRO Landscape also lets you create accurate CAD drawings, customer-friendly proposals,
night and holiday lighting designs, and 3D renderings. No wonder PRO Landscape is the
easiest-to-use and most complete landscape design software available.

Photo realistic imaging - Easy-to-use CAD - Night and holiday lighting

Complete customer proposals « True 3D photo and CAD renderings

60-Day Money-Back Guarantee

Discover why PRO Landscape is the most popular
design software for landscape professionals.

» Visit prolandscape.com
» Call (800) 231-8574
» Email prolandscape@drafix.com

drafix software, inc.

The Standard in Design Software for Landscape Professionals! I
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NEWSVIEWS

GREEN INDUSTRY EVENTS, TRENDS AND TIPS

TODAY, NEARLY 70% OF CFOs
and other corporate finance manag-
ers at mid-sized businesses say it’s the
intense challenge of managing cash
flow that worries them most concern-
ing business this year, according to a
TD Bank study.
When a business provides a product or
service, it has a right to expect to be paid
on a timely basis. But prompt payment is
not always the case. Often, accounts become
seriously past due, or there are insufficient funds
in the customer account to cover a check when pay-
ments are made.

Accounts not paid within terms can have a serious impact on the cash flow of the
business. Owners should be mindful of these trends as accounts payable depart-
ments everywhere are putting the brakes on “prompt payments,” and consumers are

tightening their belts like never before.

Accounting managers and their staffs often learn managing accounts receivable
is tricky and involves the delicate matter of asking for payment without coming
across as harsh. There are processes that once implemented, and employees are
trained on, can be effective in obtaining payments. The balance a customer owes
is often a moving target. Continual monitoring is required from day to day as the
status of these accounts change with new orders, the posting of payments from prior
invoices, partial payments and requests for back-up documentation.

Here are some of our suggestions for better managing accounts receivable and

having a positive impact on cash flow.

Have a defined credit and collection

policy. A major cause of overdue
receivables is not providing a clearly
defined policy to customers — in writing
— when payment is due. If customers
are unsure of the payment terms, they
may feel 60-day payments are acceptable,
especially if there are no penalties for
paying late. Put clearly stated payment
terms in writing on the work order,
agreement or invoice. If payments are
late, have a defined procedure for the
accounting department to follow as to
when to make a call (day 40) and when
to sent a reminder notice (day 45), and
instead of sending a 60-day statement,
try sending a ‘serious reminder’ letter.
Make another call attempt, too.

Send statements promptly and con-

sistently. If you don’t have a system-
atic billing system, get one. Many times,
the customer has not paid simply because
they have not received an invoice. Once
reminded, customers are more likely to
pay in a timely manner. Doing the neces-
sary follow up and sending statements every
two or four weeks can make a big difference
in your cash flow.

Use “Address Service Requested.”

One of the most difficult collection
problems is tracking down a customer
who has “skipped.”A service offered by
the U.S. Post Office might help. Any
statement or correspondence sent from
a business should have “Address Service
Requested” printed or stamped on the
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envelope, just below your return address.

If a statement or invoice is sent to a
customer who has moved without pro-
viding you a new address, and “Address
Service Requested” appear on the enve-
lope, the Post Office will research this
information. If they can locate a change
of address on that person or business,
they will send you form No. 3547 with
the correct address for a small fee.

Contact overdue accounts more

frequently. No law says you can con-
tact a customer only once a month. The
old adage “The squeaky wheel gets the
grease” has a great deal of merit when it
comes to collecting past due accounts.
Contact late payers every 10 to 14 days.
Doing so enables you to diplomatically
remind customers of your terms of
payment, and it ensures the customer is
satisfied with your company.

Use your aging sheet, not your

feelings. Many a well-meaning
employee lets an account age beyond rea-
son because he or she felt the customer
would pay eventually. While there may
be exceptions or unusual situations, most
customers should be treated similarly. Try
to focus on EVERY account over 30 days,
and stick to your systematic plan. Initially,
these calls are like customer service call
— awarm and friendly reminder. After
speaking to the customer, take the next
step once you know where you stand.

Make sure your staff is trained.

Even experienced staff members
sometimes become gun shy when dealing
with past due accounts. It is important to
be firm, yet courteous, when dealing with
excuses. Your staff could benefit from cus-
tomer service training to help sell your
customers on the idea that you expect to
be paid on time. Instead of pushing the

continued on page 10

ILLUSTRATION BY: ISTOCK INTERNATIONAL INC.
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AMERICAN DESIGNED & MADE

The Wright Stander X. The New Stander of Excellence.

It's our newest Stander. But it has all the timeless qualities — high ground speed,
unmatched maneuverability and rock-solid reliability — that you expect from a

Wright. And now with a quick cut height adjustment and floating cutter deck, the

™

Stander® X™ delivers cut quality that’s second to none in any mowing environment. THEWRIGHT WAY TO MOW

The most versatile mower today just got better. And that’s a beautiful thing.
Qommercial products
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continued from page §

customer against a wall, pull the customer
to your style of thinking while maintain-
ing good will. Be sure your staff has all
the tools to make it easy to process a
credit card payment or ACH check draft.

Admit, correct and apologize for mis-
takes. Sometimes a customer delays

For one contrac-
tor's story on
controlling cash

payment because
of a mistake. If
you messed up,
admit and correct
the error quickly.
Customers realize mistakes happen, but
many believe a misstep permits them to
delay payment. Covering up a mistake
often leads to losing trust and customers.

flow, see "My
Biggest Mistake”
on page 48.
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SCHEDULING SOFTWARE

If you use QuickBooks...
QXpress is the Software for You!

* Cuts office time in half!

*Increases Productivity
* Easier Scheduling, Job

Costing & Invoicing

Rated #1 scheduling software by QuickBooks users!*

Pricing Starting At

$38/month

Go To QXpress.com/landscape
To Get A Free Trial!

Contact Us At 1-888-QXPRESS
or www.QXpress.com/landscape

* As determined by searching on wit.com for "

QuickBooks and *Designed for QuickBooks” Lago ar trademarks of Intuit Inc., displayed with permission.
The use by Marathon Data Systems does not signify certification or endarsement of the QXpress software
by Intuit, and Marathon Data Systems is solely responsible for its softwars and the support and mainte-

nance of the software,

® 2010 Marathon Data Systems, LLC. All rights reserved.

it Software,” and sorting by
the “Rating® option. As of December, 2010 QXpress Scheduling Software had the highest rating.

Follow state collection laws. In many

states, businesses are governed by
the same laws as collection agencies. For
example, communicating in writing or
verbally that an account will be forwarded
to an attorney or credit bureau and then
failing to do so can be a violation of some
state and federal collection laws. Harass-
ing or contacting a customer at unreason-
able hours or using threats might lead
to serious consequences. If you are not
sure about customers’ rights, contact
your state’s consumer protection agency.
The Fair Debt Collection Practices Act
(FDCPA-federal law) applies to Business
to Consumers and not Business to Busi-
ness collection techniques.

Use a third party sooner. Once you

have systematically pursued past due
accounts for 60 days or more (and they
have avoided your attempts to contact
them), send a FINAL NOTICE. Gener-
ally, if they have the ability to pay, they will
do so or communicate their intentions.
Most agencies (and collection attorneys)
charge a percentage of the revenue col-
lected, typically 30% to 50%. Some firms
offer a pre-collect or early-out service
and charge a small fixed fee per account
depending on the volume and balance
due. Ask about a pre-collect service since
this allows you to keep 100% of the
money collected in the first 45 to 90 days.

The impact of the “third party”
(agency/attorney) reprioritizes the debt
and forces customers to make a payment
decision. Designed for early interven-
tion, “pre-collection” services can save
businesses the internal costs of working
accounts beyond reason, typically 60 or
90 days. At that point, consider using
professional third-party intervention.

1 Remember nobody collects every
account. Even following a specific

collection plan, there are accounts that will
never be collected. Identify these accounts
early and save your business a great deal of
time and expense. Even though some may
slip by, overall, the number of slow pay
and nonpaying accounts greatly dimin-
ishes, and that’s a victory in itself.
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CASH is a licensed agency manager,
Transworld Systems, with 30 years of Green
Industry experience. Reach bim at ron.cash@
transworldsystems.com or 877-766-CASH.
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