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CLASSIFIEDSHOWCASE

ADVERTISING
INFORMATION

Call Kelli Velasquez at
216-706-3767,

Fax: 253-484-3080,
E-mail: kvelasquez
@northcoastmedia.net

7

BUSINESS OPPORTUNITIES

|

Incorporate
for as little as $99

Visit www.incorporate.com

or call 800-616-0216
Op 20
COMPANY et ]
CORPORATION E] X i
coxraxazine wwars wans vox vou  Save $25 by

scanning this code

usines; WANT TO BUY OR
nre SELL A BUSINESS?
J P f;_‘ Professional Business

g £ Acquision speciatir. CONSULEANES can obrain purchase
offers from numerous qualified

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, I have companies available in Lawn Care,
Grounds Maintenance, Pest Control and Landscape
Installation all over the US. and Canada.

708-744-6715 o Fax 508-252-4447
E-mail pbcmellol @aol.com

FOR SALE

Rain Master Promax
TRC Irrigation Remotes
www.RemotePigtails.com
Don't overpay for connectors
Our 12 Station 21.00

Buy 20 get them for 17.00/ea
Their 12 Station 48.00
Volume Discounts? NONE
12-24-32-Station, MC Cables,
Eicon Cables, Special Orders
www.RemotePigtails.com

Or Google Remote Pigtails

Payment must be received by the classified

closing date. We accept Visa, MasterCard, and
American Express.

Mail LM Box # replies to:

Landscape Management Classifieds, LM Box #____
1360 E. 9th St., Ste. 1070

Cleveland, OH 44114

(please include LM Box # in address)

SOFTWARE

FREE DEMO

MANAGE your BUSINESS
the SMART WAY ...

‘Why do 10,000+ companias mun
2 Billion $5% through CLIP every year? 4 Bropt R
e

www.clip.com * 800-635-8485 [4]/~

Logo Licensing |
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Reprints |

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

Place your ad in
Landscape Management's
next classified section

Issue Date Ad Closing

November 2012 10/17/12
December 2012 11/8/12

2013 Schedule coming soon!

Landscape
Management

Marketing solutions fit for:
* Outdoor

* Direct Mail

* Print Advertising

* Tradeshow/POP Displays
* Social Media

* Radio & Television

Eprints | Plaques

Leverage branded content from Landscape Management to create a
more powerful and sophisticated statement about your product, service,
or company in your next marketing campaign. Contact Wright's Media
to find out more about how we can customize your acknowledgements
and recognitions to enhance your marketing strategies.

For more information, call Wright's Media at 877.652.5295 or visit
our website at www.wrightsmedia.com
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MYBIGGESTMISTAKE

LESSONS LEARNED THE HARD WAY » BY CASEY PAYTON

»

Eric Bruss

COMPANY: Bruss Landscaping
HEADQUARTERS: Wheaton, |ll.
NUMBER OF EMPLOYEES: 28
CLIENTELE: Entirely residential

SERVICES: 75 percent design/
build; 25 percent maintenance

2011 REVENUE: $3.1 million

2012 PROJECTED REVENUE:
$3.5 million

ANGING ON TO the
wrong employee
was a mistake
Eric Bruss

made not once, but twice.
Although he knew he didn't
have the right person for
the job, he says he tried to
make it work because he
wanted to be a nice guy.

In the end, it would have
been better for everyone if
he'd followed his gut.

Bruss, the president of
Bruss Landscaping, Whea-
ton, Ill., admits to first
making the mistake seven
years ago. He needed
someone to do design/
sales and help the produc-
tion manager oversee the
crews. At the time, the
company was relatively
small and needed a multi-
talented person.

“Within the first couple
of months there were red
flags that it wasn't work-
ing,” Bruss says. “This
individual wasn't com-
manding respect from
the labor force and on the
design and sales side was
becoming more of an order
taker than a leader.”

But Bruss wanted to
make it work. First he tried
changing schedules around
so the person was handling
different crews. When the
same problems ensued, he
moved him to solely design
and sales work. But it still
wasn't working.

“He was only producing
at about 50 percent of
his potential,” says Bruss.
“Although he was selling
enough to cover his cost,
he just wasn't producing
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Letting go of poor performers is tough,
but it pays off.

what he should. | started
holding his hand constantly
and telling him what to do,
to the point where | was
the puppeteer. | dragged
this out for five years until

| finally had to cut off the
dead branch.”

Unfortunately, when
Bruss hired the replace-
ment, he soon fell into
the same trap. Although
the new designer was
highly skilled, the way she
worked didn't quite fit into
the very structured environ-
ment Bruss operated.

“| knew it wasn't a good
match for either of us, but,
like before, | let it drag on
because | didn’t have the
heart to let her go," he says.
"It went on through the
winter and then mid-season
in the spring | finally had to
make some changes.”

“YOUR GUT LETS
YOU KNOW THE
RIGHT DECISION
PRETTY QUICKLY.”

He had good intentions,
but Bruss acknowledges it
was a mistake to hold off
on letting the employee go.

“In the end, although
| was trying to be nice by
keeping her on, | ended up
doing just the opposite,”
he says. "I left her without
a job in the middle of peak
season. It was a disser
vice to both of us. | was
without a designer in the

middle of busy season and
she was without a job at a
time when it would be hard
to find a new one. Frankly,
it would have been much
fairer to everyone if | had
just handled it right away.”
Bruss says these mis-
takes cost him a lot. In the
first situation, the lack of
production was a loss of
potential earnings. And in
both situations, the biggest
loss was in growth.
Since committing these
mistakes, Bruss says
he's learned to follow his
instinct. “Your gut lets you
know the right decision
pretty quickly,” he says.
“You just have to listen to it.
The problem is we usually
start overthinking things or
we follow our heart.”
Although Bruss says it's
still always difficult to let an
employee go, it's unfair to
everyone when you try to
force something to work.
"As much as you may
think you're helping that
person by continuing to
keep them on even if they
don't fit, you'd actually do
yourself—and that employ-
ee—a favor by ending it,”
he says. “On the business
side, it's obvious. You're
now able to move forward.
But for that employee,
it's also an opportunity
to move on with their life
instead of staying in a posi-
tion that isn't really working
and is ultimately not going
to work out. If | had fol-
lowed my gut rather than
my heart in both of these
situations, | think everyone
would have been better off
in the end.”

Payton is a freelance writer with
seven years of experience cover-
ing the landscape industry.

PHOTO: BRUSS LANDSCAPING
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Landscaping companies

The other 11s working too hard.

‘from Landscape Management's list of the 150 Largest Landscape Contractors.
Sprayer Standard Features:

Stainless Steel Construction
50' - 100’ Hose Reel

16 HP Vanguard Com_chial Z-Plug Standard Features:
Constant By-pass Agitation g Callusat: (677)4 ) * 18 HP Vanguard Commercial
Hydraulic Drive Hopper System - s ) * Hydraulic Lift System with
GPS Speedometer et

i Down Pressure
Locking Caster System * Attachments Available




