
MARKETING MATTERS

The Ultimate Reference Guide To Making the Most of Your Marketing Money

Marketing Matters isn’t just good – it’s phenomenal. It’s going to revolutionize the 
way you think about marketing, and will help you realize you can create a great mar-
keting plan and not break the bank doing it. Harvey Goldglantz walks you through 
the marketing process step by step – from creating a marketing budget to crafting an 
effective message to deciding where to place your advertising to maximizing your suc-
cess from your marketing investment. This easy-to-understand, useful reference book 
should be on every service industry professional’s desk.

Author: Harvey Goldglantz 

Order 
your copy 

at the 
LM 

bookstore, 
today.
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Payment must be received by the classi� ed 
closing date. We accept Visa, MasterCard, and 
American Express.

Mail LM Box # replies to: 
Landscape Management Classi� eds, LM Box #____ 
1360 E. 9th St., Ste. 1070 
Cleveland, OH  44114 
(please include LM Box # in address)

Every month the Classi� 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
@northcoastmedia.net

CLASSIFIEDSHOWCASE

SOFTWAREBUSINESS OPPORTUNITIES

FOR SALE

WANT TO BUY OR 
SELL A BUSINESS?

Professional Business 
Consultants can obtain purchase

o�ers from numerous quali�ed 
potential buyers without disclosing your identity.  �ere 

is no cost for this as Consultant’s fee is paid by the 
buyer.  �is 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 U.S. and Canada.

708-744-6715 • Fax 508-252-4447
E-mail pbcmello1@aol.com

For more information, call Wright’s Media at 877.652.5295 or visit 

our website at www.wrightsmedia.com

Logo Licensing    |    Reprints    |    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.

Content Licensing for 

Every Marketing Strategy

Marketing solutions fit for:

s Outdoor

s  Direct Mail

s  Print Advertising

s  Tradeshow/POP Displays

s Social Media

s Radio & Television

Place your ad in

Landscape Management’s 

next classi� ed section

 Issue Date Ad Closing

 November 2012 10/17/12

 December 2012 11/8/12

2013 Schedule coming soon!

EXPOSURE - Reach highly-targeted, market-specifi c business professionals, industry experts and prospects.



RESOURCES
AD INDEX

  RESOURCE 
ADVERTISER PG PROFILE PG

Agrium Advanced Technologies 85 106

BASF Corp. 13

Buffalo Turbine 24 107

Cat Building & Construction Products  108

ClearSpan Fabric Structures 21 109

Cub Cadet 95 110

DeerPro 102

Direct Solutions 42

Dow Agrosciences 17, 80, 81 111

Earthway Products 18B

FLEX-Drain 15 112

FMC Professional Services 9

Focal Point Communications 27 113

The Grounds Guys 101

Honda Engines 41 114

Hortica Insurance & Employee Benefits 11 115

Hunter Industries  116

Husqvarna 47 117

John Deere 38-39, 91, CVR4 118

Kohler Engines 5 119

L.T. Rich Products CVR3 121

LandOpt 48 120

Master Route 89 122

Mid-America Horticultural Trade Show 83

MistAway Systems 21 123

Modeco Systems 29 124

NAFA Fleet Management Association 37 125

Nu-Star Inc. 97 126

Outdoor Supplies & Equipment 93 127

Perma Green Supreme 28, 103 128

PhoneTree 87 129

Pine Hall Brick 79

PLANET 8

Progressive Insurance 79

PRO Landscape by Drafix Software 7 130

Propane Education & Resource Council 25 131

Quali-Pro 23 132

R&K Pump & Equipment 43 133

Ram CVR2-1

Redmax 75

Reddick Equipment Company of NC 31 134

Syngenta 45 135

Target Specialty Products 18A

Tree World 97

Turfco 86

US Fleet Tracking 73 136

U.S. Lawns 3 137

Vista Professional Outdoor 77

Vitamin Institute 33

Wright Manufacturing 99 138

The ad index is provided as an additional service. The publisher  does not 
assume any liability for errors or omissions.
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LANDSCAPE MANAGEMENT (ISSN 0894-1254) is published monthly by North Coast Media LLC, IMG Center, 1360 East 9th Street, Suite 1070, Cleveland, OH 44114.  Subscription rates: One year $55, two years $76 (U.S. and possessions), one year $87, two years $127 
(Canada and Mexico) and one year $165, two years $246 (all other countries). Air expedited service is available in countries outside the U.S. and Canada for an additional $75 per year. Current issue single copies (prepaid only) $8 (U.S. and possessions) $10 (Canada 
and Mexico) and $15 (all other countries). Back issues (if available, prepaid only) $16 (U.S. and possessions), $20 (Canada and Mexico) and $30 (all other countries) add $6.50 per order shipping and handling for both current and back issue purchases. Periodicals 
postage paid at Cleveland OH 44101-9603 and additional mailing offices. POSTMASTER: Please send address change to Landscape Management, PO Box 2090, Skokie, IL 60076. Printed in the U.S.A.  

Copyright 2012 North Coast Media, LLC. All rights reserved. No part of this publication may be reproduced or transmitted in any form by any means, electronic or mechanical including by photocopy, recording, or information storage and retrieval without 
permission in writing from the publisher. Authorization to photocopy items for internal or personal use, or the internal or personal use of specific clients is granted by North Coast Media, LLC for libraries and other users regis-
tered with the Copyright Clearance Center, 222 Rosewood Dr, Danvers, MA 01923, phone 978-750-8400, fax 978-750-4470. Call for copying beyond that permitted by Sections 107 or 108 of the U.S. Copyright Law.

Landscape Management does not verify any claims or other information appearing in any of the advertisements contained in the publication, and cannot take any responsibility for any 
losses or other damages incurred by readers in reliance on such content. Landscape Management welcomes unsolicited articles, manuscripts, photographs, illustrations and other materials but cannot be held respon-
sible for their safekeeping or return. North Coast Media LLC provides certain customer contact data (such as customers’ names, addresses, phone numbers and e-mail addresses) to third parties who wish to promote relevant prod-
ucts, services and other opportunities which may be of interest to you. If you do not want North Coast Media LLC to make your contact information available to third parties for marketing purposes, simply call 847-763-4942 between  
the hours of 8:30 am and 5:00 pm CT and a customer service representative will assist you in removing your name from North Coast Media LLC’s lists.

1. Publication Title: Landscape Management 

2. Publication Number: 0894-1254 

3. Filing Date: 9/20/2012 

4. Issue Frequency: Monthly  

5. Number of Issues Published Annually: 12 

6. Annual Subscription Price: Free to Quali�ed 

7.  Complete Mailing Address of Known Of�ce of Publication (Not Printer): North Coast 
Media LLC, 1360 E. Ninth St.,  Suite 1070, Cleveland, OH 44114 

 Contact Person: Antoinette Sanchez-Perkins   
 Telephone: 216-706-3750 

8.  Complete Mailing Address of Headquarters or General Business Of�ce of Publisher  
(Not Printer): North Coast Media LLC, 1360 E. Ninth St., Suite 1070, Cleveland, OH 
44114 

9.  Full Names and Complete Mailing Addresses of Publisher, Editor, and Managing  
Editor - Publisher: Jason DeSarle, North Coast Media LLC, 1360 E. Ninth St., Suite 
1070, Cleveland, OH 44114; Editor: Marisa Palmieri, North Coast Media LLC, 1360 E. 
Ninth St., Suite 1070, Cleveland, OH 44114; Senior Editor: Beth Geraci, -North Coast 
Media LLC, 1360 E. Ninth St., Suite 1070, Cleveland, OH 44114

10.  Owner - Full name: North Coast Media LLC, 1360 E. Ninth St.,  Suite 1070, Cleveland, 
OH 44114

11.  Known Bondholders, Mortgagees, and Other Security Holders Owning or Holding 1 
Percent or More of Total Amount of Bonds, Mortgages or Other Securities: 

12. Does not apply

 

13. Publication Title: Landscape Management

14.   Issue Date for Circulation Data: August 2012

15.   Extent and Nature of Circulation   
  Average  
  No. Copies  No. Copies
  Each Issue  of Single Issue 
  During  Published
  Preceding  Nearest to
  12 Months Filing Date 
    
    
a.  Total Number of Copies (Net press run) 53,591 60,024

b.   Legitimate Paid and/ or Requested Distribution  
 (By Mail and Outside the Mail)  

 (1) Outside County Paid/Requested Mail Subscriptions
 stated on PS Form 3541. (Include direct written 
 request from recipient, telemarketing and  
 Internet requests from recipient, paid 
 subscriptions including nominal rate 
 subscriptions, employer requests, advertiser’s  
 proof copies, and exchange copies.) 50,800 53,931

 (2) In-County Paid/Requested Mail Subscriptions 
 Stated on PS Form 3541. (Include direct written  
 request from recipient, telemarketing and  
 Internet requests from recipient, paid  
 subscriptions including nominal rate  
 subscriptions, employer requests, advertiser’s  
 proof copies, and exchange copies.) 0 0

 (3) Sales Through Dealers and Carriers, 
 Street Vendors, Counter Sales, and Other 
 Paid or Requested Distribution Outside USPS® 208 287

 (4) Requested Copies Distributed by Other 
 Mail Classes Through the USPS 
 (e.g. First-Class Mail®) 0 0

c. Total Paid and/or Requested Circulation  51,008 54,218

d. Nonrequested Distribution (By Mail and  
 Outside the Mail)

 (1) Outside County Nonrequested Copies Stated on  
 PS Form 3541 (include Sample copies, Requests  
 Over 3 years old, Requests induced by a Premium,  
 Bulk Sales and Requests including Association  
 Requests, Names obtained from Business  
 Directories, Lists, and other sources) 2,196 5,636

  (2) In-County Nonrequested Copies Stated on  
PS Form 3541 (include Sample copies, Requests  
Over 3 years old, Requests induced by a  
Premium, Bulk Sales and Requests including  
Association Requests, Names obtained from  
Business Directories, Lists, and other sources) 0 0

 (3) Nonrequested Copies Distributed Through  
 the USPS by Other Classes of Mail (e.g. First-Class  
 Mail, Nonrequester Copies mailed in excess of  
 10% Limit mailed at Standard Mail® or Package  
 Services Rates) 0 0

 (4) Nonrequested Copies Distributed Outside 
 the Mail (include Pickup Stands, Trade Shows, 
 Showrooms and Other Sources) 375 170 

e. Total Nonrequested Distribution  
 (Sum of 15d (1), (2), (3), (4)) 2,571 5,806

f. Total Distribution (Sum of 15c and 15e) 53,579 60,024

g. Copies not Distributed  12 0

h. Total (Sum of 15f and g) 53,591 60,024

i. Percent Paid and/or Requested Circulation  
 (15c divided by 15f times 100) 95.2% 90.3%

16. Publication of Statement of Ownership for a Requester Publication is required  
 and will be printed in the October 2012 issue of this publication. 

17.  Signature and Title of Editor, Publisher, Business Manager, or Owner 
 Antoinette Sanchez-Perkins, Senior Audience Development Manager  
 Date: 9/20/2012
 
I certify that all information furnished on this form is true and complete. I understand  
that anyone who furnishes false or misleading information on this form or who omits 
material or information requested on the form may be subject to criminal sanction

United States Postal Service
STATEMENT OF OWNERSHIP,

MANAGEMENT, AND CIRCULATION
(Required by 39 USC 3685)
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MYBIGGESTMISTAKE
LESSONS LEARNED THE HARD WAY  »

»

COMPANY: Bruss Landscaping

HEADQUARTERS: Wheaton, Ill.

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

HANGING 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 �rst 
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 �rst couple 
of months there were red 
�ags 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 

what he should. I started 
holding his hand constantly 
and telling him what to do, 
to the point where I was 
the puppeteer. I dragged 
this out for �ve years until 
I �nally 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 �t into 
the very structured environ-
ment Bruss operated. 

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

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

“In the end, although 
I was trying to be nice by 
keeping her on, I 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. I 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 �nd a new one. Frankly, 
it would have been much 
fairer to everyone if I had 
just handled it right away.”

Bruss says these mis-
takes cost him a lot. In the 
�rst 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 dif�cult 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 �t, 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 I had fol-
lowed my gut rather than 
my heart in both of these 
situations, I 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.

BY CASEY PAYTON 

Letting go of poor performers is tough,  
but it pays off. 
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“YOUR GUT LETS 
YOU KNOW THE 
RIGHT DECISION 
PRETTY QUICKLY.”

Eric Bruss




