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THIS IS DESIGN-BUILD
-

NOT
DESIGN

Run around doing free estimates and drawings
Providing nursery and mason supply visits

Giving guided previously built landscape tours
While you try to decide if you are working with us

Then negotiate any profit it out of the project

BUILD



THE KITCHEN TABLE PRESENTATION

When it comes to presentations most of us do it at
the clients home at their kitchen table.

We’'re in an uncontrolled environment where kids are
crying, dogs are barking and phones are ringing.

Choreograph the presentation, manage the chaos
and “do the deal”.



REVIEW (THE 5 D’S TO A SUCCESSFUL SALE)
[

1. Develop the Program
2. Determine the priority
3. Discuss the Budget
4, Design the Dream

5. Do the Deal



DEVELOP THE PROGRAM

IF THEY COULD DO ANYTHING THEY WANTED TO...

= Walk the property(first)
= Let them dream big

= Actively listen

= Ask questions
= Use their words

= Subtly reverse roles




DETERMINE THE PRIORITY

STAGES AND PHASES
= What is their first priority?
= Does everybody agree?

= Is it logical?

= Whenever possible, choose complete projects.




DISCUSS THE BUDGET

[
YES THEY HAVE ONE

= Yes you need to get it
= The layout is the layout
= Material selections

= Plants do grow

= Always options



DESIGN THE DREAM
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DO THE DEAL

WALK IN THE PARK

= Natural succession

Review everything

No possible excuses

No TIO opportunities

Signed, Sealed, Delivered



THE KITCHEN TABLE PRESENTATION
-

Do the Deal

1. Preparation
2. Presentation

3. Closing

What is the best day to close?
Who sits where?

Work a little magic.



MY BACKGROUND

Green Industry for 30+ years
BSLA, Cook College, Rutgers University
MLA, University of Massachusetts

President of the New Jersey Landscape Contractors
Association (NJLCA)

Sold over $30,000,000 D/B/I work
Editor of www.FromDesign2Build.com

Design /Build /Sales Coach and Consultant
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An exclusive “members only"” website for
the professional landscape design/build contractor

Home | Discussion Forum | Text Size | Search | Member Area

Search
home | Feature Alicles | Feature Articles Archives

Feature Articles continued

# About this Site Displaying Matches 2 thru 15 of 34 Found. 4BACK NEXT P
# Sample Articles

» Contact Us Online Portfolios -- Show Off Your Best Work - Professionally

Mike Swift

# Many landscape professionals and firms have web sites. It is very common
for theze =ites to include portfolios of =ample work. The portfolios range
L | from a series of photographs of various project sites to organized
collections of photographs organized by project or type of work . . . keep

reading

Departments

# | andscape Design
# Construction Department

# Business Strategies Co-opetition-- The value of working with your competition Downloads
Jody Shilan, Editor

Business 101 has always taught us that yvour primary goal is to "beat the
competition” at any and all costs. With the current state of the economy,
& the pressure to sell work is greater than ever and having a competitive
N advantage has never been more critical . . . keep reading

#Sales Technigues
#Estimates and Proposals
#Standard Procedures

#Technology Tips I
Bag of Tricks -- What vou should bring to every new appointment

Jody Shilan, Editor

Last week's Trade Secret was entitled "Travel Heawy", where we discussed
the importance of yvour crews having all of the tools and materials on their
truck that are necessary to properly complete an installation. This weelk I
want to discuss the =ame idea but explore the concept as it relates to yvour
designers and =ales people . . . keep reading

Eesources

#The Download Library

# Discussion Forum
= Article Index
*Trade Secrets

Jody Shilan, Edit
» Coffee Break il sPilal. Balie Coffee Break

keep reading

# Open Office Hours N " o )
Nacho Cheese” -- Stop giving your services away for free,

1ndw =hilam Fditor




“TRADE SECRET”




THE JERSEY SHORE




REAL HOUSEWIVES NEW JERSEY




info@FD2B.com

Subject - Landscape Ontario
Copy of Power Point Presentation
1 Year Subscription to www.FromDesign2Build.com
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REAR YARD - MASTER PLAN

Make your home, your vacation home!"
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DID YOU KNOW...

When asked for a business card by a potential
client, more than 50% of Landscape Contractors do
not have one available. Which half are you?

Let’s find out!




PROPOSAL
-
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WHICH WOULD YOU CHOOSE?
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CUSTOMERS WANT TO BUY!

“Homeowners are looking for someone who can ofter them
advice and options; be proactive in showing varied concepts, and be
creative with options,” said Raboine. When surveyed after project

completion, many homeowners say they would have spent more it
their contractors had shown them more options.

——



Preparation

1. Call and confirm appointment




Preparation (practice, practice, practice)

"1 2. Review
0 Design
0 Proposal

O Legalese




Preparation

3. Know the schedule

4. Sign the proposal

5. Plan options and phases




Hints
0

"1 Be ready, be relaxed and always be positive
-1 Take off your shoes
1 Who sits where

1 Start with a little chit chat




WHO SITS WHERE?

e
Let’s have some fun : )
O Each table 1 person raise your hand
0 You are #1
o Count off clockwise 1,2,3
O 2 (designer) talk to 1(husband) and 3 (wife)

O If less than 3 you guys watch
o0 1 (designer) talk to 2 (husband) and 3 (wife)



PLEASE READ

Let’s start in the front yard

As you can see, we’ve designed a new front
walkway with new foundation plantings to provide
you with curb appeal.

In the back yard, there is a new patio design, with a
seat wall and perennial plantings to provide you
with seasonal color.



WHO SITS WHERE?

e
Let’s have some fun : )
O Each table 1 person raise your hand
0 You are #1
o Count off clockwise 1,2,3
O 2 (designer) talk to 1(husband) and 3 (wife)
O If less than 3 you guys watch
O 1 (designer) talk to 2 (husband) and 3 (wife)
O If less than 3 you guys watch



PLEASE READ

Let’s start in the front yard

As you can see, we’ve designed a new front
walkway with new foundation plantings to provide
you with curb appeal.

In the back yard, there is a new patio design, with a
seat wall and perennial plantings to provide you
with seasonal color.



WHO SITS WHERE?

e
Let’s have some fun : )
O Each table person closest to me raise your hand
0 You are #1
o Count off clockwise 1,2,3
O 2 (designer) talk to 1(husband) and 3 (wife)
O If less than 3 you guys watch
O 3 (designer) talk to 2 (husband) and 1 (wife)
O 3 (designer) roll out your plan

O If less than 3 you guys watch



PLEASE READ

Let’s start in the front yard

As you can see, we’ve designed a new front
walkway with new foundation plantings to provide
you with curb appeal.

In the back yard, there is a new patio design, with a
seat wall and perennial plantings to provide you
with seasonal color.
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WORKS LIKE MAGIC
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PRESENTATION (table revisions)




The Presentation (keep it conceptual)

=
6. Present the experience not the materials
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The Presentation

/. Always focus on the client and the project (not
yourself)




Hints

During your presentation don’t complain about
anything (ever), especially other customers.

r\\




The Presentation

8. Present the proposal in order and always refer
to the plan.




PROPOSAL WRITING

e
As per plan, As per plan, As per plan
Proposal templates (QuickBooks)
Order of installation
o 1. Tree removal
0 2. Demolition
O 3. Excavation and Grading

0 4. Hardscape
O 5. Landscape

Refer to plan during presentation



The Closing

Q. Show me the money
O Answer all questions

O Discuss payment schedule

O Bad Deposit Moves
0 Money isn’t funny




The Closing

10. What happens next

O Review project and process
0 Who to contact

0 Q and A (again)




Hints
S —

Leave (yes leave)




3 y

Surve




HELP CHANGE THE PERCEPTION

Landscaper Landscape Contractor

tocl0113 wwaw.fotosearch.com




QUESTIONS

Fhe




