Creating

Just over 18 months ago, two separate
companies — a garden center (Eagle Creek)
and a CAC (Landscape Professionals) -
decided that they needed to grow their
businesses and were going to take the
necessary steps to do so. Not knowing exactly
what steps to take, but having a passion for
water gardening and the drive to grow their
businesses, both signed up for the "Plunge
into Water Gardening” seminar that was held
in the Cleveland area in February 2006,

Building the Team

The speaker of the day was none other than
The Pond Guy™ himself, Greg Wittstock. More
than 25 business owners, both contractors
and retailers, attended the seminar. From the
beginning of the seminar, Greg spoke of the
Certified Aquascape Contractor (CAC) and
Water Garden Excellence (WGE) programs.
He expressed the importance and benefits of
both, stressing the commitment level it took
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to be a CAC and pointed out how Rich Damko
of Landscape Professionals was the only CAC
in the room.

The Pond Guy™ suggested that the garden
centers (WGE) who sell products to the
consumers but don't provide installation
services, and the contractors (CAC) who are
proficient at installing water features, should
team up and work together to grow their
husinesses and help give the consumers
a one-stop shopping experience, thereby
becoming the destination pond shop. This type
of alliance allows the CAC to install a display
pond at the garden center to show their
capability and creativity to consumers. It also
gives the garden center a reliable installation
service to offer customers, not to mention
the attraction of having a water feature on
location. By teaming up, the consumer can
view the display pond and experience the
water gardening lifestyle firsthand.

As Greg was wrapping up the seminar,

Jill Cain, the owner of Eagle Creek Garden
Center (a WGE member), mentioned that

she had approximately 65,000 customers a
year going through her garden center and she

needed a contractor to partner with in order to
continue to grow her business. Well, you can
only imagine how quick the heads turned and
the saliva started to run. After the mad rush

of contractors introducing themselves (slight
exaggeration, but not really) and giving her their
business cards, Jill and her pond department
manager, Joe Szudarek, felt the best way to
find the right contractor would be through an
interview process with credentials, pictures,
references, a good feeling about the person,
and the idea that the right company would have
a good understanding of the Aquascape product
and the water gardening lifestyle — preferably a
Certified Aquascape Contractor.

Some Bumps in the Road

After many interviews with a lot of talented
pond builders, many of whom were CACs, Rich
Damko of Landscape Professionals was chosen
to be the official pond builder for Eagle Creek.
From there the two made millions and all lived
happily ever after. If only that were true!

The road to success for Eagle Creek and
Landscape Professionals had its share of >
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Tech Talk With Tavia -
Slow Season — Kick It Up a Notch!

For the majority of
us, it's the time of year
that we call our "slow
season.” Now granted, this
43 means different things

:‘ for different parts of the
country. For those of us in Chicago, it
means that construction is basically at a
standstill from about December 1 through
March 1 — give or take a few weeks. For
California and the South, it may mean
business as usual. Let’s talk about a few
things you can do during the slow season.

m Learn a CAD-based design software
like Dynascapes. This is a really great
program to integrate into your business
model, and can make bidding a piece of
cake. It takes about 40 hours of work to
fully load everything into your computer.
Hence, a great winter project.

m While we are onto programs, if you aren't
currently using accounting software, this
is a great time to start. Many community
colleges offer weekend courses on
QuickBooks or similar programs.

m You could take a class on horticulture or
landscape design, or send one of your
employees to attend.

m If you employ Spanish-speaking workers,
give them an incentive to take English
classes in the off season. While they do
that, you and other English-speaking
employees can take a Spanish class.

Looking for some extra winter income? It may not
be too late to pick up some snow removal contracts.
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m Sit down and go over the financials.
Did you break even this past year? Do
you even know what it means to break
even? If not, pick up a copy of The Pond
Builder's Guide to Break Even. Sit down
and go over the upcoming year's sales
goal. Make sure to communicate the
goal to each member of your staff.

m Take the time to reflect on what worked
well for you last season and what didn't
work so0 well. Consider any staffing
changes that need to be made.

m Update or repair equipment. Refinance
loans on existing equipment.

m Look at attending some tradeshows.
Industry trade shows are available from
coast-to-coast throughout the year.
Check out www.aquascapeinc.com for
shows that Aquascape is exhibiting at.

m This is a great time of year for
networking. Make sure you've joined your
local Chamber of Commerce and attend
those holiday parties. This is the time to
build connections.

m Now is the perfect time to do inventory.
What materials did you use last year?
Does it make more sense to buy your
liner in rolls and cut it yourself? Do you
have the storage space?

m Have you met your local distributor yet?
If not, what are you waiting for? Call
your distributor and introduce yourself!
Make sure they know which product
you'll be buying this season. Don't know
who your local distributor is? Go to www.
aquascapeinc.com, click on "Wholesale
Only" and then “Distributor Locator.”

m Looking for some extra winter income?
It may not be too late to pick up some
snow removal contracts.

m Take a much deserved and needed
vacation. Spend some quality time with
the family, and work “normal” hours.
You now have a life.

~ Tavia Tawney
Technical Support Specialist
Aquascape, Inc.
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