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Why we would partner

Science meets business
• Science 

• To convey the underlying science of many 
horticultural principles and practices

• To discuss many components of a complete 
landscape  (turf, trees, shrubs, annual color beds, 
hardscape & infrastructure)
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Science meets in-field feasibility

• Every task we do in the landscape should be based on 
science. 

• Science isn’t always so easily seen. 

• Past experience can be backed by science.....or not!

• The science can be profitable!

– Your customers may crave and pay for it. 
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Hardiness Zones – determined by average minimum winter temperatures
http://planthardiness.ars.usda.gov/PHZMWeb/
 
Heat Zone Map – 12 zones based on number of days > 86F
http://www.ahs.org/gardening-resources/gardening-maps/heat-zone-map 5
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http://www.ahs.org/gardening-resources/gardening-maps/heat-zone-map
http://www.ahs.org/gardening-resources/gardening-maps/heat-zone-map


Why we would partner

Science meets business
• Business

• To introduce new concepts and/or confirm your 
current practices

• It’s a chess game…..simple concept!
– Hand vs equipment

• Auger
• Georgia buggy

• To challenge your standard practices with those 
presented

– Line level vs transit

contractorsdirect.com

engineersupply.com
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Why we would partner

Science meets business
• Business

• Business assumptions

– Know your plants - 50 yr old vs 20 yr old choices

– Profitability

– Employee retention

– BMPs 

– Certification & Licenses

– Honesty & integrity in business
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Shout out to Mr. Stubbs
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Post-interview conclusions

• How many of you can relate to this type of 
customer?

• What are the things he wants? 
– $10K budget

– Trailer parking

– Walking path through nandina garden

– Garden all on one level

– Low maintenance w/ no irrigation

• What things are not possible?

• Is there profit to be made here? Do you 
want this client/project? 10



Issues surrounding design, 
installation and maintenance 

• Categories:
– Plant selection

– Soil remediation

– Construction challenges

– Climatic fluctuations

– Pest management

– Financial negotiations
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Quick Comparisons

Dream Reality
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Quick Comparisons

Dream Reality
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Plant Selection
• Plant are designed to flourish in the right 

place, site analysis is key to success
– Years of breeding work yields certain plant habits

• Size, shape, bloom, etc. 
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Plant Selection
• Plant installation should be done with future 

maintenance in mind
– Yearly mulch applications should be tempered

• Roots need oxygen for respiration
• Soil pH can be negatively altered
• Heat generated from decomposition
• A 3” application at planting should only be 

covered with 1” annually
• Some companies charge for remediation 

services once a new contract is assumed
• Granville Co. Extension Publication
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https://granville.ces.ncsu.edu/2013/05/over-mulching-trees-and-shrubs/
https://granville.ces.ncsu.edu/2013/05/over-mulching-trees-and-shrubs/


Plant Selection

• Plant availability shouldn’t always govern 
selection
– Don’t just take the plants that are available

• Grade B, C & cull plants will always be B, C & 
cull plants

• Many things can’t be undone once the plants leave 
the nursery
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Plant Selection

• Root pruning in the nursery enhances longevity of 
trees in the landscape and decreases girdling root 
presence

• Shaving of the root ball before planting can decrease 
trunk-girdling roots

Gragg, L. Master’s of Science, NCSU
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Plant Selection

• Will the customer pay for replacement 5-10 years 
from now when the roots girdle or the open wounds 
on the plant have succumb to pest invasion?

• American Standards for Nursery Stock
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http://americanhort.org/documents/ANSI_Nursery_Stock_Standards_AmericanHort_2014.pdf
http://americanhort.org/documents/ANSI_Nursery_Stock_Standards_AmericanHort_2014.pdf


Plant Selection

• What is our biggest selection challenge? 
– Deer, rodents, other antagonists

• Deer resistant doesn’t mean deer-proof

• bulbs are tasty to many critters

• Chatham Co. Extension Publication

• Better Homes and Gardens Publication

• Warranty work - who is responsible? 

JC Raulston -”deer don’t read plant labels”
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https://chatham.ces.ncsu.edu/reducing-deer-damage-in-landscapes/
https://chatham.ces.ncsu.edu/reducing-deer-damage-in-landscapes/
http://www.bhg.com/gardening/flowers/bulbs/beautiful-bulbs-deer-and-rabbits-dont-eat/
http://www.bhg.com/gardening/flowers/bulbs/beautiful-bulbs-deer-and-rabbits-dont-eat/


Soil Remediation

• How many take a soil test at each site 
annually? Are you charging for time to take 
the samples?

• How much would you save on inputs? 
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Quick Comparisons

Dream Reality
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Soil Remediation

• How much organic matter is in your existing 
soil?
– Chocolate cake?
– Natural soil systems (fungi, bacteria, ants, etc.)
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Soil Remediation

• Are you pre-tilling before planting? 
– What is the expected longevity of plants in the 

landscape? 
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Construction Challenge
• Slope, erosion, existing utilities

– Everyone in this room always calls NC 811!!

• Truly design build?
– Do things always function on site as they did on 

paper? Site analysis is key

• Visit your vendor and develop a personal 
contact 

• How do you move material onsite?
• Does the customer have clear ideas of what 

a construction project entails? Rookie 
clients?
– Noise, mess, access, timeline
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Climatic Fluctuations
• We are dealing with a living, breathing 

organism. 
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https://go.distance.ncsu.edu/home-horticulture/pratt/explore/


Climatic Fluctuations

• Excessive heat during an installation or in the 
years after.

AHS Heat Zone 
Map
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http://www.ahs.org/gardening-resources/gardening-maps/heat-zone-map
http://ahsgardening.org/gardening-resources/gardening-maps/heat-zone-map
http://ahsgardening.org/gardening-resources/gardening-maps/heat-zone-map
http://ahsgardening.org/gardening-resources/gardening-maps/heat-zone-map
http://ahsgardening.org/gardening-resources/gardening-maps/heat-zone-map
http://ahsgardening.org/gardening-resources/gardening-maps/heat-zone-map


Climatic Fluctuations

• Does your contract include an Acts of God 
clause? (hurricane Matthew)

• What does your warranty state about 
fluctuations?
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Quick Comparisons

Dream Reality
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Pest Management

• Antagonists are constantly flying, crawling, 
migrating and feeding. Ex. pine bark beetle, 
scale, armyworms (sod farm notifications)
– Can you explain this to your customer in a way that 

they will pay for your knowledge and services?

• Do you have a yearly expectation calendar or 
online notification system? 

• Plant Disease and Insect Clinic 
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https://projects.ncsu.edu/cals/plantpath/extension/clinic/pest-threats.html
https://projects.ncsu.edu/cals/plantpath/extension/clinic/pest-threats.html
https://projects.ncsu.edu/cals/plantpath/extension/clinic/pest-threats.html


Plant Antagonist Resources

https://ipm.ces.ncsu.edu/ipm-pest-news/
https://ipm.ces.ncsu.edu/tags/pest-alert+2016/ 61

https://ipm.ces.ncsu.edu/ipm-pest-news/
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Pest Management

• Avoid plants that we know have long-term 
pest problems. Ex. Leylands, laurels, etc. 

• What are the most common antagonists 
throughout the year? Have you ever made a 
list? Have you ever seen this site?

Pest Mgmt 
Calendar
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https://www.ces.ncsu.edu/depts/ent/notes/O&T/calendars/note086.html
https://www.ces.ncsu.edu/depts/ent/notes/O&T/calendars/note086.html
https://www.ces.ncsu.edu/depts/ent/notes/O&T/calendars/note086.html
https://www.ces.ncsu.edu/depts/ent/notes/O&T/calendars/note086.html
https://www.ces.ncsu.edu/depts/ent/notes/O&T/calendars/note086.html


Financial Negotiations

• Designer, Landscape Architect
– dreams vs. reality

• When do you make the move to 
estimating/pricing/scheduling software?
– LMN software vs. experience

• Be careful when giving a customer an on-site 
estimate
– Don’t do it, or price it high!

– Don’t take work at a reduced rate because you 
priced it on-site too low 63



Installation vs Maintenance

• Is a maintenance division a good idea? 
(Hardscape Magazine)

• Profit margin differences? 
• Analyze what you hear 

and read. 

• What fits with your 
• company, market and 
• profit goals? 

64



Going forward

How do we make a homeowner’s dream a 
reality?

• Listen to your client
• Build your business practices 

on science

• Let your personality shine through 

your sales process

• Believe in and sell your product
• Improve weak areas within 

your company
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Thanks for listening!

We are open to questions now or in the 
future. 
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