
10 WAYS TO GROW YOUR
LANDSCAPE COMPANY

In Challenging Times



Unprecedented.  That word has been used more times than anyone can count as a way to
explain what we are going through.
 
Unprecedented. Unparalleled. Unmatched. Whichever word you use, we have never
experienced such challenges to our health, our society, and our businesses in my lifetime.
The world is on lockdown. People are scared. Business owners are concerned. We know
we will get through this; history tells us that. It’s the question of “When will this be over?” or
“What will it look like on the other side?” that’s impacting many businesses today.
 
Even though many states have deemed the landscape industry as essential, business
owners are still concerned. Landscape customers may not have money available for home
improvement projects, or they may be worried about the health and safety of their family
with contractors at their homes. These issues and more will have a drastic effect on the
green industry in what is typically their busiest time of year.
 
I am excited to share the following principles to help you navigate through the uncertainty of
the coming months and maybe even help your business grow during these challenging
times.
 
 
 
 
 
Kim Naughtin
AEC Consultant Group, Owner
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TIMES
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As a landscape architect and
marketing professional, Kim
understands the issues that
businesses in the landscape
industry face.

© Kim Naughtin  |  www.AECconsultantgroup.com

http://www.aecconsultantgroup.com/


1. Keep Working

Many landscape businesses are worried, but worrying doesn’t pay
the bills. Being proactive does. Landscape companies that choose
to keep working through the challenges will be better prepared for
success on the other side.

2. Be Visible To Your Audience

Now more than ever, you need to let your customers know that you
are open for business. Consistent use of social media and email
marketing, along with refreshing the content on your website, will
let people know you are here, you are open, and that you are ready
to help.

3. Focus on Leadership

To weather this storm, your team needs a leader. Stay up to date
with current industry regulations and abide by all essential business
requirements. Communicating your COVID-19 work strategies will
help your clients feel comfortable continuing their projects during
these trying times.
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5. Use Video To Introduce Your Value

It can be challenging to communicate your value and services to
new customers without a face to face conversation. Create a short
video that highlights your services and your importance – why new
prospects should choose you. Videos can be emailed, posted on
your website, and shared to your social media accounts.

6. Pre-Qualify Your Prospects

Gone are the days of receiving an inquiry from your website and
going to a potential client’s home to learn about their project.
Having a conversation on the phone to discuss the project size,
location, scope, and budget will help you understand if this is a
good lead for your business. Creating a specific pre-qualification
process can save you and your team time, energy, and effort.

4. Call All No & Not Right Now Clients

Reach out to all potential customers who told you “no” or “not right
now.” Begin the conversation by seeing if you can be of assistance.
You may find out that they never built or finished their project. They
may also be experiencing issues with work completed by another
company.  You can solve these problems and may even win a new
customer.
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8. Consider Waiving Design Fees

I know this sounds crazy, but design fees can be a hurdle. It can
stop potential clients from working with you. You may find yourself
in a position where you need more projects to keep your crews
busy. Eliminating this obstacle may be a solution to get a couple
more projects on the schedule.

9. Reach Out To Past Clients

Past clients are your best clients. Now is a great time to connect
with past clients. Again, start this conversation by asking if you can
be of service. Maybe you only built a portion of their design vision,
or there has been a change in the family dynamic – new baby, new
home, kids have grown up, or retirement. You never know what sort
of project may be on their mind.

10. Create A Formal Referral Program

If you do not have a formal referral program for clients and with
other contractors, now would be a great time to create one. Having
a leave-behind with your referral program makes it very easy for
clients to pass on your information to their friends and family
members. Create a plan that is unique and enticing – too good to
pass up.
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7. Strengthen Relationships

People like to know they have support, especially during
challenging times. Connect with clients, subcontractors, product
suppliers, and simply have a conversation. Be a friend, see how
they are doing, and ask if they need anything. In these times of
social distancing, a simple phone call can mean a lot.

Consultants predict it could take three years for the U.S.
economy to recover from COVID-19.

-McKinsey & Co.
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Now is not the time to do what you have always done, expecting the same results. “The old
way” will not serve you or your business in these uncertain times. Now is the time for
innovation and fresh thinking that will propel your business forward. There’s no need to
reinvent your business – Just do better. Push harder. Work smarter.
 
I know what you are thinking, I hear it all the time. "I do not have time to run my business and
do the marketing."
 
That is where we come in. Most businesses do not have sufficient staff dedicated to handle
the marketing necessary to grow their business. AEC Consultant Group works with one-
person companies to large corporations. We can do the marketing work for you or consult
with your leadership and marketing team to enhance their skills at marketing your business.
 
To be successful in marketing, you simply need to go back to basics and be consistent to
see results. I have created the V6 Marketing Plan, which I assimilate to a 6-cylinder engine.
You need to be firing on all marketing cylinders, to see results. If you are not, you will be
frustrated and underwhelmed with your efforts.
 
Schedule a call with Kim to review your complimentary V6 Marketing Plan Audit and
learn which areas are keeping your business from firing on all 6-cylinders!
 

GROWING YOUR
LANDSCAPE CO.
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WHY AEC CONSULTANT GROUP?

Deliver client insights
Solve business problems
Priortize needs
Execute marketing strategies
Provide peace of mind

http://www.aecconsultantgroup.com/


Meet 
Kim Naughtin
 
Kim brings over 20 years of combined
experience in the landscape and marketing
industries to her role as owner of the AEC
Consultant Group.
 
Kim provides consulting services and
education to industry professionals on the
importance of marketing and outreach to
attract clients, win projects, and boost
profits.
 
She understands the issues that businesses
face in the landscape industry and knows
how to reach your ideal client.
 
 
 
 
www.AECconsultantgroup.com/resources
shares articles, videos, and downloadable
information to help get your marketing on
track. You can also find the schedule for our
free, live webinars.
 
Contractor Marketing Tips is a private
Facebook group where I share marketing
strategies directed specifically to landscape
and home service contractors. Simply search
for our group and request to join.
 
Give me a call or drop me an email.  
I am always available to field questions and
serve as a resource.
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Resources
 

(303) 817-8331
kim@AECconsultantgroup.com
www.AECconsultantgroup.com
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