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bviously, we are in some very challeng-
0 ing times. As the old saying goes, things

come in threes and in the green industry
over the past couple years we have seen: 1) a
historic drought, 2) gas prices over four dollars a
gallon and 3) an economic downturn. However, |
truly believe that great companies can be made
under negative circumstances. It’s all about
your attitude. At HighGrove Partners, we often
get asked how the drought has impacted our
business. Rather than embracing a “gloom and
doom” outlook, we launched an environmen-
tal stewardship program where we used the
drought as an opportunity to educate people on
how to save water and money.

For the top-tier companies in the landscape

industry, education is very important. There
are numerous ways to grow within the profes-
sion, and one of the best ways is by aligning
yourself with solid organizations. The landscape
industry has a strong international voice with
the Professional Landcare Network (PLANET),
which is the most prominent association in the
landscape industry. With numerous educational
opportunities, professional development tracks
and conferences, they offer various opportuni-
ties to grow a career while also raising the
awareness and public perception of the green
industry. The Certified Landscape Professional
(CLP) program is a seven-part test that covers
all areas of the profession — from landscape

GIB’S ADVICE: RECOGNIZE THE
UP SIDE OF DOWN

If this is your first time in an eco-
nomic downturn, take notes and detail
your actions, because inevitably, you

will go through one again. Go back to
basics, use tried and true methods,
celebrate successes, break down and
review defeats, and always remember
it will be over soon!

operations to financial disciplines, and the peo-
ple who pass it are seen as some of the leaders
of the industry.

For many years, HighGrove has also been
regularly presenting various landscape-related
topics in a lunch and learn environment to prop-
erty managers and owners. We shy away from
doing traditional vendor presentations where the
discussion is strictly focused on our company.
| feel the worst thing you can do is to have a
captive audience, and then bore people with a
30-minute commercial on your company, so we
really focus our sessions on education that pro-
vides useful takeaways. We try to shed a positive
light on our industry by providing valuable infor-
mation. Our sessions cover topics ranging from
landscape 101 to water conservation, to how to
save money on your landscaping. In 2008, we
conducted a symposium for clients for which we
brought in an irrigation veteran and experts from
the EPD and the UGA Co-op Extension Service to
discuss the drought and how to keep landscapes
healthy while also conserving water. It was tre-
mendously well-received and we’ve presented a
condensed version to many organizations due to
its popularity.
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| truly believe that great
companies can be
made under negative
circumstances. It's all
about your attitude.

As with any crisis, you will need a strong
support group, and that is where BOMA-Atlanta
can make a difference. Chances are, a BOMA-
Atlanta member is having similar problems as
you and would be willing to give advice (if you
ask for it!). | have attended some BOMA-Atlanta
professional development events, such as last
year's BOMA-Atlanta Medical Office Building
seminar, and | even helped teach one: the BOMA
Landscape Seminar. Like most BOMA events,
the BOMA-Atlanta Medical Office Building semi-
nar was run very well and much thought was
putinto it. | believe events are successful when
there is great audience participation — lots of
questions, differing ideas, more than one way
to solve a problem — and it was definitely the
case with that event.

| also really enjoyed participating in the
BOMA-Atlanta Landscape Seminar. It was great
to work alongside other landscape providers to
bring timely and relevant topics to BOMA mem-
bers, as well as help establish a level of profes-
sionalism in the landscaping industry. These
types of opportunities can not only enhance you
professionally, but also enhance your company
by helping differentiate it from the competition.



