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WITH ASPIRE

"

Treat your team to modern, easy-to-use software that gets the job
done right. Simplify your workload, provide better service with fewer
headaches, and maintain your competitive edge with Aspire.

“Aspire is simply the best landscape business software you can buy. It's helped us at Grunder
Landscaping to vastly improve our efficiency, provide better service to our clients, boost sales,
and increase our profits. Talk with Aspire today and start dreaming big and growing far.”

Marty Grunder
CEO, Grunder Landscaping & The Grow Group

Ready to get started?

ceTitan Company
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as lre R Visit youraspire.com to schedule a demo or contact
: o o DT your Aspire Care representative.
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n our constantly evolving industry, where every day presents
new challenges and opportunities, Aspire stands as your ally
in navigating all of the complexities you’re facing.

As CEO of Aspire, | know what it takes to run a successful
landscaping business. It’s about managing resources, streamlining
operations, and delivering exceptional results to your clients.

That’s why at Aspire, we’re dedicated to providing more than
just technology solutions. We’re committed to offering you the
tools, resources, and support necessary to thrive in foday’s
landscape market. With our comprehensive platform, you're able
to increase efficiency while also making informed decisions that
drive growth and profitability.

Imagine having access to real-time job data, seamless
communication channels and streamlined workflows — all at your
fingertips. With Aspire, it’s not just a vision; it’s a reality. We’re here
to empower you and elevate the standards of our industry.

But our commitment doesn’t stop there. We believe in the power
of collaboration and knowledge-sharing. By parthering with Aspire,
you become part of a community dedicated to mutual success and
the advancement of the landscaping profession.

So let’s embark on this journey together. Let’s embrace
innovation, overcome challenges, and propel our businesses to
new heights. Together, we can shape the future of landscaping
and continue to drive excellence in our industry.

Mark Tipton, CEO
Mark Tipton is the CEO of Aspire Software, which he co-founded with his
partner Kevin Kehoe in 2013. Mark is based in St. Louis, Missouri.

MORE THAN
SOLUTIONS

Imagine having
access to real-time
job data, seamless

communication

channels and
streamlined
workflows — all at
your fingertips.”
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The results of the 2024
Lawn & Landscape
Technology Report show, for
the most part, the obvious — that the
industry is continuing fo increase the
use of different technologies to run
their companies.

This year, we pulled results from

2021 survey to compare what has
changed from three years ago. Some
things that stood out: autonomous
mowers, battery-powered equipment
and drones, have only grown by 4%
and 1% respectively, compared to

2021 results. It’s clear there is interest

in these segments, but you are still
cautious when making the investment.
But overall, the industry is using tech
more compared o 2021 fo appeal

fo customers and recruit and retain
employees, along with other ways to
help grow their businesses.

MVAVRINIE
REEN INDUSTRY

Story by Kristen Hampshire // lllustrations by Jason Scnheider

W >

hatbot-generated text blasts and job descriptions, autonomous mower exploration and layers of tech-enabled
tools and devices are positioned to help the humans do their best work.

When Lawn & Landscape published this Technology Report in 2021, there was no mention of artificial intel-
ligence (AI). Search engine optimization was high on the radar (still is) and robotic mowers — now formally

ABOUT THIS SURVEY: referred to as autonomous — had a Roomba feel, which has changed dramatically.

Editor’s note: Based on about 150 respondents. Data was collected This year, we explore how real-time communication driven by an Amazon state of mind is driving businesses to implement

April 15-24, 2024. Not all totals will equal 100% due to rounding. sophisticated communications tools. Here’s how landscape businesses are testing and integrating the tried-and-true with
emerging innovations.
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“"ALOT OF COMPANIES
LOOK AT TECHNOLOGY
AS AN EXPENSE, BUT
IT'S AN OPPORTUNITY.”

— CORY OVERMAN, OWNER, SHADES OF GREEN

How would you describe your
company's use of technology
and software compared to your
competition?

2024 2021

6% 10%

AR

45% 39%

27%

Advanced

In line with my competition
® Behind but catching up

Behind and staying that way

Do you have a Chief
Technology Officer, or
something similar on staff?

Now, Shades of Green has a texting
platform in place that seamlessly integrates
with its customer relationship manage-
ment (CRM) and scheduling software.
Overman can set up filters called condition
codes, hit a button and a text populates
with relevant content specific to a cus-
tomer group. For instance, if a technician
identifies dollar spot in a lawn, he or she
can dispatch the pre-written text (ChatGPT
helps with this) as a way to passively upsell
services without being pushy.

“Peoplerespond better to texting,” Over-
man adds.

The text platform is also a game-changer
for call-aheads.

“We want the convenience of Amazon in
everything we do, and we are focused on
providing that for customers so there are
no friction points for them,” Overman says.
“We need this for our technicians, too.”

The same platform can dispatch internal
texts and elevates the customer experi-
ence. For example, a customer contacted
Shades of Green after spotting some creep-
ing Charlie on the property. “We were able
to tag our technician through the app and
send an internal message: ‘While you are
on the property, can you take care of this?’
Then he messaged the customer, letting
them know he addressed the issue. It's a
critical communication loop: We heard
you, we saw what you explained, we took
care of what you asked for and here is what
to expect.”

Who on your staff has a company smart phone or tablet?

(Choose all that apply.)

ounes w2
MANAGEMENT 69%
FOREMEN 59%

ACCOUNT MANAGERS

CREW MEMBERS

ChatGPT also can act as an office as-
sistant. When Overman was figuring out
what to charge for aeration and overseed-
ingservices, he uploaded production data
from the CRM program into ChatGPT
and it provided an average cost per single
pass for alawn, for a double pass and how
much seed is required per square foot.
“It would have taken us several days and
many manhours to do this manually and
ChatGPT figured it out in 10 minutes,”
he says.

Overman has tapped ChatGPT to help
out with complex Excel functions, too.

“Alot of companies look at technology
asan expense, butit’s an opportunity,” he
says. “Consider what you could earn and
accomplish during the time it takes for a
human to handle some of these compli-
cated functions.”

48%
ADMINISTRATIVE STAFF 48%
(HR, OFFICE MANAGERS, ETC.)
SALES TEAM 45%
34%

smart irrigation system and the tools LEI
Grounds Groomers uses to communicate
with clients.

The Houston, Texas, company with 50
employees focuses only on HOA mainte-
nance accounts.

“When you have data and information
in front of you in a number format, it tells
a story that can help you be more produc-
tive and profitable,” says Lightfoot, the
company’s president.

Last fall, LEI Grounds Groomers shifted
to its current business platform — a move
to simplify reporting that Lightfoot had
wanted to make for about five years.
Overhearing migration headache stories,
he went into the process expecting some
upsets, and he also put a team and plan
into play. “Having a team tackle a project
like this is vital,” he says.

2024 Asforwriting informational texts related The company’s accountant and estima-
Closing communication Ioops . ;o se.rvices - al?d internal documents AN Dpen Mind tor were involveq, along 'with sox'ne' key
ike job descriptions — Overman often . . managers and an integration specialist at
“You can do the best job in the world with lawn care, but if you don’t 2 2 % 7 80/ relies on ChatGPT. “We used it to revamp to Dptlmlzatlon the software company. Rather thanrolling
communicate effectively with customers, your service is only O.K. at o customer communications, service de- After 32 years in business, Les Lightfoot  out the system to technicians in the field,
best,” says Cory Overman, owner of Lafayette, Ind.-based Shades of YES NO scriptions and pretty much anything we has evolved from basic spreadsheetstoa  Lightfoot opted to give only managers ac-
Green, a business he started in 2009 while finishing college. send out via text we run through ChatGPT fully optimized CRM platform that inte-  cess to the app for inputting data.
What “lit the fire” to explore client communication and internal tech first,” he says. grates with fleet management software, a “I've heard of companies who have guys
tools was a fine fescue lawn complaint years back. In northern Indiana, 2021
this turfgrass variety thrives in spring or in fall when it greens up. “But it e CO——
checks out in the summer because it can’t translocate enough water,”
0 16% 84%
verman says. (o) (o] g What was your 2023 revenue?
Well, the customer didn’t know this. And she wasn’t very happy about VES NO g
what appeared to be an ineffective lawn care program. “It was our job g
to communicate information about the turfgrass and we learned the g 2 0 ol o 1 0 OI o 140I o 1 3 OI o 1 2°I o 80/ o 2 3 OI o]
hard way,” Overman says, adding that in the technician’s defense, the % UNDER $200,000- $500,000- $1-$1.9 $2-$3.9 $4-$6.9 $7 miLLION
E! $200,000 $499,999 $999,999 miLLION miLLION miLLion OR MORE

company should have had a system in place.
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in the field use the system, but when there is a mistake
that is made, someone in the office has to find it and fix
it,” Lightfoot says. “We chose to have a dedicated person
in the office who tracks the crews and puts the prior day’s
GPS records into the program every morning.”

Because of streamlining its use, Lightfoot said the first
month the office closed the books, the process only took
about 15 minutes — not days.

Lightfoot approaches technology with an open mind.
He is exploring a smart connector program for hand-held
equipment provided by the manufacturer. It gathers and
transmits data from equipment to collect run time infor-
mation, lastlocation of tools and other fleet management
insights. “It seems like a really cool program, and we just
started looking into it,” he says.

He's been watching autonomous mower advances but
will wait and see.

“Thelast thingIwantis to have an accidenton ajob, so I
would like to see more hours in the field as that technology
develops,” he says, figuring the ideal applications would
be in areas where there is not a lot of pedestrian traffic.

Lightfoot is also exploring Al-optimized fleet video.
Currently, the company’s vehicles are equipped with
forward-facing cameras. The Al-enabled video would
provide helpful prompts, he says. “It can tell whoever is
in the truck to put on their seatbelts, slow down or watch
out ahead.”

The company also deployed new irrigation technology
that he says helped their top- and bottom-line revenue.
“That has been a game-changer for our irrigation de-
partment,” Lightfoot says of the smart controller system
that gathers data like rainfall and temperature to create
watering schedules.

It has allowed the company to remotely monitor and
controlirrigation systems, reducing the need for sending
out a tech to make manual adjustments in many cases.

Tech Tools Drive
Rave Reviews

Since January, Jonny Nichols Landscape Maintenance in
Dover, Del., has more than doubled its Google business
reviews and saw an increase in star ratings from 4.1 t0 4.6.

“It'sbeen many years now but ever since Jonny Nichols
took over fertilizing our yard it just keeps getting better.”
(This reviewer handed out a 5-star rating.)

And another: “They have helped us get the yard
cleaned up twice now and I cannot say enough about
how they seem to operate like a well-oiled machine.”

Plus, a fan named Peter O. remarks, “Not only is the
service itself excellent, (my lawn has never looked this
good!) but they respond quickly and effectively to any

JUNE 2024 * LAWNANDLANDSCAPE.COM

How much does your company depend on
technology and software compared to 5 years?

Note: There wasn’t much of a change compared to 2021 answers.

42%
33%
22%

M 2%
[ j1

A lot more ® Somewhat less

Somewhat more ® Alotless

The same

How much have investments in technology
or software helped you recruit and retain
employees?

Note: Only 7% of people said ‘A lot’ in 2021.

14%/0 | 34%0 31%0

A LOT SOMEWHAT NOT REALLY

229%0o

NOT AT ALL

special requests I may have.” Response time and seamless
communication are front and center for the second-generation
family-owned business, with marketing administrator Rebecca
Stubbs leveraging its integrated CRM and texting platform as a
tool for maximizing customer touchpoints.

The Google reviews are a perfect example.

“After I send out an invoicing batch, I also send out a batch
of emails or texts to customers who had service the previous
day,” explains Stubbs, relating that filters in the CRM system
allow her to tag client groups, such as those who received a
lawn care application that week.

With this simple review request, the response has resulted in
a “crazy increase” of clients who are happy to rate the service,
Stubbs says.

Part of this tagging system includes categorizing clients who
want to receive text reminders of appointments. Since the
systems all “talk,” if a customer replies that they will not be
home the scheduled day and an irrigation turn-on is indoors,
Stubbs can simply move the appointment and crews see the
real-time change.

Each crew member is equipped with a company-supplied
tablet with an app that shows their daily schedule and allows
for taking pictures on site that can be dragged into customers’

files. “If I have a customer with an irrigation leak,
the client can send a photo, I can pull that into
the system and send a message directly out to the
irrigation tech with a picture,” Stubbs explains.

All company vehicles are equipped with GPS —
also linked to the main system.

Overall, Stubbs says, “It keeps information all
in the same place and there is a lot more account-
ability with the activity logs — what’s been said to
whom and what actions need to be taken.”

Stubbs notices a marked boost in customer
satisfaction.

“I know we are moving in a positive direction
with marketing because we are tracking what
postcards people reply to, and we log that with
tags,” she says. “When customers say how they
heard about us, we load that information into the
system so we know which campaigns are getting
areturn and which ones are not really working.”

Meanwhile, the client outreach extends beyond
service notes to a regular newsletter, and Stubbs
relies on ChatGPT to generate topics and some
basic content framework that she can modify.

“We have come a long way, and the communi-
cation is unmatched,” she says.

No Going Back

Initially when Alicia Abell started at Monarch
Landscape Management in Houston, Texas, tech-
nology was a way to gain a competitive advantage.

“Now it’s the only way we can run our business
efficiently,” she says of the 23-year commercial
maintenance firm that dove into its first operations
system about 10 years ago.

Can customers pay for your services
online?

Note: One anomaly in comparing 2021 to 2024 is less
companies let customers pay online.

2024 2021

no 27% no 23%

Do you feel the technology or software you
use as a company makes you more attractive
to potential customers?

2024

NO 46%

Respondents had the chance to explain their answers:
A handful of those responses are below.

“Absolutely! 1. Client portals make it easier for customers to easily
manage their estimates, upcoming jobs, invoices, payments, etc. at
their leisure. 2. Real tfime tracking of trucks and equipment allows us
to update our clients if they call in asking for a question in regards to
arrival times (mostly important with snow removal). 3. CRM software
allows us to better organize client notes, etc., making us more
efficient at answering their questions.”

“The customer appreciates the transparency we are allowed to
provide because of technology. For example, digital site evaluations,
cloud managed irrigation with digital reports and pictures, and
capabilities to report issues and concerns immediately.”

“Since COVID, we went all electronic invoicing and payments.
Changed in that we pay way more in tfransaction fees, but customers
pay faster.”

“l don't know that potential customers are attracted to software,
they're attracted to results and most don't care how you get them.”

“My customers just like a nice job done and not care about the
technology.”

“Our core value proposition is offering the highest quality service
and craftsmanship in our region, most of the technology and
software we use is not customer facing.”

“Customers expect us to keep up with technological advances and
other industries tend to be ahead of the green industry. So, we are
having to provide solutions to be on par with what they are receiving
and experiencing in other sectors.”

“Our clients are busy people and the more streamlined and efficient
we can make our services and doing business with us the more
attractive we will be to the market.”

LAWNANDLANDSCAPE.COM * JUNE 2024
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During the last five years, Abell has concerted efforts
toward “incorporating tech into everything.”

“Literally everything,” she says.

This includes tracking leading and lagging indicators,
fleet management, customer communication, billing and
generating solid standard operating procedures (SOPs)
and training materials. Add to the list smart irrigation
monitoring and HR functions such as a platform that
employees’ access to review documents, submit time-off
requests or reference paystubs.

Monarch employes about 150 team members, and
“having complete buy in” has been key, Abell says,
speaking to its most recent migration to a new business
platform. She established an integration team of “super
users” including several representatives from her com-
pany and the software firm.

The catch: roll-out date was not ideal being in May.

Though, she points out, “Is there ever a convenient
time? We said, ‘Let’s rip off the Band-Aid and jump into
it, embrace it and make it work. There was no failing. No
going back.”

This attitude drives innovation at Monarch Landscape
Management.

The company provides cell phones to crew leaders
and up, and two-in-one computers with cell service for
account managers allow them to access any information
they need in the field to provide quick proposals.

Which of the following do you use at

your company?

MOBILE TECHNOLOGY — 82% 79%

APPS; SMARTPHONES
BUSINESS/ACCOUNTING SOFTWARE 81% 79%
SOCIAL MEDIA 75% 65%
GPS SOFTWARE/ EQUIPMENT 53% 46%
DESIGN SOFTWARE 50% 47%

ONLINE MARKETING 50% 44%

ELECTRIC/BATTERY-POWERED

EQUIPMENT 45% 4%

SEARCH ENGINE OPTIMIZATION 43% 44%
ARTIFICIAL INTELLIGENCE 26% =
DRONES 17% 16%

AUTONOMOUS MOWERS 9% 5%

Note: Artificial Intelligence wasn’t an option in 2021.

What do you use software for in your business?
(Choose all that apply.)

2021

WATER MANAGEMENT

JUNE 2024 * LAWNANDLANDSCAPE.COM

PAYROLL/ACCOUNTING

FIELD SERVICE/SCHEDULING

JOB COSTING/ESTIMATING

PROPERTY MAPPING

CRM/SALES MANAGEMENT AND TRACKING

GPS/FLEET MANAGEMENT

LANDSCAPE DESIGN/DRAWING

MATERIAL INVENTORY

Simply connecting on FaceTime can
expedite business and help with decision-
making between crew leaders and field
teams, Abell points out.

“Using the systems fully helps us really
understands our numbers,” she adds, re-
lating an experience when the company
adopted a piece of an electronic filing
system for receipts and invoices — and
itreally wasn’t worth it.

“The idea was to better pull info when
audited or to ensure the accuracy of our
filing, but we found it was more time-
consuming than we could accept. We
gave it sixmonths, and ultimately decided
we weren't using the system to its fullest,
and because we were only utilizing a
small piece, it wasn’t worth the time or
investment.”

What proved valuable was a credit card
system that, once a card is swiped, sends
the customer a text asking for a picture of
the card to maintain for auto payments,
if desired. “This prevents lost receipts,”
Abell says.

Because Monarch has approached its
latest operations system in an all-in way,
she’s seeing more traction with upsells
and “penetration” of customers electing
more than one service.

Now on the docket: an effortto go 100%
paperless.

“It’s the only way to go,” Abell says.

She says the same thing aboutleaning
on tools like ChatGPT.

“We standardize messaging, so if we
are going to aerate the turf, we use Chat-
GPT to come up with the benefits and
create a template so when we propose
the solution for customers, they under-
stand what it is, how it works and what
to expect,” Abell says.

Abell updated training manuals with
more robust information, enhanced
job descriptions and wrote SOPs for the
company using ChatGPT as arough-draft
writer.

“I input 10 key points for our SOPs,
inputitinto Chatand boom, nowwe have
the real makings of a nice SOP manual.”

Where the company has not deployed

Rank in order the factors
that stop you from investing
in new software with 1 being
the maijor factor.

4

TOO

COSTLY TOO DIFFICULT

TO IMPLEMENT

TOO DIFFICULT
TO UNDERSTAND

~ WE DOUBT
THE BENEFITS

1

Alis in its phone system. “We have people
on staff answering phones, and there is an
emergency phone number for clients and
someone is always on call for off-hours
assistance,” she says.

Streamlining Manpower

Brandon Granger moved from printed
Excel schedules distributed daily to crew
members to an operations platform that
team members access with an app. He
admits, the old way was “cumbersome and
hard to keep track of because if it rained,
it was hard to switch the maintenance
schedule.”

He started his Florence, S.C.-based busi-
ness in 2002, and like most, relied on paper
and pen for years. But embracing technol-
ogy for the maintenance side of his busi-
ness has been a game-changer, he says.

“Our team members have apps on their
cell phones, and they use those in the field
to trackmanhours, see all their jobs for the

How are you using
Artificial Intelligence
at your company?

“To write communication to
customers.”

“Using it to write copy. The
irrigations techs are using it fo write
quotes, | am using it for allmanner
of activities from generating art for
fraining to using it to brainstorm
names as we are rebranding the
company.”

“Al isimplemented mainly where
our marketing campaigns are
concerned. We utilize this tool

in order to design graphics and

flyers for social media posts and
newsletters.”

“We use it here and there for email
marketing and figuring out the best
way to present some difficult topics
and information to our customers.”

“Very minimal, at the moment only
using maps and voice commands
but would love to use more.”

day and they can take photos of completed
work to submit to the system,” Granger
says. This offers documentation that
Granger Landscapes was on site. Granger
credits the adoption to eliminating part-
time office staff.

Next on the list of implementations is
GPS for vehicles. Already, Granger uses a
phone system that forwards all office calls
directly to his mobile.

“We have done answering services in the
past, butyou either deal with an issue now
or deal with it later, so allowing people to
reach me directly by phone or text provides
better service,” he says.

Granger sees a place for autonomous
mowers in wide-open spaces. He’s not
jumping into the arena for now.

“Idon’tsee residential customers biting
into it yet,” he says, adding customers still
want to know the company they hired is
showing up to take care of their needs. et

The author is a freelance writer based in Cleveland, Ohio.
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Connect your
entire operation in

SYSTEM

From estimating to scheduling, invoicing, reporting, and
more, the Aspire ecosystem of solutions has you covered.
Grow fast, scale effectively, and keep your team and
technology connected with Aspire.

Bid, Win, & Profit

11
-e.

Growth Efficiency Profitability

Double the number of More than double the Increase profit margins
bids per week* Crews per ops manager** by 7% or more**

“Aspire allows all of us to work cohesively together and have processes and procedures in place
that we can truly follow. And there’s not a disconnect across different platforms. We can truly see
how everybody’s doing; there's a sense of cohesiveness all the way across.”

Niwar Nasim
Owner & General Manager, Nasim Landscape

* Results are illustrative of certain customers’ success; your individual results may vary.
** Based on a survey of customers using Aspire for at least one year, in tandem with Propertyintel, an Aspire solution; your individual results may vary.

Ready to get started?
Visit youraspire.com to schedule a demo or contact
your Aspire Care representative.
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