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Landscape Business Consulting










            Marketing and Sales 101

Client Selection Criteria
   Y       N

____  ____ 1.   Financially Stable:  Fiscally healthy; pays on time.

____  ____ 2.   Value Driven:  Understands what we bring to the table and that price is not the primary
  decision factor; recognizes the importance of the landscape to their business.

____  ____ 3.   Improvement:  Understands the importance of investing in the project to increase value.

____  ____ 4.   Performance Based:  Not a “body count” type of mentality; focuses on results not
  methodology.

____  ____ 5.   Loyalty:  Stable relationships with contractors; doesn’t change contractors often.

____  ____ 6.   Long Range Commitment:  Willing to commit to a multi-year contract.

____  ____ 7.   Realistic Expectations:  Understands landscape maintenance reality; does not call
  random, unnecessary, and frequent fire drills.  Specifications are reasonable and can be
  met.

____  ____ 8.   Win-Win Attitude:  Values partnerships that promote a mutually-beneficial, long-term
  relationship; is collaborative and respectful of others.

____  ____ 9.   Potential:  Related to additional properties that may require landscape service.

____  ____ 10. Reference:  Will serve as a good reference and testimonial; is likely to refer other clients 
  to our company.

____  ____ 11. Size:  Not less than $1,000 per month; unless it is on the site of an existing job. 

____  ____ 12. Location:  Job location is within the targeted geographic area.  Size of the job may
  override the distance to the job site.

____  ____ 13. Market Type:  Fits within our preferred client market-(i.e., owner operated).

____  ____ 14. Relationship:  Currently doing business with a sister company; positive experience with
  the sister company. 

