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Ariens Company 
Brillion, WI 
Lead Sponsor 

 
 THANK YOU TO ALL OF OUR ASSISTANT SPONSORS 

Hemlocks Landscaping – Jasper, GA 
Land Tech Enterprises, Inc. – Warrington, PA 

Skinner Nurseries – Jacksonville, FL 
ValleyCrest Companies – Calabasas, CA 

 
Group Interviews:  5:00-6:00 pm on Thursday, March 27, 2008— 

Renaissance Waverly—Waverly Room 
Event:  Friday, March 28 from 6:00 pm-9:00 pm—Renaissance Waverly—Stanhope 

Prep Room—Renaissance Waverly--Ascot 
Saturday, March 29 from 7:30 am-5:30 pm—Room 127 

Prep Room--Library 



 

 
 

SALES COMPETITION PACKET 
 

The Packet includes the following information to explain the event and help guide you through 
your presentation. 
 

1) Sales Competition Rules 

2) Competition Instructions, Goals and Judging Criteria 

3) Sales Scenario 

4) Corporate Profile and Procedures 

5) Project Profile 

6) Client Profile 

7) One (1) Contract  / Contract Specifications 

8) Quotation Pricing 

9) Sample Deposit Check 

10) Landscape Base Map 

11) Judging Score Sheet 

 



 

 

SALES COMPETITION 
RULES 

 
1. All contestants must be registered before the student briefing on Friday, March 28. 
 
2. All participants will receive an INFORMATION PACKET at registration.  The information 

is also available on the web site at www.landcarenetwork.org/cms/studentcareerdays.html. 
 
3. This is a timed event.  You or a representative must be present at the student briefing on 

Friday to sign up for a presentation time.  A lottery drawing will determine the order in 
which students will sign up for time slots. 

 
4. Contestants are asked to arrive to the Competition at least 15-30 minutes prior to their 

scheduled presentation time and check in. 
 
5. At Competition Check in, please present the following: 

a. Your Student ID/PLANET Participation Badge 
b. Judging Score Sheet with the top portion completed. 
c. All contestants are video taped and will need to sign a waiver release at check in 
 

6. The Contestants are responsible for bringing the following for their presentation: 
a. Contract Signature page  
b. Landscape Base Map 
c. Any additional props / materials that they will need for their presentation 
 

7. Contestants, fellow Students and Faculty MAY NOT VIEW  the Competition until their 
respective school is competing or has completed the Competition. 

 
8. The winner is the Participant with the Highest Cumulative Score and must have received a 

Signed Contract and a Deposit Check from their clients. 
 
9. In the event of a Tie, the contestant who completed their presentation with the highest sale 

will be declared the winner.  In the event there is still a tie, the contestant who completed the 
sale in the least amount of time will be declared the winner. 

 
10. Winners will be announced at the Closing Ceremony on Sunday, March 30, 2008 

 



 

SALES PRESENTATION COMPETITION INSTRUCTIONS 
 
The Student (maximum 1 per school) will be given a scenario at registration.  It will also be available at the web 
site at www.landcarenetwork.org/cms/studentcareerdays.html.  The student is given the opportunity for a 
group interview where clients will take questions.  This will occur between 5:00 and 6:00 pm on Thursday, March 
27.  This is so they may obtain information that will help them close the sale.  They will then have 10 minutes to 
conduct a sales presentation, obtain a signed contract and a deposit check.  Please review all information provided 
to you, as it is important in making an effective presentation. 
 
The client’s role has been rehearsed and they will give similar responses to all contestants.  The clients will 
respond to your presentation, but will not lead you.   
 
During your presentation you must convince your clients that North Metro Landscapes is the right company to 
design and maintain their property.  You may also present options to the proposal that might meet and perhaps 
exceed the client’s expectations.  It is your responsibility to take the lead role in this presentation. 
 

Format:     
1) Students will have an opportunity for a group interview on Thursday evening.  The student may designate 

a representative from their school team.  You may take notes, but no tape recorders are allowed.  
 

   Renaissance Waverly—Waverly Room  5:00-6:00 pm   
     
2) Arrive 15 – 30 minutes prior to your scheduled presentation time on Friday evening or Saturday and check in 

at the Sales Prep Room  - Friday Night Sales Prep room will be at the Renaissance Waverly Ascot Room.  
Sales Prep room on Saturday will be at the library at North Metro Tech. 

3) You will be cued by the greeter when you are next, and when it is your turn. 
4) You will be escorted or directed to Renaissance Waverly Stanhope room on Friday and Room #127 

Saturday where the timekeeper of the event will present you to the audience and the judges.  You will be 
cued when time is started. 

5) After 8 minutes you will be given a 2 minute warning.  A timer will go off at the end of 10 minutes.  You will 
be required to stop your sales presentation at the end of the allotted time and give the judges your contract and 
deposit check. 

 

Goal:  
1) Obtain information from the clients in the group interview that will help you close the sale 
2) Present your findings and solutions to the clients. 
3) Convince the client that what you proposed would meet their needs’ and that they should go forward with the 

contract. 
4) Have the contract signed. 
5) Obtain the required deposit. 
 
Judging Criteria:  Presentations will be restricted to a time limit of 10 minutes and will be judged as follows: 

1) General Considerations: (base of 50 Points): 
 Professional appearance, confidence and enthusiasm (15 points) 
 Preparation for your sales presentation (20 points) 
 Reviewing your design / concept with the client (15 points) 

 
2) Meeting the Goal (base of 50 Points): 

 Meeting clients goals and overcoming hidden objectives (20 points) 
 Total contract sales amount (10 points) 
 Signed contract (10 points) 
 Deposit received (10 points) 



 

 

SALES SCENARIO 
 
The date is March 28, 2008.  You are a Landscape Designer / Sales Representative for your firm, North 
Metro Landscapes.  Your firm is well established in the area and has a reputation for completing 
superior work.  You have been with the firm for one year. 
 
You met with Mr. & Mrs. Westinghouse a few weeks ago.  This was after Mrs. Westinghouse called and 
asked for a meeting.  The Westinghouse’s are unhappy with their current landscaping.  Mrs. 
Westinghouse got your company’s name from an associate at Memorial Hospital where she is the Vice 
President of Marketing. 
 
In this meeting, you will present your design.  Your goal is to get the signed contract and deposit check. 
 

 
 
 
 

CORPORATE PROFILE & PROCEDURES 
 
Your Company (North Metro Landscapes) is an established full service landscape firm.  The company 
has the reputation of providing sound, innovative design and quality construction services. Your firm is 
known to be expensive but of real value; is a full service company able to handle all aspects of 
design/build, plant health care, tree care and property maintenance. 
 
Your firm has provided landscape design/build services in the surrounding communities since 1970.  
North Metro Landscapes completed a landscape design project for an associate of Mrs. Westinghouse.   
 
You have been with the firm for one year and got this lead a few weeks ago when Mrs. Westinghouse 
called your company. 
 
You are responsible for meeting the company requirements for negotiating the job and entering into the 
contract.  You are a commissioned based salesperson.  Your incentive is 5% of the total contract.   
 
North Metro Landscapes standard landscape design/build contract payment terms are 50% at the time of 
signing and 50% due upon completion, unless other arrangements have been made with the client.  
 
North Metro Landscapes standard maintenance contract payment terms are 8 equal monthly installments 
payable April 1 through November 1. 
 
 



 

 
PROJECT PROFILE 

 
·  The home is located in Ft. Lauderdale, FL, and is currently appraised at $3,500,000. 
 
·  The property is a 1 acre parcel.  

 
·  The surrounding area is residential with similar properties with the median house valued at three 

million dollars. 
 

·  This is a repossessed home purchased by the Westinghouse’s.  They have installed a volleyball 
court in the back yard. 

 
·  The front of the property has overgrown landscaping and needs renovation.  Westinghouse’s are 

not sure who did the work. 
 
·  You also have a pool in the back yard.  You both enjoy spending time around the water as it is 

very calming to you. 
 

·  The Westinghouse’s are also very concerned about security especially since their neighbors seem 
to have their property more protected than the home they purchased.  The driveway in the front is 
also cracked in areas making a very uneven surface. 

 
·  You both enjoy entertaining and Mr. Westinghouse likes to grill for guests. 

 

× You both love pets.



 

 
 

    CLIENT PROFILE : 
 

Bruce and Jane Westinghouse 
 

·  Bruce Westinghouse is a lawyer and has been practicing for 20 years.  He recently won a high-
profile case in the city.  Bruce likes to impress colleagues, expects competence, professionalism 
and demands a high level of service. 

 
·  Jane Westinghouse is the Vice President of Marketing for Memorial Hospital.  Her schedule is 

very demanding and she has little time for details around the home.  She prefers to leave it to the 
professionals.  Jane expects a high level of quality and customer service. 

 
·                 

 
·                 
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AGREEMENT 
 

for 
 

LANDSCAPE DESIGN 
 

at 
 

Westinghouse Residence 
2060 Sunrise Drive 
Ft. Lauderdale, FL 

 
 
 
 
 
 
 
 

Prepared by 
North Metro Landscapes 

 
 

 
  



 

 
 
 
 
 
 
 
North Metro Landscapes contract  for the Westinghouse property consists of the following: 
 

1) Landscape design project for the back yard that includes a water feature. 
2) Landscape design project for the front yard that includes an estate gate. 
3) Interested in a maintenance contract. 
 

North Metro Landscapes agrees to design/install project for Westinghouse residence in the total amount 
of $___________________.  (50% deposit due upon signing) 
 
   
This annual agreement shall commence on March 29. The parties agree that either party may terminate this 
agreement with cause upon 30 days written notice to the other party. Upon termination of this contract, all  
services that have already been rendered shall become immediately due and payable. 
 
We welcome the opportunity to be of service and thank you for your consideration of our proposal. 
 
Respectfully submitted by:   Approved and accepted for: 
 
North Metro Landscapes   Westinghouse Residence 
 
  
 
By:    By:      
 
 
Date:    Date:      
 
 

 



 

 
Landscape Contract Guarantee / Specifications  

 
 

GUARANTEE 
All woody and evergreen plant material furnished and installed by North Metro Landscapes, which fail to live for 
one- (1) year past the date of installation will be replaced one time only at no charge.  We offer a lifetime 
guarantee on any plant material installed by North Metro Landscapes provided you utilize our Landscape 
Maintenance Service upon the completion of your Landscape Installation.  Please see Plant Replacement 
Provision below.  
 
Plant Replacement Provision 
All plant materials to be furnished under this proposal have been nursery-grown, inspected and will be free of 
common diseases, pests, and physical damage.  Material found to have been damaged in transit or handling will 
be replaced prior to planting.  Installation will be in accordance with accepted horticultural standards and 
practices, and include the usual adjustments for each variety to perform well within this region.  North Metro 
Landscapes will replace, with comparable varieties and quality, any plants that fail within a year after planting, 
with the exceptions of sod, seeding, annual flowers or any plants in raised containers.  This provision does not 
indemnify our customer against theft, vandalism, damage from accident, acts of God, neglect of proper 
maintenance or failure of irrigation, including over-watering.  Instructions for maintenance will be provided, and 
our staff will gladly answer inquiries about proper care of your landscape if situations arise with which you are 
unfamiliar.  We do reserve the right to inspect plant material, at will, inform owner and perform any horticultural 
care needed.  The Transplanting of customer’s material is not included in this warranty.  All perennials and 
ground covers are guaranteed for one (1)-growing season. Both seeded and sodded lawns will be under warranty 
until the first mowing.  Continued watering of newly planted lawn areas is required for proper germination and is 
the responsibility of the owner.     
 
All hardscape materials, such as brick, stone and paving, to be installed according to specifications.  Materials 
shall be provided according to specification and installed according to plan grades and pitches. All labor and 
materials are guaranteed in full for one (1) year after date of installation. Installations are not guaranteed 
against settling in new construction conditions. 
 
CONDITIONS  
All work subject to normal sub-soil and site conditions. Property and building line location pertinent to the 
landscape work are the responsibility of the owner. Any extraordinary expenses caused by unknown or 
undisclosed buried/foreign objects, electrical wires, invisible fence wires, wire meshing in concrete, telephone 
wires, cable TV, satellite TV, landscape lighting, irrigation wiring and piping, drain tile, sump drains, gas lines, 
pool lines, water lines, sewer lines, tree roots and stumps, etc., are the homeowners responsibility and shall be 
relocated, removed and/or repaired on an additional time and material basis.  This Proposal assumes that the site 
is free of debris and all grades are within 1.5” of finish grade prior to the Landscape Contractor starting work. 
 
WORK ABOVE AND BEYOND THE SCOPE OF THE APPROVED LANDSCAPE P LAN:  All requests, 
changes and installation of materials above and beyond the approved landscape plan will be billable at rate of $50 
per man hour plus materials and sales tax. 
 
 



SIZE MATERIAL INSTALLED COST
2.5" SHADE TREE 950.00$                             
3" SHADE TREE 1,300.00$                          
4" SHADE TREE 1,750.00$                          
6' ORNAMENTAL TREE 680.00$                             
8' ORNAMENTAL TREE 1,150.00$                          

10' ORNAMENTAL TREE 1,575.00$                          
24" DECIDUOUS SHRUB 70.00$                               
36" DECIDUOUS SHRUB 95.00$                               
48" DECIDUOUS SHRUB 120.00$                             
8' EVERGREEN TREE 990.00$                             

10' EVERGREEN TREE 1,365.00$                          
24" EVERGREEN SHRUB 133.00$                             
36" EVERGREEN SHRUB 228.00$                             

1 GAL. PERENNIAL 16.00$                               
FLAT GROUND COVER (covers 14 sq ft) 69.00$                               
FLAT ANNUALS (covers 14 sq ft) 40.00$                               

1 ROLL FINE GRADE AND SOD (covers 10 sq ft) 7.25$                                 
1 SQ. FT. FINE GRADE SEED AND BLANKET 6.25$                                 
1 SQ. FT. PLANT BED MULCH ( 3" DEEP ) 0.72$                                 

1 SQ.FACE FT CONCRETE BLOCK RETAINING WALL SYSTEM 44.00$                               
1 SQ.FACE FT NATURAL STONE RETAINING WALL 48.00$                               

1 SQ.FT. BRICK PAVER 14.00$                               
1 SQ.FT. NATURAL STONE PAVING 18.00$                               

1 EA 6" X 8" X 8' LANDSCAPE TIMBER 100.00$                             
1 EA OUTDOOR FIREPLACE (5' x 10') 27,500.00$                         
1 EA OUTDOOR FIREPIT (4' diameter) 4,900.00$                          
1 EA PERGALA 19,500.00$                         
1 EA OUTDOOR KITCHEM SYSTEM (w/gas grill, 6' length) 29,000.00$                         
1 EA OUTDOOR WET BAR (w/plumbing  5' length) 14,000.00$                         
1 EA LANDSCAPE LIGHT 190.00$                             
1 EA LG DECORATIVE FLOWER POT W/ ANNUALS 695.00$                             
1 EA SM DECORATIVE FLOWER POT W/ ANNUALS 315.00$                             
1 EA IRRIGATION SYSTEM 12,900.00$                         
1 EA WATER FALL AND POND ( 10' X 20' ) 10,750.00$                         
1 EA FOUNTAIN 3,000.00$                          

1 LINEAL FT 60" WROUGHT IRON FENCING 29.00$                               
1 EA DRIVEWAY ESTATE GATE w/ AUTOMATIC CONTROLS 5,000.00$                          
1 EA 24" DECORATIVE BOULDER 225.00$                             
1 EA 36" DECORATIVE BOULDER 350.00$                             
1 EA BIRD BATH 450.00$                             
1 EA GARDEN SCULPTURE large 7,500.00$                          
1 EA GARDEN SCULPTURE small 3,450.00$                          
1 EA FOUNTAIN 3,000.00$                          
1 EA DECORATIVE GARDEN BENCH 1,890.00$                          
1 EA GARDEN TABLE & CHAIRS W/ UMBRELLA 2,570.00$                          
1 EA PLAY GROUND SYSTEM 7,500.00$                          

NORTH METRO LANDSCAPES PRICING
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        Everywhere Town Bank 
 
Memo            
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  SALES PRESENTATION 
Judging Score Sheet  

32nd Annual PLANET Student Career Days 
North Metro Tech – Acworth, GA 

 
Student Name         Student ID# ________________________  
 
School Name                
 
GENERAL CONSIDERATIONS  (base of 50 points as below) 
  +/- POINTS 

AWARDED 
15 points  
maximum 

Physical Preparation (professional appearance, confidence, enthusiasm)  

20 points 
maximum 

Preparation for the sales presentation   

15 points 
maximum 

Reviewing what is included in the landscape maintenance contract 
 

 

 SUBTOTAL  

 
MEETING THE GOAL (base of 50 points as below) 
  +/- POINTS 

AWARDED 
20 points  
maximum 

Overcoming client objections/Identifying hidden/real agendas  

10 points  
maximum 

Total Contract Sale  

10 points 
maximum 

Obtaining signed contract  

10 points  
maximum 

Obtaining deposit  

 SUBTOTAL  

 TOP SUBTOTAL   

 TOTAL     
 
Start Time  Stop Time   Time Elapsed        Team Score     


