COURSE OUTLINE
	Title:
Marketing Water Efficient Landscaping
	Course Number:  HOR 147-01
Credits:  1
Date: October 27, 2005



Institution: Clackamas Community College

Outline Developed by:  Horticulture Department, Dave Snell 
Type of Program: Technical Preparatory 
Course Description:  Exploring the principles of water conservation in the landscape and how to be more profitable by selling water conservation practices to residential and commercial end users.
Course Objectives:   Explore ways to incorporate water efficiency into standard business practices for client retention, obtain new clients, and/or increasing business profits.
Student Learning Outcomes: 

Upon successful completion of the course the student should be able to:

· Analyze a site’s current water use and evaluate the system efficiency.

· Create a plan for efficient water use.

· Propose and sell the plan to the site owner/manager.

Length of Course: 10.5 lecture hours.

Grading Method:  Letter Grades only
Prerequisites:  None.
Required Text:  None.  Students are will be provided handouts.
Major Topic Outline:
Session 1

A.  Water supply issues

      1.  Projected population growth and what it means for future water supplies

      2.  Landscape’s current share of domestic water vs. the future

B.  Understanding landscape water requirements and how to best apply water

      1.  Evapo Traspiration and soil type

      2.  Turf vs. shrub

      3.  Best irrigation types and materials

      4.  Acquiring water use history from the water purveyor

C.  Reasons to market’Waterwise’ landscaping

      1.  Water is a finite resource

      2.  The future of the “Green” industry depends on it

      3.  Demonstrate you are a sustainable business (eco friendly business)

            a.  Fertilizer/pesticide run off issues

            b.  Water shortage issues

            c.  Escalating water costs

            d.  Doing the multitude of environmentally responsible things

      4.  Creating a niche for yourself and your company
Session 2

A.  ‘Waterwise’ practices for Landscape Installation

      1.  Mulching and amendments

      2.  Quality irrigation design

      3.  Practical landscape design and plant selection

B.  ‘Waterwise’ practices for Landscape Maintenance

      1.  Irrigation maintenance contracts

      2.  Irrigation system monitoring and evaluation

      3.  Irrigation scheduling

      3.  Aerating/ top dressing/ wetting agents etc.

      4.  Soil sampling

      5.  Turf  mowing height and clipping recycling

C.  Sales 101

      1.  Selling yourself

      2.  Selling your company

      3.  Selling the product

      4.  The fallacy of price

      5.  It’s OK to walk away

      6.  You have two ears and one mouth – the art of listening and asking
           Questions
Session 3

A.  Selling residential jobs

      1.  Customer hot buttons

           a. Trust/ character/ reputation

           b. Communication

           c.  Creativity/ uniqueness

           d.  Price

           e.  Water cost savings and return on investment

      2.  Demonstrating ‘Waterwis’e benefits

          a.  Property values long term

          b.  Cost benefits long term

          c.  Ego/ self satisfaction

          d.  Environmental and natural resource appreciation

B.  Selling commercial jobs

     1.  Customer hot buttons

          a.  Reputation/ references/ who you know

          b.  Water cost savings and return on investment

          c.  Public image and perception and self image

          d.  A partner invested in their interests

          e.  Relieve them from site concerns

     2.  Demonstrating ‘Waterwise” benefits

          a.  Long term cost savings

          b.  Better water use solves other site issues

          c.  Enhance image and public relations

C.  Being competitive

     1.  Know the costs of doing business

     2.  Be professional

     3.  Be knowledgeable and up to date

          a.  Attend seminars and trade shows

          b.  Participate in trade associations

          c.  Achieve certifications

     4.  Use your suppliers as a resource

D.  Closing the sale (graduating from sales 101)

     1.  Listen / understand the customer’s issues

     2.  Provide a solution

     3.  Ask for the order
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