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Changing the Visual Image of the State
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Why Join LAN?

*LAN ecxpresses the collective voice of the Green
Industry in Louisiana. LAN members sit on
the Horticulture Commission and lobby for
legislation that affects nurserymen.

*LAN promotes professionalism through a Certi-
fied Nurseryman training manual and test-
ing program.

*LAN sponsors scholarships for horticulture stu-
dents in universities across Louisiana.
eLAN supports rescarch on topics important to
nurserymen. One LAN grant supported a
comprehensive study of Green Laws. This
study will assist Louisiana communities in

passing their own Green Laws.

¢LLAN schedules an annnual short course jointly
with the Mississippi Association of Nursery-
men. This event draws more than 900 par-
ticipants and more than 100 exhibitors. The
course meets alternately in Jackson, Missis-
sippi and Baton Rouge, usually on the sec-
ond weekend in January.

APPLICATION FOR MEMBERSHIP
Louisiana Association of Nurserymen

+LAN is subdivided into nursery regions (c.g., the
Central Louisiana Association of Nursery-
men, the Northewest Louisiana Association
of Nurserymen). Through these groups and
through the annual short course, you'll meet
others in the Green Industry. You'll get
ideas, find suppliers or buyers, and meeta lot
of enjoyable, dedicated people.

«LAN is a participating member of the huge TAN-
MISSLARK trade show, which meets annu-
ally during the summer. It is the world's
largest nursery show, and provides you with
access to almost any nursery product imag-
ineable.

«LAN members receive this magazine, plus supple-
mentary mailouts from LAN secretary Dir.
Warren Mcadows.

¢ LAN offers members special services, such as train-
ing tapes for those secking to comply with
OSHA hazard communication standards.

]

To: Officers and Members, Louisiana Associa-

tion of Nurserymen

I hereby apply for membership in the Louisiana
Association of Nurserymen, subject to the approval
of your membership committee. I agree that the
decision of the membership committee is final.

Firm Name

Should I wish to cancel my membership at any
time in the future, I agree that I must do so in
writing to the secretary no later than the last day of
December of the current fiscal year. Failing to do
this, I acknowledge my liability to LAN for the
current year's dues.

Affiliation
Address

City State Zip
Telephone ( ) Date

Applicant’s Signature

0 Regular Membership

(growers, refailers, landscapers, elc. Dues are based on gross
sales: <$100,000, $35; $100,000-$250,00,950;
>$250,000, $100.)

0 Associate Membershi

($35, for outofstate nurseries, chemioorond hard goods
suppliers)

Make check payable to the Louisim
Association O?Nurse men and mailto:
Dr. Warren Meadows
4560 Essen Lane

Baton Rouge, LA 70809

/
/
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Research ideas needed

LAN now has a rescarch fund
endowed by more than $30,000.
Board member Bob Barry, Sunset,
heads the research com mittee and is
now sceking ideas from LAN
members for needed rescarch top-
ics. If you'd like to propose an arca

for research, contact Bob at (318)
662-5318.

Ruston goes green

The town of Ruston recently
adopted green law landscape ordi-
nances. Ruston-area board member
John Kavanaugh gave green law
Proponents a copy of the recently
completed Directory of Louisiana
Green Laws. According to John,
these written summaries showing
that other communities in Louisi.
ana are adopting green laws helped
dissolve opposition to the green
laws.

Compiled by LSU landscape
architect Buck Abbey with a grant
from LAN, this survey of Louisiana’s

green laws is available from Dr.
Warren Meadows, . AN secretary,

at 4560 Essen Lane, Baton Rouge,
LA 70809.

LAN contributes to SNA
Meadows Scholarship

At its January meeting the LAN
board approved a contribution of
$5,000 to the Sidney B. Meadows
Scholarship Endowment Fund,
which is being administered by the
Southern Nurserymen’s Association .

Mr. Sidney was a native of Ennis,
La., and a graduate of the Univer-
sity of Southwestern Louisiana. He
became one of the nation’s leading
nurserymen, by virtue of his innova-
tive management, which he shared
for decades as a speaker, writer and
giver of advice to individual nurs-
erymen.

During his long career with Flow-
erwood Nursery in Mobile, Ala., he
received the highest honors given
by the American Association of
Nurserymen, SNA, and the Ala-

159 Stokes Lane
Forest Hill, LA 71430

Steven & Barbara Adams (318) 748-6745
One mile east of Forest Hill on Highway 112

We offer a good selection of varieties and sizes:
Azaleas - Camellias - Hollies « Juniper
Trees « Crepe Myrtle - Hawthorne
« Other Woody Ornamentals

bama, South Carolina,Texas and
Gcorgiaassociarionsofnurscrymcn.

SNA is secking to create 32 en-
dowed Sidney B. Meadows Scholar-
ships—two in every state in the
South.

Many individual nurseries have
contributed to this fund. To con-
tribute, send a check payable to the
Sidney B. Meadows Scholarship
Endowment Fund, and main to
SNA, 1511 Johnson Ferry Road,
Suite 115, Marietta, GA 30062

LGGA Meets in June

The Louisiana Greenhouse Grow-
ers Association will meetin the Baton
Rouge Holidome June 8-9. Now in
its 20th year, LGGA will feature
such topics as import competition,
new sced varieties, heat-tolerant
annuals, pesticide regulations, per-
sonnel exemptions, sawtooth green-
houses, integrated pest manage-
ment, equipment maintenance and
plug produciton. For further infor-
mation or to register, contact Dr.
Dennis Wollard at USL, (3 18)231-
5348.

Week-Long Landscape
Course

LSU will offer the Landscape
School of the South, a week-long
series of lectures, field studies and
studio exercises focusing on small-
scale landscape design.

The course will cover residential
and small commerdial design, small
landscape structures, drafting and
drawing techniques, plant identfi-
cation, design history and theory.

The school will be offered for
three different sessions: June 11-
15, June 18-21 and June 25-29.
The tuition of $390 covers class-
room and laboratory experience,
evening speakers, a plant book and
other course materials.

No previous training in landscape
design experience is  required to
participate in the course.

Dr. Neil Odenwald, director of
the LSU School of Landscape Archi-
tecture, heads the program. To
register or for further information,
contact LSU Short Coursesat (504)
388-6621 or (800) 234-5049.



4

B WORGNG TOR FROTTE. | ast—

Contracting or Gambling?

BY VWARREN PURDY

Ever since man and woman were
created on this planet, gambling has
preoccupied the spare time of many
pcople. From Adam, who was
encouraged by Eve when he took a
chance on the forbidden fruit and
gambled against the Lord, to today’s
men and women who have spent
their spare time (and for some their
full ume) attempting to beat the
“odds.” Not by bettering the “odds”
but by accepting the “odds” as they
exist. Now then, let’s take a look at
the word “Contracting,” which
could be a direct derivative of the
word gambling, and see how it
applies to our particular business.

Russian Roulette

First of all, if residendal contrac-
tors’ work is slow in that particular
ficld. When they see a small com-
mercial job for bid they immedi-
ately assume that they can handle it
because their competitor down the
street has been doing it, so why
can’t they? With no prior knowl-
edge of this type of work, they jump
in with both feet. Enthusiasm and
optimism, which are the creed of
the contractor as well as the profes-
sional gambler, are not the words
for this situation; gambling is! A
berter description is “Russian Rou-
letre” with all chambers of the gun
loaded.

There are vast differences between
residential and commercial contract-
ing. A quick conclusion at this point
is that if you don’t know the game,
the costs and the timing, the bid
usually turns out to be a pure
“guesstimate.” You might be lucky
on the first try to receive the job,
just as the gambler usually wins on
the first attempt (that’s how onc
gets hooked), but in the long run it
usually ends in disaster. In this par-
tdicular scenario, you will also find
that without cost accounting on

cach job, there is no way of actually
telling whether the commercial job
madc a profit or not.

Far too often you’ll find that one
lush residential job in that particular
month will make enough profit to
conceal the loss on the commercial
project; so one good job subsidizes
the other. The worst part is that you
are not even aware of the situation.
This is especially true where con-
tractors operate a retail nursery in
conjunction with their landscape
operation. This same analogy can
also be applied to a commercial
landscape contractor who suddenly
decides to try his hand on a state
freeway construction job which is
far different than straight commer-
cial projects.

Decrease the Risks
The next question has been asked
many times during my seminars

around the country.” How can I get
larger in my scope of opcrations, so
that I can do commercial contract-
ing and know that I am not gam-
bling or undercutting the existing
marketplace?”

First of all, make sure your exist-
ing business is on a sound footing
by having the following:

1) Have a good accounting sys-
tem with a Statement of Profit &
Loss formatted for the landscape
contractor. From this you can make
sound and solid management deci-
sions. Do not use the system that is
usually proposed by accountants
who were taught manufacturing and
retail accounting.

2) Have a good reporting system
from the field to the office, so that
accurate information can be gath-
ered into the financial statements.

3) Have a foolproof system of
purchasing, so that materials, equip-

Centipede

IMPSON
Sop

Meyer Zoysia
Raleigh St. Augustine Emerald Zoysia

PLANT YoUr FEegT IN SiMPsON SoD
(504) 892-4065 1-800-645-3690 Covington, LA

Tifway II Bermuda
Tifgreen Bermuda
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ment rentals, etc. may be applied to
the statement of Profit & Loss and
accounted for in each individual
job.

4) Add to the above a filing sys-
tem where the above items may be
retriecved immediately upon request.

5) Last, and most important of
all, is putting in place a Cost Ac-
counting System that will inform
you of exactly how you are perform-
ing in the various field operations.
Most firms that I have counseled
have nothing but a running total of
the jobs in progress.

This does not inform manage-
ment as to how the firm is doing in
the plantng operations versus grad-
Ing operations.

Remember, as I mentioned ear-
lier in this article, one operation can
casily subsidize another. Also, if
one operation is estimated incor-
rectly (and it happens to be a small
part of this project) it can in turn to
be a major factorin another—which
may lead you right into the bank-
ruptcy courts.

Increase Your Odds

Now that you have accomplished
the above five points, you can ap-
proach the step up to the different
types of projects with both feet
planted on a firm foundation. Let’s
scc how we approach the situation
of going from residential to com-
mercial with the least amount of
problems. Putting it another way,
let’s reduce the “Odds” of failure by
unloading all of the chambers of the
gun in the game of Russian Rou-
lette. When this is done, success is
almost assured.

Research the following items
before making your first estimate:

1) Talk to your competitors and
tell them what you are thinking
about. As long as they surmise that
what you want to do will be as a
good competitor, they usually will
be very helpful, especially, if you
both belong to the same associa-
tion. After all, they have everything
to gain from a good competitor
rather than one who knows nothing
about their field of operatons and

who would undercut the existing
market.

2) Go out to your competitors’
jobs, and sce for yourself how they
perform their operations. This can
be a real revelation to you and may,
in fact, change your mind about
entering this particular field. Ask
questions, and find out the peculi-
arities of the projects, and why and
how certain thingsare accomplished.

3) Ask your banker about the
owners and general contractors,
particularly their financial condition
and their payment history to sub-
contractors. Also, ask your com-
petitor atassociation meetings about
the general contractors in town.
You will usually get the correct scoop
on most of them in this manner.

Now you are ready to prepare the
estimate with a great deal of the
gamble removed. Remember, the
above points require ime and study.
Do not take them lightly. It might
be a matter of staying in business or
working for someone else! Good
Luck and — No Russian Roulette!
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VW&R has statewide offices and
warehouse locations that are
staffed with people that offer
professionalism, product
knowledge, and courtesy.
Discover for yourself.

5729 Salmen Ave.
Harahan, LA 70123

800-433-4895

500 N. Pierce St.
Lz};za'ette LA 70501

960-9300







