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A move back into the
business helps Dennis

frer a four-year hiatus, David
Snndgrass decided it was time
to et back into retail,
Ter diversity his company,
Enodgrass, president of Dennis' 7 Dees
Landscaping & Garden Centers in
Portland, Ore., and two of his brothers
returned to the foundagion their grand-
parents built mose than 8l years agoand
Bowght back a group of garden centers his
brother Deninis bad sold off, And by adcd-
inga hybrid DIY design service for hom
eowners, they've been able to leverage
these storefronts into a lead penerating
machine For his landscape division,

GETTING BACK IN THE GAME. Snodgrass,
who's president-elect of PLANET, and
his siblings moved back into garden cen-
teres chee te thesie Jove of plants and their
history. Their maternal grandparents
started the business in the 19205 - Ber-
nard Esch runnkng a lawn maintenance
operation and his wife, Florence, grow-
ing rhododendroas in Portland. David’s
dad, Robert, wok over and expanded
intes retail kn the 1950s, naming the mew
comgpany after kis seven children: Daryle
Linn, Dennis, Deake, Dan, David, Drew
and Dean.

d631gn

7 Dees stay
stable in an uncertain world.

den center

“I, and 1 think my broshers
share this, love every aspect of the
green industry, One mare piece
of that industry is a good thing,"
Snodgrass says.

And the company's free garden
centers are a baast for business.
Besides better discounts for
bulk purchases from supplicrs
and savings on administrative
overhead, they act as a great
sonuree of leads = and sales = for
its Bandscaping division,

KEEPINGCUSTOMERS. When hom-
eowners will order a big installa-
tion, the company's laindscaping
divigion can handle it But thoss
clients aren't ordering a new
project every other month -
maybe every few pears, if the econony’s
good to them, or if they buy a new
house. During the in-between times,
Snodgrass” retail arm can maintain
caditact with tsem — Hoes ol annwaks for
thee Front beds or tamato plants for their
vegpetable garden — ingtead of losing
them 1o another garden center.

"W'e bost them, | guess, and allowed
them o go o competing garden cen-
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Mulysa Mialon, Plarecaper program manager S
Dennig' 7 Daes. nans the companyy's hybod OFY
desagn service

ters, and sometimes those L‘\-:a-|:||.|n"lir.|g
garden centers ofter landscaping ser-
vices," Sneclgrass saye, "This way, we're
abde to service our customes regardbess
of where they are in their buying cycle.
We're able o keep their attention and
keep them as an ongeing customer
throughout that process,”

And the sales process works in the
opposite direction, toe, The landscap-
ing division has a presence at each of
the five parden centers, and all the sales
associates ase trxied to guide customers
tor the elght level of project — feom DTY
to do-ft-Eor-me.

A& lett of times we can turn that cus-
tomes Into elther a bigger landscape
sale and still kave them do the work
themselves, or give them a proposal do
Lo the work. IUs been a real good source
of beads.” Snodgrass says.

ECOMOMIC ADVANTAGE. And, the garden
center purchases helped stabilize the
200-plus employee company's balance
sheat: 24 percent of its 18,5 million in
revenue last year came from reskdential
design/build; 28 percent from commer-
cial bid{build; 18 from landscape main-
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BETTER RESULTS

tenance and 29 percent from retail,

“It bucks the economy trend,”
Soodgrass says of his retail division's
perfarmance this year = npwhen other
areas are even or down, “That goes back
tos thar diversification - the green indus-
try is newer hitting on all cylinders in
all areas, Sometimes there are pockets
of strength and pockets of weakness.
Reing diversified allows us to leverage
the pockets of strength into the pockets
of weakmess,”

Snodprass stresses that, for now,
etail isa pocket of strength., But itcan PLANSCAPER
change with the weather, For example, WD RKS
Enodgrass’ fve garden centers pulled
in $35,000 total during a recent miny
werkend, That same weekend Bast year,
in nive weather, they made $113,000,

“¥ou just have to suck it up, and
SerEe L TEes yiau win, sametimes yrl

4-Speed™ XT
Saves Contracts

APPLICATION RATE:
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spreader-sticker (1 ox/gallon finizhed somy)
APFLICATHON EQUIFMENT:

LT Rich Z-Spraer, 173 gaf spray tips

lose, This year, sales for the garden
centers are up &0 percent (overall),
We had an early spring, maybe there's
sorme pent-updemand showing, There's
a huge interest in vepetable pardening.
There are just a lot of things that bode

well for Being in the parden center basi- TIMING:
ness this year.” Juiy 13, X4
SUMBARY:

“This was not ideal herbicde applcabion
timirg for ground sy Godrral, Bad we still
Fad great results on ot and all the ofho
weeds on the 4-Speed KT label, As-2 result,
we smeml semnal conbracts, We'Tl be usng a
ot mare 4Speed KT and otker Hufarm
products in bhe futum,”

Y-SPEEDXT~

Better Choices.
Better Business.

n

PLANSCAPER PROFITS. One of those
things is Snodgrass’ Planscaper pro-
gram, Homeowners interested in
installing plants themselves, but whio
want a professional design towaork from,
can st dewen with one of Seodgrase’ de-
skgivers aned geta professional plan. (See
"How Planscaper Works,” at right.)
The idea i3 that the company un-
derstands things like creating outdoor
spaces, privacy screens, complimenting
structures, sight lines and overall curb
appeal, so homeowners won't have to.
"We're trained landscape deskgness
and contractors. That's our grounding,”
Toe says. "We have brought that Into the
retail garden center arena, so we have
i level of professional design that's not
going to be pare of o garden center that
expands into landscaplng or a garden

2 center that's going to offer some type g‘mﬂd'l ot

g s oarinad sarmples ol Dannis M m

- of DIY service. Dees’ Plamscapar prodgram markesng a
makariss af www Eanondisndscas. ww, mufarm. com.us
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VS. the COMPETITION
Competitor A Comnetitor B

WANT TOGET INTO
GARDEN CENTERS?
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Mearly a third of Dennis’ T Dees’ $16.5 million
in revenue comses fram ils fve garden oenlers,
Here, president David Snodgrass shares his
tips for landscaps compankes enleding the
reladl sactor. — AW
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