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DUN_ & BRADSTREET COMMERCIAL EOLLECTION SERVICE

ASFA Members can save an immediate $75 by signing up for
the Dun % Bradstreet Commercial Collection Service through
the association. Rather than paving the %100 enrollment
fee, ASFA_HMMembers pay_only %25 for service throughout the

1984 calendar vyear.

Firms who had the service in 1985, should have renewed by
December 1; haowever, they may now submit their %25 fee and
enrollment coupon to re—-establish themselves with D&EH.
Fast—-due D&E Reminder Stickers are provided without
additional cost, and the collection service fees are set
according to the amount being collected. A D&EB Service
Representative provides complete information and details.

——————————— camplete and return to ASFA with payment-—-————-—-
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___Myv check +for %25, pavable to ASFA is enclosed.

’ cerEhamge k25 etn myv. VISA . or MasterCard_ __ _
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This publication is designed to provide accurate and authoritative information in regard to the subject matter covered. It is provided with the understanding that this publisher
is not engaged in rendering legal, accounting or other professional service. If legal advice or other expert assistance is required, the services of a competent professional person

should be sought. Published bi-monthly for members of the American Sod Producers Association, under the auspices of the ASPA Business Management Committee. We
invite your comments and recommendations.



SELLING_SOD_IN_THE_ ~"SLOW' SEASON

For many ASFPA members, the so-called "slow season®” on a
saod farm may provide the ideal time to increase sales
activities...even if a separate sales staff is not
employed on the operation. ASFA's Membership Profile
survey reported that nearly 57% of the membership does not
employ any sales staff excluding the owner/operator.
Another 25-plus percent employ one or two sales peaple an
a full-time basis. :

The idea of "selling” now seems appropriate because many
sad operations are at less than peak times and "sales
time" can be allocated more easily...the commercial
customers are usually seeing slower times now too and
could be more available to you and vour message.

Here are a few ideas that can be incorporated into a sales
process, that could increase future sales:

1. Review Past Sales_Recaords: confirm what you
probably already know...who bought what amount of sod from
vou last vyear?

2. Call On_Established Clients First: person-to-
person, let these people know that you not only
appreciated their business, but are looking forward to
serving their needs next vear. Let thHem know what special
varieties vou will have and any new techniques you’ ' ve
developed to improve any aspect of your sod or aperation.
what you could do to assist them; and any new developments
they foresee in the future that you could start waorking
on.

3. Call _on_ Prospective Clients: again, in a
person—-to-persaon, one—-on—one way, introduce yourself, your
product and company to prospective commercial clients.

Let them know that you're not only interested in their sod
sales, and projections, but how vou can help them prosper.
Capsulize what vyour established clients told vou about
future needs, state of the business climate, etc. Share
what vyou know that may help them, without losing the
canfidence of vyvour established clients.

Ask_them what it would take to become a regular supplier
of sod to their operation (it may not be lower price, but
improved delivery servicel. Attempt to determine anvy
cbiections they may have and deal with them in a straight
forward and honest manner. Follow—up with a later meeting
or phone call to continually let them know you really want
their future business.

4. Meet_ “Secondary’ Business_Feople: not everyone
can buy sod and install it, but many "'secondarvy’
businesses can help voud...if you educate them on how 1t
will also help them. Chemical lawn care services, lawn
maintenance contractors, extension agents, etc., can refer
people to you...and look like heros...when they know vou

have a quality product.
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UNDERSTANDING NEEDS, The kKey to Motivation (Fart 2 of 2)
Frepared by Cecil Collings, Chairman
ASFA Business Management Committee

In the last issue of this newsletter, we discussed the how
and when of rewards and reprimands. Whether or not a
reward ar incentive will work to sencourage a desirable
change in work or personal habits depends on whether or
not the incentive meets a nesed that is a high priority at
that time.

These needs are defined in Maslow’' s Hierarchy of Human
Needs as: 1. Survival; 2. Safety; 3. Social; 4. Status;
2. S5elf Actualization.

The Survival need inciudes basic necessities such as
water, +ood. warmth and shelter. Obviously attempting to
appeal to a nesed as near the top of the hierarchy as
Status will not be effective if the basic needs such as
adequate food, shelter and security have not been met.
Conversely, when these needs are met, and financial
security is assured, additonal money will be less
motivational than a title or some form of public
recognition.

One writer suggests that meetings involving planning or
proiects that require full attention should not be
scheduled for the period immediatley prior to lunch
because i+ a person is starting to experience hunger, he
will not be able to give full attention to the subject at
hand, until the most basic need has been met.

Survival and Safety (iob security) are easily understood,
but ths next three levels are not so simple and are maore
difficult to define.

We have all encountered the competent emplovee whao shys
away from any additional responsibility such as a
foreman’'s Jjob. The chances are his Social need (the need
tao helong to a group?! is stronger at this time than i1s his
desire for Status. llnless this person can find a new
sense of belonging in a management group, he will not be a
happy or praoductive foreman or supervisior.

1ite a number of people manage to achieve the fourth
vpl, aftter having met their most basic needs, by
coming members of soms peer group and garnering some
tus From that group,., but f2w make it toc the fifth
wvel .
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QEQECéEéEQLDQ_BEEQE - {continued)
I make no claim to any background in psychology, but 1
would define the person at the fifth level aof human
development as one who has a good positive self-image,
accepts responsibility for his own actions, is guick to
share credit for succéss and needs little outside
reinforcement.

Obviously, this is the tvyvpe of person we d all like our
employees to become.

MONEY SAVING_ INSURANCE SERVICE _FOR_S0OD_PRODUEERS

Ever wish you had your own insurance company? Sod
producers have just that, in effect, when they insure in a
dividend program for workers’ compensation insurance
approved by ASFA.

Under this recently approved program, policy holders earn
dividends based on the claim experience of their business
class. Best dividends are earned when injury claims are
kept to a minimum through safety.

The highest dividends are earned by creating good saftety
recaords. Special accident prevention counseling is
aoffered without charge, and loss prevention
representatives provide suggestions for reducing hazards
on the job. The success of policygholders’ efforts is
measured in each year s dividends.

Each participant is issued a standard workers’
compensation policy and claims are handled by local |
representatives. Yearly dividends are based on the cost
of claims paid in this savings class.

The program is underwritten by Casaulty Reciprocal
Exchange, a member of the Daodson Insurance Group, 92nd St.
% State Line, Kansas City, MO &4114,. Call toll-+ree +or
details BOO-821-37460. In Missouri BO0O-BR2-3F431.

_86_ASFA _MIDWINTER CONFERENCE REMINDERS
Fre—-Conference Golf Tournament: February 4
Fre—-Conference Marketing Seminar: February 5
Midwinter Conference: February 5-7
Fost—-Conference Sod Farm Tour: February 8

STARET_YOUR_NEW_YEAR_WITH NEW_IDEAS_FROM_ASFA
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