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. a great project is about
more than the individual
pieces which go into it.
“Nice elements, good
components, and quality
workmanship are great, but
all of these are nothing

without great design.”
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Results Beyond Expectations
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For Katz, this enthu-
siasm stems from the
joy that comes from
doing what he loves. It
also comes from the
confidence that his
designs will thorough-
ly enhance the lives of
his clients. Perhaps
most importantly, his
enthusiasm is unwa-
vering in the face of

the inevitable chal-
lenges, obstacles, and
last minute changes
that are part of the
daily routine for a full
service design/build
firm.

Beyond expectation
In 1990, we took a
look at Elite Landscap-
ing. At that time, Katz
already ran a company
with a devoted clien-
tele and a successful
business model. Now,

8Y ELIZABETH LEXAU

sixteen years later,
many aspects of Katz’s
company have
changed. The company
has become more
streamlined, thanks to
better computer tech-
nology and more effi-
cient staffing. They've
virtually eliminated
their marketing budg-
et, as a result of great

he pool Becind tie
focal point of the
j landscaping.

word-of-mouth adver-
tising from happy
clients. But one thing
has not changed. That
is Katz’s enthusiasm,
his willingness to take
risks, and his dedica-
tion to the company’s
tagline: Delivering
results that are
“beyond expectation.”
“Beyond expecta-
tion” sets the tone for
every level of the land-
scapes that Katz and
his company have been
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building since 1985. From the
smallest plant to the most unique
waterfall, Katz is always on the
lookout for ways he can give clients
much more than what they ask for.

For Katz, a great project is about
more than the individual pieces
which go into it. “Nice elements,
good components, and quality
workmanship are great,” says
Katz, “but all of these are nothing
without great design.” What
amazes Katz’s clients is the way he
can put these pieces together with
a design that is well beyond any-
thing they could possibly have
expected or even imagined on their
own. The result is a landscape
that’s guaranteed to wow!

Setting the stage

From their first meeting with
Katz, his clients quickly become
aware of how his vision for their
landscape will exceed their expec-
tations. “I have a somewhat
unorthodox approach in the initial
consultation and design process,”
says Katz, referring to his practice
of presenting his designs using
only quick sketches and vivid ver-
bal descriptions.

“I find that clients usually have a
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really get excited,” he says. “By the
time my hour-and-a-half consulta-
tion is up, we've agreed on what
we're going to do. I don’t usually go
back with fancy drawings. At that
point, that’s all it would be—a
fancy drawing of what’s in my
head. Why spend the money on a
drawing if we've already decided
what we're going to do and I'm the
one who’s going to implement it?”

A recent project for a
LaGrangeville, New York couple
and their four children illustrates
the success Katz has with his
approach. “We came to their house

Lo

very limited thought process about

what they want,” Katz explains.
“They might know they want a
pool and a patio and a waterfall,
but they don’t necessarily know
what that could mean. They think
it will enhance their life but they
don’t know how much it can
enhance their life until I give them
a sense of the possibilities.”

Katz is so confident in the plan
he has for their landscape, and so
eager to share it with them, that
his passion for the project quickly
becomes contagious. “When they
meet with me, and hear my enthu-
siasm, and we map out ideas, they

i R Sl B

Sl
about four years ago to discuss a
pool project, but a simple pool
installation evolved into much
more.”

“Everyone else wanted them to
put the pool right next to the
house,” says Katz. “But when I
walked the property and found a
knoll with a great view of the
mountains, I said, ‘This is where
you want to put the pool.””

Locating a pool 300 feet from the
house does not come without com-
plications in terms of plumbing,
outhuildings and patios. The
couple decided to think about the

continued on page 16
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Increase Your e

continued from page 14

pool project for awhile, but were excited about other
Pro ts l 0 d a ’ ideas Katz had for the rest of their property, and went
[ ] full speed ahead with a complete landscape around their

home. When the landscape was completed, they were so

happy with the results that they decided to go for a pool

that, in size, scope, and drama, was well beyond what
they originally had in mind.

The 1,400 square foot pool features patios, lighting,

/ waterfalls, intimate pathways, and even a shallow beach

» ey entrance/patio area that’s perfect for small children or

Beautiful CUWES Wi v lounging grown-ups. A water slide emerges from one of

7 o W i the pool’s naturalistic, rock waterfalls, which is accent-

ID e si gn g ey i ed with lush plantings that grow between the stones and

T
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LY

boulders. The use of rocks and boulders, with plant material

QR Al iriteispersed; gives a pleasing look.
€e m = '
ments on
the com-
plexity
t hat
unigque
features
like this
add to a
project.
“Projects
like this
can be A N __ Fukm e
almost
over - (§ W ;,-
whelm- SRR 0B jm" o
ing,” he says. “There are so many details to consider.”
The water slide area alone, with it’s plantings among
the rocks, had to be designed with critical extra ele-
ments that prevent soil from getting into the pool.
“There’s a lot of engineering in just that one compo-
nent.”

But details like this are what keep Katz passionate
about his work and keep his clients coming back for
more. “Even though the pool project alone was possibly
twice what these clients originally envisioned, their
enthusiasm grew as the project grew,” says Katz. “The
day we plastered it we had their kids put their hand
prints in and sign it. When we put the water in, their
eight-year-old got in right away, played for awhile, then
climbed out and said to me, “David, you are just amaz-

For Your Closest Dealer Please o . .
Call (843) 756-6444 or visit Building relationships

“These are incredible people,” Katz says of the family

www.eztrench.com continued on page 58
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Other Models Available
Model F-991H Shown

A Versatile
Landscaping

Tool

Landscaping  Trenching

* Define Landscape  * Install Sprinkler
Beds Systems

* Install Plastic or
Steel Edging

* Bury Pipe, Wire
or Cable

* Install Electric
Dog Fence

* Prepare Beds for
Concrete Curbs

* Redefine Existing  * Trench 2" to 12"

Beds Deep Depending
on Model
TRENCE

MASTER M
1-800-633-8909

6001 E. Hwy 27 * Ozark, AL 36360
leec@brownmfgcorp.com * www.brownmfgcorp.com
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Results Beyond Expectations
continued from page 16

he led through this project. “We've become very good

friends. One night at about 8:00, I got a call on my cell
phone from one of the kids. He said, ‘David, I just want
to tell you that you did an incredible job on our house.’
Then he passed the phone to another one of the kids,

who thanked me and then passed it along until each of

the kids had a chance to express their appreciation.”
The thrill of seeing and hearing how his creations

Before ond df_ler. The pool was designed net only fo‘itﬁe fap
enjoy, but.io showcase the property fo its fullagyvania

£ e £ L
have added to the lives of his clients is one of the most
rewarding parts of Katz’'s vocation. His genuine inter-
est in making their environment truly special is one of
the things that brings Katz his loyal clients. “That’s
just what we do,”” he says. “Even when we're working
on a project that’s less than a third of the size of this
one, we still get just as excited about it and put just as
much care into it.”

The client loyalty goes both ways. “We service a very
large geographic area,” says Katz, whose work spans
three states and even includes the rooftops of Manhat-
tan. “This can make things very complicated logistical-

IRRIGATION & GREEN INDUSTRY www.igin.com



ly. Some companies tend to reign in
their geography after they've met
with a certain level of success. But
the way I see it, if these areas were
good enough for me to work with
when I was just starting out,
they're good enough for me to work
with now.”

Besides, he says, cultivating a
great list of satisfied return clients

is more important in the long run
than keeping your business close to
home. “A $5,000 job now may turn
into a $250,000 job a number of
vears from now.”

A philosophy for success

Katz’s philosophy has obviously
helped Elite Landscaping thrive
over the years. They now generate
a volume of approximately 1.5 mil-
lion dollars annually and are cur-

APRIL 2006

rently scheduling into 2007. Yet
they work with a relatively small
staff of approximately four perma-
nent and eight seasonal employees.
The company tackles nearly every
aspect of each project in-house,
from the carpentry, masonry, light-
ing, irrigation, and water features,
to the planting and horticultural
maintenance.

“Most companies that do a vol-
ume like ours do it with a lot more
people and a lot more trucks,” says
Katz. Last year, volume was up
thirty-one percent, despite the fact
that they did not become fully
staffed until late in the season, and
the fact that the weather was mis-
erable. So what does Katz attribute
this growth and efficiency to?

We pack a lot more into
everything we deliver.

Exclusive 24-hour turnaround, including most custom orders.
v
Forward thinking lighting solutions.
v
Customer service that’s second to none.
v
Outstanding national factory sales support
and step-by-step training.
v
Reliable, durable products
made in the U.S.A.

VISTA
N Somsgena:
//I\\ LIGHTING

Call 800-766-VISTA for a FREE product guide,

then visit www.vistapro.com.
WE'VE !E‘_C_/IU’J POTLIGHT FOR OVER
TWEN YEFARS
A e
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Without hesitation, he says it's due
to “an incredible staff.”

“When you hire people, you need
to invest the time in working with
them,” he says. “Train them on
every task and then work alongside
them. When they can do it on their
own, you still need to take the time
to evaluate them several times. If
you don’t take the time to do that

and they do a job incorrectly, it’s
vour mistake, not theirs.”

“Of course, that’s easy for me to
say that now, but it wasn’t always
easy to do,” Katz acknowledges.
Now a seasoned veteran, Katz is
entitled to give advice to new con-
tractors. Ironically, one of the most
important pieces of advice he offers
is: don’t listen to too much advice.

The Trusted Valve Box

for 37

years.

Since 1968, CARSON has been the quality
leader for Valve Boxes. Today, Carson produces
more than any other supplier in the world with
millions installed around the globe.

clude:

SPECIFIED AND PREFERRED WORLDWIDE

1160 Nicole Court » Glendora, CA 91740 USA « Toll-Free: 1-800-735-5566
Phone: 809-592-6272 » Fax: 909-592-7971 » WWW..carsonind.com

Circle 138 on Reader Response Card

60

He cautions against taking any-
one’s advice—even his own—
w1th0ut evaluating whether it can

| Ems

be realistically applied to your own
company, given your current
resources.

“There are a lot of myths about
marketing, for example,” says
Katz. “Your marketing approach
when you’re starting out might be
very different from what it
becomes once you're established.
Look at your marketing budget cre-
atively. One method is to do a proj-
ect at a reduced rate. When the
project is complete, you've gained
the goodwill of a customer who will
spread the word. You've marketed
your services successfully with no
out-of-pocket expense.”

“Don’t kid yourself,” he says.
“You don’t have to price yourself

IRRIGATION & GREEN INDUSTRY  www.igin.com



the same as the big companies, This is especially important es,” says Katz. “You can spend all
even if people say you should. because landscape design and con- the time in the world planning, but
Learn from others, but don’t take structlon can be a risky and incred-  there are inevitably changes and
' ibly complicat- unexpected problems that occur
ed business. once you get to the jobsite. You
“We do so have to be able to go with it and
many different make it happen no matter what.”
kinds of proj- According to Katz, in order to
ects in so many stand out from the competition,
different loca- you need to set a high level of
tions that expectation for yourself. “Someone
there’s a lot of once told me, if you want to grow,
room for prob- you have to accept some level of
lems,” says mediocrity,” says Katz. “Well, that
Katz. The abili- doesn’t fly with me. You can’t call
ty to handle yourself ‘Elite’ and let that fly.”
change and Under Katz's leadership, Elite
deliver results Landscaping has truly earned the
no matter what right to its name. His enthusiasm
happens can for turning ordinary projects into
make or break extraordinary outdoor master-

it as gospel. Don’t believe every- the success of the company. pieces will continue to delight
thing you read. And don't be afraid “We believe in providing service clients with surprises that go well
to take risks.” to our clients without any excus- beyond their expectations. ¢!

Your staff just grew exmnentidly,. :
andttdidn’tcostyouamt!

"Warkmg sich-by-sidq wilh the nation’s most innovative design/build firms”

Toll Free: 877-788-0009
Visit our site Save 20% on your first project
wwmtqndseqpeﬂqns.eem
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