
Multi-Media Exposure Packages

Share your groundbreaking tech with more than 
70,000+ landscape professionals. Get your 
innovative technology in front of your prospects  
in our annual Innovation + Technology Guide!

Supplement distribution includes:
	» August insertion into Landscape Management (70,041)

	» Promotion in our LM email newsletters (79,809)

	» Promotion via LM social media channels and landscapemanagement.net

	» Bonus distribution at 2024 Elevate Show
Source: LM March 2022 Verified Audit Circulation Report
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A
s robotics and artificial intelligence (AI) 
assimilate further into everyday life, they 
conjure cautionary sci-fi tales, like HAL 
9000 (“What are you doing, Dave?”) in 
Arthur C. Clarke’s 2001: A Space Odyssey. 

However, this technology can reduce 
costs (especially labor-related), increase revenue, 
streamline operations, maximize profit and provide a 
more meaningful and consistent customer experience.

GREAT POTENTIAL
Among commercial service-based industries, 
nearly a quarter (24 percent) incorporated AI into 
their processes, with 80 percent of those businesses 
experiencing performance improvements, accord-
ing to a 2023 study of more than 1,000 commer-
cial service contractors around the U.S. conducted 
on behalf of ServiceTitan by Thrive Analytics. The 
research also found that early adopters see positive 
results with service bookings (40 percent), invoic-
ing (38 percent), dispatching (32 percent) and cus-
tomer experience (27 percent).

Contractors need not look too far as numerous 
AI programs are readily available now — for free or 
for a modest fee — and hold great potential for small 
business owners. Take, for example:
⦁  AI chatbots for your website that interact  

with customers and offer solutions to their  
problems in real time. In addition to recommend-
ing services to clients, the bots track and report  
on customers’ areas of interest as they navigate 
your website.

⦁  Personal AI assistants that manage customer out-
reach, book meetings and target prospects who are 
most likely to use your commercial service.

⦁  Data-driven copywriting tools that create effective 
content for ads, email campaigns and social media 
posts. As a bonus, AI gives users feedback on what 
content or campaigns work best with customers.

ARTIFICIAL INTELLIGENCE VS. AUTONOMOUS SOLUTIONS
It’s important to remember that AI and robotics are not 
synonymous terms and that while robots may utilize AI, 
not all AI are robots. And, the landscape industry histor-
ically has been a slow adopter of new technologies.

“There is this mentality that we’ve done things this 
way our whole lives, and we’ve been successful at it, so 
why change?” says Michael Mayberry, customer suc-
cess lead at Scythe Robotics.

AI AND SOFTWARE
Specific to the green industry, one of the most logi-
cal points to begin to find AI integration is landscape 
design software. The advantages could be revolution-
ary for contractors.

“AI is the new buzzword out there, and it seems it 
is where design technology is heading,” says Eric Gil-
bey, product marketing manager for landscape indus-
tries at Vectorworks. “I suspect it will start with auto-
mated (design) processes and eventually become part 
of the overall design workflow.”

The creative process is unique to the human compo-
nent of a landscape concept shared between designers 
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Don’t get left behind  
by technology
Robotic and artificial intelligence  
technology influences nearly every  
industry and job function. How is the  
landscape industry adapting? Insiders  
share why you should stay with or ahead  
of the technology curve  BY MIKE ZAWACKI | CONTRIBUTOR
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B
efore adding a new piece of technology — be 
that a robotic mower, new software or even bat-
tery-powered equipment — you should think 
about where you want your business to be in 
the next five years, says Todd Reinhart. 

Your answer will help inform the path to go down, 
says Reinhart, co-owner of Reinhart Landscaping & 
Snow, a primarily commercial design/build, mainte-
nance and snow and ice removal service provider in 
Bloomington, Ill.

While some operations may want to keep the status 
quo, others might look to innovations to help improve 
efficiencies. Here are some things to keep in mind to 
effectively integrate a new piece of technology.

1 KNOW YOUR NUMBERS
Reinhart says a critical first step for a business 

owner considering adding new technology is to know 
your company’s numbers. You and your team should 
know how to build a sales campaign and a bid or how 
to take a service to the market. Access to this informa-
tion typically comes from a robust software program. 

“Without one encompassing system like Aspire or 
Boss, you’re never going to get there,” he says. “You 
think, there are too many variables and things to 

watch. How do you do all those things without a sys-
tem to keep all that data in? It’s impossible.”

Reinhart says his operation hopes to slash labor 
costs by 80 to 90 percent with the 20 robotic mowers 
the company has already deployed. He says under-
standing these costs and savings helps his team to 
accurately bid on projects where crews will deploy 
robotic mowers.

“We can charge the same as what it costs the client 
now — because our labor and fuel are the things we 
can’t control a lot of right now,” he says. “Equipment 
costs I can control, because if I buy it today, I know 
what those costs are for the next three years.”

2 ASSESS YOUR CLIENTS
Joel Honeyman, vice president of global innova-

tion with Doosan Bobcat, says the first step a company 
considering adding autonomous mowers should take 
is to assess its clients and properties to see what makes 
sense for automation.

“So, there are a lot of tasks yet that we’re going to 
need humans for, that you’re going to need precision 
for,” he says. “There are other aspects of the job that 
would be well suited for automation. It’s picking the job 
that can be successful that is the key. Pick the task or the 
job that can more easily accept this newer technology.”

3 START SMALL
Honeyman says it’s important to think of autono-

mous technology and manual mowers as “both/and.”
“I don’t think it’s a jump all the way in,” he says. 

“We’re going to use operators and manual mowers or 
manual equipment for a very long time. However, there 
are applications for these autonomous ones. Maybe it’s 
one or two pieces of equipment to start with.”
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Continued on page IT4

7 things to consider when  
adding new technology
Integrating a new piece of technology can mean a major change in your 
operation. Learn how to prepare and make the most of your new addition 
BY CHRISTINA HERRICK | LM EDITOR

Experts say it’s 
important to start 
small and involve 
your crews when 

adding new 
technology.
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Your profile will include three questions about  
your company's innovation or technology:

	» What innovation are you featuring?
	» What problem does your innovation solve for its users?
	» How does your innovation improve the speed, efficiency, 
agility of its users?

Your profile will consist of:
	» Answers to the questions above 
by a company spokesperson

	» Headshot of company 
spokesperson

	» Company logo, photos, contact 
information, website and social 
platforms

Ad Size Specs Rate
Very Limited  

Positions Available

Full-Page Advertisement 7.375" x 10.5"
(Advertiser supplies)

$5,000 ONLY 3
Cover 2, 3 or 4

Full-Page Profile 7.375" x 10.5"
(Publisher creates)

$4,500 ONLY 12

Print

Materials Submission:
For Cover 2, 3 or 4 advertisers: Your ad material must be submitted via the ad portal: https://northcoastmedia.sendmyad.com. 
Add .125" on all sides for bleed ad. View a brief tutorial video: northcoastmedia.net/sendmyad. Contact Karen Lenzen at  
216-978-3144 if you have questions.

For spotlight advertisers: Your account manager will supply spotlight guidelines and submission instructions.

Ad Close: July 2 • Materials Due: July 10

What problem does  
your innovation solve  
for its users?
Aspire’s innovative management 
platform addresses several key 
challenges for its users in the 
landscape industry.

First and foremost, Aspire 
solves the problem of centralized 
information. By providing a single 
source of truth, businesses can 
easily access, store, and organize 
essential data such as customer 
information, inventory details, 
financial records, and project up-
dates. This centralized approach 
improves efficiency and reduces 
errors that can occur with the 
scattering of information across 
disparate systems. The ability to 
flow information back to the office 
for accurate billing, job costing 
and adjustments is crucial for 
maximizing profits.

In addition, Aspire offers process 
automation features that stream-
line repetitive tasks and workflows. 
By automating time-consuming 
and manual processes, employees 
can save valuable time and focus 
on more strategic or value-added 
activities. However, it’s important 
to strike a balance and avoid over-
reliance on automation, as this 
can lead to complacency in the 
business and result in a negative 

customer experience. 
We emphasize the 
importance of proper 
checks and balances 
to ensure a seamless 
and positive  
customer journey.

How does Aspire help 
teams work together?
Collaboration is another area where 
Aspire excels. We provide tools and 
features that facilitate collaboration 
among team members, including 
shared calendars, task manage-
ment systems, document sharing, 
real-time communication channels 
and project management capabili-
ties. By enhancing collaboration, 
our platform promotes teamwork, 
transparency, and efficiency within 
the organization, ultimately leading 
to improved business operations.

Moreover, Aspire offers analytics 
and reporting features that enable 
enhanced decision-making. By con-
solidating and analyzing data from 
different business areas, we gener-
ate meaningful reports, visualiza-
tions and dashboards that provide 
insights into key performance  

indicators (KPIs) and metrics. This 
data-driven approach empowers 
informed decision-making, helps 
identify trends and opportunities, 
and supports strategic planning.

How can Aspire help  
my business grow?
As your business grows, scalability 
becomes a critical factor. We de-
signed Aspire to scale alongside 
your business, accommodating 
increasing data volumes, expand-
ing teams, and evolving processes. 
With our scalable platform, you 
can adapt to changing needs and 
seize growth opportunities with-
out major disruptions or the need 
to invest in new systems.

Finally, regulatory compliance 
is a paramount concern for many 
businesses. Aspire incorporates 
features that ensure adherence to 
industry regulations and standards. 
We prioritize data security mea-
sures, audit trails, privacy controls, 
and reporting capabilities to help 
businesses maintain compliance 
and minimize associated risks. 

Aspire Software
Gage Roberts  
Sales DirectorQ+A with

SPONSORED CONTENT
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Aspire Software  |  390 South Woods Mill Road, Suite 200, Chesterfield, MO 63017  |   866-727-7473  |   YourAspire.com 

 Linkedin.com/company/Aspire-Landscape-Management-Software  |   Facebook.com/YourAspireSoftware  |   YouTube.com/AspireSoftwareCompany

What problem does your 
innovation solve for its users? 
Have you found yourself so busy that 
you rush through the estimating pro-
cess? It can be embarrassing going 
back to your client for additional project 
costs or it can cost you money if you 
must eat the error. Start the project on 
the right foot with a comprehensive 
landscape estimate in minutes with the 
BOSS Software Assemblies tool.  

The BOSS Software Assemblies 
feature allows landscape contractors to 
input the job’s specifications and it tells 
you exactly what type and amounts of 
materials (i.e., pavers, gravel, sand, irriga-
tion parts, etc.) are needed for the job. 
And, perhaps more importantly, where 
the gaps are. Using the BOSS Assemblies 
tool also liberates landscape contractors 
from relying on spreadsheets and guess-
ing on takeoffs and material quantities.

How does your innovation 
improve the speed, efficiency 
or agility of its users? 
As landscape businesses grow, there is a 
need for flexible, adaptable business man-
agement software. The BOSS Software 
Assemblies feature helps companies grow 
by unlocking valuable catalog and project 
specific information and reducing friction 
in real time when it comes to job costing. 

It provides the tools that contractors 
need to make better informed decisions 
during the estimating process, while 

being easy to 
use and easy 
to imple-
ment. The 
Assemblies 
feature also 
speeds up 
the estimat-
ing process 
significantly, allowing contrac-
tors to submit bids and earn new 
business more quickly.

BOSS Software is recognized for its 
adaptability and ability to be tailored 
to meet the ever-expanding needs of 
landscape companies. It stands alone 
when it comes to delivering return-on-
investment and unmatched levels of 
client service and support.

The Assemblies tool is one highlight 
of the BOSS 10.1 software release for 
landscape contractors and snow removal 
professionals. Other highlights include: 
⦁  New production dashboard
⦁  New business intelligence  

(BI) dashboards
⦁  SiteRecon integration
⦁  Job cost overtime
⦁  New pivot table report for FSE/audit
⦁  Add tabs to job screen for tickets, 

invoices, materials
⦁  Mobile link to property location and 

directions
⦁  PO — Update Item cost from receipt 

or receipt history
⦁  BOSS Scorecard updates

BOSS Software
Mike Cossins  
President and founderQ+A with

SPONSORED CONTENT
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“We are pleased to 
deliver BOSS users 
with enhanced tools 
that provide greater 
ease of use and 
flexibility on how they 
view and organize 
their data. These tools 
will enable landscape 
contractors and snow 
removal professionals 
to make decisions 
faster and with greater 
certainty as they grow 
their businesses.” 
—Mike Cossins,  
CEO and founder  
of The Integra Group, 
developers of  
BOSS Software
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Boss Software  |  714 Spirit 40 Park Drive, Suite 150, Chesterfield, MO 63005  |   636-449-3300   

 BossLM.com  |   Linkedin.com/company/BossLM
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Exposure

LIMITED AVAILABILITY! ACT FAST!

LM WILL DESIGN/LAYOUT YOUR PROFILE AND COORDINATE REVIEW, EDITS, FINAL APPROVAL

Jake Goodman
Western Regional Sales Manager
jgoodman@northcoastmedia.net

216-533-6942

Nader Hassen
Account Executive

nhassen@northcoastmedia.net
216-363-7932

Chloe Scoular
Account Manager

cscoular@northcoastmedia.net
440-342-6011

Dan Hannan
Eastern Regional Sales Manager
dhannan@northcoastmedia.net

216-316-0285

Craig MacGregor
Associate Publisher

cmacgregor@northcoastmedia.net 
216-526-5600

Bill Roddy
Group Publisher 

broddy@northcoastmedia.net 
440-463-7754


