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Executive Summary
Washington Brothers Landscape is a landscaping business that will be based in Washington. This is a landscaping company that will pride itself in beautifying the environment through professional landscaping services. We have various stakeholders in Washington city because we believe in the power of networking. Washington Brothers Landscape specialized in residential homes, golf courses, major streets and roads as well as public facilities. We will also be offering consultancy services to property managers, home owners and the government.
Washington Brothers Landscape will be offering a wide range of services which include; lawn mowing services, landscape architecture, landscape design, weeding or fertilizer and pest control, hydroseeding/sod installation as well as consultancy services. Our customers will be majorly the residents of Washington. The main objectives of this business include; creation of a business that is sustainable home business, development of a service-based company that aims at meeting and exceeding customer expectations, utilization of Washington Brothers Landscape services in as many as possible residential homes and ensure increase in the number of clients every year. The mission is to be the leading landscaping company by providing the best professional landscaping services and other services in Washington. 
It is owned by Billy Smith, who is the Chief Operating Officer and the business structure is made up of the manager, landscape architect, sales and marketing executive, customer’s service officer and the field staff. Marketing will be done through social media platforms and the company website. To acquire more customers, we will be more involved in the community and offer discounts, freebies among other offers. We will also put strategies in place to ensure that we retain these customers by meeting and even exceeding their expectations. The future of the company is a guaranteed success and it will expand to other cities.
The major challenge that this business will face is competition from both new as well as existing landscaping companies.  
According to research, the landscaping industry is growing by approximately 10 percent every year and 1 million people are employed each year. This means that more landscaping companies are being established and the existing ones are developing to greater heights. For our company that is new to catch up with the stiff competition, it is recommended that we lure customers from the rival companies and retain them in the following ways; 
· Be more involved in the community and create websites containing eye- catching content that the company does.
· Offer freebies such as free first mow, free estimate, free flowerpots and free mulch
· Offer discounts for example 10 percent to 50 percent off a project, 50 percent discount for first month lawn maintenance. 
· Other enticing offers like pay for one service get another one free. 
Purpose/ Problem
Washington Brothers Landscape is facing stiff competition from other companies that are in the landscaping business. 
Data Collection Methodology
	A survey was conducted whereby questionnaires were issued to the residents of Washington. They were asked a few questions concerning the landscaping industry and the questions were as follows; 
1. Do you need any landscaping services? Please choose yes or no
If yes,
2. What type landscaping services do you need? 
Landscape design, Landscape architecture, Lawn mowing, Weeding/ pest control, Weeding/ pest control, Hydroseeding/Sod installation	
3. How frequent do you need the landscaping service selected above?
4. How many landscaping companies do you know?
If yes, are you getting the quality of services that you need/ are your expectations met? Please choose yes or no
5. Are you satisfied with the services they provide? 
6. Would you consider changing to another landscaping company? 
If yes, why?
7. What other extra services associated with landscaping that they would like?
8. How did you first learn about landscaping services?
9. What do you feel about the amount of money that you pay for the services that you receive, is the most expensive or pocket friendly?
Findings
70% of the people who participated in the survey needed landscaping services while 30% did not. The people who needed weeding and pest control needed it at a monthly frequency while landscape design and architecture were done after a long period of time. The analysis of the data that was collected indicated that the number of people who needed weeding/pest control was the highest, followed by the number of people who needed lawn mowing and landscape design and architecture had the least number of people. The analysis of the survey also showed that two people who participated in the survey didn’t know the companies that offer landscaping services. A good number of people who participated in the survey knew at least one company that offers landscaping services which indicates a potential competition from these companies that are already in the market.  65% of the people who participated in the survey were satisfied with the services that they receive from their current companies. 60% of the participants felt that the money they paid for the services they required was pocket friendly. 
Conclusion
From the survey that was conducted, the results will greatly help the company put strategies in place to cope up with the stiff competition. Asking the people if their expectations were met will give the company an opportunity to know our clients better and strategize to ensure that their expectations for any service provided are met if not exceeded. This will also enable the company to know more about its competitors, their strengths and weaknesses and use them to our advantage. They also provided information that was vital in knowing the most appropriate channels that could be used to advertise our business as well as reach more people. Knowing how the customers felt about the cost of the services will help in planning and determination of the expected or estimated profits to be made from the business. This survey will greatly help the company make a big step in the landscaping company as well as reaching its goals and objectives.
Recommendations
· Look into adding a business that would compliment the landscaping business during the off season. For example, snow removal during winter and charismas light installation and outdoor decoration.
· Expand our expertise and incorporate other activities like irrigation and tree work. Also diversify from servicing residential homes and branch into commercial property.
· Conduct intensive marketing before the busy season by use of advertisements to reach the customers first and contact them often. 
· Use direct mail to reach the consumers for instance, send the clients a lawn care postcard in the mail. 
· Get the company on listings i.e. ensure that the company is mentioned in some of the popular listing sites. This will increase our chances of getting hired since people visit these sites looking for the right services. 
· Participate in events as well as shows. The shows could be on landscaping exclusively and other related activities. This will provide a great opportunity to meet the experts in the landscaping industry as well as meet potential clients. 
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