A thorough
approach

elling in the lawn and

garden industry is not
just a transaction; it’s a
process. Your rep needs to
work hard on the ground to
build relationships, present
your newest offerings in
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a context that will make
sense for the retailer and
then collaborate closely with
buyers to create programs
that will maximize sell-
through. Your reputation
—and your bottom line—
depends on each one of
these steps.

Business
Profile

Finding an independent
sales representative who can
handle each segment of the
process professionally can be tough; failing to do
so can have a profound negative impact on your
business. In many cases you only get one chance
to acquire a retailer as a customer. If that retailer

expectations every time. In
addition, we work closely
with buyers to design
programs and promotions
that meet the needs of their
individual stores—right
down to the SKU level. This
kind of persistent attention
to detail can provide a

great advantage in a highly
competitive environment
where buyers are under
tremendous pressure.

Our customers—the people
you are trying to reach—
consistently tell us that the
1:1 attention we provide is
greatly valued and unique in
the industry. All we know
is that it has kept several of
them loyal to our principals
for many, many years.

A lifetime of experience

Although GardenScape Sales

reaches season’s end with plenty of your product is a fairly recent arrival on the

still on the shelf, he might be hesitant to carry scene — we were founded in

2006 — our business is built on
decades of experience.

your wares again.

Seamless integration with

you_and your buyers Our President, Ken Kaiser, has been in the
lawn and garden business for 30 years. He has
been recognized by suppliers for numerous

achievements including:

GardenScape Sales works seamlessly with
suppliers to place products in retail locations.
More than that, we build
relationships that will ensure that
your products are welcome, season _
after season. Buyers need to know . ‘ décor supplier.

that suppliers are entirely behind : N . o Highest annual sales
them. Products must arrive on vl ' vy

time, sometimes packaged in

particular lots and sometimes
shipped to multiple locations.

+ Second highest national
sales volume for a lawn

growth for a lawn care
products manufacturer.

+ Largest increase of new
account volume for a
landscape products
company.

GardenScape Sales will help
you track and meet customer
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Ken is expert at creating supplier groups to maximize
sales, establishing and directing sales teams and
providing service to accounts at all levels—from
multi-store retailers to independent garden centers.
He also enjoys a challenge; he was part of the

team that marketed the Weed Eater® to a skeptical
international audience.

Ken’s career includes 15 years in supplier sales
management and 15 years as a manufacturer’s rep.
He holds a BS in Marketing and Accounting from the
University of Southern California, but has made his
home in the upper Midwest for the past 21 years.

Product Lines

We have represented suppliers in the following major
product lines, among others:

# Bird feeders and bird seed

o Deer/wildlife/pest control

o Edging, natural stone and landscape supplies

.

Lawn care, including fertilizer, grass seed, soils,
mulches and other bag goods

o Organic gardening products

+ Outdoor living products, such as furniture, arbors,
trellises, planters and torches

# Pottery, including basic clay, ceramic and glazed
indoor and outdoor pots and planters

& Statuary, fountains, lawn ornaments and
lawn décor

+ Water gardening pumps and pond care products
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Territories

We have worked with
retailers and suppliers
throughout the upper
Midwest, including
[llinois, Wisconsin,
Minnesota and Iowa.

MINNESOTA

Representative Accounts:

GardenScape Sales has an independent retailer
base of over 300 customers in four states, in
addition to regional accounts. Here are some of
the customers we work with regularly.

Regional Mass
Merchants
Blain Farm & Fleet
Bomgaars

Hy-Vee Stores
Menards

Mid-States
Distributing Group

Mills Fleet Farm
Running Supply
ShopKo Stores

Stein Garden & Gifts

Ind?endent

Garden Centers
Illinois

Atrium Garden Center
Castle Gardens

Chalet Nursery
Geimers Greenhouse
Lurvey Garden Center
Perricone Garden Center
Pesche’s Greenhouse
Platt Hill Nursery
The Barn Nursery
Village Green

Wisconsin

Bayside Garden Center
Bruce Company
Breezy Hill Nursery

Caan Floral and
Garden Center

Ebert’s Greenhouse
Frenz Market

Green Bay Nursery
Jung Garden Centers
Minors Garden Center
Plant Station
Greenhouse
Minnesota

Bachmans Garden
Center

Buell’s Landscape Center
Drummer Landscape
Dundee Nursery

Gerten Greenhouse
Halla Nursery

Linder’s

Mickman Bros
Garden Center

Minnesota Valley
Garden Center

Noble Landscape
Pahl’s Market
Sargent’s Garden Center

Iowa
Culvers Garden Center

Des Moines Feed
& Garden Shoppe

Earl May Garden Centers
Ferguson Landscape
Pecks Green Thumb
Sherbondy Showplace
Wallace’s Showplace




