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ike Kukol, founder of
Horizon Landscape Co.
in Wyckoff, NJ, is a firm
believer that continuous
learning is the key to
success — even if you’ve
been in the industry for more than
40 years. Kukol spoke with Snow
Business at length about what he has
learned since starting his business in
1976 and how that has helped him
keep his eye on the horizon for future
growth for himself and his company.

Don't neglect business education
Kukol graduated from Mercer County
Community College in 1975 with a
degree in ornamental horticulture.

In hindsight, he wishes he’d taken a
different path. “I would have gone

to school for business and learned
about landscaping elsewhere,” he
says. “Your business is like marriage
— it’s the most important relationship
in your life and no one teaches you
anything about it. You end up making
mistakes — sometimes big ones.”

Like many in the industry, Kukol
got his start behind a lawnmower and
became well versed in operations. But
to grow, he says owners must eventually
get out from behind the wheel.

“We’re all technicians. It took me
having a heart attack in 2007 to make
the break,” Kukol says. “As owners,
we spend too much time working and
supervising as opposed to coming
inside and learning how to run the
business. Some never make that jump.”

Continued on page 16
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A-HA MOMENTS WITH MIKE KUKOL

Mike Kukol has learned a lot over his 40-plus years as owner
of Horizon Landscape Co. Here are a few of his transformative
growing pains:

1 Your business is not YOU: As a sole proprietor or someone starting
in business, you have to take a weekly paycheck. You're an employee like
everyone else and your salary is an expense that your business has to pay.

2 Get involved: Do not join an association to get a decal and credentials
on your business card. Meet people, learn and share with each other.

3 Keep learning: Take business or finance courses and continue to educate
yourself on industry topics.

4 Establish boundaries: Blending a family-run company into a corporate
culture is not easy. Those cultures are diametrically opposed. You are
responsible for 50 other people and have to balance being a father with
being the president. Sometimes, you need to run it as a corporate entity
when you really want to be someone’s family.

5 Track your time and costs: Separate expenses by department so you
can see down to the hour and dollar what each is costing and what each is
making. Before we did that, we had no idea which department was making
or losing money.

6 Organize and delegate: Make a list of everything you do, check off
those that others could be doing and hand them off. Before | did this, my list
had literally more than 250 tasks. | have been able to whittle it down to less
than 100, freeing up my time to work on the overall vision and strategy for
the company.
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CROWDED MARKET DRIVES HORIZON’S SNOW SERVIGE

n Bergen County, NJ, landscaping/

snow removal companies are a dime a

dozen. With such a crowded and high-

expectation market, Horizon Landscape

Co. has built long-lasting, quality client
relationships ... some of which top more
than 20 years.

Commercial snow management is a
growing component of Horizon’s business as
it has reduced its residential portfolio. Snow
represents about 15 percent to 20 percent of
the company’s overall revenue.

“Even for our small market, it's amazing
how many companies there are — from
companies with one to three trucks, to
mid-size like us to large companies. There
are probably 10 companies with revenues

between $5 million and $10 million,” says
: . SOFTWARE: As Horizon has switched its focus
Horizon Landscape owner Mike Kukol. . ; ;
) i ) to more commercial work, it has implemented
The Horizon team says it sets itself apart - technology and procedures that make it easier
by being selective about whom they service,  to track equipment, provide quality assurance
using technology to better track operations and communicate with its clients.

——

The new Hiniker 9300 Series Torsion-Trip
V-Plows offer the versatility that only a
V-Plow can, along with the strength and
operator convenience that you’ve come to
expect from Hiniker.

Super-bright quad halogen
headlights have up to
twice the power of sealed
-proof and beam lamps.

| plow surface reduces r g \
friction for better 28 / - ¥

snow flow.

Double-acting hydraulic
cylinders hold wings
securely in position, even
while backdragging.

Top-quality design,
construction, and
components in a
contractor-duty plow.

Convenient
Command of all
V-plow functions:
Scoop, Vee, Angle
Right, Angle Letft,
Raise and Lower.

(R

Simple, reliable torsion-trip
edge provides independent
protection to each plow wing.

Wrap-around curb guards with
chrome-alloy wear-bars protect
from premature wear and damage.

Chrome-alloy wear-bars for
extended cutting edge life.

HINIKER COMPANY 1-800-433-5620 * www.hiniker.com
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: Horizon has standardized
its equipment, Which streamlines'the parts
that must be kept'on handiand narrows
The focusofithe mechanics to just a few
brands. This allows the company to more
quickly address any.breakdowns and get
the equipment back into the field as soon
as possible.

and delivering the unexpected. How have
they set themselves apart?

1 Choosing clients wisely. “We
prefer to work with clients who own the
property and aren't afraid to spend the
money to make sure it's in good condition,”
says Mike’s son Shawn Kukol, who oversees
the snow operations. Nearly 100 percent
of the company’s clients sign per-push
contracts with all other services a la carte.
“Our clients want safety, not the bottom-
dollar price. They want to pay for what they
get,” says Snow Salesman Chris Tanzola.

2 Staying close to home. “We don't
plow far from our headquarters — maybe
a 7-mile radius,” says Sales and Marketing
Manager Karishma Ramani. “That allows us
to provide a high quality of service. In the
event of a problem, we can be there in 5 to
10 minutes.”

3 Using technology to stay ahead.

Horizon teams rely on software for routing

and service verification. A color-coded
system allows them to easily establish and
communicate routes to the crews, see what
services have been provided, etc.

“All of our vehicles have tablets
with route information and the ability
to live track where they are so we can
communicate our progress to our clients,”
says Maintenance Production Supervisor
Tim Grosman. Additionally, Horizon has
installed dash cameras in supervisor
vehicles. “As they go from site to site, we
have a recording that shows work that was
or wasn't done,” says Shawn Kukol. “Our
goal is to download these from each storm
and keep them for legal purposes and to
also use them as a training tool.”

4 Communicating with clients. All
commercial clients have access to the “snow
phone,” which gives them direct access to
Shawn or Tim if they have questions or need
to report a problem.

Qear§pam

To find out how we can
help with your structure needs visit or call
www.clearspan.com 1.866.643.1010

YOUR

IDEAL

STRUCTURE

——
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FOR NEARLY 40 YEARS CLEARSPAN

Contract# 030LIZ.C88

has been helping companies maximize profits with superior building solutions

J )

Superior
Warranties

Energy
Efficient

g

Expert
Project Managers

No Money Down Financing, Terms Up To 7 Yrs and As Low As 5.99% on buildings
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it. You end up making mistakes
— sometimes big ones.”
— MIKE KUKOL, HORIZON LANDSCAPE CO.

Continued from page 12 ke " : o~ -

Learn from your peers
Kukol also knows the importance of
sharing and networking through his
participation in state and national
associations and peer groups. He
attributes peer group participation and
business coaches for helping him get
over roadblocks he has experienced as
his company has grown.

“The business grew steadily, but
I felt like T had spent too much time
stuck in a rut. When I started working

Continued on page 20

- 6ft, 7ft, 8ft, 10ft, 12ft, 14ft, 16ft widths
- Commercial grade - Straight push

+» Rubber or steel cutting edge options
» Adjustable skid shoes — HD moldboard

- Optional screen for added capacity

- Optional back drag for skid steer models

» Mount Kits for Universal Skid Steer,
JCB Q-Fit, Manitou, Dieci, ACS, JRB, Volvo,
CAT IT, CAT Fusion and over 100 tractor
loaders including EURO/Global.
Bucket edge mount kit also available.

Call MDS Manufacturing Co. Inc. to locate or to become a dealer today. Y
800-658-4703 - mdsmfg.com . gordy@mdsmfg.com :

MANUFAGTURINGICO, ING!
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EXPANDING LIQUIDS INTO HORIZON'S OPERATIONS

aintenance Production Supervisor Tim Grosman V¢

is spearheading Horizon Landscape Co.’s growing SIDEWALK APPLICATIONS:

use of liquids in its ice management strategy, from Crews have been testing a
researching how to correctly make and apply them to brine/calcium blend for post-

) \ treatments on sidewalks.
which equipment to buy.

“He’s become our brine specialist. There is a lot of trial Y
and error that goes into the process. It really is a science ;\_;: \
that you have to understand, get your hands into and =
figure it out,” says Horizon Landscape Co. owner Mike
Kukol.

The team started primarily with using liquids as a
pretreatment and over the past few years has turned
toward learning how to implement them as a pre- and
post-treatment on sidewalks and as a post-treatment on
commercial parking lots.

“Post-treating is different and requires different
nozzles, calibrations and logistics. We believe there is a
better way to do post-treatments without putting a ton of
salt down and still getting a good result,” Grosman says.

LONGER LASTING

LOWER APPLICATION RATES
FEWER APPLICATIONS
COLDER TEMPS

Do you need to extend s
your salt supply? sy, CALLTOLLFRES

B 1-800-528-1922
Use “Salt Saver - Liquid” and make your . * : %.. Phone:
salt go farther, saving money and supply! « FEEEEE She 920-238-0482

Also, see our other great environmentally
friendly products - ALWAYS IN SUPPLY

PET .

CMA Safe for NEW CONCRETE | Green Earth Ice Melter | Clean Sweep Liquid

the

%% G ree n E a rt h % WANT TO SELL OUR PRODUCTS?

Distribution opportunities available

deicer Contact: info@the greenearthco.com
company

FOR DISCOUNTED PRICING, VISIT: www.GreenlceMelt.com/sima
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Don’t let the snow season
bury your business.

The all-in-one snow management
software you’ve been waiting for
— with the essential tools you need to grow.

Get started NOW at

ol X-JONOR X Yo

CRM BUDGET ESTIMATING ImnTIME GPS, DISPATCH JOBSITE JOBSITE FILES INVOICING QUICKBOOKS
& ROUTING WATCH & PHOTOS SYNC
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Join us for a 1-Day Educational Workshop

In single day learn: how an Operating Budget sets the course for the coming year complete with sales
goals; how much you can afford to pay your staff by using a Labor Budget; how to invest in labor-
saving equipment to gain efficiency with an Equipment Budget; and most importantly how to create
accurate mark-ups with an Overhead Budget to price work accurately and profitably.

golmn.com/Workshops



Continued from page 16
with peers and coaches, I started
getting the guidance I needed to
change the business and start moving
again,” he says. “Now when we hit a
hurdle, we know how to find what’s
holding us back, fix it and move on.”
He encourages companies to get
past holding expertise close to the vest

in the name of competition, noting
that he has learned a lot from other
contractors who have been willing to
share information.

“You cannot solve everything on
your own,” Kukol says. “To quote a
local contractor that I respect, “The
more educated my competitor is,
the better business will be for both

NEUTRO-WASH

Salt & Chloride Neutralizer

‘ Easily remove the corrosive salt contamination from
~your entire fleet.

Works where soaps fail — because soaps chemically
cannot break the carbonic bond that salt and liquid
deicers have when attached to your fleet.

Prevents rust and corrosion damage to your fleet - by
removing the salt contamination from your frames,
wiring harnesses, radiators, paint jobs and more.

Extremely economical protection - dilutes 1 to 8 with
cold water and only takes a few gallons of diluted
product to treat a tandem axel truck.

No added workload for your staff — it just take 2 to 3
minutes to neutralize the salt so you can rinse it away.

SNO-FLO

Snow Anti-Stick Encapsulant

Stop high-moisture content snow
from sticking to your equipment.

Snow slides right out - of your
truck beds, loader buckets and
blower chutes.

Eliminates the need for manual
removal — no more popping the
hydraulics or using a backhoe to
remove the sticky snow.

Easy application — with RHOMAR'’S 25-gallon powered sprayer.

Saves you time - less time idling means more roads cleared. ,""'
\
PROTECTION  PRESERUATION * PERFORMANCE RHOMAR

www.rhomar.com
solutions @rhomar.com

1-800-688-6221
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“l learned to hire people to do
those things I'm not good at or
to make the business flow better
so that | can spend more time on
the things that really matter.”

— MIKE KUKOL, HORIZON LANDSCAPE. CO.

of us.” You have to be involved and
participate in your industry. I’ve grown
to understand that more fully as I age.”

Encourage your team to learn
The importance of learning extends to
the Horizon team. Kukol requires each
of his employees to complete eight
hours of continuing education each
year. In addition, company meetings
feature a learning component, even if
it’s a quick five-minute video.

“It frustrates me when people say
they don’t want to waste their time on
it,” he says. “Learning gives you the
tools to overcome challenges you’re
facing and makes you a source of
knowledge for others.”

Get out of your own way

Kukol’s thirst for learning has given
him the realization that as a business
owner he can’t do it all. As he looked
back at the roadblocks Horizon hit
during key periods of growth, it was
tough to realize that he was often the
bottleneck stifling progress.

“It’s very difficult see the big picture
when you’re deeply involved in every
aspect of the business. I was trying to
do it all and had allowed a noose to
grow over everyone. The result was
that no one was being effective,” Kukol
says. “As a small business owner, there
is only so much you can do. I learned
to hire people to do those things 'm
not good at or to make the business
flow better so that I can spend more
time on the things that really matter.
It’s a work in progress, so I'll let you
know next year whether or not that
bottleneck broke wide open!” $8*

Cheryl Higley is Director of Education and Content
for SIMA. Email her at cheryl@sima.org or call 262-

236-9972.



The Most Complete
Liquids Line On The Mariet.

From nimble walk-behind sprayers to the
advanced, truck-mounted Liqui Maxx™ spray:
system, no one else offers the level of liquids
application equipment like SnowEx®. Easy to
set up. Easier to operate. Whether you're a
brine rookie or veteran, we have the equipment
to put you ahead of the storm.




