Located in the suburbs just outside London,
England, Stephen Price’s Mowhawk Mainte-
nance has many high-end executive clients
for which his company provides typical land-
scape maintenance. Everything from mowing,
blowing, and trimming to soft landscape en-
hancements and even some construction and
small design elements supplied by Mowhawk
Maintenance.

As his business grew, Price needed a tool
that would bring more consistency to his
entire company, enabling him to schedule his
crews better for maintenance. He also re-
quired a better estimating system. He real-
ized that estimating was an area many land-
scapers struggled in and lost money because
it was not done correctly.
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All the other systems | looked at were just

nowhere near as in-depth as DynaScape.

With the attention to detail, DynaScape

stood out as the only proper choice for a

purposely-built system for landscaping.
— Stephen Price

~

N “_/

“From speaking to people in the industry,
estimating is the big area where people trip
up, and people can lose money easily,” said
Price. “That was an area | wanted to address
more systematically than | had been doing.”

As Price started looking for landscaping busi-
ness management software to help him with
scheduling and estimating, Price also found
an additional problem: he needed the pro-
grams to work for the United Kingdom. That
meant using the correct sign for the British
pound currency and the proper formatting for
telephone numbers in Europe.

Needing a comprehensive solution for his
business, Price began his search for software
that would help remove the most demanding
challenges of his business.



The software best suited for
landscaping.

During his initial search, Price found many
software options that did tree surgeries and
lawn care, and some of the things he need-
ed, but nothing that focused entirely on the
landscaping business maintenance programs
Mowhawk Maintenance offers.

Price found DynaScape’s lawn maintenance
software, and on first impression, it looked to
be as thorough as he needed it to be. Man-
age360 was checking the boxes for Price’s
business, offering an estimating solution with
built-in recovery, kits, and the systematic
strategy built in that would allow his estimat-
ing process to be more consistent.

“DynaScape was the most in-depth and most
suited for landscaping,” said Price. “I really
found out straight away; | sent a small essay
on what | thought | needed that spoke to me
because | didn't want to make an invest-
ment in this and be tripped up by silly things
like phone numbers, the dollar sign, and

the pound sound, and all these other small
things.”

DynaScape took Price’s list and, within a
week, developed Manage360 to suit his
needs in the United Kingdom, which includ-
ed the currency and phone number changes
Price had requested.

“When | finally got Manage360, everything
was working,” said Price. “All the areas they
said they would change, they were changed.
After that, there were no problems, and as
things have come up, the support has been
excellent.”

For Price, having a fully designed system
specifically for landscapers was necessary,
as many other solutions tried to mimic what
landscapers would need. But he could tell
right away that they didn’t have landscapers
true intentions at heart, and the lawn care
elements mainly were just add-ons to other
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You can’'t be going into the future without
your business being online and being on a
cloud-based system. A lot of people in the
landscaping business are still doing things
the old-fashioned way. You just can’t do
that. Not if you want to be a decent com-
pany and grow.

— Stephen Price
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software programs. DynaScape, he found, was

built for companies like his that performed the
tasks of mowing, trimming, and blowing leaves.

“All the other systems | looked at were just
nowhere near as in-depth as DynaScape,” said
Price. “With the attention to detail, DynaScape
stood out as the only proper choice for a pur-
posely-built system for landscaping. It was
that purpose and attention to detail that came
across with DynaScape, and that is what really
swung it for me.”



software programs. DynaScape, he found,
was built for companies like his that per-
formed the tasks of mowing, trimming, and
blowing leaves.

“All the other systems | looked at were just no-
where near as in-depth as DynaScape,” said
Price. “With the attention to detail, DynaScape
stood out as the only proper choice for a
purposely-built system for landscaping. It was
that purpose and attention to detail that came
across with DynaScape, and that is what real-
ly swung it for me.”

A systematic approach helps
Mowhawk land more jobs.

With DynaScape’s Manage360 in place, Price
has said the results have been a 20-30% in-
crease in the number of jobs his landscaping
maintenance business has won. Price entire-
ly credits the success of his estimating and
scheduling process systemization. He says
landscaping companies can’t go without a
maintenance software if they want to be prof-
itable heading into the future.

“You can’'t be going into the future without
your business being online and being on a
cloud-based system,” said Price. “A lot of peo-
ple in the landscaping business are still doing
things the old-fashioned way. You just can’t
do that. Not if you want to be a decent com-
pany and grow.”

One of the most significant benefits for Price
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was that Manage360 brought everything into
one place for him. The cloud-based landscap-
ing business management system had all of
his quoting, scheduling, and sales tools all in
one location that was accessible.

Having one system helped push Price down
the funnel of systemized thinking. It helped
him move away from the manual efforts that
he was doing before for even small jobs like
mowing a lawn.

“Before, you might just send a couple of guys
to do a job without any paperwork and just tell
them what to do, but with Manage360, you
need to generate the work order and give it to
them,” said Price. “All those processes make
the end result more streamlined and consis-
tent for the client, and it makes it easier to
operate at the end of the day.”



https://www.dynascape.com/contact-us/?utm_source=dynascape&utm_medium=social&utm_campaign=mowhawk-maintanence-case-study&utm_term=schedule-a-demo



