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MEDIA SUMl'\iARY 

Landscape Queensland Industries Inc held their annual landscape conference on 

Friday 7th August 2009 at the Australian Centre of Lifestyle Horticulture, Cleveland. 

The theme was chosen due to the current economic climate, "Landscape Positives in 

an Economic Downturn". 

The annual conference is designed to encourage, educate and provide innovative 

processes and methodologies as well as providing the opportunity for the industry 

base to netvlork and discuss various issues critical to the ongoing sustainability and 

development of the landscape industry. 

The conference addressed the current issues facing the industry: 

• Innovation and sustainabiEty in design 

• Climate change 

• Achieving project payment 

• Small business sUrlriving the current economic crisis 

• Website as a business tool 

• Green roofs innovation 

• AccreditationlCertification "Industry Best Practice" for national uptake 

• New competency standards for the industry 

Delegate numbers were lower than expected with only 40 delegates attending in this 

time of tight financial concern. 

As always, the importance of networking was sho\\TI to be high on the delegates list. 

An extended session by popular demand on Receiving Project Payment and the 

Process a/Getting Paid was wen received by alL 

Obviously environmental and climate change issues were a matter of concern on the 

list of important issues facing the landscape industry nationally. Innovation and 

Biosecurity became a well discussed topic along with the development of new 

competency standards for the landscape industry. 
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EVALUATION OF EFFECTIVENESS - SURVEY RESULTS 

Even though the delegate numbers were down to previous years due to the economic 

climate, there were some attendees from the regions. Those that attended confmned 

the quality of the speakers and the topics and said they were relevant for these tough 
economic times. The conference provided the ideal networking opportunity. 

The post conference sun .... ey showed that delegates, exhibitors and sponsors were more 
than happy with the conference content, networking and information exchange and 
enforced the multifaceted supply and demand chain. All delegates attended all 

Conference sessions supporting the value of every individual conference session and 
speaker. 

In a post conference survey 85% of the delegates responded to the following 

questiOlll1aire: 

.... .. ······/i.i//i ) ................... ••• ·.i</ . ........ / Dissatis'fied:., ' "'.,Satisf'ted ' " ' ::Verr'i;',:::\" ;','," :~~t'iill~':, " 
how satisfied with the registration process. 14% 290/0 570/0 

how satisfied with the conference materials. 
, 

29% 14% 57% 

how satisfied with speakers/presenters , - 29%. 710/0 

how satisfied with conference facilities i - 14% 86% 
i 

1 were the conference sessions too long, too short, - I 140/0 86% 
I just right 
I the content of conference sessions was 

, 
29% 71% -

appropriate and informative , 

-what sessions would you like to see at future • Business 
, conferences managementfcontract 

management 
• Contract pricing, residential 

I 
, vs. commercial 

• Marketing and sales 

I 
• Forum for suppliers and 

contractors 
I • More manaoement principles 

what did you like most about the conference • Speaker, Kevin Avery 

I 
• Variety and quality of 

information 
, • Network opportunities 

• Detailed and informative 

what did you like least about the conference • Relevance of certain topics to 

my business 
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j. Lunch seating 

• Some speakers did not have 

I 
notes to hand out 

approximately how many conference of this type 290/0 -1-2 per year 
do you attend annually 57% 2-4 per year 

14% don't usually attend 

do you plan to attend this conference again next 1100'% said yes 
year 

I would you recommend this conference to others 100% said yes 

, 

i 

how would yOll rate this conference compared to 86% - very good 

other conferences of this type 140/0 - excellent 

in what way could this conference be improved • More ways to meet others 

• Possibly small workshop 

groups to discuss topics in 

more detail. 

Refer AppendIX I - Attendees Survey 

The post conference survey showed that overall, all delegates and sponsors were more 

than happy \Vith the conference content, information exchange and networking and 

felt that they had taken away information that benefited their business, especially in 

this current economic climate. 

4 

I 



CONFERENCE PROGRAM 

The conference program was developed in consultation with industry representatives. 

The important areas of: 

• innovation 
• Biosecurity 
• Payment on project completion 

• Environment 
• Climate control and; 

• Networking 
were all well received by those who attended and represented current topics of interest 

at this time within the landscape industry as it recovers from the financial crisis. 

The Conference Program sought to cover topics/issues relevant to today's industry 

with delivery by professional speakers/presenters. All presentations were PowerPoint 
based with full audio-visual support. 

Refer Appendix II - Conference Program. 
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DELEGATE LIST 

The conference was attended by 41 delegates from the state including regional areas. 

The total number was disappointing as every effort was made to promote the event. 

\\'hen those that responded as a no were asked why they did not attend, the majority 

said it was due to the current economic climate. 

Refer Appendix III - Delegate list 
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KEY OUTCOMES AND RECOMMENDATIONS 

A survey undertaken early in the year to members indicated that delegates wanted a 

conference that would offer a "learning event" as well as networking. Members 
wanted topics relevant to their industry and businesses. Objectives addressed at the 

conference were: 

• innovation and sustainability in design 

• 

• 

climate change 

contractor protection 

• effective litigation strategies in a dov.m.turn 

• 

• 

what should small business do to survive the economic crisis 

competency standards for the landscape industry 

• green roof and v.Talis 

• accreditation/certification - industry best practice 

From the objectives above the following key outcomes and recommendations were: 

1. .Innovation and sustainability in design 

Recommendation: climote change, carbon sequestration and environmental 

issues to hefoUowed up. 

2. .Climate change 
Recommendation: project and investigation on water use effICiency and 

ongoing maintenance in landscapes. 

3. . Contractor protection and effective litigation strategies 

Recommendation: undertake extra training in understanding payment 

processes and methodologies. 

4. .Small business surviving the economic crisis 

Recommendation: work on the business at this time as wen as in the business. 

Investigate undertaking workshops to assist. 

5. Green roofs 

Recommendation: excelJent potential for the landscape industry to work closer 

with the green roof industry. 

6. Accreditation/Certification - industry best practice 

Recommendation: this considered to be an obvious recognition of best practice 

within the landscape industry and provide consumers and specifiers protection. 

A big step was to enSure it is promoted correctly for the benefit of everyone. 
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PROCEEDINGS, COPIES OF PAPERS PRESENTED 

Refer Appendix IV - Conference Papers/Conference PowerPoint 

Presentations/Conference Speaker/Event Photographs. 

Some photos of speakers, delegates: 
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ATTENDEES SURVEY 

"Landscape Positives in an Economic Downturn" 
7th August 2009 

1. How satisfied were you with the registration process? 

o Dissatisfied o Satisfied o Very Satisfied 

2. How satisfied were you with the conference materials provided? 

o Dissatisfied 01 Satisfied o Very Satisfied 

3. Overall, how satisfied were you with the speakers/presenters? 

o Dissatisfied o Satisfied o Very Satisfied 

4. Overall, how satisfied were you with the conference facilities? 

o Dissatisfied o Satisfied o Very Satisfied 

s. Did you feel the length of conference sessions were too long.. just about right} or too short? 

o Too long o roo short OJUstright 

6. The content of conference sessions was appropriate and informative. 

o Dissatisfied o Satisfied o Very Satisfied 

7. What kinds of sessions would you like to see included at future conferences? 

8. What did you like most about the conference? 

9. What did you like least about the conference? 

(please turn over) 



10. Approximately how many conferences of this type do you attend annually? 

o 1-2 per year o 2-4 per year o Don't usually attend 

11. Do you plan to attend this conference again next year? 

Oves o Don'tknow 

12. Would you recommend this conference to others? 

Oves o Don'tknow 

13. How would you rate this conference compared to other conferences of this type that you have 
attended? 

o Average o Very good o Excellent 

14. In what ways could this conference be improved? 

Name: (not compulsory) 

Company: ___________________ (not compulsory) 
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Landscape Positives in an Economic Downturn 

Friday 7th August 2009 

Comoanv <Attendees 
Boss Gardenscapes Cristina Ghira!delli 
Mark Perriman Landscapes Mark Perriman 
Room Landscape Design Chris Gill 
GardenMakers Landscaping Brett Johnston 
NLH Design Nick Huggins 
Yards I Ben French 
Reece Irrigation Caboolture Shaun Hann 
Wayne Giebel Landscapes Wayne Giebel 
Geofabrics Aust pty Ltd Greg Lock 
Pacific Trees Donna Sands 
Reece Irrigation NoosaviUe Shane Riches 

Professional Turf & Garden Graham Hayward, Greg Stevens 

Ray Palmer Landscapes Ray Palmer 

Dig It Landscapes Greg Mann, Tim Stafford 

Design Landscapes (Qld) P/L James Stoddart, Greg Gunton 

Green Survival Dennis Fitzpatrick 
QPIF Shane Hotborn 
J Mac Constructions P/L Steve Musgrove 
Qld Sandstone John Alexander 
Nature Zone Landscaping Jason Pennel! 
Eureka Landscapes Jason McGarry 
Universal Magazines Emil Montibeler 
Outdoor Design Source Deborah Haines 

AWX ' Jessica Hill, Russell Sheasby, Tim 
I Prince 

Interface Landscapes Dave Taylor 
Boral Martin Dobson 
Caboolture Turf Adam Thornton, Tony Cross 

Lockyer Lawns Andy Ritchie, Leon & Paula 
Bachmann 

NGIQ Steve Hart 
Jimboomba Turf Lynn Davidson 
Cassandra Dare LQIDO 
Jim Vaughan I LQ CEO 
Theresa Elliott I LQ Secretariat 

TOTAL , 

No. 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 

I 21 
I 

1 

2 

2 

1 
1 I 

1 I 
1 
1 
1 
1 
1 

3 
i 

, 1 
1 
2 

3 

1 
1 
1 

i 1 

I 1 
I 

I 41 
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Our role in a changing climate 
Rachel Poulter 
Queensland Primary Industries and Fisheries, DEED!. 

Introduction: 
There v,.ill be three themes to my presentation: 
Management, Modification and Moving forward. 

That is 
• Managing the impact that climate change will have. 
• Our role in Modifying the rate that climate change occurs 
• Ways that we can Move forward in research, development and extension to 

ensure that we are able to play that role. 
Management 
That is, how do we manage and adapt our industry to cope 'hith the pressures placed 
on us by climate change? 
The federal government has committed $126 million to Climate Change Adaption 
We are likely to see changes in the areas or regions in which certain plants can grow. 
Increasing temperatures can lead to a change in the types of pests and diseases we are 
likely to be dealing with. 
The growing period for many plants 'Will probably change. 
It is also predicted that there will be an increased incidence "of droughts, and flooding 
rains", coupled ,vith an increase in the water requirements by plants due to the 
increase in temperatures driving and increase in evapotranspiration. It's more 
important now than ever to fully understand the water requirements of plants and to 
maximise water use efficiencies. 
The reliability of irrigation schemes, through impacts on recharge of surface and 
groundwater storages vviIl be reduced. 
There is increased risk of soil erosion and off-farm effects of nutrients and pesticides, 
from extreme rainfall events 
Increased input costs-especially fuel, fertilisers and pesticides 
Additional input cost impacts when agriculture is included in an Emissions Trading 
Scheme (ETS). 

Modification 
Responding or adapting to climate change is one thing, but we are in an industry that 
can also provide solutions. 

We need a positive attitude: we can save the world!!! We have the capacity to help 
every member of society play their part in slowing the rate at which climate change 
occurs. 

We can have a direct effect on carbon emissions: - with or without a trading scheme 
plants and soils in our gardens are a carbon sink, and a tree in a park or garden is 
permanent!!! If we manage our fertilisers correctly we can ensure uptake of nutrients 
is maximised and very little, if any is contributing to the problem. 

We can also have an indirect effect, by using the cooling benefits of plants there can 
be significant reductions in the energy consumed to run air conditioners, This is not 
just a $ saving on an individual basis, the net effect is less demand for electricity, 



therefore power producers don't need to burn as much fuel which then becomes a 
carbon emission. 

Taking it further, if we encourage home O"Wllers to set aside space in their landscaping 
plan for a productive garden, we ~ill be helping them reduce "food miles" 

Moving forward 

We're going to see speakers today who will help achieve an increase in "'green 
infrastructure" even with dwindling space, for example green roofs and walls. 

I would like to challenge everyone here to consider their own contribution to 
combating climate change, and where they believe research should be headed. 

Research and development to help us adapt to the pressures of climate change: 

• Suitability of current or new cultivars to pressures, for example, physiological 
disorders, drought, pests and diseases. Will the locations at which these 
cu1tivars best suited change? Will the pests and diseases change? 

• increased water requirements to meet increasing evaporative demand, coupled 
with increased drought OCCillTence and more intense rainfall events. Do we 
know enough about the capture and storage of alternate \vater sources? 

• How do we manage fertilisers so that input costs are minimised but also to 
ensure we don't pollute waterways, or contribute to greenhouse gas 
emissions? 

Research to help maintain biodiversity 
This is one of the priority research areas for the money that the federal government 
has allocated to research into climate change adaptation. 

• Do we know what plants will support the endangered animals in our region? 
• Do we know what plants are endangered, and are they suitable for inclusion in 

landscape projects/plans Or ... are they suitable for inclusion in a green roof or 
wall? 

Research to help industry provide consumers with facts and figures, which in 
turn ensures we have a place in the market, which is our bottom line! 

• Does the consumer know enough about the capture, use and implications of 
alternate water sources - greywater 

• Does the consumer know exactly how much power, and therefore money they 
can save by ensuring they have the right landscape elements, in the right 
position around their home/office building/street? Do we know that? 

• Does the consumer know how much insulation (heat and sound) a green roof 
or wall can provide? Are the energy savings cost effective? 

• Does the consumer know how much carbon is captured by the plants in their 
garden, on the golf course, in a street tree? If so, do they know how much 
water is needed to keep them alive, and that this is not a waste of water? 

Conclusion: 
I believe we should have the attitude that we can save the world! 



EFFECTIVE LITIGATION 
STRATEGIES IN A DOWNTURN 

"""~ 

landscape Conference 2009 

Friday 7 August 2009 

GFC 
Started about mid 2008 

Not seen coming by many 

Started witt! the collapse of Lehman Brothers 

cavsed banks to tighten up with ~ policy 

Effects of the downturn 

Late payments occur 

Keep getting told the cheQue in the mail 

Debtor not r<!tvmmg your phone calfs 

Harder to get paid 

You recelve the dreaded phone cali from the liquidator 

10/09/2009 

Landscapers 

Sole Ir.lders; 

Pn)priet:aty Ilmitecl companies - often sole direclws; 

Tt'USt$; 

Partnerships. 

....... 

What to do in a downturn? 

Aggressive approach 

Passive approach 
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Passive approach 

Commen:iaf aoreement 

Work with debtor and W<lit for payment 
Enter payment amlngemel\t 
Obtatn security: mortgage, personal guar.mtee 
Claim I~terest -• Customer loyalty 

c""" 
",-­
Preferential payment 

• YOl.I beo)me the bank for your customer 

Aggressive approach 

What is it? 
letter cf dern~n(.! 
Illst!tute pJ"OCeediflgs 
eo,. 
SUbconl:!actor's thalye 
statutory demafld 
ccr 

""'" • Rec:overy cf monies 

Cons: 
Potential to ruin commercral re!atiollst>1p 

Institute proceedjngs 

Up to $50,000 Magistrates Court 

$50,001· $250,000 - District Court 

Greater than $250,(100 - SUpreme Court 

"""' .. 

10(09(2009 

Passive approach (cont.) 

Mediation 

Quid( him aroufld time 

can preserve commercial relationships 

....... 

letter of demand 

7 day letter 

Tothepeint 

Give a time fer payment 

....... 

BClPA 
Building and Construction 1ndustry Payment5 Aet 2004 

Great p;ece of legtslatlon 

For use by ~ in the COIlStruCtion Ifldl.lSby 

l1l€re are exGeptions - c;m't be In relation to building work for 
re50tlent owner or ~ 3 SIJb::ontractor's charge has t;.een se!Ved. 

A payment claim needs to be served and strict timefremes 
apply for the payment schettu~ to be served 

Note: the ACt also allows for the suspensJof\ cf Work. 
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Subcontractors' Charges Act 1974 

Entltles a subcontractor to fl'eeze morues owing to a head 
coIltI<!ctor so that payment can be made to ~ 

A rIOtice claiming the charge must be issued witIlln 3 months of 
canyJng oot WQI1I on site 

Then one mOllth to institute proceedirlQ'S. 

Best chi.mce to re:over mooey if company enters Into liquidation 

latest news 

QCAT (TrIbunal) 

Will take over the ccr and starts 1 Dec:ember 2009 

New set of rules 

Summary 

1. Fast recovery of ITlOI"\e"Y Is very Important In an economk: 
downturn. 

2. In a downtum: 

a) SUbcontr.!lctors' Charges Act: 

• 3 months from date wol1l on site 0CCIJfflld. 
1 monti1 to institute prc:ceedings. 

b} BClI'A: 

Payment claim must be served wi!fllfl 12 months from 
dateofworl<. 
f"ayment schedule must be served wittlin 10 business days 
of service of payment claim. 

"""' .. 

10/09/2009 

Statutory demand 

The staMoly demand needs to be 5eI'Ied on the company. 
Once seNed, 21 days until act of Insolvency occurs unless payment 
made or debtor company makes applicatlOl1 to have statutory 
demandset~ 

AdyMt;)ge· very serious consequences and therefore set:tlement 
often occurs 

Disactvaru.aoe· If there is a 9ffiul!1e dlspute about the debt and 
debtor company apptles to set astde statutory demand, the wurt 
will set it aside with costs . 

....... 

Terms you may come across in a downturn 

Administration 

Liquidation 

........ 

Any questions? 
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""" ... 

Please visit us at: 

www.scoqliolaw.CQm.au 

Contact details: 

Sc:Qglio Law 
Ph: (07) 3833 2100 
Fa;o:: (07) 3833 2121 
email.tony@$eOgIiolaw.com.au 

10/09/2009 
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There are 4 ways to do it; . 
l. Increase your revenue 

2. Decrease your costs 

3. Change your product mix 

4. Manage your Working Capita! 

Howeyer - these 4 need to be examined together to 
ensure the correct outcome. You have probably heard 
before during this crisis - ~Cash is King". We "iU 
disc\lSS this further 13ter. 

En"""" fnfo""",,,", 1"'"'" "'"'''''' ",,," " 0" .co''',,'' "'~.""o ~f JOY' ",-"00,,, • 
H"",,,,,,,s.i.,..,. O,W"!JR",,=.e c- "«<I",,.,» , .. I 00" of_I¢vl"'l 
"wI" ,ou ".'" "" ."""".0 by yO" ","",'0= _ !\ow"'',," wo..to Y>I' ""1 ,,,,",,,,,,,,"""'''0,,,0' ,~., 
"",, .. ,I..,d<l',_'oo"""""" "''' Sol<,."ooyo"0""'" """"9'''"''''"'''' 
"",i"=. 
"'ow Mo" "~,~ of ,"," F""'~" "'~..".., '"tn •• ,,,nm' eo... ""'0,., ... " '." 
m,,"""""''''"''''o''''''=' 

_ A"'y'" ",''''''V<h"'",<"?,,~.o,",',,,,,'' lod,d"" ""''''''0')'<>'' 
0, ,",' '"'' 0>-'»,=",'''''''''''' '""'"'"""""""01""",,.... """ "'"'"j 
p~~'fo,,,,,,,,, • .do<,,, 

"'I~f="",,,,," 0. .. "I, ""I.,.,", 'I">'''',,"mI~'Y'_'' 91" )00' " .. , 
0"" ""'",,'" ",n"",0" of,,,,,, """~","~ ,nyo" "",,, .. ,,,,, ... "'" ""'''' <,. 
"""",ft".,_,"",~,o"", 

A, th, .. "'" ~"" too ~'t>tY • ..-.1\00"" '" ,~o!>" p'o~'.o. w',M", 
;ofo,m","",h.yo..o ,"" 
v"'=- .... ...,,"'. ,!yoo.,. ""I >""'9 o"oIyoo,,,"~..,,...,.,.,, ~"" 
th,<.oO'''''YOO ",.In,."""" 
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To make a profit 

0, 

Probably more ,orrectiyto make the best return on the 
capttai you have Invested into the business as quickly a~ 
possible, 

Probably not - so don't loose sight of It. 
More importantly don'! be distracted from It and focus on 

" 

A"oomhg" 0 dovo< ,ystom ''''' h.., ~o v .. o f".. thoo"ru;, <>iyo= 
go> 0000_' o=,ido yo.; w"o ,"= i<'f""",\iM you ~tc mOl'" t"'~bo,. 
d«"il>n, 
Cf(oo,ho ~""",,.t hf~"">tio" YO" ",,,,-to '"0'" wi'" ho, kon p:ep"oo to meet 
tho ""~, of • (;o.w,rn",,,," 0'9"""""''''' '"~O ",ire T.x Off",o« A">tr.:;O" 
s",",M<Md l~v'>t"'<1't ="'=-00. 
S'" tho" ".od, oro d,ff."", 1,0'" ~C"'" 
Mo<o.d mo",w<fod 'ho>-.",o,~""S ,~f",,,,,,,.,,, "9"'009 fW'M' ood ","ho' 
f,omwOot ~ w., OTl9,,,,lly 0";9.,.d to do. 
;<.1"'0".11 <>Jf""" Aocoo,",'og IT "",,,,0= "'~ k ><t vp,e I>'0'ido 1>"'" tOO' 
""~,., woil., "....,,,ing YOU' ""'"'-"I)' "o'~' 
to.; • ",.,,~t <>i f.ct YO" ". .. y J>e of,,,, """n;on to.' YO"' 000<1,.10 '",010 

irnpo"""'"'~'h"""" ef,", (;c"'fI'me~t 

• You can almost always break yOlJr business lJP into 
logical groups. This can be done by ProdvctGroups, 
Contract Types or other logical groupings 

• Once the groups have been established, you can 
break each grovp into their logical costs such as 
Materials, Sub Contract, Labour and Overheads 

• You can then look at the volumes, cost anc! nature 
of each group or indeed individlJa! products within 
the group 
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• Accurate financial decision making can then 
be easily set up on a spreadsheet for your 
business. 

• The information provided to you by your 
accounting system can be used in a decision 
tree 

• Let's take a Landscaping Example 

Wh~ 'fyou put yotIf ~,,'e of the new 8ti$i= "8" VI' by '0% and 
negotial~d with )'(lur wppli~!'S fur ",day paymem t~rms to reduce 
the ;mpan pn you< inv~nro", - ,-

C" ... ~ a.,.~ ... a",,,,,. 
<)",~" 'g ~ ,-, ~ ~ m - • -. _ro 

~"""",z,,.. " " " """"", .. (",..) " • • 
"" .... "'('''''i • " • 
"" ....... " • • 
''''''''Y ro • ,," 
"""''''''''' •• " _ro 
w,~,"Oo"", ,,,.;, ,,,,,I oM 
""", .... '''' , 

'" 
• The '""=<I:>:i,,,,,,,, ,bol' tb"~ ofc.:..h ~ "" )"""l>.«in= 

- R=1xr ~ Cosh" Kmg ~ bIl,"", ""iy duf""l> a ""'" 

Ooy~" IMk ot Y"'"' e,l.o", sn.0\ '~;<-,I.fyl 0, l,i'jvS1: M ;;I¢g;"": p,"'" 'Of 
Ac:.~,"",,,> Jnform.tionto", Y"'""'. ~ooqv~e '"'" wOy,oev '=p ;<00"",,> it 
The« "'" ptob.hly""lyto'¢t: i=, "" ~ yoo "",,:I ~~wat<1'> "'901#y­
AR!AP~r'e"'Qry. They "",,pi,- "e Gett,og P;"ci fo, wi1., yoo~e oon<. KQw m"'~ 
yo, cweforwhot you "'''' vS«lood flow "'"'" y~v h" ... v.il.o:'t~ go"",..:< 
f"'v",""~"e, 
Yeo woold b. ,v'?,,=i "'h< ,mou'" 01 mh to.t 9<','1<6 V~;" t"',.; I",,,,, 
ot><l"'.o.S"'S'""'" P'"I"'rly I, ",ti"":, ,iM": •• 00 " .. d, to be." i~rt"'t port 
01100,-00"';00 ""bOS. 
~ .. ~"'" yO"' """00"1> R«elV.~I. _egvlo,iy ~ "'O"ltOf ,I ,+:'y ore gett,OS be"., 0' 
wo,,,,, 
00 tn, ""'<w~" YO"' Ao;ou"..., ?"Yoblo- moo""r d,hor ... got:<"9 "'".- <>1" 
~,-

Rov'''''''Y''w ,",."."'<)', 00 y¢v i1",. 1""""'0<";1 th;, i,= "",,,ogO M<>v. it<>r 
0""",""'''_'''' 'Y"'; op v,i"obJe c.,h, 
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• Don't just look atthe P&L 
• You need to understand the Cashflow 

implications 

- "-c, .. ~ ."' .... -"-0",,,,, ',' " -" ~ ~ ~ 

'"' • 'oo " 0,'"",,,,,,1 .. ~." .- """ "",""" .. (- • • < 
,,,,,,,,",y(,.,~ " • , 
."."'lo, , • " , ... ~.~ • ro '. r".,,,,..,. '00 ox .00 
w,,,,,,.c.~·.' r=:r,;;~-,--",J """, ..... " .. , " 

" Manage your Accovrrts Receivables 
,. Manage your A<counts Payable 
,. Manageyourlnventory 
'" Manageyovrcosts 
5. Maintain your sales & Marketing Levels 
5, Retain YOLlrtaienteciempioYe€S 
7. Keep a strong relationship with your bank 
s, Oon't'oe afraid to ask for help 
9. Se lipfrontandTruthful 
,~. LookforSetterOeals 

• Look at the costs in your business on a line by 
line basis 

• Are they necessary? 
• What would happen if you eliminated them? 
• How much revenue dothey generate? 
• Does the value of the cost match the value of 

the revenue 
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• Don't loose focus on your revenue especially 
the profitable groups 

• Look at the impact of the profitable groups 
and see if there are creative ways these can 
be increased in a more positive cash flow 
environment 

• Banks exist as a supplier of cash 
• They can and will help your business if the 

fundamentals are right in your business 
• Make sure you give the bank the correct story 

of your business 
• Talk to them and explain your needs 
• Be up front and truthful 
• They will currently support existing good 

customers before new ones 

• Talk to your suppliers 
• Look at your business decision making model 

we talked about above and look for better 
ways of business 

• Talk to your customers and see what their 
needs are. Can you better align with them? 

9110/2009 

• Top performing employees wJlI be safe from job 
cuts during difficult times 

• Be up front and truthful 
• They may need to take on more workload 
• This may lead to betterefficiencies 
• Have them take the opportunity to modify the 

procedures or systems during this time to ensure 
these efficiencies can be maintained or improved in 
better times 

• Be ready to reemploy when the cycle changes 

• Don't be afraid to seek outside help 
• You are not the only one finding things difficult 
• Seek out good and experienced professionals who 

can provide you with solutions to your problems 
• Business cruching and mentoring is growing 
• Looking outside the square can be difficult during 

difficult trading conditions 
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Roofs and Walls 
a Sustainable 

usilnes~s Opportunity 

LQI Conference August 09 

SIDONIE CARPENTER 
Green Roof & WaU Design Consultant 
President Green Roof:; Australia Inc. 

WHY GREEN ROOFS? 

Green roofs may not be, If''''': " 
familiar site in our City. 
Successful examples in 
the UK, Europe, Japan & 
Nth AmeriCa, show they 
can make a unique 
contribution to the 
quality of our urban 
environment 

THE COST OF URBANISATION 
It is estimated that the 

constl'tlction, operation, 
maintenance and 
demolition of buildings 
contributes up to 40% 
of global greenhouse 
gas emissions 
{UN SBCI2006}. 

We need to be actively ch3ngifl9 
& irK:orpornting sustainable 
practices <nm our coostruc!ioo 
industries. 

9/10/2009 

GREEN ROOFS & THEIR POTENTIAL 

• What is driving the Green Roof & Wall 
market? 

• Why? 

• What? 
• Benefits 
• Integrated design" 

·ji~!ilID\WliIb'\l'2(tTIi.\;;\;C:';:"'· " 
What is driving the Green Roof market? 

CLIMATE CHANGE & SUSTAINABLE DESIGN 

• In the industrialized world 80% of the population 
now live in cities, (E~,1Sge) 

• Buildings and urbanization have created a unique 
set of environmental problems. 

• Increased Car!loo Dioxitte levels 
• Urban heal Island effed 
• Reduced bio diversity 
• "'''atet management 

• Many of these problems are either directly caused 
or exacerbated by the removal of vegetation to 
accommodate urban expansion. 

WHY GREEN ROOFS & WALLS? 

Modem architecture leaves less 
avaHable green space and !his is 
one W<1f of rectaiming it S 
ifltegratmg ~ ;nto lruild;ng design. 

Gnren !'klofs & Walls make a 
uniqul) contribution to tIw 
quallly of our urban 
environmel'1t. 
As we move "'10 tI>e :21~ CIlIltury, 
green roofs & waUs can address 
many of tt\e challenges 
presented by urbanization & 
climate chart9\l. 
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GREEN BUILDINGS & GREEN 
ROOFS 
• Coosume l<'>SS energy & water r e: ~~~ 
• Healthy & prodtl(:live 

environments _ pul:llie 8.. 
private 

• Maintain 8.. enIlance !:No 
diversity 

• 00 not pollute. ill faCllhey 
<;lean - rIOlse, water. air 

• They Work -research of real 

~""" 

There are 2 types of green 
roof 
o Intensive 
o Extensive 

The two systems are 
differentiated by 
O~. 

[3 dej)th of growing medium 
a chol!:e of ptants 

INTENSIVE GREEN ROOFS 

• deeper soil and 
greater weight, 
250 - 1500kgfm2 

> 300mm deep 

• higher capital costs 
• increased plant 
diversity 
• more maintenance 
requiremerrts 

9/10/2009 

WHAT IS A GREEN ROOF? 

A green l00f is created oy adding 
~ of g;owir\g medium and 
~ants on top of a tradItional 
roofing system. 

Green Roofs COnv<!rt ~ !QOf 
area 00 viable and valuable 
groen space for public.& pmtate 

""""' 

EXTENSIVE GREEN ROOFS 

-lightweight 
45-170 k9fm2 

·SOOmm or less growing 
medium 

• low capital CQst 
• low plant diversity 
• minimal maintenance 
requirements 

SELLING THE CONCEPT 

• Green Roofs generate 
Economic 
Social 

· Environmental benefits, 
both public and private. 

• Each green roof 
instal!ation is unique, 
the key to success is 
finding the right mix of 
benefits for a ~Iar 
client and their project. 
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BENEFITS 
• ENERGY SAVINGS - Green roofs sha~ the building 

from solar radiation. 200mm soil ~rofiIe coveMng 40% of roof 
surface provides a 5.$ star energy rating. 

• ROOF MEMBRANE PROTECTION - European 
evidence in<:licates that green roofs will easily double the 
life span of a conventional roof. 

• SOUND INSULATION - 12 em of growing medium alone 
can reduce sound by 40 db. 

• URBAN HEAT ISLAND EFFECT -wilen 8% of a cities 
roofs are green the ambient temperature can be reduced 
by 2 degrees C. 

• STORM WATER RETENTION & MANAGEMENT 
• AIR CLEANING - filter out fine, airborne particulates 
• 810 DNERSITl" - replaCing lost habitat 

INTERNATIONAL EXAMPLES 
• m Germar>y, the green l'QOfindustry has an annual growth rate of 

1$-21)%, 
• 1 million m2 of green r~ were ;nslaRed during 1989 (Thoo)pson & 

SoNig 2000). In 1997 the fl9We had ctimbed to. 11 molion m2 and in 
2001, 1S.5 million. 

• Sevt'lr.ll cities new in.;orporale fOOl greening into regulations. 
• O~e< 75 European mun<cipa,ties currently provid<l in<;er!\iVeS or 

rll'qU~eme!lts fer green roof installation. 
• A Irey mQ~vatorfor this support has been !he pub~" bernJfrts <If 

o Storm water ",oolf reduction & management 
!J Nr" and waW quality improvements. 
!J Ene<m'S3\Iings. 

As 3 reSUlt. a new sector in the construction industry has been 
created. ;lnd green roofs have become a common feature in the 
urban landscape. 

Ford Motor Plant - Michigan 

If we can make our cities healthier, they will become 
places where people will want to live, play, and work­
and economic growth will follow naturally. 

Tile biggest 9'"*n roof in !he world· lOA acres 

" 
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INTERGRATED D~~~_ 
Few technclogies h1lV<! eNer had so 
much to offer by vr.ry of improvirlg 
the Ileallh and well being of urb3fI 
residents, wMe contrlliuting to !he 
development of restorative. ITigl'l 
performance buildings. 

The Integration of grwn roof 
wehnology with: 

• solar panels for increased eJl(lTgy 
yickl 

• glO)l water rocye!ing 
• condensate from air conditioners, 

or even cooling tower water for 
lrrlgation, all are emerging 
opportunillns 

"green roofs are the greeoost iM>a' one can do in construction except 
not to bu1ld at all: -Atchitect Patrick Carey 

ASLA Green Roof - W,.shington 
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Government Dept - Washington DC 

Academy of Science - San Francisco 
Renzo Piano & William McDonough 

Marina Barrage & Reservoir -

• 14.000 square meters- IWO coocentri<: tun covered ramps, 
accessible to the public. 

• E!m<ch VersiCell - lighIWeigfll in\ertodcing drainage modules, 

9/10/2009 

Millennium Park - Chicago 

:IIQJi@'MMI1M_mSZ<i2!;SV:::;':":'" 

School of Art & Design - Nanyang 
Tech. University, Singapore 
~~ 

Green d«-isn need not hi~T eeonomi~ development 

Beauty and sustainable wsign can inspire ereawe and forward· 
tllinking develOpel'S who might actually IInve further rompetititm 

M Central - Sydney 
360· Landscape Design 
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• Training oft~e Owner 
• Selectioo & trainil1g 01 the eontractors 
• EflSUre a wlid urlderstanding 01 how 

the systems werk am! their constraints . 

UNDERSTAND: 
• Professions required 
• Each project is site specif<c 
• Benelils of a green rooflw3ll are 

tiependent on proper care in the earty 
stages. 

• Understand the long tennlinancial 
commitment required 

• Main1ernlnce rec,ulrements 
• Provision of infrastAA:ture wmran!ies 

George Square - Mark Paul 
" " r 

=..;M'I@.M&@!11Iffi%\m;Y;\%\~S2,:,::·',:,<,.,,'.'.'.. .', 
" GREEN ROOFS AUSTRALIA 

3,d Conference & Training 

Melbourne 24 -25 September 2009 
Thurs 24th - Lectures & Exhibition 
Fri Wh - Workshops 

c Green Roofs 101 _ DHlgn & Instlillat!Of1 
c SQi\s workshop 
c i><)ifcy wor1cshop 

c GtooJl Roof & Wall Tour 

www.greenroofsconference.com.au 

911012009 

GREEN WALLS 
A llving wall is a building envelope system where plants are 
actually plante<!, irrigated and grown in a modular system 
secured and integrated with a wall 

1I,/"ijlIIiM!!W@W.Nll%Mkl)3·:'r,'~'\'i~"";" '.' ,', " 

, AUSTRALIAN'OPPORTUNITY 
The prospe<;t 01 an entirely new horticulture-based indust:'y in 
Australia deserves consideration as M economic offset to 1M 
inevitable =ts of COUil\ering ctimate d1ar>ge _ as well as a way 10 
cool and beautify the ~rt>an f;lll<lSCaj)e. 

This will generate new careers and new b~sjness fur uroan 
pooner.;, ard1ltects, landscape ar<:hitects. horticuHuralisls and 
l<!ndscape contractors. builders. <OofIm;, developern. and bu,<:Iing 
owners, as we11 b\lin_.m~ironment regulators. researchers and 
=dem1es. 

"My interest is in the future because_I 
am going to spend the rest of my /lfe 
there. ~ • Charles F. Kettering 

GREEN ROOFS AUSTRALIA 
www.greenroofsaustralia.com.au 
www.greenroofsconference.com.au 
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Landscape 
Accreditation 

Scheme 

For Businesses 

Our Role 

Landscape 
Certification 

Scheme 

For Individuals 

'S:~ 

~~"epe a~ .. ! 

;.; To support your business in achieving the 
highest form of recognition in the 
Landscaping Industry. 

,; Provide you with up-to-date industry 
information and networking opportunities 
to enable growth within your business. 

',& Lobby government departments and 
specifiers to request only Accredited and 
Certified Landscapers in their tenders. 

Your Role 

',& Support your industry by providing high 
quality products or services and 
implement healthy systems into your 
business. 

9/10/2009 

Our Vision 

Landscape Queensland are committed to 
taking the landscaping industry to a level of 

quality that will be nationally and 
internationally recognised through our 

Accreditation & Certification Scheme. 

~~:,~'i",'~' .• ,,~; 

-"''''' .... ~''""'''''~---'"'''''~" .. ''''~..".....,,,.''''-~~. 
~_'_ • ...,"""N __ ~_= """"''''"''''"''~'~''''''''''' 
~"",,~~"--.""".-,.,"""'--

"'-~'-"'''"-~---'''''''''''~-~-'~''-'' 
"'-""~""~~."""''''-'~''''''''-=~''-'''''''' """" ..... ~",."",-~.." ~,..,.-"-" ........ ..,....,""" 
"'""",",,~,---~ .. ~'''''' ,.."~..,"~~,-"","", 

,--",---""",--.~-- ..... ,--""" .. -... """, "'" ,..,..-,,,-.,, ....... ,' ... ~-,,-~~-~.,-""-.'""'" 
-~--=-_ ~""'" ,"~~ ""'_~u _'"_"_ ""_" ....... .., 
"""',..,"'~~_"',.,_""'"'~.~ __ ,_'~., .. m~._,,­
=.._"'.~ _u_"'..,.... ".,_."._,~"'_~ ... _., 

What is Landscape Accreditation? 

* Provides a benchmark to landscape 
businesses and clients. 

&. Shows clients that your business: 

':..- is committed to industry best practice; 
• has the skills and knowleage to provide the 

best possible products and service; 
• is a company of the highest quality and 

professionalism. 
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Who can become Accredited 

Suppliers to the 
landscape industry, 
including suppliers 
of turf, plants and 

landscape 
materials can 

become a 
Landscape 
Accredited 

Supplier 

What is a Certified Landscape 
Professional? 

'&-A Certified landscape Professional (Cl?) is 
someone is committed to industry best 
practice and have a professional attitude 
to work and their career. 

'&- CLPs develop skills and knowledge of their 
industry by involvement in the Continual 
Professional Development component of 
the Landscape Certification Scheme. 

categories 

Individuals involved in 
Structural 

Landscaping work, 
that is, someone who 
needs a Queensland 

BuHding Services 
Authority licence to 
complete landscape 
works can become a 

Certified Landscape 
Professional -

Structural (ClP-s) 

9/10/2009 

Who can become Accredited 

Businesses involved 
in landscape 

structural and 
maintenance work 

can become a 
Landscape 
Accredited 
Contractor 

Categories 

Individuals involved in 
the "soft landscapeR 

industry, such as those 
involved in planting 

and maintaining 
landscape projects can 

become a Certified 
Landscape 

Professional -
Horticulture (CLP-H) 

Categories 

Individuals who have 
been both a Certified 

landscape 
Professional -

Horticulture and a 
Certified Landscape 

Professional -
Structural for at least 
2 years can become a 
Master Landscape 

Professional (MLP) 
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Benefits 

Accreditation 

~ Unique value proposition; 
~ Operational Excellence 
:.. Leadership 
~ Customer Intimacy 

~ Increase your ROIj 
'~ Enhance the status and recognition of 

your business; 
'& Competitive advantage; 

Benefits 

Accreditation 
(cont.) 

In addition you will receive: 
,p Complimentary use of the Landscape 

Accreditation Logo 
~ Your accreditation status displayed where­

ever your membership details are 
advertised by Landscape Queensland 
Industries Inc, 

Benefits 

CertifimiQP 
(cont.) 

In addition you wm receive: 
~ Use of the Certified Landscape 

Professional Logo 
~ Your Certified landscape Professional 

status displayed where-ever your 
membership details are advertised by 
Landscape Queensland Industries Inc, 

9/10/2009 

Benefits 

I> Secure repeat business and customer 
loyalty; 

't> Demonstrates that you adhere to all 
relevant legislation and industry best 
practice; 

~ Demonstrate that you have sound 
business practices and strive to continually 
improve them, 

Benefits 

Certification 

~ Unique advantage over others 
,,"' Your skms, knowledge & professionalism 

are recognised, 
& Encouraged and supported in reaching 

peak performance, 
& Your commitment to the industry and its 

development is acknowledged, 
g Your employers can advertise that they 

employ a Certified landscape ProfessionaL 

Testimonials 

"/ found that going jar the Accreditation process gave 
me the opportunity to review our operations and 
practices within the business ensuring that the 
standard would meet the criteria. By being 
independently assessed, Accreditation shows the 
Industry thot your company operates at best practice 
and yau offer 0 quality praduct," 

- LQAccredited SuppHer 
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Testimonials 

"Being a Master Landscape Professional (MLP) under 
the Certification Scheme means that l am recognised os 
a Professional who has invested time and effort into 
making myself and my business a market leader in the 
landscape industry." 

-LQ Certified, Master Landscape Professional 

How long for 
~ 2 years 

Certification Costs 

Investment (including GSTj: 

Some common themes 

'~AI! information contained in 
applications are strictly confidential. 

'~' Members of the board WILL NOT 
have access to your confidential 
information at all. 

'IIlAccreditation and Certification are 
renewed every 2 years. 

9/10/2009 

Howlongfof 

~ 2~ars 

Investme ... t 

Accreditation Costs 

Process 

Business sy~ms identified 

Documents received 

,J} 
Questionnaire completed 

i2';j 
Successful 

i2 

Interested? 

Talk to me in the break ... 

OR 

Cal! Landscape Queensland on (07) 
38261746 

www.landscapequeensland.com.au 
ido@landscapequeensland.com.au 
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Support the industry 
that is supporting 

you ... 

9/10/2009 
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LANDSCAPE QUEENSLAND INO INC 
CONFERENCE 

Friday 7th August 2009 
Australian Centre of Lifestyle Horticulture, 

Cleveland 

"Iandscpe positives in an economic downturn" 

~i!·,nTeRFace 

OUTdoor 
DESIGN & LMNG 

IBoral = ... , 
Masonrv 
"_",,~,~~ ... ,_ .. ,_~_.,._,J~ _ _______ .• " 

911012009 
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ElJ\/IlCH 

Know-how for l-lorticulture"t 
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