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The results are in from
the inaugural Landscape Trades
State of the Industry survey.

The good news is customer demand is as
strong as ever, with many landscaping
businesses, garden centres and nurseries
posting record years in 2021. But on the
flip side, labour shortages and supply chain
issues are causing headaches.

See the survey results and read our supply
chain analysis on pages 8-10.

Thank you to the 458 readers
who responded to the email survey,
and congratulations
Shades of Summer Landscaping
on winning the
$250 participation draw prize.
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Navigating
the supply chain

While strong consumer demand led to
a solid financial year for many Canadian
landscape professionals, material and labour
shortages meant 2021 wasn't all smooth
sailing.

Looking ahead to next year, both issues
are expected to remain major challenges.

Landscape Trades recently conducted a
state of the industry survey in an effort to
check the pulse of the trade across Canada.

The survey found product and equipment
shortages were the most common challenge
for landscapers in 2021, with 61.1 per
cent of respondents naming material or
equipment shortages as a major issue.
Recruiting or retaining staff was the second
biggest challenge, with 57 per cent of
respondents noting staffing as a significant
concern.

Overall, 75 per cent of survey respondents
experienced labour shortages in 2021, while
87 per cent experienced some degree of
equipment or material shortages.

As well, 85 per cent of respondents
experienced price increases throughout the
year, yet only 68.8 per cent increased their
own prices.

“(We had) record revenues, but not profits
after expenses,’ said one survey respondent.

Looking ahead to 2022, the survey
found 63.5 per cent of respondents expect
recruiting or retaining staff will be one of the
biggest hurdles they face, while 51.5 per cent
expect sourcing materials or equipment to
remain a major issue.

The good news is the industry is recording
more business, with 17.5 per cent of
respondents noting a record vear financially
in 2021, and 43 per cent experiencing a
strong financial picture for their business.

As well, nearly 70 per cent of respondents
believe landscaping is becoming a more
desirable career path.

“Normally recruiting and training is an
issue. However, we discovered some new
team members looking for a change from
retail and service industries that have been
quite unstable during COVID," said a survey
respondent.

We could not keep up
with the demand for work.
[t was our busiest season vyet.

Do you believe landscaping
is becoming a more desirable
career path?
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Did your company experience
labour shortages in 2021?
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Did your company experience
equipment or material shortages
in 2021?
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Did your business increase

its prices in 2021?
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Do you expect to
increase prices in 2022?
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The biggest
challenge we faced
was clients not
understanding

the supply chain
Issues and product
shortages, and the
Increased costs.



What were the biggest challenges
your business faced in 20217 (select all that apply)

RECRUITING/RETAINING STAFF

\

SOURCING MATERIALS/EQUIPMENT

|

SALES (LACK OF CUSTOMER DEMAND)

o/

LOWER PRICED COMPETITORS

. &

LEGISLATIVE/REGULATORY BURDEN

}

I DID NOT FACE ANY SIGNIFICANT CHALLENGES

&:8

Looking ahead to 2022, what do you expect
to be your biggest challenges? (select all that apply)

RECRUITING/RETAINING STAFF

57% L 64%
SOURCING MATERIALS/EQUIPMENT

61% () 52%
SALES (LACK OF CUSTOMER DEMAND)
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Do you plan to purchase new equipment in 2022?

How would you rate
your business’s financial picture in 2021?

®
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YES NO UNSURE POOR MODERATE STRONG RECORD YEAR OTHER

Demand exceeds supply

The increase in business for landscapers
is pushing against an already stressed
supply chain.

“The demand is greater than it has
ever been for anything we sell in this
industry,” said Jamie Riddell, SiteOne
Landscape Supply’'s area manager for
Eastern Canada and the 1-90 corridor
in the United States. "And there is little
hesitation to forecast very good growth
for the year ahead”

At Congress Conference, Riddell will
join four other industry experts for
the Current Supply Chain Issues and

Forecast seminar at 1 p.m. on Jan. 19.

“The overriding message | will be conveying
is there are uncontrollable impacts on a lot of
the things we are doing,” Riddell said.

The COVID-19 pandemic created swollen
consumer demand that outpaced forecasts.
Looking at lighting and irrigation products,
for example, supply was further hindered by
environmental factors. Last year's hurricane
season knocked resin manufacturers offline on
the East Coast. Then, an unlikely winter storm
in Texas shut down resin producers in the
southern United States. A lack of resin meant
plastics were not available to manufacture

lighting components. The same resin is
also used in manufacturing PVC pipe and
polybutylene pipe for irrigation systems.

“Resin availability for manufacturers
is dramatically reduced, which is driving
the cost of that resin through the
stratosphere!” Riddell said. “What we had
considered to be an already tight supply
chain became an almost impossible
supply chain. To this day, there's still
products that are not being manufactured
at the same pace as they were pre-
winter 2020/

continued >
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The answer isn't abroad

Importing materials is met with its own
logistical problems, as a backlog of goods
builds up at ports on the West Coast, and
container ships must wait several weeks to
unload cargo.

In 2020, moving a shipping container from
China to California would have cost about
$3,000. This vear, the price increased to more
than $20,000.

Once the container arrives, the freight cost
to move it across North America has almost
doubled compared to pre-pandemic numbers.

“This is almost the same across every
industry and sector group that relies on any
supply chain,” Riddell said. “There's so many

What landscape management software do you utilize?
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S\

LMN

. @

HINDSITE SOFTWARE

O

DYNASCAPE SOFTWARE
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JOBBER
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NOT APPLICABLE TO MY BUSINESS

|

NONE

|

OTHER

|

things in our industry right now that are
making it so hard to be the most prepared.

| spend more time today managing difficult
supply chain situations than | do actually facing
customers”

At Best Way Stone in Vaughan, Ont,,
demand for hardscape products has increased
as much as 400 per cent, on average, in the
last 18 months.

"We have been able to adjust and find ways
to increase our capacity to fill as much of that
demand as we could,’ said Best Way Stone
sales manager Jason \ettese, who joins Riddell
on the Congress supply chain panel. “That's
not to say it hasn't been challenging meeting

TRADE MAGAZINES

that demand, and there definitely were and
continue to be shortages and longer lead times
for products,” Vettese said.

Most hardscape manufacturers have limited
their product offering in response to the
demand increase.

"Between delayed freighting and constantly
increasing costs, we are faced with a moving
target that is very hard to work with when
trying to plan and perform effectively for
customers,” \ettese said. “We don't see this
challenge getting any easier over the next year
or two, and we will all have to do our best to
continue to be proactive and agile to changes
in order to best serve our industry!’

How do you receive industry information?

(select all that apply)

A

TRADE SHOWS AND CONFERENCES
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NETWORKING WITH INDUSTRY COLLEAGUES

1% | ——() 57%
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I i
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2% | —) 50%
DIRECT SALES WITH SUPPLIERS
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SOCIAL MEDIA
40% q 41%
OTHER
12% o 1%

The path forward

Riddell explained he hasn't noticed
any indicators that signal an end to
supply chain issues. So, the answer
to a successful 2022 season will be
to understand business needs well in
advance.

“Given enough notice and time

to construct orders, we are able to get
something to complete the project. In a last
minute situation, your options are limited,’
Riddell said.

He added two-way communication with
suppliers will be key to ensuring materials
are available when needed.

“An open, honest conversation —
both ways — is what's going to get
the job done the best," Riddell said.
“Communicate early, often and choose
partners that are working with you to
communicate the good news and the bad
news to you.'
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