
and reasonable pricing. Please spell out the scope of work. A 
good example that I see consistently would be: trim trees for x 
amount. A bit more professional approach might be: trim two 
live oaks and one crepe myrtle to raise the canopy by 
removing lower limbs to increase sign visibility. A better 
understanding of the scope of work lets me present it to the 
customer in a professional manner. 

Several of our customers are what we call fast track, meaning 
when they request a bid, they expect a quick turnaround. We 
get an amazing amount of these customer generated work 
orders approved, so if you can get the estimate request back 
to us quickly we can get it to the customer when it is still fresh 
in their memory. 

Lastly, we at DENTCO appreciate all the hard work you do to 
keep our sites looking good and hope to build a lasting 
relationship with you, our Contractor Partners. Working 
together, we will have a great 2016. 

Thank you,

  Kim Delo, Work Order Manager

One of the great advantages DENTCO customers have is the 
fact that we monitor their sites for them. You, as our 
contractor partner, are DENTCO’s “feet on the ground” at the 
site level as you are visiting the site regularly to service. 
Between DENTCO site inspections and your suggestions, we 
are able to let the corporate customer know what their site 
level needs are. Do they approve every work order we send 
them? No, but even when I had my own landscape business, I 
was lucky to get one job out of ten I bid (Guess I was not that 
good of a salesman). The opportunity is there for you as a 
contractor partner for extra business, and many times 
improve the curb appeal of your site. You are not knocking on 
doors, or answering phone calls to have the opportunity just 
to bid a job. We have that opportunity with our customers 
right in front of us, and many have been with DENTCO for over 
10 years. So let’s be proactive for the customers that want to 
see proactive work orders and make some extra income.

Since I have moved to the Work Order Department, I realize 
three important things that improve the chance of getting a 
work order approved: good pictures, precise scope of work, 
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[winter]

Winter is in full swing after a record warm 
2015. El Niño is showing his teeth with 
blizzards in the Northeast and across the 
Midwest. With the uncertainty from week to 
week regarding the weather extremes, we 
thank our Contractor Partners for your 
diligence in keeping our clients’ minds at 
ease that no matter what happens, we have 
them taken care of. 

We would also like to thank each of the CPs 
who took time out of your busy schedules to 
help us with our satisfaction survey. Your 

feedback is invaluable to helping us 
understand where we can do even better in 
our partnership with every one of you. In this 
issue of Clippings, we do have a few 
preliminary results we can share and assure 
you that your voices are being heard.

Spring is just around the corner, but in the 
meantime, we wish each of you a safe and 
productive rest of the winter. 

Kind regards,
Scott Milnes

Dear Contractor Partner,

Letter From
Scott Milnes

Tips For Getting Work Orders Approved



Snow in West Texas

Snow, a Poem

Up until recently, West Texas has been getting more snow than 
up here in Michigan! This has provided our contract partners 
(CPs) with some additional revenue during the winter months. 
Managing snow in Texas is a little bit different than how we are 
used to handling things here in the Midwest. Just getting 
around from site to site is a challenge all in its self, not to 
mention the differences in equipment CPs are using compared 
to the Midwest.  Finding CPs has proved to be a challenge, but 
we’ve found an amazing group of contractors that have done 
an excellent job in providing service for our customers. I want 
to thank all our hard working CPs for continuing to provide 
outstanding service and great communication as we continue 
to see cold weather and snow in West Texas. - Trent M Limban

I know that you can be frustrated at times with the amount of 
communication that you receive from DENTCO. There are 
things that you can do to reduce how much we need to reach 
out to you.  Take a look at the list below and please reach out to 
your QSM if you have any questions.

• Send in your paperwork on time – sign up for the APP
 and Portal (DENTCO Veri�ied and MY DENTCO) and   
 reduce the paperwork altogether.

• Send all work order estimates back in a timely manner.   
 Keep in mind that some of the customers are fast track.  
 That means that we have 3 days to get the bid back once  
 we send it to you.  Not getting it in will result in more   
 communication from DENTCO.

• Make sure that your paperwork is complete prior to   
 sending it in (dated at the top, boxes checked and   
 customer signed where applicable).

• Make sure that the sites are serviced to spec.  Inspections  
 which come in not to spec result in contact from your QSM.

• Make sure that your insurance is up to date.

An easy way for you to monitor your account is to make sure 
that you are signed up for and using the MY DENTCO portal.  If 
you do not have this, or need more information about it, 
please contact your QSM.

How to Reduce the Amount of
Communication from DENTCO
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Thank you for the strong response to the 2015 
Contractor Partner Survey!  The survey is something 
we do every few years to gauge how well your business 
relationship with DENTCO is working for you. Being 
that we value our CPs and want to continue to foster 
positive experiences for them, we were pleased to see 
that 98% of you plan to continue your business 
relationship with us, but we also appreciate the areas 
of improvement that you identi�ied for us to look 
further into.  As all of the results of the 2015 survey are 
wrapping up, we are actively reviewing your feedback 
and will keep you updated on any changes that come 
out of our �indings. Until then, here is a look at some of 
the preliminary �indings: 

• 92% of CPs shared they are satis�ied with
 their business relationship with DENTCO

• 96% have the resources and manpower to   
 take on new clients 

• Paperwork management, communication, 
 and costs were identi�ied as being areas of
 improvement 

• DENTCO exceeds the competition in of�ice
 responsiveness, �ield personnel
 responsiveness, and timeliness and
 accuracy  of communication

We appreciate your honesty in providing us with 
feedback from the CP perspective.  We value our 
relationship and look forward to growing with you in 
2016!

CP Survey

The CPs plows are ready to go,
Today or tomorrow whenever it snows;

Salt is loaded and ready for brine,
To melt the snow in the nick of time;

The phones are charged the CPs know,
The app is happy for the snow;

On call salting is already here,
Work order processing hits high gear;

The DENTCO & CP team is the best we know,
Providing service when it snows.

- Ron Keals


