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My response was that all successful com-
panies have the right people and culture. 
Their owners have a passion for what they 
do and this passion translates into great 
work. With that said, I emphasized that 
what distinguishes truly successful owners 
is their recognition that they’re running a 
business. They’re doing more than plant-
ings trees and maintaining properties. 

There’s no question that most company 
owners are in business because they love 
what they do. They enjoy improving the 
environment and helping customers gain 
further enjoyment from their properties 
and homes. But this won’t carry the day 
if they don’t understand key fundamentals 
that drive all successful businesses, funda-
mentals like profit, pricing, costs, and effi-
ciencies, and how they come together to 
help define ultimate success or failure. 

Frequently, business owners will ask 
me for some advice. Nine times out of 
10, after they share some of their story 
with me, my response is “Go home and 
raise your prices immediately.” In most 
cases, the weak pricing isn’t caused by 
their desire to buy market share. Instead, 
it’s simply because they don’t understand 
business fundamentals and what all is 
involved in running a business and mak-
ing a decent profit.

Of course, it is far easier for me to tell 
people to raise their prices than it is for 
them to actually do so, especially in a high-
ly competitive market. But, the truth is, 
accurate pricing is still a stumbling block 
for many companies and a barrier 

to their ultimate success—and it all comes 
back to knowing how to run a business.

I tell young owners, and some more vet-
eran ones as well, that they may not get all 
the fundamentals down at once. But, the 
first important step is being aware there’s 
more to running a business than provid-
ing a service.

This is where I usually take advantage 
(so to speak) of my bully pulpit as PLANET 
president and encourage company owners 
to take a serious look at becoming a PLANET  
member. Our organization is replete with 
all the tools it takes to run a successful 
company. We have an excellent mentoring 
program with our Trailblazers, industry-
wide certification, and peer groups, along 
with a library of benchmarking tools and 
other business resources. We have educa-
tional events like the Green Industry Con-
ference held in October, industry sympo-
siums that occur throughout the year, and 
several other educational opportunities 
too numerous to mention here.

Most of us didn’t get into this profes-
sion because we yearned to run a busi-
ness. No, we wanted to fulfill our dream 
to grow something more tangible, a liv-
ing, breathing landscape. Yet, in reality 
you can’t have one without the other, and 
that’s why we all have to be in the business 
of running a business, too.

As January fast approaches, what better 
time to reflect on what we’ve accomplished 
this year and how we can build on it in the 
coming months to ensure a healthy and 
profitable new year. 

The Business of 
Being in Business

We have an 
excellent 
mentoring 
program with 
our Trailblazers, 
industry-wide 
certification, and 
peer groups, along 
with a library of 
benchmarking 
tools and 
other business 
resources.

Speaking before a group of landscape contractors 
in Colorado last month, I was asked what one 
thing a company does that separates it from other 
less successful companies. In other words, what 

makes a good company a great one? The question wasn’t 
predicated on size and annual revenue. It was about what 
it takes to be a great company.

President’s Message
By Jim McCutcheon

Jim McCutcheon,  
PLANET President
Landscape Industry Certified
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Josh Kane started mowing lawns in fourth grade

Some people take a circuitous 
route to find their true call-
ing in life. Others pretty 
much know the route from 

the very start. Josh Kane, Landscape 
Industry Certified, belongs in the sec-
ond group. The president of Kane 
Landscapes in Potomac Falls, Virginia, 
started mowing lawns in fourth grade 
and purchased his first truck with a 
small trailer when he was 15 years old. 

When he left home in 1994 to attend 
Virginia Tech, his company employed 

three full-time people. Four years later 
when he graduated with a degree in 
horticulture, he was more than ready 
to grow his maintenance company.  
And grow he did. He hired a few other 
Virginia Tech graduates and, almost 
immediately, expanded the installation 
and construction side of his operation.  

Kane Landscapes now employs 35 
people and generates nearly $4 million 
in sales annually. Although the com-
pany’s focus is still residential, a market 
Kane targeted when he started mowing 

Sometimes you just know  
what you want to do

KANE LANDSCAPES     PLANET MEMBER PROFILE
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lawns with a 21-inch Honda, landscape 
installation now brings in nearly two-
thirds of the company’s annual revenue.

Lessons Learned  
Knowing what you want to do doesn’t 
mean it’s going to be easy doing it. 
Kane talks about some early obstacles 
and lessons learned from them. “I 
think one of our first challenges was 
hiring Hispanic employees. In the 
beginning, none of our team mem-
bers spoke Spanish. Landing that first 
employee was difficult for us, but 
when we succeeded it truly opened the 
door to a great labor force. We were 
fortunate because that first employee 
also spoke English. Now, we have 20 
Hispanic workers, 12 of whom are 
from the H-2B guest worker program.

“We’ve also learned how important 
it is to hire the right people. All it takes 
is one or two individuals to either 
make or break your company. We now 
spend more time interviewing candi-
dates and observing them once they 
are hired. Being able to bring good 
people on board, adjust the positions 
to fit their strengths, and retain them 
has been a great help.”

Kane faced one of his biggest and 
most costly obstacles early on, shortly 
after graduating from Virginia Tech. 
“My commercial landlord sued me for 
not renewing a lease, even though it 
was at the end of an agreed-upon three-
year term. A clause buried within the 
contract stated that he had the right to 
sue us for perceived damages and that 
we could not counter sue. It was easy 
money for him, even though the so-
called damages were totally fictitious. 
We spent tens of thousands of dollars 
defending ourselves, but ultimately set-
tled out of court. The lesson: Retaining 
a lawyer to review the commercial lease 
in the first place, would have saved us 
the later expense and agony.” 

Kane’s experience is reminiscent 
of a line from a 1972 Fram oil filter 
commercial, “You can pay me now, 
or pay me later.” There was a bigger, 

Profile:
Kane LandScaPeS, 
Potomac FaLLS, 
Virginia
▶ owners: Josh and Julie Kane
▶ Service offering:  Design/build, 
landscape management services, 
primarily to residential clients
▶ employees: 35 full time
▶ PLanet member: 16 years

KANE LANDscAPEs owners Josh 
and Julie Kane

DELiVEriNG AN excellent product 
and focusing on customer service 
are two reasons why the company 
has a 95 percent retention rate for 
maintenance clients. 

Sometimes you just know  
what you want to do

PLANET MEMBER PROFILE
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KANE LANDSCAPES     PLANET MEMBER PROFILE

even more obvious lesson, he admit-
ted. “Just as our customers rely on us 
to deliver quality work, we, too, should 
rely on other professionals to make 
sure we are well covered, protected, 
and doing everything correctly.”

strength in numbers
When asked what his company’s big-
gest strength is, he answered customer 
service. “We have excellent office per-
sonnel, managers, and team members 
who really care about the clients and 
their properties. Their efforts have 
resulted in a 95 percent plus yearly 
retention rate for maintenance clients. 
Our landscape clients have also shown 
their confidence in us by signing on 
for our maintenance services or call-
ing us back for additional installation 
and construction projects.”

But Kane emphasized that doing 
good work, although very important, 
has to go hand-in-hand with making 
money. His wife, Julie, company vice 
president, started working with Josh 
before they were married nine years 
ago. “Julie manages the business side 
of our company,” said Kane. “She is 
very good at what she does and made 
me understand that it’s not just about 
getting work and building great proj-
ects. We have to run a profitable busi-
ness to be successful.”

ChaLLenges/
opportunities
The owners are proud of their office 
setup that has plenty of room for 
growth. Unfortunately, a growing 
number of trucks, trailers, and equip-
ment along with the need to store 
bulk material make the yard very 
crowded. “Our biggest challenge 
right now is finding land to build on,” 
Kane shared. “In northern Virginia, 
land is not only very expensive, but 
landscape contracting companies are 
considered heavy industrial, which 
limits our choices.

“Our other major challenge is the 
local permitting process. It’s not 
unusual to wait upward of six months 

or more for a project to make its way 
through the engineering and approv-
al process. This makes scheduling 
difficult, and some clients become 
frustrated, to the extent that they 
may decide to invest their money 
into something else; for example, a 
vacation home.”  

Kane noted, however, that the 
market is not without opportunities. 
“We have seen a massive rebound 
in larger design/build projects, and 
our maintenance clients are invest-
ing more in enhancements than they 
have in the past several years. I also 
see opportunities in niche services 
such as mosquito control and even 
doggy waste pick up. Yes, more com-
panies are providing these services 
today, but if you’re routinely on a 
client’s property it’s a win–win for 
everyone to offer another service.” 

good moves, 
better moves
Kane joined PLANET right out of 
college. He learned about PLANET 
while competing at Student Career 
Days with the Virginia Tech team. “I 

knew it was an organization I want-
ed to be part of,” he recalled. “I have 
gained so much from being a mem-
ber, all the way from the many great 
learning opportunities at GIC to get-
ting to know some extraordinary 
business owners through the Trail-
blazer program. “We are also big 
believers in PLANET’s certification 
program. All of our managers are 
Landscape Industry Certified, either 
as managers or technicians.  

Looking back, Kane said he may 
have waited a little longer to start 
his own company. “I was very young 
when I started my company. At the 
time, I never wanted to work for some-
one else. Yet, if I had done just that, 
I would have learned from them and 
avoided some of the mistakes I have 
made along the way. 

“I have been very fortunate to 
have two great consultants who have 
helped us grow and avoid some pit-
falls. Still, gaining some practical 
knowledge about running a busi-
ness with as many moving parts as a 
landscape company would have been 
invaluable.” As Kane would attest, 
knowing what you want to do in life 
certainly makes a career choice easier, 
but it doesn’t take the challenge and 
excitement out of getting there. 

iNsTALLATioN ProjEcTs now bring 
in nearly two-thirds of the company’s 
annual revenue.
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Convention     25th AnniversAry

Celebration of the 25th year 
of the Green Industry 
Conference (GIC) bodes 
well for the future of GIC, 

PLANET, and the industry. More than 
200 first-time GIC attendees and new 
PLANET members attended the New-

comers Rally Wednesday, Oct. 22. 
Workshops and seminars were well-
attended, and the Opening Ceremony 
with keynote speaker Janine Driver 
was SRO standing room only.

The GIE+EXPO trade show was 
hopping, too, with more than 500 

exhibitors taking advantage of an 
enthusiastic crowd both inside the 
trade show hall and outside in the 
demonstration area. A series of per-
fect fall days added to the experience 
that for some GIC attendees began 
Wednesday morning when 75 of 

25 years later: Looking forward not back

MorE ThAN 500 exhibitors 
participated in this year’s GIE+EXPO 
trade show. 

Green industry Conference
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them participated in the fourth annual 
PLANET Gives Back (see sidebar).

At the Newcomers Rally, PLANET  
President, Jim McCutcheon,* GIC 
Chair, Barbara Scheibe, and Past 
PLANET President Jason Cupp* gave 
attendees similar advice: meet new 
people and share ideas with them. 
Cupp, who later hosted a PLANET-
related Family (PLANET) Feud game 
show with two teams of newcomers, 

told attendees that coming to GIC 
might well be “the best decision you’ve 
made in your career development. It 
was for me,” he added, with the addi-
tional benefit of introducing him to 
people who became “amazing friends.”

KicKoff time
The Wednesday evening PLANET 
keynote with Janine Driver and Wel-
come Reception got the GIC ball 
rolling in style. Driver, a body lan-
guage expert for NBC’s “TODAY 
Show” and best-selling author, kept 

the audience entertained, as well as 
informed, about ways their body lan-
guage can influence how people feel 
about them and the message they’re 
trying to convey.

McCutcheon, who preceded Driv-
er’s presentation, had no trouble con-
veying his message about where the 
industry is going and PLANET’s role 
in helping it get there. “Good is never 
good enough,” he told attendees. “In 
fact, good is the enemy of great.” He 
pointed to three areas where PLANET  
members say they need help and 
where PLANET is directing its focus 
to become a “great” association: edu-
cation, advocacy, and promoting the 
professionalism of the industry. 

“Look for more collaborative edu-
cation opportunities like those you 
will see at the conference,” he told to 
the audience. As an industry advo-
cate, PLANET has always done a good 
job, but we need to become a relent-
less advocate to make sure our voice is 
heard on Capitol Hill.” 

McCutcheon also noted that the 
general populace still doesn’t under-
stand “who we are and what we do.” 
That’s where PLANET’s rebrand-
ing effort (read all about this on  
bit.ly/planetrebranding.) along with 
the expanded mission of the PLANET 
AEF (Academic Excellence Founda-
tion) will help.

25th AnniversAry     Convention

CNA’s JiM Martin (right) and Randy 
Mansell offer safety advice at Genius Bar.

ATTENDEEs zEro in on Mike Rorie’s training session. 

Green industry Conference
©Philippe Nobile 2014 ©Philippe Nobile 2014

©Philippe Nobile 2014

*Landscape Industry Certified
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morning rush
The ever-popular Breakfast With 
Champions ensured that GIC goers 
were up and out of bed early Thursday 
and Friday mornings. The 7:30 a.m. 
event highlighted nearly 20 business 
categories and more than a 100 indi-
vidual table topics. 

“I attended both Breakfast With 
Champions sessions,” said six-time GIC 
veteran Mark Durham, owner of Weed-
man Boise in Meridian, Idaho. “In con-
junction with the other events I attend-
ed, the payback on this trip for me was 
easily 10 times what I had spent.” 

“I, too, went to both Breakfast With 
Champions,” added Ronald Sikkema, 
co-owner of Westbay Landscape, Inc., 
in Bradenton, Florida. “The Strategic 
Planning table was terrific.” Sikkema, 
a 31-year industry veteran, has been 
a PLANET member for 18 years; this 
was his first trip to Louisville. “We’re 
experiencing the best growth we’ve 
had in 31 years,” he noted.

Another first-timer, Reggie Robert-
son, owner of Kansas-based Custom 
Lawn & Landscape, Inc., thought that 
GIC played three important roles for 
attendees like himself: “It’s a motiva-
tor and the perfect place to meet peo-
ple, many of whom are very successful. 
The technical information you receive 
is great, as well.” 

Robertson attended Jim Huston’s 
estimating workshop on Wednesday. 
Because of what he learned, he already 
knew he would “make a few changes 
back home.” He expected to make as 
many seminars as he could on Thurs-
day and Friday.

hot topics
The five Wednesday workshops were 
followed by nearly 50 educational ses-
sions Thursday and Friday, including 
newly introduced collaborative semi-
nars, seminars offered in Spanish, and 
an administrative track.

Mike Rorie’s presentation, “Train 
to Grow: The Five Components of a 
Rock Solid Training Program,” was 
representative of several nuts-and-

bolts subjects that interested own-
ers and managers. “Create a learning 
culture,” he told attendees. “Select 
a topic, choose a champion, select a 
location, and establish a budget.” This 
industry veteran engaged his audience 
quickly when he advised training on 
standard operating procedures first, 
noting that the time saved there can 
be measured exponentially. 

Another industry veteran, Bob Gro-
ver*, president of Pacific Landscape 
Management, offered a presentation on 
how to market on a shoestring budget. 
He walked attendees through a dozen or 
more suggestions, including creating a 
brand persona, employing desktop pub-
lishing, and taking advantage of sources 
like Constant Contact for e-newslet-
ters. “Get involved with associations,” 

he advised, “enter award competitions, 
and promote your certification.”

Informal educational opportunities 
were also available both Thursday and 
Friday with an extensive Power Talk 
and Genius Bar schedule. The latter 
was extended to the PLANET booth 
on the trade show floor for both days.

Beyond the classroom 
The GIE+EXPO trade show comple-
mented the learning sessions for attend-
ees like Justin Finke, maintenance 
supervisor for Kentucky-based Berk’s 
Landscaping.  “I walked the trade show 
to look at the new technology and find 
things that would make our job easier,” 
Finke said.” Keith Dickinson*, main-
tenance operation supervisor for Del-
aware-based Bella Terra Landscapes, 
had his eyes out for business software 
for the landscaping industry. 

Exhibitors had something for every-
one, both inside the Kentucky Expo-
sition Center and outside at the dem-
onstration area. After a day of learning 
and looking, the GIC adjourned Thurs-
day evening for the Awards dinner and 
Friday evening for the 1980s retro party 
where Hank Wilson, Sunscape Land-
scaping, Austin, Texas, was the lucky 
winner of the 25 Anniversary Corvette. 

Everyone left Louisville a winner. 
As the McCutcheon shared during his 
Wednesday welcoming remarks, educa-
tion is one of the best investments any 
owner can make in his or her business. 

ThE EVEr-PoPuLAr Breakfast With 
Champions ensures that GIC goers were 
up and out of bed early. 

“In conjunction 
with the other 
events I attended, 
the payback on 
this trip for me 
was easily 10 times 
what I had spent.”

©Philippe Nobile 2014

Convention     25th AnniversAry

*Landscape Industry Certified
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Sites around Louisville’s Smoketown district 
receive some PLANET Gives Back TLC
Hours before the Green Industry 
Conference officially kicked off its 
25th year, a group of 75 landscape 
professionals and horticulture students 
from across the country came together 
to beautify various sites around 
Smoketown. Smoketown is a historic 
community in downtown Louisville, and 
the group was carrying out the fourth 
annual PLANET Gives Back volunteer 
service project. 

Meyzeek Middle School; YouthBuild 
Louisville, an education, job training, 
and leadership program organization 
designed for young adults; and St. 
Vincent de Paul, one of the oldest social 
service charities in Louisville were the 
beneficiaries of the volunteers’ talents 
and time. To complete the work on 
these three sites in one afternoon, the 
volunteers split up into three groups.

At Meyzeek Middle School, volunteers 
landscaped the school grounds, 
performed maintenance on perimeter 
fences, beautified the front entrances 
with the use of raised planter beds, and 
aerated a sports field. Approximately 
80 students from the seventh and 
eighth grade classes at Meyzeek came 
outside and toured the grounds to 
see the work being completed, and to 
learn about opportunities in the lawn 
and landscape industry. 

Volunteers at YouthBuild Louisville 
weeded gardens, planted shrubbery 

and trees, and then mulched and 
watered the site. Those at St. Vincent 
de Paul installed 15 trees and mulched 
and watered the area around them.

This year’s project was especially 
impactful, as it was part of an overall 
Smoketown revitalization effort, which 
will be complete by the end of 2016. 

planet gives Back lead sponsors: 
gie+eXpo, John deere, and new 
holland construction

supporting sponsors: stihl inc.  
and syngenta

©Philippe Nobile 2014

©Philippe Nobile 2014
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NatioNal laNdscape awards     special Judges award

Each year, the National Land-
scape Awards of Excellence 
judges select their top three 
or four entries from those that 

receive a Grand Award as the best of the 
best. This year’s Judges Awards went 
to three projects: John Mini Distinctive 
Landscapes’ Brookfield Place, Lambert 
Landscape Company’s French Country 
Retreat, and Lambert’s A Spanish Colo-
nial Masterpiece. This year, the judges 
also gave a special Judges Award to 
Bartlett Trees for its meticulous steward-
ship of the trees that are part of the 9/11 
Memorial Plaza in Manhattan, N.Y. 

Following is the story behind this 
amazing project:

The 400 trees that stand tall on the 
9/11 Memorial Plaza in lower Man-
hattan do more than offer shade and 
comfort to visitors. They are a symbol 
of life and renewal, making it a moral 
imperative for the site’s stewards to 
keep them in excellent condition. Since 
2007, when the trees were first trans-
ported to a temporary nursery 40 miles 
away in New Jersey, they have come 
under the care of Bartlett Tree Experts.

As explained by Bartlett Vice Presi-
dent and Division Manager Wayne 

Dubin, the trees, obtained from six 
different nurseries (preference was 
given to the states where the attacks 
took place), are all swamp white oaks, 
selected for the group’s hardiness and 
adaptability to urban growing con-
ditions. “They 
were moved to 
the holding area 
(the temporary 
nursery in N.J.) 
to become accli-
mated to the 
growing con-
ditions on the 
Plaza,” Dubin explained. “When they 
first arrived at their temporary home, 
they were 22 feet tall. Less than four 
years later, when the first of them 
were moved and then craned onto the 
Plaza, they had grown another 10 feet, 
and, ultimately, will reach between 60 
feet and 80 feet in height.”

During their acclimation period, a 
Bartlett arborist provided daily moni-
toring and routine maintenance. “We 
followed a similar maintenance sched-
ule once the trees were installed,” 
added Dubin. “Our arborist was on-
site monitoring and maintaining the 

trees, including providing treatments 
that have to be conducted during eve-
ning hours. A couple of times a year, 
a team prunes the trees to produce a 
uniform look while still meeting the 
unique structural, health, and safety 
considerations of each specimen. This 
is not an oil painting and each tree has 
its own characteristics.” 

The trees’ new home is far dif-
ferent from their temporary nurs-
ery. Memorial plaza is actually a 
green roof that extends over the 9/11 
Memorial Museum, a subway station, 
and other facilities. Tree roots reach 
below the plaza surface where they 
thrive in nutrient rich soil.

To facilitate maintenance, tubes that 
run below the surface aerate the roots, 
and each tree has its own irrigation 
control. Four bubblers attached to a 
ring around each tree can supply water 
at the rate of a gallon per minute. 

As is the case with most large urban 
maintenance projects, location pro-
vides the biggest challenges. The 

Caring for some very special trees

911 Memorial plaza

BArTLETT TrEE Experts employees tend to the swamp white oaks at the temporary 
nursery in New Jersey.

MEMoriAL 
PLAzA‘s green 
roof extends over 
the 9/11 Memorial 
Museum, a subway 
stations, and other 
facilities.
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Memorial Plaza offered a few of its 
own, as well. Because Bartlett’s every-
day commercial vehicles are not able 
to drive on the site, aerial work is per-
formed by a compact tracked spider lift.

“Ongoing construction around the 
Plaza at times turns the area into a tree 
versus construction project,” added 
Dubin. “At one point, we constructed a 
protective shield over a few of the trees.”

In addition to swamp white oaks, one 
other tree on-site, the “Survivor Tree” is 
maintained by Bartlett Tree Experts.”  It’s 
a callery pear and was found alive but 
severely damaged at Ground Zero. The 
NYC Department of Parks and Recre-
ation nursed it back to health and turned 
its care over to the Bartlett team when it 
was returned to the Memorial site in 2010.

That tree, along with 400 relative 

newcomers, will require vigilant atten-
tion in the years to come. Caring for 
these trees holds a special place in the 
hearts and minds of Wayne Dubin and 
the entire Bartlett team. 

ThE TrEEs were pruned to produce 
a uniform look while still meeting the 
unique structural, healthy, and safety 
considerations of each specimen.



gasoline-powered counterparts, allowing crews to start work 
as early as 7 a.m., which is especially important in residential 
communities on the weekends and commercial properties 
during the weekdays.

Industry support
The involvement by equipment manufacturers like STIHL in 

the green industry is essential to its success. STIHL’s investment 
of time and funds in landscape affiliations “lets us know they are 
committed to the future success of our industry. They are also 
interested in the success of my business,” said Berrios. “From 
the top-quality equipment STIHL produces, to their support 
of our local dealer, Manassas Supply, to get products quickly 
and provide exceptional service, we always feel like we are a 
STIHL priority.”

RulyScapes plans for continued success by participating 
in landscape affiliations that affect industry trends, creating 
lasting careers for Hispanics entering the workforce and 
adopting new equipment when it benefits his business and 
the community. Berrios positions his company to stay ahead 
while the professional landscape industry constantly develops 
and changes.

To learn more about RulyScapes, 
visit www.rulyscapes.com or call 703-266-8179.

RulyScapes’ Formula for Business Success
It takes foresight, expertise and dedication for success in the landscaping industry, and Raul Berrios, owner 
of RulyScapes, Inc. in Centreville, Va., possesses all three. He grows his business by adopting processes 
that benefit his team of 25 employees, the Hispanic community, the environment, and his customers. He 
is president of the National Hispanic Landscape Alliance (NHLA) and a member of Professional Landcare 
Network (PLANET), as well as an active member of his community.

A shift in mindset to develop industry leaders 
Berrios is particularly proud of his role with the NHLA. “More 

than half a million Hispanic-Americans, including myself, are 
working in the landscape industry across the U.S.,” said Berrios. 
“The National Hispanic Landscape Alliance helps Hispanics 
grow as professionals through networking opportunities and 
educational offerings. The helps us become thought leaders 
within the landscaping community, and enables Hispanics to 
have a strong voice in legislation.” 

Research shows the green industry, specifically landscaping, 
offers Hispanic-Americans across the country a wide range of 
employment and business ownership opportunities. RulyScapes 
invests considerable time in developing their technicians and 
foremen to become managers and leaders in the Hispanic 
community, as well as in the landscaping industry, by offering 
them career paths instead of just jobs. 

Cost-effective equipment improves the bottom line
“We limit use of gasoline-powered equipment to save on rising 

fuel costs and to reduce our impact on the environment,” said 
Berrios, who also knows that their environmentally friendly 
approach often attracts new customers. “We continue to take 
environmental responsibility to the next level. In 2015, we are 
even going to switch to propane mowers.” 

With the addition of the lithium-ion STIHL Battery 
KombiSystem and interchangeable batteries, RulyScapes’ crews 
are seeing less down time, as a quick battery switch is faster 
than unscrewing a gasoline tank cap. The crews use an AR 900 
backpack battery daily to extend the run times for tools like 
the HSA 65 hedge trimmer (up to 11 hours on a single charge). 

Berrios said the lower noise levels of the STIHL BGA 85 blower, 
MSA 160 C-BQ chain saw, and the HSA 65 hedge trimmer 
make them much more “neighbor-friendly” compared to their 

JOIN US. #RealSTIHL

Berrios and his staff participate in the annual PLANET Day of Service event (planetdayofservice.org).

RulyScapes invests in developing its staff to become managers and leaders in the community and the industry by offering 
them career paths instead of just jobs.

With the addition of the lithium-ion STIHL Battery 
KombiSystem, RulyScapes’ crews save on rising fuel costs.

RulyScapes Inc.
Location: Centreville, Va.
Employees: 25

REAL PEOPLE.
STIHL PEOPLE.
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Future     Growth

Growth isn’t for everyone. 
Some business owners 
don’t want to add more 
people, change their man-

agement style, and aggressively go after 
new customers and new market oppor-
tunities. Others, however, see growth 
as a way to help ensure their future and 
that of their employees while satisfying 
the desire to expand their market share 
and service offering.

No matter which group you fall 
into, long-term success depends on 
producing quality work, caring for 
the customer, and having a business 
model that delivers the margins need-
ed to sustain your company. Growth-
minded individuals are forced to 
expand their horizons a bit. They may 
choose to retain a consultant or join a 
peer group to provide additional guid-

ance and support. (PLANET members 
have access to both of these resources.) 

They may attempt to grow organi-
cally by diversifying their service offer-
ing or opening a branch location in 
another market, or they may decide 
to prime the growth pump by buying 
another company. For some, the step 
to the next level could be helped along 
by hiring a key employee or two, or 
doing something even more dramatic, 
such as building a new facility. 

Michael Kravitsky IV, Landscape 
Industry Certified, the president of 
Pennsylvania-based Grasshopper 
Lawns, credits the new facility he built 
13 years ago with giving his company a 
lift. It was not only good for his compa-
ny’s image, but it also boosted employ-
ee morale, not to mention providing 
the much-needed room for growth. 

For Kravitsky, the new bricks and 
mortar were soon followed by his 
company joining a peer group, what 
he calls another important decision 
along the growth path. “The value I 
gained from the peer group has been 
nothing but tremendous,” he noted. 
“The ideas that have been tossed 
around and the questions asked and 
answered have been invaluable.”

Chris Senske, president of Senske 
Services in Kennewick, Washing-
ton, said he took three really impor-
tant steps early on to rev up growth. 
“First, I was blessed to attract some 
great leaders and received commit-
ment from them to achieve my vision 
of growth. Then, we hired consultants 
to help develop strategic and market-
ing skills needed to reach new goals. 
Early on, we also funneled almost all 

Planning to get there is the first step

So you want to get  
to that next level?

For MikE Kravitsky, 
building a new facility 
was good for company 
image, boosted 
employee morale, and 
provided much-needed 
room for growth.
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Growth     Future

profits back into the company to sup-
port growth objectives.” 

His plan was to grow geographi-
cally. Eight branch locations primarily 
throughout the Northwest attest to his 
success. “One of the lessons I learned 
along the way,” shared Senske, “came 
from Hewlett Packard’s philosophy for 
market growth: ‘Deliver the same servic-
es to new customer segments or new ser-
vices to existing market segments. Never 
deliver new services to new markets.’”

Following that approach allowed him 
to focus on markets where he knew his 
company could be successful with its 
core competencies, providing lawn care 
and pest control services. Later, Senske 
would introduce new services. “The 
temptation, though, is to want to do all 
things for all customers,” he admitted. 
“We are trying to rein that in.”  

The journey upward
Just like building a skyscraper, getting 
to the next level and sustaining growth 
requires a solid foundation. For Miles 
Kuperus, Landscape Industry Certi-
fied, that translates into continuing to 
do quality work and loving what you 
do throughout the building process. 
“Being able to retain these core values 
among others is the scary part, espe-
cially as you reach different plateaus,” 
said the owner of Farmside Landscape 
& Design in Wantage, New Jersey. “At 
some level, owners will need to dele-
gate more responsibilities. At another, 
sales will become even more impor-
tant as overhead grows.

“You need to know where you want 
to go and how you plan to get there,” he 
emphasized. “Anticipating challenges 
and staying focused on why you do what 
you do and how you’ve been successful 
doing it will be important, as well.”

“‘Plan’ is the key word,” said Kupe-
rus. “Throughout the journey, write 
down your plans, lay out a road map, 
and share it with your staff. We also 
include our professional team, our 
attorney, accountant, and banker, in 
the planning process. Before setting 
ambitious goals or launching new ini-

tiatives, it’s important for us to get their 
advice and even buy-in. In some way, 
they act as our board of directors.”  

John Gachina, Landscape Industry 
Certified, owner of Gachina Landscape 
Management has been especially adept 
at planning over the years. Twenty-six 
years and four branch locations after 
starting his company, this PLANET 
member said his current plan shares 
many of the same characteristics as his 
original growth document.

“Your plan requires realistic goal set-
ting. If you want to grow 20 percent, for 
example, how much more equipment 
people, and capital will you need? Will 
the market support it? How much com-
petition will you have? Maybe you want 
to add a sweeping service or interior 
plantscaping, or grow by acquisition? 
Everyone’s plan is different.”

Gachina points out that one of the 
biggest obstacles to growth is the false 
impression that cre-
ating a business plan 
takes too much time. 
“It’s not that hard,” he 
explained. “Yes, to go 
to your banker, you will 
need an extensive plan 
that describes your 
situation in detail. But 
there’s another busi-
ness plan that is equally 
valuable, the one you 
share with your team.”

Like Kuperus, he 
mentioned how impor-
tant it is to share your 
road map with your 
staff, and to think it 
through with them. 

The nexT level
Senske recalled his com-
pany’s revenue plateaus 
and the actions it took to 
get to the next level. “At 
$750K, I had to be out of 
the field and working on 
planning and manag-
ing. At $1.2 million, we 
seriously needed to get 

some help from consultants on how to 
get over the hump. At $10 million, we 
needed to add a marketing manager, 
along with a call center manager and 
controller. There is a different challenge 
at every plateau. At every step of the 
way, however, having the best people 
doing what they are best suited for is 
most important.”

Although challenges change with 
growth levels, the essentials remain 
the same, added Gachina. “Wheth-
er one looks to get to $1 million, $10 
million, or $30 million in sales, good 
planning is critical, along with follow-
ing sound business practices.” 

As these landscape professionals 
emphasize, top-line growth is quick-
ly negated by bottom-line weakness. 
“Customer retention and productivity 
are key to bottom-line improvement,” 
said Senske. “Hence we have a strate-
gic plan in place to improve both, by 

training technicians to be 
responsive to customer 
request and more efficient 
on the job. Training will 
ultimately help us retain 
our team members and, 
as a result, retain our cus-
tomers, as well.”

So you want to get to the 
next level? Create a plan, 
share it, and execute—all 
the while making the effort 
to retain a healthy bottom 
line and your current cus-
tomers. Growth, especially 
exponential growth, isn’t 
for everyone. But for those 
who aspire to another level, 
whatever it may be, plan-
ning how to get there is the 
first big step. Adding more 
services, entering new mar-
kets, enlisting a peer group 
or consultant, making a 
new acquisition, hiring a 
key employee or two, and 
even building a new facil-
ity could be part of the 
program, but they need to 
be part of the plan. 

“‘Plan’ is the 
key word,” 
said Miles 
Kuperus. 
“Write down 
your plans, 
lay out a 
road map, 
and share 
it with your 
staff.”
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Consultant Corner
By Kevin Kehoe

What the heck does that mean? Sim-
ple … it means that the most profit-
able companies focus on providing 
their people with the inspiration and 
the means to deliver a better custom-
er experience. This October, I did a 
presentation on the benchmarks and 
practices of high-profit companies at 
GIC. It seems to me that some of those 
ideas may help you make your 2015 
resolutions. So here goes ...

Resolve fiRst to 
win heaRts.  
Start with yours. Why do you do what 
you do? If you cannot answer this and 
communicate the answer with passion 
to your people, they will never act with 
purpose. Direction without purpose is 
compliance, not initiative. Initiative is 
what you need.

Resolve to Rid youR 
Company of those who 
aren’t on the bus.
Opting out of your culture is not a choice 
for your people. For those who refuse to 
get with the vision,” ask them to make a 
decision—in or out. If you can’t or won’t 
do this, all the resolutions that follow 
will only produce partial results.

Resolve to Respond 
moRe effeCtively to 
CustomeR Requests 
and Complaints.
Your account managers are over-

whelmed. This is not good for you or 
your customers. The problem is lack 
of request and complaint management 
systems that tie together the office, 
the crew, and the account manager in 
“real time.” Web-based apps that do 
this are available and affordable. 

Resolve to antiCipate 
CustomeR Requests 
and Complaints.
Remember, your account managers are 
overwhelmed. If they had the time, the 
systems, and the skills, they could do a 
better job of reporting and managing 
site quality and making enhancement 
recommendations. Provide them with 
client budget and quick bids systems. 
Anticipating needs gets you more than 
loyalty; it makes you indispensable.

Resolve to 
inCRease pRiCes.
You can do this only if you commit 
to the first four resolutions. Yes, labor 
is more expensive, but your customer 
pays you for value, not for labor cost 
inflation. Look at your pricing model 
and update it. Make a serious over-
head budget. Then, revise your mark-
ups and margins using a MORS (mul-
tiple overhead recovery system).

Resolve to impRove 
youR sales pRoCess.
Get a sales pitch that matters to the cus-
tomer. Better landscape and low pricing 

is not IT. How you make their lives bet-
ter is way more meaningful … sell that. 
At the same time, set sales goals higher 
and track them like a hawk. And for 
heaven’s sakes, insert a little chutzpah 
into your sales calls.

Resolve to put quality 
on an equal footing 
with budgeted houRs.
Many owners have lost touch with the 
way the work actually gets done in the 
field. Quality starts with leadership. 
Budgets are the arena of management. 
(Leadership is passion and purpose; 
management is direction and account-
ability). Be certain to first provide your 
crews with job hours; then get in the field 
and review and audit your jobs. Remem-
ber, you get that which you expect and 
inspect. Consistent quality is driven by 
pride. You need to lead this charge.

Resolve to “level-
up” youR aCCount/
pRojeCt manageRs.
They need mentoring in “the busi-
ness side” of their work—money and 
time management. Let’s face it, they 
are hard to find and harder to lose. 
You need to give them reasons to stay. 
They, like everyone else, want to work 
for a company where they can grow 
their career and their earnings. I stated 
earlier that they are overwhelmed … 
get them help. They need applications 
in the field to do their jobs more effi-
ciently, and they need training to build 
confidence in the way they handle 
their customers. Confident account 
managers with more time are less 
stressed and will make you money.

So there you are … my suggested 
New Year’s Resolutions for you. Make 
the decision. Resolve to run a better 
business because it is the right thing to 
do for you, your people, and your cus-
tomers. Have a prosperous and suc-
cessful New Year. 

Resolve to build  
a betteR business

Resolve to build a better business this year because it is 
the only, and the right, thing to do. Yes, you want more 
profit. But, profit is a result. A better business starts 
with the right culture. Culture is the manifestation of 

common beliefs, values, and behaviors directed in the pursuit 
of a common end. Building a culture requires leadership and 
management. Leadership provides the passion and purpose; 
management provides the direction and accountability.

KEViN KEhoE has been a landscape indus-
try consultant for 25 years. He is Managing 
Partner of the newly released landscape 
industry business software – Aspire.



COMPANY/CONTACT INFORMATION

Company  ____________________________________________________

Address ______________________________________________________

____________________________________________________________

City   ______________________________________  State  ___________

ZIP  __________________  Country _______________________________

Phone  _______________________________________________________

Fax  _________________________________________________________

Toll free  _____________________________________________________

Web site   www. ________________________________________________

Email  _______________________________________________________

Business start date      (mm) ____    (yy) ____ 

Number of branch locations (not including main location) ____

Number of employees (company-wide)   Peak ____   Off-Peak ____

Number of service vehicles? _____

Please check if your company currently uses or is interested in:   
o Water issues   o Pesticides   o Fertilizer   o Immigration   o H-2B guest-worker program
o BMP’s Best Management Practices in Lawn and Landscape Maintenance

OFFICIAL COMPANY REPRESENTATIVE  
Name  _______________________________________________________  Title  _________________________________________________________
Phone  _____________________________________  Fax  ______________________________  Email  ____________________________________

Thank you for joining PLANET! Our landscape member companies create and maintain healthy, green living spaces that make our communities proud.   
membership@landcarenetwork.org  |  LandcareNetwork.org

Please send completed form and payment to:  
CREDIT CARDS:  ONLINE  at LandcareNetwork.org  FAX 703-736-9668  CALL 800-395-2522 

CHECKS:  MAIL to PLANET, PO Box 822945, Philadelphia, PA  19182-2945

Approximately what percentage of your revenue is generated from each of the 
following services? (must total 100%)
___% Design/Build/Installation  ___% Landscape Management (maintenance) 
___% Interior Plantscaping  ___% Lawn Care (fertilization/weed control) 
___% Irrigation/Water Management ___% Other (please specify) _____________

Please check your current service offerings and indicate if your company 
plans to expand your offerings in the next 12 months.

o o Commercial o o Design/Build o o Erosion control
o o Fertilization o o Golf course o o Holiday decorating
o o Hardscaping o o Installation o o Interior 
o o Irrigation o o Lawn care* o o Lawn renovation**
o o Maintenance o o Organic program o o Outdoor lighting
o o Pest management  o o Residential o o Seeding/Hydroseeding 
o o Snow management  o o Tree/shrub care o  o Water features 
o  o Weed control  o  o Green roof
o  o Other (please specify) ________________________
* fertilizer/weed control  **includes aeration, seeding, sod

How did you find out about PLANET?
o PLANET direct mail  o PLANET email o Trade press
o Web browsing o Personal referral by:
Person’s name  ________________________________________________
Company name  ________________________________________________

By joining PLANET, you agree to abide by the Code of Ethics as
detailed at LandcareNetwork.org

ANNUAL MEMBERSHIP DUES — SAVE 20%
o  Green Industry Service Provider (GISP)
Any firm actively engaged in the green and outdoor services industry to include, 
but not limited to, design/build, interior plantscaping, landscape management, 
and lawn care.  Dues are based on annual sales revenue of your green industry and 
outdoor services.

o Under $200,000 ..........$280.00  $350  o $10-$25 million ........$2,204.00  $2,755
o $200,000-$750,000 ....$476.00 $595  o $25-$50 million .......$3,180.00  $3,975
o $750,000-$2 million ....$692.00 $865  o $50-$100 million ......$5,724.00  $7,155
o $2-$5 million ......... $1,100.00 $1,375  o Over $100 million .....$7,268.00  $9,085
o $5-$10 million ........$1,640.00 $2,050  o International (all) ...............................$515
o Branch location of GISP member  .............................................................$90

 Save 15% on Branch dues total (not including corporate dues) when joining with 20+ 
branch locations. To qualify, branches must join under initial membership payment.

o  Franchisee – 40% discount
  As a franchisee, you may deduct 40% off appropriate company dues only when the  

franchisor is a current GISP or Supplier member. Call the PLANET office for details.

PLANET dues are not deductible as charitable contributions for U.S. Federal  
income tax purposes, but may be deductible as a business expense. PLANET 
estimates that 13% of your dues are attributed to lobbying activities and are  
not deductible.
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Green Industry Service Provider
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Donate to the  
PLANET Academic Excellence Foundation

o $50      o	Other amount $__________

Total membership amount  $____________

Donation to the PLANET AEF  $____________

TOTAL PAyMENT AMOuNT   $____________

By check in US dollars, payable to PLANET

By credit card  o Visa   o MC   o Amex   o Discover

Card # ____________________________________________

Cardholder name  _____________________________________

Expiration date    (mm) ____  / (yy) ____    

Signature  _________________________________________

Card billing address (if different from company address)
_________________________________________________
_________________________________________________
_________________________________________________

Save 20%

Use promo code 

14WPA20

PAYMENT INFORMATION
Promo Code: 14WPA20      Discount Amount: 20%



Pinar Kuruc – Supervisor Assembly

Built in America. Believing in America.*

*A majority of STIHL powerheads are built in the United States from domestic and foreign parts and components. “Number one selling brand” is based on syndicated Irwin Broh Research as well as independent consumer 
research of 2009-2013 U.S. sales and market share data for the gasoline-powered handheld outdoor power equipment category combined sales to consumers and commercial landscapers. © 2014 STIHL Inc.

STIHL truly believes in the productivity of 
American workers and businesses. So we’re 
proud to be one of the U.S. manufacturers 
rebuilding our economy one brick, one car 
and one chain saw at a time. STIHL believes 
in supporting small, local business owners 
like you. It means something to your clients, 

to your company, and to us. Because it’s 
the real people, STIHL people, who help 
make STIHL the number one selling brand 
of gasoline-powered outdoor power equip-
ment in America.*

To find a STIHL dealer: STIHLusa.com
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