
In 2000, Estate Gardeners Inc., was six 
years old. My wife and I started it with 
a small inheritance, experience gained 

from two successful careers working as 
technicians for some great landscape 
companies, and a lot of hope. 

From the beginning, it was important 
to be able to represent our company 
and project confidence to our clients, 
employees and vendors. It also was im-
portant to have an internal confidence 
so we could sleep at night, knowing we 
had what it takes to meet a growing pay-
roll, a bank note and our vendors’ terms. 
As the business grew, I also wanted to 
make sure I had a method in place to ex-
pand my business acumen. In a nutshell, 
I needed to embody, project and grow 
professionalism. 

A Confidence Booster
The Certified Landscape Professional 

program offered by the newly rebrand-
ed National Association of Landscape 
Professionals (called ALCA—a PLANET 
legacy association—at the time I joined), 
fit the bill. I purchased the study mate-
rial (seven books covering various as-
pects of business management) and dug 
in. The first thing I experienced when I 
learned I passed the exam was relief; the 
important thing I experienced was an af-
firmation that I did indeed possess the 
knowledge needed to run a successful 
company. I had put myself up against a 
well-constructed, third-party measuring 
stick and prevailed. This bolstered my 
confidence that I could participate in the 
business arena I was entering, which in 
turn, allowed me to make decisions with 
confidence. I was on a sure footing and 
knowing that was an early key to our 
company’s success.

I used my certification by telling peo-

knowledge to maintain your certification. 
Don’t just look to fill a requirement. Seek 
out educational opportunities. Coming up 
with 24 hours of instruction and learning 
in two years is easier than you think, and 
you will be thankful for it. 

For me, keeping up my certification 
keeps me involved. My certification led 
to an invitation for me to help work on 
certification from the “inside.” In doing 
so, I came into contact with, and devel-
oped friendships and connections to, 
some of the most successful leaders of 
the industry in North America. I have 
had the opportunity to participate in the 
development, improvement and valida-
tions of the Landscape Industry Certified 
inventory of certification designations 
alongside them, and that has raised my 
game and made me better. 

So, if you gain your certification, take 
it a step further and get involved at your 
state or province level, or contact the 
National Association of Landscape Pro-
fessionals and find out about opportuni-
ties to serve on the International Certifi-
cation Council. The benefits of working 
in this capacity are numerous and avail-
able to you through your certification. 

Remember, you are not simply trying 
to add an acronym after your name on a 
letterhead or use the logo on your web-
site, certification is about setting your-
self apart. Landscape Industry Certified 
is about demonstrating to all stakehold-
ers in your business that you possess 
the knowledge and skills needed to run 
your business and deliver your service 
to the customer. There is no national 
certification available to our industry 
that compares when it comes to validity, 
or depth. With all of that, it is not some-
thing to simply be achieved; it must be 
lived and you must tell the story. 

ple about it, and I believe it helped me 
to obtain favorable terms with vendors, 
especially when I had jobs that took us 
over our credit limits, and garnered their 
support in pricing levels and service. 
One year, I was approached by an insur-
ance agent who was offering some con-
siderable savings on our current policy. 
I had a great long-term relationship with 
our agent and, on several occasions, he 
went above and beyond for us. We used 
the Landscape Industry Certified Man-
ager “story” as the centerpiece of a pre-
sentation to the underwriters and gained 
a huge reduction in rates. 

The Landscape Industry Certified 
logo is part of my client presentations. 
It is on every email, letterhead, propos-
al, contract, truck and design I present. 
This is key though: you must tell the 
story. Industry consultant Jason Cupp, 
Landscape Industry Certified Manager, 
Kincaide, Ltd., taught me the importance 
of telling your story, and Landscape In-
dustry Certified is a thread that is woven 
throughout my story, not just a chapter.

The designation after your name 
means little. The logo on your truck looks 
cool. Telling the story of your Landscape 
Industry Certified designation, whether 
it is landscape or lawn care manager or 
irrigation or horticultural technician, 
is an opportunity to infuse confidence 
into the important relationships your 
business relies on. Proudly display your 
achievement, but don’t stop there.

Maintaining Your Certification
Once you are certified, you must stay 

on top of your game. This means you 
must be aware of what is happening in the 
industry: changes, laws, innovations, reg-
ulations. You must demonstrate continu-
ing education and advancement of your 

Certification: It’s Important 
To Tell Your Story

By Michael Becker, Landscape Industry Certified Manager and Former ICC Chair 
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LANDSCAPE INDUSTRY  
CERTIFIED TESTIMONIALS
Becoming certified makes you more attractive to a prospec-
tive employer, existing employer, your peers and consumers by 
showcasing you have the skills and abilities to meet interna-
tionally-accepted training and industry standards. Plus, it shows 
you have a commitment to self-improvement. The Landscape 
Industry Certified Technician designation is recognized and re-
spected internationally. Take advantage of one of the most high-
ly regarded programs in the landscape industry today, and see 
what achieving this important accomplishment can do for you 
and your career—get certified TODAY!!

– Jim Berns, Founder and President,  
  Berns Landscaping Services, Inc.

The CLP is a personal achievement, that to me, reveals an in-
dividual’s personal belief in professionalism. Our industry ac-
creditations are seldom “required” by our client base, but they 
will be more and more in the future. More importantly than our 
clients “requiring” us to be certified, I feel it is leader’s responsi-
bility to lead by example. I am proud of my team; they work hard 
to get any and all industry certifications, and mentor and coach 
their teammates to do the same. We have a group email that 
goes around our team called “Who’s next?” This is where we 
share our industry certification achievements. It is an awesome 
feeling. We had 3 more folks get certified ASCA-C in the last 2 
weeks. And more CLTs and CLPs to come this spring!! 

– Troy R. Clogg Troy R. Clogg, CLP, CSP, ASCA-C,  
  Troy Clogg Landscape Associates, LLC 

Becoming a Landscape Industry Certified Manager confirmed 
for me personally that I had developed a foundation of knowl-
edge, skills and abilities to manage in our industry. The National 
Association of Landscape Professionals has done an excel-
lent job developing an assessment that challenges candidates 
to learn, develop, and advance into an industry professional. I 
strongly encourage you to take the step from “just working a 
job” to “working as a landscape industry professional” and em-
brace the change in yourself to grow and advance. 

– Adam S. Lawver, Assistant Manager, Landscape Services Dept.,    
  Infrastructure Planning and Facilities, Michigan State University

Here’s what I have to say about the CLP: “The Landscape In-
dustry Certified Manager certification is a badge of honor and 
distinguishes professionals from their competitors.”

– Phil Harwood, Pro-Motion Consulting, Inc.

“I am a strong believer in certification and increasing the profes-
sionalism in the green industry. My company highly encourages 
our team members to continually educate themselves and be-
come certified. I believe becoming a Landscape Certified Man-
ager (CLP) has strongly promoted my passion for this career, 
highly increased my reputation of having knowledge to help my 
clients, and gives me the edge during the selling process.”

– Steven D. Thoms, CGIP, APLD, CLP

Heading into the second half of the year, now is a good 
time to look back at what’s been accomplished and 
also look forward to take a measure of opportunities 

that lie ahead.
Looking back at the end of 2014 and the beginning of 

2015, one of the striking trends I see is the influx of specs 
and bids calling for Landscape Industry Certified personnel 
to be on staff. With clients and potential clients taking an 
ever harder look at which landscape-service providers have 
LIC personnel on staff and which do not, this is an issue that 
demands attention. I offer the Brick Group as an example.

The first couple of maintenance specs to come our way 
during these last few months demonstrated the great value of 
having a current LIC manager on staff. And current is exactly 
what was needed, because this prospective client asked for 
proof. I pulled out my wallet card – with the expiration date 
on it – and showed them. The next job to come through be-
cause of having LIC staff was a large installation project, with 
maintenance in addition, at a major outdoor shopping mall. 

Before we submitted our bid, I asked the project manager 
if his company was holding to all of the specs.  “Of course we 
are,” he replied. This presented a great opportunity to point 
out in our bid the language concerning having LIC personnel 
on-site. I assured him we follow all of the specs in our bid, and 
noted how important this would be to him in his decision in 
choosing a contractor. The result: we won the bid, not only 
because of our competitive price, but also because he saw 
the value to his company of our having LIC individuals on 
staff. In total, we were awarded more than $1 million in work.

A couple of points in closing: it is good to see this lan-
guage in job specs because it shows us how important it 
is to become certified. Fewer than 2 percent of landscape 
personnel are certified, so becoming certified will set you 
apart from many of your competitors. Second, we must take 
every opportunity to focus on spec language calling for LIC 
personnel. Let’s make sure we take advantage of it. 
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Landscape  
Industry  
Certification 
Carries Rich  
Potential

By David Hupman, Landscape Industry Certified  
Technician and Manager, The Brick Group – Midwest 
Region, Chairman, International Certification Council

Application for the Landscape Industry  
Certified Technician Exam held in September 
2015 is located on the following page (28). 


