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The National Association of Landscape Professionals (formerly PLANET)  invites you 

to attend the Super Bowl TM of the landscape industry, October 21-23, 2015 in 
Louisville, Ky. 

As a landscape professional, you leave it all on the field, just like pro athletes. You 

are passionate about your work and proud of your results. You and your crew 

work as a team to deliver top results.

Athletes have the Super BowlTM, and you have LANDSCAPES. Learn from 

the industry’s MVPs who will share their playbook secrets. Network with the 

champions of the industry who will coach you toward success. Take away a 

winning game plan to grow your business. With intensive workshops, the largest 

indoor/outdoor expo in the country, live concerts, and plenty of VIP meet and 

greets, this is THE main event of the year.

LANDSCAPES 2015 is your Super BowlTM.  

Join us in Louisville,
and leave it all on the field.

landscapesconvention.org



Tuesday, October 20, 2015
Afternoon  National Association of Landscape Professionals (NALP) 

Leadership Meetings
6:00 pm PAC Dinner*

Wednesday, October 21, 2015
ALL DAY National Association of Landscape Professionals (NALP) 

Leadership Meetings
8:30 am - 7:00 pm Registration open
9:30 am - 11:30 am Deep Dive Workshops*
11:00 am - 4:00 pm  National Association of Landscape Professionals (NALP) 

Community Service Project
1:00 pm - 3:00 pm Deep Dive Workshops*
1:00 pm - 5:00 pm Landscape Industry exams (pre-reg required)
3:30 pm - 5:00 pm Newcomers Bash
5:30 pm - 8:30 pm  National Association of Landscape Professionals (NALP) 

Opening Celebration
9:00 pm Concert at Fourth Street Live

Thursday, October 22, 2015
7:30 am - 8:30 am Breakfast With Champions*
8:00 am - 1:00 pm CEO Forum (invitation only)
8:30 am - 4:00 pm Registration open
9:00 am - 5:00 pm GIE+EXPO Trade Show
9:45 am - 11:15 am Education Sessions
9:45 am - 11:15 am OSHA Workshop - Part 1
1:30 pm - 2:45 pm Education Sessions
1:30 pm - 2:30 pm OSHA Workshop - Part 2
3:00 pm - 4:15 pm Education Sessions
3:00 pm - 4:30 pm  State Association Executives Meeting (invitation only)
4:30 pm - 5:30 pm Faculty Forum
4:30 pm - 5:30 pm Trailblazer Reception
5:30 pm - 6:30 pm Specialty Receptions
6:30 pm - 9:00 pm Awards Recognition Dinner*
9:00 pm Concert at Fourth Street Live

Friday, October 23, 2015
8:30 am - 2:00 pm Registration
7:30 am - 8:30 am Breakfast With Champions*
8:00 am - 1:00 pm Board of Directors Meeting
9:00 am - 10:30 am  Student/Industry Roundtable Recruiting Session*
9:00 am - 5:00 pm GIE+EXPO Trade Show
9:45 pm - 11:15 am Education Sessions
1:30 pm - 2:45 pm Education Sessions
3:00 pm - 4:15 pm Education Sessions

* additional fees apply

SCHEDULE AT A GLANCE



GIE+EXPO, Hardscape North America, PGMS School  

of Grounds Management, The National Association of 

Landscape Professional’s LANDSCAPES—with so 

much going on in one place and at one time, it can 

seem confusing and overwhelming! The LANDSCAPES  

convention gives you the full experience—all the NALP 

and PGMS educational sessions, access to the 

GIE+EXPO and Hardscapes North America trade 

shows, and NALP networking opportunities galore! 

Discover it all at landscapesconvention.org and 

register today!

FULL CONFERENCE REGISTRATION INCLUDES: 

  All educational sessions Thursday and Friday

   More than 40 sessions in 5 tracks within 6 different 
learning styles

   NALP Kick Off Party and Specialty Receptions

  Concerts (because they’re free)

  GIE+EXPO & Hardscapes North America Trade Show

LANDSCAPES 2015 
IS THE FULL EXPERIENCE

 “If you are looking for the 
fastest, most effective way 

to grow your business, the GIE/
LANDSCAPES is the place to start.”

— Doug McDuff, MCLP, MCA, Landscape America, Inc.



CONFERENCE 
HIGHLIGHTS
NALP OPENING CELEBRATION
This is your chance to hear the latest and greatest 
going on in the industry, rub elbows with the industry’s 
most successful professionals and celebrate NALP –
style! Share cocktails and snacks as you gain an 
insider’s peek into what is ahead with this great 
industry – and how these exciting changes will have a 
lasting impact on your business. 

Any musicians in the crowd? Song 
Division, the world’s leading 
experiential music agency, will 
provide the entertainment for this 
year’s event and will bring the 
entire conference crowd to their 
feet through the power of music. 

Sponsor:  

AWARDS OF EXCELLENCE  
RECEPTION & BANQUET  
(TICKETED EVENT)
Don’t miss the landscape industry’s Academy Awards! 
Join friends and colleagues alike to dine and network 
at the industry’s highly anticipated annual awards 
celebration dinner. The Awards of Excellence recognize 
NALP members who elevate industry standards through 
the design, planning, and execution of exceptional 
projects. Also honored at the awards dinner are our 
safety award and sustainability award winners. Seize 
this opportunity to witness and be inspired by  
some of the finest work in our industry! 

Sponsor:  

TRAILBLAZER MENTOR  
SESSIONS
Throughout the LANDSCAPES 2015 program, you will 
hear speakers emphasize the importance of business 
coaching. Ever wish you could have your own personal 
business coach? Spend one-on-one time with one of 
NALP’s Trailblazer mentors to discuss your business 
concerns and questions. Bring your business plan, your 
financials, your marketing plans, your sales sheets, 
your profit and loss statements – or just your most 
pressing concerns. LIMITED SLOTS AVAILABLE! 

SPECIALTY RECEPTIONS  
THURSDAY EVENING
Mingle with like-minded professionals who do exactly what 
you do on a daily basis! This is networking at its finest!

 Design Build

 Irrigation and Water Management

 Landscape Management

 Lawn Care

Sponsors:  

  

“Individual  
commitment to a  

group effort – that is what  
makes a team work, a company  

work, a society work, a civilization work.”
—Vince Lombardi
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SPEAKER  
SPOTLIGHTS

SPENCER PENHART, PENHART GROUP

Through leadership training 
workshops, keynotes, and 
consulting, Spencer helps senior 
staff and managers improve their 
leadership effectiveness, and 
develop the awareness, 
knowledge and skills they need to 

elicit maximum performance from their direct reports 
and greater organization.  Through his sales 
effectiveness engagements, Spencer also helps sales 
organizations develop the cutting-edge messages and 
selling skills necessary to win in the “New Economy” 
selling environment.  

Spencer’s highlights include helping one sales 
organization over-deliver on their annual plan by over 
$200 million despite uncertainty over an impending 
downsizing, leading several national development 
programs for various levels of the organization, and 
consulting on Humira, then the #1 pharmaceutical 
brand in the world in terms of global revenue.  

MARTY GRUNDER, MARTY GRUNDER, JR.! 

Business Builder! Those two words describe Marty 
Grunder best. 

Marty discovered his 
entrepreneurial spirit as a young 
man with a lawn mower and grew 
that passion into a multi-million-
dollar company. Along that 
journey, his success story was 
amplified by The New York Times 

and acknowledged with numerous honors, including 
three “Entrepreneur of the Year” awards by various 
institutions. He continues to serve as CEO of Grunder 
Landscaping Co. in Dayton, Ohio, employing and 
leading more than 40 individuals, but Marty’s true 
passion lies in working with other CEOs, organizational 

leaders, and business 
owners to help them drive 
results. 

Marty has become the “go-to” expert to help hundreds 
of companies across North America inspire their 
leadership teams. His book, The Nine Simple Steps to 
Entrepreneurial Success, was named Business Book of 
the Year at the 2003 Independent Publisher Awards. 

“ Grunder is an industry legend.” 
— Jim McCutcheon, Highgrove Partners, LIC

MIKE RORIE, GO ILAWN

Mike Rorie has been part of the 
green industry for over thirty years. 
He began his Cincinnati-based 
commercial maintenance company 
in 1979 with one truck, and grew it 
to a multi-branch, regional 
platform before selling to a 
national provider in 2006. He now serves as CEO of Go 
iLawn, an online measuring program designed to help 
landscape and snow removal contractors measure 
more properties, bid more jobs and win more sales. 

“When people hear that Mike Rorie is speaking at 
LANDSCAPES, they sign up right then and there.”

— Maurice Dowell, Landscape Industry Certified, Dowco, Inc.  

I never felt I knew it all.  
I always felt there’s  

something new to learn,  
something new to do.

— Don Shula
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DAVE MURRAY,  
THE DIJULIUS GROUP 

Dave has been personally trained 
on the methodology created by 
customer service guru John 
DiJulius, and uses it regularly 
with clients including Anytime 
Fitness, Carnival Cruise Lines, 
TravelCenters of America, and 
many more. Dave leads clients in generating ideas, 
turning those ideas into systems, and then 
implementing and executing them enterprise-wide. 

KIRK ARMSTRONG, ARMSTRONG SALES  
COACHING

Kirk is an award-winning trainer, 
speaker and consultant with more 
than 20 years’ experience in the 
areas of sales, management, 
strategic planning, interpersonal 
communications, and team 
building.  With extensive roles in 
sales, sales management, sales development and 
ownership, he found great success, particularly in the 
areas of new account acquisition and business 
development. Known for his experience in developing 
and training sales tactics and strategies, clients learn 
how to win more sales, in less time, while creating a 
common sales language and culture for their 
organization.

BETH ZIESENIS, YOUR NERDY BEST FRIEND

Author Beth Ziesenis is a 
technology expert who speaks to 
60-plus groups a year about the 
best free and bargain apps and 
online resources that will help you 
“Release Your Inner Nerd” to 
become more organized, efficient 
and awesome at work and home. Since her first 
Commodore 64 computer, Beth has made a verb out of 
the word “nerd,” and is almost as obsessed with 
gadgets and doodads as she is with cupcakes. Almost. 

DAVID MINOR, THE  
LANDSCAPE PARTNERS

David Minor is the CEO of 
The Landscape Partners and has 
been involved in the landscape 
industry for over 30 years. He is 
a past president of NALP (then 
ALCA), and has been recognized 
as the professional of the year 
by Landscape & Irrigation magazine. David was 
also the founding director of the nationally 
recognized entrepreneurship center at Texas 
Christian University and was named one of the top 
10 entrepreneurship center directors in the country 
by Entrepreneur magazine. He now holds the title of 
Founder Emeritus at TCU.

“David Minor is hands-down one of the industry’s finest.” 
—Bob Grover, Landscape Industry Certified,  

Pacific Landscape Management, Hillsboro, OR

NEW THIS YEAR 
DAVID WAITS, WAITS CON-
SULTING GROUP, INC.

David Waits is known globally as 
a thought leader in leadership 
development and strategy 
implementation. David helps his 
clients create a thriving 

organizational environment that facilitates rapid 
growth, innovative development and on-going 
profitability. His diverse client list includes Quest 
Diagnostics, General Dynamics, United States 
Department of the Interior, WalMart, Lexus, University 
of Notre Dame, Major League Baseball, Walt Disney 
World and numerous other world-class organizations. 

Questions? Call NALP at 800.395.2922   5
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EVERYTHING YOU  
NEED TO KNOW

LANDSCAPES HOUSING  
INFORMATION
If you are a NALP member, and have not received the 
access code via email, give us a call at the NALP office 
at 800-395-2522.

NALP HEADQUARTERS HOTEL

Louisville Marriott Downtown  
Rate: $199 for single/double 
Cutoff date: Sept. 18, 2015

NALP also has hotel blocks available at:  
Galt House - starting at $142  
Hampton Inn - $172

To book five or more rooms at the Marriott, please 
contact: Karen Wallace, Director of Housing Services 
502-560-0003 or kwallace@gotolouisville.com

First –time attendees take note! If you are new to the 
National Association of Landscape Professionals or if this 
is your first time at LANDSCAPES, you have taken the first 
step in becoming a more successful landscape 
professional. Congratulations! Your next step is to 

discover why NALP is truly ESSENTIAL FOR GROWTH! 
Mix and mingle with other NALP and LANDSCAPE 

“rookies” at the Newcomers Bash, and gain 
tips on how to get the most out of your 

first LANDSCAPES experience. Don’t 
miss out as the Membership 

Committee extends a warm 
welcome and toasts to 

YOU - our 2015 class 
of newcomers. Fun 

and surprises 
await! 

“You can learn more sitting at a round 
table in an hour than you  
can learning it the hard way, over 
many years. See you next year!” 

— Mike Biskup, President, Greenkeepers Lawn 

Service & Landscaping Inc. Medina, OH

STUDENT/EMPLOYER  
ROUNDTABLE RECRUITING
Meet tomorrow’s landscape industry professionals at 
this unique recruiting event. Introduce your company 
and your potential employment opportunities to 
students who are eager to begin their careers. Engage 
in lively discussions and inspire beginners about their 
potential career paths. For more information, email 
anna@landscapeprofessionals.org.

BREAKFAST WITH CHAMPIONS 
(TICKETED) 
This ever-popular breakfast event features a variety of 
roundtable discussions focused on hot industry topics. 
Pick a subject of interest to you and engage in 
brainstorming with your industry peers. Expand your 
body of knowledge and learn new strategies through 
this unique peer-to-peer experience!

Sponsors:    

 “Breakfast with Champions was the most productive 
hour I had this entire year! When you see people running 
to get a seat you know it is something good!” 

— Kris Parker, KP Landscape Park City, Utah 
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COMMUNITY SERVICE PROJECT
Giving back to our communities is part of the fabric of 
who we are as an industry. Join a group of NALP 
members who are ready and willing to give back to the 
city of Louisville! Members will use their landscaping 
skills to beautify an area in need of revitalization. If you 
are looking for a great team-building event and a way 
to get to know your fellow NALP members, while giving 
back to the greater good, this is it! Registration is 
limited to the first 75 individuals. For further details and 
up-to-date information, visit bit.ly/NALPgivesback.

Lead sponsors:   

Supporting sponsors:      

CERTIFICATION TESTING

 Save 15–35%* on your exam fee when 
you register by Sept. 11 and if you take the exam at 
LANDSCAPES on Wednesday, Oct. 21, from 1 to 5 p.m. 
at the Louisville Marriott Downtown. Discount available 
on these select, full-exam fees:

 Manager (Exterior/Interior)

 Interior Technician

 Horticultural Technician

 Lawn Care Technician-National

 Lawn Care Technician (Cool Season)

To take advantage of our special 
certification offer, call NALP  
at 800-395-2522 or email  
certification@landscapeprofessionals.org
*15% discount for individuals or 35% 
discount on groups of 4 or more. 
Exams must be taken at 
LANDSCAPES 2015. Advanced 
registration required.

COMPANY-WIDE EDUCATION
The LANDSCAPES convention caters to your ENTIRE 
LANDSCAPE COMPANY. Bring everyone down for a 
team-bonding event! Expect mind-blowing session 
topics in the following conference tracks:

 Leadership

 Business management 

 Operations 

 Human Resources

 Sales and Marketing

  Special pricing is available for teams of 6 or more. 
Please contact Joan Haller at 800-395-2522.
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DON’T LET THEM QUIT! Strategies to Retain & Grow Your  
Good People (Ticketed) — Bill Arman and Ed Laflamme, LIC,  
The Harvest Group, National Association of Landscape 
Professionals Consultants

Have you lost good people in the past 12 months? Not worried? 
You should be. The WAR for good people is on! Statistics show that 
1 out of 5 of your people are talking to your competitors right now! 
Recruiting and hiring the right people is hard enough without 
losing the good ones. Come to this workshop if you want to:

 Create a great onboarding process for your people

  Develop a positive and exciting culture where people WANT to 
come to work

  Implement an effective coaching and mentoring program at 
your company

  Develop a career ladder to keep your people climbing UP your 
company, not OUT of it

Sponsor:  

   
The Art of Delegation: Three Simple Strategies for Optimizing 
your Team (Ticketed) — Dominic Chiarella, 7 of 7 BEST 
Business, National Association of Landscape Professionals 
Consultant

Most of us business owners know what should happen once a 
client signs a Sales Contract. But how many really know what 
happens with the contract after it’s signed? Who is doing what 
work? Is it getting done with the company’s core values in mind? 
When delegating, the “art” is creating an environment of 
understanding how information flows forwards and backwards, 
and getting the tools in your teams’ hands to satisfy your client. 
Delegation gets results because it empowers your team to get 
results: fast, effective, and with clarity. Grab your spot in this 
deep-dive workshop so you learn:

  An understanding of the foundation that connects sales, 
production, accounting, and HR. 

  The tools and information your team needs to know the who/
what/when/where of work being done, and ensure the 
completion of work within budgeted parameters. 

  A plan to become a true Artist of Delegation

   
Case Study: The Millionaires Club: Reaching (and Surpassing) the 
1M Mark (Ticketed) — Steve and Jeff Rak, Rak Consulting LLC

Learn how to reach and surpass the $1M Mark through this 
interactive and lively presentation. Real world examples of 
landscaping firms, as well as corporations like Apple, Disney and 
Starbucks will be used to drive home the importance of creating 
the quintessential customer experience for all stakeholders, your 
customers, your employees and even your vendors. Don’t miss 
this workshop so that you can get:

  A clear and concise roadmap for reaching and surpassing the 
$1M mark

  Inspiring stories from other great company leaders who have 
created the quintessential company experience and how you 
can incorporate some of their lessons learned.

   
25 Years of Lessons Learned (Ticketed) — David Minor, the 
Landscape Partner

Don’t be a performer camped out in the bottom 50% of the 
industry. Learn the greatest lessons from running and working 
alongside some of the top landscape firms in the country. 
Attendees will leave this session with:

  Tools to ensure optimum production from your team 

  Strategies to reduce costs and waste within your operation

  Innovative ideas that will help you become a top performer in 
your industry

  Pitfalls to avoid on the path to success

Sponsor:  

CONFERENCE LEARNING SESSION
WEDNESDAY, OCTOBER 21
Deep Dive Workshops (Wednesday workshops require ticket purchase, see registration form to select and 
pay for your workshops in advance)

“LANDSCAPES through NALP is THE event to attend 
if you are serious about growing a successful 
landscape business. It is the only place in the world 
you get the top minds and colleagues of our industry 
in one place at the same time. The experience is 
invaluable no matter what size and stage your 
business is in.” 
— Paul Fraynd, Sun Valley Landscaping in Omaha, NE

LANDSCAPES 2015 is approved for NALP Landscape Industry 

Certified recertification at 1 CEU per hour of instruction attended.  
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The Power of Strengths-Based Leadership (Ticketed) 
— Phil Harwood, LIC, Pro-Motion Consulting, Inc., National 
Association of Landscape Professionals Consultant, Leslie 
Boomer, Pro-Motion Consulting, Inc.

Employee engagement and retention is essential for sustained 
growth and success. Learn how to create a culture where your 
people will THRIVE instead of struggling to SURVIVE, all based on 
the principle of strengths-based leadership. 

Come get your spot in this workshop so you can go home with:

  Research-based knowledge on why strengths-based 
management and employee development creates a more 
productive and success-driven workplace culture.

  A new understanding of both why and how leading with positive 
intent and developing relational intelligence will make real and 
lasting improvements to employee engagement and culture 
while establishing sustainable, high-performance throughout 
your organization.

  A plan to enact a culture of strengths-based leadership in your 
company.

   
Turning Foremen Into Powerful Company Ambassadors 
(Ticketed) — Mark Bradley, LMN, National Association of 
Landscape Professionals Consultant

Mark’s case-study session will walk through real-life examples of 
how he has instilled an entrepreneurial spirit in his key employees, 
and the tremendous impact this has had on his bottom line. Topics 
covered will include:

  Compensation + benefits packages that attract and keep the 
right people.

  Reward/Incentive systems that motivate.

  Spring meetings that inspire and set the foundation for better 
productivity.

  A simple method for tracking and updating progress along 
the way. 

  Training opportunities and benefits that keep your people 
learning.

  End of year evaluation, reward distribution and career planning.

Sponsor:  

    
It’s Time to Adapt! Put the Power of Technology to Work for your 
Landscaping Company (Ticketed) — Mike Rorie, Go iLawn

In today’s digital age, technology can either be your best friend or 
your worst enemy. Through the illustration of real world examples, 
this session is designed to give you greater comfort with 
technology, provide an overview of technological options 
available to your company and give you the information you 
need to make solid, informed technology decisions for 
your company. Attendees will walk away knowing:

  The latest and greatest technology options for your company.

  How technology can increase efficiency and have a positive 
return on your bottom line.

  The foundational information needed to create a strategic 
technology plan for your company. 

  How cutting edge landscaping firms are leveraging technology 
for increased profits.

Sponsor: 

   
The 4 P’s of Differentiation – How to Rise to the Top in a 
Highly Competitive Industry (Ticketed) — Ken Thomas & Ben 
Gandy, Envisor Consulting

In all highly competitive industries, there are companies that 
somehow overcome all odds to rise above the competition. What is 
different about them, and how can you become the company that 
leads your market in profitability, customer loyalty and employee 
retention? Be privy to what these two industry leaders find MOST 
important from decades of looking “under the hood” of the 
industry’s leading companies. Attend this workshop and leave with 
an in-depth understanding of the keys of differentiation including:

  Delivering a quality product.

  Developing standard procedures that keep all stakeholders on 
the same page.

  Developing purpose-driven people.

  Developing level 3 partnerships.

Sponsor:  

LANDSCAPES 2015 is approved for NALP Landscape Industry 

Certified recertification at 1 CEU per hour of instruction attended.
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THURSDAY, OCTOBER 22

   
Creating a Customer Service Revolution in Your Organization  
— Dave Murray, LIC, The DiJulius Group

Be the brand people cannot live without. Learn how numerous 
companies have made customer service their biggest competitive 
advantage, are dominating their industries, and are making price 
irrelevant. At this presentation you’ll discover how:

  To instill genuine compassion and empathy toward your 
customers, in ALL of your employees- and why this matters. To 
create a compelling customer service vision statement that 
everyone will rally around.

  To create non-negotiable standards that every team member 
WILL follow.

  To make price irrelevant.

   
Stop Chasing Squirrels and Capture Business Success 
— Marty Grunder, Marty Grunder Jr!

For landscaping professionals, strengths can also be weaknesses.  
Many of the talents you have, such as drive and determination, 
can also have adverse affects if used in the wrong manner.  In this 
fast paced, interactive session, you’ll how to get focused, stay 
focused, and how to use your talents to your advantage, not your 
disadvantage. Join us to find out:

  Why you always need to start with the “end in mind” (and how to do it!).

  How to get yourself and your team organized around a vision, 
mission, and core values and how to have them do the right 
things (even when you’re not watching!).

  Why identifying and focusing on your ideal clients is the most 
important step all landscaping companies can do to ensure success

Sponsor: 

   
The Future of NOW – Macro Trends Guaranteed to Increase 
Differentiation, Profits & Company Valuation — Judith Guido, 
Guido & Associates

Understanding, leveraging and profiting by macro trends, which 
are critical market dynamics that drive buyers’ financial decisions, 
are not part of the landscape industry’s strengths. Companies who 
leverage these key market dynamics are on-average 39 percent 
more profitable, viewed as market leaders, and have higher 
valuations. You must grab your seat at this session to learn:

  The difference between fads and trends….and how to leverage 
them for profit. 

  Examples of cutting edge macro-trend leaders – how and why 
their ideas were born.

  Five words that will change your businesses forever.

  An understanding of landscape Industry’s M&A trends. 

  Sustainability – what exactly is it? A plan to make it a game 
changer within your company.

   
Employer Workplace Rights: Hiring, Firing, Compensation and 
Remaining Union-Free — Richard Lehr, Lehr, Middlebrooks & 
Vreeland, PC

Join us for an interactive, practical review of what employers can 
LEGALLY do to hire the right people and terminate those who 
should be terminated. Interview/background check inquiries, 
holding employees accountable for behavior away from work, 
effective discipline, documentation and discharge processes and 
creative compensation systems will be discussed. Grab a chair to 
review the signals of union organizing and what employers can 
and should do to remain union-free. Attendees will leave this 
session with:

  A solid overview of what is legally allowed in the hiring and 
firing process.

  A greater understanding of how to remain union-free.

  A comprehensive blueprint of employer workplace rights.

Sponsor: 

FACILITATED ROUNDTABLE:  

   
Leadership at Every Level — David Waits, Waits Consulting 
Group, Inc.

Providing and nurturing leadership roles at every level of your 
company will ensure a strong, productive culture dedicated to the 
achievement of your highest goals – as well as propel you to 
greater individual success. Do you have a foundational 
understanding of the most important leadership strategies? Do you 
know how to apply these strategies to your business? Come to 
this session so you can go home with:

  Three simple yet effective leadership strategies anyone can 
execute TODAY to see results.

  An understanding of how listening opens leadership vistas, and 
how to apply effective listening skills.

  An appreciation for admitting your mistakes, an understanding 
of why it will ensure greater buy-in from your team, and a 
method for doing it that will ELEVATE you as a professional 
rather than DEVALUE you. 

Sponsor:  

LANDSCAPES 2015 is approved for NALP Landscape Industry 

Certified recertification at 1 CEU per hour of instruction attended.
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SPECIALTY TOWN HALL:  
DESIGN/BUILD  

   
Creative Designs Sell Projects: Efficient Production Makes 
Money — Glenn Jacobsen, LIC, Jacobsen Landscape Design & 
Construction, Inc., Jonas Pattie, LIC, The Pattie Group, Inc. Nick 
DiBenedetto, LIC, ND Landscape, Inc.; Moderator: Jeffrey  
Scott, Jeffrey Scott Consulting, National Association of 
Landscape Professionals Consultant

Production installation activities may be dirty, but in that dirt  
there is money. This presentation will address the positive  
financial benefits from efficient design/build activities at  
small, midsize, and large landscape companies. By focusing 
management and leadership activities on efficiency and quality, 
the margin of a typical job can be increased with proactive 
participation at all levels of the company. You don’t want to miss 
this town hall session or you will miss:

  A handout on the “low hanging fruit” they can pick up from  
their production activities.

  Experience-based, proven techniques on getting more profit 
from their production activities.

  Detailed discussion and examples from sales, estimating and 
installation activities.

Sponsor:  

SPECIALTY SESSION: IRRIGATION 

   
Inventory Management for the Smart Irrigation Company

You need insight on how to approach maintenance for an existing 
irrigation system through your inventory system. Taking inventory 
of the irrigation system allows for better targeting and anticipation 
of future costs related to repairs, needed upgrades, water saving 
opportunities and available rebates. Join us for:

  A plan for managing budgets appropriately from an inventory 
standpoint

  A method for anticipating the unexpected to allow for better 

cost management 

   
DEEP DIVE: OSHA Compliance-Based Safety Workshop 
(Pre-registration Required) — Randy Mansell, CSP, CHST, CRIS, 
RRE, CNA Insurance 

Owners, managers and safety directors are encouraged to 
attend this comprehensive 2-hour training class 
prepared in cooperation with OSHA, specifically for 
the landscape industry. Stop by and brush up on:

  An understanding of employer 
responsibilities and employee rights, 
types and costs of citations, 
recordkeeping, temporary 
workers, etc.

  An overview of OSHA’s top landscaper citied violations – and 
how to avoid them.

  A plan for avoiding General Duty Clause citations when there is 
no specific standard.

  A certificate of completion and packet of resource materials to 
help you jump start your safety program.

Sponsor:  

   
Becoming Zero Risk — Dave Murray, The DiJulius Group

What does a “zero-risk company” look like to the customer? Does 
it look like the company that never experiences mishaps and 
always performs perfectly? Surprisingly, no. The “zero risk” 
company is one that gives the customer a sense of security by 
turning a “wrong” quickly and effectively into a “right.” Don’t miss 
this session so you can discover how to:

  Identify or anticipate service defects that could make or break a 
customer’s perception of your company.

  Discover issues that may not be your fault - but are your 
problem.

  Build solid protocols to deal with all of the above, so that your 
customers not only return to you, but recommend you to their 
friends and family. 

LANDSCAPES 2015 is approved for NALP Landscape Industry 

Certified recertification at 1 CEU per hour of instruction attended.
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Becoming The Leader You’ve 
Always Wanted to Be — Marty Grunder, 
Marty Grunder Jr!

The success of a landscaping company begins and ends with 
leadership, and there’s definitely a right and a wrong way to lead. 
Learn how to become a better leader NOW by implementing 
Marty’s 5 critical steps. Come to this energetic, fun session and 
walk away the leader you’ve always wanted to be. Attendees will 
leave this session:

  How to get people to do what you want them to do…..and  
still love you.

  Why what you DO is far more important than what you SAY 
– and how to live by this mantra.

  How to be someone others want to follow.

  How to find success by being intentional and clear about your 
desired outcomes.

Sponsor:  

   
Mission Possible: One Team United — David Waits, Waits 
Consulting Group, Inc.

A unified team creates an almost unstoppable momentum. There 
is a jazz that occurs when you are working with a group of people 
engaged, motivated and envisioned to accomplish the same 
objectives. Mission Possible: One Team United provides the models 
and methods necessary to work together to form an unstoppable 
team. You are invited to:

  Learn how to create team members others want to work with 
(and be one yourself!). 

  Discover how commitment to your fellow team members can be 
infectious.

  Develop the ability to accomplish shared goals with 100% 
buy-in.

  Learn why being coachable is the key to your personal and 
team success.

   
75 Minute Rehab: Turning Chronic “Tellers” into an Inspiring 
Coaches — Spencer Penhart, Penhart Group, Inc.

Recent research shows that coaching is a significant driver of 
business performance.  For a variety of reasons however, many 
leaders still feel that they need to use a directive, “telling”-based 
communication approach with their employees.  Understand why 
and how coaching improves performance of employees. Session 
participants will practice their coaching skills around an actual 
performance issue they are having with an employee.  This 
workshop is a great fit for any manager, leader, or executive who 
is looking to drive more commitment, buy-in, and performance 
from their employees. Join us for:

  An understanding of why companies with strong coaching 
cultures outperform competitors who don’t.

  A best-in-class model to help guide their coaching 
conversations.

  Practice and an action plan for coaching a real performance 
issue they are currently experiencing with an employee. 

Sponsor: 

LANDSCAPES 2015 is approved for NALP Landscape Industry 

Certified recertification at 1 CEU per hour of instruction attended.

“People who 
work together 

will win, whether it 
be against complex 

football defenses, or the 
problems of modern society.”

—Vince Lombardi
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FACILITATED ROUNDTABLES: 

   
Website Rankings: Insider Secrets Straight from Silicon Valley 
— Brian Kraff, Market Hardware, National Association of 
Landscape Professionals Consultant

How do I get on page one of Google? It seems that just about 
every NALP member wants the answer to this question. Every year 
the Market Hardware team takes a semi-annual pilgrimage to 
Silicon Valley to meet with all the big names and get the scoop on 
what’s coming down the pike in the world of internet marketing 
and search engine optimization. Lucky for you, our team will share 
the web marketing MUST DOs for 2015 gained directly from the 
sources in Silicon Valley. Very happy attendees will leave this 
session with:

  Skills to have a 2016- ready website, complete with the right 
tools and techniques to turn web visitors into customers.

  The knowledge of Search Engine Optimization (SEO) that uses 
only Google-approved tactics.

  How to use social media and mobile strategies that are proven 
to work – mobile is the future!

SPECIALTY SESSION:  
LANDSCAPE MANAGEMENT 

   
The Five Stages of Project Management for Landscape 
Construction Projects — Fred Wheeler, LIC, Sunset by Design

Effective project management is critical to the successful 
completion of any construction project. Do you know the five 
stages of construction project management? This is a must-have 
overview of these critical phases and how to develop and use the 
construction schedule, with an emphasis on the importance of 
proper sequencing, material ordering and placement, staging and 
equipment use. Grab your spot in this session for: 

  A solid understanding the five stages of a successful 
construction project.

  A method to manage any construction project to maximize 
efficiency, productivity and profitability.

Sponsor:  

   
Creative Avoidance: How to Turn Active Employees into Productive 
Employees — Vince Esposito, Esposito Vantage Group LLC

What’s the difference between being active vs productive in your 
business? Creative avoidance is code for staying your comfort 
zone. This leads to ineffective behaviors when selling, prospecting, 
or servicing your existing customers.  Other creative avoidance 
behaviors can take the form of not asking difficult questions in the 
sales process and relying solely on referrals to grow business, or 
worse, not even asking for referrals. These situations have a 

tangible impact on your business, but, the good news is, 
something can be done about it. This session will introduce a 
game plan to follow that can actually be practiced. Plan to stop by 
and learn:

  How to determine what cemented behavior s are preventing 
growth within your team – and how to turn these around into 
productive behaviors.

   An innovative questioning strategy to get to the truth faster.

  The realization that you hold far more power in a sale than you 
may think .

   
Routing Your Crews for Profit - Creating a Method to your 
Madness — Mike Rorie, Go iLawn

Learn how strategically routing your fleet can uncover hidden 
profits and help you get the highest and best use of your fleet, 
fuel, and your employee’s time. You don’t want to miss:

  A clear and concise method for analyzing your routes. 

  Four key components of strategic routing and how to implement 
them.

  An understanding of which areas of your business should 
benefit by strategically routing your crews and a method for 
tracking these results.

Sponsor:  

   
The Long and Winding Road to Success: Understanding the 
Landscape Company Business Cycle — Ken Thomas, Envisor 
Consulting¸ National Association of Landscape Professionals 
Consultant

Learn the different stages in landscape business growth and some 
critically important steps to take at each stage to reach your full 
potential. Get to this session so you can learn:

  The Landscape Business Life Cycle and how it impacts your 
success.

  How to transition from landscaper to landscape entrepreneur.

  How to become the leader that inspires your team to success.

  Four key business metrics that you must know and monitor to 
be successful.

Sponsor:  

LANDSCAPES 2015 is approved for NALP Landscape Industry 

Certified recertification at 1 CEU per hour of instruction attended.
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Transforming Your Teams Into Profit Machines — Spencer 
Penhart, Penhart Group

Introducing core concepts and research on building high-
performance teams, this session will show you how to implement 
these approaches in your company or business.  What are the 
most critical elements and behaviors great teams utilize? Join us 
to assess your teams on their current performance against those 
key elements, and develop a simple 1-2-3 action plan for how to 
apply these learnings with your employees.  Leave with:

  An understanding of the core elements of high-performing 
teams.

  A self-assessment of their teams’ current performance against 
those elements.

  An action plan for implementation within the employee and 
management teams.

   
Town Hall: Lessons Learned from Industry Giants — 
Facilitated by Marty Grunder, Marty Grunder! Inc.

Hear some of the greatest lessons learned from industry-leading 
companies and pioneers. Industry moguls will open up their  
minds and their operations in a candid, interactive, town hall 
setting and share the secrets to their success. Town Hall sessions 
are great for learning:

  The most important lessons learned from some of the industry’s 
foremost thought leaders.

  The fundamental knowledge needed to move your company to 
the next level, from those who have “been there, done that.” 

Sponsor:  

FACILITATED ROUNDTABLE  
DISCUSSION: 

   
I Want to Work There! Creating a World-Class Work Culture 
— David Waits, Waits Consulting Group

Ever wonder why some companies get voted “Best Places to 
Work?” Culture is the term applied to that set of beliefs which 
governs behavior. It’s that intangible “thing” that makes a 
company either special or just plain dreadful. Define the ideal work 

culture and develop ways to make your work culture world class. 
Discover the power formula that creates positivity throughout the 
work place and how to infuse an “A+ attitude” throughout your 
company. Make sure to get your seat for this one if you want:

  A powerful formula to create a work culture in which people will 
be excited to come to work.

  What it takes to have an unstoppable attitude – and how to 
infuse that into your team.

  A unique blueprint to harness your skills to consistently bring 
positive contributions to your team’s work.

   
Talent Acquisition Transformed: Seven Key Factor is in 
Recruiting Industry Rock Stars — Pat Hyland, The Grounds Guys

How do you sell somebody on joining your organization? Do you 
create an experience for people from the moment they meet you, 
that causes them to want to be on your team? Come find out:

  The critical difference between hiring and recruiting. 

  The 7 keys to recruiting the best people.

  Primary and secondary ways to find the right people. 

  The hard (but real!) facts about the number of prospects it takes 
to find “keepers.”

  The very best questions to ask during an interview.

Sponsor:  

SPECIALTY SESSION/CASE 
STUDY: LAWN CARE 

   
From Technician to CEO - The Evolution of a High-Growth Pest 
Control and Lawn Care Company — Dan Gordon, Turfbooks, 
National Association of Landscape Professionals Consultant

Explore the evolution of a high-growth service firm and the 
time-tested business concepts that serve as a roadmap to success 
for an owner or manager. Focus on systematizing the following 
areas of business: office / field management, accounting, pricing, 
route efficiency and people management. You’ll be ready for 
success with:

  Tools to create efficiencies in both field operations and office 
operations.

  An understanding of the accounting process and what to look 
for in a bookkeeper.

  The mathematics behind pricing services for profit.

  An understanding of the importance of route density and tools 
to measure this very important key performance indicator.

LANDSCAPES 2015 is approved for NALP Landscape Industry 

Certified recertification at 1 CEU per hour of instruction attended.
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FRIDAY, OCTOBER 23

   
Share and Share Alike: 29 Tech Tools to Create Cool Content 
for Social Media — Beth Ziesenis, Your Nerdy Best Friend

The most popular posts on social media are pictures and videos, and 
with a few easy (and free!) tech tools, you can transform your messages 
into share-worthy graphics that will put your business out in front. 
Imagine turning those shots of healthy green spaces into sharable 
pictures to reach the masses. This action-packed session will give you 
dozens of sites and apps that will help you elevate the quality of your 
social media posts to reach thousands of potential new customers. You 
really don’t want to miss this opportunity to:

  Discover sites to turn quotes into graphics.

  Transform ordinary photos into works of art. 

  Create infographics for little or no cost.

Sponsor:  

   
Become A Destination Company: 7 Steps to Generate and 
Cultivate Top Talent — Jeffrey Scott, Jeffrey Scott Consulting, 
National Association of Landscape Professionals Consultant

In order to attract and retain great clients, you’ve got to attract, 
develop and retain great employees, period. Learn how to 
implement the seven pillars of a Destination Company, where 
hard-workers, rising stars and top talent are attracted to plant and 
grow their careers in your company. This session will allow you to 
immediately improve and grow your company, by learning how to:

  Find better employees, by treating recruiting like marketing.

  Create an ownership culture.

  Implement highly effective people-systems.

  Become a vision/values based CEO or manager. 

TOWN HALL WITH THE TOP  
INDUSTRY LEADERS 

   
Facilitator: Judith Guido, Guido & Associates  
Panelists: Craig Ruppert, CEO, Ruppert Landscape 
Mike Bogan, CEO, LandCare 
Jennifer Lemcke, COO, Weed Man USA/Turf Holdings, Inc. 
Jon Georgio, CEO, Gothic Grounds Management 

Don’t miss this once in a lifetime chance to take part in an up 
close and personal talk with some of the industries brightest and 
most innovative pioneers. Discuss such topics as: 

  How do you build strategy as a leader?

  What two critical things will ensure that your company 
maintains its market leadership? 

  What keeps you up at night and what can you do to cure 
business insomnia?

  Where do you see the greatest opportunities in our industry and 
how do we seize them?

  What does sustainability mean to you and how are you 
leveraging this mega-trend?

  What was your greatest lesson learned in business?

Sponsor:  

   
The Art and Science of Asking the RIGHT Questions To Get the 
Sale — Kirk Armstrong, Armstrong Coaching

If you are concerned about losing business today, or if you realize 
there is more business out there, and you want it, attend this 
interactive sales development training. Join this hands-on, real life 
scenario, sales expert who will help you evaluate, and then 
improve your team’s sales and sales management skills. 
Attendees will leave this session with: 

  Knowledge of how to ask questions that will help qualify and 
disqualify potential clients.

  New techniques to evaluate opportunities differently, and more 
effectively.

  Communication techniques used by sales titans. 

  How to “sell,” without giving away all of your knowledge.

FACILITATED ROUNDTABLES  
DISCUSSION

   
Cutting Through Complicated Financials to Get the REAL 
Answers — Jason Cupp, Kincaide, Ltd, National Association of 
Landscape Professionals Consultant

Many business owners significantly overcomplicate the financial 
data that they use to evaluate and benchmark a company’s 
success and plan for a company’s future. Find success through a 
method that “cuts to the chase” of the numbers. Tracking and 
measuring five simple metrics can allow business owners to 
accurately evaluate their company and build strategies 
accordingly. Walk away from this session with:

  The five simple metrics you need to measure and evaluate 
success.

  An easy method for how to obtain – and build your business 
plan around – these key metrics. 

Sponsor:  



   
Creating THE BREAKTHROUGH YEAR for your Business 
— Jonathan Goldhill, The Goldhill Group, National Association of 
Landscape Professionals Consultant

Identify what you need to do and how you need to think, to have a 
breakthrough in your business this next year. Do you know what it 
would take to grow your profits by 2x, 3x or 5x in the next one, 
three and five years? Challenge your current thinking about the 
way you are doing things. Understand where you and your 
business are stuck, and how to get unstuck to unleash your 
potential. Be ready to take home a roadmap to get you to that next 
level of success in business. Attendees will leave this session 
identifying:

  5 challenges keeping you small & struggling.

  10 strategies to get unstuck and release your potential.

  21 fundamental systems for growth.

   
How DO They Do That? Secret Tech Weapons for Landscape 
Professionals — Beth Ziesenis, Your Nerdy Best Friend

What if you could schedule a team meeting without having to send 
three dozen emails to find a time everyone could meet? Or automate 
all of your little tasks that keep you from doing your real work? Or 
delegate projects in an organized fashion?  And what if you could pull 
all this off straight from your mobile device – without an IT degree and 
with little to NO budget? It’s all possible if you join us so you too can:

  Discover how to use free and bargain technology tools to create 
amazing efficiencies.

  Create professional-level graphics to elevate your marketing 
efforts ten-fold.

  Wow your colleagues and customers!

   
Protecting your Greatest Asset: Key Aspects of Making Your 
Business Sales-worthy — Peter Holton, Caber Hill Advisors, 
National Association of Landscape Professionals Consultant 

What comes to mind when you think about buying or selling a 
business? Valuation and purchase price are normally at the top of 
the list for most people. Buyers then tend to think about their 
acquisition criteria – location, service lines, price range, etc. Sellers 
on the other hand think about money, retirement, and all the 
potential their business possesses for a new owner who really 
knows how to capitalize on it. If you are thinking of buying 
or selling in this industry, stop by for:

  An understanding of what makes a company 
alluring to potential buyers. 

  The fundamental knowledge needed to 
prepare a company to sell.

  Clear directives on how to 
maximize the value of your 
company. 

DEEP DIVE WORKSHOP

   
Am I Really Making Any Money? Pricing and Costing Correctly 
– Part I — Kevin Kehoe, Three Point Group

You may be very busy, but are you making any money delivering all 
the services you now deliver to your customers? You may be 
surprised to discover that you are giving away some services 
because you really don’t track your costs and because you haven’t 
calculated the right price for all your services. With costs rising 
everywhere, don’t leave money on the table, join us for: 

  Tools for costing work accurately.

  Tools for tracking estimated to actual.

  Processes for pricing work for gross and net profit.

  Benchmarks for service line pricing.

Sponsor:  

   
Sales Strategy Tune-Up — Kirk Armstrong, Armstrong Coaching

Many organizations, despite their best efforts, struggle when it 
comes to sales planning, forecasting and sales strategy. The 
business plan is good. The operations are set up properly. But, the 
sales strategy offers little direction towards driving sales. If you 
and your people are not all heading in the same direction, it could 
very well be that your sales strategy needs a tune-up. Come find 
out and take home:

  A proven, four-corner strategy that all successful businesses 
should follow.

  Systematic approaches for your salespeople, so they are all on 
the same page.

  A definitive sales system so qualifying and disqualifying 
becomes the mantra, versus the “quote and hope” strategy so 
many companies use.
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TRAILBLAZER  
MENTOR SESSION

“If you cannot see where you are going, ask 
someone who has been there before.”

— J Loren Norris

Spend one-on-one time with one of NALP’s Trailblazer mentors to 
discuss your business concerns and questions. Bring your business 
plan, your financials, your marketing plans, your sales sheets, your 
profit and loss statements – or just your most pressing concerns.  
LIMITED SLOTS AVAILABLE SO SIGN UP EARLY! 

Sponsor:  

LIGHTNING ROUND SESSION

   
21 Things You Need to Know about Managing a 21st Century 
Workforce in 21 minutes — Bill Amrman, The Harvest Group, 
NALP Consultant, Jason Cupp, Kincaide, Inc., NALP Consultant, 
Jeffrey Scott, Jeffrey Scott Consulting, NALP Consultant 

Get ready to take notes fast!  Each presenter will take 21 minutes 
to deliver the most important things you need to know when 
planning a strategy to recruit and most importantly, keep engaged 
an evolving workforce now made up of four generations – 
Traditionalists/Veterans, Baby Boomers, Generation Xers, and 
Generation Y/Millennials.  How do you appeal to their different 
value systems to ensure synergy and harmony on all levels?  How 
do you keep them motivated since their motivational sources are 
so vastly different?  How do you communicate with them in a way 
that will resonate with all of them? You will walk away from this 
session with:

  An understanding of the main differences between each 
generation.

  Knowledge of how to recruit each generation.

  Understanding of what makes each generation “tick” and how 

to keep them motivated and engaged.

   
Selling Your Baby — Kent Kohn, Pro-Motion Consulting, 
National Association of Landscape Professionals Consultant

Would you run your business without a strategy? Then don’t sell it 
without a strategy either! Maximize the value of your company as 
you prepare it to be sold. If you plan to sell your company, you will 
want to know:

  Why 70-80% of all business do not sell – and how to avoid 
these critical mistakes.

  Strategies to maximize the value of your business.

  Why exit planning is the highest form of strategic planning.

  A step-by-step plan to develop an exit strategy. 

   
The Right Way to Design, Develop, and Distribute an 
Employee Handbook — Steven Cesare, The Harvest Group, 
National Association of Professional Landscapers 
Consultant

The Employee Handbook is the cornerstone of many 
landscape companies’ human resources, administrative, and 
legal programs. Despite that critical importance, many 
landscape companies either have an outdated, inadequate, or 
illegal employee handbook, or have no employee handbook at 
all. Both of those conditions render the company extremely 
vulnerable to government audits, greedy lawyers, or 
disgruntled employees. This presentation will:

  Eliminate commonly-used terms often found within 
employee handbooks that actually work against the 
company’s best interests.

  Provide coverage on the most important policies that all 
employee handbooks should possess.

  Draft the employee handbook such that it relies on 
accurate information from key business partners (e.g., 
benefits broker, workers’ compensation, insurance 
providers).

  Organize the employee handbook in a coherent and easy to 
understand fashion.

DEEP DIVE WORKSHOP

   
Am I Really Making Any Money? Pricing and Costing 
Correctly – Part 2 — Kevin Kehoe, Three Point Group

You can do all the right things as a company, but if you aren’t 
pricing correctly, all the “rights” will add up to one very big 
“WRONG.” Through the second half of this deep-dive session, 
Kevin will walk attendees through the critical process of pricing 
and costing, going into detail about the RIGHT strategies to 
ensure you are setting your operation up for success. 

   
One-Step Sales™ — Chris Noon, Green Light Consulting, 
National Association of Landscape Professionals Consultant

Chris Noon will discuss his revolutionary One-Step Sales™ 
process and explain how to diagnose the bottlenecks in your 
marketing, sales and business systems so that your sales and 
revenues can grow past the million dollar mark and beyond. If 
you need a sales boost, attend this session so you can:

  Understand how to define your company’s value 
proposition

  Identify your target market

  Gain access to tools to dramatically improve your ROI on 
your marketing and sales efforts

  How to effectively increase your sales efforts

Sponsor:  
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EDUCATION FOR EVERY  
LEARNING STYLE!

   
Facilitated roundtable discussions – Some of the best learning 
takes place among your peers! Swap stories and ideas on how to 
overcome common business challenges that everyone faces in a 
casual, but structured setting. 

   
Case Studies – Presenters will use real life examples and the 
powerful tool of storytelling to showcase how company owners 
were able to make transformational changes in their companies 
and the growth associated with those changes.

   
Town Hall (Panel) Discussions – Ever wish you could get multiple 
perspectives on your pressing issues? A moderator will lead 
panelists through an engaging, interactive discussion on the most 
important business building subjects. 

   
Deep Dive – These longer workshops will allow you to get a more 
comprehensive and thorough overview of some of the most 
pressing topics facing landscape business owners today. You will 
leave with all of your questions answered and a good plan to 
activate new strategies! 

   
Lightning Rounds – Sometimes you just want the Cliff’s Notes! In 
these shorter, highly focused presentations, three to four different 
presenters will use multi-media to deliver the most important 
information on a pressing topic.  

   
Trailblazer One-on-Ones – Ever wish you could get free, 
individual help on your business from an expert? Look no further 
than these individual consultations with our esteemed Trailblazer 
business mentors, nominated by their peers. 

   
GIE+EXPO & Hardscapes North America trade show –Included 
in your full registration, you will have access to the industry’s 
largest outdoor power equipment exhibition with 19 acres of 
outdoor space at the Kentucky Expo Center, and over 750 exhibits 
featuring equipment for landscape contractors. Don’t miss the 
amazing display of the newest lines from manufacturers and 
suppliers, big and small. 

CONCERTS
Fourth Street Live!

9 p.m. – October 21, 22 and 23 Just steps from the 
Louisville Marriott, Fourth Street Live! is Louisville’s 
premier dining and entertainment district featuring a 
mix of leading national and regional restaurants and 
clubs. A variety of great food and drinks abounds from 
pub-type food to more upscale eateries. Check out the 
new Tavern on Fourth, grab a martini and dinner at 
Eddie Merlot’s, have a few beers and a burger at the 
Hard Rock Cafe or indulge in the famous Kentucky 
bourbon at Maker’s Mark. Fourth Street Live! is where 
friends, new and old, gather to round out the day and 
experience all that Louisville has to offer. For more 
information or to make dinner reservations, visit 
4thstlive.com.

Wednesday, October 21 
Opening Act: From Paris, 8 p.m. 
Headliner: Grand Funk Railroad, 9 p.m.

Thursday, October 22 
Headliner: Kellie Pickler, 8 p.m. 
After-party with the Crashers, 9:30 p.m.

Friday, October 23 
Opening Act: Lyndsey Henken, 8 p.m. 
Headliner: The Rigbys, 9 p.m.
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SPANISH-LANGUAGE 
SEMINARS
THURSDAY, OCTOBER 22

   
9:45 – 11:15 a.m. – Building Business by Developing the Latino 
Workforce in English

   
1:30 – 2:45 p.m. – Staffing up for Success in English

   
3:00 – 4:15 p.m. – Bridging the Cultural Gap in English

FRIDAY, OCTOBER 23          

   
9:45 – 11:15 a.m. – What Owners Want from their Latino 
Leaders in Spanish

   
1:30 – 2:45 p.m. – Winning over Challenging Customers in 
Spanish

ABOUT THE NHLA
The National Hispanic Landscape Alliance is an association that facilitates and promotes the advancement  
of Hispanics as landscape industry professionals and leaders and provides the nation’s half million  
Hispanic-American landscaping professionals a voice in the national dialogue on environmentally responsible 
landscape practices, and a means through which to advocate on behalf of their businesses, the livelihood  
of their employees, and the quality of life in their communities. For more information: masverde.us



(formerly the Professional  
Landcare Network - PLANET)

Presents:

Full Conference 
(includes all NALP and PGMS educational sessions; trade show admission and 
HNA outdoor demonstrations; NALP kickoff event and evening receptions)

Members-only
Early (by 9/10) 
q  $259

Regular (after 9/10) 
q  $309

Daily Conference 
DAILY (includes one day of NALP and PGMS educational sessions; trade show 
admission and HNA outdoor demonstrations)

Please select which day you will attend   q  Thursday      q  Friday

Members-only
Early (by 9/10) 
q  $155

Regular (after 9/10) 
q  $185

Social   
(includes trade show admission; NALP kickoff event and evening receptions)

Members-only
Early (by 9/10) 
q  $85

Regular (after 9/10) 
q  $110

Student/Faculty  
(includes all NALP and PGMS educational sessions; trade show admission and 
HNA outdoor demonstrations; NALP kickoff event, and evening receptions)

Student/Faculty Member
Early (by 9/10) 
q  Free

Regular (after 9/10) 
q  Free

Session Recordings (includes 38 audiovisual session recordings, 12 recorded 
sessions from the 2014 conference, and a chance to win one free conference 
registration for the 2016 event. $59 onsite)                 q  $39 early purchase  

Subtotal Member Registration $ $ 

2. CONFERENCE FEES
Fees are per person and do not include ticketed items. To register  
more than 6 people per company, please contact  
events@landscapeprofessionals.org for a discount code. MEMBERS—ONLY

BUNDLE AND SAVE UP TO 20%!
See section 3 Ticketed Events for more information. 
Add promo code to payment section.

Package Savings Includes Promotion  
Code

Premium 
Package

20% 

1 Full Conference Registration 
2 Wednesday Workshops 
1  Breakfast With Champions 

(2 days) 
1 Awards Recognition Dinner

15LANDP

Deluxe 
Package A

15% 

1 Full Conference Registration 
1 Wednesday Workshop 
1  Breakfast With Champions 

(2 days) 

15LANDDA

Deluxe 
Package B

15% 
1 Full Conference Registration 
1 Wednesday Workshop 
1 Awards Recognition Dinner

15LANDDB

Bonus 
Package A

10% 
1 Full Conference Registration 
1 Wednesday Workshop

15LANDBA

Bonus 
Package B

10% 
1 Full Conference Registration 
1  Breakfast With Champions 

(2 days) 

15LANDBB

MEMBER REGISTRATION FORM
1. REGISTRATION
Complete one registration form per person. Attach copied forms for additional  
registrants from the same company. One single form of payment for all registrants  
is acceptable. All contact information is required.

Name ____________________________________________________________

Company _________________________________________________________

Address __________________________________________________________

City ______________________________________________________________

State __________________________ ZIP _______________________________

Phone ____________________________________________________________

Email _____________________________________________________________

The following best
describes my position/role:

q  Owner/Partner
q  President/CEO
q   Vice President/Director/Other Corporate Officer
q   Manager/Supervisor/Superintendent
q   Foreman/Technician/Specialist
q   Clerical/Administrative/Coordinator
q  Consultant
q  Educator
q   Association Executive/Personnel
q  Student

q  This is my first time attending      q  I am Landscape Industry Certified

How did you learn about this conference (check all that apply):

q  Email q  Brochure/Postcard q  Website q  Word of Mouth q  Social Media 
q  Association newsletter/magazine q  Other industry magazine/source q  Other organization q  None of these



5. PAYMENT 
Total Conference Fees: $ _____________

Total Ticketed Items: $ _____________

Total Donation Items: $ _____________

    Promo Code _______________

    Discount Amount - $ _____________

Total Payment Amount $ 

PAYMENT INFORMATION

q    By check in U.S. dollars, payable to National Association of 
Landscape Professionals

By credit card      q  Visa      q  MC      q  Amex      q  Discover

Card #____________________________________________________

Expiration date (mm) _____________  / (yy) ____________________

Cardholder name __________________________________________

Signature _________________________________________________

Card billing address ________________________________________
(if different from company address)

City ______________________________________________________

State _____________________________ ZIP ____________________

Mail registration & check payment to: 
LANDSCAPES Registration | c/o CompuSystems, Inc.
2651 Warrenville Rd, Suite 400 | Downers Grove, IL 60515

Fax your completed registration to 708-344-4444.
Questions? Please contact registration customer service at  
224-563-3169 or email events@landscapeprofessionals.org.

National Association of Landscape Professionals dues are not deductible as charitable contributions for U.S. Federal income tax purposes, but may be deductible as a business expense. 
National Association of Landscape Professionals estimates that 13% of your dues are attributed to lobbying activities and are not deductible.

CANCELLATION POLICY Substitutions can be made at any time for no processing fee and must be submitted in writing to the registration department at  
events@landscapeprofessionals.org. To qualify for a full refund minus a $75 processing fee, written cancellations must be received by NALP no later than October 1, 2015.  
After October 1 no refunds will be issued.

(formerly the Professional  
Landcare Network - PLANET)

Presents:

4. OTHER OPTIONS
Give Back Event on Wednesday
q  Yes, I will participate.

Trailblazer Peer Mentor Program
q   Yes, I’d like to schedule a one-on-one consultation, please email me. 

OSHA Compliance-Based Safety Workshop
q   Yes, I’d like to sign up for the workshop on Thursday.

Focus Group
q   Yes, I’d like to participate in a focus group on Thursday (select one,  

subject to change, nominal fees may apply):

  q  D/B/I   q  Landscape Management q  Lawn Care   
q  Irrigation & Water Management

National Association of Landscape Professionals Foundation – benefiting our 
$4.1 million foundation dedicated to advancing professional careers in the 
landscape industry.   q  $50  q  Other amount $_____________

PAC Dinner on Tuesday evening – see information in brochure or contact Tom 
Delaney at tom@landscapeprofessionals.org.

Certification Exam on Wednesday – see information in brochure or contact Jenny 
Griffiths at jenny@landscapeprofessionals.org.

Subtotal Donation Items $ 

3. TICKETED ITEMS
Additional fees required for these items. Fees are per person.  
Please check all appropriate boxes. 

Wednesday, October 21 
Workshops 
9:30 - 11:30 a.m. (choose one)
  Early (before 9/10) Regular (after 9/10) 
Arman Workshop q  $85 q  $100
Chiarella Workshop q  $85 q  $100
Minor Workshop q  $85 q  $100
Rak Workshop q  $85 q  $100

1:00 - 3:00 p.m. (choose one) 
  Early (before 9/10) Regular (after 9/10) 
Bradley Workshop q  $85 q  $100
Harwood Workshop q  $85 q  $100
Rorie Workshop q  $85 q  $100
Thomas Workshop q  $85 q  $100

Thursday, October 22 

Awards Recognition Dinner
Early (before 9/10) 
q  $85

Regular (after 9/10)
q  $100

Thursday, October 22 & Friday, October 23
Breakfast With Champions Early (before 9/10) Regular (after 9/10) 
(includes breakfast both days) q  $85 q  $110

Subtotal Ticketed Events $ $ 



(formerly the Professional  
Landcare Network - PLANET)

Presents:

NonMEMBER REGISTRATION FORM
1. REGISTRATION
Complete one registration form per person. One single form of payment for  
all registrants is acceptable. All contact information is required.

Name ____________________________________________________________

Company _________________________________________________________

Address __________________________________________________________

City ______________________________________________________________

State __________________________ ZIP _______________________________

Phone ____________________________________________________________

Email _____________________________________________________________

Full Conference 
(includes all NALP and PGMS educational sessions; trade show admission and 
HNA outdoor demonstrations; NALP kickoff event and evening receptions)

Nonmembers
Early (by 9/10) 
q  $899

Regular (after 9/10) 
q  $999

Social Conference  
(includes trade show admission; NALP kickoff event and  
evening receptions)
  Early (by 9/10) Regular (after 9/10) 
Nonmember q  $335 q  $435

Session Recordings (includes 38 audiovisual session recordings, 12 recorded 
sessions from the 2014 conference, and a chance to win one free conference 
registration for the 2016 event. $59 onsite)                 q  $39 early purchase  

Subtotal Nonmember Registration $ $ 

OR 
Attend the conference and become a member of the National  
Association of Landscape Professionals at a discounted rate!   

The following best
describes my position/role:

q  Owner/Partner
q  President/CEO
q   Vice President/Director/Other Corporate Officer
q   Manager/Supervisor/Superintendent
q   Foreman/Technician/Specialist
q   Clerical/Administrative/Coordinator
q  Consultant
q  Educator
q   Association Executive/Personnel
q  Student

q  This is my first time attending      q  I am Landscape Industry Certified

How did you learn about this conference (check all that apply):

q  Email q  Brochure/Postcard q  Website q  Word of Mouth q  Social Media 
q  Association newsletter/magazine q  Other industry magazine/source q  Other organization q  None of these

2. CONFERENCE FEES 

NONMEMBERS
Fees are per person and do not include ticketed items. To register  
more than 6 people per company, please contact  
events@landscapeprofessionals.org for a discount code.

CONFERENCE + MEMBERSHIP PACKAGE
JOIN AND SAVE 30%!
(Includes Conference + 1 year of company membership)

Contractors – select your annual sales revenue
  Early (by 9/10) Regular (after 9/10) 
q  Under $200,000  q  $604 q  $654 
q  $200,000 - $750,000  q  $776 q  $826
q  $750,000 - $2 million  q  $965 q  $1,015 
q  $2 - $5 million  q  $1,322 q  $1,372
q  $5 - $10 million  q  $1,794 q  $1,844
q  $10 - $25 million  q  $2,288 q  $2,338
q  $25 - $50 million  q  $3,142 q  $3,192 
q  $50 - $100 million  q  $5,368 q  $5,418
q  Over $100 million  q  $6,719 q  $6,769
q  International (all)  q  $720 q  $770
Suppliers – select your annual sales revenue
q  Under $5 million  q  $793 q  $843 
q  $5 - $10 million  q  $944 q  $994
q  Over $10 million  q  $1,875 q  $1,925
Other
q  Consultant  q  $2,109 q  $2,159
q  Dealer  q  $492 q  $542
q  Student Chapter/Faculty q  $155 q  $155
q  Student q  $30 q  $30
Additional Attendees
________# of people attending   q  $259 q  $309 
If purchasing Conference + Membership package, additional attendees 
receive member rates. List names below for printed conference badges.

Subtotal Membership + Conference $ $ 



(formerly the Professional  
Landcare Network - PLANET)

Presents:

4. OTHER OPTIONS
Give Back Event on Wednesday

q  Yes, I will participate.

Trailblazer Peer Mentor Program

q   Yes, I’d like to schedule a one-on-one consultation, please email me. 

OSHA Compliance-Based Safety Workshop

q   Yes, I’d like to sign up for the workshop on Thursday.

Focus Group

q   Yes, I’d like to participate in a focus group on Thursday (select one,  
subject to change, nominal fees may apply):

  q  D/B/I   q  Landscape Management q  Lawn Care   
q  Irrigation & Water Management

National Association of Landscape Professionals Foundation – benefiting our 
$4.1 million foundation dedicated to advancing professional careers in the 
landscape industry.   q  $50  q  Other amount $_____________

PAC Dinner on Tuesday evening – see information in brochure or contact Tom 
Delaney at tom@landscapeprofessionals.org.

Certification Exam on Wednesday – see information in brochure or contact 
Jenny Griffiths at jenny@landscapeprofessionals.org.

Subtotal Donation Items $ 

5. PAYMENT 

Total Conference Fees: $ _____________

Total Conference + Membership: $ _____________

Total Additional Attendees: $ _____________

Total Ticketed Items: $ _____________

Total Donation Items: $ _____________

Total Payment Amount $ 

PAYMENT INFORMATION

q    By check in U.S. dollars, payable to National Association of 
Landscape Professionals

By credit card      q  Visa      q  MC      q  Amex      q  Discover

Card #____________________________________________________

Expiration date (mm) _____________  / (yy) ____________________

Cardholder name __________________________________________

Signature _________________________________________________

Card billing address ________________________________________
(if different from company address)

City ______________________________________________________

State _____________________________ ZIP ____________________

National Association of Landscape Professionals dues are not deductible as charitable contributions for U.S. Federal income tax purposes, but may be deductible as a business expense. 
National Association of Landscape Professionals estimates that 13% of your dues are attributed to lobbying activities and are not deductible.

CANCELLATION POLICY Substitutions can be made at any time for no processing fee and must be submitted in writing to the registration department at  
events@landscapeprofessionals.org. To qualify for a full refund minus a $75 processing fee, written cancellations must be received by NALP no later than October 1, 2015.  
After October 1 no refunds will be issued.

3. TICKETED ITEMS
Additional fees required for these items. Fees are per person.  
Please check all appropriate boxes. Do you need ticketed items for more 
than just yourself? Subtotal should include all registrants. Enter number 
in space provided. 
Wednesday, October 21 
Workshops 
9:30 - 11:30 a.m. (choose one)  
 # of registrants  Early (before 9/10) Regular (after 9/10)
Arman Workshop   _______________ q  $85 q  $100
Chiarella Workshop   _______________ q  $85 q  $100
Minor Workshop   _______________ q  $85 q  $100
Rak Workshop   _______________ q  $85 q  $100

1:00 – 3:00 p.m. # of registrants  Early (before 9/10) Regular (after 9/10)
Bradley Workshop   _______________ q  $85 q  $100
Harwood Workshop   _______________ q  $85 q  $100
Rorie Workshop   _______________ q  $85 q  $100
Thomas Workshop   _______________ q  $85 q  $100

Thursday, October 22   
 # of registrants  Early (before 9/10) Regular (after 9/10)
Awards Recognition  
Dinner  _____________ q  $85 q  $100

Thursday, October 22 & Friday, October 23  
 # of registrants Early (before 9/10) Regular (after 9/10)
Breakfast with Champions (includes breakfast both days) 
  _____________ q  $85 q  $110 

Subtotal Ticketed Events $ $ 

Mail registration & check payment to: 
LANDSCAPES Registration | c/o CompuSystems, Inc.
2651 Warrenville Rd, Suite 400 | Downers Grove, IL 60515

Fax your completed registration to 708-344-4444.
Questions? Please contact registration customer service at  
224-563-3169 or email events@landscapeprofessionals.org.



Strategic partners:

Media partners:

Platinum:

          Gold:                 Silver:

 

  

SPONSORS

Newcomer’s Rally: 

Welcome Reception: 

Awards Reception & Presentation: 

Thursday Breakfast with Champions:    

Friday Breakfast with Champions: 

CEO Forum Sponsorship: 

DBI Reception Bar and Food: 

Lawn Care Reception Bar and Food: 

LMSG Reception Bar and Food: 

DBI Focus Group: 

Faculty Forum: 

Landscape Management Focus Group:   

 

T-Shirt Sponsorship:  

Tote Bag Giveaway: 

Lanyard Giveaway:  

LANDSCAPES App: 

Hotel Key Card Giveaway:

 

 

Thursday Hospitality Suite: 

LANDSCAPES Pocket Guide: 

Education Sessions:  

 



LANDSCAPES 2015 (Formerly GIC)
Oct. 21-23, 2015
Louisville, KY
Register today.
landscapeprofessionals.org

Formerly PLANET

Who Should Attend

  
Lawn & Landscape Professionals

  
Design/Build Professionals

  
Irrigation & Water Management Professionals

  Suppliers to the Industry

  Students & Professors

  Others Involved in the Landscape Industry


