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“What do we do after clearing 330 acres?
  We start all over again.”

“When we got the contract to maintain one 
of the largest independent power plants in 
the world, I went out and got the most pow-
erful and durable equipment on the market. 
So my guys carry nothing but STIHL 4-MIX®

trimmers and edgers. This property has it 
all—storm drains, slopes, ponds and acres of 
tough vegetation—so the increased power 

keeps the crew going 12 hours a day. We 
cut downtime, too, thanks to increased fuel 
efficiency and interchangeable parts. I opened 
my doors with STIHL 2-cycle equipment, now 
I wouldn’t use anything less than these 4-MIX 
machines. I have 330 reasons why.” 

www.stihlusa.com  1 800 GO STIHL

Stihl iS a proud SponSor of the planet advantage magazine!          ■ indicate 1 on inquiry card
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 For most of my adult life, I have 
enjoyed backpacking, and still do for 
that matter. I like taking off  into the 
wilderness by myself, but I also enjoy 
going with friends. More recently, I 
have discovered that backpacking with 
people I’ve never backpacked with 
before can be fun and rewarding, too. 
 Here’s why. It’s easy to get stuck in 
a rut. After backpacking for so many 
years, I take the same food, start the 
campfire the same way, and look at 
nature through the same lens every 
time. Recently, though, I discovered a 
different way to backpack. One of my 
new backpacking buddies cooked up 
some delicious potatoes at the end of 
the day. Potatoes! I couldn’t believe it, 
and they tasted great. In fact, they were 
a tremendous relief  from the dried rice 
that I take with me on every trip and 
cook up each evening. 
 The new vegetables were delicious, 
but I couldn’t get the bad taste out 
of my mouth that I had been missing 
something for years. If  only we had 
backpacked together earlier in my  
life, I could have added some variety to 
my menu.
 I think the same rationale applies 
to business. Now when I go on trips, I 
make a point to visit another contractor 
or two. I like to see how someone else 
handles a similar challenge. I like to 
watch crews go out in the morning. I 
enjoy sitting in on training sessions and 
other meetings to see how they are run 
and to observe employee feedback and 
participation. 
 It’s not that what I’m doing is 
wrong; it’s just different from the way 

another contractor may be operating. 
Visiting them gives me an opportunity 
to compare notes and possibly substitute 
potatoes for rice. 
 Many of us actively participate in 
local and regional trade groups and 
routinely share thoughts and ideas 
about running a business. This is good 
and it provides invaluable information. 
Just imagine, though, what this sharing 
would be like at the national level, where 
you could actually “cut and paste” 
trade secrets from people whom you 
would never compete with in a million 
years. That’s the beauty of belonging 
to a national organization, and that’s 
one of the strengths of belonging to 
PLANET. 
 You’ve heard it before, and I’m 
here to tell you today that networking 
benefits derived from belonging to 
PLANET are more than worth the cost 
of membership. The scenario is played 
over and over again every year. You go 
to an event and meet new friends. Before 
you know it, you have a network of 
friends across the country with whom 
you can share ideas over the phone and 
the Internet and whose doors are always 
open for a visit. 
 There are many reasons to join 
PLANET and take advantage of the 
numerous resources that the group 
offers its members. Sharing ideas and 
gaining a new and different perspective 
on running a business is only one  
of them. 
 Eating rice is not wrong. In 
fact, rice is good, until you find that 
something different, like potatoes, can 
be a welcome change of pace. 
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“PLANET  
Membership –  
It’s Invaluable”

s a member of PLANET’s Landscape Management Specialty Group, I know how 
hard our group is working to develop new programs and resources for landscape 

management contractors. As a branch manager for our landscape team, I can also attest 
to the value of PLANET membership firsthand. PLANET has been essential to our com-
pany in several ways:

• PLANET networking opportunities have been absolutely invaluable. 
Facility tours, seminars, the Breakfast with Champions — the list goes on 
— are important educational venues that I regularly attend to share best 
practices with other contractors. 

• The STARS Safety Company Program and the Guide to Growing a 
Successful Landscape Maintenance Business are just two examples of 
PLANET resources that have made a difference in our company, and they 
can make a difference in any size landscape management company. 

• PLANET’s certification programs — Certified Landscape Technician 
(CLT) and Certified Landscape Professional (CLP) — have become an 
instrumental part of our in-house training program. We train every day 
using PLANET certification materials, encourage employees to become 
certified, and use certification as part of our overall marketing effort. 

• PLANET is helping us meet our labor challenge by promoting career 
opportunities in landscape management. We also actively recruit at 
Student Career Days and take advantage of PLANET training materials 
that have been translated into Spanish for our Hispanic employees.

 Without question, our landscape management division has benefited immensely 
from our company’s membership in PLANET. Being a member also has given us 
an opportunity to give something back to the industry. 

“PLANET  
Membership –  
It’s Invaluable”
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how do you define  
success in your company?

Success means  
balancing priorities

 We started our business 24 years 
ago, and our company has turned a 
profit nearly every year since then. 
In that regard, my partner, Manuel 
DeSouza, and I have been successful 
from an economic point of view. But 
we both know that success means 

different things to different people, and it can be fleeting. 
 As we approach our 25th year in business, if  I can be excited 
about what I’m doing and about the people with whom I work, 
then I’m running a successful business. If  we’re maintaining a 
strong customer base, retaining staff, and keeping turnover low, 
then our business is successful. We all have had years that are 
less profitable than others in this business, but, if  during those 
down years, employees stick with you and your best customers 
remain loyal, then good years will follow.
 When I reflect about our successes, though, two points 
come to mind. First, even bad years can be important to overall 
success. In fact, lean years help owners like us refocus, become 
more efficient, and reassess our position within the marketplace. 
Without lean years, we could become complacent and suffer 
longer, leaner years down the road. 
 Second, I believe success is a balancing act. Sure, we could 
work 80 hours a week every week and have a branch location 
or two. Our business would be booming, but we wouldn’t have 
time to give something back to the industry, and our family life 
would suffer. 
 Would our business be a success? Yes, but having an 
unhappy marriage, not seeing your children grow up, and not 
being able to give something back to your community or your 
industry would take some of  the fun and some of  the success 
out of  it. 

Success is  
employee longevity, 
among other things 

 Being in business for 25 years as a 
lawn care company is a measure of 
success. But profitability and tenure 
only partially define our success.  We 
have a family-run business, with my 

wife, three sons, and a daughter all working together to expand 
our business. Knowing that my family is involved on a daily basis 
gives me a great sense of satisfaction, as does having dedicated 
employees. In fact, several of our employees have been with us 
for 10 years and eight have worked here more than 20 years. 
 Our employees are our ambassadors, and they’re the ones 
who provide the service and help engender customer loyalty. I 
don’t think we do anything different than other companies. We 
provide traditional benefits, such as paid vacations and bonus 
programs, and we have an open door policy. I think more than 
anything else, though, it’s our recognition of our employees’ 
efforts and our overall enthusiasm for the industry that keep our 
staff  interested and loyal.
 I believe our success is partially defined by how much our 
company is able to give back to the industry. I joined PLANET’s 
legacy group, PLCAA, in 1980 and served on its board of 
directors for four years. I also have served on the Green Industry 
Expo Board, and our company is very active at the state and 
regional level. We’re involved with the industry because we enjoy 
it and want to help it grow and provide opportunities for other 
individuals and families.
 Yes, we thoroughly enjoy this industry. We have had some very 
strong years and, more recently, thanks to a spate of hurricanes, 
some relatively lean years. It’s difficult to retain customers when 
their homes and properties have been washed away. Yet, business is 
picking up again this year. Another measure of success is the ability 
to pick up where you left off after a couple of difficult years.
 In the final analysis, though, individuals and owners can 
measure success just by how they feel about going to work in  
the morning.

joe williams Nick DibeNeDetto, clp

Lawn Master, Inc.
Pensacola, Florida

(850) 476-1601
joeturf@earthlink.net

N.D. Landscaping, Inc.
Georgetown, Massachusetts

(978) 352-5400
ndibenedetto@ndlandscape.com
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Success is defined  
by the obstacles  
you overcome

 After 20 years in business, we’re 
still profitable and having fun, both 
of which are fundamental to success. 
When I think back, though, success 
is truly defined by the obstacles you 
overcome. 

 I can remember the first four years in business; it was a 
struggle. There were start-up issues, and the seasonality of our 
business was a challenge. I kept wondering if  we were going 
to make it. The next four years got better in a hurry. I was 
married, which stabilized my life, and our book of business 
became more secure. 
 But in 1996, I simultaneously lost my lead salesperson 
and lead production person. Right then, I decided to return 
to my alma mater, Mississippi State University, and hire the 
two best graduates I could find. It took some time, but I 
found two students who were interested in pursuing a career 
in our industry. I hired them, set a career path for each, and 
encouraged them to set their own goals. Both are still with our 
company today, as vice president of sales and vice president of 
operations. 
 “When a student is ready, a teacher will appear,” says 
author Tom Hopkins. Chris McGreger and Stephen Shikle 
were ready, and I was the teacher who appeared. Since then, 
I have played the student role, too. Green industry consultant 
Jim Paluch and the former Dean of Agriculture at Mississippi 
State, Dr. Bill Fox, have both been invaluable to our operation, 
as they are to this day.    
 Success is defined by the obstacles you overcome. Yet, 
maybe it’s more appropriate to say success is defined by how 
one overcomes those obstacles. I was determined to find two 
young people to work in my business, people who wanted a 
career in our industry. So was Steve. 
 As a prospective teacher, I was persistent and willing to set 
up a career path for both of my students. As a student of the 
industry, I recognize how important it is to keep sharpening my 
skills and to reach out for valuable advice from people like Jim 
Paluch and Bill Fox.
 How do I define success? I don’t know about that, but I 
can say that I define it by the obstacles I overcome and by the 
people who have helped me overcome them — my family, my 
employees, and my closest advisers. 

MICHAEL HATCHEr, CLP

It’s not about  
the money;  
it’s about leadership

 This is our company’s 25th anni-
versary. Since we have to make a 
profit to stay in business, it goes 
without saying that money is im-
portant. But when asked to talk 

about our success, money is not the first thing that comes  
to mind. 
 I define my personal success at the end of every day. When 
I get ready to go to bed at night and say my prayers, if  I feel 
good about the day, then I’m a success. 
 Our company’s success, however, is better defined by 
several other factors. It’s about how we feel we’re doing in the 
industry. It’s about representing the industry and our company 
in a professional way. It’s about how we treat our employees. 
 How a company handles challenges also has to be part of 
any success equation. We have many challenges in the green 
industry, not the least of which is finding the right mix of team 
members. As a company grows, being able to find new employees 
to fit into its culture becomes increasingly difficult. Managing 
those different personalities adds further to the challenge. 
 Of course, the other hurdle we all face is rising costs. Success 
entails finding creative ways to provide quality service when 
costs are going up and there’s a lid on how much customers are 
willing to spend. 
 Still, I like to feel successful every day, and I get tremendous 
pleasure out of creating a positive environment for our 
employees and encouraging them to grow and be successful. 
Recently, I challenged our technicians to come up with more 
referrals. The one with the most referrals would receive a $25 
gift certificate. To my surprise, one of our Hispanic technicians 
who could barely speak English won the contest. He was so 
proud of his effort, and so was I. If  any of those referrals turn 
into a new business, he will receive a percentage of that as well.
 When a business owner can create a positive work 
environment and come up with ways to encourage employees 
to do their best, I believe he or she has been successful. There’s 
so much talk about leadership today and how important it is 
to develop leaders within a company. Companies that develop 
good leaders are likely to be long-term successes, just like their 
owners, who practice good leadership skills 24 hours a day, 
seven days a week.

JuLIE FArrow

Plantscapers, Inc.
Irvine, california
(949) 486-1495

Julie@plantscapers.com

Michael hatcher & Associates
Memphis, Tennessee

(901) 755-3201
mhatcher@netten.net
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s a company owner or president, 
what should you hold most dear — a 
high employee retention rate, loyal 

customer base, award-winning projects, or a 
structure that intuitively instills a sense of em-
ployee ownership? For John W. Ossa, president 
of Gardeners’ Guild, Inc., in San Rafael, 
California, the answer is “all of the above.” 

“I think that if  you look closely at 
what drives most successful companies, 
you will find a set of strong core values,” 
explains Ossa, who joined Gardeners’ Guild 
in October 2002. “When I came here, these 
values — a dedication to providing excellent 
customer service, a company charge to be 
an environmental steward, and a sense of 
teamwork — were already in place. They 
have served this company well for more than 

30 years, and they will continue to energize 
and direct our effort.”

Gardeners’ Guild was founded in 1972 
primarily as a commercial maintenance 
company. Today, it generates revenue of 
more than $9.6 million by offering a wide 
variety of services to commercial and high-
end residential clients. Ossa proudly refers 
to the company’s Triple Crown of awards — 
its award-winning projects in construction 
and in exterior and interior maintenance 
— and says it plans to continue to expand 
and improve its product and service offering 
throughout the nine-county San Francisco 
Bay area.

 
Driving force

Ossa credits much of the company’s 
current success to a structure implemented 
by former owner Linda Novy. In 1998, she 
sold 40 percent of her company shares to 
employees, charting a course for complete 
employee ownership by 2003. Says Ossa, 
“Being an ESOP (employee stock ownership 
plan) company helps to drive the company 
forward. It engenders an entrepreneurial 
spirit and helps us get little wins every day 
from everybody.” 

He continues, “Even though employees 
build equity much like they would in a 
pension plan, you have to work to help them 
understand the true value of working for an 
ESOP company. In other words, you have 
to get beyond fiduciary discussions. Simply 
holding quarterly meetings and explaining 
where the company (and employees) stand 
financially is not enough. I believe you 
have to make everyone feel like an owner 

and encourage them to make owner-like 
decisions. For example, cutting down on 
travel time and checking the engine oil 
dipstick add to the bottom line, as do 
performing well in the field and closing an 
important sale. The secret to ESOP success 
is making everyone feel like he or she is an 
owner, and it’s working for us.” 

ESOP, he adds, is partially responsible 
for the company’s 81 percent employee 
retention rate. Providing good benefits, 
promoting from within, and fostering a 
company culture that seeks to treat everyone 
with courtesy and respect help, too. So does 
having an in-house university that prepares 
employees for advancement. 

Gardeners’ Guild launched its 
university two years ago. Comprised of 11-
week sessions that run throughout the winter 
months, the program targets crew leaders. 
Classes, which are held from 2:45 to 4:00 
p.m. once a week, are taught primarily by 
senior managers. From time to time, though, 
the company invites clients, who share their 
views about ways to improve service.  

“During sessions, we spend a lot of 
time helping employees develop better 
communication skills,” relates Ossa. “Other 
weekly topics include goal setting, conflict 
resolution, and leadership and managerial 

CoMPANY ProFILE

Competing with
 ThE BIG BoyS

Company profile:
Gardeners’ Guild
san rafael, California

president: 
John W. ossa

founded: 
1972

employees: 
125

A
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skills. The educational program has a 
real presence within the company, and 
the learning experience is contagious. If  
11 people sign up for a session, chances 
are good that each one of them will train 
another two individuals. A single session, 
then, can benefit 33 employees.

 “Starting the university goes back to 
our core values, particularly our emphasis 
on working as a team and developing 
unique approaches. I consider our company 
to be a boutique supplier that competes 
with the ‘big boys.’ We have to be better. We 
have to have a clear focus on the essence of 
customer service and a unique service mix.”

Sustaining growth
Ossa has worked in the industry for 

more than 25 years. He has an extensive 
background in irrigation and is a certified 
irrigation system designer and auditor. 
“We are a full-service provider, which 
also means that we design, install, and 
maintain irrigation systems,” Ossa explains. 
“Having these skills is all-important in 
our Mediterranean-type climate, where we 
receive virtually no rain from March until 
November.”

In addition to irrigation, the company 
offers exterior and interior maintenance 
and enhancements, primarily to commercial 
clients. A construction/installation division 
targets high-end residential customers. 
Whereas the bulk of the company’s business 
is still in commercial maintenance, it has 
increasingly emphasized the negotiated sale 
of construction work. 

“The high-end residential market 
represents a tremendous opportunity for 
companies that provide the kinds of services 
these customers want,” says Ossa. “The 
San Francisco area has plenty of ongoing 
landscape renovation in this market, one 
that is relatively insulated from economic 
ups and downs. Conversely, because of open-
space initiatives and an overall lack of water, 
new construction lags behind a bit. Our 
emphasis, then, for this market is landscape 
renovation and water management.”

A diverse work force comprised of 
125 employees provides these services. 
Nearly two-thirds are Hispanic and the 
overall percentage of women is relatively 
high, especially in the interior plantscaping 

division. Despite both a high retention rate 
and the training, which, in addition to the 
university, includes weekly tailgate sessions, 
quarterly business meetings, and a one-day 
safety jamboree, the company continues to 
look for skilled managers. 

“I think this is one of those challenges 
that affects almost every company,” says  
Ossa, referring to a shortage of middle 
managers. “You have to be diligent and 
constantly seek to attract qualified indi-
viduals. We recruit heavily from Cal Poly  
and routinely send recruiters to PLANET’s 
Student Career Days in search of top 
talent. Additionally, our Web site, www.
gardenersguild.com, has become an effective  
recruiting tool. As he points out, to sustain  
growth, a company has to have qualified  
and motivated employees in all positions.

In addition to its San Rafael office, 
Gardeners’ Guild operates two satellite 
facilities and it has an aggressive growth 
strategy. In fact, over the last 21/2 years, the 
company has grown 30 percent and its net 
income is up. 

Ossa, though, refuses to take credit 
for the growth. Instead, he sees himself   
as the leader of a collective team effort  
who ultimately reports to company 
shareholders. “We have a unique service 
mix in an ideal market,” says Ossa. “For  
us, continued success is a matter of focusing 
in on our core values — integrity and 
working as a team to provide excellent 
customer service in an environmentally 
responsible way.”
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A safety-conscious culture  
pays big dividends

SUPERLATIVE  
SAFETy

Cagwin & Dorward’s Accident Prevention Committee: (From 
left to right) Bottom row: Caren Signorelli, Shannon Barlow, 
Gustavo Lopez, Simon Corado. Top row: roger Vesey, Bob 
Bogel, and Al Ancira, CLT.

n 2001, Cagwin and Dorward’s workers’ 
compensation insurance rates began 
to skyrocket, and by 2003, they had 

doubled. What was already a hefty $470,000 
annual fee for this Novato, California, 
company had jumped to more than 
$900,000. 
 “Even though we were safety conscious, 
we still had a higher incident rate than 
some top-tier organizations,” relates Wayne 
Richards, CCLP, Cagwin and Dorward 
vice president and chief operating officer. 
“I remembered how proactive Dennis’ 
Seven Dees in Portland, Oregon, was about 
safety when I had visited the company a 
year before and decided it was time for a 
refresher course. I called company president 
David Snodgrass, CLP, and asked if  one of 

our safety champions and I could visit again 
and discuss safety. He quickly obliged, and 
we returned from his facility with new 
insights and a realization that safety has to 
be thoroughly engrained in the culture to 
make a significant impact.” 

 
New safety initiative

Today, Cagwin and Dorward has a 
comprehensive and acculturated safety 
program that features an Accident 
Prevention Committee with representatives 
from all departments. The program calls 
for weekly tailgate safety meetings at the 
company’s 15 facilities, along with a daily 
morning stretch program. The meetings, 
which ensure consistency in safety awareness 
among locations, match topics to seasonal 

conditions and tasks. The five-minute stretch 
program reduces strains, but as Richards 
points out, it also raises safety awareness at 
the beginning of each day, which is just as 
important as the physical benefit.

Among new safety measures, the 
company created safety scoreboards to keep 
track of consecutive days without a lost-
time accident, safety bulletin boards with 
updated safety material, safety alerts and 
posters, and an accident alert program. 

As Richards explains, the alert 
program informs company personnel about 
accidents, injuries, and close calls. An alert 
describes an incident, how it could have been 
prevented, and its impact on the work and 
the company. All managers receive alerts 
via e-mail and include them in their weekly 

I

sAFETY

SUPERLATIVE  
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tailgate meetings. 
The new safety initiative didn’t stop 

there, though. A safety representative was  
appointed at each facility, and every em-
ployee has received a personalized safety kit 
that includes ear protection, safety glasses, 
a vest, gloves, and a hard hat. Cagwin and 
Dorward also implemented weekly safety 
inspections of vehicles, a strong return-to-
work policy, and a vehicle driving test before 
anyone can drive a company vehicle. 

The company orientation program 
also directly addresses safety issues, and 
new employees are not allowed to operate 
power equipment until they view a safety 
video and receive training at their respective 
dispatch facilities. 

 
Significant impact

The revitalized safety culture impacts 
the company in several ways. Says Richards, 
“Because people want to work in a safe 
environment, our safety culture reinforces 
employee retention. Customers have a 
greater awareness about safety, as well, and 
as suppliers of Fortune 500 companies, 
our proactive approach and safety record 
help differentiate us from other suppliers. 
Obviously, when we work safely and have 
no lost-time accidents, our productivity 
increases.”

The new program has dramatically 
affected the bottom line, too. “We started the 
program in 2001 and, admittedly, it took a 
while for it to get engaged,” Richards relates. 

“By 2004, however, our compensation 
insurance premium had dropped by 50 
percent, and we realized another substantial 
reduction last year. With the savings, we’ve 
been able to fund additional bonuses for 
employees — a move that further reinforces 
our safety culture.” 

He continues, “Our formal written 
safety program and new safety initiatives 
have contributed to our enviable safety 
record and low experience modification 
factor. Our current factor of 0.74 is low 
for the landscape industry, especially for a 
company such as ours that has construction 
and tree care departments. Our people are 
proud of their achievements, too. They were 
truly excited in the closing weeks of last 
December when we broke our own safety 
record that stood for more than 15 years.” 

 
Making it work 

What makes Cagwin and Dorward’s 
safety program so successful? “We take 
safety seriously and there are no exceptions 
when it comes to working safely,” Richards 
explains. “We emphasize safety daily, and 
leadership at the highest level supports 
the effort. Our insurance representatives 
are even surprised that a senior owner of 
the company is not only a sponsor on our 
accident prevention committee but routinely 
attends safety meetings. 

“We also empower our safety rep-
resentatives, create excitement with special 
incentive events, and make sure our employees 

understand how safety affects the bottom 
line. When you empower people and share 
the profits — in this case, the money our 
company has saved on insurance premiums 
over the years — amazing things happen. 

Amazing things happen for other 
safety-conscious companies, too. A good 
safety record for Heaviland Enterprises, 
Inc., located in Vista, California, allowed 
this landscape management company 
to participate in a group-like “captive” 
insurance program. Premiums paid the 
captive earn interest, and if  a company is 
claim-free for the year, a percentage of the 
premium is returned.   

“The only way we could have become 
part of this group was to have a good track 
record on safety,” says company president 
Tom Heaviland, CLP, CLT. “Before joining, 
a risk control company performed a safety 
audit on our company, and every year 
thereafter, our safety program has 
been re-evaluated.”    

In business for 21 
years, Heaviland says 
his company has a 
good safety track 
record, something 
he attributes to a 
growing safety 
culture and an 
effective safety 
program. 

SUPERLATIVE  
SAFETy

continued 
on page 14

keI 
updates its 
accident board 
daily and holds 
company parties 
when safety 
thresholds or 
milestones  
are met. 

SUPERLATIVE  
SAFETy
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continued from page 13

One of the highlights of its safety program 
is a monthly on-the-job safety inspection. 
Crews that receive a perfect score during the 
inspection (e.g., safety book in truck, safety 
cones in place, and crew members operating 
in a safe manner) receive a token to be 
redeemed at the end of the year for $10. If  
they string several safe months together, the 
coins add up, notes Heaviland. 

Like Cagwin and Doward’s crews, 
Heaviland’s crews participate in a morning 
stretching routine and attend safety tailgate 
meetings. Company lawn care applicators 
also attend an annual, day-long pesticide 
training session. 

“We have definitely ramped up our 
safety awareness program, and it shows,” 
says Heaviland. “During a recent focus 
group, 11 company crew leaders agreed 
that working safely was their top priority. 
I think owners and managers can instill 

this attitude by keeping safety on the front 
burner all year long. We hold four large 
meetings annually, and before each meeting, 
we address a safety topic. When employees 
know that we’re serious about safety, they 
naturally take the issue more seriously.” The 
presence of a recently hired, full-time safety 
training coordinator will serve to drive this 
point home, he adds.

 
Buy-in bingo

Four years ago, Wisconsin-based 
Kujawa Enterprises, Inc., (KEI) turned up 
the heat on safety, too. As explained by 
Rick Rollo, vice president of operations, 
the company had just completed a year in 

which several minor injuries occurred. “We 
wanted our employees to work more safely 
for their own well-being, and we wanted to 
slow down the rising costs of insurance,” he 
relates. With the support of top management, 
the company formed a team to write a new 
safety manual and develop a new safety 
program that includes incentives. 

Among its initiatives, all company 
employees are required to wear safety 
glasses, a move that has immediate payback, 
Rollo adds. “Before the new policy, nine 
eye injuries occurred in one year. The year 
we instituted the policy, we had zero eye 
injuries. Last month, a hydraulic line broke 
on the loader that one of  our employees 
was operating. The hydraulic fluid shot 
directly onto his safety glasses. Without 
them, he surely would have suffered a 
serious eye injury.”

Says Rollo, “The employee personally 

conveyed that story to me. He was thankful 
that he was wearing glasses and indicated 
continued enthusiasm and support for the 
company’s beefed-up safety initiatives.” 

Of course, no employee wants a close 
call to drive home the safety awareness point. 
To help achieve buy-in from everyone, KEI 
instituted a number of incentive programs. 
One of the more successful programs is 
called safety bingo. To play, KEI employees 
receive a bingo card on April 15. Every day 
after that, if  no accidents occur, a number is 
drawn, and a number continues to be drawn 
daily until there is a winner, or until there is 
an accident. If  a minor accident happens, no 
number is drawn for a day. A major incident 
ends the game, and a new one starts over. 

“This is the third year for safety bingo,” 
says Rollo. “We stopped it once or twice but 
restarted it because everyone can identify 
with the game and it’s fun to play. Bingo 
winners receive a prize or gift.”

KEI has other incentive programs, too. 
Accident-free drivers receive recognition and 
pins to wear on their hats. A huge no-lost-
time accident board in the yard is updated 
daily, and company parties are thrown after 
thresholds or milestones are met.

On the discipline side of the equation, 
employees who violate a safety policy  
are immediately written up, and dis-
ciplinary acts also could apply to their 
immediate supervisors. Similarly, crew safety 
records are part of year-end evaluations  
for supervisors. 

 
Start now

The time to refocus on safety is now, 
say Richard, Heaviland, and Rollo. A 
strong safety program pays back immediate 
dividends to employees, who will be working 
in a safer environment. The commitment, 
though, has to be long-term, backed by 
company leadership, and made part of a 
company’s culture. Again, time is of the 
essence, these contractors emphasize. A 
safety culture doesn’t reach full bloom 
overnight, and insurers look for several years 
of safe operation before they are willing to 
significantly reduce premiums.  

“When employees  
know that we’re  

serious about safety, 
they naturally take  

the issue more 
seriously.”

sAFETY

Andres ruvalcaba, safety coordinator 
for Heaviland enterprises, Inc.,  
conducts a first-aid training session.
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“I believe that there is a subtle magnetism in Nature,

which, if we unconsciously yield to it, will direct us

aright.” -- Henry David Thoreau

Opening Up Through Nature

“There are certain people who are so hardened, you

can’t reach them through traditional counseling,” said

Mary K. Scott, horticulture therapy program coordinator

for Norfolk Botanical Garden in Norfolk, Va. “But

nature has a way of opening them up. We see it 

every day in our Garden.”

Founded in 1997, the Garden’s Horticulture

Enrichment Learning Program (HELP) has provided

treatment for more than 250 at-risk youth including

juvenile offenders, former substance abusers, gang

members, abuse victims, foster kids and more. A 

non-residential, intensive day treatment program,

HELP is designed to “assist alienated, older youth in

becoming invested in self-improvement, their community

and the future.”

Real World Experience

The ten-week program introduces participants to

many aspects of horticulture, including plant propagation,

tree identification, floral arranging, soils and fertilizers. 

“Each group also undertakes a seasonal task. A recent

group grew an organic vegetable and herb garden.

Another group created a flower garden, even creating

a catalog to market and sell the flowers,” Scott said.

HELP participants work side-by-side with the horti-

culture staff to maintain the Garden’s 155 acres of

trees and plants. Whether it’s mulching trails or working

in the rose garden, there’s never a shortage of 

projects for the team.

“We use the Garden’s therapeutic setting as a

treatment tool for esteem building, role modeling,

intense counseling and behavior modification,” Scott

shared. “We take inner-city youth who are typically

surrounded by barbed wire, cement and trash and

place them in a natural setting.”

Lasting Impact

The result is that counselors and the court system

create pathways to reach the kids, she added. 

While average rehabilitation programs have 38 to 51

percent recidivism (re-offending) rates, only 10 percent

of HELP graduates re-offend. According to Scott, the

program provides a “safe setting for youth who can

benefit from the healing aspects of gardening and

being in a natural environment.” 

“This is the best job I’ve ever had,” Scott shared.

“We’re helping kids, who would have been thrown

away by society, buy back into life. Most leave here

feeling fabulous about themselves and hopeful about

their future.”

Arborist Training

After graduating from the HELP program, some 

participants continue on into the Norfolk Botanical

Garden’s Arborist Training Program which provides

career technical training to further their skills, knowledge

and relationship with nature.

Changing Lives

HELP is partially funded through generous support

from the City of Norfolk with funds received from the

Virginia Juvenile Community Crime Control Act (VJCCA).

VJCCA enables localities to support programs that are

designed to deter crime. Additional support for HELP

comes from foundations and corporations like STIHL Inc. 

“Without support from companies like STIHL, the

HELP and Arborist Training Programs wouldn’t reach the

kids who need it the most,” said Scott. “STIHL helps us

help kids who may not have otherwise had good alterna-

tives to violence and the court system.” 

If you would like to contribute to the program or learn

more about the benefits of creating a program in your

area, contact Ann Parsons, director of education for

Norfolk Botanical Garden, at ann.parsons@nbgs.org.

Healing Gardens
Horticulture Therapy Program Offers Hope for At-Risk Youth

Mary K. Scott, horticulture 
therapy program coordinator.

Thomas Cooke, program counselor, works with HELP program participants.

HELP participants work side-by-side with the
horticulture staff to maintain the Garden’s
155 acres of trees and plants.

Jack Erwin, arborist training program coordinator.
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hen members of the green industry meet on Capitol Hill 
this year, it will mark the 16th year that they have taken 
time out of their busy schedules to make their voices heard. 

With the guest-worker program and other key issues in debate, this 
may well be one of the most important years yet to make the trek 
to Washington, D.C.
 The event is PLANET’s 2006 Legislative Day on the Hill and 
Renewal & Remembrance at Arlington National and Historic 
Congressional cemeteries, to be held July 23–25, 2006. 
 During these three days, attendees have the exceptional 
opportunity to bring important business and industry issues to the 
attention of their legislators. During Renewal & Remembrance at 
Arlington National Cemetery and Historic Congressional Cemetery, 
the participants also reaffirm their sense of patriotism and pride by 
spending a few hours helping to enhance the beauty of our national 
cemetery grounds. 
 “If  you’ve never attended this event, make a point to set aside 
these days on your calendar,” says Norman Goldenberg, chair of 
PLANET’s Government Affairs Committee. “It’s an event that can 
be very emotional, with the cemetery work, and very educational 
at the Day on the Hill for both green industry members, as well as 
their legislative representatives. There is also plenty of opportunity 
to network with industry peers, and D.C. in the summer is always 
fun for the entire family.”
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Green power
 Tom Delaney, PLANET director of government affairs, 
emphasizes how important this event is to the industry. “We are 
preparing a green army comprised of individuals who understand 
the legislative process,” he relates. “PLANET already has a lobbying 
presence on Capitol Hill, and we work with other industries on 
important issues that affect all of us. The PLANET board also has 
approved the formation of a Political Action Committee (PAC) to 
lend support to legislators who are sympathetic to industry issues. 
Still, when it comes to getting the attention of legislators, nothing 
replaces the power of a vote.”
 He continues, “Legislative Day on the Hill gives constituents 
an opportunity to show up and talk with legislators and their staff  
members about issues that directly impact their businesses. As our 
representatives, they need to know how laws or potential legislation 
will affect us. Furthermore, depending on your representative, the 
information you convey in a 30-minute meeting may be the first a 
congress member or senator has heard directly from someone with 
your perspective. This is invaluable time for both parties.”
 Legislative Day on the Hill also gives participants an 
opportunity to become part of the legislative process, something 
that first-timer Roscoe Klausing, CLP, president of the Klausing 
Group, Inc., in Lexington, Kentucky, thought was an invaluable 
part of the experience. 
 “Last year was my first Legislative Day on the Hill, and I 
found it to be an incredibly rewarding experience,” relates Klausing. 
“I was able to have a one-on-one meeting with one of our state’s 
senators. Even though we didn’t share similar opinions, I was in his 
office trying to get my point across. I am not so naïve as to think 
that I could change an individual’s mind-set, but I had a degree of 
satisfaction giving it the old college try. In fact, just being involved 
for 30 minutes at that level inspired me to get more involved at the 
local government level. Would I go again? Absolutely!”

 So would Kurt Kluznik, CCLP, president of Yardmaster, Inc., 
located in Painesville, Ohio. “I’ve been to the event three times,” 
relates Kluznik, “and I intend to continue to go there every year. 
It’s neat being part of a national event where literally hundreds of 
people are doing the same thing — visiting their legislators. There 
is a definite buzz of excitement in the air, and the experience is 
tremendously educational.”
 “I was a little uncomfortable the first time I attended 
Legislative Day on the Hill,” he admits, “but PLANET does a great 
job organizing the event and getting everyone on the same page. 
Yes, anyone can set up an appointment to visit a legislator or staff  
member, but doing it as a group is more fulfilling and interesting.”
 
Arlington experience
 During his stay in Washington, D.C.,  Kluznik also volun-
teered at Renewal & Remembrance at Arlington National and 
Historic Congressional cemeteries. “It’s a good feeling just to be 
there,” he relates. “It was an honor to be working there and to give 
something back.”
 Renewal & Remembrance takes place Monday, July 24, the day 
before the Hill visits begin. Volunteers from the lawn and landscape 
industry dedicate manpower and equipment to enhance the beauty 
and environment of the Arlington National Cemetery and the 
nearby Historic Congressional Cemetery. 
 “This is the 10th year for the event,” relates Phil Fogarty, Weed 
Man Master Franchisee for Ohio, Pennsylvania, and New York, 
and one of the original organizers. “Ten years ago, we learned that 
the cemetery didn’t have a budget to level the pH on the grounds.  
The first year, a group of volunteers limed 50 acres at Arlington 
National Cemetery, and the event has grown. Today, we lime the 
entire cemetery, approximately 250 acres, and do a small landscape 
renovation or installation while on-site. In addition, six years ago, 
we started to rejuvenate the Historic Congressional Cemetery. Since 

continued on page 20
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then, helping maintain it has become part of our volunteer effort. 
We also perform tree work, such as cabling, pruning, and adding 
lightning protection to historic trees at both cemeteries. People who 
visit Arlington National Cemetery on the day the volunteers are 
working marvel at the amount of work we accomplish. 
 As Fogarty explains, volunteers attend a morning Honor 
Guard ceremony at the cemetery and then roll up their sleeves 
to spread some lime and install plantings. “It’s truly amazing 
what can happen when 350 people work together for five hours,” 
he emphasizes, adding that the effort amounts to a $200,000 
industry contribution to the cemeteries. The volunteers break for 
a complimentary lunch at 1:00 p.m. and then adjourn to attend a 
briefing for the next day’s visits. 
 “You cannot be on the cemetery grounds and not be moved,” 
Fogarty adds, “and many of the volunteers have a special 
connection with loved ones or friends who are honored there.” As 
he points out, for those who may not be aware of it, the cemetery 
has special sections devoted to those who lost their lives in Iraqi 
Freedom, World Wars I and II, and the Pentagon tragedy, among 
other events of historic significance, including an area devoted to 
black slaves. Volunteers who would like to work in a specific area 
need only contact Fogarty directly at pfogarty2468@adelphia.net to 
make a request.
 Legislative Day on the Hill and Renewal & Remembrance are 
open to all members of the green industry. For more information, 
contact the PLANET office at (800) 395-2522 or visit the PLANET 
Web site at landcarenetwork.org. This will be three days in July that 
you’ll remember for a lifetime. 

industry event
the 2006 planet leGislative day on 
the hill and reneWal & remembranCe 
at arlinGton national and historiC 
ConGressional Cemeteries have 
industry-Wide support that inCludes 
several supplier sponsors.  
they are:

Keynote speaKer sponsor, fmC; 
ConGressional breaKfast sponsor, 
feWa; reneWal & remembranCe lunCh 
and refreshment sponsor, bayer 
environmental sCienCe

platinum sponsors
•	 Husqvarna
•	 syngenta

Gold sponsors
•	 Bayer	environmental	

science
•	 Dow	agrosciences
•	 Fmc
•	 imerys
•	 JoHn	Deere
•	 lesco

silver sponsors
•	 BasF
•	 nuFarm
•	 ProJect	evergreen
•	 scotts
•	 vermeer

bronze sponsors
•	 Helena
•	 PBi/gorDon
	 corPoration
•	 tHe	anDersons,	inc.

continued from page 19
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It’s really that simple. John Deere products are perfect for any municipal area. 

Because we offer an unmatched blend of quality, durability and support. 

That’s why cities as big as New York and towns as small as Upton, Wyoming 

can turn to us for all their lawn-management needs.

Whether you’re caring for Central Park.

  

Or a town that can fi t in Central Park.

John Deere’s green and yellow color scheme, the leaping deer symbol and JOHN DEERE are trademarks of Deere & Company. 
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ou couldn’t have scripted a better 
four days for PLANET’s 30th annual 
Student Career Days (SCD), held 

March 23–26, 2006, at Brigham Young 
University in Provo, Utah. The students 
were enthusiastic, the events challenging, 
and the weather spectacular. With snow-
capped mountains as a backdrop and the 
temperature hovering around 70 degrees 
on Saturday, students applied their skills 
to find out who was the best of the best at 
26 competitive events. Just 24 hours earlier, 
they had walked the Career Fair, looking 
over companies, asking questions about 
the industry, and setting up interviews for 
internships and career opportunities.
 “This is the opportunity for you to 
earn a gold medal,” says Jim McCutcheon, 
CLP, PLANET Student Career Days chair, 
addressing nearly 800 students from more 
than 50 schools at the opening ceremony on 
Friday. “This is the day to take a chance and 
challenge yourself.”
 He didn’t have to do much prompting. 
The students already were primed after 
spending a day at the kick-off  event at Utah 
Olympic Park on Wednesday, attending 
workshops, and touring the BYU campus 
on Thursday. After the opening ceremony 

and roll call on Friday, they took on 
McCutcheon’s challenge. 

Fun at the fair
 The 90 companies at the Career Fair 
represented many of the top landscape 
contracting firms from around the country. 
Most were event veterans, but others, such as 
N.D. Landscaping, Inc., from Georgetown, 
Massachusetts, experienced SCD for the  
first time. 
 “This is absolutely awesome,” relates 
Nick DiBenedetto, CLP, who, with partner 
Manuel DeSouza, was busy talking with 
students. “If  you’re not here, you’re missing 
the boat. Any company has room for good, 
solid people, and this is a great place to 
find them.” DeSouza agreed, noting, “The 
students are excited to be here, and so are 
we. As our company continues to be on track 
to grow, this event becomes more important 
for us. We will be here next year.”
 So will other Career Fair participants. 
Denver-based CoCal Landscape president 
Tom Fochtman, CLP, calls Student Career 
Days his favorite event. “The energy here is 
unbelievable,” says Fochtman, “and this is a 
fun way to recruit employees.” 
 AAA Landscape of Phoenix, Arizona, 

also makes a yearly trek to SCD. Says 
partner Richard Underwood, CLP, who 
operates out of the company’s Tucson 
branch, “Being at this event is always fun 
and very productive for us.” He points to 
Casey Ridd, a senior at Pennsylvania  State 
University who helped with recruiting in the 
company’s booth. “Casey competed in two 
previous Student Career Days and interned 
with us last summer,” Underwood explains. 
“She worked in our nursery, irrigation, 
and maintenance departments before our 
vice president of maintenance assigned 
her to run a small crew of her own. He saw 
something special about her abilities, and 
she did a great job for us.”  
     Ridd says she had a great experience 
running the crew, even though maintenance 
wasn’t in her field of study. “My major 
is landscape construction with a design 
option, but during my internship at AAA, I 
found that I liked doing maintenance, too,” 
she explains. “I enjoy keeping properties 
looking natural and beautiful.” 
      The event introduces students to the green 
industry and gives them the opportunity  
to shop around a bit, network, and ask 
questions about careers. Levi Flory was  
one of 26 students who comprised the 
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Interior Plant I.D., paver installation,  
and skid steer operation were among  
26 competitive events. 

Kansas State University team. In addition 
to checking out companies at the Career 
Fair, he competed in landscape design 
and construction estimating. Teammates 
Savannah Heard and Robyn Downey 
accompanied him at the fair and also 
competed. Heard says she enjoyed 
networking and meeting the people. Downey 
was looking for an internship. “BYU has 
done a great job,” she relates. “What an 
amazing place to look for a job!” 

Competitive spirit
 “I’ve met a lot of different people, 
and being here gives you a sense of the 

breadth of this industry,” relates Chris 
Hocker, a second-year student at Joliet 
Jr. College, located in Joliet, Illinois. He 
already has a golf  course internship lined 
up for the summer but enjoyed the competi-
tion, especially arboriculture techniques. 
DeAnne Rentfrow and William Richartz 
are second-year students at Dakota County 
Technical College in Rosemont, Minnesota. 
Competing in Interior Plant I.D., among 
other events, they came to meet new people 
and to compete. “It’s just fun to compete 
and participate in all the excitement,”  
says Rentfrow.
 Contractors, on the other hand, en-
joyed the competition from a different 
perspective. Katherine Gavzy, design/build 
manager for Del Conte’s Landscaping, Inc., 
in Fremont, California, was attending her 
first SCD. “I am completely bowled over 
by the students’ maturity and enthusiasm,” 
she relates.  Gavzy spent much of Saturday 
observing the competitive events, which, she 
explains, actually gave her an opportunity 
to assess the students’ skill levels. 

Industry event
 PLANET’s Student Career Days is 
a true industry event. More than a dozen 
suppliers, including Platinum Sponsor 
STIHL, Gold Sponsor Ariens, and Silver 
Sponsors Caterpillar, Husqvarna, John 
Deere, and TruGreen Companies made 
substantial contributions. Each of the 
26 competitive events, along with the 
workshops, were sponsored by suppliers and 
contractors.  Host college BYU stationed 
volunteers at every imaginable outpost to 

help attendees find their way, and the events 
came off  virtually without a hitch, no small 
feat considering their number and the size 
of the campus. 
 Still, the days were for the students 
and, as SCD chair McCutcheon said 
at the ceremony, “it is a time for them 
to take on new challenges.” Kimberly 
Walton, CLT, had done just that five years 
ago when she attended Student Career 
Days held in Colorado and, a year later, 
in Peoria, Illinois. “I interviewed with 
several companies back then, and really 
fell in love with James Martin Associates 
in Vernon Hills, Illinois,” she recalls. “After 
I graduated from BYU in 2002, I took a 
job with the company and now find myself  
thoroughly enjoying my work.” 
 If  her experience is any indicator, 
SCD works for students, and it works for 
contractors, too.  Says company president 
Jim Martin, CLP, “The work of the schools 
that participate in Student Career Days 
has become such an important event in  
the industry. This year, we are trying 
something new. James Martin Associates 
and Kimberly Walton gave a $1,000 
scholarship to Tao Fan, a BYU landscape 
management student, as a way of thanking 
Brigham Young University for doing a great 
job in training and educating Kimberly.”
 Attendees left this year’s event won-
dering how much bigger and better Student 
Career Days can possibly be — a challenge 
that next year’s host school, Michigan State 
University, promises to take on with Big  
10 tenacity.

Jim Martin, CLP, talks with students at 
SCD. His company donated a $1,000 
scholarship to BYu this year. 

kansas State university students Levi 
Flory, Savannah Heard, and robyn 
Downey.
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Nick DiBenedetto, CLP, (foreground) and 
partner Manual DeSouza attended SCD 
for the first time this year.
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fter getting your crews on the road, you start your day with 
several client meetings. Things are going well — equipment 
breakdowns are at a minimum today, and none of your labor 

has walked off the job. You get back to your office in time to check the 
morning mail.  As you sort through the stack of industry publications, 
bills, and (hopefully) checks, you notice the certified letter. 
     As you attempt to motivate yourself  to go to the post office, 
you realize that one of your clients is trying to terminate you. Once 
you see the green sticker-shrouded envelope, you 
realize who it is: a long-time property manager 
client that you worked so hard initially to win. 
     You ask yourself, “What do I do now? Should 
I try to save the relationship? Can I save it, even 
if  I want to?” Deciding if  you want to retain 
a client attempting to cancel your services is a 
good place to start. To answer your question, 
first determine the account’s profitability and 
estimate the effect that its loss will have on your 
ability to meet overhead expenses. Next, find out 
if  the client purchases enhancements from your 
company. A break-even maintenance client that 
purchases a significant amount of enhancements 
from your firm may be worth keeping.
 You’ll also want to evaluate the political 
ramifications of losing the account. Will the 
loss of this client damage your reputation in the 
marketplace?  Will losing this client affect your relationship with its 
management company?  The economic value of a client can be both 
tangible and intangible. 

     
First steps
 If, after weighing all the evidence, you decide to try to save 
the account, attempt to talk in person with decision makers. While 
there, determine what the problem is. You may find that the reasons 
for cancellation were never communicated to you initially. Develop 
a punch list of the problems and allow the client to review that list.
 If  your client is terminating due to performance issues, suggest 
a probation period. Specify exactly what you’ll do during that period 
by referring to the punch list that you created. Stipulate a specific 
time period for the probation and set up a follow-up meeting to 
review the list with the client.  
 Make sure to check your contract, too. You may find that the 
board or manager attempting to terminate you did not refer to the 

cancellation clause listed in the contract. Many managers assume 
that a “30-day notice of cancellation” is universally accepted. Your 
contract, though, may call for a longer notice period or a “with 
cause” cancellation. If  you find that you are not being terminated 
according to the terms and provisions listed in your contract, 
respond to the client in writing via certified mail. Your response 
should 1) explain why the termination notification is not contractual, 
and 2) demonstrate your concern for satisfying the client and desire 

to have a meeting.  

Check the details
     In a case where you can’t reverse the client’s 
decision to terminate your contract, consider  
the following: 
•  Assure terms for your final payment. Clarify 
client expectations for you to be paid in full 
upon your completion of the cancellation notice 
period. By specifying what your obligations 
are initially, you stand a much better chance 
of receiving all compensation due to you at the 
conclusion of your agreement. Once you are no 
longer the contractor for the client in question, 
the task of collecting withheld payments will 
become much more difficult.
•  Leave the property in good condition. While 
it may be tempting to reduce the service level 

of a contract during the cancellation notice period to save money, 
remember that your reputation is your livelihood. The condition 
that you leave the property in and how the client and/or property 
manager perceives your professionalism will follow you. While your 
client may have been unfair to you, it speaks volumes for you to 
leave your client relationship with class.
•  Keep the door open. Leaving the relationship in good standing 
allows you to have a future opportunity to work for that  
same client.  
     It has been said, “If  you have not been fired, you have not been in 
the green industry very long.”  This expression is certainly true, and 
there is no cure-all method for preventing such terminations from 
occurring. A termination, though, is not the end of the world. You 
may have a chance to save the contract. If  you can, that’s great. If  
you can’t, then do what you can to leave the door open for another 
opportunity down the road. 

The envelope, please
By Pete Lucadano, CLP

Pete Lucadano, CLP, is vice 
president of Luke Brothers 

Landscape Services located in 
Holiday, Florida 
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PLANET’s Specialty Symposium is targeted specifically to your needs in your niche of the green industry.

You’ll learn about treating customers like precious commodities, and then you’ll get down to business

and discuss the issues that count in your line of work. We offer four specialized tracks —

design/build/installation, interior plantscaping, landscape management, and lawn care — each designed

to hone in on your specific area. REGISTER NOW! landcarenetwork.org  (800) 395-2522

Formerly ALCA and PLCAA

SPECIALTY SYMPOSIUM 2006

Education on the Edge

Focused. Intense. Specialized.

August 4 –6, 2006
Milwaukee, Wisconsin

Lawn Care

PLATINUM SPONSOR

®

Interior Plantscaping

Landscape 
Management

Design/Build/Installation
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Planet Members Save Money on Fuel Expenses
With the current high cost of fuel, PLANET members can save money with the Shell Fleet PLUS Program. Shell 
is offering PLANET members a guaranteed 3 percent discount on fuel purchases beginning with the first dollar 
spent. Shell also has waived the monthly minimum purchase requirements and offers online account management 
with ensured controlled-card usage. Become a PLANET member and take advantage of the unlimited saving 
opportunities. For more information, contact the PLANET office at (800) 395-2522. 

2006 Legislative Day on the Hill and Renewal & Remembrance at Arlington  
National and Historic Congressional Cemeteries 
July 23–25, 2006 
Holiday Inn on the Hill, Washington, D.C.  
At the 2006 Legislative Day on the Hill, join PLANET’s effort to connect with legislators in Washington, D.C., on the 
vital issues that most affect the green industry. In addition to the legislative action on Capitol Hill, PLANET member 
companies have the opportunity to remember America’s veterans and leaders by donating their time and/or equipment 
to the annual beautification project at Arlington National Cemetery and Historic Congressional Cemetery.  

Specialty Symposium
August 4–6, 2006
Hyatt Regency, Milwaukee, Wisconsin
PLANET’s Specialty Symposium is the green industry educational event, focusing on design/build/installation, 
interior plantscaping, landscape management, and lawn care. You’ll hear experts address the needs in your niche of 
the green industry and have the opportunity to do behind-the-scenes tours of Kujawa Enterprises and Miller Park. 
Be sure to also sign up for the ticketed seminar, “Executive Master’s in Sales and Marketing,” which will focus on 
topics such as winning at the pricing game, branding, and getting stakeholders to pay for your marketing expenses. 

New PLANET Safety Program on CD — Now Available
The STARS Safety Program for Green Industry Companies is now available on CD through the PLANET 
Bookstore. The program includes a comprehensive Company Safety Policy, guidance to green industry companies 
on implementing and developing the safety policy, more than 50 ready-to-use forms and sample policies, and low-
cost resources for additional information on the topics covered in the safety policy. For more information about the 
safety program on CD, visit the PLANET Bookstore at landcarenetwork.org.

Introducing New Certification Resources
The new Certified Landscape Technician-Exterior (CLT-E) video is the perfect tool to familiarize your employees 
with the CLT-E certification program. They will learn why being certified is important and how to prepare for 
the certification exam. The video can be viewed at landcarenetwork.org, or request your own copy by e-mailing 
zanecastle@landcarenetwork.org. In addition, embroidered certification patches now are being sold to PLANET-
certified members for $1.00 each. Let people know that you are excelling as a certified professional in the green 
industry.  For more information, visit the “Certification” section of the PLANET Web site at landcarenetwork.org.
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Phone: (800) 395-2522 
Fax: (703) 736-9668

Web site: landcarenetwork.org
E-mail: info@landcarenetwork.org

Or return this issue’s response card

for more information about any of PLANET’s services:
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See more of what Mike Dykstra has to say at www.mowpro.com

“In a matter of seconds,

you can go from

mulching to side-discharge. 

There’s not another 

mower that can do that.”

The New John Deere 7-Iron II™ Mulch-On-Demand Deck.

“When we want to side-discharge, we can do it right from the 
seat,” says Mike. “And we don’t have to carry an extra piece of 
equipment.” Just by engaging a lever from the operator’s seat, 
the 7-Iron II mulch-on-demand deck goes from mulching to 
side-discharge in an instant.

Mike Dykstra, Dykstra Landscape Services Inc., Grand Haven, Michigan

Deere is a prouD sponsor of the planet aDvantage magazine!          ■ inDicate 7 on inquiry carD


