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Brandon Phillippie 
Bland Landscaping 
Weston Parkway, Cary, NC

13 miles. No stop signs.
The crews at Bland Landscaping sure get their exercise. 
Trimming and edging Weston Parkway in Cary, NC, takes 
three days and covers 13 miles, up and back, up and 
back again. Not even counting sidewalks and side roads. 
Throw in the area’s sweltering summer heat and humidity, 
and you have a job that’s only fit for the toughest guys 
and most durable equipment on the planet. And Bland 

has both. STIHL’s line of professional equipment handles 
extreme landscaping jobs like nothing else, delivering 
ultimate power and dependability. That’s important with 
miles to cover, because it means no downtime for this 
crew – as much as they might appreciate some. 

www.stihlusa.com  1 800 GO STIHL
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the association of members  
who create and maintain  
the QUALItY Of LIfE in  

communities across America.

our Mission
The Professional Landcare Network  

cultivates and safeguards opportunities  
for our members — the dedicated  

professionals and companies who create 
and enhance the world’s landscapes. 

our Vision
To be the respected leader and voice  

of the green industry.

 Recently I returned from attending 
the Texas Nursery Landscape Association 
(TNLA) education and trade show event.  
It was an opportunity to see one of our 
partners put on an incredible event. I  
enjoyed seeing all the products for the industry, 
attending some of their leadership meetings, 
and hearing about great education. To be 
honest, though, being in the trade show and 
education environment made me think a lot 
about what will soon happen in Louisville 
with PLANET. 
  If  you attended last year’s GIC and 
GIE+EXPO, you quickly discovered that 
combining two great trade shows into one 
and adding in PLANET’s Green Industry 
Conference (GIC) was a formula for success. 
Attendees received the best of all worlds with 
more exhibitors, more educational sessions, 
more hands-on with products and equip-
ment, and more networking opportunities. 
 No wonder expectations for this year’s 
event, to be held October 22–25, 2008, in 
Louisville, Kentucky, are running high. Just 
like last year, GIC will feature showstoppers 
like the ever-popular Breakfast With Cham-
pions. This is one of the industry’s premier 
networking opportunities where upwards of 
1,000 or more attendees will sit down with 
their peers, enjoy a great breakfast, and dis-
cuss key industry issues. This doesn’t happen 
just once. It happens for three mornings and, 
by itself, is well worth the trip to Louisville.  
 This is just the tip of the educational 
iceberg that awaits you. GIC Chair Bob 
Grover, CLP, CLT, and his 
team have put together a 
real “keeper.” In addition 
to a wide variety of seminar  
offerings, Bob notes that 
there will be new sessions 
on sustainability and other 
green-related issues. As he 
explains, these sessions will 
be conducted by industry 
professionals who are “on 
the ‘cutting edge’ of what are 
fast becoming mainstream  
issues for our industry.” 

 GIC will also offer plenty of new edu-
cational opportunities for attendees. The 
Spanish seminar track, which PLANET initi-
ated three years ago, has been expanded, and 
there will be a new venue for attendees, called 
Ask the Expert. Some of the best networking 
at any large event always occurs at informal, 
small gatherings. Ask the Expert will provide 
this opportunity, with sessions located at  
PLANET Central. By the way, PLANET  
Central this year will be right on the trade  
show floor, making it even easier than ever to 
talk with PLANET staff  members and view 
the many resources available to assist green 
industry service providers. 
 Among other new twists this year,  
certification (CLP) review sessions will be 
interspersed throughout the conference 
schedule instead of in one session. Work-
shops, and there will be plenty of them, 
will be held at PLANET’s headquarters  
hotel, the Louisville Marriott Downtown, 
on Wednesday, and at the convention  
center, including the trade show floor, the 
rest of the week. 
 If  this isn’t enough to pique your inter-
est, then consider walking the floor of the 
huge trade show and getting some hands-on  
experience with the latest equipment in 
the outdoor demonstration area. Former  
Baltimore Ravens head coach Brian Billick  
will get everyone in the mood early on 
Thursday with the GIC keynote address. 
 There’s no question this year’s event is 
one of the “must see” of all green industry 

events. Louisville is a great 
venue, especially in the fall, 
and there is plenty of take-
home value for everyone.
 I look forward to person-
ally seeing you in Louisville, 
and catching up. Don’t forget 
to stop by PLANET Central,  
where you will find staff,  
leadership, members, and 
suppliers all ready to discuss 
our incredible association and 
industry. See you soon. 
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Jason cupp, clP 
PlAnEt President
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for this year’s GiC and Gie+eXPo
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Mark Ackerson, 
owner,

Ackerson 
landscape,  

kansas city, 
Missouri
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the MeMbershiP investMent

“Tom’s advice  
was invaluable,  

and he continues  
to be there for me, 

as a friend and  
a mentor.”

Mark Ackerson

 When my peers ask me about  
being a PLANET member, I tell them that 
the PLANET Trailblazer program alone 
is well worth the cost of membership. In 
fact, if  the only benefit you received from 
PLANET was the opportunity to partici-
pate in the Trailblazer program, the rewards  
would far outweigh the investment.
 PLANET Trailblazer Tom Heaviland,  
CLP, CLT, spent the day at my facility, 
learning about my company and my goals 
as a business owner. Not only did Tom 
share with me his years of experience and  

knowledge, he gave me a clear under-
standing of my financials, helped clarify 
a direction for my company, and provided  
me with new insight that continues  
today to help me make good decisions for  
my company. 
 Tom’s advice was invaluable, and he 
continues to be there for me, as a friend 
and a mentor. The PLANET Trailblazer 
program is the best program I’ve ever been 
involved in, and one day I hope to return 
the favor by becoming a Trailblazer myself.
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Teamwork  
reduces stress

From my experience, one of 
the biggest contributors to stress in 
the workplace is when an employee 
“goes it alone” instead of working in 
a team environment. We encourage 
teamwork at all levels, in the office 
and in the field. Working as a team 

evens out accountability and responsibility, while offering team 
members support when they need it. 
 Employee wellness encompasses both mental and physical 
health. If  we notice a change in a coworker’s demeanor, we’re 
not afraid to ask a few questions to see how an individual is  
faring, without becoming intrusive in his or her life. Doing so 
will give us an opportunity to offer advice, if  appropriate, or 
point someone in the direction where help is available. 
 Having a very small day care on site helps reduce coworker 
stress, as does having a flexible work environment. We focus on 
results instead of locking employees into a rigid eight-hour day, 
and we’re open to try out different work arrangements.  
 To promote physical health, we have a personal trainer 
who comes in three days a week. Coworkers (mostly office staff) 
can sign up for sessions. Having this benefit introduces partici-
pants to a different, healthy routine; one they may choose to 
continue outside of the work environment.
 As important as all these moves are, I believe that caring 
for your coworkers, and letting them know that you care, will 
by themselves go a long way toward promoting their wellness. 
As mentioned, being observant is important, too. If  something  
is bothering an employee, that individual’s demeanor will likely  
change long before performance becomes an issue. Being  
proactive at an early juncture may help reduce or even  
eliminate a stressful situation and avoid a later discussion about 
a coworker’s lack of performance.   

James River Grounds Management
Glen Allen, VA
(804) 550-3500

mcandler@jrgm.com

Recognize  
team mindset

 Most small business owners are 
full speed ahead. We’re high-

energy people who pour our lives 
into our businesses. For us, owning 
a company is a huge part of what 
we do. Our employees, though, have 
a different mindset. Yes, work is  

important to them, but lacking ownership implies they’re  
not as committed as we are to the hours and time it takes to  
grow a business. Employees also have another life, and  
owners who recognize this and understand their mindset are  
going a long way toward promoting both employee wellness 
and productivity. 
 What do our employees want? They want time off  and  
flexibility. We encourage them to take longer weekends by  
offering half  days off  on Friday or Monday, and we avoid 
working on Saturdays during the summer. They also want to 
be healthy and have enough energy to be productive on the job, 
something in the best interest of employers, too. Our company 
offers a bonus to those employees who quit smoking, and we 
encourage healthy eating. 
 The work environment has to be enjoyable, as well. Once 
every quarter, we sponsor a company outing where employees 
can get together as friends instead of as coworkers. This helps  
to develop a sense of camaraderie among employees and  
encourages team building. 
 As a small business owner, I try to remember that most 
of my team members need and want recognition for their great 
efforts. One of the best ways to recognize and incentivize them 
for future accomplishments is to offer time away from work to 
enjoy the many other important things in their busy lives. Being 
able to recognize and indentify with your team’s mindset is a big 
step toward ensuring wellness and balance in their lives. 

Crowley’s Weed Man
Euclid, OH

(216) 289-5446
Pfogarty2468@roadrunner.com

How do you  
ProMote Coworker  

weLLness? 

Maria CanDLer, CLP PhiL foGartY
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I try to set a  
good example

 I work out every day, at least 
five days a week. Part of my regimen 
includes some weight lifting, some 
yoga, and some cardiovascular activ-
ity. I do this, in part, because I don’t 
want to put on that “pound-a-year” 
that men my age are susceptible to. 

My friends are a good influence, as well. If  I want to be able to 
ski and raft with them, I have to be in good shape.
 Being in good physical shape has another upside. I believe 
that looking good and feeling good builds confidence. That’s 
important for me as a co-owner, and it’s important for the  
people who work for us. Hence, at company outings, we serve 
fresh fruit, energy bars, and water instead of less-healthy snacks 
and soda. We talk to our employees about smoking and how 
bad it is for their health. As yet, we don’t offer incentives for 
stopping the habit, but one day we may.
 Vacation time is important for everyone. I take time away 
from work, and I want our employees to do the same. In fact, we 
do more than encourage them to take time off. We force them to 
with a “take it or lose it” vacation policy. We even allow supervi-
sors to take time off  during the summer, if  they can work it into 
their schedules. That is our busy season, but sometimes summer 
is the only time that families can vacation together.
 This year, we’ve also implemented a four-day workweek.  
The move saves on fuel costs, and it allows most of our  
employees to have a three-day weekend. So far, the new schedule 
is working well.
 Vacation time, good food, and healthy habits all play an 
important role in keeping our coworkers healthy. Like anything 
else in business, though, owners have to “walk the talk.” You can 
talk about being safe, being ethical, being professional, and being 
healthy, but if  employees see a different side of you, then the talk 
is nothing but talk. From my perspective, setting a good example 
is a first good step toward promoting coworker wellness. 

CoCal Landscape
Denver, CO

(303) 399-7877
tfochtman@cocal.com

A little appreciation 
goes a long way

Over the years, our company has 
been receptive to employee needs. As 
owners, we sometimes forget that 
promoting wellness and balance 
at work can be as simple as giving  
coworkers a pat on the back or show-
ing appreciation for their effort in 

other ways. For example, my partner and I have donned chef’s 
hats and aprons to serve our coworkers breakfast at our loca-
tion. The gesture was real, and it was also symbolic of how 
we feel about our 85 to 90 employees. We truly appreciate the  
efforts they put forth.
 We’ve attempted less dramatic events in the past, such as 
sponsoring a pound-dropping contest. The weight loss may 
have been temporary for most participants, but the contest also 
had the benefit of building team spirit and camaraderie. Speak-
ers have also come in to give talks on “getting out of debt,” 
among other life-altering topics. Programs that help enhance 
the overall quality of life of our coworkers will ultimately reap 
benefits for everyone, including our customers.
 There are several resources within the community to help 
promote employee wellness and balance. Local hospitals of-
tentimes have programs and newsletters available to employers 
interested in educating coworkers. Last year, we also looked to 
our insurance carrier for help, and the company sent in a repre-
sentative to assess coworker needs (e.g., a desire to stop smoking 
or lose weight). Our plan is to have our carrier speak to cowork-
ers next year about various health-related issues.
 We have yet to take the next step with our health insurance 
provider, to set up a specific program to address our needs, but 
doing so is one of our more immediate goals.
 From our perspective, promoting wellness and balance at 
work begins by showing coworkers appreciation for their work. 
Certainly, employees who are appreciated and who are shown 
that they are appreciated have a better feeling about their jobs 
and the workplace. From that point forward, any program or re-
source that we can share with coworkers to improve their qual-
ity of life benefits everyone. 

Tomlinson Bomberger  
Lawn Care & Landscaping

Lancaster, PA
(717) 399-1991
clarkt@tbll.com

toM foChtMan, CLPCLark toMLinson



Leavell is a renowned tree farmer and conservationist 
who has authored three books: Forever Green: The 
History and Hope of the American Forest, Between Rock 
and a Home Place, and the award-winning children’s 
book The Tree Farmer. He first achieved fame as the 
keyboardist for such legendary music groups as the 
Rolling Stones and the Allman Brothers. He currently 
serves on the board of the American Forest Foundation, 
the National Arbor Day Foundation, and the Georgia 
Conservancy. Many other conservation organizations 
have recognized him for his work. 

To learn more about both Chuck Leavell and P. Allen 
Smith, please visit stihlusa.com/events.

STIHL Inc. recently brought together two of the 
outdoor industry’s most renowned experts – P. 
Allen Smith and Chuck Leavell – for the filming of a 
television series at Smith’s Garden Home Retreat 
near Little Rock, Ark. Leavell, who is a noted 
conservationist and runs a Georgia tree farm, shot to 
fame as the keyboardist for such legendary bands as 
the Allman Brothers and the Rolling Stones. 

More than 70 local schoolchildren spent the day 
gardening with Smith and were treated to an outdoor 
piano concert by Leavell, as well as a reading of his 
award-winning children’s book The Tree Farmer, in 
which a grandfather teaches his grandson how to 
responsibly care for the land.

“We’re delighted to welcome Chuck Leavell to the 
Garden Home Retreat,” said Smith. “He is a kindred 

spirit and exemplifies all the values we put into the 
Retreat: he’s at the forefront of conservation and 
responsible stewardship. We both work to bring care 
and respect for the land to future generations.”

“There’s no better way for children to learn about 
the earth than to be outside, working with it,” said 
Leavell. “We hopefully gave them a sense of what 
they can personally do to make it a better place.”

STIHL, a sponsor of Smith’s endeavors and the 
official handheld outdoor power equipment for both 
his television shows, has worked with Leavell on 
conservation issues for more than 10 years and was 
instrumental in bringing the two men together. 

“Allen and Chuck both believe strongly in educating 
children on how to care for the earth responsibly,” 
said Ken Waldron, national marketing manager of 
STIHL Inc. “STIHL has a proud history of working 
with groups like the National FFA, the American Tree 
Farm System, the Tree Research and Endowment 
Fund and others to educate and promote socially 
responsible environmental stewardship, and we 
are pleased to continue that work with these two 
gentlemen.”

Smith is the author of the best-selling Garden Home 
book series and is considered one of the foremost 
gardening experts in the country. In addition to his 
own nationally syndicated series, P. Allen Smith 
Gardens, he also hosts P. Allen Smith’s Garden Home 
on PBS and is a frequent guest on The TODAY Show 
and The Weather Channel. Smith has received several 
national awards for creating special opportunities to 
educate and inspire the American public about the 
joys of gardening.

STIHL Brings Legendary Outdoor Experts
Together to Teach Future Generations
P. Allen Smith and the Rolling Stones’ Chuck Leavell
Teach Conservation and Stewardship to Schoolchildren

“There’s no better way for children  to learn about the earth than to be   
 outside, working with it.”
Leavell reads his award winning children’s book The Tree Farmer.  
The underlying purpose in his book is to educate children on how to 
responsibly care for our planet.

Chuck Leavell and P. Allen Smith believe strongly in educating children on how to care for the earth responsibly.

Chuck Leavell talks about the benefits of STIHL products, including 
the low-emission, low-noise BR 500 backpack blower and the 
STIHL KombiSystem multi-task tool.
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When a company has been in 
business 44 years, two things are 
certain: The management team 

knows how to work, and it must enjoy what 
it’s doing. Michael Kravitsky IV, CTP-CSL, 
treasurer in the family business Grasshopper 
Lawns, Inc., in Larksville, Pennsylvania, has 
no argument with that statement. He recalls 
his early days with the company when he used 
to travel with technicians south of Larksville 
to provide service to clients in Allentown. “We 
would go down on Monday and stay through 
Wednesday,” he relates. “Our technicians did 
that for 20 years, and I can still remember 
the name of the little motel we stayed at, the 
Koonsville Inn, and the diner we ate at, the 
Peter Pan Diner.”
 Free time was hard to find back then, and 
that’s one reason why Kravitsky, whose fa-
ther Michael III started the business in 1964, 
puts a premium on his time today. If  he’s not 
snowmobiling in Canada five weeks out of 
the year, you may be able to catch him either 
logging several hundred miles on his motor-

cycle or traveling on an overseas vacation like 
the one he’s taking again this fall in Europe 
with his brother and a contractor friend. He 
says one of his more immediate goals is to fly 
his family on vacation in a Cessna 182 that he 
owns with a couple of friends.
 In addition to seeing the world and  
having a good time, Kravitsky says that being 
away from work with his family and friends 
recharges him. As he puts it, “I’m about  
having a good time, but I enjoy working, too, 
and it pays the bills.”

From awnings to lawn care
 As this lawn care operator tells the  
story, his grandfather was the chief  of police 
in town and also sold aluminum awnings.  
After the business declined in the early 1960s,  
Kravitsky’s father took over. He soon added 
lawn care to its repertoire by purchasing two 
Lawn-A-Mat franchises from his aluminum 
supplier, the first one in the Wilkes-Barre/
Scranton territory and the second in Allentown.  
 The initial Lawn-A-Mat franchise of-

fered services to approximately 300 custom-
ers. “For two cents a square foot, a technician 
would spray on weed control, aerate, roll, 
and apply seed and fertilizer in one pass,”  
Kravitsky remembers. “Customers, we call them 
clients now, signed up for four applications.”
 He continues, “Lawn-A-Mat developed 
the application equipment. It was a neat 
system, but with lots of moving parts that 
required maintaining. I learned how to fix 
equipment, and running the machines honed 
my driving skills.”
 The family operated the two franchises 
until Lawn-A-Mat (the corporation) ran into 
financial difficulties in the mid 1980s, at which 
time the Kravitskys changed their company 
name to Grasshopper Lawns, Inc. A service 
change accompanied the new nomenclature. 
At first, customers were offered a wide- 
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Before and after: Grasshopper 
lawns offers one lawn care package 
that customers augment by  
selecting from a menu of services.

Before After
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ranging weed-and-feed program that also  
included aeration, seeding, lime, grub  
control, and two applications of fungicide. 
Later, when the market became more compet-
itive, a pared down “Maintenance Program”  
that included weed, feed, and aeration was 
added, followed by an even less expensive 
program, weed and feed only. 
 “Times have changed,” Kravitsky admits.  
“We have several thousand customers today, 
employ 20 people, track our crews with GPS, 
and everything is computerized, even the 
handheld units that our technicians use to  
record their work in the field. Instead of  

offering three lawn care packages we offer 
one, a weed-and-feed program that customers  
augment by selecting from a menu of services. 
Twelve years ago, we added Christmas Décor 
to level out seasonality of our business and 
give our employees something to do during 
the off  season.”
 One thing hasn’t changed over the years, 
he emphasizes. “Our coworkers continue to 
make us successful. I don’t know how busi-
ness owners can sleep at night without having 
a solid team to back them up. Our associates 
truly make it happen, and we are fortunate 
to have built loyalty and good rapport with 

them. In fact, I’ve watched many of our team 
members grow in the business from the time 
they started with us 10, 15, even 20 years ago 
to today. It’s the old adage, treat people the 
way you want to be treated.” 
 Grasshopper Lawns pays up to 85  
percent of company benefits. Long-time  
employees get three weeks vacation, and the 
company sponsors special family gatherings 
during the year and at Christmas. They also 
receive cell phones and uniforms, although 
these items are not entirely free. “We avoid 
paying 100 percent of any benefit, because we 
want our employees to know that there are 
costs involved,” says Kravitsky. “My brother 
Shawn and I were raised with a good work 
ethic and understanding the value of a dollar.  
We carry that upbringing over into our  
business operation.”
 To make sure they’re tracking with  
employee expectations, a human resource 
consultant is invited in every couple of years. 

Michael kravitsky puts a premium 
on his free time, spending much of 
it snowmobiling in canada or riding 
his motorcycle. one of his next  
adventures will be to fly his family 
on vacation in his cessna 182. 

Grasshopper lawns, inc.
Larksville, Pennsylvania

Company principals:  
Michael Kravitsky III, co-owner (retired)
Michael Kravitsky IV, CTP-CSL, co-owner
Shawn Kravitsky, co-owner

Founded: 1964

employees: 20

service offering: 
100% lawn care

PLANET member for 28 years

Company Profile:
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That individual meets with employees and 
then reports back to management about any 
suggestions or issues. The key, says Kravitsky, 
is to be responsive to concerns and ideas so 
employees know you’re listening and willing 
to act.  

Surmounting challenges
 Kravitsky and his brother operate the 
business with their father who recently retired 
from being involved in its day-to-day operation.  
The sons are fortunate to be able to assume 
leadership of a well-established business, not 
to say that life isn’t without its challenges.
 “I was 24 years old when my toes, fin-
gers, and the arches of my feet went numb,” 
says Kravitsky. “I was diagnosed with MS, but 
those early symptoms went away. I just lived 
with the disease without taking any medica-
tion, until 10 years later, when they reappeared. 
The doctor told me I had no choice but to 
go on medication. I did, and six years ago, I  
starting giving myself  weekly injections.”
 Terrified of needles, especially long ones, 
Kravitsky said that learning to give himself  
an injection was one of the worst experiences 
of his life. “A nurse helped me do the first 
injection,” he explains. “She was helping me 

place the needle, when I woke up lying on my 
back. I simply passed out.” 
 Now, once a week, Kravitsky repeats the 
exercise (not the passing out, however) and 
is doing fine. His health has improved dra-
matically, and he says he has no symptoms 
other than getting fatigued. “There was a 
time when I used a cane and rode a scooter 
to get around,” he relates. “Now, thanks to 
my medication and a healthier lifestyle, I’m  
doing fine. “I lost 45 pounds, exercise, drink 
lots of water, and eat the right food.  
 “Other individuals go through life with 
challenges more daunting than mine. I just 
want people to know that having a debilitat-
ing disease or other physical handicap isn’t 
the end of the world or the end of a career. 
I don’t dwell on my MS and instead look  
forward to spending time with my family — 
my wife Suzanne, daughter Kristy, and son 
Michael V — working, and enjoying life.”

PLANET connection
 Grasshopper Lawns joined PLANET’s 
legacy group, the Professional Lawn Care  
Association of America (PLCAA), shortly  
after it was formed. “We went to every meeting  
except the very first one,” says Kravitsky. “I 

literally grew up with PLCAA and was dev-
astated when it merged with the Associated 
Landscape Contractors of America (ALCA) 
to form PLANET. In fact, I was on the  
PLCAA board and at my first board meeting 
when the merger bombshell was dropped on 
me. The PLCAA people, myself  included, were 
incredibly passionate about our organization. 
When I discovered, however, that the ALCA 
members were equally passionate about their 
organization, I knew the merger would be 
good for both groups, and it has been.
 “For me, being a member is about  
professionalism, networking, and seeing old 
friends. Our company has been around a long 
time, yet we still benefit from going to meet-
ings and attending events such as Renewal 
& Remembrance and Legislative Day on the 
Hill held in Washington, D.C., in July and 
the Green Industry Conference in October. 
There’s no question that newer companies 
can find even more value by taking advantage 
of these events and the many resources that 
have helped us over the years.”
 Yes, he adds, you have to make time to 
participate, because that’s where the value 
comes in. Then again, making time and  
participating is what life is all about. 

Diagnosed with MS at the age 
of 24, kravitsky hasn’t let the 
disease slow him down.
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Nothing Runs Like a Deere. ™

No one makes PLANET members feel more special 

than your local John Deere dealer. That’s because 

PLANET members receive special pricing on John Deere equipment. And since 

John Deere offers the widest breadth of products for professional landscapers, you 

can get great discounts on virtually everything you need for your business. So give 

your John Deere dealer a call today. You’ll see that a PLANET membership really 

does have its advantages. 

www.JohnDeere.com

Welcome, PLANET members.

08-2706

Vertis QCA
1300 19th Street, Suite 200
East Moline, IL 61244

Cyan Magenta Yellow Black 08-2706
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“The challenge with imbalance is that it comes on over a long 
period of time, and we barely perceive it,” says performance 
specialist and speaker Murray Banks. “It can be reflected 

in our leadership style with impatience, having a ‘short fuse,’ and being 
intolerant with others’ mistakes. This often leads to doing more yourself and 
delegating less, which compounds the problem. It can also be reflected in 
your wellbeing — gaining weight, developing high blood pressure, lacking 
energy, losing a sense of humor, and having less optimism and enthusiasm.
 “These warning signs are analogous to a warning light on the dash-
board of your car. If that little light comes on, do you cover it with duct tape 
and hope for the best? With less obvious warning signs that don’t come 
on suddenly, we must live at a high level of awareness and be constantly 
vigilant about how we feel and how it affects how we relate to others.”
 A world class athlete and award-winning educator, Banks will share 
his insights into wellness and performance at the 2009 Executive Forum 
to be held February 19–22 at Disney’s Beach Club Resort in Lake Buena 
Vista, Florida. When asked what two or three actions people can take to 
get their lives back in balance, he says, “Are you sure you want to hear 
this? Work less. Play more. Eat for performance. Plan your workouts like 
you plan a meeting. Book it and stick to it.” 

weLLness
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Performance specialists and speaker Murray Banks 
advises business owners to balance hard work with a 
“determined effort to have a healthy, enjoyable life.”

 How to keep your life in 

BAlAncE
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 Banks advises out-of-balance 
individuals to sell their televisions and 

get grandkids or adopt the neighbors’ chil-
dren for a day. Hang around with fun people 

who don’t drain your energy and get well or-
ganized so you can efficiently use your time. 

“Go to the B.A.R. for five to ten seconds when you 
need to,” Banks adds, noting that people will have to 
attend the Executive Forum to find out what this is. 
“I’m always impressed with those who have chosen to 
work less to enjoy a higher quality of life. Inevitably, 
they make less money than people who choose to work 
long, hard days, but they often feel doing so is the best 
decision they have ever made. I am not advocating lazi-
ness. Instead, I am suggesting offsetting (or balancing) 
hard work with a determined effort to have a healthy, 
enjoyable life.”

Dancing elephant
 Karin Senneff, co-owner with her husband Mike of 
Plant Interscapes, Inc., agrees with Banks that keeping  
balance in life is challenging. As if she needs to be  
reminded of this fact, a poster of an elephant balancing on 
a beach ball hangs in her Austin, Texas, office. “Mike and 
I live our faith and put our family first,” she emphasizes. 
“Family is so important. We work, and we work on being 

a family.”  
 Married for 26 years and in the interior landscaping 
business together nearly that long, the Senneffs balance  
running a business, raising a family, and volunteering. “There 
are times of the year when we cannot maintain a healthy  
balance,” Senneff adds. “I like to exercise every day and I 
enjoy cooking. Yet, for a four-week period stretching from 
just prior to Thanksgiving to two weeks before Christmas, 
there is only time for work.”
 She continues, “We make the best of it, though, by  
getting charged up and excited about our work, taking one 
day at a time, and rewarding ourselves when the work is over. 
Even though we’re working hard, we know our priorities 
and use them as touchstones. If we can get a few moments 
together as a family, we take them.” Senneff mentions that 
planning ahead is critical when the busy season approaches, 
and knowing what you’re good at and doing more of it is 
important all year long. 
 “When you’ve been in business as long as we have, you 
know what energizes you and what depletes you,” she adds. 
After all, it only makes sense to concentrate on those areas 
that give energy and keep you on the beach ball.

Strive to moderate
 Keeping in balance and learning to moderate go hand- 
in-hand, according to Banks, Senneff, and Rich Wilbert,  
CLP, general manager for Colorado-based Robert Howard  
Associates. “I’m most satisfied when I do things in mod-
eration and that includes eating,” Wilbert says with a smile. 
“It’s amazing how much better I feel when I eat right and  
substitute water for that extra cup of coffee in the morning.”
 Like most green industry service providers, Wilbert 
says he could work 24 hours a day if he wanted to. But doing 
that would interfere with spending free time with his wife 
and going for his daily morning swim. It would also preclude 
putting the 12,000 to 15,000 miles a year on his Harley that 
he does now. 
 “I try to knock off work by 6:00 p.m. most days, and 
then spend an hour or so with my wife sharing our day’s  
experiences, both good and bad,” Wilbert relates. “In the 
morning, I find it helpful to spend personal time just swim-
ming a mile or so. I’ve been doing that for more than 15 years, 
and it refreshes me and helps me prepare for the day.”
 In between morning and evening, Wilbert says he has 
learned to take work less seriously and less personally. He 
also strives to deal with one issue at a time and to resolve it 
before moving on to another one. Not to say he still doesn’t 
work hard; he does.

karin Senneff  (left) with designer 
and salesperson Stuart travis and holiday instal-
lation manager rachel Pinto — after a 14-hour 
day installation project. Says Senneff of the 
frenetic holiday decorating season, “we make 
the best of it by getting charged up and excited 
about our work, taking one day at a time, and 
rewarding ourselves when the work is over.”



 “My mantra is to work hard and play hard,” he empha-
sizes. “My reward for working hard is riding my Harley, 
which I can do nearly all year long in Boulder. Some people 
like to fish; others like to hunt. I just enjoy the freedom of 
getting on the road with my bike.”    

Balance for life
 If your life is out of balance, getting it back in balance 
by changing your routine is only half the answer, relates 
Jeff Korhan, CLP, professional speaker and green industry  
expert. The new system or routine has to stick. It has to 
be permanent. It has to be a lifestyle change. As he points 
out, the word “sustainability” applies just as much to a new 
healthy routine that company owners adopt as it does to the 
landscapes their companies install and maintain. 
 “The first step to getting your life back in balance is 
being aware that it’s out of balance,” Korhan explains. “The 
next one involves selecting new routines that will have a  
positive affect on your well-being for a lifetime.” As he 
points out, new routines can be helpful, or they can be  
harmful. Making the right choice is important for leading a 
balanced and productive life. 
 Korhan has taught meditation for 15 years, and he cred-
its that practice with helping him stay balanced during 20 
years of operating his own landscape contracting company in 
Illinois. He highlights seven drivers that contribute to having 
a balanced, healthier life. They are: 
 Humor — Life isn’t meant to be serious. Be light  
  hearted. Be spontaneous!
 HealtH — The instrument you experience life with  
  has to be well tuned. Rest, food, exercise, mental  
  strength, and connecting with nature are all important  
  for leading a healthy life. 
 relationsHips — Your number one source of  
  either nourishment or stress are the friends you  
  keep. Having quality relationships will help you  
  lead a less stressful life.  
 Goals — Be future-oriented. Goals give meaning  
  to what you are doing now. No future equals stress!
 time — Natural rhythms are important. Set your  
  goals, persevere, and just enjoy the process.  
  Results tend to happen if you give up your beliefs  
  about time. Learn to take time, and you’ll have  
  more of it. 
 service — Stay on “T.A.S.K.” Help others by  
  sharing your unique talents, abilities, skills,  
  and knowledge. 
 experience — Get into the game. You have to try  
  new things or you become stagnant and decline.
 Korhan adds the most important step toward leading a bal-
anced life is enjoying work. Since we spend most of our waking 
hours at work, going to a job in which we feel productive adds a 

great deal of fulfillment to our lives. Our work sets the tone for 
the rest of the day, and possibly for the rest of our lives.  
 Banks readily admits that many successful business 
people don’t have balance in their lives. They make a good 
living, then retire and die. In the meantime, they may have 
weakened strong relationships with loved ones, alienated 
colleagues or, worse yet, struggled for years with health 
problems. He says the key is to work hard, but live at a high 
level of awareness so you perceive when you are getting 
out of balance and make adjustments. “These aren’t major  
adjustments, either,” Banks adds. “Workout four to five 
times a week, even if it just means taking a 20-minute walk 
at noon. Have fruit, pretzels, nuts, and water nearby so you 
aren’t stuck buying chips and burgers on the fly. Go home 
early one day a week and do something special with family 
or friends. If you work hard for a couple of days, even weeks, 
balance it with some time off to recharge.”
 For more tips on ways to lead a balanced life, visit  
Korhan’s Web site at truenature.com and view his weekly  
blogs. In the meantime, as part of your new routine,  
consider taking in the sights with the family at Disney World 
in February, and learn more from Murray Banks about  
balance, leadership, and success.

industry veteran 
and speaker Jeff korhan, clP, 
says that the most important step toward 
leading a balanced life is enjoying work. 

weLLness
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Congratulations to the John Deere 328, the hands-down winner of Round Two of

the Ultimate Skid Steer Smackdown. To see how our next-generation Electro-Hydraulic

(E-H) joystick controls effortlessly guided the 328 through a demanding obstacle

course — and to its second consecutive victory — go to www.skidsteersmackdown.com.

And to learn how Deere can help you outmaneuver tough jobs, call 1-800-503-3373 or visit

your local dealer today.
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ConsuLtant Corner

When is the best time to sell 
your business? The answer 
is deceptively simple — 

and not unlike selling a home — when 
your profits are strong (your home 
looks good), the market is hot (there are 
more buyers than sellers), and you are 
emotionally ready to let go of it. Since 
I have written many articles on selling 
a business and do not want to cover old 
ground (you can download these articles 

on my Web site, kehoe.biz),  
I will focus on how the 
process works and what 
you can expect. This is 
important because you will 
need to be emotionally as 
well as mentally prepared 
for the experience. It can 
make all the difference — 
a very good or very bad 
outcome for you.

 First, let me clarify the relative 
perspectives of the two parties to a 
sale — the seller and the buyer. Sell-
ers are emotionally involved with the 
business. It is their baby. They always 
have a more generous view of how 
much it is worth. Buyers, on the other 
hand, are less emotional and have a 
less rosy view of the value of the busi-
ness. A successful deal will make both 
the seller and the buyer happy and feel-
ing like each got the best deal. This is 
no easy task as you can imagine. But 
it happens more often than not because 
both parties agree to give something to 
get something — they compromise. As 
a result,  the business is worth what a 
buyer is willing to pay, and a seller is 
willing to let it go for.
 If you want to strike the best pos-
sible deal, you will need to understand 

the sales process — knowing when to, 
and when not to, compromise.

Step 1. 
 Value your business and create the 
offering memorandum (OM). This is a 
very important document that show-
cases your business’ tangibles EBITDA  
(earnings before interest, taxes,  
depreciation, and amortization) and  
intangibles 3M’s (mix, market, and 
management). Mix is the relative  
percentage of construction to main-
tenance, market is the quality of your 
customers, and management is the 
quality of your people and systems. 
The OM must say enough about these 
three things without saying too much, 
and it must assure your confidentiality 
should you decide to pull the company 
off the market. You want to put your 
best foot forward in the OM since it es-
tablishes your opening negotiating po-
sition. Hire an adviser to do this for you 
and to guide you all the way through 
the rest of the process.

Step 2. 
 Provide the OM to qualified buy-
ers and respond to their questions. You 
do not want to list your business and 
risk your competition getting wind of 
an impending sale. Working with qual-
ified buyers makes all the difference 
when you negotiate your sale. This is 
like selling a home by appointment 
only. You want the right buyer — one 
with money and one who will treat your 
home right. The wrong buyer can make 
your life miserable, by nickel-and- 
diming you throughout the process. 
You DO NOT want this kind of buyer. 
During this step, you will meet with 

several of these buyers and provide 
information that will enable a buyer to 
make a firm offer for your business.

Step 3. 
 Consummate a letter of intent 
(LOI). This is a critical step. It is im-
portant to put together a detailed LOI 
that commits the buyer to price and 
terms. “Loose” LOIs create problems 
in due diligence as buyers may seek 
to change the price and terms based 
on “what they have discovered.” Make 
certain that 99 percent of “discovery” 
is complete BEFORE you enter into 
an LOI. This means you have to fully  
disclose information about your  
business “warts and all” for the buyer 
to make a proper offer. The LOI is a 
legal document that commits you for 
a period of 30 to 90 days to that one 
offer while the buyer does the due  
diligence. Either the buyer or the seller  
can decide to call the deal off at the 
end of the term of this agreement for 
reasons of “materiality.” However, by 
this time the buyer has invested a lot 
of time and money and will be upset if 
you walk away. Make certain you are 
serious when you sign an LOI.

Step 4. 
 Buyers conduct their due dili-
gence. Simply put, this step can be a 
real pain in the neck for an owner, 
and a BIG diversion from running the 
day-to-day business. Not only will you 
have to “undress” for buyers, as they 
examine every aspect about your busi-
ness, but you also will have to listen to 
them insinuate that your baby is not as 
pretty as you believe it is. To make it 
bearable, have all the documentation 

anatomy oF a  business sale

By Kevin Kehoe



relating to the business that a buyer 
might want, keep the buyer away from 
your business during operating hours 
and away from your employees in 
general, and allow only a few people  
in your company to know what is  
going on. Rumors can lead to employee 
or customer defection and change the 
nature of what the buyer is purchasing.

Step 5. 
 Negotiate and sign the sales agree-
ment (SA). The SA is the document that 
transfers your assets to the buyer. It is 
a very detailed document. You want 
to get this document right. This step 
can be as challenging as the prior step. 
Legal counsel from both sides will be 

involved in shaping the final deal — 
and you know how much fun it can be 
when lawyers get involved. A word to 
the wise, do not let legal counsel drive 
the shape of the deal. The job of each 
lawyer is to make certain they transfer 
all risk and liability to the other side. 
This, of course, is impossible, and if 
not managed, can kill a good business 
deal. Let the lawyers write the agree-
ment and edit it, but make certain you 
and your adviser negotiate the final 
terms, warranties, and representations 
with the buyer principal directly.

Step 6. 
 If you have chosen to stay on, 
have a glass of champagne, count your 

money, and get back to work. If you 
are leaving, have two to three glasses 
of champagne, count your money, 
and have a well thought-out speech  
prepared to share with your spouse 
about what you are going to do next.

Kevin Kehoe can be reached at  
kkehoe@earthlink.net. His company 
is in the business of helping people  
acquire other companies and/or sell 
their own company.
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Landscaping contractors are always 
fi nding themselves in tight situations. 
Often, getting to a jobsite means moving 
through a narrow gate or doorway, working 
in between homes or next to structures 
where space is limited is common.

Bobcat, the leader in compact equipment, 
manufactures a variety of equipment that 
landscape contractors can use in confi ned 
areas. The new Bobcat® 418 compact 
excavator and the B-Series mini track 
loaders bring power to small jobsites.

Bobcat 418 Excavator
The Bobcat 418 excavator has an operating 
weight of 2,593 pounds and a dig depth 
of 6 feet. Knowing that this class of exca-
vators is used next to buildings or other 
property and in areas where it is diffi cult 
to transport equipment, Bobcat developed 
the 418 excavator with zero tail swing 
(ZTS) with tracks extended. “Eliminating 
tail overhang on the machine allows the 
operator to optimize spoil placement 
and minimize the contact the machine 
might have with property or other nearby 
objects,” says Bryan Zent, marketing 
manager for Bobcat Company.

Landscapers used to operating larger 
excavators will appreciate the pilot-operated 
joysticks on the 418. Many excavators of 
this weight class are operated by levers. 
With joysticks, the operator has consistent, 
smooth and fl uid control of the machine, 
increasing work effi ciency and reducing 
the possibility of the excavator coming in 
contact with the buildings or other objects 
it is working next to. A typical landscape 
crew might have multiple operators on 
a piece of equipment, with each having a 
personal preference regarding the 
controls. On the Bobcat 418, the operator 
may choose between ISO and standard 
pattern joystick operation through a control 
pattern selector valve.

An additional feature of the control 
system is operator comfort. Bobcat has 
given operators more room by creating 
exclusive two-position joystick consoles. 
“The operator can position the joystick 
control console in an outward position for 
greater comfort and lock the console in 
an inboard position for easier transport 
of the excavator through gates and door-
ways,” says Zent.

In addition to the two-position joystick 
consoles, Bobcat has built other features 
into the 418 excavator that allow the 
machine to be easily moved into tight 
work areas. The undercarriage of the 

excavator retracts to less than 28 inches. 
The Tip-Over Protective Structure (TOPS) 
folds down so that the excavator can 
travel through a standard-size doorway 
and work in interior jobsites. “Always 
make sure to redeploy the TOPS after 
transport and before working with the 
excavator,” says Zent.

B-Series Mini Track Loaders
When larger loaders can’t work on the 
job, having a Bobcat mini track loader 
available ensures work won’t be slowed 
down. “Large loaders often can’t cross 
over areas with decorative paving, such 
as natural slate and concrete pavers,” 
says Zent. “By padding the concrete 
and using mini track loaders to minimize 
ground disturbance, you can keep 
productivity high, because they are 
lighter than the larger loaders.”

The Bobcat MT52 is only 36 inches 
wide and the MT55 is 44 inches 
wide. Both models are 72.4 
inches long, making it easy 
to see how these machines 
can easily fi t in the smallest 
jobsites and transport materials 
to the area, minimizing labor and 
replacing wheelbarrows that
would otherwise be used.

Mini track loaders can also lower 
equipment and labor costs for landscape 
contractors. Mini track loaders are able 
to take the place of several pieces of 
equipment or an entire crew. A mini track 
loader can be used as a front-end loader, 
forklift, trencher or soil conditioner, among 
others. “The mini track loader allows 
landscapers to do many different things 
because it uses so many attachments,” 
says Zent. “For instance, a landscaper 
can install irrigation with a trencher, 
dig water features with a backhoe, plant 
trees with an auger and prepare seed 
beds with a tiller.” Bobcat manufactures 
more than 20 attachments for use 
on mini track loaders.

Bobcat has been manufacturing mini track 
loaders since 2002. This year, the company 
introduced a number of improvements by 
releasing B-Series models. The B-Series 
improvements include adjustable tilt 
steering on the directional control handle 
to improve operator comfort, an auxiliary 
hydraulic continuous fl ow shutoff lever for 
safe operation of attachments, and rubber 
tracks made of a new, more durable 
compound. In addition, Bobcat B-Series 
mini track loaders have a Tier IV engine to 
meet the latest emissions requirements.

Bobcat is the only manufacturer to offer 
a mini track loader with a removable 
ride-on platform. The ride-on operator 
platform decreases operator fatigue when 
traveling over long distances or working 
many hours. The ride-on platform can be 
easily removed to provide better access 
to tight jobsites.

Tight spots are often thought of as diffi cult 
situations, but work areas without a lot of
room don’t have to mean expensive 
physical labor. Bobcat mini track loaders 
and compact excavators make it possible 
for landscape contractors to reduce labor 
costs, minimize turf repairs and increase 
effi ciency by mechanizing tasks formerly 
completed by hand.
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The Bobcat 418 excavator has an operating 
weight of 2,593 pounds and a dig depth 
of 6 feet. Knowing that this class of exca-
vators is used next to buildings or other 
property and in areas where it is diffi cult 
to transport equipment, Bobcat developed 
the 418 excavator with zero tail swing 
(ZTS) with tracks extended. “Eliminating 
tail overhang on the machine allows the 
operator to optimize spoil placement 
and minimize the contact the machine 
might have with property or other nearby 
objects,” says Bryan Zent, marketing 
manager for Bobcat Company.

Landscapers used to operating larger 
excavators will appreciate the pilot-operated 
joysticks on the 418. Many excavators of 
this weight class are operated by levers. 
With joysticks, the operator has consistent, 
smooth and fl uid control of the machine, 
increasing work effi ciency and reducing 
the possibility of the excavator coming in 
contact with the buildings or other objects 
it is working next to. A typical landscape 
crew might have multiple operators on 
a piece of equipment, with each having a 
personal preference regarding the 
controls. On the Bobcat 418, the operator 
may choose between ISO and standard 
pattern joystick operation through a control 
pattern selector valve.

An additional feature of the control 
system is operator comfort. Bobcat has 
given operators more room by creating 
exclusive two-position joystick consoles. 
“The operator can position the joystick 
control console in an outward position for 
greater comfort and lock the console in 
an inboard position for easier transport 
of the excavator through gates and door-
ways,” says Zent.

In addition to the two-position joystick 
consoles, Bobcat has built other features 
into the 418 excavator that allow the 
machine to be easily moved into tight 
work areas. The undercarriage of the 

excavator retracts to less than 28 inches. 
The Tip-Over Protective Structure (TOPS) 
folds down so that the excavator can 
travel through a standard-size doorway 
and work in interior jobsites. “Always 
make sure to redeploy the TOPS after 
transport and before working with the 
excavator,” says Zent.

B-Series Mini Track Loaders
When larger loaders can’t work on the 
job, having a Bobcat mini track loader 
available ensures work won’t be slowed 
down. “Large loaders often can’t cross 
over areas with decorative paving, such 
as natural slate and concrete pavers,” 
says Zent. “By padding the concrete 
and using mini track loaders to minimize 
ground disturbance, you can keep 
productivity high, because they are 
lighter than the larger loaders.”

The Bobcat MT52 is only 36 inches 
wide and the MT55 is 44 inches 
wide. Both models are 72.4 
inches long, making it easy 
to see how these machines 
can easily fi t in the smallest 
jobsites and transport materials 
to the area, minimizing labor and 
replacing wheelbarrows that
would otherwise be used.

Mini track loaders can also lower 
equipment and labor costs for landscape 
contractors. Mini track loaders are able 
to take the place of several pieces of 
equipment or an entire crew. A mini track 
loader can be used as a front-end loader, 
forklift, trencher or soil conditioner, among 
others. “The mini track loader allows 
landscapers to do many different things 
because it uses so many attachments,” 
says Zent. “For instance, a landscaper 
can install irrigation with a trencher, 
dig water features with a backhoe, plant 
trees with an auger and prepare seed 
beds with a tiller.” Bobcat manufactures 
more than 20 attachments for use 
on mini track loaders.

Bobcat has been manufacturing mini track 
loaders since 2002. This year, the company 
introduced a number of improvements by 
releasing B-Series models. The B-Series 
improvements include adjustable tilt 
steering on the directional control handle 
to improve operator comfort, an auxiliary 
hydraulic continuous fl ow shutoff lever for 
safe operation of attachments, and rubber 
tracks made of a new, more durable 
compound. In addition, Bobcat B-Series 
mini track loaders have a Tier IV engine to 
meet the latest emissions requirements.

Bobcat is the only manufacturer to offer 
a mini track loader with a removable 
ride-on platform. The ride-on operator 
platform decreases operator fatigue when 
traveling over long distances or working 
many hours. The ride-on platform can be 
easily removed to provide better access 
to tight jobsites.

Tight spots are often thought of as diffi cult 
situations, but work areas without a lot of
room don’t have to mean expensive 
physical labor. Bobcat mini track loaders 
and compact excavators make it possible 
for landscape contractors to reduce labor 
costs, minimize turf repairs and increase 
effi ciency by mechanizing tasks formerly 
completed by hand.
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Two years ago in early spring, one of 
Kyle Webb’s customers mentioned 
that a local elementary school was 

struggling with an old atrium. She taught a 
multiple learning disability class at the school 
and was asking for advice. She received more 
than that. Kyle Webb, CLP, owner of A to Z 
Lawn & Landscaping in Centerville, Ohio, met 
with the Driscol Elementary School principal 
and several of the teachers. Together, with input 
from students, they came up with a plan to 
transform the little-used and overgrown atrium 
into an interactive outdoor learning facility. 
 “The students wanted to keep some of the 
perennials and a few of the lawn decorations at 
the site,” says Web, whose company has been in 
business 19 years. “We came up with a design 
for the renovation and started phasing it in after 
school let out for the summer.”

 Webb explains that project, which won 
a PLANET Community Service Recognition 
Award, took nearly four months to complete 
and was ready just in time for the school year 
to begin in the fall. Phase one involved iden-
tifying the bulbs with the students and then  
digging them up for dry storage. Demolition 
of the old atrium followed, with teachers and 
parents lending a hand breaking up huge slabs 
of concrete and maneuvering them through  
the halls to the dump truck outside. Webb’s 
company rented some of the demolition  
equipment and supplied the truck. 
 For phase three, teachers prepared the atrium 
for new pavers. “We laid out a grid for the pav-
ers, and they did the prep work,” relates Webb. 
“Our staff came in later to level out the base and 
help with some other details. It proved to be a 

learning experience for the teachers, too.” 
 Webb’s team laid the pavers in two 

days, with everyone pitching in. For the final 
phase, a subcontractor was brought in to fell 
a tree, and a large Japanese maple was saved 
and then transplanted to a new location in the 
atrium. Amending the soil, planting new flow-
ers, and mulching the flower beds completed 
the project. The contractor returned later in the 
fall to replant the bulbs with the students.

From the heart
 “It was the right project for us, at the right 
time, for the right people,” says Webb. “After 
it was completed, we returned to the school 
to advise students on ways to summer-proof 
their new atrium, and we returned the follow-
ing spring to remulch the flower beds.” Among 
design changes, the renovated 600 square-foot 
atrium features stepping stones that lead to a 
new rain gauge and barometer, colorful flower-
beds, and a natural ramp that will one day give 
atrium access to all the students in the multiple 
learning disability class. 
 “The project gave us an opportunity to give 
back to the local school system,” says Webb. “It 
also instilled pride among our employees, many 
of whom put in several hours of overtime with-
out even a hint of complaining about it. Area 
suppliers chipped in as well, and the gravel, 
pavers, and plant material were all donated.” 

CoMMunitY serViCe

‘The 
riGht tiME 
and the 
riGht PlAcE 
for the 
riGht PEoPlE’
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TREE BRINgS mESSAgE 
To young STudenTS

For three years running,  Keep It Green 
Landscaping in Fair Lawn, New Jersey, 
has been doing something special for 

elementary schools in its community. On or 
near Arbor Day, in the last week in April, the 
company plants a tree in the school yard. The 
entire elementary school body observes the 
planting process and participates in a question-
and-answer session.
 “We’ve been in business for 27 years and 
are always looking for ways to give back to the 
community in which we work,” explains com-
pany owner Dyle A. MacGregor, CLP. “Three 
years ago, we approached the principal of an area 
elementary school and asked if we could plant a 
tree in celebration of Arbor Day. That year, we 
planted a Ginkgo tree and had fun explaining to 
the students that these deciduous trees have been 
around since the time of the dinosaurs. Last year, 
we planted a Purple Leaf Plum at a different  
elementary school. This year, we planted a Pin 
Oak, again at a different school.”
 He continues, “Trees are not as glamorous 
as computers and other high-tech devices with 
which young students are acquainted today. By 
planting a tree and talking to students about its 
history, we generate interest and hopefully cre-
ate a lasting memory.”

Poetry and more  
 Keep It Green Landscaping won a PLANET  
Community Service Recognition Award for its  
Arbor Day tree planting last year at Radburn  
Elementary School. “We first had to get permis-

sion from the Fair Lawn Board 
of Education to plant the tree, 
and then we met with the school 
principal to choose, a loca-
tion and tree type,” says 
MacGregor. “Members  
of our staff dug the  
hole the day before  
the installation. 
Then, during the  
planting, the entire  
student body of 
more than 400  
students showed up  
for the ceremony.” 
 “We discussed the  
tree we were planting,  
in this case a Purple Leaf 
Plum, and talked about the  
history and importance of Arbor Day. The  
children were given Arbor Day stickers to put 
on their notebooks, lunch boxes, and other 
possessions, and they read poems, sang songs, 
and spoke about the special day. The best part 
for us was the question-and-answer session  
during which little arms shot up quickly to get 
our attention. ‘Are there girl and boy trees?’ one 
child asked. Life expectancy and height, among 
other tree characteristics, dominated the Q&A 
session that lasted approximately 30 minutes.”
 MacGregor says his company generates 
some attention from the event, but more than any-
thing he, along with his employees, just enjoys 
bringing the tree message to young students.



On a recruiting trip to the University 
of Florida, Austin Outdoor’s 
Director of Horticulture Gerry 

Hillier came up with an idea he shared 
with his recruiting contact. “What if 
some students and our company worked 
together to upgrade the front entrance of 
the college’s Environmental Horticulture 
Department building?” he asked the 
academic program coordinator. “The 
project would provide hands-on experience 
for university students and aesthetically 
enhance the building appearance.”
 The school liked the idea. A gradu-
ate student came up with a set of design 
plans, the highlight of which was four dis-
tinct panels to be used by the department 
for a plant I.D. class. Austin Outdoor do-
nated the plant material that included 300 
plants, 20 trees, and 4,000 square feet of 
sod, along with approximately 110 man 
hours of labor. 
   

 
 

 “One of our commercial construction 
crews and a project manager worked a day 
and a half on the project,” relates Hillier. 
“The seven-member team spent a half day 
preparing the site, and then worked with 
waves of students the following day in-
stalling the new plant material. All togeth-
er, they installed 26 different plant types.”
 Completed in the fall of 2006,  
this project, which earned a PLANET  
Community Service Recognition Award, 
is now maintained by students from the 
college’s Horticulture Club. 

Building sustainable  
relationships
 Austin Outdoor is headquartered  
in Bunnell, Florida, with satellite  
facilities supporting the Orlando, 
Treasure Coast, and Jacksonville 
districts. Hillier notes that the  
company has been recruiting from 
the University of Florida and other  
area schools for many years. 
“We pride ourselves in building  
sustainable landscapes and sustain-
able relationships,” he adds. “The re-
design and installation provided good  
experience for the students and dressed up 
the entrance to the school’s horticulture 
department. It also helped us to further 
solidify a relationship we’ve long been 
developing with the school and its faculty 
members.”

 

He goes on to explain that two of 
the students who worked on the project  
paticipated in Austin Outdoor’s summer 
internship program the following year, 
and now work there full time. They are 
joined by several other University of  
Florida graduates, who have found a  
home with the company. 

CoMMunitY serViCe
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hort ProJEct GivES StuDEntS 
hanDs-on exPerienCe

“we pride 
ourselves 
in building 
sustainable 

landscapes and 
sustainable 

relationships”. 
Gerry Hillier



Professional Landcare NetworkProfessional Landcare Network

Professional Landcare NetworkProfessional Landcare Network

If you’re involved in  
     the green industry,  
   get involved in...

Visit PLANET Central at the 
GIE+EXPO, Booth #4116  

and find out more.
We’ll give you our Safety Program for Green  

Industry Companies CD (a $100 value) just for visiting. 
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CentraL

For more inFormation  
about any oF  
PLanet’s services:
Phone: (800) 395-2522 
Fax: (703) 736-9668

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

Or return this issue’s response card

PLANET Academic Excellence Foundation Since its inception, the PLANET Academic 
Excellence Foundation (PLANET AEF) has 

given more than $350,000 in scholarships  
to 372 deserving students at universities  

and colleges throughout the United States.  
If  you are a student or know of  a student  

who wants to apply for a scholarship, please 
contact Cheryl Claborn at (800) 395-2522.

Central

PLANETCareers.org 

This interactive job board is designed as an easy-

to-use and highly targeted resource to help you 

make online employment connections. All green 

industry companies can use PLANETcareers.org 

to reach qualified candidates based on specific job 

criteria and to create an online résumé agent to 

send e-mails to qualified candidates daily. For job 

seekers, PLANETcareers.org is a free service that 

provides access to employers and jobs in the green 

industry. Visit PLANETcareers.org today. 

Executive Forum

SAVE THE DATE — February 19
–22, 2009

Disney’s Beach Club Resort,  

Walt Disney World
® Resort

Join PLANET in the journey to stress reduction and 

professional well-being as we discover the Executive Magic: 

The Balance of  Life, Work & Health. This three-day meeting 

includes morning educational sessions, discussion groups, 

networking opportunities as well as time for shopping, and 

of  course, time to simply relax and enjoy the world-famous 

Walt Disney World® Resort. Come strike the perfect balance of  

business and pleasure for the whole family. Reserve your room 

today! Contact Disney Group Reservations at (407) 934-3372 

or visit LandcareNetwork.org for more information. Executive 

Forum attendance qualifies for two education points toward 

renewing your PLANET certification. 
PLANET and Staples team upOffice supply provider Staples Business Advantage® is partnering  

with PLANET to provide substantial savings on office supplies  to all PLANET members. Through this new program, PLANET 
members will enjoy:
•	 An	extra	5	percent	off 	prices	in	the	already	low-priced	  Staples catalog.
•	 A	50	percent	average	discount	on	more	than	8,000	items	available	 
 in the full-line Staples catalog.•	 Dedicated	account	management	and	customer	service.•	 Access to more than 1,700 Staples retail stores with corporate pricing.
•	 Easy	online	ordering	with	unprecedented	control.•	 Free	next-day	delivery	on	all	orders	placed	by	5:00	p.m.For more information about this and PLANET’s many affinity programs, contact Cheryl Claborn at (800) 395-2522, e-mail cherylclaborn@landcarenetwork.org, or visit LandcareNetwork.org.

Computer-based Testing at a 
LaserGrade Center Near You 
PLANET’s Certified Landscape Professional 
(CLP), Certified Landscape Technician-Interior 
(CLT-I), Certified Turf  Professional-Cool  
Season Lawns (CTP-CSL), and Certified 
Ornamental Landscape Professional (COLP) 
certification exams are now being offered in 
LaserGrade computer-based testing centers.  
For more information, contact PLANET at  
(800) 395-2522 or visit the Certification section 
of  LandcareNetwork.org.

PLANET CENTRAL AT GIC

Stop by the PLANET Bookstore at PLANET Central,  

booth #4116, and check out our new publications!  

Don’t miss out on our FREE SHIPPING available only  

at GIC! New must-own pubs include:

•	 Safety	Ta
ilgate	Train

ing	Manual

•	 Safety	M
ade	Simple	

(CD)

•	 Landscap
e	Design	Sh

owcase	(CD
)

•	 The	2008
	Operating	

Cost	Study	
for	the	Gree

n	Industry

Visit us on the show floor October 22–25, 2008, at the 

Kentucky Expo Center or visit our online bookstore at 

LandcareNetwork.org.
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Nothing Runs Like a Deere™

It’s just that easy, with the Mulch-On-Demand™ deck. You’ve never seen 

a deck do this before – go from side-discharging to mulching – and back again – 

by simply pulling a lever. Only our patented Mulch-On-Demand (MOD) deck has 

this unique ability, saving you time and money when cutting around areas like 

sidewalks and fl ower beds, where blowing clippings is bad business. To see this 

deck in action, go to www.mowpro.com or visit your local John Deere dealer.

MULCH

DISCHARGE

7-Iron PRO MOD deck

08-3149


