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Psst !
our records show 

you’re not a 
planet member. 

Consider joining today to take full advantage  
of all that PLANET membership has to offer — 
see pg. 5 for a special offer! Call (800) 395-2522 
or email GailRogers@landcarenetwork.org.



An angle broom, with its flexible, bending 
bristles, takes charge of the terrain, cleaning 
the surface deeply and quickly. When the snow 
melts, you can clean up dirt, leaves and debris. 
Find out more at www.bobcat.com/tips5

Find out how to avoid 

headaches this 

season by following 

these maintenance tips.

GoPlow.com/tips

Bobcat® and the Bobcat logo are registered trademarks of Bobcat Company in the United States and various other countries. 
©2011 Bobcat Company. All Rights Reserved.  |  1119C-1

www.bobcat.com/tips5   1.877.505.3580



 planet advantaGe   Winter 2011 |  3

Winter 2011

Cover photo is courtesy of David J. Frank Landscape Contracting, Inc.

1206

04 | PRESIDENT’S MESSAGE
GIC turnout bodes well for the industry
PLANET members came to the Green Industry 
Conference with a purpose – to grow their companies 
via educational and networking opportunities. 

06 | COMPANY PROFILE
Whatever it takes
Meeting challenges is not new for this 
10-year PLANET veteran.

10 | FEATURE
The path to diversification
Indiana contractor takes calculated 
approach to offering new services.

12 | FEATURE
Energy and enthusiasm  
pervade this year’s GIC
Community projects, a newcomer’s rally, dozens of 
seminars, and networking opportunities galore keep 
attendees at this year’s Green Industry Conference busy.

16 | CONSULTANT CORNER
7 habits of highly successful CEOs
Green industry consultant Jeffrey Scott uncovers what all 
successful landscape professionals have in common.

18 | FEATURE
New specialty group ‘raises  
water in the pond’
More than 1,200 PLANET members who perform water 
management services now have a specialty group of their own. 

19 | PLANET CENTRAL

For more information on the PLanet advantage sponsors listed in this issue, please visit the following Web sites: 
bobcat: bobcat.com            planet: LandcareNetwork.org            stihl: stihlusa.com



P R E S I D E N T ’ S  M E S S A G E

4  |  Winter 2011  planet advantaGe

EDITOR IN ChIEf
Steve Davidson

EDITOR
Rod Dickens

ART DIRECTOR
Kayla Brown

PROGRAM MANAGER
Cheryl Gross

PLANET advantage is published 
quarterly on behalf of the Professional 

Landcare Network (PLANET) 
by Cygnus Business Media. 

1233 Janesville Avenue, P.O. Box 803  
Fort Atkinson, WI 53538-0803

Phone (920) 563-6388 | Fax (920) 563-1699

Printed in the United States.
© 2011 Cygnus Business Media

Canada Post PM40612608 
Return undeliverable Canadian addresses 
to: PLANET advantage, P.O. Box 25542

London, ON N6C 6B2 

PLANET advantage is written for PLANET 
members and prospective members. 

We welcome your questions and comments. 
Address correspondence to: 
Editor, PLANET advantage

1233 Janesville Avenue, P.O. Box 803 
Fort Atkinson, WI 53538-0803

For PLANET membership and 
certification information call:

(800) 395-2522  |  (703) 736-9666
Fax (703) 736-9668

Professional Landcare Network
950 Herndon Parkway, Suite 450

Herndon, VA 20170
LandcareNetwork.org

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.

The association of members who create  
and maintain the QUALITY OF LIFE  

in communities across America.

®

Jerry Grossi, PLanet President
Landscape industry Certified technician

PLANET’s personalized welcome package will kick-start  
your membership with tools you can use right away!  
This is just one of the many ways PLANET is committed  
to your business success.
Join more than 3,600 green industry companies who consider  
PLANET their professional home. 

Member benefits include:
n  The latest industry news and information with our  

bimonthly magazine, e-newsletters, and  
industry surveys.

n  Year-long educational and networking  
opportunities.

n  The industry’s leading professional  
certification program. 

n  Free access to industry consultants in the  
areas of human resources, safety, legal, and  
public relations.

n  Listing in PLANET’s nationwide online referral  
guide with more than 4,000 hits per month!

n  Your voice heard through PLANET’s advocacy efforts.
n  Nationwide recognition through PLANET’s  

awards programs.
n  Safety resources, training, and information.
n  PLANET’s world-class company mentoring  

program Trailblazers.
n  Money-saving supplier discount and affinity partner programs. And much more!

Hurry, deadline for this offer is January 31, 2012!

JOIN the NETWORK Today
and Receive This FREE Green Industry Success Package!

•  CALL (800) 395-2522 and speak with  
PLANET’s Membership Department.

•  Email Gail Rogers at  
gailrogers@landcarenetwork.org

easy ways to JOIN THE NETWORK2
3880/2

Items in the kit may vary and are subject to availability.

LandcareNetwork.org

GIC TURNOUT bODES 
WELL FOR ThE INDUSTRY
If the turnout and enthusIasm 
at this year’s Green Industry Conference 
(GIC) are any indicators, then our 
industry has started to turn the corner 
on the economic malaise so prevalent 
for the last few years. Most PLANET 
members I talked with were enthusiastic 
about the coming year. They came to 
the GIC to grow their business by taking 
advantage of educational resources, 
including seminars, and networking 
with peers — coincidentally the two 
primary reasons for joining PLANET. 

I showed up for the same reasons, 
along with having a few additional 
responsibilities as PLANET president. 
I brought three employees who were 
instructed to take copious notes and to 
be prepared to share their experiences 
at evening debriefing sessions. 

There are far too many highlights to 
mention them all, but here are just a 
few of them. As always, attendees filled 
the tables at the popular Breakfast With 
Champions sessions, took advantage 
of the many formal and informal 
networking opportunities, and soaked 
up as much knowledge as they could 
in an information-packed seminar 
program. In between, they kicked a few 
tires, looked at the latest technology, 
and talked with suppliers at the trade 
show (see GIC story on page 12). 

GIC first-timers enjoyed a fun-filled 
and informative rally in their honor 

on Wednesday evening. 
Earlier in the day, 
approximately 50 
volunteers participated 

in the inaugural 
PLANET Gives 
Back community 

service project. The event, supported by 
the city of Louisville and the local affiliate 
of the United Way, was spearheaded 
by PLANET member Glenn Jacobsen, 
Landscape Industry Certified Manager. 
Volunteers planted shrubs and flowers, 
pruned, mulched, cleaned up areas, 
installed water features, and planted 
turfgrass at four downtown locations. 

If you know Glenn, then you know 
that he is the ideal person to champion 
PLANET Gives Back, and he’s looking 
forward to growing it as an annual 
GIC event. A special thank you to all 
the volunteers, lead sponsor JOHN 
DEERE, and supporting sponsors 
STIHL Inc., and Kichler Lighting for 
making this debut event a success.  

If you missed GIC this year, now is a 
good time to put it on your calendar for 
2012. Include a note to join PLANET, as 
well, if you’re not already taking advantage 
of the many benefits membership offers. 
I mentioned two of them above, but 
there are many more, including special 
supplier discounts that alone will more 
than pay for the cost of joining. 

On a more personal note, it was very 
gratifying for me to see GIC and PLANET 
as an organization doing so well. I’m 
serving as PLANET president because I 
truly love the industry and want to see 
members grow and succeed. Yes, we have, 
and will continue to have, challenges 
to overcome. Yet, I’m convinced the 
absolute best way to overcome them 
is through the efforts of PLANET and 
the strong, unified voice it represents.  

Thanks go out to all the volunteers, 
sponsors, and PLANET staff for once 
again making GIC a truly great learning 
and networking experience.    
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after 22 years In busIness, Kyle Webb, 
Landscape Industry Certified Manager, still hasn’t 
forgotten what it takes to be a success. The owner of  
A to Z Lawn and Landscaping  in Centerville, Ohio, began 
mowing lawns in school, tied together odds jobs, and 
struggled for several years before making a decent profit. 

“I suspect nearly every PLANET member can 
identify with my story and would give the same advice 
I would give to anyone getting into the industry,” he 
says. “Develop a solid business plan, assess the market, 
including the strengths and weaknesses of competitors, 
and be ready for lots of hard work and perseverance.” 
The three have paid dividends for this PLANET member 
whose full-service landscape management company 
serves HOAs, offices, shopping plazas, and other 
commercial properties in and around the Dayton area. 

His company even managed to grow throughout the 
recent downturn, until this year when downward pressure 
on prices and a few missed opportunities dammed up the 
revenue stream. “It was rather dog-eat-dog with everyone 
vying for the same commercial clients,” says Webb. 
“There hasn’t been much new commercial construction, 
and current clients have been cutting back as well. To be 
competitive, our company, like others, has had to become 
more efficient and learn to do more with less people.”

TESTING ONE’S METTlE
Meeting challenges is not new to Webb. “In college, I 
thought I was too good to cut grass, so I worked as a 
fitness instructor. A good friend, though, eventually 
coaxed me to go into the mowing business with 
him. He became sick, and left me holding an unpaid 
Yellow Pages ad, with no customers to pay for it.”

He continues: “For more than two years, I burned 
the candle on both ends and maxed out three or four 

credit cards to buy used equipment, a trailer, and a 
vehicle. I worked as a janitor and ran two paper routes 
in between going to school and running a business. 
I nearly worked myself to death and eventually was 
fired from my last paper route because I over slept. 
Something I’m not proud of, but it happened.”

Four years into the treadmill, the young entrepreneur 
had had enough. “I was going to sell copiers for 3M, but my 
wife Valerie, who was helping in the business, convinced 
me to stick it out for one more year. The following year a 
tree care company recommended us for two commercial 
accounts, and we finally started to make money.”

A to Z Landscaping continued to grow, and in 1996, 
it developed a relationship with a lawn care operator 
who, again, recommended Webb’s company. Within 
four years, revenue started to approach the $500,000 
figure, giving the owner a little breathing room and some 
time to explore his penchant for landscape installation.

fOCUS, fOCUS, fOCUS
In 2002, A to Z lost its biggest landscape management 
client because, in Webb’s words, “I stopped giving 
the customer that all-important personal touch.” 
The truth is, he was spending so much time trying 
to build his installation business that he temporarily 
forgot what got him to the ballgame. A year later, 
Webb joined PLANET and soon regained his focus. 

“I attended a PLANET symposium in New York City 
and came back with all 
sorts of ideas about how 
to improve my business,” 
he relates. “I immediately 
started crunching 
numbers and paying more 
attention to job costs. 
Some of my employees 
weren’t happy because 
they were asked to do 
more paperwork, but the 

C O M PA N Y  P R O f I l E

WhATEvER IT TAkES

a to Z Landscaping 
gave up installation 
a year before the 
economic crunch.

For kyle Webb, joining 
PLANET convinced him  
to work “on” instead of 
“in” his business.



renewed focus on direct costs proved very helpful.”
To borrow an old cliché, Webb said joining PLANET 

convinced him how important it was to start working 
“on” instead of “in” his company. A year later, he 
attended his first Green Industry Conference (GIC) 
in Charlotte, North Carolina, and inquired about 
becoming more involved with the association.

“With its networking opportunities and resources, 
PLANET was awesome, and it energized me,” 
Webb adds. “I’m not much of joiner, but I realized 
that participating on committees and meeting new 
people would allow me to grow personally and 
professionally. I also wanted to give something back to 
the industry, and this was a terrific way to do that.”

Today, the 10-year PLANET veteran sits on 
the PLANET Board of Directors and is a member 
of three committees, including education.  

TIMING COUNTS
A to Z Landscaping gave up installation and concentrated 
on its maintenance roots a year before the economic 
crunch. Webb says the timing was perfect because design/
build projects virtually disappeared. In fact, thanks to 
maintenance work, growing at an annual rate of 15 percent 
had been the company’s norm, until this past year.

“The price competition and training a new sales person 
slowed us down this year, but next year will be different,” 
Webb predicts. “I’m optimistic about next year. We 

have streamlined some systems and building is bound 
to pick up. We’re also in a position to pick up accounts 
from companies that didn’t streamline quick enough 
or make other adjustments to remain competitive.” 

When asked what he thought the industry’s biggest 
challenge is, he says “profitability.” “We’re charging 
25 percent less today for the same services we were 
providing 10 years ago. The trend hasn’t changed either. 
Recently, while participating in a panel discussion, an 
attendee asked where we thought prices are heading. I 
responded that prices today for our services are likely 
to be as high as they will ever be. Not everyone on the 
panel shared this opinion, but either way, contending 
with depressed prices will be part of doing business.”

Webb emphasizes that this fact alone makes being 
a PLANET member a requisite for companies that 
want to grow and be profitable, something he intends 
to do for several more years. “I’ve met some terrific 
landscape contractors who have become friends 
over the years,” he adds. “Everyone is willing to 
share their experiences and their failures, as well as 
their successes. Through PLANET, I’ve also been 
introduced to some industry consultants who have 
visited my facility and offered timely advice.”

For this entrepreneur, being a landscape contractor 
today requires doing whatever it takes to grow and be 
profitable. He lists four keys to his success: God, a wife 
who inspires him, PLANET, and great employees. For 

any organization, that’s a 
good list to make. 

ComPany ProfIle:
a to Z laWn and landscapinG, centerville, ohio

President:  Kyle Webb, landscape industry certified Manager
Founded: 1989   |   service Offering: commercial full-service landscape management

planet MeMber: 10 years
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Riding for Research
The weeklong cycling event kicked off at the Virginia 
Aquarium and Marine Science Center in Virginia Beach, 
Va., on Oct. 2. The cyclists continued on to Williamsburg, 
Richmond, Charlottesville, Front Royal, and Reston, finishing 
their journey in Washington, D.C., on Oct. 8 with a finale con-
cert celebration at American University with Rolling Stones 
keyboardist and conservationist Chuck Leavell. Highlights 
of the 2011 STIHL Tour des Trees included tree plantings 
in Colonial Williamsburg, Monticello and the state Capitol 
grounds in Richmond and 65 miles of spectacular cycling 
along the Blue Ridge Mountains. The Tour also stopped at 
Columbia Elementary School in Palmyra, where the entire 
school turned out to help plant a new tree and learn about 
how trees grow from the Tour’s youth education specialist, 
“Professor Elwood Pricklethorn” (aka Warren Hoselton, 
veteran Tour rider and arborist from Toronto, Canada.) 

Ongoing Dedication
“I am continually inspired by the dedication of the cyclists of 
the STIHL Tour des Trees,” said Janet Bornancin, executive 
director of the TREE Fund. “We’re fortunate to have a corps 
of cyclists who return to ride the Tour each year, and this 
year we welcomed 19 first-time riders to our ranks. They 
conquered some incredible hills this week, and raised a 
record-breaking amount of money for tree research despite a 
difficult economy. The STIHL Tour des Trees is the lifeblood 
of the TREE Fund, and the money raised each year funds 
the research that sustains our urban forests.” 

Since the Tour began in 1992, more than 970 riders have 
helped generate more than $5 million for tree research and 
education programs to help fund a variety of projects that 
have addressed disease and pest management, urban plant-
ing challenges, tree biomechanics and workforce safety.

2011 STIHL Tour des Trees Raises 
a Half Million Dollars for TREE Fund
Sixty-five cyclists from across North America took to Virginia’s scenic byways for the 2011 STIHL Tour des Trees 
to benefit the TREE Fund, America’s largest fundraiser for tree research. This year’s Tour has already raised 
more than $490,000 in the U.S. and Canada for the Tree Research and Education Endowment (TREE) Fund. The 
event’s legacy includes 45 new trees in Virginia and Washington, D.C., planted during the Tour’s outreach and 
education programs. 

The cyclists from the 2011 STIHL Tour des Trees gather on the National Mall before heading to the finale concert with Rolling Stone keyboardist and noted 
conservationist Chuck Leavell.

Tour riders, led by Team Canada’s Greg Hill, cycle to Virginia’s State Arboretum at Blandy Experimental Farm.

About the TREE Fund
The TREE Fund’s mission is to identify and fund programs which support the discovery and dissemination of new knowledge in 
arboriculture and urban forestry. The TREE Fund has supported research that has led to important developments in:

Understanding air pollution reduction and carbon sequestration by trees•	
Quantifying the costs and benefits of urban trees•	
Improving conditions for tree growth in difficult sites•	
Strategies to manage diseases and pests that affect urban trees•	

For more information, visit www.treefund.org

pHoTo CREDIT: DAVID HUCkER

pHoTo CREDIT: DAVID HUCkER

More than 45 new trees were planted along the Tour through various outreach 
and education programs. 

pHoTo CREDIT: CRAIG kIMBERLEy

“The TREE Fund supports research that is vital to trees and 
those who care for them,” said Anita Gambill of STIHL Inc., 
which has sponsored the Tour for 11 years. “We are pleased 
to work with these tree care professionals and give back to 
our community by supporting the research that helps ensure 
healthy trees for future generations.” 

Donate Now
Donations can be made to the TREE Fund through the STIHL 
Tour des Trees website, stihltourdestrees.org, and photos 
from each of the events are available on the media page. 

Get Ready for Oregon!
The 20th Anniversary  STIHL Tour des Trees will depart Aug. 5 and 
continue on a 585-mile loop through Portland, Ore., showcasing 
the region’s diverse scenery and eco-zones from the high desert 
of Central Oregon to the craggy, foggy coast. Douglas firs, Mt. 
Hood and the Columbia Gorge will provide spectacular backdrops 
for a week of challenging cycling, community engagement and 
fun. The STIHL Tour des Trees returns to Portland Aug. 11 in time 
for the International Society of Arboriculture’s annual conference 
and International Tree Climbing Championship. Registration for 
the 2012 Tour opens Jan. 3.

Sponsors of the 2011 STIHL Tour des Trees included:
STIHL Inc.; Bartlett Tree Experts; Asplundh Tree Experts; Dominion; kASk Helmets; The Davey Tree Expert Company; Arizona public 
Service; Mid-Atlantic STIHL; National Grid; pG&E; pacifiCorp; Arborwell; Casey Trees; Ford Motor Co.; Lewis Tree Service; the Mid-Atlantic 
Chapter of the International Society of Arboriculture (ISA); NGk Spark plugs; West Coast Arborists Inc.; Lebanon Turf; pogo Tree Expert Co.; 
Tech Tree Experts Inc.; Trees, Inc.; Valley Crest; Vermeer; Virginia Aquarium and Marine Science Center; and Wright Tree Service. 
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In 1997, Joel WIhebrInK Was, In hIs Words, 
“a one-man band.” For the first-year contractor 
from Warsaw, Indiana, 95 percent of his customers 
were homeowners, and he provided one service, 
mowing. Fourteen years later, his business landscape 
has changed dramatically. The owner of Wihebrink 
Landscape Management doesn’t mow. Instead, he 
offers landscape design and installation, hardscaping, 
maintenance (sans mowing), irrigation installation 
and repair, fertilizing and weed control, and snow 
plowing. His employment rolls have jumped from 
one to 10 with annual sales over $1 million — 
something mowing alone likely would not generate.

BUYING A jOB
For the first two years, Wihebrink says he was just 
earning a wage and not making enough money to 
grow the business. So, he conducted some basic market 
research to determine if there was a demand for a specific 

service area contractors didn’t 
offer? Several mowing customers 
who vacationed in Warsaw were 
from nearby Chicago, Indianapolis, 
Fort Wayne, and South Bend, and 
many enjoyed elaborate decks 
and other hardscaping elements 
back home. “They would likely be 
receptive to similar features while 
on vacation,” he mused, and he 

wanted to be the contractor to design and build them. 
“At the time, I had approximately 100 mowing accounts,” 

Wihebrink recalls. “Each year, I dropped a few of my least 
profitable accounts and eventually gave the 30 I retained 
to a mowing contractor friend. By 2003, I was completely 
out of the mowing business and well along in installation.” 

According to industry consultant Monroe Porter 
(Wihebrink is a member of Porter’s PROSULT™ 
networking group), “The first key step Joel took was to build 
a strategic relationship with a mowing contractor who did 
good work, but did not want to expand into installation.”  
As the relationship grew, they became a marketing team, 
with Joel sending mower customers to his friend who 
reciprocated by sending back installation prospects.

The transition to design/build didn’t happen overnight. 
Wihebrink initially hired a designer who was a Purdue 
University graduate and, as the business grew, retained 
two more, also from Purdue. They did and still do double 
duty, creating designs in the office, and then installing 
them in the field. The owner took several hardscaping 
courses at an area college, visited pavement manufacturers 
Belgard and Unilock, talked extensively with other 
PROSULT™ members who were in the installation 
business, and outfitted his first installation crew.

“It’s nearly a $250,000 investment for one installation 
crew,” he relates. “I purchased two dump trucks at 
$65,000 each, a $10,000 trailer to haul a $45,000 skid-steer 
load, and a $15,000 covered trailer filled with $20,000 
worth of tools. Of course, that’s not factoring in the 
salaries for designers and other members of the team.”  

NATURAl fIT
Installing and repairing irrigation systems was the 
next move for a contractor who became well versed 
in repairing systems that were torn up during 
installation projects. “We not only learned how to 
repair them,” says Wihebrink, referring to the broken 

Indiana contractor takes calculated approach to offering new services

Joel Wihebrink added design/build, 
sprinkler installation and repair, and 
lawn care to his service offering. 

“Don’t jump right 
in when offering 

a new service. It’s 
very important to 
start out slowly.” 

— Wihebrink

ThE PATh TO 
DIvERSIFICATION

f E AT U R E
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systems, “but, in the process, we also discovered 
design flaws that we could eliminate.” 

Much like adding installation, the move to irrigation 
repair and installation was calculated. First, he retained 
an individual to run the crew. “Since neither one of us 
had formal training with irrigation systems, we spent a 
full week with an irrigation contractor understanding his 
business,” explains Wihebrink. “Then, I sent him to another 
contractor to work on his irrigation crew for a month.  

“Setting up a crew was less costly than installation. 
I purchased a $30,000 one-ton van, which I tricked 
out for irrigation, along with a trailer, pipe puller, and 
a used trencher. Our irrigation business, however, 
has grown at a much slower rate than originally 
projected, in part because I underestimated our 
competitors and didn’t see the recession coming.”  

Two years ago, at the request of current customers, 

Wihebrink took on a handful of fertilizing and 
weed control accounts. Those 25 accounts more 
than tripled this year, and he expects the number 
to keep on heading north as he markets more 
aggressively to current customers and prospects.   

“I’ve learned a few things about diversifying,” says 
Wihebrink. “Doing the market research is an absolute 
requisite, as is being realistic about what it will take 
to offer a new service. I also communicated with 
several of Monroe’s group members, many of whom 
are PLANET members like me, before deciding on 
a course of action. Once the decision was made, I 
announced the new service in our newsletter and sent 
out messages to current customers with their invoices.
Finally, don’t jump right in when offering a new service. 
I believe it’s very important to start out slowly.”    

at this year’s green industry Conference, Monroe Porter 
presented a seminar on diversification. as he explained to 
attendees, “since the 2007 recession, many contractors have 
sought diversification as a way to triumph over a slowing 
economy. new types of work usually require new craft skills, more 
capital, new-fangled equipment, more employees, new marketing 
techniques, and a fresh company dedication to learning. 
anything new always requires more of your time to implement, 
and most small business owners are already short of time.”

says Porter, “a well-thought-out strategy can be a key element 
in building a more stable and profitable business. a poorly 
thought out approach can destroy your business and an already 
overstretched life. With unplanned expansion, you will find the 
business running you, instead of you running your business.”  

He gives the following tips for anyone looking to diversify:

 »  follow the numbers. My experience is that 20 to 30 
percent of the work contractors perform represents 100 
percent of their losses. Before diversifying, rid yourself 
of unprofitable business segments by raising prices or 
restructuring the losers. then, answer some key financial 
questions, including how much extra cash will adding a new 
service require. take into consideration funds needed to 
advertise the new service, pay for receivables, and so forth.  

 »  understand core competencies. Know what your company 
does really well. stepping outside of these strengths makes 
for even greater challenges and decreases the odds for 
success. For example, a mowing contractor’s strength might 
be doing estimates quickly and efficiently in the spring. a 
design/build contractor might excel at taking the time to meet 
with the customer to define that customer’s specific needs.

 »  learn to manage your time. expanding into something new 
always takes more time than one realizes, and growth failures 
are frequently the result of time management issues. You 
cannot be financially successful by doing the job of a laborer, 
babysitter, or delivery person. identify where you can 
delegate so you can have the time to work on a new venture. 

 »  identify people and skill requirements. What new skills will a 
new service require, and do you have the people to do it? You 
probably are not going to seamlessly take the same employee 
who mows a suburban lawn and transform that individual into 
a specialty pruner on a multimillion dollar estate. You also 
probably are not going to quickly teach a laborer who plants 
trees to layout and set up sprinkler zones or level paver steps.

 
“diversity is a good thing,” adds Porter, “and you should diversify 
your business. Before you do, however, fix what may be broken with 
your current service offering, and then evaluate new opportunities. 
do your due diligence, expand one thing at a time, and be realistic 
about the time, money, and learning curve the venture requires. 
Yes, by all means diversify, but be realistic about the process.” 

Monroe Porter is president of PROOF Management Consultants 
and founder of PROSULT™ Networking Groups developed to help 
noncompeting contractors. He can be reached at (800) 864-0284 
or monroe@profman.com or visit his Web site at proofman.com.

dIversIty: business success or Chaos

“Yes, by all means diversify, but 
be realistic about the process.”
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attendees at thIs year’s Green Industry 
Conference in Louisville  took PLANET’s  event 
theme, “It’s time to grow,” to heart. “We came to 
learn, to see the trade show, and become energized,” 
says PLANET member Tony Sposato, president of 
Sposato Landscape Company in Milton, Delaware. 
“We are not disappointed. It’s been a great event.”  

His sentiments were echoed throughout the four days 
as landscape professionals from around the country 
agreed that this year’s event exhibited more energy 
and enthusiasm than in recent years. “We’re having a 
good year,” relates Gachina Landscape Management’s 
John Gachina, Landscape Industry Certified Manager. 
“Other attendees are having a good year, as well. 
You get the feeling things are turning around.”  

Gachina brought eight employees to GIC, including the 
company controller, the IT systems and HR managers, 
and three branch managers. “It’s always great to see and 
visit with old friends and make new friends who have 
businesses like mine,” he adds. “Just as fun is watching 
how my first-time attendee employees react to seeing just 
how big this event is, and how big the industry really is. 
They’re wowed. This is also a great team-building event.”

Teams were kept busy as the value-packed educational 
program kicked off on Wednesday along with the 
introduction of PLANET Gives Back, a community service 
project. The day’s activities concluded with a Newcomers 
Rally and the PLANET Welcome Reception and Live 

Auction; the auction brought in $24,000 to support 
PLANET’s government affairs efforts and PLANET 
Academic Excellence Foundation (PLANET AEF).

NETWORkING, NETWORkING, NETWORkING
For many new and returning GIC attendees, networking 
with peers is the highlight of this event. Kujawa 
Enterprise’s Joe Kujawa, Landscape Industry Certified 
Manager, said it best when he pointed out that casual, 
informal gatherings often garner some of the best 
discussions for him. Others found the ever-popular 
three-day Breakfast With Champions hard to beat 
for a formal networking and educational venue. 

“We had a very interesting Breakfast With Champions 
on Thursday morning,” relates DOWCO’s Maurice 
Dowell, Landscape Industry Certified Manager, one of 
60 table facilitators. “The topic was ‘How to Generate 
Amazing Profits’ and the takeaway was clear — 
incentivize everyone.” His daughter Kelly also facilitated 
a table topic on Thursday titled, “Keeping Customers 
When Money Becomes More Important than Service.”

Breakfast topics ranged from business 
development, customer service, and accounting/
financial software to Internet marketing, PLANET 
certification, safety, and human resources. 

The educational centerpiece of the conference 
is the seminar program, highlighted by dozens of 
presentations from industry experts. “The program is 
geared toward helping attendees grow their businesses,” 
explains GIC Subcommittee Chairperson Phil Fogarty. 
“Just to show how critical this information is, one 
new attendee told me he saved for six 
months to come to GIC to learn more 

f E AT U R E

ENERGY &  
ENThUSIASM  

pervade this year’s giC

John Gachina brought 
eight employees to GIC. 
“This is a great team-
building event,” he emphasizes. 

Like other GIC attendees,  
Tony Sposato came to learn, 
see equipment, and, in his 
words, “become energized.” 

G R O W      C O N N E C T      D I S C O v E R      N E T W O R k

S h A R E     E x P L O R E
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about the industry and how to be successful.”
He was not alone. Landscape professionals jammed 

sessions presented by industry veterans such as Mike 
Rorie and Jim McCutcheon, Landscape Industry 
Certified Manager. In his presentation on the “The 
Advantage of Great Systems,” Rorie told a packed house 
that owners of system-driven landscape companies 
enjoy five distinct advantages over those without 
systems. Those advantages include better control of their 
companies, their costs, and employee performance.  

Attendees like Thornton Landscape’s Andy Doesburg, 
Landscape Industry Certified Manager, had high praise 
for McCutcheon’s “Stop Thinking Like a Landscaper” 
session. “He talked about learning from the experiences 
of other industries and the importance getting into 
the mindset of a business person,” says Doesburg.    

STRESS REDUCERS
Thursday evening’s keynote speaker David 

Zerfoss, CEO of the Zerfoss Group and former 
president of Husqvarna Professional Products, gave 
attendees a glimpse of his book, Stress Is a Choice. 
His energized presentation included “10 Rules to 
Simplify One’s Life.” Among them is to take more 
advantage of nature as a natural stress reliever. In 
other words, “get outdoors” he told the audience.  

Landscape professionals had plenty of opportunity 
at GIC to take the speaker up on his suggestions. They 
walked the outdoor product demonstration area on 
Thursday and Friday and, both evenings, enjoyed outdoor 
concerts at Fourth Street Live!, Louisville’s premier 
entertainment and retail district located in the heart of 
historic downtown. Country music’s newest trio Stealing 
Angles took the stage on Thursday, followed the next 
evening by The Davisson Brothers and Charlie Daniels. 

On Friday, attendees of PLANET’s Awards 
Presentation and Reception responded generously to 
master of ceremonies Rick Doesburg’s call to support 
the PLANET Academic Excellence Foundation. 
Seven new Ambassadors each pledged $25,000 to the 

Foundation, and the Ohio Nursery and Landscape Assn., 
already an Ambassador, pledged an additional $50,000. 
During the reception, there was a visual presentation of 
Environmental Improvement Awards projects, Lawn 
& Landscape magazine recognized several companies 
on its 2011 Top 100 list, and PLANET Leadership and 
Safety Recognition recipients were also recognized.

At a PLANET press conference on Friday, PLANET 
President Jerry Grossi, Landscape Industry Certified 
Technician, talked about some of the optimism that 
energized this year’s conference and trade show. He 
noted figures on increased attendance for both GIC and 
GIE+EXPO paralleled what was happening industrywide, 
with many companies reporting both revenue growth 
and hiring new employees. Grossi later summed up what 
attendees at this year’s event were also thinking about 
GIC and the industry: “I feel good and ready to go!”    

Mike rorie’s presentation on “the advantage of 
great systems” drew a packed house. (Left) “Human 
resources for Companies Without a Human resources 
department” was one of many well-attended tables at 
the always popular Breakfast With Champions. (right)

VoiceoftheGreenIndustry.org

YouTube.com/LandcareNetwork
Twitter.com/PLANET2005

Facebook.com/ProfessionalLandcareNetwork

LandcareNetwork.org/events/crystalball

Get to know the Crystal Ball Reports. 
Follow us for valuable content:

What’s NEXT  for  the green 
industry? I f  you had a cr ystal  bal l
what would you want to know 

about the FUTURE?

#CBReport

G R O W      C O N N E C T      D I S C O v E R      N E T W O R k



6quick
  tip

Using a skid steer or other piece of compact equipment can increase 
your ability to manage snow more effectively in special areas or tight 
situations, and offer a more versatile approach to battling Mother Nature. 
Loading docks, parking lots with many obstacles, fueling areas, storage 
units, and sidewalks are all great examples of areas where compact 
equipment can make a big difference. Skid steers have a much tighter 
turning radius, and can accommodate numerous attachments including 
blowers, blades, containment (box) plows, and spreaders.
As with any piece of equipment, proper training and safety measures should be taken when operating. 

This tip was created by the Snow & Ice Management Association, Inc. and its website GoPlow.com 
and is made possible by Bobcat Company.

Find more useful tips at www.goplow.com/tips 

Bobcat® and the Bobcat logo are registered trademarks of Bobcat Company in the United States and various other countries.
©2010 Bobcat Company. All Rights Reserved.  |  1137A-0

www.bobcat.com/tips5

For Bobcat Company there is no off
season, and that holds true for many of 
our customers. Maximize your equipment
investment with a range of snow removal
attachments to keep your machines
moving during the winter months. 

Bobcat has the industry’s widest selection
of attachments that are matched speci-
fi cally to Bobcat machines for the best 
possible performance to clear sidewalks,
walkways, parking lots, and streets. 
Do the job from beginning to end with
just one machine, or swap your attach-
ments between machines to really
improve productivity. 

Only Bobcat offers so many options that 
let you take control of every job and
tailor your machine to meet your needs. 
Whether you include the high-flow
hydraulic power to throw snow farther
and faster, the enclosed cab with heat to 
keep your toes and fi ngers warm or the 
ability to accommodate any operator’s
preferred control pattern using the
Advanced Control System or Selectable 
Joystick Controls, with Bobcat it’s up
to you! 

For light to moderate snowfalls, choose 
the snow blade to clear driveways and 
other large areas. The versatile mold-
board angles hydraulically 30 degrees to 
the left or right. The available end wing 
kit for 7-ft. and 8-ft. models converts the 
blade to a high-production snow pusher. 

With five blade positions, the snow
V-blade provides versatile options for 
plowing through the deepest snow. Use
it as a V-blade to clear a path through 
deep snow; as a scoop blade to scoop, 
push or pile snow; a straight blade to pile 
large amounts of snow; and as an angle 
blade to push snow to the right or left. 

you, we have a machine and an attach-
ment for it – all built with the legendary 
Bobcat toughness and durability 
you expect. 
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Protect the integrity of paving stones, 
decorative concrete or sloped sidewalks 
with the Bobcat snow pusher. The exclu-
sive free-fl oating blade offers lift, tilt and 
oscillation to keep the moldboard in
contact with the surface across the width 
of the blade – so you can avoid damage
while cleanly removing snow from un-
even surfaces. 

Winter is unpredictable. Light, fl uffy snow
... wet, heavy slush ... hard, dangerous 
ice. No matter what the weather throws at 
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1BUIlD YOUR NIChE
Jack Welch, chairman and CEO of General Electric 
between 1981 and 2001, stated, “We will be No. 1 or  
No. 2 in a business niche, or we’ll get out of it altogether.” 
And, he did just that, moving GE out of several business 
segments where it was a follower, not a leader. You see 
the same in the green industry, with the leaders like Scott 
Brickman and Mike Rorie (formerly of Ground Masters). 
These leaders believed in dominating their niches.

There are three types of niches a company 
can dominate: client, service, and/or geography. 
Building your niche takes years — through constant 
relationship building and improving your services. 

 » aCtIon steP: the value lunch. Once a 
month, invite 2–3 employees for a value lunch, and 
tell them you will pay if they come prepared to answer 
one question: How can we add more value to our 
clients? Also, once a year, take a group of four clients 
to a value lunch, and ask them for feedback on how to 
improve your service to them. Record the conversation 
(with permission), and play it back for your staff. 
It will focus and energize your entire company! 

2 BENChMARk — 
hOW DO YOU COMPARE?

The key is to benchmark your numbers with those of 
other achievement-minded CEOs in our industry. It 
is best to compare divisional numbers; for example, if 
one company does mowing and lawn care, and another 
does mowing only, you need to break out your mowing 
numbers in order to make a meaningful comparison.

In my experience, there are 40 financial and 
operational benchmarks to compare if you want 
to drive improvement. Here are 10 of them: 

 » Gross margins
 » Labor as a percent of net sales
 » Overtime
 » Non-charge time
 » Equipment-related expenses
 » Overhead labor
 » Sales closing ratios
 » Upsells as a percentage of maintenance contracts
 » Client retention
 » Employee retention

Comparing numbers is only half the process — it is 
critical that you get into open conversations about what 
these higher-performing companies are doing different 
from you, and vice versa. (This is called “peeling the 
onion.” For information on how to hold a “peel the 
onion” conversation, email me at Jeff@jeffreyscott.biz.)

 » aCtIon steP: Review PLANET’s Operating 
Cost Study for the Green Industry, and see where 
your numbers differ.  Also, get together with a group 
of success-minded CEOs (or a peer group) and 
compare your divisional P&L and key benchmarks. 

C O N S U lTA N T  C O R N E R

7 hAbITS OF hIGhLY 
SUCCESSFUL CEOS

By Jeffrey Scott

7 habits of highly successful CeOs

I have culled the following 7 habits from working side-by-side with 
highly successful CEOs, both in and outside the green industry.  

As you read through them, you may find that one or two are 
outside of your comfort zone. I would urge you to 

“lean in” and explore these habits more. 
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3COMMUNICATE lIkE A ShIP CAPTAIN
Good leaders are like  ship captains; that is, they have to 
remind the crew where they are going, how far they have 
come, and what needs to happen next. Use the following 
approach to increase your employees’ motivation.

the fIve-PoInt vIsIon:
1.  describe where you are going — Paint the picture 

in specific terms; for example, Our goal is to 
reach 200 comprehensive high-profit clients who 
buy X, Y, and Z from us; we will get there by …. 

2.  explain why you are going there — For 
example, By reaching this goal, we will be able 
to create upward mobility for our employees, 
give back more to our community, and be 
better positioned to serve our clients.   

3.  remind where you came from, and clarify your 
progress — For example, We started on this goal two 
years ago, struggling for business with inconsistent 
quality. We have since improved our quality scores 
to a B+, and we’re meeting our profit goals.

4.  Celebrate the progress you’ve made — 
Sometimes you just need to say thank you:  
“You are the best team I have ever worked with, 
you can be proud of what you have accomplished.”

5.  share the next steps — Tell them what 
needs to happen during the next one to three 
months to keep moving toward the goal.

4 BAlANCE RESUlTS WITh 
EMOTIONAl INVESTMENT

The more results-oriented you are, the more important 
it is to have an emotionally balanced staff that will 
thrive in a high-performance environment. Use the 
following tool to create a productive environment.

mentor in business and life goal setting. Meet 
monthly with your managers to review their business 
and personal goals. On a sheet of paper, write down 
their one month, short- and long-term goals. Start by 
asking how they are doing personally. Ask them to give 
a rating from one to 10. If they answer seven or below, 
ask them what it would take to raise that to a nine. If they 
answer eight or better, then ask them about their long-
term goals and what needs to happen next. Repeat this 
conversation around their (and your) business goals.

5MAkE YOURSElf DISPENSABlE
If you don’t grow as a leader, there is no room for your 
people to grow. Spend more of your time on High 
Value Activities (HVAs) — things only you can do 
to bring more value to the company (e.g. spending 
more time with clients and top employees, reviewing 
numbers, etc.). To do this, you need to delegate your 
lower value activities, and doing so requires hiring 
teachable, motivated people. When I make a consulting 
visit with a company that is stuck at a glass ceiling, I 
often find two types of employees working there: 

 » Employees with great potential (A and B 
players) who are not receiving enough delegation 
and mentoring. They need more attention.

 » Employees not willing to grow (C or D players). 
They need to be repositioned or moved out. 

6GET A lIfE
First, you have to define what you want out of life. Success is 
not about being the biggest; rather, success is your ability to 
decide for yourself what you want. For example, one owner 
I work with runs a $3 million company, and his goal isn’t to 
grow larger. He has set up his company with a management 
team that allows him to take off four relaxing weeks each 
fall. That is his definition of success! What’s yours? 

 » aCtIon steP: Have coffee with a confidant, 
and share what your “ideal year” would look 
and feel like. Share how you would like to live 
your life different from how you do now. 

7 ASk fOR hElP — 
BUT fIRST, “fIx ThE MIx!” 

You will only be as successful as the people you spend 
the most time with. Surround yourself with the right 
mix of success-minded people and you increase your 
chances of raising your vision and executing on these 
habits. Look at highly competitive athletes, CEOs, 
and leaders in our society. They almost all surround 
themselves with success-minded advisers, coaches, 
and support staff. What does your inner circle look 
like? Is it time for you to make a change?    

JeFFreY sCOtt, is a business consultant and author of The Referral 
Advantage and The Leader’s Edge. He facilitates highly productive peer 
groups for landscape business owners who want to transform and profitably 
grow their business. to learn more, visit GetTheLeadersEdge.com.
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In aPrIl, the Planet board of dIreCtors 
approved a new specialty group, Irrigation & Water 
Management. Comprised of 10 members who make up 
a cross section of the irrigation industry, the new group 
will give the green industry a strong voice to address 
important water issues that affect all PLANET members.

“PLANET has more than 1,200 members who 
perform water management services,” explains 
Irrigation & Water Management Specialty Group 
Chair John Eggleston. “They may offer irrigation 
installation and repair, provide drainage services, or 
install water features and rain harvesting systems. 
Until now, they haven’t truly had a platform to vet 
issues and concerns specific to their specialty and 
otherwise devise strategies to address them.”

ThE ChARGE
The new specialty group has a full agenda, Eggleston 
explains. “First and foremost, the group will give 
irrigation contractors and other PLANET members with 
water issues and concerns a sense of community. In fact, 
at this year’s GIC, our specialty group presented sessions 
at Breakfast With Champions, held three seminars, 
exhibited in the outside demonstration area, and hosted 
networking sessions. The networking opportunities 
naturally transcended formal get-togethers as group 
members made new acquaintances and friendships.”

Eggleston notes that it will also bring together 
public relations resources about the benefits of 
turfgrass, including the symbiotic relationship 
between a healthy landscape and water. Referring 
to his opening statement that “you can’t have one 
without the other,” he emphasizes that “healthy 
landscapes play a key role in returning water to 
the cycle — not to mention the myriad of other 
environmental benefits they bring to the table.” 

Committee members are currently collecting 
substantiating data that will provide additional 
credibility to the PR message. Adds Eggleston, “This 
type of information will definitely attract the attention 
of those public officials who have raised questions 
about green landscapes and the need to water them.”

Another important charge for the committee is 
the chair’s reference to “raising water in the pond.” 
“We want to get information into the hands of 
contractors who may not be well versed about using 
the latest technologies or applying the best water 
management practices,” says Eggleston. “That includes 
many smaller PLANET members who now will 
have the opportunity to network with experienced 
irrigation practitioners and share resources.”

GETTING INVOlVED
Having access to new business, marketing, and technical 
resources relating to water management is just one more 
reason to become a PLANET member. The Irrigation 
& Water Management Specialty Group enhances 
an already attractive member package that includes 
specialty groups in design/build/installation, landscape 
management, lawn care, and interior plantscaping.  

As Eggleston points out, if you’re a PLANET 
member with services in all the specialty areas, 
the access to resources is invaluable, and it can be 
even more valuable for members who are looking 
to diversify or who just want to learn more about 
the interrelationship among the specialties. 

“We encourage PLANET members and nonmembers 
alike to get involved within the industry and help 
bring important issues to the forefront. You’re not 
alone, although it may sometimes feel like you are.”

Being a member of PLANET provides a sense of 
community in the same way the individual specialty groups 

do. With the addition of the 
Irrigation & Water Management 
Specialty Group, the community 
just became even more relevant 
and attractive to every member 
of the green industry. 

NEW SPECIALTY GROUP  
‘raises water in the pond’

“PLANET has more than 1,200 members 
who perform water management services.” 
— Chair John Eggleston, Irrigation & Water Management Specialty Group



Trailblazers on Call

Are you a PLANET member with a 

tough business or technical question? 

Need business advice? A PLANET 

Trailblazer On Call can help. Simply 

e-mail your question to membership@

landcarenetwork.org and one of our 

remote Trailblazers will contact you within 

24 hours. For details about this program, 

contact GailRogers@landcarenetwork.org.

Certifications savings
Now through March 1, 2012, groups of four or more can save up to 50% on select certification exams or an individual can save 25% on PLANET’s NEW Landscape Industry Certified Lawn Care Technician-National exam. For details on this certification promotion, visit LandcareNetwork.org, or contact certification@landcarenetwork.org.

Planet universe — 

learning & sharing

PLANETUniverse.org is your 

online learning portal. Use the 

information/tools; share what works 

for you! All submissions will be 

reviewed before they are posted.  

For more information, email  

JoanHaller@landcarenetwork.org.
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Green Industry Great  
escape: march 1–4, 2012
The Green Industry Great Escape to the Atlantis Resort 
& Casino, Bahamas, is the start of an annual revolution in 
learning with a refreshing, life-focused twist. Save money by 
registering before January 30, 2012. For more information,  
visit LandcareNetwork.org/GreatEscape. 
Passports are required for travel to the Bahamas. For information about 
obtaining or renewing a passport, visit the U.S. Department of State Web site. 

student Career days: march 22–25, 2012
Cultivate a green future! Join college students from across the 
nation for PLANET’s 36th annual Student Career Days (SCD) at 
Kansas State University, Kansas. For more information about SCD 
and highlights from the 2011 event, visit StudentCareerDays.org.

Interior Plantscape symposium: april 19, 2012 
Partners OFA - The Association of Horticulture Professionals and 
PLANET will host the 2nd annual Interior Plantscape Symposium 
at Longwood Gardens, Pennsylvania. Come gain practical training 
for the front line with opportunities to earn CEUs toward Landscape 
Industry Certified Technician recertification as well as pesticide credits. 
More information is available at LandcareNetwork.org/events/ips. 

Planet day of service: april 20, 2012
Last April, some 3,200 volunteers carried out more than 
200 projects in 43 states and Canada. Join the movement 
and participate in the 4th annual PLANET Day of Service. 
For more information, visit planetdayofservice.org, or email 
HeatherFinney@landcarenetwork.org.

supplier  
discount Program

PLANET membership is practically FREE 

with the money you save when you use 

PLANET’s Supplier Discount Program. 

You will find the list of participating 

Suppliers in the Member Center at 

LandcareNetwork.org or by contacting 

CherylClaborn@landcarenetwork.org.
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environmental Improvement 
awards (eIa) Program
Today’s project could be a great entry for 
next summer’s EIA Program. It’s a great 
way to have your work validated by peers 
and gain added credibility with clients. For 
more information, visit LandcareNetwork.
org and, from the Membership tab, select 
PLANET Awards Program, or contact 
GailRogers@landcarenetwork.org.

new titles in the 

Planet bookstore

Several new titles, including the 

newly released Landscape Training 

Manuals for irrigation, installation, 

and maintenance technicians, have 

been added to the PLANET Bookstore. 

Check them out and get your copy 

today at LandcareNetwork.org on the 

Bookstore tab.

show you’re  

Committed to safety

Join the STARS (Safety Training Achieves 

Remarkable Success) Safe Company Program, 

designed to help green industry companies 

lower their total costs of risk by reducing 

hazards and injuries. And, show your employees 

and customers just how committed you are by 

participating in the Safety Recognition Awards 

Program, sponsored by CNA. Both programs 

are FREE! For more information, contact 

CherylClaborn@landcarenetwork.org.

 

for More inforMation about any of these planet events or neWs: 
Ph: (800) 395-2522  |  Fx: (703) 736-9668  |  Web: LandcareNetwork.org  |  email: info@landcarenetwork.org

Green Industry Conference 
recordings available
Didn’t attend GIC or did, but couldn’t 
attend all the educational sessions? 
Session recordings, captured LIVE from 
GIC and synchronized to PowerPoint 
presentations, and downloadable 
handouts can be purchased by going to 
GreenIndustryConference.org and selecting 
the Live Learning Center. Order them today!

Planet WebinarsTake advantage of virtual learning opportunities and earn CEUs toward Landscape Industry Certified recertification in the process with PLANET webinars! They’re FREE for members, archived to view at your leisure, and cover a wide spectrum of topics, including marketing and branding, safety and training, legal and HR issues, public relations, and other general business subjects. Select Webinars from the Events/Education tab at LandcareNetwork.org.

All PlANET EDUCATIONAl EVENTS qUAlIfY fOR 1 CEU PER hOUR Of INSTRUCTION TOWARD lANDSCAPE INDUSTRY CERTIfIED RECERTIfICATION.
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David Snodgrass 
Dennis’ 7 Dees Landscaping 
Portland, Oregon

“400 acres. 12 professionals. 1 brand.”
“The best way to attack a 400-acre horse ranch is with the horsepower 

I can only get from STIHL equipment,” says David Snodgrass. One of 
the largest landscaping companies in Portland, Dennis’ 7 Dees is an 
extension of the family business started 55 years ago. But these days, 
just getting the job done isn’t enough – it’s getting the job done cost 
efficiently that really helps the business grow.

David adds, “Using STIHL means less training and downtime for my 
crew, and more time on the job. My dealer provides great service when 
I need it.” One brand – it’s smart on the ranch and on the bottom line.

To find a dealer visit: STIHLusa.com 
or text your Zip Code to STIHL (78445)
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