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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)

STL_7Ds_PlanetAdv2012_final.indd   1 7/31/12   12:05 PM
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On MOnday, July 9, MOre 
than 400 volunteers did what they do 
best to care for the place that honors 
our soldiers. In fact, few PLANET 
events have the impact that Renewal & 
Remembrance has, and this was the 16th 
year that PLANET members gathered 
in our nation’s capital to enhance the 
beauty of Arlington National Cemetery.  

In addition to liming and aerating 150 
of the cemetery’s more than 500 acres, 
volunteers also worked on irrigation 
projects and installed lightning protection 
for several time-honored trees there. 
Fifty children, ages three to 12, also 
participated by planting perennials and 
visiting the Tomb of the Unknown Soldier. 

We’re proud to honor our veterans 
and heroes during this day of service. 
PLANET members also see it as an 
opportunity and duty—an opportunity 
to show their pride, dedication, and 
patriotism, and their duty to dedicate 
their professional passion for landscaping 
and lawn care to their country.

No matter how many times you go to 
this event, you walk away feeling even 
more proud than ever to be an American, 
and more aware of the enormity of the 
sacrifice it has taken and continues 
to take to preserve our freedom.

Brett Lemcke, Landscape Industry 
Certified Manager, and his father Rick, 
from R.M. Landscape in Rochester, 

N.Y., attended Renewal & 
Remembrance 
for the first time. 
Both participated 
on a liming crew. 
“It was quite a 

sight to see the 

safety vests throughout the 
cemetery,” Brett later related. 

He noted that the liming operation 
was halted when a funeral procession 
passed by, adding, “It put into 
perspective very quickly what we are 
doing and why we’re doing it.” 

It was also the first time for Bill Horn, 
Landscape Industry Certified Manager & 
Technician, from Denver-based Terracare 
Associates. “Of all the PLANET events I’ve 
attended over the years, this has to be one 
of the most, if not, the most influential,” 
he emphasized. Bill helped out with the 
children’s program, teaching youngsters 
how to properly plant and maintain 
perennials. “I learned how to plant and 
work in the garden when I was young 
and have always enjoyed the opportunity 
to return the favor,” he added.

Regarding Renewal & Remembrance 
overall, he said, “This was my first time, 
but not my last, and I’m sorry I waited 
so long. It’s been life changing.”

Bill’s comments were shared by 
other first-time volunteers and veteran 
participants alike, who also attended 
Legislative Day on the Hill and the 
Leadership meetings held in conjunction 
with the event. Yes, this was a time when 
everyone there was proud to share their 
expertise and passion for the industry 
with their country. More than anything, 
though, it was a time to remember those 
who have given so much so we can be free. 

Many thanks go out to all the service 
provider and supplier volunteers, 
including Platinum Sponsor New 
Holland Construction, for its help 
with and continued support of 
Renewal & Remembrance.   

TIME TO REMEMbER 
AND RENEw

NormAN GoLDENbErG, PLANET President
Landscape Industry Certified Technician4  |  Fall 2012  PLANET ADVANTAGE
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After more than a quarter 
century in business, Ed Quinn, 
owner of E.A. Quinn Landscape 
Contracting in Glastonbury, Conn., 
has experienced his share of change. 
When he started mowing lawns in 
high school in 1984, the H-2B guest 
worker program was nonexistent, 
government was less obtrusive, 
customers were less sophisticated, 
and technology had yet to make the 
quantum communication leap. 

Fast forward 28 years, and 
Quinn’s full-service landscape 
management company relies heavily 
on guest workers and has for years. 
One of its best marketing tools is an 
attractive website where more savvy 
and demanding customers can learn 
about outdoor kitchens, fireplaces, 
and other services the company 
offers. What started out strictly as a 
maintenance company now divides 
its work almost equally among snow 

removal, hardscape installations, 
maintenance, and lawn care, 
including the addition of a mulching 
and hydroseeding operation.  

Growth curve
Quinn’s big opportunity in 
landscape maintenance came 
after graduation when he 
developed a relationship with a 
couple of property managers. 

“I eventually became bored 

with maintenance, though, and 
started to do more hardscaping,” 
he admits. “I didn’t have much 
experience, but learned on the job 
as I gradually grew the business.” 

As it evolved, the company took 
on more commercial accounts, 
one of which prompted a timely 
growth spurt. “One of our first 
watershed moments occurred 
when we were awarded a large 
commercial planting project. It was 
a multiyear venture that involved 
both landscape installation and 
erosion control,” Quinn explains.

Another of his company’s 
notable growth spurts happened 
a few years later, just before the 
economic downturn, when it began 
to target high-end residential 
design/build projects. The shift 
allowed the owner and his trained 
staff to install more sophisticated 
hardscapes, including outdoor 
kitchens and fireplaces, and 
highlight properties with new and 
different varieties of plant life.

“I believe one of our strengths 
today is our knowledge base,” 
says Quinn. “Our staff includes 
four University of Connecticut 
horticulture graduates, and 
we have a total of 615 years of 

Ed Quinn says that understanding the business of running a business is more important now 
than ever before. 

FuLL sPEED 
AhEAD in 
connecticut

c o m p a n y  P r o f i l e

Ed Quinn is a strong supporter 
of H-2B, noting that without 
the program he couldn’t grow 
his company or hire more 
American workers. 
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experience among our employees.” 
Operations Manager Matt 

Bagshaw accounts for at least a 
decade of that experience. He 
mowed lawns for Ed while in high 
school and came to work for him 
full time 10 years ago, overseeing 
mower and later the lawn care 
operation. Today, he manages the 
company’s day-to-day operation.

Like the owner, Bagshaw touts 
knowledge and experience as key 
company attributes, and adds the 
fact that the company has been a 
longtime user of the H-2B guest 
worker program. “We’ve been 
using the program since I started 
working here,” he recalls. “Every 
year, we depend on a dozen or so 
workers, and they’re not solely 
laborers. No, many of them are 
running crews and have developed 

good rapports with our customers. 
They are critical to our operation.”

Quinn agrees. “It would be a real 
challenge for us, as it would be for 

other landscape contractors, to 
either lose the program outright or 
have it become so expensive and 
unwieldy that we couldn’t use it.”

He continues: “Our legislators 
are operating under the false 
premise that the H-2B program is 
taking away work from American 
workers. To the contrary, the guest 
workers we bring in allow us to 
grow our company and hire more 
employees. In fact, we’ve recently 
added seven people to our head 
count, and without guest workers 
and the work they bring in, we 
wouldn’t be able to support them.” 

StayinG involved
The importance of the H-2B 
program is only one area where the 
government is out of touch with 
reality according to Quinn. “In 

 
COMPANY 
PROFILE:
E. A. QuiNN 
LANDscAPE 
coNTrAcTiNG 
Glastonbury, cT

Owner: Ed Quinn

Founded: 1984 | Full-
service landscape 
management | Employees: 
35 during peak season

PLANET MEMBEr: 
10 yEArs
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Connecticut, for example, the use of 
pesticides on kindergarten through 
eighth grade playing fields is banned, 
and there was an initiative to do the 
same for middle and high schools. 
The poor turf conditions from the 
initial ban has caused legislators 
to take a second look. In addition, 
most business owners would also 
agree with me that the amount of 
‘red tape’ alone is discouraging, not 
to mention very time-consuming.”

Random stops of company vehicles 
have also become a challenge, 
Bagshaw adds. “DOT truck safety 
squads can pull you over for no 
reason, just a check, and then fine 
you for any violation they find, 
large or small. We pride ourselves 
in being efficient and keeping our 
equipment in top shape, but the 
stops are just another obstacle that 

business people have to hurdle.”
E.A. Quinn Landscape 

Contractors joined PLANET (then 
ALCA) 10 years ago, in part to 
add its voice to the collective voice 
of the green industry. Since then, 
the company has rallied behind 
PLANET to support the H-2B 
program and speak out against 
potential legislation that threatens 
the industry. Quinn says they’ve 
also taken advantage of PLANET’s 
resources for developing an 
employee handbook and sat in on 
several informative webinars.

Experience, though, has been 
a great teacher for this owner. 
He’s learned over the years how 
important it is to partner with 
other companies, including those 
who offer the one service his 
company doesn’t; that is, irrigation 

installation and maintenance. With 
the recent addition of a mulching 
and hydroseeding operation, he’s 
expanded the partnership to even 
include some area competitors. 

His business acumen has won 
him several accolades. Last year, 
the company was named the best 
landscape contractor in the county 
and Quinn was recently awarded 
Business Person of the Year by his 
local Chamber of Commerce. The 
company has also won numerous 
awards for its hardscaping work. 

Looking ahead, Quinn sees 
opportunities, but none of what 
he calls “golden keys” to growth. I 
believe the key to moving forward is 
focusing on our company’s strength 
and making sure our customers 
truly understand the value they’re 
getting for their dollar.”    

PLANET New Releases
Pricing for the 
Green Industry – 
3rd Edition
— Frank Ross

Item AB-0044 
Members $80/ 
Nonmembers 
$120
Major economic shifts 
in the economy starting 
in 2007 have resulted 
in a new “normal” way 
of conducting business. 
Green industry company 
owners and their staff need 
to be able to price work 
accurately and efficiently 
to be successful in this 
new economy; Frank Ross 
shows you how.

2012 Operating Cost 
Study for the Green 
Industry
—  PLANET in partnership with the Profit  

Planning Group

Item AB-0045 
Members $75/
Nonmembers $112.50
This comprehensive, 
yet straightforward 
report, based on the analysis of income 
statements, balance sheets, and operating 
data collected from participating green 
industry companies, will help guide 
green industry business owners toward 
profitability. Use the detailed financial 
information about the cost of operating 
a landscape and lawn care industry firm 
to see how your company is performing 
compared to your colleagues in the same 
line of business. 

Landscape Training Manuals + 
Online Video Library
—  PLANET in partnership with Associated 

Landscape Contractors of Colorado

Visit bit.ly/certpubs for item codes 
Single Book:  
Members $70/ 
Nonmembers $105; 
Set of 3 Books:  
Members $185/ 
Nonmembers $277.50
Now including access to 20+ 
online training videos in English 
and Spanish, these recently updated 
and enhanced best-sellers 
include detailed “how-to” 
educational material and 
are the recommended study 
material for the Landscape 
Industry Certified Technician-Exterior exam.

Interior Plantscaping 
Reference & Study 
Manual
—  PLANET in partnership with  

Landscape Ontario

Item AB-0043 
Members $199*/Nonmembers $299*
This comprehensive 
training tool for the interior 
plantscaper is also the 
recommended source of 
information to prepare for the 
Landscape Industry Certified 
Interior Technician exam. 
Topics covered include plant basics 
and nutrition; soil quality; diagnosis and 
control of interior plant problems; green 
wall basics; pest, plant, and people 
management; and more!
*Price includes a FREE copy of Guide to Interior 
Landscape Specifications, 5th Ed.

Order at LandcareNetworkStore.org  
or call 800-293-5542

Heading to the Green Industry Conference (GIC)? 
Check out these new publications at the PLANET booth #3134 or the PLANET satellite 
bookstore located near the educational session rooms at the Kentucky Expo Center!



Are You Ready for STIHL at GIE+EXPO?
October 24-26, 2012

Kentucky Exposition Center
Louisville, KY

www.gie-expo.com

Independent We Stand
STIHL is proud to be a major sponsor of Independent We Stand, an organization that promotes  
independently owned business and touts the benefits of “buying local.” Register your 
business* and join the movement at IndependentWeStand.org or by visiting the STIHL 
booth (#5080) at GIE+EXPO.
*restrictions may apply

Join the STIHL Community!
• On the go? Visit our mobile site: STIHLUSA.mobi
• Find us on Facebook: Facebook.com/STIHLUSA
• Follow us on Twitter: Twitter.com/STIHLUSA
• Check us out on YouTube: YouTube.com/STIHLUSA
• Sign up for seasonal tips and other STIHL news: STIHLUSA.com/newsletter
• For product information or to find your nearest STIHL dealer: STIHLUSA.com

BR 600 STIHL Magnum® Backpack Blower
	 •	76% of Green Industry PRO reader survey respondents rated  
  STIHL as “the best” brand in the backpack blower category,  
  with the BR 600 STIHL Magnum® as the top-rated product.

	 •	With	its	powerful, fuel-efficient engine, the BR 600 STIHL  
  Magnum® sets the standard for professional-grade blowers.

	 •	It	produces	 the	highest air volume and velocity of all  
  STIHL backpack blowers, yet features a low-emission engine,  
  making it an excellent choice for heavy-duty cleanup. 

PLANET Green Industry Conference at GIE+EXPO 
PLANET’s Green Industry Conference (GIC) is a one-of-a-kind program designed to focus on education and 
networking to advance your business. Intensive sessions and workshops are combined with opportunities to 
engage with leading industry, government, consumer, and academic experts. The GIC curriculum will 
bring attendees up-to-date on all the latest topics, tips, techniques, and technology to keep green industry 
company owners, managers, supervisors, and employees on the cutting edge of business practices.  
Register today! Landcarenetwork.org/events

Built in America, Number One in America, Top-Rated by Professionals*

STIHL FS 90 String Trimmer
	 •	82% of Green Industry PRO reader survey respondents rated STIHL  
  as “the best” brand in the string trimmers category, with the  
  FS 90 as the top-rated product.

	 •	Its	bike-handle design adds greater comfort and leverage when  
  performing long trimming jobs with wide, sweeping motions. 

	 •	This	low exhaust emission, straight-shaft trimmer is also a great  
  choice for environmentally conscious users – without  
  sacrificing engine power. 

Check out all the latest STIHL products at Indoor Booth #5080 or visit www.stihlusa.com!

*A majority of STIHL products (including the BR 600 and FS 90) are built in the United States from domestic and foreign parts and components. 
“Number one selling brand” is based on syndicated Irwin Broh Research (commercial landscapers) as well as independent consumer research of 
2009-2011 U.S. sales and market share data for the gasoline-powered handheld outdoor power equipment category combined sales to consumers 
and commercial landscapers. 

“Top-rated” refers to the percentage of Green Industry PRO readers respondents with a “favorable opinion” of the brand and specific product models 
that were most often referred to as “the best.”

STIHL Professional Instruction Program for Companies & Municipalities
STIHL can help you get the most from your equipment, help your crews reduce the risk of injury from accidents, 
and provide hands-on product training to your team. Our branches and distributors offer a network of experienced 
technical sales specialists to demonstrate the proper use of our equipment and keep you up-to-date on relevant 
equipment information. Seminars can be tailored to specific needs and group size.

Topics offered include
	 •	 STIHL	equipment	maintenance

	 •	 Product	applications	(choosing	the	proper	tool	for	the	job)

	 •	 Personal	Protective	Equipment	(PPE)

	 •	 Features	of	STIHL	products

	 •	 Proper	starting	techniques

	 •	 Proper	fuel	mixtures/storage

	 •	 Choosing	the	proper	accessory	or	cutting	attachment	for	 
  your needs

	 •	 Explanation	of	STIHL	low-emission	and	zero-emission	 
  technology

	 •	 Money-saving	STIHL	features

For more information, please contact the STIHL technical sales specialist closest to your region. A directory of 
contacts can be found here: STIHLUSA.com/information/professional-training

A Warranty that Works as Hard as You Do
In addition to its extended limited warranty coverage, STIHL provides a two-year commercial  
limited warranty on select professional lawn care equipment including trimmers, brushcutters,  
blowers, sprayers and more! Add on the benefits of the limited lifetime clutch and drive 
shaft warranties STIHL offers, and you have just another reason to trust legendary STIHL 
equipment and service.

See your STIHL dealer or visit STIHLUSA.com for additional details. 
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F E AT U R E

The naTional elecTion is less Than 
two months away, and soon, every U.S. citizen 
will have a say in some very important races and 
issues around the country. It’s a time to stand up, 
be counted, and feel good about participating in 
our democracy. As important as it is, however, 
casting a vote on Election Day is only part of 
what industry members can all do to be heard on 
issues that impact their businesses and lives. 

In July, more than a hundred PLANET members 
made their voices heard at PLANET’s Legislative 
Day on the Hill in Washington, D.C. Held in 
conjunction with Renewal & Remembrance at 
Arlington National Cemetery, Legislative Day 
gives attendees the opportunity to meet with their 
members of Congress and discuss a wide array of 
issues that impact the industry. H-2B; the Lyme 
and Tick-Borne Disease Prevention, Education, and 
Research Act of 2011; and H.R. 872, the Reducing 
the Regulatory Burdens Act of 2011 were among 
the issues discussed this year with legislators.

But, what happens on the other 363 days 
of the year, in between Legislative Day on the 
Hill? Are you proactive at getting to know your 

local legislators and voicing your opinion about 
upcoming legislation and regulations? Do you 
encourage your employees to be more vocal at 
the local level? How about your customers?

These are just a few questions PLANET’s Director of 
Government Affairs Tom Delaney often asks members. 
“One of the main challenges we’ve had to overcome 
as an association and as the voice of the industry is to 
mobilize grassroots activity,” he relates. “Maybe the 

issues aren’t compelling 
enough. Maybe people 
don’t see them as timely, 
seeing them instead 
as something they can 
worry about later. Or, 
maybe they think that 
PLANET and the big 
companies will carry 
the ball for them.  The 
truth is, mobilization 
at the grassroots level 

is just what the industry needs to ensure its future.”

CoUnT ThE wAys
Delaney encourages members to send letters, 
make phone calls, go to hearings, and, overall, pay 
attention not only to national issues, but also to 
local and regional issues in their states. “Get other 
people involved, too,” he emphasizes. “Imagine 
the impact you could have at Legislative Day on 
the Hill if legislators realized that your voice (and 
vote) represented that of your employees, your 
suppliers, and your customers. One voice, one vote 
suddenly turns into 10, 100, 1,000 or more. That’s 
making an impact, and it can be easily done.”  

It starts by first making a commitment to understand 

Getting out the message is easier and less costly than ever before

PLANET’s Director of Government 
Affairs Tom Delaney says, 
“Mobilization at the grassroots 
level is just what the industry 
needs to ensure its future.”

MobiLiziNG ThE 
GrAss rooTs cAN 
MAkE A DiFFErENcE



the issues, and then mobilizing the people with 
whom you have an influence. “Discuss a proposed 
rule or legislation in your company newsletter,” 
says Delaney. “For customers, legislation that 
takes away a certain product or your ability to 
hire workers could hinder your ability to care 
for their property. They need to know that. Any 
legislation that jeopardizes your ability to make a 
living also jeopardizes that of your employees and 
your suppliers. They need to know that as well.”  

As Delaney points out, getting out the 
message, through e-newsletters and email, not 
to mention the various social media avenues, is 
easier and less costly now than ever before. 

PLANET has several tools that can help, as well. 
Its website, LandcareNetwork.org, for example, 
features a Legislative Action Center that keeps 
members updated on key issues and facilitates 
communicating with their legislators. The center 
includes copies of pending legislation and form 
letters for each that can quickly be sent to legislators.  

“It takes less than five minutes for PLANET 
members to email a letter to their congressman or 
senator,” adds Delaney. “The communication can 
be customized by the member, and it can be sent 
to an individual legislator or to a committee.”  

Delaney notes that the Legislative Action 
Center also highlights some key state bills and, 
again, gives PLANET members an easy way to 
communicate with their state legislators.     

BEComE A lEgislATivE ChAmpion
When interconnected with one another, 
grassroots activities become that much 
more effective. Imagine shouting a message 

into a canyon and your voice echoing three, 
maybe four times. Unless you move to another 
location, that’s where the message ends. The same 
holds true with a grassroots effort. Your voice 
is echoed by your employees, your customers, 
and your suppliers. But, how about your friendly 
competitor next door with different employees, 
customers, and suppliers? He or she also has to be 
encouraged to pick up the ball and that’s where a 
PLANET legislative champion has a role to play.

When you make a commitment to become 
active at the grassroots level, consider agreeing 
to become a legislative champion, as well, and 
encourage other PLANET members to become 
more active at home. Make the case that one 
voice, one vote is important, but is not nearly 
as effective as 1,000 voices and 1,000 votes.

As Delaney points out, elected officials presumably 
carry out the wishes of their constituents, but only 
if they know what those wishes are. It’s our job to 
make sure they understand the issues and what’s 
at stake for us, their constituents back home.   
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LandcareNetwork.org features a 
Legislative Action Center that keeps 
members updated on key issues.
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C o n s u l t a n t  C o r n e r

One day yOu gO tO yOur mailbOx and 
pick up an envelope addressed to you with a return 
address from the U.S. Treasury, Internal Revenue 
Service stamped “Official Business.” What would you 
do? Nothing strikes an emotional chord with small 
business owners like the prospect of a tax audit.

In this case there may be a full tax audit looming; 
however, many times those envelops contain a letter 

stating that a math error was made or that they received 
a 1099 from a payer linked to your tax identification 
number that you failed to include on your return. In 
this case, you confirm the error and pay the additional 
tax, penalty, and interest. If the IRS is not correct in 
its assertion, you have the opportunity to return the 
letter with your explanation and wait for a response.  

If the letter requests a field audit, there is reason for 
concern but not panic. If you practice 
accurate bookkeeping in your business 
and obey the tax laws, there is little 
to worry about. It’s now just a matter 
of proving that your company is in 
compliance. While the audit process may 
be intrusive, it is within the IRS’s right 
to perform an audit of your tax returns.  

With respect to a field audit, your 
best course of action is to contact 
your tax preparer. If your return was 
prepared by someone other than a 
licensed Public Accountant, a CPA, 
or an Enrolled Agent, you should 
contact one of the aforementioned to 
find out the best way to proceed. It is 
not a good idea to have a face-to-face 
meeting with an IRS auditor without 
professional representation, and the 

above professionals are trained in audit process and 
procedure. Tax laws can be complex and a carefully 
planned audit strategy may save you much more 
in potential additional taxes, penalties, and interest 
than the professional fees paid to handle the audit.

With respect to a field audit, 
your best course of action is to 
contact your tax preparer.

survive an 

Six attention-grabbing items will test your accounting skills

By Daniel S. Gordon, CPA

HoW to 

irs tax audit

The anatomy of an income tax audit starts with a sample period.
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The anatomy of an income tax audit starts with a 
sample period where the auditor will test the books 
and records to determine if they match the source 
documents prepared by third parties, such as bank 
statements, canceled checks, wire advice documents, 
loan documents, vendor invoices, etc. The auditor 
may also request a reconciliation of amounts reported 
on sales tax or payroll tax returns to the amounts 
recorded on your books and ultimately reported 
on your income tax return. The sample period is 
usually a month or several months. If the auditor 
finds exceptions in the sample, such as unrecorded 
cash, improper expenses that are material, or gross 
revenues reported on sales tax returns that don’t 
match those reported on the books and records, 
he or she will expand the sample size to include 
several or all months covered by the return.  

When exceptions are found, the auditor also 
has the right to audit all tax returns open under 
the statute of limitations (for IRS purposes three 
years, unless there is gross negligence or fraud 
which can be several additional years). If the 
audit is expanded in this manner, be prepared to 
have at least three years of returns examined.  

Based on my experience with tax audits 
for service businesses, most accounts will 
be tested, but the following items will be 
looked at most in-depth by the auditor:

1. Revenues 
Essentially the auditor will be 
looking for evidence that all your 

sales are properly recorded and do so through 
sales records that trace and agree to your bank 
statements and reasons for any departures.

2. employee Compensation
Compensation must trace and 
agree to payroll records, including 

forms 941s, 940s, W-2, and W-3s that are filed 
either by your or by your payroll company.

3. outside ContaCtoR’s expense
If you use outside contractors, you will 
need to show invoices, checks issued, 

1099s issued, as well as proof that the subcontractors 

are in fact subcontractors and not W-2 employees. 
The 1099 versus W-2 issue is subtle but extremely 
important because if, in the auditor’s opinion, 
the subcontractor is in reality an employee, you 
may be subject to employment taxes. While the 
differences between subcontractors and employees 
are beyond the scope of this article, you can get 
more information on the subject at irs.gov.

4. tRavel, meals and 
enteRtainment
Calendars, diaries, appointment 

books, and logs should be kept, documenting 
any legitimate expense as this is one of the most 
abused deductions. Without such evidence, an 
auditor may disallow the entire deduction. 

5. offiCe expense
You should have receipts, canceled 
checks, and credit card statements to 

substantiate office expenses. Many times, auditors 
may look for large furniture and fixtures that 
were improperly expensed and should have been 
capitalized and depreciated over several years.

6. otheR misCellaneous expense 
For most companies, this is a 
dumping account for expenditures 

that cannot easily be categorized. If you have a 
Miscellaneous Expense account, make sure the 
items in it are legitimate, deductible expenses.

The most important thing you can do is come 
prepared with your information organized by 
category and chronologically. This will build 
credibility with the auditor as well as make his 
or her job easier. Only volunteer what is asked 
for and nothing more. Providing too much 
information will result in additional work for 
the auditor, who you are trying to move quickly 
through the audit process with as little pain to 
you and the minimum amount of work for him.

Daniel S. Gordon is a CPA in New Jersey and owns 
an accounting firm that caters to land care professionals 
throughout the United States. Visit turfbooks.
com for information about his firm, Turfbooks. 
He can be reached at dan@turfbooks.com.    
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F E AT U R E

Once again, a diverse 
offering of seminars, more than 
40 of them, is the centerpiece 
of PLANET’s annual Green 
Industry Conference (GIC).  Held 
October 24–26 in Louisville, 
Ky., in conjunction with the 
GIE+EXPO and Hardscape North 
America (HNA) trade shows, 
the GIC provides attendees with 
an unparalleled educational 
experience. Learn how to 

capitalize on the recovery with 
innovation and technology (see 
sidebars), motivate your team 
by honing leadership skills, and 
grow your business by selling 

value and marketing to a new 
generation. It’s all here under 
one roof at the state-of-the-art 
Kentucky Exposition Center. 

NEw TwisT
GIC starts on Wednesday with 
the annual PLANET PAC Golf 
Outing, several workshops, and 
the second annual PLANET Gives 
Back service project, where some 
50 PLANET members gather 

to enhance two host-city sites. 
The conference officially kicks 
off with Tom Deluca’s Hypnosis 
Show during which he opens 
the subconscious minds of a few 

volunteers from the audience and 
captivates all in attendance with 
the power of the imagination.

The educational sessions begin 
the following morning. “One 
important new twist this year is 
the length of the conference,” 
explains GIC Chair Phil Fogarty. 
“There will be no conference 
and trade show on Saturday, 
meaning this will be two-and-
a-half jammed-packed days. No 
fluff, no wasted time creates a 
tremendous economical value for 
everyone, and it puts a premium 
on planning out your schedule.”

Kick start your days at the 
Breakfast With Champions 
networking sessions on Thursday 
and Friday morning. This PLANET 
favorite, hosted at the Louisville 
Marriott Downtown, will feature 
80 roundtable topics, all facilitated 
by industry experts. Breakfast 
will be served at 7:30 a.m. with 
discussions ending an hour later. 

Seminars, which are held at the 
Kentucky Expo Center, begin at 10 

“Since the last quarter, the 
economy has shown signs of 
picking up; now is the time to 
capitalize on the recovery,”  
says GIC Chair Phil Fogarty.  

ConFerenCe:  
MoRE bANg 
ThAN EvER 

For your 
buCk

New three-day format

Green InduStry 
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a.m. and end at 4:15 p.m. on both 
days. Ten individual tracks will 
allow attendees to select sessions to 
fill their specific information needs. 

New PLANET members and 
first-time GIC attendees will 
want to attend the Newcomers 
Rally on Wednesday from 3:30 
p.m. to 5 p.m. at the Louisville 
Marriott Downtown. This will be 
a great opportunity to meet the 
PLANET staff, talk with industry 
leaders, and get a primer on how 
to get the most value from GIC. 

The Student/Employer Recruiting 
Roundtable on Friday morning, also 
at the Marriott, will give employers 
and recruiters an inviting venue in 
which to introduce students to the 
internship programs and career 
opportunities their companies 
offer. Breakfast will be served 
at 9:30 a.m., with networking 
sessions beginning at 10 a.m.

Faster, Better, 
cheaper: 
Technology 
With an 
advantage
Two years ago, Mark Bradley, 
owner of TBG Landscape in 
Toronto, Ontario, started 
to make the transition to a 
paperless office. The move has 
since saved his company at least 
one full-time overhead staff 
person and improved processing 
times anywhere from 10 to 
25 percent for the remaining 
office staff. Crew foremen have 
realized a similar time savings. 

“We’ve always been looking for ways to do more with less 
through the use of new technology,” says Bradley. “That includes 
getting a cost advantage through the use of better, more 
efficient equipment, vehicles, and other labor-saving devices 
in the field. Probably the most dramatic move we’ve made 
recently, however, was the integration of foremen tablets in 
the field with what we call our ‘TBG Hub’—a centralized, online 
information portal for everything that goes on in the company.” 

In his presentation, Bradley will explain how moving his company’s 
information to “the cloud” has not only transformed a traditional 

office environment into a paperless 
one, but has also simplified the “day-
in-the-life” of his staff, as well. 

“The system is completely clear and 
very easy to navigate by our field 
personnel,” explains Bradley. “If a 
foreman needs a particular type of 
material on site, he or she simply 
accesses the tablet. Our systems and 
procedures are clearly flowcharted right 

on the screen. Depending on the type of material, foremen are guided 
through ordering, inventory adjustments, and delivery scheduling as 
required. The right forms are completed and delivered instantly to 
the appropriate personnel—in real time. There’re less mistakes, less 
confusion, and, as a result, less time required to complete our jobs. 

“It saves time in the field, improves communication and 
accountability, and eliminates mistakes,” he adds. “As a 
result, the office can complete tasks in three or four mouse 
clicks, where it used to take three or four hours.”

Bradley will walk attendees through some of the technology 
employed by his company with an on-screen demonstration. 
His session is scheduled from 1:30 p.m. to 2:45 p.m., 
Thursday October 24 at the Kentucky Exposition Center. 

Mark Bradley, owner 
of TBG Landscape

Six hundred companies will 
display their products on the 
GIE+EXPO trade show floor.  

© 2011 Philippe Nobile
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REAlly big show
When not networking or attending 
seminars, take time to walk the 
GIE+EXPO and HNA trade show floor. 
New products from 600 exhibiting 
companies will be on display inside 
the convention center and outside, 
in the 19-acre demonstration area, 
where you can test-drive them. 

Education and networking, 
along with the opportunity to 
see and test drive the latest and 
greatest technology available for the 
green industry, make the GIC and 
GIE+EXPO an attractive and value-
filled event for company owners 

and their key staff members. As 
the GIC chair emphasized, some 
upfront preparation will be a requisite 
for getting the most out of your 
three days in Louisville. There’s 
no better time than now to start 
planning. For more information 
about this year’s GIC, go online to 
GreenIndustryConference.org.    

empower Your Business 
With Technology
If you’re among the 5 percent of green industry service providers 
who have totally embraced and optimized technology in their 
business, this session isn’t for you. Then again, if you’re one of 

the 95 percent who have yet to 
do so, don’t miss this presentation 
by the owner and founder of 
HindSite software David Crary.  

A former irrigation contractor, 
Crary once employed technology 
to triple his employees’ output. 
His message to attendees will be 
that technology is not a grand 
slam; it’s a bunch of little singles 
that will significantly improve 

employee productivity over time. 

“We have the technology, and most of us are already using 
part of it,” he explains. “What’s lacking is the understanding, 
commitment, and execution to tie it all together, to integrate it.”

Attendees of this session will be treated to several anecdotes 
about how integration can change their businesses. GPS, for 
example, is hardly new and many companies already employ 
the technology to help route crews. “Conservatively speaking, 
it may take a crew member 15 to 30 seconds to key in a street 
address,” says Crary. “Thirty seconds may not seem long, but 
multiply it by the number of stops in a day, a week, a month, and 
a year—and then by the number of crews. Those singles add up.”  

GPS is already saving time, but imagine if the device 
was integrated into work orders, with the address 
already keyed in? That’s just one small example of 
how technology, or, more specifically, how integration 
of technology can empower a business. 

bE pATiENT
Devices such as the iPhone have taken much of the mystery 
and fear out of technology, but using technology smarter 
and tying it all together still takes time. “It’s not plug-and-
play,” Crary will tell attendees. “You will have to recognize 
and want the value technology offers, and then commit 
to it, commit to change, and make the change.” 

Seamless integration is much less expensive today than it 
was just a few years ago. Getting rid of old habits, not cost, 
is the stumbling block for most companies today and the one 
obstacle for turning new-found singles into a healthier bottom 
line. Crary’s session will be held Thursday, October 25 from 
3:00 p.m. to 4:15 p.m. at the Kentucky Exposition Center.

GIC’s diverse offering of seminars 
provide unparalleled educational 
experience.

David Crary, owner 
and founder of 
HindSite software

© 2011 Philippe Nobile
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C E N T R A L

Trailblazer Program

Shorten the learning curve in 

managing your business with this 

incredible mentoring program. Spend 

an entire day one-on-one with an 

industry leader who has experienced 

many of the ups and downs of 

running a business. Deadline to 

apply: Dec. 31, 2012! For information 

on how to apply, call Cheryl Claborn 

at 800-395-2522.

Green Industry Conference—Don’t grow it alone!
Join PLANET for three days of education, networking, and 
entertainment at the 2012 Green Industry Conference, held in 
conjunction with GIE+EXPO and Hardscape North America, Oct. 
24–26 in Louisville, Ky. Visit GreenIndustryConference.org for detailed 
registration and hotel information. Stop by and see us at booth #3134! 
Platinum Sponsor: JOHN DEERE
Gold Sponsor: Caterpillar 
Silver Sponsor: Bayer Environmental Science

Design/Build/Installation Symposium
Come to the Westin Galleria hotel in Dallas, Tex., Nov. 15–17, 2012, 
for the DBI Symposium—a unique, educational offering for today’s 
growing design/build companies looking to become more established 
in the marketplace. Along with three days of practical how-to sessions, 
you’ll have the opportunity to take a tour of the Lambert Landscaping 
Co. facility and a project. Early registration deadline: Nov. 2, 2012! Visit 
http://tinyurl.com/8f29cfc for more details.

Lawn Care Summit
Save the date and plan to join PLANET and the National Pest Management 
Association (NPMA) for the annual Lawn Care Summit, a national forum 
on current trends and future developments in lawn care, Jan. 7–9, 2013, at 
the Florida Hotel and Conference Center in Orlando, Fla.
Platinum Spnosor: RGS
Silver Sponsor: Syngenta

Green Industry Great Escape
Take advantage of a healthy dose of rest and relaxation along with 
education and networking opportunities with other green industry 
professionals at the Green Industry Great Escape (formerly Executive 
Forum) at The Cosmopolitan of Las Vegas in Nevada, Feb. 21–24, 2013. 
For more information, call the PLANET office at 800-395-2522 or go 
online to LandcareNetwork.org/greatescape. 

Student Career Days
Stay tuned for more details about the green industry’s leading 
competitive, recruitment, and networking event for students—
PLANET’s annual Student Career Days—March 7–10, 2013, at Auburn 
University, Auburn, Ala. Visit StudentCareerDays.org for highlights 
from this year’s event.
Platinum Sponsor: STIHL
Silver Sponsor: Gravely

CEU Alert! PLANET educational programs are approved for Landscape 
Industry Certified recertification at 1 CEU per hour of instruction attended.  
 

For morE iNFormATioN AbouT ANy oF PLANET’s sErVicEs:  
Ph: (800) 395-2522 | Fax: 703-736-9668 | Web: 
LandcareNetwork.org | Email: info@landcarenetwork.org

PLANET WebinarsGreen industry professionals,* learn from industry experts about marketing and branding, safety and training, legal and HR issues, public relations, and other general business subjects through a host of webinars available at http://bit.ly/N65XUY.  
*PLANET webinars are FREE for members and are archived for on-demand viewing.

Central

EVENTs:

New—Community 

Stewardship Award 

PLANET is committed to honoring 

member companies and organizations 

that have demonstrated leadership 

through their dedication and contribution 

to the good of their communities. For 

more details about this new award, visit 

http://tinyurl.com/cgm5wn3.  

Entry deadline: Nov. 15, 2012. 

PLANET AEF 
Calling all PLANET Student 
members! PLANET Academic 
Excellence Foundation (PLANET 
AEF) scholarship applications and 
Outstanding Educator of the Year 
nomination forms are now available 
at LandcareNetwork.org. For more 
information, contact Christine Libonati 
at 800-395-2522, or via email at 
scholarship@landcarenetwork.org.

Safety Training for the 
Green Industry
Learn why and how to protect your hearing and 
body from the most frequent types of injuries in 
the green industry. Visit http://bit.ly/N5m0Cp 
for a complete and free safety training program.

Save on Certification at GICSave 25% individually or 50% for groups of four or more on select* PLANET certification exams taken Oct. 26 at the at the Green Industry Conference in Louisville, Ky. Visit http://tiny.cc/fbvjc for more information.*Select exams must be taken during GIC to qualify 
for this special. Discounts do not apply to computer 
testing fees, the Landscape Industry Certified Technician-Exterior exam, or the Landscape Industry Certified Lawn Care Manager program.

New Titles in  

PLANET Bookstore

• Interior Plantscape Reference &  

 Study Manual

Coming soon ...

• Pricing for the Green Industry,  

 3rd edition

• 2012 Operating Cost Study for the  

 Green Industry

LandcareNetworkstore.org * 800-293-5542
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