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Lawn care 
companies are 
adding services 
when looking 
to grow. 
BY MARISA PALMIERI

SHARE OF

    WALLET
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T
hough fertiliza-
tion and weed 
control have long 
been the mainstays 
for traditional lawn 
care companies, other 
services are prevailing 
as ways to increase 

customers’ total spending levels or 
reach new clients. 

When it comes to the service 
that will grow the most in 2013, 
lawn care operators (LCOs) 
expect it to be their bread and 
butter—fertilization plus 
weed control. That’s fol-
lowed by organic and natural 
lawn care, landscape bed 
weed control and tree and 
ornamental applications 
(see chart lower right), 
according to Landscape 
Management’s Lawn Care 
Market Report survey. 

Anecdotal evidence 
shows companies are add-
ing other niches. 

INSECT CONTROL  
OPPORTUNITIES

Lawn Dawg, Nashua, N.H., 
and its 10 branches are consider-

ing adding a few new services, 
says owner Jim Campanella. One 
of them is mosquito control. The 
mosquito control effort is in the 
early stages, he says, noting the 
company’s training director is 
studying the options. 

“I know it’s something many 
lawn care companies do,” Cam-
panella says. “But like everything 
we do, if we’re going to do it, we’re 
going to research it thoroughly.”

In the Midwest, Chalet initiated 
mosquito control this year, and Soil 
and Turf Department Manager Bill 

SERVICE 
OFFERINGS
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What services does your company offer? N=541

Aeration 80%

Disease control 71%

Fertilization 93%

Fire ant control 30%

Hydroseeding 23%

Grub control 69%

Insect control 75%

Landscape bed weed control 85%

Lawn renovation 80%

Macro/micro injection 21%

Organic/natural lawn care 44%

Perimeter pest control 25%

Seeding 85%

Sodding 73%

Spring/fall cleanup 83%

Tree and ornamental applications 66%

Tree trimming/pruning 72%

Tree removal/transplanting 57%

Weed control 93%

Which service do you expect to  
grow the most in 2013? N=459

Fertilization only 5%

Fertilization plus weed control 40%

Fertilization plus insect control 4%

Fungicide-only treatments 0.2%

Herbicide-only treatments 3%

Insecticide-only treatments 3%

Landscape bed weed control 14%

Organic or natural lawn care 16%

PGR applications 3%

Tree/ornamental applications 11%
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Leuenberger is anxious to see how 
sales will go. The company likely 
will begin selling it in May. 

“It’s taken us all winter to put 
everything together,” he says. “This 
year is going to be trial and error, 
but we’re confident in the products 
we’re using, which are a combi-
nation of organic and synthetic 
materials, so that’s kept some of 
my fingernails on.” Chalet plans to 
market and sell the service, which 
will be offered biweekly and for 
special events, through its retail 
location and also to maintenance 
and lawn care customers. 

Tick control is another service 
Lawn Dawg is looking to expand, 
Campanella says. 

“Ticks are more prevalent over 
the past couple years and carry a 
lot of diseases, especially Lyme 
disease,” he says. The service is 
popular in the Northeast and 
especially New Hampshire, where 
the company is headquartered; the 
state has one of the highest rates of 
Lyme disease in the U.S. 

“We currently offer a three-
application process during the 
growing season,” Campanella says, 
noting the treatment covers ticks, 

fleas and ants. “The life cycle of ticks 
isn’t being covered in that window, 
so we’re going to add a fourth app.” 

Insect control is also a growth 
target for MRW Lawns in La Plata, 
Md., which is slowly launching 
termite and pest control. Co-
owner and Technical Director Rick 
LaNore got his wood-destroying 
insect certification two years ago. 

“We’re trying to market it to our 
existing customers, but we haven’t 
cracked the egg yet,” he says. Even 
though the company isn’t doing 
full-scale termite and pest control 
yet, it has had some success offering 
a termite monitoring service. 

“We add six bait stations to the 

property and we’ll moni-
tor them to see if there’s a 
problem, and then we can 
make recommendations,” 
he says. “It’s a service that 
can give customers some 
piece of mind.” 

ADD-ON APPLICATIONS
Not all add-on services 
are coming from creepy 
crawlies. For example, 
Chalet has a waiting list 

for its specialty lawn renovation 
program that controls creeping 
bentgrass and nimblewill with 
three herbicide applications in a 
six-week period, followed up by 
slit seeding in the fall. 

“We expect that to grow,” 
Leuenberger says. “We have a 
waiting list of people who want 
that done, but there’s such a short 
window for doing it, so there’s only 
so many you can do.”

Lee Kral, lawn service manager 
for Mountain High Tree, Lawn & 
Landscape Co. in Lakewood, Colo., 
has added two new services: iron 
treatments and dog spot treat-
ments. 

“Both give a better look to the 
lawn,” he says. “We sell them as 
add-ons—it’s another thing to offer 
the customer.” 

Applying wetting agents is a 
specialty offering Lawn Dawg’s 
considering. 

“In the Northeast, we have 
watering bans throughout the 
region that go into effect the 
minute things start to get hot and 
dry,” Campanella says. “It will allow 
our customers to keep their lawns 
greener with less inputs.” Ideally, 
the wetting agent would go down 
with the last spring or early sum-
mer application, before the lawn 
goes into drought stress, he says. LM
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Do you offer any winter services? N=308

A LAWN DOCTOR 
TECH SEEDS WITH 
A WALK-BEHIND 
TURF TAMER; 85 
PERCENT OF LCOS 
OFFER SEEDING.

Snow/ice removal

88%

Other   14%

Holiday lighting/décor

37%
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