
MYBIGGESTMISTAKE 
LESSONS LEARNED THE HARD WAY » BY DANIEL G. JACOBS 

name/company: 
Matt Kisseberth, owner, 
Kisseberth Grounds Care 

EMPLOYEES: 1 full-time, 
2 part-time 

FOUNDED: 2002 

headquarters: 
Findlay, OH 

The wrong tools and shortcuts put this contractor 
in the hospital — and could have cost him his life. 

SOME MISTAKES CAN COSt yOU a 
c u s t o m e r ; o t h e r s m i g h t 
c o s t a l i fe. 

Matt Kisseberth was 
doing a friend a favor. It 
was 2002, his first year in 
business. 

"We had a drought that 
year and t imes were rough," 
says Kisseberth, whose 
company offers year-round 
grounds care, and snow 
and ice removal. "I was do-
ing everything I could find 
that paid a little money." 

Kisseberth agreed to 
pull out a pair of 4x4 posts 
deeply embedded in the 
ground at a property he 

managed. He tied one end 
of a rope to his truck and 
the other to the first of the 
posts. It came out cleanly, 
w i th little resistance. 

The second post was 
more stubborn. 

" I t was in the ground 
closer to the concrete, and 
didn't want to come out 
when I tugged on it," Kisse-
berth says. " I backed up 
and (stepped) on the gas." 

The approach worked 
— a little too well . The 
second post came flying 
over the truck's tailgate, 
through the rear w i n d o w 
and struck Kisseberth's 

forearm and the headrest. 
"Lucky for me, the head-

rest was enough to stop 
it," he says. "I broke both 
bones in my right forearm 
and had to have surgery. I 
have a steel plate and eight 
screws in my arm." 

Needless to say, Kisse-
berth makes sure he brings 
the right tools for the job, 
and no longer cuts corners. 
As he says, "I t doesn't pay 
well, being in a hospital bed 
from your own stupidity." 

To share your biggest mistake, 
contact Dan Jacobs at djacobs@ 
questex.com. 

LM's Marketing Matters Consulting Club 
Harvey Goldglantz, au thor of "Ma rke t i ng Mat te rs :The U l t imate Reference Guide to Mak ing the 
Mos t o fYour Marke t ing Money," has spent the past three decades he lp ing hundreds of smal l 
businesses just l ike you rs — lawn care, landscape and pest m a n a g e m e n t compan ies — max imize 
thei r marke t ing inves tments and tu rn shoest r ing budgets into tu rbocharged genera tors of new, 
prof i table, recurr ing business. 
For a l im i ted t ime, receive up to three pr iceless te lephone consu l t ing sessions, each up to one 
hour long, w i t h Harvey Goldglantz , p lus his red-hot " M a r k e t i n g Mat te rs " book, at a s ign i f icant 
d iscount . Get a j u m p start on your 2009 sales and pos i t ion you r c o m p a n y to th r ive — not jus t 
surv ive — these increasingly cha l leng ing t imes. 

Receive 1-on-1 time with marketing guru Harvey Goldglantz on: 
"Big picture" vision 
SWOT - Strengths, 
Weaknesses, Opportunit ies 
&Threats 
The marketing plan 
Budgeting 
Advert ising 

Public Relations 
Caring for your customers 
and employees 
Focus groups 
Networking 
Branding and differentiat ing 
Marketing to women 

"Green" marketing 
Add-On Business — 
Branching out f rom lawn 
care to add high-margin 
structural pest management 
services for existing clients 

Landscape 
M a n a g e m e n t 

For a limited time, receive up to three priceless telephone 
consulting sessions, each up to one hour long, with Flarvey Goldglantz 

Sign up n o w at 
www.regonline.com/LMmarketingmatters 

http://www.regonline.com/LMmarketingmatters

