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OUR MISSION: Landscape Management — the leading information resource for lawn care, landscape maintenance, design/build and irrigation contrac-
tors — empowers Green Industry professionals to learn from their peers and our exclusive business intelligence from the only experienced editorial 
team in the market. Serving as the industry conscience for 50 years, we not only report on but also help shape news, views, trends and solutions.
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LM MARKET MATCH  We’ve made your life a little easier by supplying 
icons that direct you to stories targeting your core business. 

B – Business, D/B – Design/Build, I – Irrigation, LC – Lawn Care, M – Maintenance  

S1
SPECIAL REPORT

MB

D/BB

MB

B

B

COLUMNS

10  Jacobs’ Journal 
BY DAN JACOBS

 22 Whit’s World 
BY RON HALL

 40  Best Practices
BY BRUCE WILSON

76  The Benchmark
BY KEVIN KEHOE

IN EVERY ISSUE

197   Resources    198   Classifieds

DEPARTMENTS

12  News & Views
ValleyCrest Cos.’ Burton 
Sperber; RISE honor; 
FromDesign2Build.com; 
U.S. Lawns anniversary; 
green building master’s 
degrees; Morbark demo days

24  Progress 
Landscape lighting pros 
revel in the field’s 
dramatic progress. 
BY BETH GERACI

26  Risk Management 
Help prevent business 
interruptions with theft 
insurance.
BY CASEY PAYTON

28  Lawn Care Pro
Roger Jacobi,
Oklahoma City, OK
BY DAN JACOBS

30  Weed Watch
Barnyardgrass; pearlwort

78  A Cut Above 
Reliable Property Services, 
St. Paul, MN
BY BETH GERACI

188  LM Reports
Vehicles & 
accessories; 
site prep-
aration & 
maintenance; 
stand-on 
mowers; herbicides

200  My Biggest Mistake
Evaluate relationships up 
front, so they don’t cost 
you in the end.
BY CASEY PAYTON

THE INDUSTRY PULSE: 
ROAD TO RECOVERY

After years of survival 
mode, landscaping professionals 
learn to live, work and build 
businesses in the new normal.

FEATURES
32 Prepping for the powder
How to prepare for any snow event.
BY RANDY STRAIT

42 Project Portfolio
Stephen Dubner 
Landscaping creates 
a colorful, turf-free 
environment in a very 
narrow space.

44 Better practices: Proper grading
Impress customers and reduce the risk of falling 
with proper grading.  BY CASEY PAYTON

48 Add-on service
Offering palm trees outside of a tropical 
climate may not be a big profit booster, but this 
Minnesota business owner found it offers value 
in other ways.  BY CASEY PAYTON

79 Visa incentive cards
Non-traditional marketing builds loyalty among 
customers and employees.  BY JANET AIRD


