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“Are you having a difficult time finding legal
workers? Let us help you get the labor force that you

need, just as we have for hundreds of other companies.”
Legal foreign workers with H2B and H2A visas may be

the answer to your labor needs!
- EARLY SIGN UP OFFER -

H2B Visas $3,800.*

(Landscape Companies Only) Offer valid until July 31, 2024
That’s $3,800 in fees for all of your visas—not $3,800 per visa!

Fed-Ex fees, newspaper ads, foreign processing & consulate fees, foreign recruiting fees, Seasonal Employment Alliance $10.00 per visa worker fee for
H2B lobbying, transportation costs, requests for evidence, audits, investigations, nor appeals.

*Number Of Potential Clients Is Limited

800-373-5705

ROBERT KERSHAW, THE KERSHAW LAW FIRM, PC
3355 Bee Caves Road, Suite 307, Austin, Texas 78746 - Robert.kershaw@kershawlaw.com

Licensed by the Texas Supreme Court. Not certified by the Texas Board of Legal Specialization.
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SAVINGS THAT BRING YOUR

Your job is already complex enough, so we helieve
offers on equipment should be simple. That’'s why when you
purchase Cat” compact equipment, you save. Nothing more

to it than that. Talk to your local Cat dealer to learn more.

0 '@ iR

FOR UP TO 48 MONTHS DOWN TOWARD A CAT CVA AT CAT.COM/COMPACT-OFFERS

Financing provided by Caterpilar Financial Services Corporation

Joaders (excluding models ®
s Corporation for US
1 Value Agreement (CVA). CVA must be at least 2yr/1000hr and must i

thout prior notice and cannot be combined with any other offers. Additional terms and conditions may apply. Contact your Cat dealer for more details.

*Offer valid from March 1, 2024 through Jur fer only av cro© aders, and co
ma subject to machi
qualify. The credit $500 USD for CVA purchase can only be applied toward the purc
Link™. Amount of CVA credit i the same for all models and cannot exceed the price of the qualifying CVA. Offer may change

Caterpillar and may not be used

©2024 Caterpillar. Al Rights Reserved. CAT, CATERPILLAR, LET'S DO THE WORK, their respective logos, “Caterpillar Corporate Yellow,” the “Power Edge” and Cat “Moder Hex" trade dress, as well as corporate and product identity used herein, are trademarks
out permission.
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4 Scott’s Thoughts
BY SCOTT HOLLISTER

50 Ask McFarlin .
Stanford :
You asked, now we answer
BY JASON NEW

52 Protecting Your Legacy
Why this is the right time to
update snow contract templates
BY PHIL HARWOOD

56 Grow with Grunder
Why learning to succeed
is a two-way street

BY MARTY GRUNDER

The

The LM team
met a diverse
group of
green industry
members

at the 2024
TOCA annual
. meeting
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6 LM Gallery
Check out the faces and places the
LM team recently encountered

8 Need to Know

latest industry news

54 Five Questions
Sarah Arms, owner/general
manager, U.S. Lawns of Knoxville,

Lawns of Pigeon Forge

55 Classifieds/Ad Index

Sarah Arms of U.S. Lawns

shares her most memorable
day on the job
(page 54).

Tech-savvy readers wanted!

use artificial intelligence in

a new and interesting way? Do you run a large
fleet of autonomous mowers? Has your business
made a large-scale switch to battery-
powered equipment? If so, we want to
know. Email Editor-in-Chief Scott Hol-
lister (shollister@northcoastmedia.net)

ob DiFranco (rdifranco@

northcoastmedia.net) and you could be

featured in an upcoming issue of LM.

() CONNECT

0 facebook.com/LandscapeManagement
@ twitter.com/LandscapeMgmt

(@ linkedin.com/company/landscape-management-magazine/
@ voutube.com/c/LandscapeManagementTV
@ instagram.com > @landscapemgmt
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EXPOSITION

Welcome
Reception:
Churchill Downs

Sponsored by

?o\NERED 8y

EXPERIENCE
EQUIP

OCTOBER 15-18, 2024
LOUISVILLE, KENTUCKY

(SAVE 75%)

Early Bird Pricing Ends After September 5, 2024

Equip Exposition is the annual event dedicated to growing
landscapers’, hardscapers’, builders’, contractors’ and dealers’
businesses. Find the latest and greatest products across 1.1 million
square feet of exhibits and pit your favorite brands against each
other to find the champ. That’s why they call us the proving ground.

Opening
Keynote:
Kevin O’Connor,
Host of This Old House

Sponsored by

Trace Adkins
KFC Yum! Center
Arena Concert

Sponsors

R SENIX
& Bohcat ..,

Hnn HARDSCAPE

North America

www.equipexposition.com
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SCOTT HOLLISTER
EDITOR-IN-CHIEF

Contact Hollister at 785-424-0932
or shollister@northcoastmedia.net.

Climbing out of
the deep end

B hen I was a kid, maybe
5 or 6 years old, my
parents decided that I
needed to take swim-
ming lessons. They
had friends with kids
about my age, thought there would
be safety in numbers, so they signed
up the lot of us with a local instructor
who taught out of her backyard pool.

Let’s just say it didn’t go great.

At the time, I had no interest in
swimming. The thought of leaving
the relative safety and comfort of solid
ground for the deep end of some ran-
dom pool at the urging of a complete
stranger didn’t make any sense to me,
so I decided I wasn’t going anywhere.
As the rest of the kids got into the water,
Istayed planted on a bench at the side
of the pool, not far from where my
now slightly mortified parents were
watching on.

After a few sessions of me repris-
ing my role as a benchwarmer, my
father had had enough. Tired of pay-
ing good money to watch his son not
learn to swim, he decided I was get-
ting into that pool, one way or the
other. As the third session drew to a
close, he grabbed me off that bench,
walked to the edge of the pool and
tossed me in.

Atleast that’s how I remember it. To
be fair, the whole episode was prob-
ably far less forceful than I recall —
my dad was a mild-mannered guy,
so him choosing the nuclear option
in this situation seems unlikely. But
the end result was that I was in the
water, and I returned there for the
remaining sessions.

EE My colleagues who
are still dragging
me through new
processes and
procedures might
disagree, but I'm
starting to feel like
I’m sort of, kind of
settlingin... gy

I was never super happy about it,
but gosh darn it, it worked. I eventu-
ally learned to swim. I'm no Michael
Phelps, obviously, but my fear of the
water is a long-distant memory, and
now, some of my favorite recreational
activities involve the water (although
I'm not sure drifting on a pontoon
boat with a cooler full of beer counts).

This story resurfaced recently dur-
ing a conversation with my younger
brother about my first few weeks on
the job with Landscape Management.
He asked how I was adjusting to the
new gig, I referenced the well-worn
cliché about drinking from a firehose,
and soon, we were talking about get-
ting thrown into the deep end of the
pool as kids.

And as successful as it ultimately
was when I was a kid, my metaphorical
leap into the deep end with LM is prov-
ing equally effective. My colleagues
who are still dragging me through
new processes and procedures might
disagree, but I'm starting to feel like
I'm sort of, kind of settling in, thanks
largely to a few interactions with some
pretty big initiatives.

4 LANDSCAPEMANAGEMENT.NET | JUNE 2024

First was a trip to Louisville to
spend some time with our friends at
Equip Exposition, mapping out edu-
cational sessions that LM will be pre-
senting during the 2024 event in Octo-
ber. I already knew about the great
partnership between the show and
the magazine, and I'm no stranger to
the event and some of the people who
run it, but getting an full-fledged crash
course into everything that goes into
it was invaluable.

Then there was our work on this
issue, which features one of our biggest
undertakings of the year, the annual
LM150 list, sponsored by Aspire Soft-
ware, John Deere and Weathermatic.
Being thrust into work on this year’s
list only a few weeks into my tenure
gave me the same sink-or-swim vibes
that I had in my youth, but now that
we've come out on the other side, there
couldn’t have been a better way to learn
more about the industry and connect
with actual practitioners in the field.
I'm largely still treading water when it
comes to all of this, but I can honestly
say it beats the alternative.

One final note: I couldn't let this col-
umn end without welcoming another
new face on the LM team — Nathan
Mader, our new associate editor. While
his arrival means I was only the new
guy on the team for a few weeks, I know
he and I will both be on the lookout
for opportunities to learn more about
our readers and their businesses as
time goes on. ®



Achieve success
with Aspire.

® Determine actual job costs Py, Spend managing the sales
with real-time insights funnel* with improved sales outcomes
. Spend on invoicing and
— Schedule jobs oy ;
with increased operational effectiveness @ ool Tl i S TR

back-office operations

“I've seen our gross margins increase 18% since using Aspire. On our bottom line, we've seen a
2-3x improvement. That's a night-and-day difference.”

- Aric Budden, President & Founder | DBL Landscaping

as p I re Scan the code to learn more.

A ServiceTitan Company

* Results are illustrative of certain customers’ success; your individual results may vary



Check out a few of the places
where the LM team made
its rounds recently

They play to win the game Landscape

Management’s Seth Jones (right) ran
into former New York Jets and Kansas City
Chiefs head coach Herm Edwards at
arecent industry party.

Mediaroom access The LM and Equip

Exposition teams met up in Louisville —
conveniently at the same time as the PGA
Championship at Valhalla. From left to right
are Craig MacGregor, LM; Scott Hollister, LM,
Chuck Bowen, Equip Exposition; Troy Wine-
brenner, Equip Exposition; and Bill Roddy, LM.

TOCA talk It was a celebration at the

Turf and Ornamental Communicators
Association’s annual meeting in Lake Las Vegas,
Nev. The guys — Mac, Roddy and Jones — are joined
by longtime friend and colleague Lynette Von Minden,
Swanson Russell.

Keeping up with the Joneses (Left to right) LM’s
Jones with Colby Jones, Joe Sharp and Andrew
Jones, business development manager, SiteOne.

Sustainability session A quartet of indus-

try experts came together at the TOCA annual
meeting for a panel discussion on sustainability —
(left to right) Ron Reitz, Enhanced Landscape
Management; Leah Withrow, head groundskeeper,
Reno Aces; Patrick Parkins, superintendent, TPC
Las Vegas; and Jeff Jensen, Southwest field staff
representative, GCSAA.

Westin Resort grounds Jones, Roddy and Hol-

lister were treated to a tour of the Westin Lake
Las Vegas Resort grounds by Bright View’s Javier
Sanchez (middle) and Brian Adams (far right).

PHOTOS: LM STAFF
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Landscape Management rakes
in industry-leading 16 awards

n any field, it’s nice to see great
work rewarded.
The team at Landscape Manage-
ment felt that reward, and then
some, at the recent Turf and Orna-
mental Communicators Association
(TOCA) annual meeting, where the
best in the industry was rewarded with
TOCA awards. LM walked away with a
whopping 16 awards in writing, design,
photography, videos, on-site reporting
and column writing.

For comparison, LM’s nearest com-
petitor won 7 awards.

“2023 was a standout year for Land-
scape Management, and I'm happy to
see that hard work recognized,” said
Seth Jones, editorial director of the
magazine. “Many of these award win-
ners really were memorable — like our
cover featuring Frank Mariani, and the
reporting we did on McFarlin Stanford’s
peer group meeting in Florence, Italy.”

“I could not be more proud of these
results and I told my team ... Seth re-
ally got his 10,000 steps in this week,
accepting all these awards on behalf
of the team,” joked Bill Roddy, group
publisher of LM. “It’s clear that our
team goes above and beyond covering
this industry for our readers.”

LM won the following awards, includ-
ing two “Best in Show” Gardner awards:

GARDNER AWARDS:

©® Best coverage of an on-site event -
Aces peer group meets in Italy, by
Seth Jones and Joey Ciccolini

® Productinformationarticle - Battery-
powered equipment guide, by Chris-
tina Herrick and Mike Zawacki

FIRST PLACE:

® Best single photo - Mariani on a
mission, by Tim Klein and Tracie
Martinez
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® Opinion piece - Why focusing on soft
skills sets your business apart, by
Marty Grunder

® Operations profile - Making the cut,
by Seth Jones

® Business management - Making the
cut, by Seth Jones

® Writing for special projects - LA150,
the Landscape Management staff

® Product information article - Bat-
tery-powered equipment guide, by
Christina Herrick and Mike Zawacki

© Best coverage of an on-site event -
Aces peer group meets in Italy, by
Seth Jones and Joey Ciccolini

® Best short video - An inside look at
the new top handle chainsaw from
DeWalt, by Joey Ciccolini

MERIT:

® Personality photography - Mari-
ani on a mission, by Tim Klein and
Tracie Martinez

® Cover page design - Mariani on
amission, by Tracie Martinez

® Best print magazine cover - The
Greatest Show on Turf, by Rob Dobi,
Tracie Martinez and Bill Roddy

® Bestlong video - More than 500
volunteers gather for NALP’s
Renewal & Remembrance event,
by Joey Ciccolini

o Editorial/Opinion piece - How
the irrigation industry met and
continues to meet challenges, by
Danny Smith

® Series of columns - Seth’s Cut,
by Seth Jones ®

Landscape Management more
than doubled its nearest
competitor with 16 Turf and
Ornamental Communicators
Association awards.

PHOTO: LM STAFF
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Common traits of large, high-profit-margin companies

BY GREG HERRING | CONTRIBUTOR

arlier this year, I teamed up

with LM Editorial Director

Seth Jones to co-host a webi-

nar featuring representatives
from high-performing, high-revenue
landscape companies.

We deemed these companies “high
performers” because they achieved an
operating profit margin over 10 percent
in The Herring Group’s 10th-annual
Landscape Industry Benchmark Re-
port. We use operating profit margin as
akeymeasure of success in alandscape
company because it is a single statistic
that measures customer satisfaction,
management effectiveness and opera-
tion efficiency.

The panelists included:
® Allen Sweeney, APHIX, Frankfort, Ky.
® Daniel Currin, Greenscape, Holly

Springs, N.C.
® Stefan Banks, American Landscap-
ing Partners, Brentwood, Tenn.

We learned that our three panelists
have quite different origin stories, but
their businesses have much in com-
mon: strong leadership and planning, a
focus on people and diligent execution.

STRONG LEADERSHIP

AND PLANNING

These panelists proved that strong
leaders with a comprehensive plan
are the first thing you need for a high-
performing landscape company.

Our speakers showed that strong
leaders come in many forms. Sweeney
founded his business as a teenager try-
ing to earn money for a dirt bike. Currin
is a second-generation leader who took
the helm during the Great Recession.

Banks was in the US Army Special
Forces before entering the business
world as an operator and an investment
banker. He saw the opportunity to ac-
quire landscape companies because of
the industry’s strong fundamentals.

They have taken different paths to
theirleadership positions, but they allun-
derstand it is their duty tolay out a vision
and a roadmap for their firms’ success.

Greenscape exemplifies a company
with a well-articulated plan. Currently
north of $26 million and No. 123 on the
2024 LM150 list, the company’s goal is
to be a $100 million company with 15
branches in 10 years. They would like
to be 75 percent maintenance and 25
percent construction, and they would
like to self-fund their growth.

Much of Greenscape’s growth has
been organic, but they have also made
several acquisitions. Currin has a
warning for companies wanting to
do acquisitions, “It is impossible to
be successful in the acquisition game
if you have low profit margins. One
of the things that drove us to improve
profit margins was that higher profit
margins provide the cash to service
more debt.”

PEOPLE-FOCUSED
These three high-performing firms all
have a people-first mentality.

“Growth is not just for the sake of
growth,” Sweeney said. “Growth cre-
ates opportunity.”

One significant part of the oppor-
tunity at APHIX is for employees to
be promoted.

Another part of that opportunity
comes from the ability to create in-
centive compensation plans that align
with the company’s goals. For example,
APHIX’s sales commissions align not
only with revenue but also with profit-
ability. Branch manager compensation
is also tied to operating profit.

“In a growth-minded company,
people are aligned and realizing that
we are growing together,” Sweeney
said. “This is a team environment and
we're going to win together.”
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APHIX, which
received private eg-
uity investment in
2022, has approxi-
mately $26 million
in annual revenue
and is No. 120 on
the 2024 LM150 list.

Greg Herring

DILIGENT EXECUTION
Hand in hand with people is execution.
AsBanks said, “At the end of the day, we
are a people business, right? And to be
a great people business, you must be a
great training business.”
He emphasizes that training does
not have to be expensive or compli-
cated. American Landscaping Part-
ners, which comprises seven firms with
approximately $80 million in annual
revenue, has a list of daily disciplines
for every role in the organization.
Those tasks — things like what to wear
or how often to check the oil — are
reinforced in morning huddles.
“Training is a breeding ground for
leadership and for high-functioning
people; it also attracts talent,” Banks said.
“Alot of our business is pretty simple. We
are not sending people to the moon. We
are in the landscaping industry, and so it
is about reinforcing basic stuff.”
Finally, as you consider becoming or
continuing as a high-performing com-
pany, here are some questions to ponder.
® How do you evaluate your company
in these three areas?

® In these areas, the goal is continual
progress and improvement. How is
your company’s progress?

® What are your plans in these areas
for the next 12 months? ®

The author is the CEO of The Herring Group, financial leaders
in the landscape industry on a mission to improve the profit
margin of companies, the life margin of owners, and the
autonomy of employees. Read his blog at herring-group.
comor get in touch at greg.herring@herring-group.com.
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Mariani Premier Group
adds 20th company

rost Landscape, based

in the northern Michi-

gan market, has become

the 20th company to join
Mariani Premier Group’s family
of companies.

“We are thrilled to welcome Drost
Landscape to the Mariani Premier
Group,” said Frank Mariani, chair-
man of Mariani Premier Group —
No. 7 on the 2024 LM150 list.

Founded in 1991 by Bob Drost and
headquartered in Petoskey, Mich.,
Drost Landscape offers a range of
services, which includes design-
build, enhancements, irrigation,
pool/spa maintenance, tree services,

snow removal, fertilization, lighting
and maintenance.

“This partnership represents an
incredible opportunity for growth
and innovation,” said Drost. “We look
forward to contributing our ‘do more’
mindset to the collective expertise of
the Mariani family.”

Earlier this year the group acquired
Lifescape Colorado — No. 95 on the
2024 LM150 list — a residential land-
scape firm founded in 1976 by Charles
Randolph, and also added Galbraith
Grounds Management, a boutique
landscape management firm special-
izing in the construction and care of
residential Atlanta landscapes.

Additionally, the group added Bo-
tanica Landscaping and Garden In-
dustries based in the Palm Beach, Fla.
market and Colorado-based Rocky
Mountain Custom Landscapes. Mari-
ani added seven family-owned land-
scape companies in 2022 — Blue
Landscape Contracting Group and
Blue Outdoor Solutions, based in
Naples, Fla.; Ed Castro Landscape,
a full-service operation in Roswell,
Ga.; Glengate in Wilton, Conn.; Borst
Landscape & Design, in Allendale, N.J.;
Southview Design of St. Paul, Minn.;
Planted Earth Landscaping, based in
the Washington, D.C.; and Siciliano
Landscape Co. of Red Bank, N.J. ®

oEPARATE YOURSELF
FROM THE ORDINARY.

Quintessential” separates itself from other quinclorac herbicides with

ALBAUGH"
SPEONTYFROOUCTS

our unique H Value® Technology. You get faster uptake and a higher Al

load for unparalleled performance in conditions that limit absorption —

like untimely rains or irrigation — and vastly improved crabgrass

control, particularly in the challenging 3-5 tiller stage.

ALBAUGH " | GETTHE WHOLE STORY AT

SPECIALTY PRODUCTS

QUINTESSENTIALHERBICIDE.COM

©2024 Albaugh, LLC. All rights reserved. Albaugh, the A logo, H Value, and Quintessential are registered trademarks of

Albaugh, LLC. Always read and follow label precautions and directions for use. Product may not be registered for sale or use
in all states or counties. Please check with your state agency responsible for pesticide registration to ensure registration status.
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BUILT FOR -
WORK

With a product line as diverse as the properties
you maintain, STIHL professional battery tools set
the new standard for power and performance. The
AP Battery System delivers the same legendary
quality and commercial-grade durability you've
come to expect from STIHL with reduced noise,
zero fuel and zero exhaust emissions.




Landscape Workshop expands in S.C.

Landscape Workshop, a full-service ground management company
and No. 27 on the 2024 LM150 list, recently completed the acquisi-
tion of Cut Above Enterprises in Greenville, S.C. The move adds the
company’s presence into the upstate South Carolina commercial
landscaping market.

Cut Above Enterprises has had a strong reputation in the region since
its establishment in the mid-"90s and provides commercial landscape
maintenance and installation services within the Greenville market.

BJ Flora, president of Cut Above Enterprises, will assume the gen-
eral manager position at Landscape Workshop. He will be account-
able for facilitating a seamless transition for Cut Above’s customers
and employees. Also joining Landscape Workshop in a management
capacity is Cut Above’s General Manager Wes Myers.

Landscape Workshop serves 30 southeastern markets operating
in Alabama, Georgia, Kentucky, Louisiana, Mississippi, South Carolina,
Tennessee and Florida. Landscape Workshop is backed by Carousel
Capital and McKinney Capital.

Stuart Maxey and Butler Sparks of Bradley served as Landscape
Workshop’s legal counsel in this transaction. Cut Above Enterprises
was represented by N. Ward Lambert of Hudson Lambert Parrott.

“We came for one specific rig,
but Graham’s pricing and service
sold us on two more.”

Jeremy Lowe | Chorbie | Frisco, Texas

Graham'Spray
Equipment that's easy to use and maintain Equipment
Desgn that makes our business more efficient PUTTING YOU FIRST IS WHY
Quality we'd never seen before WE'RE SECOND TO NONE

{W‘ Part of our rigs. Part of our family.

(770) 942-1617 | GrahamSE.com
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JUNIPER EXPANDS
FOOTPRINT ACROSS
FIVE STATES WITH
NEW ACQUISITION

Juniper, No. 15 on the 2024
LM50 list of the top landscap-
ing companies in the country,
acquired Davis Landscaping,
a landscaping maintenance
and installation provider with
operations across North Caro-
lina, South Carolina and Penn-
sylvania. The addition of Davis
expands Juniper’s footprint to
33 branches across five states.

Originally founded in 1934,
Davis provides full-service land-
scaping maintenance, installa-
tion and snow removal services
for commercial customers.

“We are excited to part-
ner with the Juniper team to
continue scaling our business,”
said Scot Davis, president of
Davis. “This partnership allows
us to take on additional main-
tenance and installation proj-
ects across our regional divi-
sions in the greater Raleigh,
N.C., Hilton Head, S.C., and
Harrisburg, Pa. markets while
continuing to provide best-in-
class service quality and care
to our existing clients.”

Juniper’s partnership with
Davis expands the company’s
presence into the Carolinas
and Pennsylvania.

“We are thrilled to be part-
nering with the Davis family
and their talented team to
build upon and expand our
growing presence throughout
the Carolinas and Pennsyl-
vania, which we expect will
include additional strategic
acquisitions in these markets,”
said Brandon Duke, CEO of
Juniper Landscaping.




Hori‘zon_ F Your #1 source for irrigation and landscape supplies.

¢ Outdoor Living

Including landscape lighting, pavers, synthetic
turf, BBQs and outdoor kitchens.

Irrigation
Pipe, fittings, wire, controllers, valves, sprays,
rotors, drip, central control, drainage and more.
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y, us®

~ Landscape & Agronomic Battery & Gas Power Equipment
| Seed, fertilizer, pesticides, sprayers & spreaders, Mowers, blowers, trimmers, chainsaws, plows,
safety products, hand tools and more. | trenchers, turf management, parts & service.

Get A Lot More Done, In A Lot Less Time

ordering and account management simple,
fast and convenient. P

Check it out! 9o

(4
Horizon

800.PVC.TURF | HorizonOnline.com
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Want to be featured

‘FMC in a future LM story?
s You Can Tru:

st Tell Us Your Scion
People You Can Count On, Success Story.

75 DAYS OF
MOSQUITO
PROTECTION

GOST-EFFECTIVE, RELIABLE,
AND TEAM-FRIENDLY

THE BENEFITS OF SWITCHING
TO SCION INSECTICIDE

ain Cooper, Vector Control Manager of Emerald Lawns

in Texas, noticed he and his team were not getting the
mosquito treatment results they were hoping for. So, when
the opportunity to try FMC’s Scion Insecticide came along,
Cooper decided to test it out.

“When we first started (treating mosquitos), we were using
combination products, so we were having to use control products
plus an IGR, and that was really expensive. Then we switched to an
all-in-one product that had four different actives,” Cooper explains.

Compared to multi-ingredient products, Scion is a single-active
product that has proven to be both extremely effective and more
economical. “The switch to Scion has been great for us,” he states.

SCION IS

In addition to treatment success and cost savings, the decision A QUALITY
to try Scion Insecticide has been beneficial for the Emerald Lawn

Care team too. PHODUCT AND

Unlike other products that can cause a tingling or burning

sensation on the skin, Scion does not have this side effect, making MY GU'TU FUH MOSQUITU

it safer for the applicator’s health. Cooper says the improved ”
health and comfort of his team is most important. “My guys love TREATMENT
this benefit,” he adds.

“Scion is a quality product and my go-to for mosquito VECTOR MANAGER
treatment, and the support we get from FMC has been great,” EMERALD LAWNS

Cooper says.

Always read and follow all label directions, precautions and restrictions for use. Some products may not be registered for sale

or use in all states. FMC, the FMC logo, Scion, and UVX are trademarks of FMC Corporation or an affiliate.
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% Rev. % Projected FTEs/
2023 Revenue Change Change Seasonal % Comm./
Headquarters (U.S. Dollars) from 2022 for 2024 Employees Res./Gov.
-
1 | BrightView Holdings Blue Bell, Pa. $2,816,000,000 2% NR NR/NR NR/NR/NR
2 | TheDavey Tree Expert Co. Kent, Ohio $1,693,481,000 12% % 11576/482 NR/NR/NR
3 | TruGreen" Memphis, Tenn. $1,499,850,000 0% NR 9766/3826 13/87/0
4 | Yellowstone Landscape Bunnell, Fla. $579,000,000 8% 10% 5500/1000 80/0/20
5 | HeartLand Kansas City, Mo. $534,747,000 23% 1% 3563/1136 100/0/0
6 | Bartlett Tree Experts Stamford, Conn. $481,000,000 10% 10% 2500/200 30/64/6
7 | Mariani Premier Group Lake Bluff, IIl $465,000,000 62% 10% 1040/2160 13/86/1
8 | SavATree Bedford Hills, N.Y. $403,000,000 7% 9% 2500/77 25/72/3
9 | GothicLandscape Valencia, Calif. $396,000,000 23% 10% 2400/100 100/0/0
10 | SperberLandscape Cos. Westlake Village, Calif. $383,020,000 16% 10% 3368/28 100/0/0
1 | WeedMan Orono, Ontario $351,682,800 14% 13% NR/NR 3/97/0
12 | Ruppert Landscape Laytonsville, Md. $330,700,000 21% 15% 2300/NR 100/0/0
13 | US.Lawns Orlando, Fla. $317,000,000 8% 7% NR/NR 97/15/15
14 | LandCare* Frederick, Md. $316,250,000 15% NR NR/NR NR/NR/NR
15 | Juniper Fort Myers, Fla. $286,000,000 68% 15% 2700/3000 85/5/10
16 | Outworx Group Westbury, NY. $280,000,000 0% 25% 391/2271 85/0/15
17 | Divisions Maintenance Group” Cincinnati, Ohio $246,781,335 19% 15% 1029/NR 100/0/0
18 | United Land Services Jacksonville, Fla. $242,400,000 58% 30% 1325/180 95/0/5
19 | ParkWest Rancho Santa Margarita, Calif. $221,000,000 7% 3% 1659/NR 100/0/0
20 | LawnDoctor* Holmdel, N.J. $209,408,100 10% NR NR/NR NR/NR/NR
21 | Landscape Development Inc. Valencia, Calif. $148,346,000 10% 20% 1180/NR RN/
22 | CleanScapes Austin, Texas $136,911,726 19% 5% 722/258 100/0/0
23 | Yardnique Morrisville, N.C. $126,919,000 25% 22% 1200/650 100/0/0
24 | The Grounds Guys Waco, Texas $125,500,000 10% 10% 1500/1500 45/55/0
25 | Rotolo Consultants Slidell, La. $123,000,000 15% 15% 500/700 80/5/15
26 | TurfMastersBrands Roswell, Ga. $110,000,000 35% 35% 900/50 4/96/0
27 | Landscape Workshop Birmingham, Ala. $106,000,000 41% 23% 880/416 91/6/3
28 | Schill Grounds Management North Ridgeville, Ohio $104,500,000 -8% 12% 1016/272 95/2/3
29 | SenskeServices" Kennewick, Wash. $102,500,000 101% 10% 857/14 11/89/0
30 | TheGreenery Hilton Head Island, S.C. $102,000,000 10% 10% 850/200 90/7/3
31 | Massey Services” Orlando, Fla. $97,631,706 7% 15% 2813/NR 13/87/0
32 | Spring-Green Lawn Care Corp.” Plainfield, IIl. $95,931,000 7% 4% 540/98 10/90/0
33 | SunWorks Landscape Partners Addison, Texas $92,800,000 17% 65% 600/160 95/0/5
34 | Sunrise Landscape Tampa, Fla. $90,400,000 80% 25% 640/260 NR/NR/NR
35 | Garden Design Farmers Branch, Texas $90,000,000 22% 25% 90/NR 95/5/0
36  Mainscape Fishers, Ind. $88,321,000 7% 5% 752/148 100/0/0
37 | LMCLandscape Partners Plano, Texas $87516,018 10% 13% 800/200 91/4/5
38 | ChoateUSA Carrollton, Texas $85,988,865 8% 5% 387/NR NR/NR/NR
39 | Fairwood Brands Columbus, Ohio $81,000,000 96% 10% 330/50 1/98/1
40 | Ethoscapes Houston, Texas $80,000,000 203% 50% 600/125 50/10/40
Lucas Tree Expert Co. Portland, Maine $80,000,000 10% 10% 550/50 100/0/0
Meadows Farms* Chantilly, Va. $80,000,000 0% NR NR/NR NR/NR/NR
43 | DixieLandscape Medley, Fla. $79,500,000 4% 0% 395/NR NR/NR/NR
44 | Russell Landscape Group Sugar Hill, Ga. $76,000,000 23% 15% 460/250 NR/NR/NR
45 | Impact Landscaping & Irrigation Jupiter, Fla. $75,900,000 37% 7% 700/NR 975/2.5/0
46 | Elite Team Offies Clovis, Calif. $74,300,000 9% 23% 789/NR 60/5/35
47 | DJslandscape Management Grand Rapids, Mich. $71,680,000 1% 1% 450/100 94/1/5
48 | Creative Environments Design & Landscape Tempe, Ariz. $70,500,000 44% 0% 200/NR NR/NR/NR
49 | Ryanlawn&Tree" Merriam, Kan. $69,685,991 4% 12% 506/40 10/90/0

LEGEND NR = Not reported; * Indicates estimate, based on projected revenue for 2022 reported last year; * Indicates a portion of reported revenue was removed (such as pest control, janitorial services or other nongreen industry offerings).
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% Rev. % Projected FTEs/
2023 Revenue Change Change Seasonal % Comm./
Headquarters (U.S. Dollars) from 2022 for 2024 Employees Res./Gov.
-
50 | VisterraLandscape Group Park Ridge, IIl. $68,145,000 NR 90% 432/349 98//2
51 | AmericanLandscape Canoga Park, Calif. $68,000,000 3% 5% 345/NR 40/30/30
52 | Environmental Management Inc. Plain City, Ohio $67,000,000 3% 8% 365/45 84/1/15
53 | Greenscape Land Design* Raynham, Mass. $66,700,000 15% NR NR/NR NR/NR/NR
54 | Denison Landscaping Ft. Washington, Md. $66,500,000 3% 10% 525/NR 90/10/0
55 | Maldonado Nursery & Landscaping San Antonio, Texas $66,011,431 16% 21% 737/120 NR/NR/NR
56 | Bland Landscaping Co. Apex, N.C. $66,000,000 19% 15% 540/160 93/2/5
57 ABM Columbia, Md. $64,000,000 2% 5% 700/700 35/0/65
58 | Teufel Landscape Hillsboro, Ore. $63,620,922 31% NR 429/NR NR/NR/NR
59 | Chenmark Portland, Maine $63,100,856 8% 8% 255/278 NR/NR/NR
60 | Sebert Landscape Bartlett, IIl $61,350,000 7% 8% 125/600 90/5/5
61 | BearyLandscaping Lockport, IIl $61,000,000 5% 10% 100/300 80/20/0
62 | Pacific Landscape Management Hillsboro, Ore. $60,215,000 1% 10% 450/125 100/0/0
63 | SiteWorks Chandler, Ariz. $57,878,465 9% 5% 183/78 100/0/0
64 | SantaRitaLandscaping Tucson, Ariz. $57.800,000 1% 3% 685/60 80/10/10
65 | Complete Landscaping Service Bowie, Md. $55,200,000 6% 6% 260/65 98/2/0
66 | Superscapes Carrollton, Texas $52,200,000 35% 36% 395/34 92.5/6.5/1
67 | AAAlandscape Phoenix, Ariz. $52,100,000 1% 10% 580/30 99/1/0
68 | Chapel Valley Landscape Co. Woodbine, Md. $51,000,000 5% 5% 300/120 90/10/0
69 | ExperiGreenLawn Care" Mishawaka, Ind. $50,953,640 4% 19% 125/350 4/96/0
70 | Perfect Cuts of Austin Austin, Texas $49,386,249 15% 10% 28/86 100/0/0
71 | Xquisite Landscaping Stoughton, Mass. $48,886,744 39% 1% 195/70 100/0/0
72 | KlineBros. Landscaping Manahawkin, N.J. $48,000,000 7% 3% 200/40 10/80/10
73 | McHale Landscape Design Upper Marlboro, Md. $47300,000 1% 3% 400/NR 0/100/0
74 | Caretaker Landscape & Tree Management Gilbert, Ariz. $46,266,551 10% 8% 310/50 100/0/0
75 | EarthTones Design Midlothian, Texas $46,004,920 -9% 35% 210/70 81/19/0
76 | SOl Group Frisco, Texas $45,700,000 26% 15% 145/NR 100/0/0
77 | Harvest Landscape Enterprises Anaheim, Calif. $45,659,504 1% 10% 550/NR 100/0/0
78 | Schumacher Cos. West Bridgewater, Mass. $45,500,000 10% 5% 110/165 36/64/0
79 | Designscapes Colorado Centennial, Colo. $45,000,000 16% 3% 167/131 18/32/50
80 | SouthernBotanical Dallas, Texas $44,440,000 2% 2% 531/20 62/37/1
81 | Christy Webber Landscapes Chicago, Ill. $43,000,000 2% 2% 250/NR 50/35/15
82 | Unlimited Landscaping & Turf Management Suwanee, Ga. $42,476,809 16% 0% 165/6 NR/NR/NR
83 | Dennis’ 7 Dees Landscaping & Garden Centers Portland, Ore. $42,312,770 1% 4% 293/35 22/42/1
84 | ScottByron & Co. Lake BIuff, IIl $41,921,000 12% 1% 80/170 0/100/0
85 | Conservalrigation Glen Allen, Va. $41,841,001 28% 30% 250/75 15/85/1
86 | Frank & Grossman Landscape Contractors Hayward, Calif. $39,400,000 20% 15% 345/NR 35/65/
87 | Focal Pointe Caseyville, Ill. $38,890,000 55% 21% 203/ 94/6/0
88 | Heaven &Earth Landscaping Indian Trail, N.C. $38,501,926 22% 15% 197/129 100/0/0
89 | Merchants Landscape Services Santa Ana, Calif. $38,000,000 5% 4% 450/NR 0/0/100
90 | KeyServCo. Fernandina Beach, Fla. $37200,000 87% 50% 251/NR 57/421
Urban Dirt Austin, Texas $37.200,000 2% 15% 175/75 100/0/0
92 | Earthworks Alvarado, Texas $37,005,000 8% 0% 300/100 98/0/2
93 | Pierre Landscape Irwindale, Calif. $37.000,000 -13% 20% 170/NR 40/0/60
94 | StayGreen Santa Clarita, Calif. $36,483,000 2% 9% 400/50 76/0/24
95 | Lifescape Colorado Denver, Colo. $35,490,688 13% 12% 123/75 10/90/0
96 | AmericanLandscape Systems Lewisville, Texas $35,460,817 39% 5% 320/50 NR/NR/NR
97 | Naturescape Muskego, Wis. $35,227,632 4% 3% 320/25 5/95/0
98 | Chalet Wilmette, Ill. $34,900,000 3% 5% 120/195 0/100/0
99 | Service Direct Landscape Phoenix, Ariz. $34,500,000 32% 20% 350/NR 40/50/10
100 | LandGraphics* San Diego, Calif. $34,327500 15% NR NR/NR NR/NR/NR
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%Rev. % Projected FTEs/
2023 Revenue Change Change Seasonal % Comm./
Headquarters (U.S. Dollars) from 2022 for 2024 Employees Res./Gov.
—
101 | Andre Landscape Service Azusa, Calif. $34,000,000 15% 10% 322/NR 100/0/0
102 Cherrylake Groveland, Fla. $33,502,506 75% 6% 405/56 100/0/0
103 | DLCResources Phoenix, Ariz. $33,500,000 1% 4% 380/NR 100/0/0
104 The Budd Group* Winston-Salem, N.C. $33,350,000 15% NR NR/NR NR/NR/NR
105 | LMiLandscapes* Carrollton, Texas $33173,143 15% NR NR/NR NR/NR/NR
106 = Valor Landscape Aurora, Colo. $32,310,389 231% 1% 135/50 70/30/0
107 | David J. Frank Landscape Contracting” Germantown, Wis. $31122140 16% 4% 189/56 65/35/0
108 ' GreenLawn Fertilizing” West Chester, Pa. $30,903,575 17% 15% 304/NR 7/93/0
109 | Great Oaks Landscape Associates Novi, Mich. $30,600,000 2% 5% 189/NR 80/20/0
110 | Landry’s Landscape Baton Rouge, La. $30,352,852 40% 19% 51/53 96/4/0
111 | The Joyce Cos. Marstons Mills, Mass. $30,049,377 8% 8% 150/50 10/90/0
112 ProQual Landscaping* Tempe, Ariz. $30,000,000 20% NR NR/NR NR/NR/NR
113 | UtzEnvironmental Services Leander, Texas $29,866,074 2% 25% 150/75 100/0/0
114 | Winterberry Southington, Conn. $29,850,000 14% 12% 100/120 70/30/0
115 Complete Landsculpture Dallas, Texas $29,400,800 9% 1% 150/100 50/50/0
116 | Realty Landscaping” Newtown, Pa. $28,182,670 22% 12% 103/94 80/15/5
117 | Mountain View Landscapes Chicopee, Mass. $28,000,000 60% 5% 26/100 45/5/50
118  Siteworks Landscape* Richmond, Calif. $27860,000 0% NR NR/NR NR/NR/NR
119 | Saluda Hill Landscapes Lexington, S.C. $27098,133 2% 10% 145/NR 15/85/0
120 APHIX Frankfort, Ky. $26,873,735 22% 15% 180/126 97/0/3
121 Michael Hatcher & Associates Olive Branch, Miss. $26,750,000 15% 20% 180/125 75/25/0
122  Level Green Landscape Upper Marlboro, Md. $26,747,000 -16% 25% 157141 96/0/4
123 Greenscape Raleigh, N.C. $26,640,000 17% 10% 150/35 100/0/0
124 | Genesis Landscape Solutions" Mesa, Ariz. $26,500,000 20% 20% 365/NR 100/0/0
125 | Integrity Landscape Morgan Hill, Calif. $26,200,000 4% 15% 240/25 100/0/0
126 | ArtByNature Granite Falls, Wash. $25,598,797 14% -10% 155/NR 99/1/0
127 | NextTo Nature Landscape Olathe, Kan. $25,444.223 10% 10% 121/43 44/56/0
128  Timberline Landscaping Colorado Springs, Colo. $25,112,000 3% 5% 50/163 70/22/8
129 | TexasLand Care Dallas, Texas $25,104,371 75% 12% 84/12 1/99/0
130 Landscape Maintenance Professionals Seffner, Fla. $25,000,000 20% 10% 320/40 100/0/0
131 | North American Lawn & Landscape Charlotte, N.C. $24,900,000 22% 10% 120/40 100/0/0
132 Hittle Landscaping Westfield, Ind. $24,501,000 2% 16% 161/55 100/0/0
133 Urban Habitat La Quinta, Calif. $24,135,031 69% 157% 82/NR 8/0/92
134 | Clarence Davids & Co. Matteson, IIl. $23,318,500 1% 2% 80/128 90/10/0
135 | GreenScapes Landscape Co. Columbus, Ohio $22,000,000 34% 8% 82/24 NR/NR/NR
136 | HighGrove Partners Austell, Ga. $21,900,000 14% 12% 190/40 100/0/0
137 | Valley Landscaping* Christiansburg, Va. $21,394,480 0% NR NR/NR NR/NR/NR
138  Franz Witte Landscape Contracting Nampa, Idaho $21,200,000 18% 10% 131/30 53/47/0
139 | Greener Group Lowell, Mass. $20,900,000 7% 8% 80/20 98/2/0
140 Richmond & Associates Landscaping Carrollton, Texas $20,887,410 -6% 3% 149/144 RN/7
141 | GreenView Partners Raleigh, N.C. $20,721,066 15% 15% 200/35 100/0/0
142 | Hidden Creek Landscaping Hilliard, Ohio $20,672,000 -5% 20% 95/40 50/50/0
143 | Sposato Landscape Co.* Milton, Del. $20,600,742 5% NR NR/NR NR/NR/NR
144 Mullin Saint Rose, La. $20,500,000 -6% 16% 185/30 80/18/2
145 | Oasis Landscape Services Gainesville, Fla. $20133,675 25% 15% 83/10 1/0/99
146 James Martin Associates Mundelein, IIl. $20,010,000 -5% 12% 46/113 48/49/3
147 | Earthco Commercial Landscape Santa Ana, Calif. $20,000,000 13% 10% 300/NR 100/0/0
148 | Pro Cutters Lawnscapes Conyers, Ga. $19,750,656 0% 30% 85/85 30/0/70
149 | Shinto Landscaping Deerfield Beach, Fla. $19,750,000 -4% 15% 250/NR 45/30/25
150 | Nature Care/Bay Pro Santa Ana, Calif. $19,000,000 5% 5% 190/20 NR/NR/NR

Total: $18,592,575,311 Avg: 20% Avg:14%
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3! Onward and upward

The 2024 LM150 rankings showcased continued record-breaking
industry growth as combined revenue climbed past $18.5 billion
BY SCOTT HOLLISTER | LM EDITOR-IN-CHIEF

he landscape industry’s
decade-long winning streak
showed no signs of slowing
in 2023. If anything, it only
picked up pace.

The 2024 LM150 list highlighted
yet another year of strong revenue
growth, with companies report-
ing combined revenue of more than
$18.5 billion in 2023. That repre-
sents a 14 percent increase over the
total reported last year, and on aver-
age, companies that provided infor-
mation to LM reported revenue
increases of 20 percent vs. 2022.

This year’s LM150 list is brought
to you by Aspire Software, John
Deere and Weathermatic.

The last time the LM150 list showed
an annual decrease in revenue was
way back in 2014, when reported 2013
revenue dropped slightly versus the
previous year, from $7.69 billion to
$7.67 billion.

The top four companies in the 2024
LM150 list remained unchanged from
last year. BrightView Holdings, based
in Blue Bell, Pa., topped the list with
2023 revenue of $2.8 billion. It marked
the ninth consecutive year that Bright-

WHO DID WE MISS?

Should your company be on the
LM150 list of the largest landscape
companies? Or, do you know of

a firm that should be ranked but
isn’t? Contact Special Projects Edi-
tor Marisa Palmieri at mpalmieri@
northcoastmedia.net to be noti-
fied next year when the submission
period opens. We encourage com-
panies that think they might make
the list to contact us for information.

View took the No. 1 spot.
The Davey Tree Expert Co.,
based in Kent, Ohio, took
the second spot once again

COMBINED 2023 LM150 REVENUE

$18,592,575,311

with revenue of $1.7 billion. AVERAGE AVERAGE REVENUE
TruGreen, headquartered in REVENUE GROWTH GROWTH PROJECTED
FROM 2022 FOR 2024

Memphis, checked in at No.

3 with revenue of $1.5 billion,
while Yellowstone Landscape
out of Bunnell, Fla., was

once again fourth with $579
million in revenue.

The rest of the top 10
experienced some minor
shuffling in comparison to
last year’s list. HeartLand from Kan-
sas City, Mo., and Bartlett Tree Experts
from Stamford, Conn., swapped places
at Nos. 5 and 6, with Heartland report-
ing revenue of $535 million in 2023
and Bartlett coming in at $481 million.

At No. 7 is Mariani Premier
Group, making its first appearance
in the LM150 top 10. Buoyed by eight
acquisitions in 2023, the company
based in Lake Bluff, I1l., reported a
62 percent revenue boost last year
and revenue of $465 million.

SavATree from Bedford Hills,
N.Y., dropped one spot to No. 8 in
2023 with $403 million in reve-
nue, while Gothic Landscape out of
Valencia, Calif., remained at No. 9
with $396 million in revenue. Round-
ing out the top 10 was Sperber Land-
scape Cos. from Westlake Village,
Calif., with revenue of $383 million.

A trio of companies reported rev-
enue increases of more than 100 per-
cent in 2023 — Valor Landscapes
(237 percent), Ethoscapes (203 per-
cent), featured on p. 24 of this issue,
and Senske Services (101 percent).

20%

COMBINED 2023 REVENUE OF THE TOP 3 FIRMS

$6,009,331,000

14%

LM seeks submissions from landscape
companies for the magazine, on
LandscapeManagement.net,

via email and over the phone from
January through May. Companies
submit their details through a stan-
dardized form. LM editors compile
the results and, where applicable,
remove nontypical green industry
revenue sources from the totals.
For example, we omit revenue from
pest and janitorial services.

We estimate revenue for firms
that didn'’t provide data if they partic-
ipated in last year’s list and reported
a projected 2023 revenue figure.

The LM150 information is self-
reported unless otherwise noted.
Some companies do not break out
individual service lines, so we can’t
be sure what revenue is specific
to typical green industry services.
Several firms opt not to participate
in the list, there are others we are
unaware of, and it is possible some
revenue overlaps due to subcontract-
ing agreements. ®
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When exceptional businesses
need exceptional software,

they turn to Aspire.

Many of the top-performing landscape companies trust and rely on Aspire,
and for good reason. Aspire empowers even the most successful organizations
to reach greater heights.

Generate accurate estimates Streamline operations

Gain sales visibility Access real-time insights

38% of survey respondents saw a
7% boost in bottom-line profits within their first year with Aspire.*

Ready to break free from limitations?

If frustrating inefficiencies and stagnant growth is holding you back,

it's time to upgrade to Aspire.

*Results are illustrative of certain customers’ success,; your individual results may vary



PROFILES

It isn’t just NASA that’s
coordinating launches in
Houston — Ethoscapes is
rocketing up the LM150 list

BY SETH JONES
LM EDITORIAL DIRECTOR

ouston is currently the
fourth largest city in Amer-
ica, and it’s growing rap-
idly. According to the orga-
nization Greater Houston
Partnership, the city added 139,789
new residents in 2023, a 1.9-percent
increase, behind only Dallas among
America’s 20 largest metros.

Here’s another ranking to make
Houston proud: No. 2 fastest-grow-
ing out of 150, and 203 percent
growth in revenue, year over year.
Those numbers belong to Houston-
based Ethoscapes, where the com-
pany proudly finds itself as the second
fastest-growing company on the 2024
LM150 list. Ethoscapes ranks No. 40
overall, with $80 million in revenue in
2023. The 2024 LM150 list, our annual
ranking of the top 150 landscape and
lawn care companies based on reve-
nue, is sponsored by Aspire Software,
John Deere and Weathermatic.

Ethoscapes as a brand may be rel-
atively new, but the companies that
comprise it are not. In 2020 Manny
Gonzélez, CEQ, and his business
partner, Stenning Schueppert, man-
aging partner, Evolution Strategy
Partners, purchased Westco Grounds
Maintenance, a 44-year-old company.
Two years later, Champions Hydro-
Lawn, a 47-year-old company, joined
the firm. And this year, Ethoscapes

made another move and acquired
Houston Landscapes Unlimited, a
41-year-old company.

These three prolific companies
are all different from each other
but mesh together nicely. Westco
Grounds Maintenance does high-
touch commercial maintenance
grounds care. Houston Landscapes
Unlimited performs construction
and installation of irrigation and
landscapes, as well as landscape
maintenance. Champions Hydro-
Lawn provides highly sought after
flood and erosion control, rehabili-
tation and turf management ser-
vices. Together they serve home-
owner associations, municipal utility
disctricts and commercial custom-
ers across the Greater Houston area.
Ethoscapes also organically added
Tree60 to meet the growing need and
specialized care of trees.

“The Houston area is very flood
prone, and Champions focuses on
protecting communities from these
types of natural weather events,” says
Gonzalez. “We serve an abundance of
municipal utility districts that require
our specialized services. There's a lot
of construction in it, a lot of rehabili-
tation and a lot of maintenance. The
companies that comprise Ethoscapes
make us very different than your stan-
dard landscape business. When you
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have the four legs to what Ethoscapes
is comprised of, it really sets us apart.”

MISSION CONTROL

Gonzalez and Schueppert have known
and worked with each other for over a
decade. Gonzélez was chairman of a
few companies where Schueppert was
the private equity partner.

Gonzalez and Schueppert found
the landscape and lawn care indus-
try “compelling,” and when the
opportunity to acquire Westco pre-
sented itself, they were off and run-
ning. The owner was hoping to sell
and retire; Gonzalez told Schueppert
the business looked like something
fun, and a good challenge.

“Manny stepped in as CEO and
we've been working together closely
ever since,” Schueppert says.

The partners believed they under-
stood the Houston market and the
industries.

“And obviously I think we've proven
it, having the acumen and expertise
to create a platform business, grow it,
scale it and make it relevant to the par-
ticular market,” Gonzalez says.

Both Gonzélez and Schueppert
have abundant experience in acquir-
ing businesses and scaling them
properly, Gonzalez says. He says the
key is to allow the qualified person-
nel to do the work theyre best at —

©OWWW.HHPHOTO.COM
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be that landscaping, tree care, turf
control, erosion control and so on.
Their job, he says, is to empower
their employees and provide the
proper strategies, funding and guid-
ance to grow the business.

To accelerate the momentum
of the enterprise, another strate-
gic move Gonzalez and Schueppert
made was adding Jerry Cavitt as CFO
and COO. With this move, the idea of
Ethoscapes was fully developed and
became a reality with the three signif-
icant acquisitions, three smaller ones
and the creation of the tree business.

Cavitt echoes Gonzalez when he
says the success of Ethoscapes comes
in the form of a systems approach
and letting the employees focus on
what they’re best at.

“We try to position people in their
role to their best and highest use, and
then we handle all that other stuff
behind the scenes at Ethoscapes,”
Cavitt says. “Nobody likes messing
with health benefits or workers’ com-
pensation. Let’s strip all that out and
make it a business that is agnostic to all
of these brands, leave the brands alone
and let them focus on operations.”

Cavitt also brought in what he calls
best-in-class technology to the com-
pany, including Acumatica, which he
says works great with Aspire Software
and Inova. He made sure all the tech-
nology at Ethoscapes was fully cloud-
based. By fully embracing technology,
the company was set for liftoff.

ONE SMALL STEP
Stenning Schueppert describes him-
self as an investor with a strategy and
management consultant DNA. He says
he’s different from the typical private
equity professional who comes from
abanking background. He went inde-
pendent five years ago and says he’s
having “a ton of fun” working with
Gonzalez and Cavitt on Ethoscapes.
“Ilook at businesses from a stra-
tegic standpoint of view ... what

aspire =

AServiceTitan Company

Three existing

. Houston
makes businesses heavyweights
tick, versus spread- ~ came together to

form what is now

sheets and lever-
Ethoscapes.

age and that kind
of stuff,” he says. “I focus on deals
with companies that make this coun-
try great ... nowadays theyre called
essential businesses. They used to be
called industrial businesses — any-
thing with a hard hat, dirty finger-
nails and steel-toed boots.”

Schueppert says Ethoscapes has
been so successful because of its
approach to culture and strategic
acquisitions. He says it is important
to respect the existing organizations
and the staff.

“Iunderstand the guys in the cor-
ner office, and I respect those that are
out in the field every day making it
happen,” he says. “But we respect the
organizations, we respect the cultures
of the organizations we brought in.
You still have Westco, you still have
Champions, you still have Houston
Landscapes Unlimited. We've kept
those brands and we've kept the team
members in place.”

Cavitt echoes the importance of
allowing the companies to maintain
their unique identities.

“When you start thinking about
acquiring these businesses that have
such an identity... you've got an owner
that’s been there for 40 years and
started with his own push mower in
the neighborhood. Others may attempt
to just smash these kinds of businesses

together;” Cavitt says. “But why would
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you do that? You're creating cultural
problems that don't need to exist.”
Schueppert adds that some of the
employees, for the first time ever,
now have an equity stake in the busi-
nesses. That empowers employees
to feel like true managers, like an
owner of the business.

BEYOND SPACE CITY

Gonzalez says he’s excited that the
“thesis” of Ethoscapes has proven to
be successful over the last four years.
But what's next?

“Our plan is to continue the the-
sis, grow the business not only here
in the Houston market and add-
ing additional services to our value
proposition, but expand to other
parts of the state,” he says. “We'll
see where it takes us from there. But
first, we wanted to prove it out. We've
done that. We feel very comfortable,
enlightened, excited, and tomorrow
is another day.” ®

Ethoscapes focuses on empowering employees
and allowing them to focus on what they’re best at.
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Mountain climbers

Buoyed by loyal customers, dedicated employees and a culture of community

service, Designscapes Colorado continues a steady rise up the LM150 rankings
BY SCOTT HOLLISTER | LM EDITOR-IN-CHIEF

hen Phil Steinhauer
started Designscapes
Colorado in 1992, he had
one goal top of mind as
he crafted the company’s
first mission statement. As much as he
was getting into the landscaping busi-
ness, he was equally focused on mak-
ing sure his new endeavor was in the
relationship business, as well.

Based on the company’s track
record, consider that mission accom-
plished. “We're actually doing a reno-
vation job right now for one of the first

Community
service has been

a hallmark for

~._ Designscapes

2024 LM150 list.

customers we worked with 32 years
ago,” says Steinhauer, the company’s
CEO and lead landscape architect.
“I'm really proud of those long-term
relationships we've built and how we've
stayed true to our mission. We have a
lot of those kind of stories, where cus-
tomers call back 10 or 15 years later,
and were at the point now where were
doing work for the kids of clients. ”
And when you take a quick look
at the final numbers from the 2023
LM150 list, it’s clear that focus on rela-
tionships benefits not only the busi-
ness and the customer,
but also the bottom line.
Designscapes Colorado
checks in at No. 79 on
this year’s list, up five
spots from 2022, with
total revenue of $45 mil-
lion. That represents a
year-over-year increase
of 16 percent, and contin-
ues a decades-long trend

While that kind of
growth has always been
apart of the plan for
Steinhauer and Design-
scapes, he admits that
it’s not necessarily been
apartofa plan.

“This is going to
sound a little weird, but
we don’t do a ton of stra-
tegic planning,” Stein-
hauer says. “Growth
is always the goal, and

Colorado, } ¢
No. 79 on the we've done a good job
of that pretty much
every year over the past
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of steady revenue growth.

10 years. But in
reality, I view

our growth as
something more
organic as opposed
to the result of any
sort of formal plan.”

Phil Steinhauer

PEAK EFFICIENCY

A graduate of Colorado State Uni-
versity with a degree in landscape
design and contracting, Steinhauer
started his career with a firm in Con-
necticut focused on high-end resi-
dential clients. The Rocky Mountains
were never far from his thoughts,
though, so after three-and-a-half
years out east, he returned to Colo-
rado to work for a small design-build
company and immerse himself in the
Denver market. After three years in
that role, he decided it was time to go
his own way, and Designscapes Colo-
rado was born.

“I can't think of a better place to
have a business,” Steinhauer says of his
home state. “We get the change of sea-
sons ... and have the natural beauty of
the Rocky Mountains, which is a big
inspiration for what we do.”

Designscapes offers a wide range
of services to its clients on the resi-
dential, commercial and municipal
government fronts, with the latter
accounting for half of the company’s
revenues in 2023. While design/build
projects make up a big chunk of the
company’s total workload (80 per-
cent), Steinhauer says it’s the overall
diversity of the company’s offerings
that has been the key component to
its growth over the long haul.

PHOTOS COURTESY OF DESIGNSCAPES COLORADO
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Two other efforts
stand out as particu-
lar favorites to Stein-
hauer. The first is a

“I think that diversity has really
been beneficial to our success and
growth,” he says. “We have our resi-
dential team that is all design/build

... and then our commercial team partnership with the E:_oe;trz?ngzz:‘%lEarly"‘f’
that does a lot of municipal work, Clayton Early Learn- . A gy,
parks, playgrounds, city medians, ing school to main- \‘

things like that. Add in the mainte-
nance we do for both residential and
commercial, we touch pretty much
anything to do with landscaping. I
think that’s pretty unique.”

COMMUNITY CENTERED
Designscapes Colorado’s customers
aren't the only ones to benefit from a
focus on forging partnerships and long-
term relationships. It extends to the
places where the company’s employees
work, live and play, and an emphasis
on charitable giving and community
action has become an important part
of the company’s culture.

Steinhauer credits his parents
with instilling in him a desire to give
back whenever possible.

“I feel like to be a good leader, you
need to be able to give back and help
those that might not be as fortunate as
you are. I've tried to stress to my team
and leadership that we've had a com-
munity supporting us for 35 years and
that it's important that we give back to
the community that’s supported our
business for all these years.”

The charitable initiatives Design-
scapes Colorado has involved itself in
over the years are many, and not sur-
prisingly, most involve helping chil-
dren. It partnered with Make-A-Wish
Colorado and built a large, Victorian-
style playhouse to grant the wish of a
young girl who wanted a special space
to spend more time with friends and
family. Along with Wagner Equip-
ment, it worked to improve the land-
scaping around the Colorado Freedom
Memorial, which honors the state’s
fallen servicemen and women. And it
has taken part in the Angels Among Us
holiday gift exchange for many years.

tain 18 vegetable gar-
dens and an orchard
of fruit trees on school
grounds. The literal
fruits of those labors
are used in the school
cafeteria and also go
to families who oth-
erwise wouldn’t have
access to fresh fruits
and vegetables.

“The whole concept has been great
for us and for the school, teaching
children about healthy eating and
teaching the parents about healthy
cooking,” Steinhauer says. “Helping
the children grow their own food so
they can see where it comes from has
been really rewarding.”

The second was a bit of a holi-
day surprise Steinhauer sprung on
Designscapes’ leadership team. In a
partnership with Giant bicycles, the
company’s top brass worked together
to build 18 new bikes that were given
tolocal children in need.

A LOOK AHEAD

While continued expansion of Design-
scapes Colorado’s customer base and
the steady revenue growth that would
come with it remain top priorities,
Steinhauer says there are other boxes
to check as the company looks at the
remainder of 2024 and beyond.

Chief among those is securing a
skilled and reliable workforce, a chal-
lenge that Steinhauer admits is not
unique to his company. Designscapes
Colorado has been an active player in
the H-2B visa program for nearly two
decades, and this year secured 136
temporary workers through the pro-
gram. To augment those efforts, the

company began work on a permanent
residency program in 2018 to transi-
tion between 8 and 12 workers each
year to full-time residency in the U.S.
To date, 10 workers have received full-
time residency with another 58 still in
the process of receiving a green card.

Designcapes is also diving into
technology in order to improve the
customer experience as well as the
experience of the company’s work-
force. It is currently in the process of
introducing Aspire Software’s solu-
tions into its business management
processes, and will utilize the tool to
improve accounting, invoicing and
estimating, among other things.

Steinhauer is also excited about
a pair of new autonomous mowers
that have been added to the com-
pany’s fleet. “We're just getting them
dialed in, but I'm excited about the
possibilities.”

The same can be said about
the veteran team at Designscapes
Colorado as they look ahead.

“Like most thriving companies,
the real key to our success is the
team that we have in place,” Stein-
hauer says. “We have so many key
people with 15, 20, 30 years in the
same position. When you have that
kind of loyalty ... you really can
achieve some great things.” ®
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Commercial Walk-Behind Mowers ZTrak™ Zero-Turn Mowers



@ JOHN DEERE

COMPLETE Your Fleet.

There's a confidence that comes with knowing you're
well-prepared. Whatever the job entails, you have the
equipment to get it done well. That confidence comes
standard with a fleet featuring John Deere walk-behind,
stand-on, and zero-turn mowers. With responsive
controls, smooth operation, and comprehensive

dealer support, this is your complete package.

JohnDeere.com/MowPro

Congratulations to the LM150.
See your local John Deere Dealer
for exclusive offers.”

*Special offers limited to companies named to the LM150 list published in the June 2024
issue of Landscape Management. Offers available July 1, 2024 through October 27, 2025.

Q u i kTra kTM Sta nd - 0 n M OWE rS See participating John Deere Dealer for details.



From bishops to

Cardinals and beyond

A steady riser over the last three years, Focal Pointe founder and CEO
John Munie shares how his company has grown without private equity
BY ROB DIFRANCO | LM ASSOCIATE EDITOR

ocal Pointe — No. 87 on the
2024 LM150 list — has been
a steady riser over the last
three years.

The Caseyville, Ill.-based
operation made its LM150 debut in
2022, ranking No. 123 with revenue of
$21,003,054. Fast forward two years
and the company, led by founder and
CEO John Munie, has grown its rev-
enue to $38,890,000 and vaulted into
the ranks of the top 100 revenue-gen-
erating firms in the country.

How has Focal Pointe done this? If
you ask Munie, it starts with his people
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and their commitment to being more
than a landscaping company.

HUMBLE BEGINNINGS

Munie launched Focal Pointe in
December 1997, with a borrowed
lawn mower and a dream.

“I was thinking, ‘How is this going
to work?’ I didn't have that fully
thought out,” Munie says. “I remem-
ber talking to Bishop (Wilton) Greg-
ory from the Diocese of Belleville (I11.)
about the idea of starting my own
business. And he said, ‘Give me a price
to mow my lawn. I can still remember

*. Focal Pointe
ranks No. 14

on the LM150
growth list

M.  with arevenue
=< Increase of
55 percent

». . over2022.

it was $95 to cut
his yard, and he
said, “You've got
the job.”

From there,
Munie canvassed
the surrounding
neighborhood for new leads, promis-
ing a full-service landscaping option
to potential clients.

“I'said, T1l do everything for you.
T'll mow, do lawn and shrub care,
take care of your pool, mulch and
irrigation,” Munie remembers.

From there, Focal Pointe grew
by word of mouth, picking up steam
until the mid-2000s when more com-
mercial opportunities presented
themselves — including Busch Sta-
dium, home to Munie’s boyhood
team, the St. Louis Cardinals.

For Focal Pointe, Busch Stadium
was a launch pad into the commer-
cial landscaping space.

“It gave us the credibility to
expand further into the commercial
market,” Munie says. “And, when you
take that high-end residential, white-
glove approach to the commercial
market, it is different for them.”

In the years after taking over at
Busch Stadium, the company added
two outdoor shopping malls in the St.
Louis area, a corporate campus and
universities (Editor’s note: For more
on the day-to-day services that Focal
Pointe provides at Busch Stadium,
check out the June 2023 issue of LM.).

iE
<0

John Munie
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BUILDING A

LIFESTYLE COMPANY

Munie takes pride in his company’s
position as an independently owned
and operated business. The company
has nearly doubled its revenue in
recent years, and it has done so with-
out private equity investments.

“We're not under any demands
from outside investors for financial
performance. Our motivation is the
idea of building a great company,” he
says. “So, we don't have to acquire any-
body. Were under no demand to hit
certain growth projections or EBITDA
projections or anything like that.”

That hasn’t stopped Focal Pointe
from entering the acquisition market
over the last year. In 2023, the com-
pany added three privately owned
companies — Landworks in Kansas
City, Kan., Rite-A-Way Lawn Care in
Cottleville, Mo., and Signature Land-
scape of Oklahoma City.

“It's funny, we had zero acquisitions
in 25 years of being in business and
somehow three collapsed into place
within two months,” Munie says. “Who
does that? I mean, goodness gracious.”

The acquisitions, Munie contin-
ues, all had several things in com-
mon, starting with a cultural align-
ment with what he wants Focal
Pointe to be — a lifestyle company.

“For better or worse, I look for

cultural alignment and where I
think we can be impactful in the
community. Where that takes us, it
takes us,” he says. “We want people
who want to do right for others.
And with that spirit, we can do any-
thing. If we have employees who
care, we can train them how to be
efficient, how to improve in safety,
how to improve quality and how to
delight your customers.”

Focal Pointe Founder
and CEO John Munie
takes pride in his
company’s self-funded
acquisitions, its first

in more than 25 years
of business.

WHAT’S NEXT?

Where does Focal Pointe go
from here? Munie says he
doesn't foresee his compa-
ny’s strategy changing too
much, and he doesn’t expect
the company to go on an
acquisition spree. Instead,
he wants Focal Pointe to
provide a blueprint for
making landscaping companies a
career, not just a job.

“I think more important to us,
rather than being recognized for size
or EBITDA, is building a company
that demonstrates that the land-
scape industry is a destination indus-
try, not something you settle for,” he
says. “What industry gives people the
ability to be impactful in communi-
ties like ours? Not many.” ®

FOUNDER'S WALL of GRATITUDE

BUILDING A COMMUNITY

As it works to retain and reward its employees, Focal Pointe, No. 87 on the
2024 LM150 list, has several initiatives it uses to maintain a healthy culture.
The first is what founder and CEO John Munie calls the “Founder’s
Wall of Gratitude,” a wall in Focal Pointe’s headquarters that honors em-

ployees who have been with the company for more than 10 years. Ac-
cording to Munie, the employees that currently adorn the wall represent
more than half of its staff from a decade ago.

“In our industry, that’s pretty unusual. That’s one of the things I'm
most proud of,” he says. “Ten years ago, we were a $4 million company,
and we were not much different than anybody else. And to have people
that said, ‘Yeah, I'll hitch my wagon to this,” it’s just super cool.”
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What Do These Top 150
Landscape Companies
Have in Common?

They are SmartLink by Weathermatic Partners
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SmartLink Water and Labor Savings Dashboards

You too can turn your irrigation division into a profit center with Weathermatic's innovative water
management technology and business process consulting:

¢ AUTOMATE manual irrigation tasks on one connected platform
* GROW irrigation repairs to 20% of maintenance revenue
* IMPLEMENT in as little as 90 days

INDUSTRY LEADERS AGREE

“With SmartLink we're able to utilize our labor much more efficiently...
SmartLink has helped us to provide more value to our clients, and in turn
has made us more valuable.”

- Scott Needham, Proqual Landscaping s s
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based irrigation. SmartLink is very, very important.” et il
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1 Heartland $534,747,000
2 Yellowstone Landscape $463,200,000
3 Gothic Landscape $296,000,000
4 Sperber Landscape Cos. $283,020,000
5 Ruppert Landscape $330,700,000
6 US.Lawns $307490,000
7 Divisions Maintenance Group $246,781,335
8 Juniper $243100,000
9 Outworx Group $238,000,000
10 United Land Services $230,280,000
11 Park West $221,000,000
12 TruGreen $194,980,500
13 Bartlett Tree Experts $144,300,000
14 (leanScapes $136,911,726
15 Landscape Development Inc. $136,478,320
16 Yardnique $126,919,000
17 SavATree $100,750,000
18 Schill Grounds Management $99,275,000
A lOOk at the LM150 ]iSt - sorted 19 Rotolo Consultants $98,400,000
. . 20 Landscape Workshop $96,460,000
for top performers by.chent mix, 21 TheGreeney 91800000
profit centers and regions % 22 Wainscape 88321000
- 23 SunWorks $88,160,000
Editor’§ note: Not all companies report client mix, profit center z 24 Garden Design $85,500,000
reportac Lamdscaps Gonsiruction s mcluded Tn designybule and 25 LucasTree Experts §80,000000
installation figures. h
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1 TruGreen $1,304,869,500 > 1 Yellowstone Landscape $115,800,000
2 Mariani Premier Group $399,900,000 m 2 Outworx Group $42,000,000
3 WeedMan $341132.316 3 ABM $41,600,000
4 Bartlett Tree Experts $307840,000 4 Merchants Landscape Services $38,000,000
5 SavATree $290160,000 5 Ethoscapes $32,000,000
6 Turf Masters Brands $105,600,000 6 Bartlett Tree Experts $28,860,000
7 Senske Services $91,225,000 7 Juniper $28,600,000
8 Spring-Green Lawn Care Corp. $86,337,900 8 Elite Team Offies $26,005,000
9 Massey Services $84,939,584 9 Designscapes Colorado $22,500,000
10 Fairwood Brands $79,380,000 10 Urban Habitat $22,204,229
11 The Grounds Guys $69,025,000 11 Pierre Landscape $22,200,000
12 Ryanlawn&Tree $62,717392 12 American Landscape $20,400,000
13 ExperiGreenLawn Care $48,915,494 13 Oasis Landscape Services $19,932,338
14 McHale Landscape Design $47,300,000 14 Rotolo Consultants $18,450,000
15 ScottByron & Co. $41,921,000 15 Mountain View Landscapes $14,000,000
16 Kline Bros. Landscaping $38,400,000 16 Pro Cutters Lawnscapes $13,825,459
17 Conserva lrrigation $35,564,351 17 United Land Services $12120,000
18 Chalet $34,900,000 18 SavATree $12,090,000
19 Naturescape $33,466,250 19 Landscape Development Inc. $10,384,220
20 Lifescape Colorado $31,941,619 20 Environmental Management Inc. $10,050,000
21 Schumacher Cos. $29120,000 21 StayGreen $8,755,920
22 Green Lawn Fertilizing $28,740,325 22 Christy Webber Landscapes $6,450,000
23 The Joyce Cos. $27044,439 23 SantaRitaLandscaping 5,780,000
24 Frank & Grossman Landscape Contractors $25,610,000 24 Shinto Landscaping $4,937500
25 TexasLand Care $24,853327 25 Kline Bros. Landscaping $4.800,000
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A ServiceTitan Company
MOWING + MAINTENANCE TURF + ORNAMENTAL

1 BrightView Holdings $1,858,560,000 1 TruGreen $1.363,500,000
2 Yellowstone Landscape $463,200,000 2 WeedMan $351682.800
3 Heartland $390,365,310 3 SavATree $W65,230,000
4 SperberLandscape Cos. $306:416,000 4 Turf Masters Brands $110,000,000
5 Gothic Landscape $261,360,000 5  Senske Services $98.750,000
6 Mariani Premier Group $195,300,000 6  Spring-Green Lawn Care Corp. $93.702.300
7 Ruppert Landscape $185,92,000 7 Massey Services $79,365,911
8 US.Lawns $183,860,000 8 SunWorks $56,608,000
9 Juniper §154440,000 9  ExperiGreen Lawn Care $49327460
10 Divisions Maintenance Group $147414,329 10 Harvest Landscape Enterprises $34722.33]
M Yardnique §114,227100 T Ryanlawn&Tree $33,0097154
12 Park West $97.240,000 12 GreenLawn Fertilizing $29597790
13 Landscape Workshop $74,200,000 13 Juniper $28600,000
14  Schill Grounds Management $70,000,000 14 Naturescape $28182106
15 Mainscape $59175,070 15 Unlimited Landscaping & Turf Management $19114,564
16 Bland Landscaping Co. $56100,000 16 Rotolo Consultants $12,300000
17 Outworx Group $56,000,000 17 TheGreenery $10,200,000
18 The Greenery $51,000,000 18 ABM $9,600,000
19 Rotolo Consultants $49.200000 19 Mariani Premier Group $9,300,000
20 Chapel Valley Landscape Co. $45,900,000 m 20 SOl Group $7312,000
21 VisterraLandscape Group $43,612,800 m 21 Landscape Workshop $6,360,000
22 |landscape Development Inc. $40,368,000 u 22 US.Lawns $6,340,000
23 Ethoscapes $40000,000 h 23 Sehert Landscape $6,35,000
24 LMCLandscape Partners $39,382,208 z 24 Mainscape $5.299260
25 UrbanDirt $37200,000 u 25 Ethoscapes $4.000,000

(§

=

% IRRIGATION +

WATER MANAGEMENT

1 BrightView Holdings $760,320,000 m 1 Conservalrrigation $41,841,001
2 Mariani Premier Group $227:850,000 A 2 Juniper $34,320,000
3 Ruppert Landscape $145,508,000 > 3 Choate USA $33,071817
4 Gothic Landscape $134,640,000 m 4 American Landscape $22,440,000
5 ParkWest $103,870,000 5 CleanScapes $21,905,876
6 Landscape Development Inc. $100,000,000 6 LMCLandscape Partners $21,003,844
7 CleanScapes $73,932,332 7  Elite Team Offies $17.832,000
8 Fairwood Brands $68,040,000 8 Impact Landscaping & Irrigation $15180,000
9 HeartLand $64,169,640 9 Massey Services 14,231,636
10 Sperber Landscape Cos. $61,283,200 10 Winterberry $12,835,500
11 Juniper $60,060,000 11 Rotolo Consultants $12,300,000
12 Yellowstone Landscape $57900,000 12 Superscapes $12,214,800
13 U.S.Lawns $53,890,000 13 Perfect Cuts of Austin 11,852,700
14 Choate USA $52,200,497 14 SOl Group $10,968,000
15 SiteWorks $50,354,265 15 Ryanlawn&Tree $10,269,515
16 Rotolo Consultants $49,200,000 16 ABM $9,600,000
17 Maldonado Nursery & Landscaping $48,848,459 17 US.Lawns $9,510,000
18 Denison Landscaping $46,550,000 18 Santa Rita Landscaping $8,670,000
19 Environmental Management Inc. $38,190,000 19 Cherrylake $8,375,627
20 Designscapes Colorado $37,350,000 20 Ethoscapes $8,000,000
21 Xquisite Landscaping $36,665,058 21 Mainscape $7948,890
22 Pierre Landscape $35,150,000 22 Southern Botanical $7554,800
23 Elite Team Offies $34,921,000 23 Divisions Maintenance Group $7397787
24 Impact Landscaping & Irrigation $31,878,000 24 The Greenery $7140,000
25 The Greenery $30,600,000 25 OQutworx Group $7000,000
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SOUTHEAST

SOUTHWEST
WEST

1 Sperber Landscape Cos. $275,774,400 Gothic Landscape $166,320,000

2 Gothic Landscape $229,680,000 Clean Scapes $136,911,726

3 ParkWest $221,000,000 Garden Design $90,000,000

4 Landscape Development Inc. $148,346,000 Divisions Maintenance Group $86,138,336

5 SavATree $108,810,000 Choate USA $84,492,659

6 Elite Team Offies $74,300,000 Ethoscapes $80,000,000

7 American Landscape $68,000,000 Maldonado Nursery & Landscaping $66,011,421

8 Mariani Premier Group $65,00,000 LMC Landscape Partners $61,261,213

9 Pacific Landscape Management $60,215,000 SiteWorks $57878,465 g
10 Bartlett Tree Experts $57,720,000 Santa Rita Landscaping $57800,000 %
11 Senske Services $53,300,000 AAA Landscape $52100,000 E
12 Divisions Maintenance Group $50,532,307 Superscapes $49,590,000 S
13 Harvest Landscape Enterprises $45,659,504 Perfect Cuts of Austin $49,386,249 g
14 Designscapes Colorado $45,000,000 EarthTones Design $46,004,920 §
15 Dennis’ 7 Dees Landscaping & Garden Centers $42,312,770 SOI Group $45,700,000 %
16 Outworx Group $42,000,000 Caretaker Landscape & Tree Management $44,878,554 £
17 Frank & Grossman Landscape Contractors $39,400,000 Southern Botanical $44,440,000 §
18 Merchants Landscape Services $38,000,000 SunWorks $38,976,000 ?é
19 Pierre Landscape $37000,000 Bartlett Tree Experts $28,480,000 §
20 Lifescape Colorado $35,490,688 Urban Dirt $37,200,000 §
21 Andre Landscape Service $34,000,000 Earthworks $37,005,000 ;
22 ValorLandscape $32,310,389 Stay Green $36,483,000 Z
23 Integrity Landscape $26,200,000 American Landscape Systems $35,460,817 g
24 SunWorks $25,984,000 Service Direct Landscape $34,500,000 g
25 ArtByNature $25,598,797 DLC Resources $33,500,000 3
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MIDWEST
1 Divisions Maintenance Group $184,384,817 Juniper $271,700,000
2 Mariani Premier Group $125,550,000 United Land Services $242,400,000
3 Outworx Group $98,000,000 Divisions Maintenance Group $185,943,099
4 Schill Grounds Management $81,100,000 Ruppert Landscape $185,192,000
5 Spring-Green Lawn Care Corp. $72,907560 Yardnique $126,919,000
6 SavATree $72,540,000 Rotolo Consultants $116,850,000
7  DJsLandscape Management $71,680,000 Landscape Workshop $106,000,000
8 Environmental Management Inc. $67000,000 The Greenery $102,000,000
9 RyanLawn &Tree $65,504,832 Bartlett Tree Experts $91,390,000
10 Sebert Landscape $61,350,000 Sunrise Landscape $90,400,000
11 Beary Landscaping $61,000,000 Turf Masters Brands $86,900,000
12 Christy Webber Landscapes $43,000,000 Massey Services $86,892,218
13 VisterraLandscape Group $42,249,900 Mariani Premier Group $83,700,000
14 ScottByron & Co. $41,921,000 Dixie Landscape $79,500,000
15 ExperiGreen Lawn Care $38,877,627 Impact Landscaping & Irrigation $75,900,000
16 Bartlett Tree Experts $38,480,000 Bland Landscaping Co. $66,000,000
17 Chalet $34,900,000 Mainscape $53,875,810
18 Naturescape $3313.974 SavATree $48,360,000
19 Focal Pointe $32,278,700 Unlimited Landscaping & Turf Management $42,476,809
20 David J. Frank Landscape Contracting $31122140 Chapel Valley Landscape Co. $40,800,000
21 Great Oaks Landscape Associates $30,600,000 Heaven & Earth Landscaping $38,501,926
22 Next To Nature Landscape $25,444,223 Sperber Landscape Cos. $38,302,000
23 Hittle Landscaping $24,501,000 KeyServ Co. $37.200,000
24 Clarence Davids & Co. $23,318,500 Cherrylake $33,502,506
25 Sperber Landscape Cos. $22,981,200 Outworx Group $28,000,000
NORTHEAST

1 Bartlett Tree Experts $221,260,000

2 Mariani Premier Group $158,100,000

3 SavATree $14910,000

4  RuppertLandscape $128,973,000 WH“ nln WE Mlss,

5 Outworx Group $84,000,000 [

6 Divisions Maintenance Group $81,801,094 Should your company be on the

7 Chenmark 36310035 LM150 list of the largest land-

8 Lucas Tree Experts $56,000,000 .

9 Complete Landscaping Service $55.200,000 scape companies? Or, do you

10 Xquisite Landscaping $48,886,744 know of a firm that should be

T Kiine Bros. Landscaping $48,000,000 ranked but isn’t? Contact Special
12 McHale Landscape Design $47300,000 Projects Editor Marisa Palmieri at
13 DenisonLandscaping $46550000 mpalmieri@northcoastmedia.net
14 Schumacher Cos. el ] to be notified next year when the

15 Green Lawn Fertilizing $30,903,575 - .

16 The Joyce Cos. $30049377 submission period opens. We

17 Winterberry $29,850,000 encourage companies that think

18 Mountain View Landscapes $28000,000 they might make the

19 Realty Landscaping $27619,017 ||st to Contact us m
20 Level Green Landscape $23,269,890 for information.

21 Greener Group $20,900,000

22 ABM $19,200,000

23 SperberLandscape Cos. $19]51,000

24 VisterraLandscape Group $17.717,700

25 Senske Services $14,350,000
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Growth : LM150 % Rev Change
Rank Rank Company from 2022
1 106 : ValorLandscape 237%
40 | Ethoscapes 203% <— Ethoscapes
3 29 | SenskeServices 101% “You canbbuy and segbuquesse;
4 25 FairvoodBrands o c3r grow businesses. One thing that
I've never forgotten and what my
5 90 KeyServCo. 87% partners and the team never forget
6 34  SunriseLandscape 80% is that it’s all about the people. It’s
7 129 TexaslandCare 75% all about the people and the culture
102 Chenylake 75% that they have bU|It_ within these
. ” respective companies. | do not
D Ll e underestimate that ... and | totally
. 10 15 = Juniper 68% respect it. | think if companies come
MOre than 40 (Ompt?mes T | 7  MarianiPremier Group 62% from outside to invest in a business
On the 2024 [M]SO ||St 12 117 . Mountain View Landscapes 60% and don’t understand the kind of
experi en ced more than 13 18 | UnitedLandServices s peo;?Ie they’re wo.rkm? with, | think
] . they’ve already failed.
20 percent growth from last ~ 14 87 FoaalPointe % <1 Manny Gonzalez, CEO
vear- Executives fmm those 15 | 48 C(reative Environments 44% Read more about Ethoscapes
. h h th 16 | 27  Landscape Workshop 1% on page 24.
(Ompanles S _are ow _ey 17 | 110 . Landry’sLandscape 40%
work to recruit and retain 18 71 XquisiteLandscaping 39%
th ei remp |0yees to hel P 96  American Landscape Systems 39%
20 : 45 . ImpactLandscaping & Irrigation 37% :
fuel that growth P ping & Irrig Focal Pointe
21 | 26 | TurfMasters Brands 35% “The No. Tcompliment | get year
66 | Superscapes 35% after year from our customers is
23 135 GreenScapesLandscape Co. 34% thaE we havg such Qreat people.
Turf Masters Brands 24 99 Seniepieclansan ety ol et seanaturl o
“We have internal recruiters and
" 25 | 58 | TeufelLandscape 31% how we do business.”
support recruiting through our L "
people and culture department. 26 : 85 | Conservalrrigation 28% John Munie, founder and CEO
We focus on putting people first, 27 . 90 : UrbanDirt 27% For more on Focal Pointe,
paying fair wages, providing T3 | UtzEnvironmental Services 27% turn to page 30.
oppo.rt.unities for advancement 29 76 | SOIGroup 26%
jn: “(\_'/ll'?tg SEU(; core values. 30 | 23 | Yardnique 25%
lohn Clift,
145 | Oasis Landscape Services 25%
0/
L) o teatiad 2% —— Genesis Landscape Solutions
9 | GothicLandscape 3% “We recruit and retain primarily
Yardnique 43 | Russell Landscape Group 23% from referrals. Our goal is to become
“Retaining employees is about 35 35  GardenDesign 2% known as a destination company
focusing on their wants and needs. T16 | Realty Landscaping 22% where people want to wqu, an
where they know they will be taken
We use an AMP survey to check L il — care of and given opportunity for
in with Outr team 'b'annual:i/ a”nd 131 | North American Lawn & Landscape 22% advancement. We try to show that
mpar revious r ) . o
;0_ p; ¢ OfceE OOUS esuits 88  Heaven&Earth Landscaping 22% insmall ways — by celebrating wins
rian Dumont, 40 12 RuppertLandscape % zr offering bonuses and incentives.
41 | 86  Frank & Grossman Landscape Contractors 20% ndin blg Way§ - by. prgmot!ng
. from within or investing in training
112 | ProQual Landscaping 20% and career development.”
124 : Genesis Landscape Solutions 20% <— Joe Calland, CEO
130 : Landscape Maintenance Professionals 20%
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A ServiceTitan Company

LM150 Company Index

Company name LM150 rank
AAA Landscape 67
ABM 57
American Landscape 51
American Landscape SYStEMS.........cumereeeveesssssesnsnenenees 96
Andre Landscape Service 101
APHIX 120
Art By Nature 126
Bartlett Tree Experts 6
Beary Landscaping 61
Bland Landscaping Co. 56
BrightView Holdings. 1
Caretaker Landscape & Tree Management.........ccoeevenens 74
Chalet 98
Chapel Valley LandSCape CO. .....uuuuummmmmmmmmmmmmssssssssssssssssssssennes 68
Chenmark 59
Cherrylake 102
Choate USA 38
Christy Webber LandSCapes ........ccmmmeeeeeesessssssssssesssssessss 8l
Clarence Davids & Co. 134
Clean Scapes 22
Complete LandSCapiNg SEIVICE ..uuuuuummmmmmmmmmmmmsssssssssssssssssssnens 65
Complete Landsculpture 115
Conserva Irrigation 85
Creative Environments Design & LandScape..............uee 48
David J. Frank Landscape Contracting........occooeeeeeeeevversenes 107
Denison Landscaping 54
Dennis’ 7 Dees Landscaping & Garden Centers............... 83
Designscapes Colorado 79
Divisions MaiNteNaNCe GrOUD .....uuueeeeeeseesssssssssssssssssssseses 17
Dixie Landscape 43
DJ's Landscape Management ...........eeeeeeeeessmseeeeeeeesssssnees 47
DLC Resources

Earthco Commercial Landscape...

EarthTones Design 75
Earthworks 92
Elite Team Offies 46
Environmental Management INC............mmmeeeeessesssssnees 52
Ethoscapes 40
ExperiGreen Lawn Care. 69
Fairwood Brands 39
Focal Pointe 87

Frank & Grossman Landscape Contractors...
Franz Witte Landscape Contracting

Garden Design 35
Genesis LandScape SOIULIONS .........uuuuuuuuummmmmsmmmssssssssssssssseens 124
Gothic Landscape 9
Great Oaks Landscape ASSOCIALES ..ouuuveeeeererrsssssseseeseeees 109
Green Lawn Fertilizing 108
Greener Group 139
Greenscape 123

Greenscape Land Design 53
GreenScapes Landscape CO. ..u.uuuuuuummmmmmmmmmmmmsmmssssssssssssssssnees 135
GreenView Partners 141
Harvest Landscape ENterprisSes........emeeessseeeseseeses 77
HeartLand 5
Heaven & Earth LandSCaping.......ueeeeeeereessssssssssssessssssnees 88
Hidden Creek LandSCaping ............eesssseesssessesseeees 142
HighGrove Partners 136
Hittle Landscaping 132
Impact Landscaping & IMrigation.............eeeeeeeeeseeeeeeeenes 45
Integrity Landscape 125
James Martin Associates. 146
Juniper 15
KeyServ Co 90
Kline Bros. Landscaping 72
LandCare 14
LandGraphics 100
Landry’s Landscape 110
Landscape Development Inc 21
Landscape Maintenance Professionals................. 130
Landscape Workshop 27
Lawn Doctor 20
Level Green Landscape 122
Lifescape Colorado 95
LMC Landscape Partners 37
LMI Landscapes 105
Lucas Tree Expert Co. 40
Mainscape 36
Maldonado Nursery & Landscaping ................eeeeeeeeeeeeeeees 55
Mariani Premier Group 7
Massey Services 3l
McHale Landscape Design 73
Meadows Farms, 40
Merchants Landscape Services 89
Michael Hatcher & ASSOCIALES ...ovvouveeeveeererssssssssseessssssssnnees 121
Mountain View LanASCaPES ..........ccwwemmmeeessseeeeseeeesssesessseeses 17
Mullin 144
Nature Care / Bay Pro, 150
Naturescape 97
Next To Nature Landscape .

North American Lawn & Landscape. 131
Qasis Landscape Services 145
Outworx Group 16
Pacific Landscape Management ..............ereeseseeeesseeses 62
Park West 19
Perfect Cuts of Austin 70
Pierre Landscape 93
Pro Cutters Lawnscapes 148
ProQual Landscaping 112
Realty Landscaping 116
Richmond & Associates LandSCaping ..........eeeeeeeseessssies 140

Rotolo Consultants 25
Ruppert Landscape 12
Russell Landscape Group. 44
Ryan Lawn & Tree 49
Saluda Hill Landscapes 19
Santa Rita Landscaping 64
SavATree 8
Schill Grounds ManagemeNt .............memeeevvesssssesnssnnennes 28
Schumacher Cos. 78
Scott Byron & Co 84
Sebert Landscape. 60
Senske Services 29
Service Direct Landscape. 99
Shinto Landscaping 149
SiteWork: 63
Siteworks Landscape 118
SOI Group 76
Southern Botanical 80
Sperber Landscape Cos. 10
Sposato Landscape Co. 143
Spring-Green Lawn Care Corp.....uuummmmmmmmmmmmmmmmmmmmmmmssssssssssnens 32
Stay Green 94
Sunrise Landscape 34
SunWork 33
Superscapes 66
Teufel Landscape 58
Texas Land Care 129
The Budd Group 104
The Davey Tree Expert Co. 2
The Greenery 30
The Grounds Guys 24
The Joyce Cos. m
Timberline Landscaping 128
TruGreen 3
Turf Masters Brands 26
U.S. Lawns 13
United Land Services 18
Unlimited Landscaping & Turf Management..................... 82
Urban Dirt 90
Urban Habitat 133
ULZ EnVIronmMental SErVICES .....vuvveerressmrseseeseseesssessssens 13
Valley Landscaping 137
Valor Landscape 106
Visterra Landscape Group 50
Weed Man n
Winterberry 14
Xquisite Landscaping 7
Yardnique 23
Yellowstone Landscape 4
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Here’s what professional landscape contractors

need to know about identifying and managing

B he invasive spotted lanternfly
remains a significant problem
for North American ecosystems,
including residential and com-
mercial landscapes. Despite this
destructive pest’s numerous challenges,
landscape contractors are crucial in
slowing its spread and mitigating the
economic impact on clients’ properties.

The spotted lanternfly (Lycorma
delicatula) has populated 18 states,
with infestations concentrated in the
Northeast and Mid-Atlantic regions,
says Ken Johnson, extension educa-
tor in horticulture at the University
of Illinois Extension, Jacksonville, I1l.
However, researchers have confirmed
its presence as far west as Chicago and
the Nashville area, setting the stage for
the lanternfly’s expansion westward.

First detected in the U.S. in 2014,
concern initially focused on the po-
tential damage the lanternfly could
inflict on trees. Researchers now view
itasasignificant plant stressor, includ-
ing ornamental trees and shrubs, on
residential and commercial properties.

“With healthy trees, we're not seeing
the damage as bad as it was originally
feared,” Johnson says. “Its preferred
host is tree of heaven (Ailanthus al-
tissima), which isn’t necessarily a bad
thing because it’s considered an inva-
sive species in a lot of places. However,
it has been known to feed on grape
vines, black walnut seedlings, fruit
trees, ornamentals and the tender new
growth of vegetable crops.”

Richard Fletcher, technical ser-
vices manager, turf and ornamentals
at Nufarm, anticipates its eventual
distribution to mirror the lanternfly’s
food sources.

this pest By MIKE ZAWACKI | CONTRIBUTOR

“We know about its relationship
with tree of heaven as far as a late-
season sugar source,” he says. “It’s
got a few other favorite trees that it
likes to eat off, and one is maples. So,
we're anticipating it going wherever
maples grow.”

MITIGATION STRATEGY

Spotted lanternfly adults lay eggs in
the fall on tree trunks, branches and
other smooth surfaces —like the sides
of landscape trailers. Johnson says the
eggs are off-white, grayish in coloring,
which blends well against the typical
covered landscape equipment trailer.
Therefore, contractors are encouraged
to carefully inspect equipment and
vehicles before moving them from one
client’s property to the next.

Eggs hatch in the spring or as soon
as the weather begins to warm, and
hungry nymphs — which can travel
three to four miles in an evening — go
through various phases before becom-
ing adults in late summer. Fletcher says
the nymphs are susceptible to multiple
mitigation methods.

The first is a contact-type treatment
with a pyrethroid base or a systemic-
type material, such as a neonicotinoid,
inlate May and early June, Fletcher says.
“These are very, very effective,” he says.

“And the nice thing about the sys-
temic materials is they move rapidly
in the transpiration-driven water. So,
when the tree pops out leaves and the
sun shines, it pulls water from the
roots out to the leaves, carrying the
chemical to the edge of the canopy
and where these guys are eating.
Once (the lanternfly) hatches, you
can nuke them with a contact and
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then come back with a systemic to get
that extended period of management,”
Fletcher adds.

While sticky bands applied around
tree trunks in late June and July serve
as an effective physical barrier to cap-
ture nymphs traversing between trees,
Fletcher cautions they can quickly clog
up. He advocates for a comprehensive
program that disrupts the pest’s life-
cycle at multiple stages.

“This includes systemic (treatment)
after egg hatch, a physical barrier
mid-summer and then when these
guys are adults in late August and
early September, you can either use a
systemic or a contact,” he says. “This
isn’t a one-and-done approach. You
have to do more than one thing to
break the lifecycle.”

There is some good news — re-
searchers are observing new allies in
the fight against the spotted lanternfly.

“Bird species have figured out they
can eat them,” Fletcher says. “And in the
Northeast, the last two or three years have
experienced cooler, wetter springs, which
means natural populations of bacteria
or fungi, in particular Beauveria native
to forests, have been enough to give us
some management of the eggs and even
the very young juveniles.” ®

Mike Zawacki is a Cleveland-hased writer who has covered
various aspects of the green industry for the last 20 years.
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We’d try it on a taIIer tree if there was one
The New Exa Collection. ngh Output Loonltage

by

Taking it all the way to the top.

The Exa Collection from FX Luminaire gives you all the power
you need to take your lighting design to new heights. With
white and RGBW color-changing capabilities, low-voltage
simplicity, and high-output power up to 1,200 lumens, our
innovative lineup delivers all the light and technology you
need to put tall trees and buildings in the spotlight!

LANDSCAPE & ARCHITECTURAL LIGHTING

Learn more. Visit fxl.com/exa FXLU m i n ai re




MOWING + MAINTENANCE

)) THE BIG ONE
A work of art

BY SCOTT HOLLISTER | LM EDITOR-IN-CHIEF

LOCATION West Bend, Wisc.

COMPANY David J. Frank Landscape
Contracting

DETAILS David J. Frank Landscape Con-
tracting faced several challenges when they
were awarded the contract to handle the
landscape construction for the Museum
of Wisconsin Art’s (MOWA) campus.

The site was large — often used to
host outdoor events and concerts —
but also unconventional in shape. The
museum was also interested in a design
that matched the modern architecture of
the building. And designers had to obtain
approval from the Environmental Pro-
tection Agency and other state agencies
before upgrading because the area had
previously been declared contaminated.

To overcome those challenges, the team,
led by landscape architect Jeff Hershberger,
utilized GPS technology to guide a plan
that featured 778 quaking aspen trees —
each 10-16 feet tall — and 759 hydrangeas,
a number that has grown to over 1,200
under the company's management.

The trees were planted on 5-to-6-foot
centers, and a colored staking system was
implemented to match each specified tree
to its exact location. And hydrangeas were
selected because the plant’s blooms could
be matched with the biggest events of the
year at the MOWA. The project trans-
formed the formerly blighted site into
the community’s star attraction.

David J. Frank Landscape Contract-
ing won a gold award in the National
Association of Landscape Professionals
Awards of Excellence program for their
work on this project. ®

See more photos from this project at
LandscapeManagement.net/thebigone.
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PHOTOS: DAVID J. FRANK LANDSCAPE CONTRACTING

Captions | 1. The landscaping work by David J. Frank Land-
scape Contracting turned the Museum of Wisconsin Art into
hydrangea heaven, with nearly 800 planted during installa-
tion. Five different varieties were used to maximize color
and time blooms to correspond to some of the museum’s
biggest events. 2. The cutting-edge architecture of the
Museum of Wisconsin Art played a big role in how David J.
Frank Landscape Contracting approached the planning for
the landscaping around the museum’s campus. 3. Aspen
trees, lit from within, provide a contrast to the area’s open
lawn, used for concerts, outdoor events and art festivals.
The trees, 778 in total, were precisely planted with the help of
GPS technology for each tree could be matched to its exact
location on the plan. 4. An aerial view of the primary and
secondary walkways at MOWA. The landscape design was
created to complement the geometrically striking building
and to fit within the unique size and shape of the campus.
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A growing
garden

BY ROB DIFRANCO | LM ASSOCIATE EDITOR

LOCATION Marysville, Ohio
COMPANY Hidden Creek Landscaping

DETAILS On the Scotts Miracle-Gro
corporate headquarters campus,
Hidden Creek Landscaping — No. 142
on the 2024 LM150 list — built this
community garden for employees.

Hidden Creek installed custom-
built raised garden beds with seating
options under a nearby pergola. The
large building at the center of this
design comes from Weaver Barns.
The space also features a raised
platform used for team meetings and
presentations.

To aid with drainage, Hidden Creek
installed decompressed granite path-
ways between the raised planters.

In addition to the main structure,
Hidden Creek installed two large
pergolas to serve as an entryway to the
space. The entryway pergolas house
the raised platform, bench swings and
stone planters that are updated season-
ally with new plantings.

Hidden Creek provides maintenance
for the entire corporate campus.

The contractor won a silver award
from the National Association of
Landscape Professionals’ Awards of
Excellence program for its work on
this project. ®

See more photos from this project

at LandscapeManagement.net/
hardscapesolutions.
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e ,/ EREO D Captions| 1. Hidden Creek

_r___,_ Pew ?',,- ; YT R YR Landscaping installed 60 raised
garden beds to flank the central
meeting space. The beds serve
as growing spaces for vegetables
and herbs for employees at the
Scotts Miracle-Gro corporate
campus. 2. A permeable granite
surface helps assuage potential
drainage issues for the raised-
bed planters. 3. An aerial view
shows the grid pattern that the
contractor followed while install-
ing the raised beds. 4.Under
the main pergola, Hidden Creek
installed four fixed tables for
employees to use during their off
hours. The space also includes a
tub sink and seasonal plantings.
5. The contractor built raised
beds to be ADA compliant.

A'E BDV Il!’ | BRUSHLESS

®

¥ iy i Tl ,

= e

7

2

16% Quieter '\ 16" Cutting Width
Than Gas e

@5
360° Adjustable 5t SENIX
Handle @

senixtools.com

JUNE 2024 | LANDSCAPEMANAGEMENT.NET 45




ONLY

$45 PER

SESSION!

Grow Your Business Now
with On-Demand Learning

* Master essential skills

Gen Z & Me: Attracting
& Retalnmg A Young * Learn from industry experts
Workforce and peers
: * Gain practical insights,
LANDSCAPE ........... equl
—7 MANAGEMENT mgmg actionable tactics and
solutions to real-world
challenges

17 Trust-Based Secrets Scan the QR code or visit
of Closing the Sale

to start your learning
journey today!

hﬁ#ADGsECMAEn$ in partnership with ’.o O.N

OL{~=510

*Sessions were originally presented by Landscape
Management during Equip Expo in October 2023 =
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IRRIGATION + WATER MANAGEMENT

)) IRRIGATION TECH

How familiar are you

with irrigation controllers"

Consider these critical areas
that can enhance your use of
pivotal irrigation components
BY MIKE ZAWACKI | CONTRIBUTOR

s the brains of an irrigation system, the controller plays
acrucial role in managing water resources by signaling
to valves when and how much water to release. But
A beyond this primary function, there are more aspects
of modern controllers that contractors may be overlooking.
Here are four irrigation controller considerations that can
enhance your effectiveness as a water manager.

PROGRAM FLEXIBILITY

With more frequent drought conditions and more signifi-
cant government restrictions on available water resources,
landscape and irrigation contractors are tasked with being
better water stewards for their residential and commercial
clients. Tapping into a controller’s ability to tailor a prop-
erty’s irrigation functions is now critical, says Ben Sacks,
category manager for residential and commercial irrigation
electronics at Hunter Industries.

“In some of our busiest markets, like Texas and Florida,
they’ll be restricted to one or two days of watering availability
in a week in the middle of the summer,” Sacks says. “So, (con-
tractors) are trying to optimize how much irrigation they can
(complete) in those short water windows.”

As aresult, the irrigation system must run more tasks at
one time, requiring the controller to initiate some creative
scheduling and programming, often in conjunction with
real-time weather data.

“We like to be able to adjust the watering frequency or
duration based onlocal conditions,” Sacks says. “So, you can
apply more water when it’s hot or reduce run times when it’s
cooler. Having the controller (acting) more proactive in the
decisions that are made is definitely beneficial to improving
watering efficiency.”

INTEGRATED FLOW SENSORS
Doug Closter, product manager of commercial controllers
at Rain Bird, says contractors can optimize an irrigation
system, especially larger setups, by adding flow sensors that
allow the controller to better utilize run times and manage
multiple zones simultaneously.

Continued on page 49
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Continued from page 47

“You can optimize your system based
on the amount of flow each zone uses,”
Closter says. “It'll measure each zone
and then run the ones that fit within
the system’s available flow.”

An added benefit is that the sensor
will tell the controller to shut down in
the event of a catastrophic leak or system
failure based on high or unexpected
flow rates.

“It’'s an essential safeguard against
accidental water waste,” Closter says.

ADAPTABILITY
With greater functional demand comes
greater complexity. As aresult, irrigation
manufacturers are engineering modern
controllers to be highly adaptable and
adopt technological upgrades that will
improve their functionality.

“The modernization of irrigation
controllers has had a forward and

backward compatibility focus in order
to maintain it for 10 to 15 years without
having to replace the entire device,”
Sacks says. “Many manufacturers,
including Hunter, offer modular con-
trollers that can be serviced piece by
piece and have plug-and-play options
to expand the system'’s capabilities or
retrofit and update (controller) systems.”

To further increase adaptability
and options for contractors, Sacks says
modern controllers can receive hard-
ware, software and firmware updates
via internet cloud connectivity to offer
continual improvements without need-
ing to replace the controller hardware.

“You don't have to be on-site all the
time. You can integrate weather data
and manage multiple sites very easily
and quickly. When we're talking ways
controllers can better optimize systems,
connectivity is definitely the future,”
he adds.

CYCLE AND SOAK

Another underutilized asset to maxi-
mize an irrigation system’s efficiency is
the controller’s cycle-and-soak feature,
Closter says.

Depending on the soil type in a partic-
ulararea, the ground can only absorb so
much water before it begins to pool and
run off onto the surrounding pavement.
The cycle-and-soak feature rectifies this
by turning the irrigation system on and
off to allow for water to absorb into the
soil thoroughly before starting up again
and completing the cycle.

“Let’s say you want to have a 20-min-
ute runtime, but at around minute 12,
you begin to see runoff,” Closter ex-
plains. “You can still get that 20-minute
runtime, but you're going to cycle this
into two runtime sessions.” ®

Mike Zawacki is a Cleveland-based writer who has covered
various aspects of the green industry for the last 20 years.
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ASK MCFARLIN STANFORD

You asked, now we answer

| feel like I’m seeing the word

“valuation” used a lot in conversations
with other landscape business owners. I’m
honestly unclear exactly what a valuation is,
and if | even need one if I’'m not planning to

sell. Can you help explain?
— Reader-Submitted Question

I love this question. With all the news about con-
solidation in our industry, the term “valuation” has
become commonplace. Unfortunately, many business
owners don’t understand what it means or if it applies
to them. We've had many conversations in our ACE Peer
Group meetings that have centered on this very question:
Do I need a valuation if I don’t plan to sell?
The truth is there’s more to a valuation than just figur-
ing out a price tag for potential buyers.
Think of it like getting a health checkup for your
company. You wouldn'’t skip your annual physical just

The author is a founding principal and
executive coach for McFarlin Stanford.

because you'e feeling
fine, right? Similarly,
even if youre not actively
looking to sell, understanding the value of your business
can provide crucial insights into its overall health and
performance. This information is important for identify-
ing potential pitfalls you can address to add value and to
understand how you stand compared to the competition.
So, what do you need to know about valuations? Ask
yourself these questions.
1. Will you consider selling (now or in the future)?
We'll start with the elephant in the room. The obvious
reason you might consider getting a valuation is, of
course, you are open to the possibility of selling your
business. Before you approach negotiations, you need a
clear picture of what you bring to the table. A detailed
valuation gives you an accurate financial foundation for
the conversation and places you in a position of strength.
2. Do you know where you stand? As a leader, you

e
r

Don't let anything stand in the way of your landscaping project. Get

the boring solutions you need and maximize your ROl with Little Beaver.
Our Sidewalk Boring Kit quickly and easily bores up to 5 feet under
sidewalks, while our Driveway Boring Kit bores up to 50 feet under
driveways and parking lots.

Call today to see how you can reach your ROI potential with Little Beaver.

littlebeaver.com
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want to create the vision, and you can’t do that if you don’t
know where you stand today. As your business grows, it’s
important to realize what you've accomplished and how
the business has shifted. A valuation is essentially a score-
card of how you've played the game of business so far.

This scorecard helps you understand your com-
pany’s financial standing and uncover potential areas
for improvement. By analyzing various aspects of your
company, such as growth potential and operational
efficiency, you can identify areas where you can enhance
and even create value.

It’s like shining a spotlight on both the strengths and
weaknesses of your business, allowing you to make more
informed decisions about investment, expansion plans
and day-to-day operations.

3. How can this benefit my team? We all know reten-
tion is a huge issue for the industry. But what does that
have to do with a valuation? One of the best ways to keep
and attract good team members is to give them a piece of
the pie. Whether it’s a profit-sharing or an equity-sharing
plan, you need a clear financial picture to be able to build a
healthy incentive plan.

So, if youre considering adding an equity-sharing
plan for key employees or family members, you have to
know the size of the pie youre sharing.

4. Where do I start? Now, you might be thinking, “But
isn't getting a valuation expensive and time-consuming?”
Thanks to advancements in technology and the availability
of online valuation tools, obtaining an assessment of your
business’s worth has never been easier or more affordable.

At McFarlin Stanford, we've worked on hundreds of valu-
ations for landscape businesses, so we have seen first-hand
how truly enlightening and powerful this information can
be. A valuation can provide peace of mind, especially during
uncertain times, and the knowledge to make you confident
that you're building a valuable legacy that will stand the
test of time. Knowing the true worth of your business can
offer reassurance and stability whether youre navigating
economic downturns, industry shifts or other challenges.

It’s not just about putting a price tag on your company;
it's about gaining valuable insights, optimizing perfor-
mance and being prepared for whatever the future holds.

Have any more questions? Feel free to submit your
questions anytime. I'm here to help! ®

dge trimmings, leaves: eeds, sticks, clippings:
, leaves, weeds:
Hedge

Branding Available

Custom RlGHT In Charlotte.

de
LeafBurrito.cﬂm 2 BUO-BURR"O pe AVAILABLE AT

Y ' § “surRiTOo Ty

AIE \BOV Il!’ \ BRUSHLESS

HEDGES

GET EDGES

‘_’ 25".Dual Action
Stainless Steel

Blades

LED Battery
Level Display

SENIX

senixtools.co

Best Weight-To-Blade
Ratio In Its Class

JUNE 2024 | LANDSCAPEMANAGEMENT.NET 51



PROTECTING YOUR LEGACY

‘Tis the season to update
snow contract templates

# fyouTe in the snow business,
Iy you know that it has become
8 a year-round endeavor, with
important tasks to be done
each month of the year. One
of those important tasks for
spring is to revise your snow con-
tract templates. This may include
contract templates for your

sales, service partners, seasonal
employment, etc.

Closely related to this task is
updating your snow estimating
model so that pricing is current
for seasonal contracts (limited

BY PHIL HARWOOD

The author is a senior advisor
with Tamarisk Business Advisors.
Reach him at phil.harwood@
tamariskadvisors.com

and unlimited), retainers, per
push, per visit, per event and
hourly formats.

PRICING

Before the estimating season
begins, estimating models
require annual updating. Armed
with another winter’s data,
10-year averages, ceilings and
floors need to be brought cur-
rent. Production rates may be
fine-tuned with additional data
from last winter’s events. And
selling prices for labor, materials,
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equipment and service partners all need adjusting to
account for rising costs.

Many contractors have not yet fully brought their
prices up to where they need to be. Lagging price
adjustments erode profit margins, starve companies
for cash and reduce the ability to reinvest. Costs for
everything have risen dramatically in the last couple of
years. Isn’t it time to bring your prices in line to achieve
your profit objectives?

CONTRACTS

Aside from pricing changes, spring is a great time to
update the quality of your contracts. The snow business
is inherently full of risk, but contractors take on even
more risk by using contracts that are vague, ambiguous
or unreadable.

It is still common today to see contracts written by
ancient lawyers filled with legalese. It’s easier to copy
and paste contract language than to draft new con-
tract language. However, isn't it time we put to bed the
archaic legalese and replace it with plain language that
everyone can understand? Drafting contracts in plain
language is the new standard. It’s time we get on board
by updating our contracts.

While you're having your contracts updated into
plain language, you will also want to consider the
overall organization of provisions (clauses). These pro-
visions fall into one of several categories: representa-
tions, warranties, covenants, conditions and actions. I
often see contracts lacking in organization, making the
contract difficult to understand. The use of clear head-
ings promotes clarity and understanding.

Finally, snow contracts should be reviewed for miss-
ing provisions. There are more than 40 provisions that
every snow contract should have. If you'd like a list of
these, feel free to email me (phil.harwood@
tamariskadvisors.com) for a complimentary copy.

In addition, if you're interested in learning more about
snow contracts and sales, please visit SnowfightersInsti-
tute.com to see our educational event lineup for 2024.

Now go forth. ®
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INTERVIEW BY SETH JONES | LM EDITORIAL DIRECTOR

Sarah Arms

OWNER / GENERAL MANAGER
U.S. LAWNS OF KNOXVILLE

U.S. LAWNS OF PIGEON FORGE
KNOXVILLE, TENN.

Tell me about the businesses and how you
got into the industry.

Jacob, my husband, and I are owners of U.S. Lawns
of Knoxville and U.S. Lawns of Pigeon Forge. We bought
two existing businesses just over two years ago. We
handle commercial landscape maintenance. We also do
a little bit of construction, install, a little bit of irrigation
and a little bit of snow removal. We were excited to get
into the industry, having known a little bit about it, but
we've crafted our existing businesses into the U.S. Lawns
model and also who we are as people.

Your dad, Ken Hutcheson, president of
U.S. Lawns, connected us. How has joining
the franchise system been heneficial to

you and Jacoh?

I wouldn't trade the world for being a U.S. Lawns fran-
chisee. It’'s the amount of support that we have from the
home office and corporate. I don’t think we could have
transitioned into this without guidance and support.
Obviously, the work isn’'t done for you by any means.
You have to live it, to learn your way. The first year,
Jacob lived it more on his own and I was in the
backseat managing books while I was still coach-
ing. I hopped in full time in January 2023. That’s
when we both went full steam and turned it into
what we needed it to be.

|
You said a word that caught my ear —
coaching. You coached collegiate rowing
hefore this. Can you apply anything
from coaching to what you’re doing now?

Yes, 100 percent. I started my career in coaching.
I'was an assistant coach and recruiting coordinator
(at the University of Tennessee) for 12 years. The
key things that I think have helped is T know how
to manage a good amount of people. In rowing,
youre managing 60 to 80 athletes every morning
between injuries, success, whatever it might be,
along with recruiting worldwide. You also figure
people out pretty quickly and you can figure out

54 LANDSCAPEMANAGEMENT.NET | JUNE 2024

.

have to

a team dynamic. That's one thing I could sense right away
when I stepped in. You have to be willing to manage a lot
of things being thrown at you all at once. Rowing is very
similar. This is a team too. You're out in the grind every
day with each other.

Do you have a most memorable day

. at work?

This might feel a little harsh, but within my first
week of starting, I drove a whole crew back to the shop
and fired them for smoking weed in the truck. That was
the turning point of creating the culture that I wanted.
These were guys with experience in the industry, and

I had to let them all go. We were virtually down to no
employees. We built it from the ground up at that point.
I hired the right people and we trained every person here
to do the right thing at the right time.

Do you and Jacob have a family, and what

) do you all do for fun?

@) We have three boys. We have a 9-year-old and
4-year-old twins. Our 9-year-old plays baseball. Our twins
are getting ready for kindergarten next year. Jacob really
enjoys fishing, and the boys keep us pretty busy. I must say
I'm pretty engrossed in this right now; we're training for
arelay marathon just to have something to do, something
to work for. You can't ever
put away the competitive
nature. It comes even
with the business. ®
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Why learning to succeed

is a two-way street

[l hen I was 21 years old,
my company was clos-
ing in on $400k in rev-
enue. While there was

2 no social media back
then, people still talked. At one
point, another landscaper in town
spread the rumor that I came from
money and that my dad was backing
my business. His point was that if he
had that kind of backing, he could
be where I was, too.

It’s kind of beside the point for me
to defend myself here, but in case
youre wondering, my parents were
never in a position to back my busi-
ness financially. I certainly did have
some advantages, but that wasn’t one
of them.

So, back to my point: I think we can
all learn more and get further when
we celebrate the success of others
instead of criticizing, tearing down or
assuming they may have a leg up that
we don't have. Let’s see what theyre
doing and if we can learn something
from their approach.

Through my work at The Grow
Group, I've met many young, impres-
sive entrepreneurs who have outpaced
my own metrics. I also work along-
side many talented young people at
Grunder Landscaping Co (GLC).

Here’s what I see them doing that’s
making them successful:

THEY DON’T SHY AWAY

FROMHARD WORK

This proves true generation after
generation. Sometimes, there isn't
a shortcut available; the only way
forward is to just muscle through it.
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It’s not easy, and success is usually
not linear. From the outside, it may
look like, “Oh, things always just
work out for them,” but the truth

is usually that they make things
work out.

THEY TRY NEW THINGS

Whenever I spend time around
young people, I'm inspired by their
openness to new ideas and willing-
ness to learn. As we get older, we get
more stuck in our ways, which can
be a trap. Seeing new ideas and try-
ing new things is something we all
should be constantly doing, even if
some of the ideas don’t work.

THEY HAVE THE RIGHT ATTITUDE
On my own team, the most success-
ful team members are the ones who
have the right attitude. Brent, who
will be our top salesperson this year
at GLC, started out in production.
We moved him from production
leadership into a sales role several
years ago. From watching the way
he works, I can tell you the secrets to
his success:

He loves what he does. He is so

passionate about plants and mak-
ing properties look their best, it’s
contagious and it leads to sales.
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He does what’s needed. He comes

in early so that he can leave early
to make it to his kids’ sports games
and takes great care of our clients.
He writes more thank you notes than
anyone else on our team (except me)
and it shows in his sales numbers.

He beat my record for company
sales, and I learned a lot from work-
ing alongside him.

If youre young and trying to make
your business work: so many of us
have been exactly where you are. You
have so much potential, and I see the
hard work happening to get your busi-
ness going. If you'd like to share your
progress, I'd love it if you emailed us
at grow@growgroupinc.com
or sent us a DM on Instagram
(c@growgroup_)!

And if you're, shall we say, “expe-
rienced,” like me, let’s do our part to
pass on the wisdom that the genera-
tion before us shared. Let’s look for
ways to learn from the young people
around us, and let’s be the type of
mentors we would've wanted.

P.S. We have trips set up to tour
my facility at Grunder Landscaping
Co. this fall. See how we've set up our
yard and shop and learn from my
team and me! growgroupinc.com/
glc-fall-field-trips ®



INTRODUCING

The new John Deere Q800 Series QuikTrak™ Stand-On Mowers are absolute game changers.
Totally redesigned, they provide an all-new operator experience for superior terrain mowing,
easy maintenance, and the ultimate in productivity. Fast. Efficient. Awesome.

Take a Stand. And Keep Mowing.
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JohnDeere.com/Q800
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WEELS bOl YUU oIREsoEl?

You need broadleaf weeds killed fast, and
without breaking the bank. Water-based
Surge®Broadleaf Herbicide for Turf delivers.

A Lol e Controls 70+ Broadleaf Weeds
R . e Suppresses Nutsedge
e Visible Activity in Hours
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Always read and follow label directions. Surge”is a registered trademark of PBI-Gordon Corp. 03/2106090 Employee-Owned

PBlGordonTurf.com




