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LM MARKET MATCH  We’ve made your life a little easier by supplying 
icons that direct you to stories targeting your core business. 

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

OUR MISSION: Landscape Management — the leading information resource for lawn care, landscape maintenance, design/build and irrigation 
professionals — empowers Green Industry professionals to learn and grow from their peers and our exclusive business intelligence. Serving 
as the industry conscience, we not only report on but also help shape news, views, trends and solutions.
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Could you
Spot A Great
BUSINE$$
Opportunity

HELP! LANDSCAPE PROFESSIONALS!
We are actively seeking dealers to sell, install and service our 

innovative outdoor misting systems that effectively 
control mosquitoes and other annoying insects.

GREAT MARGINS &
RECURRING REVENUES!

If It Was 
RIGHT

In Front Of
Your Face?

WWW.MISTAWAY.COM
1-866-485-7255BECOME A MISTAWAY DEALER TODAY!
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LM TV
Have you visited LM’s video page yet? Check out digital 
films of where the editors have been, what some suppliers 
are up to and some educational materials. And feel free to 
send us your Green Industry-related creations. Check in at: 
www.landscapemanagement.net/community/lmtv

THE LM DAILY
DID YOU CATCH THE LATEST FROM THE BLOG?  

» I try to avoid looking at it. Because every time I see it I am racked by 
guilt. Every day when I arrive to work, there it is — looking forlorn and 

woefully neglected: My plant.

» A lot of us are in the midst of working on our “Training 
Programs.” This is an area that, as I have talked to 

different people around the industry is a continu-
ing source of angst. We live in an information rich 
environment. There are literally hundreds of places 
to get technical and business information.

Visit landscapemanagement.blogspot.com/ to 
get the latest from the LM staff and from a few top 

Green Industry contractors.

FROM THE  
TWITTERVERSE...  Not following Landscape Management 
on Twitter (@landscapemgmt)? Here are a few tweets you might have missed:
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Since 1986 we have helped  

existing landscape service businesses 

become a success within our  

franchise network.

Join us and it will change your life.

BUSINESS OWNERS – TAKE ADVANTAGE OF OUR 
NEW OFFER OF $0 DOWN TODAY!*

Call us today at 1-866-781-4875
 franchise@uslawns.net     ��      www.USLawnsFranchise.com

New Offer for Conversions:
If you already own your own business, we can help you reach your commercial growth 
goals. U.S. Lawns has brand recognition. We are the leading franchise company in the 
commercial landscape management industry! We have operational systems and support 
that are second to none. Seriously. Look us up.  Ask our franchisees. 

Now we are offering special finance options for those who are converting their business to a 
U.S. Lawns franchise. Not only will you be joining the leader in the industry, you will be 
taking advantage of our newest financial outreach to conversions. NO MONEY DOWN! That 
just is not an offer you want to pass up. If you were ever considering a franchise, now is the 
time and we are your future. We have the marketing you need. We have the systems for 
effective bidding, efficient routing, timely invoicing and business plans that set you on a 
growth path. The best part? We are NOT acquiring your business. You still retain ownership 
of your business. 

With U.S. Lawns, get set to grow!

Commercial Landscape Management at its best

G:MBHG:E�LMK>G@MA���EH<:E�<HFFBMF>GM

*Individuals must quality for $0 down financing. Qualifications are based upon credit worthiness & gross billings of the existing business.
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DIFFERENT
for the RIGHT REASONS

REASON #1: Beautiful Cut

Among zero-turn mowers, the Walker out 
front deck is one-of-a-kind because the deck 
is truly independent of the tractor. With true 
GHFN�VXVSHQVLRQ��LW�ÁRDWV�DQG�ÁH[HV�RYHU�WKH�
turf and easily follows ground contours. The 
result? Less scalping and a clean, manicured 
ÀQLVK�� 6WULSLQJ� LV� GRQH� QDWXUDOO\� ZLWKRXW� WKH�
use of a roller wheel, and the clean cut is 
DFKLHYHG�E\�GHVLJQ��QRW�E\�JLPPLFN�
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Contact Dan at 216/706-3754 or via email at djacobs@questex.com.

JACOBS’JOURNAL
DANIEL G. JACOBS EDITOR-IN-CHIEF

I 
was 15 years old when I experienced my 
fi rst merger. Three years earlier my division 
had been spun off from the whole company.

I was 12 when my parents divorced 
in 1978. Our “company CEO,” my dad, 

moved about an hour and a half away, so I essen-
tially  had one remote boss, while our division 
president, mom, ran the day-to-day operations. 

Dad remarried three years later and suddenly 
I had a stepmom and a younger stepsister to 
deal with. It was a relatively easy merger, for me, 
though. The management team was at a remote 
location and pretty much left our spinoff alone. 
Periodic visits to the” company headquarters”  
were quick and generally painless.

Families are much like businesses. Divorces 
(divestitures) and remarriages (mergers and acqui-
sitions) can create extraordinary synergies when 
the right people are brought together. But if the 
proper due diligence is lacking, any union suffers.

A couple years later, our smaller division 
merged as well. Mom remarried and I experi-
enced a second, more-turbulent union.

My stepfather’s children were older and mostly 
removed from the house, though his eldest would 
come back for visits, and he and I were about 
as compatible as a Snickers Bar and a kid with a 
peanut allergy. Ironically, we get along pretty well 
now, but back then it was rather unpleasant. 

There were plenty of positives to this merger. 

Mom was certainly happier. But I guess by then 
I’d grown accustomed to the way we did things 
under the previous regime. Having a new manager 
imposing his own rules occasionally created con-
fl ict, but we generally stayed out of each other’s 
way, so life wasn’t too bad. Shortly after, I headed 
off to college where I experienced an entirely new 
level of boss-free responsibility (but that’s another 
column).

As an employee, I didn’t have much control 
over these mergers. I had to learn to adapt and 
accept. It made for some diffi cult times early on.

Although the economy might have dampened 
Green Industry merger-and-acquisition activity 
during the past few years, there are still quite a 
few companies on the hunt. 

This month, our cover story (beginning on page 
18) explores how the M&A market has changed, 
what companies are — and should be — looking 
for in acquisition targets and why business owners 
might be surprised to fi nd out what their compa-
nies are really worth. But no matter how well the 
fi nancials fi t, no matter what service or market the 
acquired company brings, the deal is doomed to fail 
if the culture of the two organizations don’t mesh.

Mergers, much like marriages, go through ups 
and downs. You have got to know and accept a lot 
about your “spouse” for the union to survive and 
thrive. Without hard work up front, you’re likely 
to end up with a stereotypical Hollywood mar-
riage — a couple of beautiful single people who 
come together for a brief and brilliant fl ash, before 
burning out quickly.

Mom’s merger ended when my stepfather 
passed away many years ago. Dad’s is still going 
strong after 30 years. I’ve been married to my 
beautiful bride for more than 20 years. It takes time, 
effort and persistence to make a marriage work — 
whether it’s wedded bliss or an acquisition.

For business owners, mergers and acquisi-
tions are among the fastest ways for companies to 
extend their reach and generate additional profi ts.

Surviving on the M&A home front

It takes time, effort and persistence to 
make a marriage work — whether it’s 
wedded bliss or an acquisition.



D E S I G N  S O F T W A R E

PRO Landscape is the most complete 

design software on the market, 

providing the perfect set of design tools 

for landscape contractors, designers, 

architects, as well as garden centers. Use 

PRO Landscape for all your design needs:
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For almost 20 years PRO Landscape has 

been the best selling landscape design 

software for professionals. The same easy-

to-use tools that make it great for new 

construction also make it the best  

software for renovation projects.

Extraordinary is Just

a Click or Call Away!
QSPMBOETDBQF!ESBmY�DPN�
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Ordinary

and everything in between.

to

Extraordinary

From

Current

After Cloning

Proposed

130�-BOETDBQF¥�$PNQBOJPO
Introducing PRO Landscape Companion for iPad/

Tablet – the perfect complement to PRO Landscape. 

Wow customers and enhance your sales potential 

even more using the latest technology.
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PLANET announces new 
partnership with NJLCA

I
n April 2011, First Lady Michelle Obama and Dr. Jill 
Biden launched Joining Forces, a national initiative to 
support and honor America’s service members and their 
families. The initiative aims to educate, challenge, and 

spark action from all sectors of our society to ensure military 
families have the support they have earned.

In an effort to recognize those citizens and organizations 
with a demonstrated, genuine, and deep desire to be of service 
to military families, the First Lady and Dr. Biden established 
the Joining Forces Community Challenge.

Project Evergreen’s GreenCare for Troops was named a 
fi nalist last month in the Joining Forces Community Chal-
lenge and has a chance to win several national prizes that rec-

ognize citizens, communities, schools, non-profi ts, faith-based 
institutions, philanthropic organizations, and local govern-
ments for their efforts in supporting military families.

GreenCare for Troops along with other fi nalists are being  
profi led on Challenge.gov, where the public will have the 
opportunity to vote for their favorite — the People’s Choice 
winner. Vote for GreenCare for Troops here: http://joining-
forces.challenge.gov/ 

Winners will be announced at the White House on March 
16, 2012, and be featured at Champions of Change, (www.

whitehouse.gov/champions), the Administration’s website where 
community efforts in the areas of innovation and education 
are celebrated.

A vote for Project EverGreen and GreenCare for Troops

PLANE T President 

Sabeena Hickman

H
ERNDON, VA — The 
Professional Landcare 
Network (PLANET) 
is pleased to announce 
a new partnership with 

the New Jersey Landscape Contractors 
Association (NJLCA). Recognizing 
the importance of unifying the Green 
Industry at both the local and national 
levels, PLANET and NJLCA recently 
entered into this agreement that will 
use the strengths of both organizations 
to enhance the value delivered to both 
membership groups through education 
and networking, legislative advocacy, 
and consumer awareness programs. 

“By formalizing our relationship into 
this agreement, we look forward to con-
tinuing to build a mutually benefi cial 
and collaborative relationship over the 
coming years,” said PLANET’s Chief 
Executive Offi cer Sabeena Hickman, 
CAE, CMP. 

This partnership will offer 

PLANET members in 
New Jersey the opportu-
nity to become part of a 
community of like-minded 
landscape professionals 
in their home state, while 
offering NJLCA members 
the chance to participate in 
and grow their businesses 
through the opportunities 
provided by PLANET. To 
promote and support the 
importance of membership, both orga-
nizations have agreed to extend signifi -
cant discounts on membership dues to 
the members of the other organization. 

“The New Jersey Landscape Con-
tractors Association is very excited to be 
the fi rst statewide landscape association 
to be partnering with PLANET in a 
joint venture to develop and grow both 
organizations,” stated NJLCA President 
Jody Shilan. “We are confi dent that 
this relationship will provide additional 

value to the members of the NJLCA 
and its 45-year history, as we continu-
ously strive to help educate our mem-
bers, provide business opportunities, 
and help advance professionalism in the 
Green Industry.” 

PLANET and NJLCA will offi cially 
kick off the partnership at NJLCA’s 

35th annual Trade Show 
and Conference to be held 
February 29, 2012. For 
more information or to 
register, visit NJLCA.org.

For more information 
about this partnership, 
email PLANET’s Vice 
President of Member-
ship and Services, Shaine 
Anderson, CAE, or call 
the PLANET offi ce at 
800/395-2522.

PLANET is the association of 
members who create and maintain the 
quality of life in communities across 
America. With approximately 3,800 
members and affi liates, these fi rms and 
their employees represent more than 
100,000 Green Industry professionals. 
Some of these professionals have taken 
the extra step of becoming certifi ed 
through PLANET and bear the dis-
tinction of being known as Landscape 
Industry Certifi ed. 





T
he Green Industry and marathon 
running have at least one thing in 
common — Ewing Irrigation.

Ewing employees finished the 2012 
P.F. Chang’s Rock ‘n’ Roll Arizona 
Marathon and Half Marathon on Jan. 
15. Team Ewing had 169 participants 
from 17 states — earning the team first 
place in the GET FIT Challenge — a 
friendly competition that encourages 
companies and groups to train and run 
in the half or full marathon.

“The race tests our bodies, and is a 
testament to Ewing employees,” said 
Ewing President Doug York.

At Team Ewing’s pre-race dinner on 
Jan. 14, Ewing employees shared why 
they participated in the 13.1- or 26.2-
mile race.

Bill Snider, manager of Ewing’s 

Santa Barbara location, 
decided to run his first 
half marathon with the 
team in 2005 because he 
hadn’t been exercising. At 
first he was only able to run 
for a few minutes, but after 
months of building up his endurance, he 
finished his first half marathon.

“It was the longest 2 hours, 21 
minutes and 3 seconds of my life, but I’d 
done something I never thought I’d be 
able to do,” Snider said.

Warren Gorowitz, Ewing’s vice 
president of sustainability and conserva-
tion, ran his first half marathon with 
Ewing in 2006 and discovered his love 
for running as well.

“It’s an individual sport. You get to 
challenge yourself every time you’re out 

there,” he said.
Team Ewing also reached its 

goal this year of raising $25,000 
for Autism Speaks. Team Ewing 
runners collected more than 

$7,500; Phillips Hadco made a $10,000 
donation to the cause; and $8,000 was 
donated by Ewing.

Team Ewing has been committed 
to the cause of Autism Speaks and has 
raised a total of $125,000 since 2008.

In addition to participating in the 
marathon, Ewing’s wellness programs 
this past year included the Just Walk 
10,000 Steps-a-Day, Biggest Loser and 
Active for Life programs, and sponsor-
ing employees for the Tempe Interna-
tional Triathlon.

NEWS+VIEWS

MORE EASE 
Non-turf areas stay clean for months 
with one shot of ‘stays-put’ ProDeuce®. 

MORE CONFIDENCE 
Use Escalade® 2 virtually any time, anywhere for 
consistent, no-surprises broadleaf weed control.

In borders, beds and turf, Nufarm has more ways to give you what matters 
most to keep your business growing. 

MORE where it matters most. 

Ewing employees compete  
and win in Arizona marathon

Team Ewing had 

169 participants 

from 17 states 

compete in the 

Get Fit marathon.


