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GENERIC HERBICIDES ARE FINE IF YOU RUN A GENERIC BUSINESS. 
Dimension® specialty herbicide isn’t the No. 1 brand in the lawn and landscape markets just because it 
offers outstanding preemergence and early postemergence for crabgrass control.1 Or because it also 
controls more than 45 other grassy and broadleaf weeds. It’s No. 1 because it’s a proven product from a 
proven company. Unlike generic manufacturers, Dow AgroSciences provides innovative products, expertise 
and fi eld support that helps retain and grow business. It’s what sets Dimension apart from the competition. 
And when you use it, it can do the same for you. To learn more, visit www.DowProvesIt.com.

Solutions for the Growing World
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RISKMANAGEMENT
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A CLOSER LOOK  
AT CERTIFICATES 
OF INSURANCE

It’s important to ensure subcon-
tractors’ certificates of insurance 
are current by carefully examining 
them. Follow these steps.

1Check the date. “Make sure 
the coverage hasn’t already 

lapsed,” says Ken Von Forell, 
CPCU, director of independent 
agents at Hortica Insurance & Em-
ployee Benefits. “Some subs may 
try to use a certificate from last 
year’s policy, assuming that it won’t 
be carefully checked. But you 
absolutely need to check dates.”

2 Verify the company name. 
If the sub has changed 

companies, the wrong company 
may be listed. “If you have to file 
a claim against them it can be a 
hassle trying to figure out who was 
the insurance carrier at the time,” 
he says. 

3 Keep it on file. “If you plan to 
use the sub again, go back to 

the file and make sure you still have 
an up-to-date certificate,” says Von 
Forell. “It’s important if you have an 
office manager handling those du-
ties that he or she is well informed 
of the importance of always check-
ing that file. It can be a matter of 
preventing serious financial or 
even legal consequences.”

 ADVERTORIAL

P AYING FOR WORKERS’ compensation 
is likely a large percentage of 
your overhead. Unfortunately 
for people who work in the hor-

ticultural business, they are more likely to 
get hurt on the job than people who work 
in other environments, such as in an office 
or retail store. 

Falling down and heavy lifting on the 
job are two common workplace injuries; 
while employees of any industry are 
susceptible, horticultural and construction 
workers are particularly at risk. Because 
of that, workers’ compensation is a critical 
form of coverage and important consider-
ations need to be made 
to ensure your financial 
protection and prevent 
common mistakes. 

Sub mistakes
A lot of small and even 
mid-sized landscape 
contractors go wrong 
in hiring subcontrac-
tors. Many big compa-
nies won’t even let a sub onto their work-
sites without first checking certificates of 
insurance, but smaller companies aren’t 
as accustomed to going through this 
routine—or maybe they’re just in a rush 
to get the job done. But failure to check 
that your subs are fully insured can be a 
big mistake.

“When you hire a subcontractor, if 
you don’t have proof to your insurance 
company that they are insured for workers’ 
compensation to the same level that you 
are, then you end up paying the premium 
for them just as though they were one 
of your employees,” says Ken Von Forell, 

CPCU, director of independent 
agents at Hortica Insurance & Em-
ployee Benefits. 

Von Forell says this happens 
fairly frequently in the industry. “Hiring 
subcontractors is a real area of concern 
because a lot of landscape contractors do 
it on the fly and they don’t get all the pa-
perwork that’s required,” he says. “Wheth-
er it’s because they just forgot to check 
the certificates of insurance or they didn’t 
know they were supposed to, the liability 
still falls on them. Sometimes a manager 
who has the authority to hire subs will hire 
someone without good communication 
with the boss—and the boss finds out 
later he had an uninsured sub working. At 
that point it may be too late.” 

Don’t miscategorize workers
Many times workers’ comp mistakes are 
made unknowingly and certainly with-
out malicious intent. In most of those 
cases, the biggest consequence will be 
a financial hit. In more serious cases, 
such as workers’ compensation fraud, 
there can be legal repercussions such as 
jail time. For instance, some landscape 
businesses are knowingly using incorrect 

employee classifica-
tions to save a buck. 

“Putting your em-
ployees into the wrong 
category—such as 
claiming a field person 
is an inside sales-
man since the rate is 
so much lower—is a 
serious offense,” warns 
Von Forell. “When it’s 

found out that you’ve falsely classified an 
employee, particularly when it’s seen as 
an ongoing pattern, it will be reported as 
fraud. Any time there’s a suspicion that 
you’re trying to hide payroll or misclassify 
your employees, investigations will be 
done and authorities will be called in.” 

There’s no doubt that workers’ com-
pensation is an area where businesses 
can easily run into trouble. Most of the 
time it’s a simple mistake, but the conse-
quences may be severe.

Casey Payton is a freelance writer who has covered 
the landscape industry for seven years.

Avoid common 
workers’ comp 
mistakes 

MISTAKES, ESPECIALLY WITH  

SUBCONTRACTORS, CAN COST  

CONTRACTORS BIG. 

“Hiring subcontractors 
is a real area of concern 
because a lot of land-
scape contractors do 
it on the fly and they 

don’t get all the paper-
work that’s required.”
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1▶  FINANCIAL POSITION
Financial position is about 
finding the unique plan that 
fits within each family’s goals, 

objectives and philosophies. It’s all 
about efficiency; most people are 
unintentionally inefficient. To get your 
personal financials in order, you need a 
personal balance sheet, a family budget 
and an efficient debt management plan.

The balance sheet, or net worth 
statement, is as simple as listing all 
of your assets and liabilities with the 
values or balances tied to each.

Next comes a family budget. Most 
business owners and executives have 
great cash flow statements for their 
organizations, but getting them to 
put their personal spending on paper 
is like pulling teeth. This task usually 
gets delegated to the person in the 
family who does the spending or pays 
the bills. Regardless of who creates the 

continued on page 26

OWN UP TO YOUR 
PERSONAL FINANCIAL PLANNING

S
imply hoping that a potential sale of your Green Industry busi-
ness will provide for your retirement needs is not an option. It’s 
crucial for small business owners to spend time focusing on their 
long-term personal financial planning to ensure they have the 
leverage, flexibility and control to achieve financial independence.

We’re often reminded by experts to spend time working “on 
the business” and not just “in the business.” This concept leads 
owners to focus on everything from profitability to employee 

retention to succession planning. Each of these areas and others are integral 
to grow as an organization, but the challenge becomes ensuring that you tie 
your business planning into your family’s personal financial planning. 

The reality is there’s never a good time to do planning until it’s too late. 
It’s easy to put off your planning, only to wake up and realize that five, 10 or 
15 years have gone by and now you have to play catch-up. 

Fear not: Today is a great day to start. Here, we simplify financial planning 
into six focus areas: financial position, protection strategies, wealth accumula-
tion, retirement planning, tax reduction strategies and estate planning. 

SIX KEY FOCUS AREAS FOR GREEN 

INDUSTRY BUSINESS OWNERS. 

BY BRIAN MARINO

FINANCE

REPORT
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Living your dream is always in season. At American Family Insurance we want to do more than just
insure your business. We want to give you the tools to grow your dream. We’re the only insurance
company with an award-winning Business Accelerator Program that arms you with results-driven
business coaching at no extra cost, even if you don’t have a policy with us. We also offer our Loss
Control Services, which help prevent risks so you can focus on your bottom line.
Learn more or find an agent at AMFAM.COM/BUSINESS-DREAMS or call 1-800-MY AMFAM.
Your dream is out there. Go get it. We’ll protect it.

BE A PERENNIAL
DREAMER.
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continued from page 24 

draft, both spouses (where appropriate) must weigh in on 
the month-to-month cash outflows. 

Part of a healthy balanced budget is managing your 
debt properly. From mortgage and car payments to your 
credit cards, lines and loans, it's important to be as effi­
cient as possible with each piece of debt you have. Smart 
debt management is about leverage, i.e., maximizing 
monthly cash savings by balancing the payoff timeline 
with the interest you'll pay. 
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iS in order, turn 
your attention to the "what ifs" that can derail 
planning. Even the best-crafted business or 

financial plan isn't worth the paper it's written on if it 
doesn't address potential roadblocks. To address these, we 
need to delve into the world of insurance. It's an impera­
tive part of your planning with an undeserved stigma that 
most can't afford not to look into. Basic protection strate­
gies include the following types of insurance: life, disabil­
ity income, long-term care, home, auto and liability. 

Many people buy life insurance because they "love 
someone" or "owe someone." I've never had a client tell 
me a death benefit check was too big. Most of us will use 
life insurance for several different reasons. Some use it for 
business buy-outs; others use it for college funding or to 
ensure that should they pass away prematurely, their family 
won't have to compromise their quality of life. Some will 
even use it for cash accumulation on a tax-advantaged basis. 

With disability income and long-term care, you're 
looking to protect both your working years (disability 
income) and your retirement years (long-term care). 
T hese types of insurance can be complicated. Having the 
right policy design is crucial. 

Liability coverage has become a commodity today 
with everyone looking at price. Price is important, but 
ensuring you have the proper coverages, limits and 
deductibles is vital when one of your largest personal 
assets is your business-even if it means paying more for 
a better company or product. 

Business owners should work with their tax and 
financial professionals to help structure these coverages 
to provide for tax efficiencies, when applicable. Regard­
less of the type of insurance, working with a seasoned 
professional will help you get it right and keep it right as 
you go through life. 

continued on page 28 
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continued from page 26 

3 � WEALTH ACCUMULATION 
Most of our working years 
are spent in wealth-accumu­
lation mode, trying to stock­

pile enough dough to last through the 
long winter that is retirement. 

Along the way we each have 
goals and objectives we strive to 
accomplish based on our standard 
of living and what we want in life. 
Each requires an individual strategy 
and an understanding of how the 
components of funding a goal tie 
together. For each objective consider 
the following: 

> Goal- How much of the expense 

I want to cover? 
> Timeline - When do I need the 

money by? 
> Inflation - What's the total cost 

in future dollars? 

"THE CHALLENGE IS TO TIE 
YOUR BUSINESS PLANNING INTO 
YOUR FAMILY'S PERSONAL 
FINANCIAL PLANNING." 

> Growth - What rate of return do 
I feel comfortable working to attain? 

The parameters above will help 
you determine how much you have 
to save, but that's just the first step. 
Next, you' ll want to figure out how to 
invest it and in what type of vehicle. 
This shouldn't be a one-and-done 
scenario for most people, as there are a 
multiple of ways to save for any given 
objective. Working with a financial 
planner and/or a registered invest­
ment advisor can help you determine 
the savings goals tied to each of your 
objectives, then help you create the 
investment strategy that fits with your 
family's philosophies. 

4 � TAX REDUCTION STRATEGIES 
"You never let the tax tail 
wag the dog," but, you need 
to be mindful of our ever-

changing tax environment. 
Most business owners today work 

with CPAs on both their business and 
personal tax returns. The focus is typi­
cally on reducing tax burdens today. In 
addition to minimizing the tax burden 
in each working year, you need to 
begin planning for the tax implications 
in retirement. 

Consider these common assets: 
40 1 (k), Roth IRA, annuity and nonqual­
ified brokerage account. The money 

continued on page30 
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S TA N D E R ® X ™

S TA N D E R ® Z K ™
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T H E  W R I G H T  W AY  T O  M O W

Wright Mowing Technology. The Stander of Excellence and More.

For industry-leading performance and quality, look no further than Wright. Our entire 
line, from groundbreaking Stander® models to traditional mowers, are built in the USA, 
and designed to give lawn maintenance professionals one thing—a better way to mow. 
And our new ZTO™, the most agile mid-mount Z™ in its class, carries on this commitment 
at an affordable price. With exceptional cut quality and rock-solid reliability, every Wright 
has what you need to see a more beautiful bottom line for your business.

To learn more, call 301.360.9810 or visit www.wrightmfg.com

AMERICAN DESIGNED & MADE
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in each of these is taxed differently. How 
and where you save/invest your money 
over the next 10, 20 or 30 years can have 
a tremendous impact on how much of 
your money you actually get to spend 
when you go to use it. That’s why it’s 
important to build a sound savings and 
investment plan that complements your 
business and other assets. 

5 ▶  RETIREMENT PLANNING
From wealth accumulation to 
wealth preservation, the ulti-
mate goal is retirement income 

distribution. Financial independence 
means something different to everyone. 
Some business owners we work with tell 
me that they’ll “never retire” and con-
tinue to have some role in their com-
panies for the rest of their lives. Others 
want to get out as fast as possible. Even 
if you fall somewhere in between, retire-
ment typically will be one of the largest 
goals most people accomplish.

Retirement planning doesn’t have to 
be daunting, but for many, the unknown 
of how much they have to save each 
year and what return they need to 
achieve can prevent them from ever 

continued from page 28

www.airolator.com 800-821-3177

For over 40 years, Air-O-Lator has been making eco-friendly, 

high performance products. Font'N-Aire fountains combine 

aesthetic beauty with a natural way to improve water quality 

and health. Backed by outstanding customer service, 

Air-O-Lator fountains are easy to install, service and upgrade.

Progressive Casualty Ins. Co. & affiliates.  
12B00197.L04 (01/13)

Wherever your business takes you, 
we’re there to help.
At Progressive Commercial Auto, we know your business  

depends on your vehicle. For over 40 years, we’ve been  

offering Commercial Auto insurance designed specifically  

for small business owners. And with 24/7 live support and  

expert claims representatives, we get you back on the road 

fast. On the road with you. Now that’s Progressive.  

 1-888-375-7905  ProgressiveCommercial.com
Call for a Free Quote Find an Agent
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