A PLANNIT

THE PRACTICAL GUIDE
TO LAWN CARE BUSINESS
MANAGEMENT

Manage your lawn care business like
a pro—without the chaos or paperwork.




Every season, lawn care businesses must deal with unpredictable
weather, demanding clients, equipment management, and tight
schedules.

This guide was designed to help you tackle these challenges — with
proven methods, practical tips, and tools to manage your operations,
from the first cut to the final invoice.

Our goal: Give you a competitive advantage.

No matter the size of your business, you'll find simple practices
here to:

Attract and convert more clients, without wasting time
on unnecessary follow-ups

Manage your routes and teams efficiently,
even during peak season

Simplify your contracts, invoicing, and payments
to protect your cash flow

e “‘
The power of a big platform. J
The price of a small business.
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Why this guide?

75 0/ of landscaping business owners say they spend
0 too much time on paperwork

1in3

inquiries does not receive a response
within 24 hours

Most revenue losses come from communication
dEIays, not a lack of clients

This guide helps you fix that..

Inside, you'll find:

Ready-to-use Proven Easy-to-implement
checklists field tips digital practices
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The 3 pillars of a

high-performing lawn care

business

The framework

The most successful businesses rely on three well-connected systems:

CRM and Lead Management

Your front office: where customer relationships begin.
Don't miss any opportunities.

Day-to-Day Operations

Your operations center: routes, teams, and fieldwork.
Every minute saved improves your margins.

Back-Office Management

Your financial engine: contracts, invoicing, payments.
Smooth processes = predictable growth.

How these pillars work together

From first contact to payment — a seamless cycle:

A client inquiry Work is scheduled and Invoice is sent and paid
(CRM) completed (Operations) (Administration)

When they're integrated, you gain: time, revenue, and peace of mind.
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Pillar 1:
CRM and Lead Management

Never let a lead slip through the cracks.

The problem

Every season, the phone never stops: calls, emails, web
forms, Facebook messages. While you manage equipment
and schedules, just a few hours' delay is enough for a client to
sign elsewhere.

The goal

Centralize and structure all client inquiries so nothing gets
missed — and every interaction becomes a sales opportunity.

Field reality:

7 out of 10 businesses lose
contracts simply because they
didn't respond fast enough.
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Best practices

1 Set up a simple lead sorting system
Group all sources (calls, emails, forms) into one list

Categorize: Ready to book / Follow up / Contact later

2 Respond faster than your competitors
Create message templates for quotes and follow-ups

Enable automatic acknowledgements

Offer multiple communication channels

3 Keep client history
Log all interactions, quotes, and statuses

Color code: green = active, orange = hot lead, gray = inactive

How Plannit makes this easier

Real-time tracking of all inquiries

Automatic classification based on lead status

Two-way SMS and client portal

Integrated phone system — all calls automatically linked to the CRM
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Pillar 2:
Day-to-Day Operations

Save time every day — even when the weather disrupts
your plans.

The problem

During peak season, everything shifts: schedules, routes, priorities.
With multiple crews, a small delay creates a domino effect.

@ Field reality:

60% of customer complaints in lawn

care are tied to poor communication or
lack of real-time updates.
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Best practices

1 Plan routes before the season
Group clients by area or neighborhood
Identify risk zones: narrow access, steep slopes

Test routes with your teams

2 Set clear communication procedures
Assign a team lead per area
Define a single communication channel
Morning brief, post-service debrief

Notify clients of arrival time (move cars, access, etc.)

3 Measure to improve
Track time spent at each address
Compare route performance

Adjust pricing based on data
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Pillar 3:
Back-Office Management

Less paperwork. More profitability.

The problem

During peak season, the office becomes a battlefield:
renewals, invoices to send, payments to track. Every
missed step hurts cash flow.

Field reality:

45% of business owners |ose time

each week chasing payments or fixing
administrative errors.
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Best practices

1 Start renewals early
Follow up 8 to 12 weeks before the season
Use standardized contract templates

Clearly define pricing, terms, and deadlines

2 Simplify invoicing and payments
Send invoices automatically on scheduled dates
Offer multiple payment methods (online, Interac, card)

Provide recurring payments for seasonal contracts

3 Avoid duplicate entry
Connect invoicing to accounting

Ensure data synchronization

How Plannit makes
this easier

Digital contracts: send, sign, and store online
Automated invoicing

Integrated payments: card, Interac, bank
transfer, scheduled withdrawals

Real-time accounting sync with QuickBooks Invoice

No. FOO0006

Centralize revenue, invoices, and payments in one dashboard

% DEMO Dpemo Plannit

Results:
Client
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30% faster cash flow
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visibility
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Before the season

Admin & clients

Review previous season
(routes, complaints, delays)

Renew and update contracts

Set up digital payments

Operations

Inspect and maintain fleet
Inventory materials and safety equipment
Plan routes and service areas

Train teams (protocols and app)

Marketing & communication

Update website and client portal
Launch early-season promotion

Activate automated alerts

Practical checklists

In season

Daily operations
Check weather every evening
Confirm team availability
GPS tracking for delays or incomplete areas

Communicate changes in real time

Admin & finances

Automatic invoicing on scheduled dates
Track late payments
Monitor expenses (fuel, maintenance, labor)

Analyze margins by route and contract type

Customer service

Send service completion confirmations
Respond to messages within 12 hours

Request reviews after major services
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Growth and retention

Grow your business — even in the off-season.

Retain before prospecting

80% of recurring revenue comes Priority renewals for loyal clients

from existing clients Ask for reviews while satisfaction is high

Send thank-you messages at season end

Strengthen your online presence

Update Google Business, Facebook, and website Clear service areas and hours
Before/after photos of major jobs Simple, mobile-friendly booking form
Diversify revenue streams Field tip:

Spring: cleanup, pressure washing
Your best winter clients can

Summer: landscaping, mulch, equipment maintenance
become your best summer

Fall: winter prep, cross-selling clients — think in 4-season

packages.

Analyze and improve every year

Compare most and least profitable routes Adjust pricing and packages based on margins

Calculate true hourly cost Keep a log of issues and solutions

Connect the three pillars

L . . Key reminder:
When everything is synced, you save time, deliver a better y

customer experience, and improve margins. . .
P P & It's not the size of the business that

determines profitability, but the

CRM Operations Administration

smoothness of its processes.
(acquire) (execute) (collect)
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From chaos
to control

CRM and Lead
Management
Attract, respond, convert.

All lawn care businesses face the same challenges. Back-Office Day-to-Day

Those that succeed long-term share one thing: they turn Management Operations

o Invoice, Plan,
complexity into systems. collect execute,
‘ L . payment, adapt.

With better organization—and tools built for your analyze.

reality—you can take back control of your days, retain your
clients, and build a stronger business season after season.

Key takeaways

Respond quickly to inquiries, even Automate invoicing and payments

automatically Retain before prospecting

Plan routes and communicate in real time Connect your three pillars

Discover Plannit

If this guide helped you structure your season, imagine
what you could accomplish with a platform designed to
connect everything.

Discover Plannit for free:

plannit.com/en/entreprise

Book a personalized demo
Plannit is the digital ally for service businesses like
yours—manage clients, teams, and finances from one Download the app : App Store | Google Play
place.

. © 2026 Plannit. All rights reserved.
The power of a big platform. : ! : o . . .
PI AN NI I The information contained in this guide is provided for informational purposes only.

The price of a small business. Reproduction is prohibited without the written permission of Plannit.
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