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elcome to the O ffici al JuniorBiz Lawn Mowing Guide. Here 
you will find everything you need to know to start and run a 

successful lawn mowing service. This guide was written by people 
who have been in your shoes, experienced the lawn mowing 
business first hand, and want to share our mistakes and successes 
so you can get a great head start. To do this we have broken down 
the guide into two sections:  

The ôHOW-TOõ section takes a simple 
stage-by-stage, step-by-step, easy to 
follow approach to inform you  how to 
start, run and manage your very own 
lawn service.  

The ôTIPSõ section is chock-full of 
pointers and tidbits of information to 
improve your lawn mowing service 
once it is up and running.  

While reading this guide, keep in mind it is very thorough and 
starting an actual lawn mowing business may or may not be as 
difficult as this guide describe s. Itõs meant to cover everything 
you could possibly encounter with your own lawn mowing service. 
Though you may not use everything you read in this guide, we 
recommend that you read it front -to-back so that you will be 
prepared for any possible situation/problem/etc.  

ENJOY!  

W 
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SECTION 1:  HOW-TO 

how-to  (hou-too) n. a set of step -

by-step instructions for 
accomplishing a certain task or 
reaching a certain objective: a 
how-to for starting a fun and 
successful lawn mowing business.  
- n. howÀtos 
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STAGE 1:  MAKING THE DECISION TO START YOUR 

BUSINESS  

Making the decision to start and commit to your business should 
not be taken lightly. A business is not a hobby and canõt be turned 
on and off as easily as a light switch . Once you start a business, it 
takes on a life of its own that can bring you great happiness and 
wealth, or stress and headaches.  

Business is not for everyone but if you have the drive, passion, 
and vision it takes to start and own a business, then youõve come 
to the right place.  Read  the following steps to evaluate whether 
or not you should proceed.  

Step 1: Do you really want to have a business?  

When answering this question, you have to ask yourself if this is 
something you really want to do, or just kind of want to do. If you 
do not have a passion and commitment  for your business, then it 
will never  be very successful. More importantly, it wonõt be any 
fun.  

Step 2: Do you have time for  a business? 

A lawn mowing service is a good place to start your 
professional/entrepreneurial jo urney, but it still takes a lot of 
time , energy, and flexibility to run a business. If you really want 
to build your business, you have to do much more than just mow 
lawns. You also have to advertise, invoice customers, keep track 
of your finances, deal with unexpected issues, maintain your 
equipment  and maybe even manage employees. You only get as 
much of your business as you are willing to put into it.  

V 

V 
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If you do not have a minimum  of 10 hours a week to devote to the 
operations and office tasks of your business, then a lawn mowing 
service may not be right for you.  

Step 3: Do you have access to customers?  

It sounds obvious, but you need to live in, near, or have access to 
at lea st one neighborhood with lawns if you are going to have a 
lawn mowing service. This is especially important if you cannot 
drive to other neighborhoods. Without lawns, you have no 
business. 

Another thing to consider is how much competition there is in 
your neighborhood/area. If there are already 3 or 4 lawn mowing 
services (professional or otherwise) in your area, then you should 
consider offering a different service.  

Step 4: Are you able to mow lawns?  

Though you have surely considered your ability to mow lawns, 
donõt underestimate the physical challenge associated with it. 
Furthermore, itõs not just about mowing lawns; itõs about 
providing those lawns with a professional cut. You must have 
experience and an ability to mow lawns well in order to be 
successful with your lawn mowing service.  

Exposure to the sun and heat for long periods of time should also 
be considered. Lawn mowing is hard work, but thatõs why people 
pay good money to have someone like you take care of it for 
them.  If you are not physical ly strong enough to push and 
maneuver a lawn mower for long periods of time  while doing a 
good job, then a lawn mowing service may not be for you.  

 

 

V 

V 
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Step 5: Can you afford to start a lawn mowing 
service ? 

If you do not already have access to all of the equipment youõll 
need to mow lawns, then starting a lawn mowing service will cost 
you a lot of money.  

What do you need? To start, youõll need just a lawn mower, 
trimmer  and a broom. A basic lawn mower will cost between $100 
and $1500 (commercial mowers routinely cost upwards of 
$10,000) depending on the condition (new or used), type (push or 
riding), brand  (John Deere, Craftsman, etc.) and features (engine 
size, ability to bag/mulch grass, etc). You will also need a 
trimmer (to go around the edges) which could cost you up to 
another $200-$300. Donõt get disheartened if you cannot afford to 
buy new equipment. For the most part, used equipment will work 
just fine.   

If the answer is yes to all of these questions , then check them off 
and move on with creati ng your very own business! 

V 
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STAGE 2:  THE BEGINNINGS OF YOUR BUSINESS  

Though it may be tempting to jump straight into your lawn 
mowing service, itõs very important to lay the foundation of your 
business. Just as you would not build a house without a blueprint, 
you should not start a business without planning.  A strong 
foundation ensures a sound building and taki ng the time and 
energy to carry out this step correctly from the beginning will 
play a major role in the ultimate success of your lawn mowing 
service. 

Step 1: Coming up with the name of your business  

The first thing you should do is come up wit h a name for your 
business. Keep in mind that the main objective of your business 
name is to describe the services you provide (lawn mowing)  while 
attracting attention by being catchy and different . Some possible 
names for your business are (Your Name)'s Lawn Service, (Your 
Neighborhood's Name) Lawn Care, A Cut Above Lawn Care, Cutting 
Edge Lawn Service, Lawn Crafters or Outstanding Landscaping.  

However, associating your name with your business is risky if you 
plan on eventually selling your business to s omeone else. If they 
donõt conduct business in the same manner you did, the 
reputation of your name could be at stake . 

Furthermore, if you ever want to expand your business by offering 
services other than lawn mowing, then you should avoid including 
the words òlawn mowingó in the name of your business. 
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Step 2: Setting goals and expectations  

Your goals should have 5 characteristics:   

1. They need to be written  so you can refer back to them.   

2. Goals need to be precise  so you know exactly what it takes 
to achieve them.  

3. They should be time -attached  so you give yourself 
deadlines.  

4. Goals also need to be achievable  so you take them 
seriously.  

5. Finally,  display and share  your goals so you make yourself 
accountable for the outcome of your business. 

Setting goals is important for several reasons : 

1. Goals will help you measure your progress . If your goal is 
to earn enough money to buy a new bike or car, then you 
know how much you have to make. Thus, you can compare 
that number t o how much you have made so far to see how 
well you are doing.  

2. Goals will motivate you . If you are not performing up to 
your goals, then you should work harder to achieve your 
goals. For example, if your goal is to mow 10 lawns a week 
and you are only mowi ng 8, then you should advertise more 
to gain more customers.  

3. Goals will give you expectations . Your goals should be 
lofty but , again,  make sure they are reasonable too. If your 
goals are too demanding, then you will only be 
discouraged. But that doesnõt mean not to dream big. Find 
creative ways to reach your goals; if needed set  up goals in 
stages so you can accomplish your goals one step at a time . 



STAGE 2:  THE BEGINNINGS OF YOUR BUSINESS   7 

 

 

It takes more than 25,000 steps to complete a marathon, 
and each step is just as important as any other.  

Some examples of goals for a lawn mowing service may be: 

 To consistently mow at least 5 lawns a week throughout 
the summer.  

 To make $2500 by the end of the mowing season. 

 To satisfy your customers 100% of the time.  

 To never lose a customer due to bad service.  

 To double your client list every year.  

Step 3: Making a plan for your business  

Creating a business plan is important for a number of reasons:  

1. Planning provides a solid foundation  to help you make 
good decisions. 

2. Planning helps avoid problems  and discover opportunities.  

3. Planning details your business intentions  and how you 
plan to operate your business.  

A business plan will give you a great resource when you are faced 
with tough decisions. When you go through the rest of this guide 
(particularly stages 4 - 6), jot down notes. Then create a business 
plan by formalizing those notes into a document so you will 
always know where to find them.  However, a professional 
business plan will require a lot more effort.  

A full -scale, comprehensive business plan will provi de you the 
ability to research the marketplace and go after the best and 
most profitable customers . If you are committed to writing a 
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legitimate business plan , then there are 11 sections youõll need to 
include:  

1. Executive Summary ð a brief, 1 -page summary of the 
entire plan.  

2. Company Overview  ð the history , current status  and 
objectives  of your company.  

3. Service Description  ð a detailed description  of the services 
you will provide, as well as a market comparison  and 
intellectual property  (IP). 

4. Industry Analysis ð a depiction of the lawn mowing industry 
including industry size , growth rate , structure , key success 
factors , trends  and long-term prospects . 

5. Market Analysis  ð a thorough analysis of your potential 
customers including market segmentation , target  market 
selection and size , trends  and a competitor analysis . 

6. Marketing Plan  ð how you plan on marketing your services 
with an overall marketing strategy , positioning , points of 
differentiation , pricing strategy , promotion strategy  and 
distribution strateg y. 

7. Management and Company Structure  ð if you plan on 
having a business partner this section includes a description 
of your management team , skill profiles , 
ownership/compensation  and board of advisors .  

8. Operations Plan  ð how your company will go about the d ay-
to-day operations of your business including an operations 
strategy , scope of operations  and ongoing operations. 

9. Development Plan  ð encompasses everything that  needs to 
be done to build your business and how it will be 
accomplished with a development st rategy , development 
timeline  and challenges and risks.  
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10. Financial Plan  ð how you plan on making money with an 
assumptions sheet, pro forma (projected) financial 
statements , financial risks , an exit strategy  and financial 
summary. 

11. Funding and Offering  ð how you will manage to financially 
start your business with a list of start -up costs, funding  and 
offering of ownership .  

Writing a comprehensive business plan with all of these sections is 
an incredibly time -consuming process. Itõs a great idea for a new 
business venture but is probably outside the scope of starting a 
relatively simple lawn mowing service. If you decide to write a 
business plan, the bolded  words should be your section headings 
and the italicized  words will be your sub -headings.  
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STAGE 3:  GETTING YOUR EQUIPMENT AND LEARNING 

TO USE I T 

Before you can mow a lawn, you obviously need a lawn mower. 
There is a fair amount of other equipment you will need for your 
lawn mowing service and there are a number of ways to get it. 
But simply having all the equipment is pointless if you do not 
know how to use it. Additionally, your lawn mowing tools will not 
last very long if you do not mai ntain them.  

Step 1: Determining what equipment you need  

Before determining what equipment you will need, you have to 
determine what services your lawn mowing business will offer.  

Here is a list of services you could offer:  

 Lawn Mowing  - Obviously, if you h ave a lawn mowing 
service you are going to offer lawn mowing.  But donõt just 
òmow and goó without  finishing the job with these other 
services. 

 Trimming  - Trimming is essential to any lawn mowing 
service because there are certain areas that you simply 
cannot get to with a lawn mower. Plus, trimming around 
the edges adds a clean, professional look to the lawn . 

 Edging - Edging is different from trimming in that you use 
an edger strictly around the edges of the yard where the 
grass borders concrete. Edging just prevents the grass from 
growing up onto the concrete /sidewalk . This service is not 
essential to a lawn service but some cu stomers may request 
it from you or even be the main reason they hire you. In 
most cases, once you edge once, you can use your trimmer 
to cut down into the groove.  
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 Lawn Aeration ð Lawn aeration is the secret weapon to  
making a lawn healthy. Aeration involves making holes in 
the lawn either by pushing a rod into it or by "coring ," 
pulling out a plug of soil. Removing these small plugs of soil 
and thatch allows air, water and nutrients to reach the root 
of the grass, leading to better growth.  

 Leaf Removal  - By offering a leaf raking and removal 
service with your lawn mowing service, you open yourself 
up to more potential customers and ultimately more 
business. Make sure youõre ready to get dirty when 
providing this service, but donõt overlook the payoff. 
Another reason to offer a leaf rem oval service is that it 
expands the time of year that you are working (fall) . Along 
with a snow removal service or other appropriate services 
you can make money year-round and that type of contact 
with your customers will make sure that they remember 
you come summer. 

 Re-mulching  ð Laying and spreading mulch is another 
service that will attract more business. If you donõt have 
access to a truck and/or trailer, be sure to have the 
landscape supply yard deliver the material to the jobsite 
for you ð itõs well worth the $50 delivery charge (which you 
bill back to the customer).  For you information, the 
industry average for installing mulch is 1.2 hours per cubic 
yard. Feel free to charge up to $40 per cubic yard (about 
$33 per hour) for this service.  
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Refer to Figure 1 for a  table of the services you could offer along 
with the equipm ent and supplies you will need.  

Figure 1: Services with Corresponding Equipment and Supplies  

Service Equipment  Supplies 

LAWN 

MOWING 

Lawn mower  

 You should have a 
lawn mower with a 
bag and a mulching 
blade because some 
customers will ask you 
to bag their grass and 
others will ask you to 
mulch it.*  

Gas can 

 A 5-gallon, plastic gas 
can is your best bet.  

Gasoline 

 Always have plenty of gas 
when you are mowing.  

 Refill your can as soon as 
you start to run low.  

Motor oil  

 Your lawn mower will not 
last unless you watch the 
oil level and add some 
when needed. 

Trash bags 

 Bring plenty of trash bags 
because you never know 
if you will need extras.  

 33-gallon trash bags are a 
good size. 

TRIMMING & 

EDGING 

Trimmer  

 You can choose 
straight or curved -
shaft, gas or electric.  

Small gas can 

 Youõll want a 1-gallon 
gas can to keep the 
gas and oil mixture 
separate from the 
normal gas. 

Edger 

 You can choose a gas, 
electric, or even a 
step edger. 

You can even use a trimmer 
as an edger, but itõs not as 

effective . 

Gasoline and motor oil  

 Some burn just gas and 
others require a gas/oil 
combination . 

 Most trimmers have 2-
cycle engines and you 
will have to mix the gas 
and oil.  

Trimmer line  

 It shreds and breaks as 
you use it and will need 
to be replaced.  

Extension cord  

 If you choose an electric 
trimmer, youõll need a 
100-foot  extension cord. 



STAGE 3:  GETTING YOUR EQUIPMENT AND LEARNING TO USE IT   13 

 

 

LAWN 

AERATION 

Lawn aerator  

 A small 4-5 tine wide 
aerator is perfect for 
starting out. Buy used 
and youõll pay it off in 
a week. 

Gasoline 

 Always have plenty of gas 
when you are mowing.  

 Refill as soon as you start 
to run low.  

LEAF 

REMOVAL 

Broad rake  

 A wide-angle, plastic 
rake always comes in 
handy. 

Leaf-blower  

 If you have one or can 
afford one, it will 
help.  

Tarp 

 Raking or blowing the 
leaves onto a tarp is 
an easy way to collect 
them.  

Trash bags 

 Youõll eventually have to 
collect the leaves into 
trash bags 

 The bigger, the better.  
Trash Cans/Bins 

 After wrestling with a 
trash bag and an armful 
of leaves ð having an 
open mouthed trash bin 
makes a world of 
difference.  

 

RE-
MULCHING 

Pitchfork  

 A pitchfork should be 
used to move the 
mulch from the pile 
into the mulch bed.  

Rakes 

 A couple different 
sized rakes (narrow & 
wide, metal rake ) will 
effectively spread the 
mulch.  

Mulch 

 Somebody has to provide 
fresh mulch.  

 If you pay for it, make 
sure your customer 
reimburses you (including 
delivery) . 

* Mulching grass is mowing a lawn without a bag /catcher  so the 
grass stays in the yard after you mow. A mulching blade  is a 
special type of lawn mowing blade that cuts the grass into small 
pieces so it will more effectively disperse over the grass. During 
the summer months, mulching the grass not only saves you time 
and money (faster to mow and no hauling off of the grass ), but it 
is actually beneficial to the lawn. Talk about a GREEN solution!   
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Step 2: Getting your equipment  

If you do not already have everything you need for your business, 
then you have three o ptions to obtain your equipment:  

1. Lease/Rent  - Leasing equipment to run your lawn mowing 
business should be a last resort. If you are going to start a 
lawn mowing service, you should have the intention to own 
that business for awhile. Therefore, it is worth the 
investment to buy your equipment  outright . 

2. Buy New - Buying new equipment can be expensive, but it 
has its advantages. New equipment typically works more 
efficiently and will last longer than used equipment. This is 
probably your best option if you plan on using that 
equipment for several seasons. 

3. Buy Used - Buying used equipment is a great idea if you are 
just starting your business and you are not sure how long 
you will have the business. Sometimes you can find great 
deals and use the savings to get more equipment.  However, 
ôusedõ means that the equipment has gone through a fair 
amount of hard work already and  may require additional  
maintenance and repairs.   

i.  Remember :  Always check the level and  
quality/freshness of the oil, air filter, etc . when 
looking at used equipment.  This can tell you a great 
deal about how  well the last owner took care of it.  

ii.  Note:  If you have the option, buy  used commercial  
lawn mowing equipment . Itõs more costly than 
standard used equipment,  but it will last a long time 
and not br eak down as often. 
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Step 3: Learning how to use your equipment  

Before ever using any of your equipment, you should read through 
the owner's manual. If youõre short on time, you should scan 
through the manual and read parts that sound important . 

After reading your user/owner's manuals, make sure to mow your 
own lawn several times before you mow a customer's lawn. It 
takes awhile to develop your own lawn mowing techniques . Also, 
the first time you mow for a customer  is the most important time 
youõll mow for that customer. If you do a bad job the first time, 
itõs unlikely  they will ask you to mow again. 

Additionally, if you are mowing lawns by yourself, you õll have to 
know how to start, use and stop your equipment. If you learn how 
to operate your equipment at home first, youõll be able to ask 
questions and refer  to the manual .  

Step 4: Learning how to maintain your equipment  

Your owner's manuals should also have instructions for 
maintaining  your equipment. Refer to Figure 2 for  a list of 
everything you will need to do to maintain all your equipment.  

Figure 2: How and When to Your Maintain Equipment  

Equipment  Things to maintain é 

Gas Lawn Mower  Changing the oil (about every 20 lawns)  

 Removing matted grass (about every 20 lawns) 

 Sharpening the blade (twice per season) 

 Replacing the air filter  (once per season) 

 Swapping the spark plugs (once per season) 

 Winterizing (at end of season)  
o Burn off all the gas in the tank at the end 
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of the season. Simply run the engine until 
it runs out of gas . Over the winter, any gas 
that is left in the tank will become gelatin -
like and will clog your engine and fuel 
lines.  

Electric Lawn Mower  Removing matted grass (about every 20 lawns) 

 Sharpening the blade (twice per season) 

Trimmer   Replacing the trimmer line  (when you run out)  

 Changing the air filter (once per  season) 

 Winterizing (at end of season)  
o Refer to winterizing a gas lawn mower.  

Edger  Changing the oil (about every 20 lawns)  

When maintaining your lawn mower, you should try and take care 
of everything  all at once . This way, youõll know exactly when the 
last time you maintained every aspect of your mower. Here is a 
10-step process for maintaining all parts of your lawn mower:  

1. Run the engine until it stops to remove all excess gas.  

2. Pull off the sparkplug wire and remo ve the sparkplug with a 
socket wrench.  

3. Turn the mower over and clean off the dirt and matted 
grass (pressure washing your equipment at least once a 
year is a great idea if you have access to one). 

4. Remove the oil drain plug under the mower deck, drain the 
oil into a container  and replace the plug . You can take the 
old oil to any automotive shop and they will properly 
dispose it for you.  

5. Remove the blade by loosening the mounting bolt with a 
socket wrench.  
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6. Sharpen the blade yourself (under adult supervision ) with a 
metal file or grinder, or you can have it professionally 
done.  

i.  Note:  If your blade is not balanced correctly, it could 
cause engine damage. If you do not feel comfortable 
sharpening and balancing a blade, you should have it 
done professionally.  

7. Replace the sharpened blade. 

8. Turn the mower upright, find the air filter compartment 
and either clean or replace the air filter.  

9. Screw in a new spark plug, being careful not to over 
tighten.  Remember to set the correct gap on the spark plug 
before installing . 

10. Fill the oil compartment with the suggested engine oil 
(usually 30-weight)  while periodically replacing and 
checking the dip stick to make sure you donõt overfill. 

You should go through this entire process at the beginning of 
every season and maybe one other time during the season. Donõt 
forget to winterize your mower at the end of the season by 
running the engine until it runs out of gas  and then cleaning it . 
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STAGE 4:  PROMOTING YOUR BUSINESS AND 

OBTAINING CUSTOMERS  

Promoting your business is vital to its success. Without some form 
of advertising , no one will  ever know your business even exists. 
Thus, you will never obtain any customers or r eceive any business. 

Step 1: Deciding how you are going to advertise  

Advertising is a unique and creative process with limitless options , 
but some options are better than others. When deciding how to 
advertise, keep in mind that your audience, or target market, will 
originally be people in and around your neighborhood.  

With that said, here is a list of effective advertising methods for a 
neighborhood lawn service:  

 Door hangers/ pamphlets/fl iers  ð Door hangers, pamphlets 
and fliers are a great and easy way for you to promote your 
business. By creating and distributing a pamphlet, you can 
provide detailed information about every aspect of your  
business to potential customers. Also, your potential 
customers can save the flier so they know how to contact 
you if they want your services. If you do nothing else, you 
should promote your service with pamphlets and fliers.  

 Business cards - By having a business card available, you 
will always be able to provide a potential customer with 
your business information if they come up to you. Make an 
effort to have a few business cards on you at all times, 
especially when mowing lawns, because you never know 
when someone will approach you about your business. 

 Coupons - Coupons are a great way to advertise and obtain 
your crucial first customers. Since you are young and not 
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very experienced as a professional service provider, 
customers are going to be skeptical o f the quality of your 
work. (Most adults seem to think that young people are 
irresponsible ruffians who only know how to listen to punk 
rock and play videogames) By offering a 25% or even 50% 
off the first mowing, your customers do not have much to 
lose by hiring you. Then if you do a good job, they will 
probably give you more business in the future.  

 Direct c ontact  - Contacting your potential customers 
directly by  phone, email, or by going door -to-door is the 
best way to establish a personal connection with  them. 
Calling and emailing is easy if you have a neighborhood 
directory. If they do not answer, make sure to leave a 
voicemail with your name, number and business name so 
they can call you back.  

o Warning :  Going door to door is not as safe as making 
a phone call because you never know what to expect 
when you are knocking on someone's door. If you do 
go door to door, make sure to tell a legal guardian 
exactly where and how long you expect to be out . 

 Signs - Signs are an effective form of advertising but are 
more expensive than previous options . If you do decide to 
buy or make signs, put them in yards that you mow 
consistently. Also, offer customers a discount if they allow 
you to put a business sign in the ir yard.  

 Referra ls ð Tell your existing customers that if they refer 
you and your business to a new customer, you will give the 
referring customer a discount. For every referral, you 
should give that customer at least a 10% discount. If they 
refer you to 10 new customers, you should mow their lawn 
for free. This will encourage people to talk about your 
business and your reputation could spread like wild fire ñ
especially amongst their friends and neighbors.  
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 Website  ð There are many free or low -cost web templates 
online for lawn mowing businesses. Just having a web 
presence puts you far and above most of your competition . 
Having grown up using the Internet, you coul d launch an 
entire marketing campaign from your computer at a very 
low cost. Online service directories are also a great way to 
drum up more business (ServiceMagic.com, online classified 
ads, etc.).  

 Community bulletin boards  ð Check out your local grocery,  
small business shops, bank, school, church, and library ð 
most have a community bulletin board you can advertise in 
for free or little cost. This is a great way to reach your 
target market.  

 HOA newsletter  ð If you live in a neighborhood with a 
Home Ownerõs Association, you could hit the jackpot ! Most 
HOAõs require the residents to take care of their lawns on a 
weekly basis. Ask to include an ad in the neighborhood  
newsletter and everyone in your neighborhood will know 
about your business.  Also, check with  the HOAõs of other 
neighborhoods in your area. 

Keep in mind that there is no one right way to advertise . In fact, 
you should use multiple ways to promote your business so you can 
reach as many potential customers as possible.  

For example, you could make professional quality  pamphlets and 
attach enticing  coupons. Then you could, cautiously,  go door-to-
door passing out your fliers, coupons and business cards. 

Another thing to consider prior to advertising is the voicemail 
message on your phone. If a potential customer calls you and 
hears an immature or unprofessional voicemail, they are unlikely 
to leave a message. Make sure to change your voicemail and 
include your name and the name of your business.  
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Important: By far, the most effective method of pr omoting your 
business is through word of mouth , or WOM. Unfortunately , this is 
the one method that you cannot necessarily control. But if you 
consistently provide a quality service, then your customers will 
surely speak well of your business.  

 Warning:  If  you offer bad service or donõt show up without 
telling your customer , they will notice.  Negative WOM 
spreads much faster and has a bigger impact on peopleõs 
judgment of you than positive WOM. Never leave a job 
without being proud of the work you did . 

Step 2: Determining when you are going to advertise  

Ideally, you should advertise your lawn mowing service at least a 
few weeks before the season starts . The lawn mowing season 
varies by geographic region so no specific date can be set. 
Generally, as soon as the grass starts to turn green is when you 
should advertise. By doing this, potential customers have an 
opportunity to contact you and set up a contract /agreement  
before the season starts.  

Additionally, if at any point during the season you want to obtain 
more customers, set out with another advertising campaign. It 
canõt hurt and vacationers who will need there lawn mowed just a 
few times  might not otherwise know about or remember your 
business. 

However, if you decide to start a lawn mowing service in the 
middle of the season itõs not too late to advertise. The soone r you 
advertise, the sooner youõll receive business.  

Step 3: Establishing how much you are going to charge  

When determining your price, keep in mind that customers will be 
willing to hire you over professional lawn services if you charge 
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less. Some would also rather support a local kid. So this leaves 
you with three main options for setting your prices:  

1. How much you want to earn . This is blindly setting your 
prices based on how much you want to get paid. Using this 
approach is not recommended. 

2. Ask around or conduct a survey . A better pricing strategy 
is to receive feedback from your potential customers by 
asking how much they are willing to pay  or already pay. 
However, your potential customers might be dishonest 
which could leave some money on the table.  

3. Get a professional quote and undercut . This is arguably 
the best way to establish how much you are going to 
charge. Typically comp anies will give you free estimates. 
Also, you will know exactly how much your competition is 
charging. Simply call and ask a lawn mowing service to give 
you a quote for your own lawn and undercut it by 5 or 10 
dollars. Then adjust your prices for other law ns based on 
your lawn.  

Important:  Always charge per lawn instead of per hour! For 
instance, if you charge $20 to mow a lawn and it only takes 30 
minutes, that's $40 per hour, which sounds expensive. $20 per 
lawn sounds like a much better deal.  

Pricing is extremely tricky. Price too high and you do not get 
enough business. Price too low and you do not make as much as 
you could.  

Furthermore,  be prepared to negotiate prices with potential 
customers. People will sometimes try to barter with you but  do 
not be afraid to stick to your original price if you think they are 
being unreasonable. It is understood that you have to be cheaper 
to get your foot in the door, but know your limits and stick to 
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them. At the same time, some business is better than no  business. 
Use your own judgment.  

Step 4: Making your advertising  

There are several things you should include when making your 
advertising.  Here is a list of things that must be on your 
adverti sements for it to be successful:  

1. Business name 

2. Your name 

3. Services you provide 

4. Prices you charge 

5. Reasons why they should hire you  
i.  òSo they can relax in their spare time instead of 

mowing their lawn once a week. ó 
ii.  òSo they do not have to worry about their lawn 

overgrowing while on vacation. ó 
iii.  òSo they can spend more time with their families. ó 
iv.  òBecause their  time is worth more than your time. ó 

6. Instructions for hiring you  

7. Contact information  

Here is a list of other things you could include on your advertising 
to make your business more credible:  

1. Testimonials  ð Recommendations from other customers.  

2. Coupons ð A discount for the first mow.  

3. Guarantees  ð A money-back guarantee lowers their 
perceived risk for hiring you and most people wonõt take 
advantage of the guarantee (unless you do a poor job).  
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4. Email/ Website  ð Create an email account or maybe even a 
website that potential customers could visit.  

5. Associations 

i.  JuniorBiz Logo  ð By adding the JuniorBiz logo, 
potential customers will take you more seriously 
because they know you know how to run a business. 

ii.  Charities  ð By working with a known charity and 
pledging a percentage of y our sales (as little as 5 -
10%) to their cause, you could pick up many socially 
responsible customers who value you and your 
service over companies that donõt give back to their 
community.  

Step 5: Distributing your advertising  

Finding the right way to distribute your advertising is important 
because you want to advertise exclusively to your target market. 
Again, your target market  is the group of people who are your 
potential customers . Advertising to people who are not in your 
target market is a waste of time and resources.  

The best method for distributing your advertising is by going door -
to -door . This way you can give your fliers directly  to people who 
have lawns and are within walki ng or driving range of your home.  

However there are a few rules to follow whe n distributing your 
advertising:  

 DON'T put your pamphlets or fliers in mailboxes. No matter 
the reason, it is illegal to get into someone elseõs mail box. 

 DON'T leave your fliers on doors that have "No Soliciting" 
signs. It is pretty clear that they are not going to hire you.  
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 DON'T break into someone's house to leave a flier. This 
may be so obvious that it appears to be facetious, but it it 
does happen and is illegal .  

Creativity is  often what makes advertisements stand -out and be 
successful. Here are a few other methods for distributing 
advertising and getting the word out about your business : 

 Put a flier in a nearby store.   Churches, grocery stores and 
local òmom-and-popsó usually have boards where local 
businesses can post fliers. Make sure to ask the manager or 
owner first. Then create a flier with tear -off, contact 
information tabs on the bottom.  

 Send out postcards.  If you have a neighborhood directory, 
you can spend about $.50 per potential customer to send 
everyone a postcard. If you donõt have a directory, you can 
simply walk around your neighborhood and jot down every 
address, but you wonõt be able to personalize the card. 

 Help a new neighbor.  If you notice a new neighbor movi ng 
into their house, go introduce yourself and help them with 
their boxes. Make sure to tell them about your business. 
They will always remember you as the first person they met 
in their new neighborhood. You c an do the same with 
someone who is taking in t heir groceries.  

 Wear a bright ly colored shirt.  When you mow, you should 
always wear a bright shirt. Your neighbors will always 
notice you mowing lawns and will perceive you as a hard 
worker. Additionally, mow lawns at different times during 
the day to ensure all your potential customers  have an 
opportunity to see you mowing their neighborõs lawns.  
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Step 6: Following up with potential customers  

When a potential customer contacts you for the first time, there 
are several things to keep in mind : 

 Address them politely and professionally.  

 Be excited to hear from them when they call.  

 Set up a preliminary meeting with them to go over 
everything involved in mowing their lawn (the next step has 
a list of questions to ask during this meeting).  

 Let them know you are excited to do business with them.  

After this conversation, make sure to show up to the meeting on 
time and prepared.  

If a potential customer leaves a voicemail or email, it is important 
to respond as soon as possible. Your business loses a lot of 
credibility if you do not return their call or email within 24 hours. 
They are also much more likely to hire you if you r response is 
professional.  

Wearing a clean shirt (maybe with a logo or name) and having a 
decent haircut goes a long way too. Itõs  a shame but people do 
judge one another simply on appearance. As a young 
entrepreneur, the odds are sometimes against you, and you 
should always try to equalize the playing field or use it to your 
advantage whenever possible. 

Step 7: Coming to an agreement with your customers  

Before ever mowing a lawn for a customer, there are several 
th ings you need to agree on first. Keep in mind that most 
customers would appreciate it if their lawn -mowing person helped 
them make an informed decision.  Refer to Figure 3 for  a table of 
questions and things to consider and address to your customers. 
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Figure 3: Things to Consider and Address to Your Customers  

Question  Things to consideré 

How much to 
charge? 

Based on size of yard, length of grass, pet 
cleanup, and distance from home.  

When to mow?  

Whether or not they prefer their lawn to be 
mowed on certain days or at a certain time. You 
should also try and work around their watering 

schedule. 

How oft en to 
mow? 

Once a week, twice a week, or every other week. 
Typically you should mow once a week  to 

maintain the health of the lawn.  Never agree to a 
schedule outside of 7-day increments because it 

will create  inconsistency in your mowing 
schedule. 

Mulch t he grass or 
bag the grass? 

Mulching is cutting the grass and leaving the 
clippings in the yard. Bagging includes collecting 

the grass in a bag on your lawn mower then 
disposing it when done. 

What length to cut 
the grass? 

Depending on your lawn mower, you can set it to 
cut the grass short or long. If you are not sure, cut 

the grass long. Cutting it too short, or scalping, 
could kill the whole lawn.  

Do they have pets?  

If your customer has a dog that defecates in the 
yard, you have to agree on who is responsible for 

removing it before mowing. If you decide it is your 
duty, then charge extra (about $5) and make sure 

the customer knows.  

How can they 
contact you?  

You should have multiple ways for customers to 
get a hold of you. A phone number is a necessity. 
An email address is a bonus. You should have an 

email in this format, 
[yourbusinessname]@gmail.com, for example.  

What is the late 
policy? 

What are you willing to do for the customer i f you 
donõt mow when you are scheduled to mow ? Let 

them know you will alwa ys give your best effort to 
punctually mow their lawns, but you will contact 

them if for some reason you canõt. 
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After discussing everything in this list, it is a good idea to create a 
contract detailing everything you agreed on. It is always a good 
idea to have things in writing in case one side of the agreement 
has a question.  

Note:  Sending a customer an email with the service breakdown 
for approval is an easy and non-confrontational method to have 
them òagreeó to the services and prices in writing. Most people 
hate to sign their name to a contract ð therefore you have to think 
outside the box and get things done a little differently.  
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STAGE 5:  OPERATING YOUR BUSINESS  

Business operation consists of how your business will be run and 
how your services will be rendered. Essentially you will be mowing 
peopleõs lawns and they will be paying you. However, it isnõt 
always that simple. There are several other things you need to 
consider while operating your business.  

Step 1: Customer ser vice practices  

It can be argued that the customer is not  always right, but 
generally they are. For the sake of your businessõs success, you 
must operate under the mindset that the customer is ALWAYS 
right, ALWAYS. If your customer is unhappy with how you mowed 
their lawn, then you better get over there and make things right.  
If you donõt deliver a quality service, there is really no reason for 
people to hire you.   

Unhappy customers or poor customer service can be very costly to 
your business. For example, if you lose a customer in the middle 
of a 30-week mowing season who pays you $20 per lawn, then you 
are losing $300. Not to mention the customerõs negative 
perception of your business.  

Not only should you make your customers happy, you should go 
above and beyond their expectations. Extremely satisfied 
customers will speak highly of your business. Again, word-of-
mouth (WOM) is the best form of advertising, but negative WOM 
spreads much faster and has a bigger impact on peopleõs 
judgment of  your business than positive WOM. 

Customer service is especially important when customers are 
paying you for your services.  Excellent customer service is 
something a lot of businesses fail to provide. So this could and 
should be a competitive advantage you  have over your direct 
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competitors. If for no other reason, itõs a nice feeling when 
someone is happy with something you did.  

Step 2: Mowing the lawns  

The most significant task of owning a lawn service is properly 
mowing the lawns. Whatever you do, do NOT mow in circles. You 
will inevitably have to cross back over your original lines. This 
looks sloppy and unprofessional. Instead, go around the perimeter 
(this is called a  perimeter pass) two times  to create a  òturning 
zone.ó Then mow back and forth ( prefer ably in  diagonal lines but 
it is up to you) until finished. If you really want to give a lawn a 
professional touch, then go back around the perimeter one last 
time.  

Here is a diagram of how NOT to mow a lawn:  
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Here is a diagram of how you SHOULD mow a lawn: 

 

Additionally, make sure to mow perpendicular to the lines you 
made the week before. For example, if one week one you mowed 
northwest to southeast, then week two you should mow southwest 
to northeast. This way you will be sure to clip any grass you may 
have missed the week before. Also, it provides a checkerboard -
effect that looks really professional!   

As you mow more and more lawns you will naturally develop 
strategies to become more efficient.  Additionally, refer to the 
òLawn Mowing Tipsó in the next section of this guide to refine 
your lawn mowing skills.  

Step 3: Trimming the lawns  

You havenõt finished mowing a lawn until you trimmed around the 
perimeter, period. Whatõs the point of doing a really good job 
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mowing if there is stray grass sticking up all along the edges? Not 
trimming after mowing a lawn is like not frosting a cake after you 
bake it.  

Generally, you should use a stick trimmer to do the trimming. It 
allows you to be fairly agile around the lawn. Trimming is a pretty 
simple task. But in order to do it right,  you should consider it to 
be an art form that  few people do well . When learning how to 
master the trimmer, there are a few things you should consider:  

 Take precautions when trimming around grav el.  One rock 
shard to the eye could easily leave you blind the rest of 
your life. In fact, you should be wearing eye protection 
while trimming and mowing.  A rock to a window or car will 
inflict damage that you will have to pay for . Always be 
aware of your surroundings while mowing, trimming, 
edging, etc.  

 Be careful only to trim the grass.  Your customer wonõt be 
happy if you accidentally trim off the tops of their flowers 
or other plants.  

 Replace stray mulch and rocks.  Mulch in the lawn just 
looks messy but if you accidentally knock rocks into the 
lawn, it will kill the grass.  

 Take your time and be thorough.  Your customers are 
paying you to make their lawns look nice. Hair stylists are 
especially methodical when trimming around the neck and 
behind the ears, and you should be too. 

Step 4: Collecting your earnings  

Asking someone to pay you is naturally an awkward task, but you 
have to get over it. Your customers will know they owe you 
money. In fact, t hey would probably feel embarrassed if you 
didnõt approach them about getting paid.  



STAGE 5:  OPERATING YOUR BUSINESS   33 

 

 

Here are a few ideas on how you can collect your earnings:  

1. Simply, knock on the door when you finish  and politely 
tell them how much they owe you .  

o This approach works well if you are only mowing 
their lawn once or sporadically during the season. 

 
2. Have your customers write a check paying you for several 

weeks prior to mowing their lawn. This is easier for them 
and for you. They wouldnõt have to write a check every 
week and you wouldnõt have to worry about asking for 
payment every week. Itõs a win-win!  

o Offer a 5% discount for pre -payment. Itõs worth not 
having to deal with the weekly hassle.  

o This method works well if you typically mow their 
lawn when they are not home.  

o Never have the customer pay you any more than 4 or 
5 weeks in advance. Itõs difficult to keep track. 

o In order to use this method, you have to develop a 
personal and trusting relationship with your 
customer.  
 

3. Create a PayPal (www.paypal.com) account and  send them 
email invoices . PayPal obviously charges a fee for this 
service but it is easy to use and allows your customers to 
pay with a credit card.  

o If customers are paying you often, they may prefer 
to use their credit cards to take advantage of the 
rewards programs. 

o Again, this is a great approach when your customer 
is rarely home. 

o Before doing this, you should set up a bank account 
under your name or your business name so you can 
electronically transfer the funds. However, if you 
are under 18, you will need a parent or guardian to 
co-sign with  the account.  
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You can use a variety of these suggestions and will probably have 
to because every customer will be different.   

Additionally, make sure you keep a track record of the lawns you 
mowed and whether or not they paid you. When you start 
accumulating lots of customers it õs easy to lose track of who you 
owe and who owes you. A calendar is a good place to jot these 
things down.  

Want a better approach?  Invest in a computer bookkeeping 
system (such as Quickbooks). Youõll be amazed how easy it can be 
to track your businessõs expenses, revenue, and invoices ð not to 
mention the professional image it will provide. 

Step 5: Dealing with issues  

No business venture is without roadblocks and you will inevitably 
encounter  problems with your business and your customers. Some 
people are difficult to deal with and things will not always go as 
planned. 

For example: 

One of my customers wanted his lawn mowed on Friday 
afternoons so it would look nice over the weekend. A 
reasonable request, b ut I had prior obligations every 
Friday afternoon. It was impossible for me to mow his lawn 
when he wanted me to . We couldnõt come to an agreement 
so he fired me.  

How do you handle these issues? Here are a few suggestions for 
dealing with diff icult situations: 

 Consider an issue to be a challenge.  Mowing lawns can 
become a bit mundane and boring. When you encounter a 
problem, treat it as an interesting obstacle you have to 
overcome! People donõt climb mountains because itõs easy. 



STAGE 5:  OPERATING YOUR BUSINESS   35 

 

 

 Go out of your way. Maybe you canõt mow the lawn on 
Friday, but your friend or brother can. Instea d of l osing the 
job, dip your fingers into management and have someone 
else do the job until your schedule clears up. Split the 
profit and everyone benefits.  

 Stay true to yo ur values and stand up for what you 
believe.  One customer is not worth losing your  self-
respect. If a customer is going to be difficult, then trying to 
make them happy is not worth the money they pay you.  

 Conflict isnõt always a bad thing. It goes along the old 
adage, òwhat doesnõt kill you will make you stronger.ó 
Conflict  is a natural part of life, and if you encounter it 
early, you will learn how to cope with it later, during more 
critical junctions in your life.  

 If you donõt know what to do, ask someone you look up 
to.  Your legal guardians are there to guide you. They have 
your best interests at heart and will help you with 
anything.  

Keep in mind that your business is important, but it should not be 
the most important part of your life. Family and school  should 
always take precedent over your business.  

However, donõt lose sight of your responsibilities towards your 
customers and your business. If you are in a situation where you 
think something should take precedent, make sure you contact 
your customers to let them know.  

Step 6: Maintaining your equipment  

Properly maintaining your equipment throughout the season 
ensures you will get your moneyõs worth from your equipment . 
Refer to Stage 3, Step 4 to learn how and when to maintain your 
lawn mowing equipmen t.  
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Step 7: Tracking your profits and expenses  

Unless you are running a non-profit, the measure of a business is 
how much money it makes. Keeping track of your pr ofits and 
expenses is essential to analyzing the success of your business.  

Similarly to writing down when you mow certain lawns and when 
your customers pay you, you should keep track of how much you 
earn and what you spend on your business. Again, you can jot 
down this information on a calendar or in a notebook, just as long 
as it is easy to find and easy to use.  

Here are a few words and definitions you can use to describe the 
money you earn: 

Revenue ð the entire amount of income prior to subtracting  
expenses.  

Example :  If a customer pays you $20 to mow their 
lawn, then your revenue is $20. 

Expenses ð money spent on supplies, equipment or other 
investment s.  

Example :  Purchasing $10 of gas for your mower is a 
$10 expense. 

Profit/Net Income  ð revenues minus expenses (including 
taxes). 

Example :  If you are paid $20 to mow a lawn and it 
costs $.50 of gas and $.10 for a trash bag , you 
earned $19.40 in profit or net income.  

Profit Margin  ð the ratio of profit divided by revenue  
displayed as a percentage.  

Example :  Using the previous example, you would 
have a profit margin of 97% ( $19.40 $20.00.)  
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Note:  A 97% profit margin is extremely high  and 
thatõs why lawn mowing services are so popular. 
Most big companies are lucky to get a 20% margin. 
Since you are young and probably in the lawn 
mowing business to save money for a car or college, 
creating a lean and mean operation wi ll not only 
result in more earnings , but teach you valuable 
money management skills you can use later in life.  

Assets ð the val ue of everything a company owns and uses 
to conduct their business.  Money that people owe you, 
also known as accounts receivable, is considered an 
asset as well.  

Example :  If you own a $400 lawn mower, a $150 
trimmer, a $10 broom and a customer owes you $40,  
then your assets = $600.  
Note:  Assets can also be intangible, i.e. your 
company brand, but it is hard to put a value on your 
brand name. 

Liabilities  ð the value of what a business owes to someone 
else. 

Example :  If you took out a $400 loan to purchase 
your lawn mower and have only paid $250 back, then 
you have $150 worth of liabilities.  
Note:  When a customer pays you in advance, this is 
considered unearned revenue and is added to your 
liabilities.  

Step 8: Paying income taxes  

Keeping track of your earnings is also important when it comes 
time to pay taxes. In most parts of the country there is no sales 
tax on services. However, a s a small business you will have to pay 
federal, state and maybe even local income taxes. Also, 
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depending on how much you earn, you could have to pay a self-
employment tax.  

Between January 1st and April 15 th you will have to file your taxes 
and pay the amount you owe. Paying your taxes is important 
because the last thing you want is your business to be audited 
right at the start of the next lawn mowing season.  

There are many great software programs you can buy to help you 
figure out you r tax obligations,  such as TURBOTAX. If you are 
uncomfortable with doing this yourself, first ask your legal 
guardians who may file their own taxes. If they are unsure, you 
can hire an accountant or a tax filing agency. Also, the Internal 
Revenue Service (IRS) offers several free guides for small 
businesses when it comes to filing taxes. You can find these 
guides at www.irs. gov/formspubs or by calling (800) TAX-FORM.  

The IRS has experts standing by to answer your questions, but you 
can request publications as well. Two that may be especially 
helpful to young entrepreneurs  are the Tax Guide for Small 
Business and the Student's Guide to Federal Income Tax . Many 
publicati ons and forms are also available at your local post office.  
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STAGE 6:  RETAINING CUSTOMERS AND BUSINESS  

As the end of the lawn mowing season draws near, it is crucial 
that you take several steps to ensure the continued success and 
growth of your business for years to come. If you simply end the 
season by mowing someoneõs lawn for the last time , they may 
forget about you before next season rolls around.  

Step 1: Thanking your customers  

One of the simplest things you can do to show appreciation of 
your customers is to send them a ôThank Youõ card/letter . If you 
mowed their lawn the entire season, they probably contributed 
over $500 to your business. The least you can do is take 10 
minutes to write and send them $1 card with a 42¢ stamp. 

Here is an example of a thank you letter you can send:  

Hi [Customer Name],  

Thank you for being a loyal customer . I realize you put a 
lot of confidence in me and I really appreciate it.  I want 
you to know that I am planning on mowing lawns again 
next year. If you think I deserve it, I would very much 
appreciate the opportunity to continue mowing your lawn.  

Stay in touch,  

[Your Name or Signature] 
[Your Business Name] 

A ôThank Youõ email is a good way to show appreciation towards 
your customers, but  a ôThank Youõ card/ letter is much more 
personable. Actually taking the time to physically write on a 
tangible card says a lot about your appreciation. If a customer 
receives an email, they might think that you just copy and pasted 
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a note to all of your customers (which is more efficient, but not 
as well received). Additionally, if you have elderly customers, 
they may not check their inbox as often as they check the ir  
mailbox.  

ôThank Youõ cards will make your customers happy and will 
ingrain a positive impression of your business in their minds. When 
they need someone to mow their lawn again, you will surely be 
the first person they contact.  

If you really want to make an impact, consider getting your 
customers gifts for the different seasons or holidays.  

For example: 

 Memorial Day : Seeds/Flowers 

 Halloween : Pumpkins 

 Winter : Bag of Ice Melt  

The key is to try to find and give something useful to the 
customer. The last thing you want to have happen is for your gift 
to get thrown in the trash!  

Important:  On-going and frequent communication with your 
customers is vital to the success of your business.  

Step 2: Asking for reviews and testimonials  

Another thing you should do at the end of the lawn mowing season 
is ask your existing customers for a review/test imonial of your 
business. A testimonial  is a short (2-5 sentences) explanation of 
how they perceived your business.  

Presenting a few favorable testimonials is a great way to market 
your business to potential customers. The main problem with 
traditional ad vertising is that it is self -serving. As the owner of a 
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business, you can describe your services however you want. So 
advertising isnõt always the most effective method of convincing 
your potential customers.  

For example, on your fliers and door  hangers you can say that you 
provide a dedicated, professional, quality service. But because 
you can control wh at is said on your own advertising , people will 
find it much more persuasive/believable if it features the opinion 
of someone who is not directly affiliate d with your business.  

Step 3: Informing customers of your other services  

Remember, the end of the lawn mowing season does not 
necessarily bring about the end of your business.  There are a 
number of other services you can provide during the offseason. 
Granted, you should be focused on school during this time, but if 
you have some free time, you can still earn money.  

Here are a few other services you could offer:  

 Leaf Removal  ð Everyone needs the leaves removed from 
their yard. There is a lot of labor involve d so people are 
willing to pay a fair amount for someone to do it for them.  

 Pet Sitting ð People are always going on vacation but itõs 
expensive to put their pets in a kennel. Itõs worth it to 
them i f they can pay you $10 a day to visit and feed their 
pets. 

 Dog Cleanup ð Usually, people donõt enjoy picking up dog 
poop. But itõs easy to do and doesnõt take a lot of time. 

 Snow Removal ð If you live in a region where it snows a lot, 
then snowy driveways could become a huge problem. If 
someone canõt get to their $30 per hour job, they are going 
to pay quite a bit for someone to clear their driveway.  
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 House Cleaning ð People spend a lot of time in their homes 
during the winter but might not have time to clean. You 
could specialize in one type of cleaning, (i.e. va cuuming, 
dusting,  dishes), or you could offer all types of cleaning.   

 Holiday Decorating  ð People love to have their houses 
decorated for the holiday season. But it takes a lot of work 
to decorate a house. Specifically, you could approach 
elderly homeowners about putting up lights.  

For fresh business ideas and advice, check JuniorBiz.com 
and JuniorBizõs upcoming books of business ideas. 

What better way to find your first snow removal customer than to 
approach one of your lawn mowing customers? They will trust you 
because they already know you provide quality service . 

Itõs a good idea to track the profitability of each service you 
offer. You might come to find that Pet Sitting pays better and also 
works for your schedule or is more interesting than m owing lawns. 
In that case,  you would be better off selling your lawn mowing 
business to focus on pet services.  

People are often resistant to change.  But, now more than ever, 
businesses need to be willing to shift and adapt with changes in 
the market.  Many businesses have been successful because they 
were willing to completely change directions:   

 Nintendo  started out as a playing -card manufacturing 
company. 

 Disney started off just making cartoons and now they do 
everything in entertainment.  

Donõt let your commitment to your lawn mowing business stop you 
from pursuing bigger and better things. Though there have been 
many CEOõs who have started their careers in lawn mowing, they 
all had to abandon lawn mowing in order to be more successful.  
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STAGE 7:  ANTICIPATING AND MANAGING GROWTH  

If your business is consistently growing, there be may some things 
youõll have to change in order to keep up . After all, growth shou ld 
be a goal for every business. But if you donõt know how to manage 
it, growth can be disastrous. 

Step 1: Investing in your business  

If your lawn mowing business is taking off and you have more 
customers than you can accommodate, you should consider 
investing in your business to make it more efficient.  

Here are a few investments you should consider:  

 Upgrading your lawn mower.  Assuming you use a standard 
push-mower, your business would become a lot more 
efficient if you upgrade to a riding, zero -degree turn 
mower. If a lawn/property takes you more than 30 minutes 
to mow with a push -mower, then upgrading to a riding 
mower will make your operation more efficient; especially 
if you have limited time to mow. This type of mower will 
set you back at least a couple t housand dollars, but a new 
mower is a great investment if you can justify the initial 
cost.  

 Purchasing a backpack blower.  You should always clean 
off the sidewalks and driveway after mowing a lawn. In the 
beginning you should just use a broom, but as your business 
grows, it might be worth it to purchase a blower. A back -
pack blower could cost anywhere from $50 to $500.  

 Fitting a vehicle and a trailer.  If you have your driverõs 
license, being able to mow lawns outside of your 
neighborhood could be a huge development for your 
business. Almost all professional lawn services use a trailer 
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to transport their equipment, and itõs really not that 
inconceivable for you and your business. However, if you do 
not already have prospects for new customers, this 
investment  may not be worth it. Assuming you already have 
a vehicle with a hitch, the trailer could cost anywhere from 
$500 to a couple thousand dollars.  

 Upgrading other equipment.  The more you use something, 
the more likely it will break. Generally, new equipment i s 
more efficient and provides a safety net in case something 
stops working. If your equipment fails, it could set you back 
weeks while you wait for it to be repaired. If you have 10 
customers, this could cost you a couple hundred bucks. In 
those situations, it might make more sense to purchase 
new equipment and use your old equipment as a back -up. 

Step 2: Finding and managing  extra help  

Hiring additional help is a big step for any business. It means you 
have too much work to handle yourself .  Just as it is a big step for 
your business, there is a lot of responsibi lity that comes with 
managing an employee. 

Consider your friends and fellow students as potential 
employees/business partners. Typically theyõll be able to work 
the same time you will and if you ask a good friend, you know you 
can trust them. Trust is critical with any business relationship in 
order for it to be successful.  

Be aware that your friends might not consider the time working 
for you any different than if you were hanging out. Itõs critical 
that you state the rules and expectations of their help 
beforehand. This may be an awkward conversation, but itõs much 
better than  losing a friend over a silly misunderstanding.  
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Therefore , th ere are a few  rules you need to set before someone 
ever works for  you: 

1. What is their role?  Are you both going to be mowing the 
lawn at the same time, or are you just going to have them 
focus on the trimming and cleaning? You may have to test 
out a few scenarios to see what is most efficient.  

2. What are your expectations?  Quality, punctuality, 
dedication ? Youõd be surprised at the variations between 
what different people perceive as quality work. You should 
also discuss the grounds for firing.  

3. How much do they get paid?  Itõs not fair to split the 
money in half if one perso n always mows and one person 
always trims. If you alternate duties, then splitting the 
money in half is reasonable. Pay is a tricky matter to 
discuss, so just be honest and open with each other.  

4. When do they get paid?  Are you going to pay them after 
they help you mow or are you going to pay them when you 
get paid? The best bet is to pay them immediately after 
they help you with a job  as opposed to a lump sum after 
several jobs.  Itõs easier to keep track and youõll avoid 
uncomfortable, money -related disputes .  

5. When should they expect to work?  Are you going to have 
them hel p you with every lawn or just on  an as needed 
basis? Do you mow on the weekends or just after school? 
You should always communicate with your partner at least 
a day prior to needing their he lp.  

You should also inform your employee/business partner  about 
every aspect of your business. The better they understand what 
you do, the more effectively theyõll be able to help. They might 
even have good suggestions for your business. 
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Step 3: Register ing as an LLC 

Currently, your business is most likely licensed as a sole 
proprietorship. This means that you are the sole owner and 100% 
responsible for your business. In other words, you are completely 
liable for anything that goes wrong. This also means that  if you 
damage or kill a customerõs lawn, they can sue your business and 
may be entitled to your personal savings.  

If your business makes more than $1000 in one year, then it might 
be a good idea to register it as a Limited Liability Company (LLC). 
There are some fees associated with the registration, but they are 
usually less than $100 depending on where you live/register .   

Fees aside, by having your business registered as an LLC, you and 
your business are two separate entities. Meaning, if you destroy  
someoneõs lawn, they can only sue you for the value of your 
business. They cannot take any money that you have stored in 
your personal savings. 

In order to file as an LLC, you need to do two things : 

1. Reserve Your Business Name ð Before you can file as an 
LLC, you need to reserve the name of your business with 
the Secretary of State (SOS). Go to your stateõs SOS 
website and fill out the òStatement of Reservation of 
Name.ó You will most likely have to pay a fee ranging from 
$10 to $50. Then electronical ly submit the form to the 
state and print out the document for your records.  

2. File the Articles of Organization ð Once again, if not 
already there, visit your stateõs SOS website and click on 
òForm a new limited liability companyó or òFile articles of 
organization LLC.ó Fill out the form and you will probably 
have to pay another fee (usually $25 to $100).  Press 
òsubmitó and print out the final document. 
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Once you have completed both of these tasks, your business is 
officially registere d as a Limited Liability Company. Your 
paperwork will be automatically mailed to your address within 
about 2 weeks. Delivery time may vary depending on where you 
live.  

Step 4: Pursuing commercial jobs  

If your lawn mowing service makes under $1000 per year,  then it 
is perfectly legal to consider it to be a òhobby.ó But if youõre 
earning more than $1000 a year and want to start pursuing 
commercial jobs, there are a few le gal issues you need to 
consider: 

1. The first is to obtain  a business license  (if applicable ) with 
the city in which you will be working. The kind of business 
licenses you will need depends on what the local 
municipalities require. In order t o determine which licenses 
you will need go to http://www.business.g ov and click on 
òRegister, Licenses, and Permitsó on the right. Then enter 
your zip code and choose ògeneral licensingó from the 
dropdown menu. Perform the search and you will receive a 
checklist of the licenses you will need.  

2. The second is to obtain  liabi lity insurance  to protect your 
business and equipment. You can purchase insurance from 
any major insurance agency. Almost all commercial bids 
will require proof of insurance before they will hire you. 
Insurance can be very expensive (up to $1000 per year) so 
make sure you are serious about pursuing commercial jobs 
before making this decision.  

3. The third is to obtain a surety bond  to protect yourself and 
your customers. Without being bonded, if you are injured 
on someoneõs property, then legally you could sue them to 
cover the medical expenses. With a surety bond, your 

http://www.business.gov/
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injuries will be covered by the bond. Again, most 
commercial jobs will require that you are bonded.  

Note:  Remember that your business licenses and insurance will 
have to be renewed on an annual basis. 

Once you have all of your licenses and insurance simply approach 
businesses that have a lot of grass on their property. Start small, 
maybe with a family -owned business, and move up from there. 
Itõs unreasonable to think youõll be able to mow for an apartment 
complex from the outset.  

If you can prove that your business is legitimate and that youõll do 
a good job, thereõs a chance theyõll hire you. Then you can create 
a binding contract with that business and could easily make more 
than $1000 per week.  

If you decide to pursue  commercial jobs (or any job ) remember to 
have confidence in yourself and your business. You will meet a lot 
of people who wonõt take you seriously and it is your 
responsibility to prove to them that they should.  
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Section 2: Tips  

tip  (tȱp) n. a piece of confidential, 

advance, or inside information: 
two  former teen lawn 
entrepreneu rs provide  advanced 
tips for up -and-coming, young 
business professionals.  
- v. tipped, tip Àping 
 

 


