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“The no bullsh*t guide to blowing up your business in 2021.” 

 
In this guide, you will learn... 

How to generate more leads than you ever have in your life.  
Generate leads for less than $20.00 dollars per lead. 

Generate sales for less than $50.00 per sale.  
Learn about all the new ways to generate leads online in 2021. 
The best ROI lead generation sources in the Green Industry. 
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Hi! My name is Kendall Hines, CEO, and co-founder of Lawnbot.  

I want to welcome you to the 2021 green industry marketing guide. This is the no 
bullsh*t guide to growing your business in this new digital economy that we now live in. 
If you don't know who I am and you don't know my story I grew up in the green industry. 
I've been on the lawns' since I was 8 years old. I didn't have a choice, the green industry 
was baked into me at a very young age. I saw tremendous amounts of hard work from 
my parents. At one point my dad had three jobs to create a better life for his children, he 
is literally the hardest working man I know.  

When I took over my parent's business it was losing money and all it needed was sales 
and revenue, that's where I came in. After playing college baseball and let's just say 
partying a little bit too much I came back home like the modern-day prodigal son and 
pun intended went back to my roots. With not much else going for me at the time I 
enrolled in Michigan State University and their agronomic turf program and at the same 
time, I also committed myself to learn how to grow and sell lawn care so that I can help 
my family. 

The journey that would take place over these past six years was a roller coaster, to say 
the least. Not only did I grow my family's business I was also able to allow them to retire 
with the sweat equity that I put in.  

In the last 6 years, I took my family's business from $30,000 in revenue to $1,000,000. I 
have sold millions of dollars in new lawn care program sales over the last 6 years. 
During that journey of growth, I've always realized that I enjoyed the sales and 
marketing aspect of the business.  

During my time growing my first lawn care company, I realized the green industry has a 
huge problem. No matter what.. when a homeowner wants a quote for service they had 
to talk to humans. I was incredibly frustrated by this because our offices were not open 
on weekends and when we came in Monday we had 150 emails to go through and 80 
voicemails from over the weekend and we were constantly missing new sales because 
you were busy bogged down in the minutiae of wearing many hats as a small business 
owner.  

That's when the light bulb went off.. that's when I said well why can't people just order 
service online? That's when we created what is now known as Lawnbot. I have since 
sold my lawn care company to my brother and he has been doing a fantastic job 
carrying on the family legacy. 

 



The methods and tactics that we are going to discuss in the chapters ahead are all 
taken directly from the roadmap I used to grow my family's business to a very nice size 
in a very short amount of time. My family's lawn care company is a franchise and many 
people we're naysayers and downright haters of my methods of how we grew our 
company but one thing I find amazing about how he did it was we literally built 
something out of nothing. There was no big bank loan, no huge line of credit, no big 
direct mail campaign that changed everything.  It was literally leveraging the newest 
technologies and putting in a shitload of work and elbow grease to get us to where the 
company is at today.  

Below I'd like to share with you some ideas that I have that could possibly help you and 
your business in 2021 and beyond. 

 

Kendall Hines - Lawnbot 

616-450-2395 Call/Text 

kendall@lawnbot.biz 

 

 

 

 

 

 

 

 

 

 
 
 
 
 
 



2. Sales Process - Speed To Lead  

Before you attempt to implement any of the following tactics - It is always a good 
reminder to make sure your sales processes are airtight and documented. A 
well-documented sales process ensures you will be able to scale your process 
very quickly in the power window of spring in the green industry. When we were 
small and didn't have money for an answering service I literally wore a Bluetooth 
headset around my neck that would vibrate when a new call came in I would stop 
the machine right there on the customer's lawn pull the homeowners house up on 
my phone using Apple Maps and literally quoted them on speakerphone standing 
in a customer's lawn. It’s very important to pick up the phone. We do so much 
work just trying to get that phone to ring. If you don't make it a priority that 
customer will end up with a company that does make it a priority.  

Below is a checklist to think about going into the 2021 season to make sure your 
business is in the right position to capitalize on the efforts you are putting in to 
grow your business.  

 
● Be able to answer every phone call when it comes in within 2 rings 24/7 

 
● You have a defined process in place for when a new web lead comes in. 

 
● Your business phone number on your trucks is a text-enabled number.  

https://captivated.works (you will be surprised how many people are 
ALREADY trying to text that number and failing if it is not already text 
enabled) 
 

● You have a standard set of probing questions/script for your sales process 
to kick off the sale process with the prospect. Ex. What did you do last year 
for the lawn? Did you do it yourself or did you have another company treat 
the lawn? 
 

● Write up every customer - You cannot sell something if you never make 
them a proposal to buy. Make sure you write up every deal. This means 
sending them a proposal to buy. Mail, Email, and SMS for EVERY lead. 
Every time. 
 
Of course, add lawnbot to your business to automate this process as much 
as possible and allow digital inbound leads to get an instant proposal - and 
buy and pay instantly - All online :) 

https://captivated.works/
https://captivated.works/


 
 
3. Technology Basics - Checklist 

  

● Below you will find a checklist of everything to make sure you have all of 
the basic requirements to generate leads online in 2021. Some of these are 
very simple and some require more technical knowledge. These are 
non-negotiables in 2021 if you want to be found online.  

 
● Make sure your website is SSL Secure.  You know that lock that appears in 

your web browser next to your URL - make sure your own website in 
secure and has an SSL certificate otherwise you will rank lower in googles 
eyes and users (homeowners will have a lower trust when browsing your 
site) 
https://www.globalsign.com/en/ssl-information-center/what-is-an-ssl-certifi
cate 
 

● Make sure your business is listed properly on google and all of the other 
relevant listing sources, facebook, yelp, homeadvisor. All listings must 
have identical contact info. 
 

● Is your website optimized for leads? Within 3 seconds of hitting your 
website, users need to be able to easily submit their name, address, email, 
phone number. Each field you add decreases the conversion rate by 3% or 
more depending on what services you sell. This means the contact form 
needs to be on the homepage above the fold. 
 

● The email your team uses matches the domain of your website. 
https://lawnboys.com kendall@lawnboys.com 
 

● Put out lawn signs in the early part of your power window during the 1st 
applications/visits - Keep it simple - Big logo - Big number - 
https://signsonthecheap.com 
 
 
 
 
 

 

https://lawnboys.com/
https://lawnboys.com/
https://signsonthecheap.com/
https://signsonthecheap.com/


4. Social Proof - GMB - Google Reviews 

The most effective thing you can do to generate more FREE leads online is to 
grow your google reviews. Just think about how you buy your services online. 
You likely read reviews before you buy right? I highly recommend that you have 
at minimum 20 Google reviews to even think about generating a good amount of 
inbound digital leads. The good news is those first 20 Google reviews should be 
incredibly easy to get assuming you have happy customers. I highly recommend 
going hand to hand combat to get those first 20 reviews. This means directly 
texting and emailing your best customers who you know will leave you a Google 
review. The key here is to make sure that you send them a direct link, so they 
don't have to go do a lot of work to leave you a Google review. They literally click 
one link and Bam...they are able to leave you a Google review. 

It really is mind-blowing how many very large companies have a very low number 
of Google reviews all it takes is effort and putting together a system and process 
to ensure that this is a top priority in your business.  You know when I owned my 
lawn care company we were 10 times smaller than the largest company in town 
but we looked ten times bigger in the eyes of Google because we had 10 times 
the amount of reviews that they had.  That's what I love about the internet is it 
levels the playing field. 

You don't need millions of dollars to win online. You just need effort, creativity, 
and commitment to ensure that you dominate your competition. 

Once you get those first 20 reviews the next step is duplicating the success.  To 
accomplish this you can use many different tools out there to allow you to 
aggregate more reviews on an ongoing basis. What I would recommend is our 
product reviewbot which helps you survey your customers and allow them to 
easily and painlessly leave you a Google review. The beautiful thing about this 
service and other services like ours is we scrub for duplicates and it's very much 
set it and forget it, so as you continually add new customers over time we 
strategically launch campaigns on your behalf to continue to grow your number of 
Google reviews, and the quality. One of the great benefits we have at lawnbot, is 



we work with the United States' most successful lawn care companies. With all 
that tribal knowledge comes great insight into some trends. 

One of the biggest things we see is the companies that generate the most 
inbound lead traffic through their lawnbot system also have a lot of Google 
reviews and also high-quality Google reviews. There is a direct correlation 
between the amount of Google reviews that you have and the number of inbound 
leads that you get online. If I didn't have a dime to spend on marketing I would 
spend all my time making sure my company is the highest-ranked 
highest-reviewed company in my market. 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



5. PPC? Should I do it? 

Good old Google pay-per-click! It’s literally one of the biggest forms of digital advertising 
that you can do. In my humble opinion, Google pay-per-click works but it's very 
expensive compared to how much it used to cost to bid for the clicks.  

If I was starting at hundred customers again I would not spend money on pay per click. 
When you're small or even medium-sized you don't have the budget to compete with 
the national players on pay per click. You're much better off taking those ad dollars and 
spending it on where they are weak (ie. social channels)  

The other large problem I find with pay-per-click is the commission's that you have to 
pay to agencies just to place the ad. Meaning for the most part if you pay a dollar to an 
agency to place pay-per-click ads you're not seeing the full value of that dollar because 
a percentage of that dollar is going to the agency, just place the damn ad. It's also worth 
noting that many large marketing companies get kickbacks from Google. So the 
f*****-up thing about this is even if Google is not the best place to spend your ad dollars 
they're going to push you towards spending your ad dollars on Google because they're 
getting kickbacks to place your ad dollars on Google.  

There comes a time in all companies where you have tapped out on all of your 
marketing channels and you need to do pay per click because if you don't your 
competitors are going to bid on your company's name so that when people see your 
truck, they Google your business name now your competitor's name is showing up right 
next to yours. So like with many things it's kind of a catch-22.  

The takeaway here is if your small meaning less than a million dollars in revenue I think 
your marketing dollars are much better spent and can get a higher return on investment 
deploying those marketing dollars in the social channels as opposed to these channels 
where billion-dollar companies are playing. 

 
 
 
 
 
 



6. Low hanging fruit - Pitched not sold / Canceled Customers  

In the green industry, some of the best marketing and sales prospects that you have are 
in fact not new people in your funnel but the existing ones that are just waiting to hear 
from you. One of the first things I did when I took over the marketing and sales for my 
parents business pulled a report from the last 13 years and created a list of every single 
person that we ever gave a quote to that didn't sign up and also a list of everybody that 
has ever canceled our service. This is by far some of the best material and free material 
there is to help you grow your business. I mean think about it you already spent 
marketing dollars, you already sent money to generate that lead at some point whether 
it was 5 years ago or 10 years ago and most importantly there is a high likelihood that 
they need your service right? Because they asked for it in the past. 

Once you have your list of prospects now is the time to create an all-out assault on this 
list. Depending on the part of the country or in different times will be ideal for attacking 
this list. In the North, you want to reach out to quoted not sold and canceled customers 
between January and March. and the approach that you want to take is an omnichannel 
attack. Meaning you will want to send property-specific proposals to these people in the 
mail, email, and finally follow all of that activity up but numerous phone calls and text 
messages (assuming you have expressed written consent) 

The key to making all this happen though is ensuring that you have a good CRM system 
in place to manage your business.  The one that we used at our lawn care company is 
Real Green Systems. The nice part about software like this is it makes it incredibly easy 
to implement these very granular sales campaigns to grow and scale your business. 
Having a good system in place as a compound effect and your business. Think about it 
even if somebody cancels your service at successful lawn care companies there's a 
20% chance that that customer will sign up again with them. So it makes sense that 
your business uses software that segments customers my status and also retains any 
call log information so that future employees can have context around why that 
customer canceled and what we need to do to win that customer back.  Quoted not 
sold/canceled customers are some of the most profitable sales you can make in our 
business because the cost per sale is so low. If you're not utilizing this campaign in your 
business currently highly implore you to add this to your 2021 marketing plan. 

 

 

 

 



7. Money follows attention - Facebook Ads 

 

Facebook ads are hands down one of the best returns on investment you could ever 
buy right now currently in the marketplace. Especially in this current age of a global 
pandemic. Everyone's attention in the world right now is all on their digital devices. It 
matters what platforms they spend time on. I mean Facebook's business model is 
based on serving ads to humans. Whether it's the soccer mom bitching and some HOA 
group or some funny ass meme one thing is for sure and that is that Facebook has the 
world's attention right now. So wouldn't it make sense that we deploy marketing dollars 
in the avenue where people's attention is? Think about it... How many grandparents do 
you know that have Facebook accounts? From my experience, Facebook ads generate 
some of the lowest cost per leads in our industry. The key is they have to be done 
correctly and this does not mean simply boosting a post in your traditional Facebook 
app. The thing I love so much about Facebook lead generation campaigns is the ability 
to use AI and data to locate the people who are most likely to buy your services. An 
easy example of this is where you and maybe your wife were talking about something 
and next thing you know you open up Facebook and boom there's an ad for exactly 
what you were just talking about. That's the power of Facebook ads and that's why it 
works so well.  

Below is a link to a webinar I did on how to set up your lead generation campaign and 
how to properly run an ad on Facebook to generate huge returns for your company.  

https://www.youtube.com/watch?v=6NryCO_HNRc&t=1068s 

I was recently attending a conference for a large marketing company and I thought it 
was odd that during the whole conference they never even mentioned Facebook ads as 
being a viable place for their customers to spend marketing dollars. So naturally, I raise 
my hand and ask them what do you guys think about Facebook? They mentioned it was 
great for general branding, but would not recommend it to their clients as a great lead 
source. I was perplexed to hear their answer because I personally generated over 900 
Facebook leads in 2019. At a cost per lead of ~$10.00 and a cost per sale of ~$50.00. 
This is a huge opportunity for firms who want to dominate their competition.  

 
Facebook Business Manager - https://business.facebook.com 

 

 

https://www.youtube.com/watch?v=6NryCO_HNRc&t=1068s
https://business.facebook.com/
https://business.facebook.com/


8. Emerging Platforms - Nextdoor  

Nextdoor is a hyperlocal social networking service for neighborhoods. The company 
was founded in 2008 and is based in San Francisco, California. Nextdoor launched in 
the United States in October 2011, and is currently available in 11 countries. Users of 
Nextdoor are required to submit their real names and addresses (or street without the 
exact number) to the website; posts made to the website are available only to other 
Nextdoor members living in the same neighborhood. 

A good way to think about nextdoor is a digital homeowners association all in one place 
online. The reason why this platform is so exciting is because of their user growth. They 
are now up to more than 10 million households in the United States. The most exciting 
thing about this platform is you need to have a verified address to sign up and they also 
verify the user account. What this means is this network only contains people who likely 
could be your customers. So it makes total sense to allocate ad dollars on this platform.  

There are many different ways to generate business via the next door application. I 
highly recommend that you sign up personally for the platform so you can see how the 
platform works and how it could benefit your business. Your company is likely already 
getting recommended as we speak so it is imperative that you claim your business page 
and start interacting with the community ASAP. This new platform is so exciting 
because it feels like early 2009 Facebook. 

I think one of the biggest reasons why people are moving to nextdoor is the political 
environment on Facebook no matter which way you lean is very hostile and negative. At 
the core of who we are as humans, we appreciate the community and we like being 
connected, especially with what's going on in our neighborhood.  So that's why I'm 
predicting massive growth on the Nextdoor platform over the next five years. What that 
means is you can get lots of attention in front of very qualified buyers for a very little 
amount of money. 

 Nextdoor is still very early in the monetization of their platform they're still trying to find 
out what the best way to monetize their platform is. Because of this, there's only one 
method for non real estate agent businesses to advertise on Nextdoor, and that is next 
door local deals. Local Deals enable businesses to share discounts and promotions with 
their neighbors on Nextdoor, and Nextdoor members to discover and support local 
businesses while receiving special discounts and promotions.  

Claim your business profile - 
https://help.nextdoor.com/s/article/should-i-claim-my-business-page-as-a-business-or-a
n-individual?language=en_US 



Local Deals - https://business.nextdoor.com/en-us/local 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

https://business.nextdoor.com/en-us/local
https://business.nextdoor.com/en-us/local


9. Channel Partners 

 

One of the least expensive and most effective ways to grow your green industry 
business is through channel partners. Channel partners are those companies that offer 
similar but not Computing Services to the same type of customer. This is one of the best 
methods that we used at my lawn care company to grow the business so quickly. 
Oftentimes in the green industry, many companies that mow lawns don't offer 
fertilization and weed control services this means they typically subcontract out that 
work to companies that do just fertilization and weed control. The really good news here 
is the relationships they have with the companies that they're currently subbing out the 
work to are many times very weak and can be easily exploited. 

It is good to be strategic about who you go after as channel partners ideally you would 
like them to have more customers than you so that you can leverage their brand equity. 
These relationships can look a few different ways at my company. Many mowing 
businesses subcontracted their chemical applications in exchange we would get so 
many requests for people that wanted mowing that we were able to evenly distribute the 
leads between all of the companies that we worked with, we worked with 10 at one 
point.  

We also had a relationship with one of the largest sprinkler installation companies in the 
state of Michigan.  There was one year where we passed more than $100,000 in closed 
business between each other. 

A great channel partner strategy is in active pursuit. You should always be doing it and 
thinking.. “Who can I partner with to get more business?” You can meet these Channel 
Partners in many different ways. You can Google and look for the highest-rated highest 
ranked companies in your town and reach out to them. You can bump into them at the 
local siteone while you guys are picking up products or in many cases, you can meet 
people simply by attending industry-specific functions in your local geography.  What we 
did at my lawn care company is start a hit list. It was basically an Evernote document 
that stayed on my phone and when I was out and about servicing during the day and I 
saw a new company that I've never seen before I would take a picture of their truck if 
they were driving. If I was in a position where I could go talk to them I would stop my 
truck,  grab my business cards, and go introduce myself to them. I'd let them know who 
I was and what I was trying to build and that I was looking for great partners that I could 
refer business to because we were growing a very big company. I would always make 
sure to get their business card and if I didn't have an immediate time where I can meet 



with them I would add them to my winter hit list when I did have time to take these 
meetings. 

I think these channel partnership relationships can look a few different ways. Maybe it's 
irrigation and lawn, or maybe pest control and lawn, or maybe pest control & irrigation.  

The point of the matter is no matter what makes all of these services different at the end 
of the day we are all targeting the same customer, typically.  Homeowners that have 
disposable incomes that pay for these types of home services. So a channel partner 
strategy is a very bootstrapped organic strategy that takes effort and work however I 
believe it has the ability to deliver a very low cost per sales.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



10. Measure Results  

With all of the above tactics, the most important thing you can do is to measure your 
results. The beautiful part about the tools that we have available to us today, is it's very 
easy and inexpensive to track the success and the specific Roi for each of the methods 
shown above.  

The first thing I would recommend for every company to do is to make sure that you 
have Google analytics hooked up to your website and any landing pages that you use 
within your business. Google Analytics is a tracking code that goes on to your website 
and allows you to view data real-time and records data so that you can make informed 
decisions about your marketing and the digital tactics that you're implementing. The 
best part about Google Analytics is that it's free and only takes a little bit of effort to set 
up. If you're still unsure of what to do or how to do it a simple Google search will reveal 
many many videos that can teach you how to easily and simply set up Google Analytics 
on your website.  

The next thing that I believe is a must for any business owner is a screen recording tool. 
These tools help you understand a user's interaction with your website by recording 
each user session and allowing you to see their activity on your site, what pages they 
visit and how long they're on each page. It's literally one of the coolest things in the 
world because you can see exactly their whole session. It would be like standing over 
them and watching them on your site to understand better how they actually use it. We 
have used these tools firsthand to diagnose problems with people's websites. For 
example, we had one client come to us and say they weren't getting any leads through 
their lawnbot. Well, come to find out their lawnbot was only connected to the contact 
form in the homepage, however, they had called to actions throughout the whole 
website that were not hooked up to lawnbot that they had forgotten about. Thanks to 
these screen recording tools we were able to diagnose the issue very quickly and make 
sure that lawnbot is connected to all of their lead sources. 

 
Google Analytics - https://analytics.google.com/ 

Hot Jar - https://www.hotjar.com/ 

Inspectlet - https://www.inspectlet 

 
 


