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Welcome to Lawnkeeper
Thanks for taking the time to consider the Lawnkeeper franchise. 

In the pages that follow, you’ll see how you can make an 
excellent living doing work that you love in a recession-proof, 
high-demand, specialist industry. 

Franchising is by far the safest way to start a business in the lawn 
care industry. Following our proven system will help you earn 
money and generate new clients much faster than if you were to 
go it alone. You’ll still be your own boss, and you’ll bene�t from 
all the �nancial rewards that being self-employed entails. 

From day one of joining Lawnkeeper, we’ll kit you out with the 
very best equipment, systems and training so that you can take 
charge of your own life and build a prosperous future for 
yourself and your family. 

Franchising is a big decision and we want to support you as best 
we can. If you have any questions on the information contained 
in this prospectus, please call me. 

Sam Langrick
Owner, Lawnkeeper



An Introduction to Lawn Care 
The Lawn Care Industry
Lawn care is an industry unlike any other in the UK. It o�ers a 
steady long-term income, a healthy and active lifestyle, and 
the opportunity to build a business with real value. It’s a 
massive market (recent estimates reveal a potential market of 
13 million UK households), with demand that continues to 
grow every year. 

Lawn Care is not the same as Gardening
The �rst thing to understand is that the lawn care business is 
nothing like the gardening business. Lawn Care experts work 
outdoors in the fresh air, but they’re not doing back-breaking 
work at tight margins. As a lawn care professional, you’ll be a 
quali�ed specialist, curing one very speci�c problem for your 
clients. 

Facts about the lawn care industry:
Lawn Care Businesses withstand recessions. Regardless of 
any recessions or downturns experienced in the past 20 
years, Lawnkeeper has weathered the storm well, and seen 
continued year-on-year growth.

Lawn Care Services are excellent value for money. For 
most customers, lawn care is an inexpensive service that 
delivers incredible results. Our clients appreciate the value we 
o�er. For a relatively low price point, Lawnkeeper customers 
get a lawn to be proud of.

Lawn Care Experts enjoy long-term client relationships. 
Most Lawnkeeper clients sign up to a year’s lawn treatment 

programme to improve the look, health & quality of their 
lawns. When the renewal date comes around, 90% of clients 
allow the contract to roll on annually. In fact, some customer 
relationships continue for 15 years or more.

Lawn Care Fees are charged per square metre. While 
traditional home services businesses charge hourly and daily 
rates, the industry standard for lawn care is to charge per 
square metre. This helps us to increase earnings far beyond 
that of a traditional van-based business.

Lawn Care Professionals are seen as specialists. You need 
to be quali�ed in the care and repair of lawns to run a lawn 
care business. Customers respect this, which makes it much 
easier to deliver an excellent service. Our franchisees get 
great job satisfaction from what they do, and many have 
struck up long-lasting friendships with their customers.



The Story of Lawnkeeper
The Lawnkeeper Mission
Lawnkeeper’s mission is simple: to provide high quality lawn 
care at a reasonable price. Over the past 20 years, we’ve built a 
national brand by sticking to three simple principles: outstand-
ing customer service, superb results, and a fair pricing structure. 

Lawns to be proud of since 1994
The business began with just one van more than 20 years ago. 
We were a small business to begin with, but we had an unwaver-
ing commitment to customer service, reliable results and value 
for money, which underpinned our success. Customer referrals 
began to �ood in, and before long, the business was growing at 
an exciting rate. 

Building the best franchise o�ering in the industry
As Lawnkeeper’s success grew, we could see the potential in 
running a national franchise. Our three principles of service, 
results & value had made us successful with our customers, so 
we knew that our franchise opportunity should o�er the same 
principles to franchisees. We designed a system that could 
provide the best management support, the strongest �nancial 
return and the cheapest possible operating costs in the industry.  

A strong network of happy franchisees since 2007
We were determined to o�er a business model that would work 
in any area, so we took our time in the �rst few years, and piloted 
a small number of trial territories. Our pilot projects enabled us 
to stress-test all of the services and systems that had made the 
original Lawnkeeper business so successful; most of our 

processes worked well in other territories, and anything 
that didn’t deliver as expected was reviewed and reworked 
until we could produce consistent and reliable results. As 
soon as we had a strong operating template we began 
franchising in earnest, and in recent years we’ve seen 
strong growth across the network as we become a truly 
national franchise. 

Continuous improvements to bene�t the whole 
network
The trial-and-error approach we took in the early days has 
never really stopped. Even today, we’re �nding new ways to 
tweak the Lawnkeeper system, sell new services and help 
our franchisees to make more money. Our attitude of 
continual improvement is part of what makes us the best 
lawn care franchise opportunity in the UK. 

Members of the British Franchise Association
We recently joined the British Franchise Association (bfa). 
As bfa members, we adhere to a strict code of practice and 
uphold the highest ethical standards in how we run our 
franchise network. For us, bfa membership is just another 
step in our never-ending mission to o�er the very best lawn 
care franchise in the country.
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What makes Lawnkeeper unique?
The success rate of Lawnkeeper franchisees is higher than any other lawn care franchise in the UK, for a number of reasons:

The largest territories in the industry
A strong territory is the foundation of every successful franchise business. We hired professional demographers to help us set up 
our territories, and we’re proud to say that every lawnkeeper territory…

• consists of at least 110,000 households,

• has a good proportion of high-income households, 

• is small enough to be managed with just one van if necessary,

• has the potential to generate a turnover of £250,000 per annum within 5 years. 

An unbeatable customer reputation
Lawnkeeper has an unrivalled customer reputation, resulting in 
year-round referrals. Thanks to our unique customer-focused approach, 
our competitive pricing model and our reputation for e�ective 
treatments, we’ve got the longest average customer lifespan in the lawn 
care industry.

The best equipment & materials money can buy
To succeed in the lawn care business, you have to arrive at every 
appointment with reliable tools that get the job done every time. We 
start every franchisee o� with top-quality equipment that doesn’t break 
down when they need it most, a fully-kitted-out, branded van, and the 
highest grade of feeds and lawn treatment chemicals on the market 
today. You’ll have enough to treat up to 100 customers depending on 
lawn size (m2)

A transparent franchising model 
Our franchisees pay an up-front package fee of £25,000, and a 
subsequent Management Service Fee of 10% of monthly turnover 
...that’s it. You won’t pay a hidden surcharge for stationery or materials, 
we’ll never pro�t from your participation in new training courses or 
service packages, and we’ll never create another franchise tier when you 
least expect it. We run a straightforward, honourable business.

Work less. Earn more. 
We believe that a healthy work-life balance is a key ingredient of 
business success. We know that, by delivering the best results for our 
customers, our franchisees need to service fewer clients to hit their pro�t 
targets, which results in a shorter working year for the franchisee and a 
better experience for the customer.
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Financial Projections
When a new franchisee comes on board, we typically target earnings of £45,000 in the �rst year of trade. 

What follows are the real-world earnings of a franchisee who recently joined us. Many franchisees have earned more than £45,000 in 
year one, but we consider this to be a typical example of what an owner-operator can achieve in their �rst year with a single vehicle. 

Annualised P&L Summary:

 Sales Costs Pro�ts

Total Year 1 £43,895 £18,856 £25,039

Total Year 2 £69,643 £31,536 £38,107

Annualised Costs:
Taking the same franchisee’s �gures, let’s look at their costs as a share of their total earnings for the year. This pie chart shows the 
P&L of an owner-operated van in its �rst year of trade. The ratios will change signi�cantly based on sales volumes, employee 
headcount, machinery maintenance costs and the number of vans on the road.

All �gures shown above have been rounded to the nearest pound.  
Costs stated are combined purchase costs and operating costs. 
Pro�ts shown are pro�ts before tax.

Can I really achieve these numbers?
These numbers are typical, but not guaranteed. 
Based on what we’ve seen our other franchisees 
achieve, we know that if you follow the system 
and put in the e�ort, you’ll earn at least £45,000 in 
year one, and your business will continue to grow 
in years 2 & 3. We can show you the itemised P&L 
in full at our introductory meeting, and we’ll also 
come up with a bespoke �nancial projection that 
matches your territory and startup date. 

Purchase Costs 18%

Management Service Fee 10%

Vehicle Fuel & Insurance 8%

Phones, o�ce, postage & stationery 2%

Professional Fees & Insurance 1%

Sales & Additional Marketing 1%

Sundry & General Expenses <1%

Pro�ts (before tax) 59%



The Franchise Package
An itemised list of what’s included for new franchisees

The up-front investment of £25,000 covers all of the equipment, 
clothing, materials, marketing and training you need to start 
trading under the Lawnkeeper brand. It includes the lease 
deposit on a sign-written van. 

The features listed here form a package that has been tried and 
tested over many years of successful franchising. You’ll have 
everything you need to start serving customers pro�tably from 
day one. 

Training

2 week intensive training course at Lawnkeeper HQ. This 
covers lawn care (theory & practical), and the Lawnkeeper 
business system (sales, operations, marketing, software, 
bookings & logistics).

PA1 & PA6A certi�cation, which takes place at a National 
Pro�ciency Tests Council training centre close to you. This 
NPTC training happens before or after the 2 week 
Lawnkeeper training course.

Marketing

Lea�et door drop to 60,000 households 25,000 x Reserve lea�et for future marketing

Your own google-optimised territory microsite on 
lawnkeeper.co.uk

Local & internet advertising to build an in�ow of enquiries

Vehicle

Initial lease deposit for van Vehicle signage

Vehicle ply lining & shelving Chemsafe

Kit ties Seat cover

Large Equipment

2 x Fertiliser spreader (one large, one small) Scari�er

Aerator Backpack blower

3 x Knapsack sprayer



Small Equipment

Soil pro�ler Measuring wheel

Aeration fork Edging iron

3 x Rake (leaf rake, springbok rake, chelwood rake)

Soil testing kit First aid & eye wash kits

Snow shovel Plastic measuring jug (1l)

Water containers (25l)

Brush

Petrol cans in di�erent colours

Materials

Fertiliser Selective Herbicide (weedkiller)

Clothing

2 x Sweat shirt / �eece Spray suit

7 x Polo shirt 3 x Trouser

Waterproof jacket / �eece

5 x Dust mask 2 x pairs of gloves (general gloves, spraying gloves)

Ear defenders Visor for spraying

Spraying mask

Bespoke Documentation, Software & Stationery

Franchisee operations manual Fully integrated Lawnkeeper Franchise Management System

Accounting software Lawn analysis sheets

Job pricing chart

Folder with calculator Carry case

Branded stationery

Vehicle Hire or Vehicle Purchase

Some franchisees choose to buy their van 
outright up-front; if you would like to do the 
same, let us know and we’ll remove the van 
lease deposit costs from the £25,000 fee.

Working Capital Requirement

We don’t quote a likely working capital requirement, as this all depends on 
your own personal outgoings. If you’re unsure of how much money you’ll 
need to keep in reserve while you establish your business, let us know your 
situation and we’ll advise you as best we can. 



Ongoing Management Service Fee: 
What’s Included
After the startup phase: life as a franchisee
Once your business is up and running, you’ll pay a Manage-
ment Service Fee of 10% of your monthly sales to Lawnkeeper 
HQ. This ongoing fee guarantees you a level of support in the 
months & years to come, and it’s where the Lawnkeeper 
franchise really comes into its own.

2% marketing allocation that packs a punch
We allocate one �fth of your Management Service Fee (2% of 
your monthly turnover) for group marketing activities. 2% 
doesn’t sound like a lot, but by combining everyone’s market-
ing spend into a single group budget, we’re able to win much 
more attention than any independent could achieve on their 
own with the same money. There’s nothing stopping you from 
spending more on local marketing if you feel it’s worthwhile, of 
course (a lot of franchisees do this), but the 2% allocation is a 
great safety net. You can spend your day focused on your 
customers and rely on the fact that business promotion is 
constantly happening in the background.

Savings of up to 40% on everyday materials
For most lawn care businesses, treatments and chemicals need 
to be purchased through a distributor, adding as much as 40% 
to their purchase costs. At Lawnkeeper, we cut out the distribu-
tor by purchasing all chemicals centrally as a group, saving you 
money.

Proprietary software that doubles your e�ciency
Lawnkeeper’s proprietary technology enables our franchisees to 
increase their earnings without increasing their mileage costs. Our 
bespoke software, the Lawnkeeper Franchise Management System, 
automatically organises repeat bookings in the same area for the same 
day, so that in years 2 & 3, a single-van franchisee can manage a roster 
of 350 - 400 customers in the time it took them to manage 150 - 180 
customers in their �rst year.

New services to feed your existing customer base
When you join the Lawnkeeper group, you’ll bene�t from �rst-mover 
advantage on brand new industry-leading services. We’re constantly 
developing new lawn care services, which our franchisees can use to 
increase their own pro�tability and extend their average customer 
lifespan.

Ongoing training & professional development
The best businesses are those that are constantly evolving — that’s 
why we spend a lot of time on ongoing professional development. As 
technical requirements and industry practices change, we keep all of 
our franchisees informed through a mix of meetings, seminars and 
internal memos. We also provide sales, accounting, marketing and 
software training on an ongoing ad-hoc basis, and the team at Lawn-
keeper HQ are always on hand to o�er advice and guidance.

A family of like-minded business owners
When you’re in business for yourself, it pays to know someone who’s in 
the same boat as you. Our franchisees regularly meet up together to 
share problems, work through new business ideas and refer each other 
jobs that fall outside of their own territory. 
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Franchisee Testimonial
In the 10 years since we started franchising, not one 
franchisee has ever decided to sell their business. We’re so 
con�dent in the quality of our franchise o�ering that we 
invite you to speak to any of our franchisees for a reference. 

Darren & Sam Morris, Peterborough
Darren Morris and his wife Sam have run the Lawnkeeper 
Peterborough franchise since February 2012, and now run a 
multi-van operation. Darren tells us what life has been like 
since joining Lawnkeeper.

“In 2011, Sam and I were looking to become self-employed. 
I had previously worked within a franchise company, so 
knew the bene�ts this could o�er, and I was keen to bring 
my experience to our local area.

The training programme was really informative, and the 
ongoing support doesn’t stop once you’ve �nished your 
training, which is another bene�t of being part of a 
franchise group rather than going it alone. 

We’ve been extremely pleased with the success of the 
business so far and have met or even exceeded the targets 
we set out to achieve. Sam was able to leave her employ-
ment in March 2014 to man the o�ce and concentrate on 
the business full-time. In October 2014 we also employed 
another lawn technician, so we now have 2 Lawnkeeper 
vans on the road. 

We plan weeks in advance so that each day’s work in an 
area is scheduled to be most cost-e�ective. There are 

always new enquiries to �t into the schedule, and if time 
permits, we may arrange a lea�et drop in the area too. 

We’re already slightly ahead of where we thought the business 
would be, so our aim for the next couple of years is continued 
steady growth of our customer base, whilst retaining the high 
quality service we provide.

We are constantly looking at better ways to make our business 
more e�ective, and it’s helpful to share our ideas within the 
growing Lawnkeeper franchise group. We’ve come a long way 
in the past 6 years!”

Darren Morris



Book A Meeting
Take the next step and visit Lawnkeeper HQ
Come in and meet us
This is a long-term relationship, and we both need to know we can 
work well together for years to come. That’s why we invite you to meet 
Sam Langrick, the owner, for a personal introduction at Lawnkeeper 
headquarters in West Yorkshire.

We’ll show you how the Lawnkeeper business can work for you
When you visit Lawnkeeper HQ, Sam will talk you through the 
particulars of your chosen territory in detail. You’ll be given realistic 
projections for your territory, covering �nancials, customer volumes, 
the challenges and opportunities you’re likely to encounter in your 
�rst few months of trade.

Sam will also give you a live demo of the Lawnkeeper Franchise 
Management System, explain how we’ll get you quali�ed & earning as 
fast as possible, and show you how the business works for new 
franchisees.

No cost and no obligation
At this �rst meeting, there’s no obligation to sign up. We treat this 
meeting as a fact-�nding introduction for both sides, where we can 
each get a sense of how we might work together in the years to come. 

Book your appointment
Come in for a meeting. Call our Franchise Enquiries line on 0800 073 
5252 or send us an email at franchising@lawnkeeper.co.uk and we’ll 
book a time that suits you. 



Franchise Enquiries: 
0800 073 5252

franchising@lawnkeeper.co.uk


