
A Tree Service Guide to Reliable Revenue



Proven sales and marketing systems to hit $5M in revenue and beyond.
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Your gap isnˇt skill, itˇs systems
Between crews, equipment, quoting, and customer calls, itˇs easy to feel maxed out. In a recent Jobber survey, tree care pros said they spend 52% of their time managing job sites, 44% communicating with customers, and 35% quoting jobs. That doesnˇt leave much time to focus on growth.
But the biggest difference between a $750K�$1.5M tree service business and a s



successful, growing $5M operation 
 usually isnˇt climbing ability or better equipment. Itˇs better systems.
This guide breaks down the same field-tested systems successful tree care businesses use (to create steady, predictable revenue, so your business keeps running even when youˇre not involved in everything.








By the end, youˇll know how to:
Build a sales system that keeps your crews booked and your leads moving
Price jobs for profit (not just to win) so you make more from the work youˇre already doing
Create a simple, repeatable marketing engine that brings in steady, qualified leads
Ready to learn the systems for reliable revenue? Letˇs get started.
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The 25 - 25 - 10 rule

You donˇt need a complicated plan, just a system you can stick to. Doni Jones, founder of Donˇs Tree Service, scaled her business to nearly $100K a week using a s
simple daily formula  followed by her sales reps and technicians:


Make 25 phone calls
Send 25 text messages
Build 10 job estimates€





This doesnˇt mean only cold-calling strangers all day. Most of these touchpoints are with people who already know your business, including:



Checking in on open estimates
Following up on new and existing leads
Reaching out to past customers
Confirming upcoming work







The key is making those calls, texts, and estimates feel personal and real, so customers feel like theyˇre talking to a real person.


Revenue Playbook for Landscapers

Scale the 25�25�10 method to fit your business 
Doniˇs method isnˇt a one-size-fits-all. You can scale it up or down based on your business size, workload, and whether you focus on residential or commercial customers. As Doni puts it,€


Your goal is to adjust so youˇre creating enough opportunities to keep work booked. Hereˇs what scaling the formula can look like in practice:


Residential (higher volume, shorter jobs)
100 calls
100 texts
40 estimates





Commercial (lower volume, higher-value jobs)
150 calls
150 texts
20 estimates





Build trust into every estimate  

With the 25�25�10 method, every estimate should show proof and inspire confidence. Jobberˇs survey data revealed customers care most about quality workmanship, clear communication, and professional crews�so your estimates need to show you know what youˇre doing.€




- Doni Jones, Donˇs Tree Service



But the problem is most homeowners donˇt fully understand the risks involved in tree work, such as:
Tight access near driveways or sidewalks
Property lines and nearby structures
Hidden decay or weak attachments
Safety risks that affect how the job must be done









Part 1: The sales system that keeps crews booked

Tree care demand is growing�60% of pros say theyˇre getting more calls over the past year. Thatˇs a big opportunity, but only if your sales team can keep up.




Start with daily sales habits

High-performing tree companies treat sales like production. Itˇs scheduled, consistent, and happens every day, not just when things slow down.
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Build trust into every estimate

With the 25�25�10 method, every estimate should show proof and inspire confidence. Jobberˇs survey data revealed customers care most about quality workmanship, clear communication, and professional crews�so your estimates need to show you know what youˇre doing.€



- Doni Jones, Donˇs Tree Service



People don't buy tree work. They buy confidence, safety, and trust.˛


Scale the 25�25�10 method to fit your business
Doniˇs method isnˇt a one-size-fits-all. You can scale it up or down based on your business size, workload, and whether you focus on residential or commercial customers. As Doni puts it,€



If your schedule might be a little soft... you might need to make a hundred calls.˛€


Your goal is to adjust so youˇre creating enough opportunities to keep work booked. Hereˇs what scaling the formula can look like in practice:


Residential (higher volume, shorter jobs)

100 calls
100 texts
40 estimates





Commercial (lower volume, higher-value jobs)

150 calls
150 texts
20 estimates





But the problem is most homeowners donˇt fully understand the risks involved in tree work, such as:
Tight access near driveways or sidewalks
Property lines and nearby structures
Hidden decay or weak attachments
Safety risks that affect how the job must be done
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Visual and detailed quotes
When key details arenˇt explained up front, customers question pricing, and time gets wasted defending quality work. An easy fix is to offer visual and detailed quotes.
Every estimate you or your team sends should include:
Photos or v




videos  from your phone of the exact tree, limbs, or area being worked on
Notes explaining access challenges, decay, or safety risks
A clear scope of work and whatˇs not included
When customers can see what youˇre dealing with, price shock drops and trust goes up. And as Danielle Russell of The Tree Lady Company puts it,€









An educated client is a devoted client. People appreciate knowledge and being provided with sound advice& Your knowledge will sell itself.˛



Pro Tip: €JJobberˇs advanced quoting  lets you tailor estimates to the job. For residential customers, include photos and helpful attachments to make decisions easy. For commercial customers, add on detailed scopes and clear documentation to support internal approval.




Kurt Stenburg 
Cochrane Tree Care

Cochrane, AB

Quote for Vera Lee

Select Services

Add image

Attach

Customer review
a day ago
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Automations

Follow-up with clients 3 days after quotes are sent


Thanks for reminding me!

Hi Casey, just following up to  see if youˇve had a chance to review the quote. View here



Stop losing jobs to slow follow-ups

Tree companies that respond to leads within the same day are more likely to land the job. In fact, nearly half of service pros who respond to leads within a day win 70% of their quotes.


The fastest way to keep your schedule full, without adding more to your plate? Automate follow-ups. This way you can:€
Boost close rates by following up fast and consistently, even when youˇre on a job
Lower mental load by automating reminders and next steps
Keep work booked with automatic replies and follow-ups that run in the background, without adding more admin work










Pro Tip: €JJobber CRM software  makes it easy to set this up, so customer info, job details, quotes, and follow-ups all stay organized in one place.



How to automate quote follow-ups
Automation doesnˇt have to be complicated. Start with these basics:
Send a message automatically when a quote is sent.
Follow up 2�3 days later if thereˇs no response.
Use saved text and email templates for clear, consistent messages.
Track quote status in one place so you always know who needs a follow-up.
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Day 2 - Quick check-in 
”Hey [Customer Name], just checking in to see if you had any questions about your estimate. 
Happy to help.”


Day 5 - Gentle nudge 
“Hey [Customer Name], hope you’re doing well. Let us know if you’d like to move forward or 
need anything from us.”


Day 10 - Availability reminder 
“Hi again [Customer Name], we have limited availability coming up and wanted to see if you’d 
like to lock in a spot. Happy to chat if you’d like to talk it through.

Use this simple follow-up sequence to stay top of mind without feeling pushy. Copy, paste, and 
personalize for texts, emails, or calls

Pro Tip:  Residential leads tend to move quickly—follow up every few days with short check-ins. 
Commercial leads often require more time, so schedule longer follow-up cycles around approvals, 
bids, or contract reviews

Follow-up best practices and script templat
When setting up your automated follow-ups texts, emails, and phone calls:


Keep it short. Follow-ups should be straightforward with a clear next step.


Include contact details. Make it easy to reply or reach you directly.


Be friendly, but professional. Use a warm tone, clean formatting, and correct spelling.


Follow up at the right time. 2–3 days after the quote is ideal. Too soon feels pushy, and too late, 
they may have booked someone else
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Donˇs Tree Service Atlanta, GA

Pro Tip: Creating SOPs doesnˇt require special tools. A shared Google Doc is more than enough. Write in bullets or checklists so itˇs easy to read, use, and update as you go.



Create a sales system that doesnˇt depend on you

When your sales system only lives in your head, itˇs hard to grow�or hand things off. SSOPs (standard operating procedures) 
 are simple, step-by-step instructions that explain how work gets done, so anyone on your team can follow the same process and get the same result.


Your sales SOPs might cover:
How new leads come in and get logged
When and how you follow up€
Scripts to use for calls, texts, and emails
How you build and customize detailed quotes
What actions usually turn an estimate into a booked job












Support the people running the system

Your sales system and SOPs only works if your team is set up to succeed. Growth happens when your people are c
confident,, clear on their role and feel supported doing it.

If youˇre hhiring or expanding your sales team,, look for people who:
Share your company values and have a good attitude
Are motivated to help customers, not just c



close deals


T ake pride in doing the job right, even when no one’s watching


Wants to learn and improve their craf

For your new and existing hires, Doni says to support them with your sales system by:
Sharing customer reviews so the team sees the impact of their work
Recognizing wins publicly�both personal and professional
Supporting individual goals, not just company targets
Providing clear incentives, f







fair bonuses,, and growth opportunities
Being a present, reliable leader your team can trust
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Metric Definition Formula

Number of leads Are enough opportunities coming in? # of Leads

Booking rate Are you turning interest into booked work? 100 X
 # of Jobs Booked(# of Leads



Close rate How many estimates actually turn into jobs? 100 X
 # of Jobs Booked(# of Estimates



Average job value Are you making enough per job?
Total Jobs Revenue(# of Jobs



Revenue per crew
Is each crew covering costs and generating profit?



Total Jobs Revenue (# of Crew Members



Track what matters so you can sell more consistently

You now have routines for the day-to-day, ways to build trust into your estimates, automated follow-up tips, and a sales process your team can use. The key now is using those systems consistently and tracking how well theyˇre working.
You donˇt need fancy dashboards�just a clear view into your key numbers. That way, you can catch problems early and keep improving.
As a starting point, track and review these numbers weekly or monthly:









As Megan from Donˇs Tree Service says, ˝If it's measured, it can be improved.˛ So if something looks off, donˇt overthink it. One or two small changes�like increasing daily calls or tightening follow-ups�can make a big difference on these metrics.




Pro Tip: €Track residential and commercial sales separately if you do both. You can sometimes expect faster decisions and higher close rates on residential jobs, and longer timelines with bigger jobs on commercial work.
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Revenue Playbook for Landscapers

Scale the 25�25�10 method to fit your business
Doniˇs method isnˇt a one-size-fits-all. You can scale it up or down based on your business size, workload, and whether you focus on residential or commercial customers. As Doni puts it,€


Your goal is to adjust so youˇre creating enough opportunities to keep work booked. Hereˇs what scaling the formula can look like in practice:


Residential (higher volume, shorter jobs)
100 calls
100 texts
40 estimates





Commercial (lower volume, higher-value jobs)
150 calls
150 texts
20 estimates





Build trust into every estimate

With the 25�25�10 method, every estimate should show proof and inspire confidence. Jobberˇs survey data revealed customers care most about quality workmanship, clear communication, and professional crews�so your estimates need to show you know what youˇre doing.€




- Doni Jones, Donˇs Tree Service



But the problem is most homeowners donˇt fully understand the risks involved in tree work, such as:
Tight access near driveways or sidewalks
Property lines and nearby structures
Hidden decay or weak attachments
Safety risks that affect how the job must be done









Part 2: Revenue multipliers
Booked solid, but profits still feel tight? The issue usually isnˇt demand. It could be how work is priced, scoped, and sold.€
Small changes here can unlock meaningful revenue�using the same people, equipment, and time.







Price your services right

Instead of selling more jobs to make more money, earn more by pricing your jobs right.
When you understand your true costs, you can r

raise prices wwhere it makes sense, stop undercharging on complex jobs, and prioritize the work that delivers the biggest return.€
Every quote should account for:




Labor hours pper job � How long the work actually takes
Equipment and materials � Fuel, rentals, wear and tear, and consumables
O



Overhead costs  � Insurance, admin, and other fixed costs that need to be covered
R

Revenue and profit  per crew � What each crew produces compared to its true cost, including overhead


Use our job price calculator to add up all the costs that go into a service estimate, including your labor costs, material costs, overhead expenses, and profit. Get an accurate and profitable price for your services





FREE TOOL : SService price calculator
 price  
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Kurt Stenburg 
Cochrane Tree Care Cochrane, AB

Use good, better, best pricing to increase job value

A single price often turns the decision into a yes or no and keeps the focus on cost. A better approach is using g
good, better, best pricing  with clear add-ons and outcomes. This shifts the conversation from cost to value.
Below are some tiered pricing ideas:





Good, better, best pricing works because it:
Puts customers in control
Highlights value of each level
Grows job size without pressure
These add-ons usually donˇt require new trucks or crews either. They help you capture more value from work youˇre already doing.













Option A (Need) Essential tree removal plus basic plant health care

Option B (Want)
Tree removal, stump grinding, plant health care, (and fertilization


Option C (Premium)
Tree removal, stump grinding, full plant health care, fertilization, pest and disease treatments, plus cabling and bracing where needed
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Build recurring revenue with plant health care

Tree work is often seasonal�busy one month, slow the next. Recurring services help smooth cash flow and drive r
repeat business.. Jobber survey data showed a healthy loyalty rate is 15�35%, and recurring work helps you stay there.



Services like Plant Health Care (PHC) create steadier revenue by shifting your business from reactive jobs to proactive, ongoing care that clients can plan and budget for.



Common PHC services include:
Fertilization and soil treatments
Pest and disease prevention and treatment
Ongoing inspections and risk assessments







These services are easy to schedule monthly, quarterly, or seasonally, which creates predictable revenue and steadier workloads for your crews.


- Danielle Russell, The Tree Lady Company



We always have work to go back to every three to five years instead of creating something thatˇs designed to fail.˛


Upsell and cross-sell by educating

Many properties can have more than one tree-related problem. When crews spot those issues and explain them clearly, itˇs easy to u
upsell helpful services  to the job.

For many tree service businesses, that looks like adding extra services on about 25�50% of jobs�(not by pushing, but by helping customers understand what their property needs.



Strong companies ttrain their teams to upsell  by:
Pointing out safety concerns they notice on site
Recommending preventative work before problems escalate
Teaching customers whatˇs going on, instead of pressuring them to buy







Pro Tip: €Use ooptional line items  on your quotes. This keeps pricing clear and makes it easy for customers to add services that make sense for them.
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Subject line: How did we do during our recent visit?

Hey [Customer name],

Thanks again for choosing us for your tree work. If you were happy with the job, would you mind 
leaving us a quick review? It really helps other customers find us.

[Review Link or QR code]

Feel free to reach out if you need tree work in the future.

Cheers,

[Your Name]

[Your Company Name]

[Phone Number]

[Website

Revenue laboo or andcaer

cale the  methd t fit yur busines
oni’s method isn’t a one-si ze-fits-all. ou can scale it up or down based on your business si ze, 
workload, and whether you focus on residential or commercial customers. s oni puts it,

our goal is to adjust so you’re creating enough opportunities to keep work booked. Here’s what 
scaling the formula can look like in practice

 call

 text

 estimate

5  call

5  text

 estimate

uild trust int every estimat

ith the 55  method, every estimate should show proof and inspire confidence. obber’s 
survey data revealed customers care most about quality workmanship, clear communication, and 
professional crews—so your estimates need to show you know what you’re doing.

 oni one

ut the problem is most homeowners don’t fully understand the risks involved in tree work, such as :

Tight access near driveways or sidewalk

roperty lines and nearby structure

Hidden decay or weak attachment

Safety risks that affect how the job must be don

Part 3: The marketing engine that feeds 
the sales syste
The best marketing systems are simple, repeatable, and tightly connected to how you sell. Trust 
builders, local visibility, owned channels, and offline tree service marketing all work together to feed 
your sales system and revenue with higher-quality leads.

Trust builders that attract better lead

Homeowners don’t know how to judge tree work. Instead, they look for signals that tell them who 
feels safe to hire. Strong trust signals make selling easier and pricing conversations smoother

Online review

50% of tree service pros said positive reviews were one of the factors customers considered when 
hiring someone for the job

To get more 5-star reviews for your business, make it easy:

Send a review request after the invoice is paid—automatically through text or email

Use direct links or QR codes so customers don’t guess where to go

If they forget, follow up once with a friendly reminder

Reuse positive reviews on your website, Google listing, and social media, as well as in quotes 
and ad

Here’s a text or email review request you can copy, paste, and personalize to use on your next customer
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Subject line: Thanks for your business! + Offer inside

Hey [Customer name],

Thank you for choosing [Your Company Name] for your tree service needs. I’m very happy to 
hear you’re satisfied with the [tree service work] we provided last week. Please let me know if 
there’s anything else we can do for you!

I also wanted to let you know about our referral program for friends and family who may need 
similar services. For every person you refer that mentions your name and completes a service 
with us, you’ll receive 25% off your next booking.

Thank you again for your business. Let me know if there’s anything else we can do for you.

Cheers,

[Your Name]

[Your Company Name]

[Phone Number]

[Website]

Like our work? Refer us to your friends, family, and neighbors for 25% off your next service

Revenue laybook for andca er

aleeefrses
oni ’s method isn’t a one-size-fits-all. ou can scale it up or down based on your business size, 
workload, and whether you focus on residential or commercial customers. s oni puts it ,

our goal is to ad just so you’re creating enough opportunities to keep work booked. Here’s what 
scaling the formula can look like in practice

 call

 text

 estimate

 call

 text

 estimate

lrseeresa

With the  method, every estimate should show proof and inspire confidence. o bber’s 
survey data revealed customers care most about uality wor kmanship, clear communication, and 
professional crewsso your esti mates need to show you know what you’re doing.

 oni one 

But the problem is most homeowners don’t fully understand the risks involved in tree work, such as:

ight access near driveways or sidewalk

roperty lines and nearby structure

Hidden decay or weak attachment

afety risks that affect how the job must be don

Referral
Referrals are one of the highest-converting lead sources out there with 53% of tree service pros 
saying referrals are their top source of leads

  Customer Referrals

 Happy customers can be your best salespeople. In fact, businesses using Jobber Referrals win about 
70% of referral jobs, turning happy customers into real revenue

Follow these tactics to get more customer referrals:

Text or email right after the job is done, when the customer is happiest with the result.

Use post-job follow-ups that clearly ask, “Who else could use our help?”

Send a simple thank-you and an incentive (e.g., gift card) to reward referrals.

Be specific about who you want referrals from, such as neighbors or property owners.

Add a referral message to your email signature so you’re always asking without extra work.

Below is a customer referral email script you can copy, paste, and personalize to use the next time 
you ask for a referral
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Subject line: Looking to partner for referrals

Hey [Customer name],

I’m the owner of [Your Company Name], a local tree service business in [City].

We work with property owners in the area and often get asked for recommendations for [their 
service]. I thought it could make sense to refer work to each other when the opportunity comes 
up.

After checking out your [Instagram / website], I think our quality standards and customer bases 
align well.

Are you open to a quick call about how we might partner up?

Cheers,

[Your Name]

[Your Company Name]

[Phone Number]

[Website

Ròvònøò÷ðaboo÷or÷andóaòr

onis method isnt a one-size-fits-all. ou can scale it up or down based on your business size, 
workload, and whether you focus on residential or commercial customers. As oni puts it,

  shee  e  e s ou  
e o a a e al

our goal is to adjust so youre creating enough opportunities to keep work booked. Heres what 
scaling the formula can look like in practice

 calls

 texts

 estimate

 calls

 texts

 estimate

ith the  method, every estimate should show proof and inspire confidence. obbers 
survey data revealed customers care most about uality workmanship, clear communication, and 
professional crewsso your estimates need to show you know what youre doing.
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But the problem is most homeowners dont fully understand the risks involved in tree work, such as:

ight access near driveways or sidewalks

Property lines and nearby structures

Hidden decay or weak attachments

Safety risks that affect how the job must be don

  Referral partnerships

Some of the best tree work also comes from professionals who already work with your ideal customers. 
Referral partnerships can deliver steady, high-value jobs with zero ad spend

Here are a few partnership ideas Phil Risher of Phlash Consulting recommends:

Property managers

Charities

Community groups

HOAs

Realtors and commercial maintenance companies

Other trades (e.g., landscaping, lawn care)

Below is a partnership referral script you can copy, paste, and personalize to use on your 
next referral.

yo Custome

Referral partnershi
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Revenue Playbook for Landscapers

Scale the 25�25�10 method to fit your business
Doniˇs method isnˇt a one-size-fits-all. You can scale it up or down based on your business size, workload, and whether you focus on residential or commercial customers. As Doni puts it,€


If your schedule might be a little soft... you might need to make a hundred calls.˛


Your goal is to adjust so youˇre creating enough opportunities to keep work booked. Hereˇs what scaling the formula can look like in practice:


Residential (higher volume, shorter jobs)
100 calls
100 texts
40 estimates





Commercial (lower volume, higher-value jobs)
150 calls
150 texts
20 estimates





Build trust into every estimate

With the 25�25�10 method, every estimate should show proof and inspire confidence. Jobberˇs survey data revealed customers care most about quality workmanship, clear communication, and professional crews�so your estimates need to show you know what youˇre doing.€




- Doni Jones, Donˇs Tree Service



People don't buy tree work. They buy confidence, safety and trust.˛


But the problem is most homeowners donˇt fully understand the risks involved in tree work, such as:
Tight access near driveways or sidewalks
Property lines and nearby structures
Hidden decay or weak attachments
Safety risks that affect how the job must be done









Industry accreditation
Certifications donˇt just look good, they llower friction in the buying process.. If it took time and money to earn, it should be working for you.


Make your credentials easy to find on:
Your website
Estimates and proposals
Your Google Business Profile
Trade show and event material









  How to find the right credentials

Start with trusted industry associations, like becoming a member of the TTree Care Industry Association (TCIA) 
 or the IInternational Society of Arboriculture (ISA).


These accreditations show customers youˇre trained, insured, and follow best practices�giving them peace of mind before they hire you.




Local visibility

Most homeowners search once, scan a few options, and call the business that feels safest. That makes local visibility critical.



Google Business Profile (GBP)
Your Google Business Profile is often the first impression customers have of your business. Jobber survey data suggests aiming for a 4.5+ average rating and at least 50 Google reviews.



Make sure your Google Business Profile includes:
Frequent photo uploads from real jobs
A steady flow of recent reviews
Accurate service areas and business details
Regular updates or posts
All of these signals that your business is active, legitimate, and in demand�which can drive more local calls. This also sets you up for success for local SEO.













Business Profile
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67 Reviews

https://www.getjobber.com/podcast/s6e3-kelly-guerrero/?utm_source=pdf&utm_medium=direct&utm_campaign=arborist-ebook-q1-2026
https://www.tcia.org/
https://www.isa-arbor.com/


Community groups and local networks
29% of tree service pros report Facebook as a top lead source, but joining platforms like Nextdoor (or your local chamber of commerce can be just as effective.


- Danielle Russell, The Tree Lady Company



It lets us meet with clients and people in the community and create connections that may not be there.˛


To get value from these spaces, Richard Grove of The Small Business Consultant says to:
Become a voice of authority by engaging in discussion posts/forums
Support local causes and conversations within the communities (e.g., making donations, (sharing posts)
Offer your service as a solution if someone posts about it (e.g., dead tree that needs to be removed? Pitch your business right in the post, and theyˇll see it along with others)
Work with other influencers and work with community leaders to build relationships and boost your overall visibility












Revenue Playbook for Landscapers

Scale the 25�25�10 method to fit your business
Doniˇs method isnˇt a one-size-fits-all. You can scale it up or down based on your business size, workload, and whether you focus on residential or commercial customers. As Doni puts it,€


If your schedule might be a little soft... you might need to make a hundred calls.˛


Your goal is to adjust so youˇre creating enough opportunities to keep work booked. Hereˇs what scaling the formula can look like in practice:


Residential (higher volume, shorter jobs)
100 calls
100 texts
40 estimates





Commercial (lower volume, higher-value jobs)
150 calls
150 texts
20 estimates





Build trust into every estimate

With the 25�25�10 method, every estimate should show proof and inspire confidence. Jobberˇs survey data revealed customers care most about quality workmanship, clear communication, and professional crews�so your estimates need to show you know what youˇre doing.€




- Doni Jones, Donˇs Tree Service



People don't buy tree work. They buy confidence, safety and trust.˛


But the problem is most homeowners donˇt fully understand the risks involved in tree work, such as:
Tight access near driveways or sidewalks
Property lines and nearby structures
Hidden decay or weak attachments
Safety risks that affect how the job must be done









Local SEO
When a homeowner searches ˝tree service near me˛, theyˇre not browsing. Theyˇre ready to hire. L
Local SEO  is key, especially to actually showing up online.


But the goal of SEO isnˇt just traffic to your website, itˇs showing up where you actually work�and being the obvious choice once you do.


Showing up in those moments means you need:
Clear service pages that explain exactly what you do
Location-specific keywords so customers neary can find you
Strong local signals like positive reviews and trusted links
An up-to-date Google Business Profile that clients can rely on









Tree service near me 

Tree Trim Company

16
Kurt Stenburg 
Cochrane Tree Care

Cochrane, AB

https://www.getjobber.com/academy/local-seo/?utm_source=pdf&utm_medium=direct&utm_campaign=arborist-ebook-q1-2026
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Subject line: Storm season is coming. Are your trees ready?

Hey [Customer name],

With storm season around the corner, now’s a good time to check on the health and safety of
your trees.

If you’d like us to take a look or schedule maintenance, just reply to this email or book here:

[Booking Link]

Stay safe,

[Your Name]

[Your Company Name]

[Phone Number]

[Website

þýûýúüý layook or a údscapýr

cale he mehd i sines
oni’s method isn’t a one-siöe-fits-all. ou can scale it up or down based on your business siöe,
workload, and whether you focus on residential or commercial customers. As oni puts it,

our goal is to adjust so you’re creating enough opportunities to keep work booked. Here’s what
scaling the formula can look like in practice

call

text

estimate

call

text

estimate

ild s in ee esima

With the method, every estimate should show proof and inspire confidence. obber’s
survey data revealed customers care most about uality workmanship, clear communication, and
professional crewsso your estimates need to show you know what you’re doing.

o úi o úýs

But the problem is most homeowners don’t fully understand the risks involved in tree work, such as:

ùight access near driveways or sidewalk

Property lines and nearby structure

Hidden decay or weak attachment

afety risks that affect how the job must be don

Owned channel

Owned channels are the marketing assets you control. When used well, they let you reach customers
on your schedule, without paying for every impression or lead

Email campaign
Past customers are already familiar with your work, and they’re far more likely to book again than
a brand-new lead.

ùips for sending effective emails:

Keep messages short and clear. Busy customers should understand the point in a few seconds.

Lead with what matters to them. ùhis includes timing, safety, or prevention ñe.g., storm season),
not what you want to sell.

Include one clear call to action. Ask readers to do just one thing ñe.g., book a service).

Segment øour list whenever possible. ùailor messages to different customer groups ñe.g., past
removals) so emails feel personal.

Use plain language and real examples. Explain the problem, why it matters now, and how youó
can help.

Here’s a simple email campaign you can copy, paste, and personaliöe for the storm season

þýûýúü

$3,64

Opýú rat

68.4

Click rat

15.8Storm sýasoú is comiúg.
Arý yoür trýýs rýady

Bookiúg liú

1



Services offered
Tree Removal Tree Trimming Tree Pruning

Tree risk assesment Deep Root Fertilization Land Clearing

Tailored solutions for pristine and safe landscapes

Serving Vancouver and surrounding area

4.9 (512)

(501) 555-0142

Get an Estimate

Client login

Revenue Playbook for Landscapers

Scale the 25�25�10 method to fit your business      
Doniˇs method isnˇt a one-size-fits-all. You can scale it up or down based on your business size, workload, and whether you focus on residential or commercial customers. As Doni puts it,€


Your goal is to adjust so youˇre creating enough opportunities to keep work booked. Hereˇs what scaling the formula can look like in practice:


Residential (higher volume, shorter jobs)
100 calls
100 texts
40 estimates





Commercial (lower volume, higher-value jobs)
150 calls
150 texts
20 estimates





Build trust into every estimate   

With the 25�25�10 method, every estimate should show proof and inspire confidence. Jobberˇs survey data revealed customers care most about quality workmanship, clear communication, and professional crews�so your estimates need to show you know what youˇre doing.€




- Doni Jones, Donˇs Tree Service



But the problem is most homeowners donˇt fully understand the risks involved in tree work, such as:
Tight access near driveways or sidewalks
Property lines and nearby structures
Hidden decay or weak attachments
Safety risks that affect how the job must be done









Social media
The best social media accounts donˇt just look polished and professional, they look real. Itˇs also about s
showing proof of your work  so customers trust you before they ever call.



What to share on social:
Before-and-after photos from real jobs to show clear results.
Short videos of removals, rigging, pruning, or cleanups. These show skills customers canˇt (always picture.
Safety practices and crew professionalism, including PPE, job planning, and cleanup.
Certifications, equipment, and processes to show youˇre qualified and serious about the work.
Completed jobs and happy customers with quick job recaps or customer shoutouts.
Paid ads on platforms that make sense for your business (e.g., Facebook, Instagram), especially to promote seasonal services or high-value jobs.















Website
Your wwebsite iis where interest turns into action. It doesnˇt need to be fancy, but it does need to be professional, clear, and easy to navigate.





At a minimum, include:
Basic business information like who you are, where you work, hours, and a clear phone number
A simple list of services with plain-language explanations so customers know exactly what (you handle
An easy way to take the next step, like a form for requesting a quote or a tool for a customer to generate an estimate
Trust signals like reviews, customer testimonials, certifications, licenses, and real job photos











Nice-to-have additions that strengthen your credibility:
FAQs that answer common questions about pricing, safety, cleanup, and timelines.
A gallery of recent work to show real results and job types.
Educational b





blog content  that explains tree care, safety risks, or seasonal needs.
Clear next steps for residential vs. commercial customers so each knows where to go.



New Request

3660 Riverside Dr, Macon, GA

Details

9AM - 11AM

1PM - 3PM

3PM - 5PM

Submit Request

https://www.getjobber.com/academy/how-to-use-social-proof-in-sales/?utm_source=pdf&utm_medium=direct&utm_campaign=arborist-ebook-q1-2026
https://www.getjobber.com/academy/tree-service-arborist/best-arborist-websites-designs/?utm_source=pdf&utm_medium=direct&utm_campaign=arborist-ebook-q1-2026
https://www.getjobber.com/academy/field-service-marketing/#blog?utm_source=pdf&utm_medium=direct&utm_campaign=arborist-ebook-q1-2026


Revenue Playbook for Landscapers

Scale the 25�25�10 method to fit your business
Doniˇs method isnˇt a one-size-fits-all. You can scale it up or down based on your business size, workload, and whether you focus on residential or commercial customers. As Doni puts it,€


Your goal is to adjust so youˇre creating enough opportunities to keep work booked. Hereˇs what scaling the formula can look like in practice:


Residential (higher volume, shorter jobs)
100 calls
100 texts
40 estimates





Commercial (lower volume, higher-value jobs)
150 calls
150 texts
20 estimates





Build trust into every estimate

With the 25�25�10 method, every estimate should show proof and inspire confidence. Jobberˇs survey data revealed customers care most about quality workmanship, clear communication, and professional crews�so your estimates need to show you know what youˇre doing.€




- Doni Jones, Donˇs Tree Service



But the problem is most homeowners donˇt fully understand the risks involved in tree work, such as:
Tight access near driveways or sidewalks
Property lines and nearby structures
Hidden decay or weak attachments
Safety risks that affect how the job must be done









Offline visibility

Offline visibility reinforces trust, captures attention at the exact moment people are thinking about their trees, and supports everything else in your marketing and sales system.




Lawn signs, flyers, and door hangers
Physical marketing assets like lawn signs, flyers, and ddoor hangers  are effective ways to aadvertise your tree business,
, especially when youˇre already on a job site.€



These methods work because they:
Put your business in front of people who already have similar tree issues
Reinforce credibility by s



showing active, nearby work


Create brand recognition in your neighborhood and community


Generate warm leads without cold outreac

But donˇt just go around and use them wherever and whenever. Follow these best practices:
Ask for permission before placing signs on private property.
Keep the design simple and legible with large text, high contrast, and minimal clutter.
Include the essentials only, like your company name, a short description, and clear contact info (phone and email at minimum).
Use them consistently, like placing signage after every job, and encourage crews to spread them near areas where your company has worked before (recent or not).
Place materials where people naturally pause, like community bulletin boards, high-traffic neighborhoods, sidewalks near intersections, or shared green spaces.














Vehicle wraps
Last but not least, vvehicle wraps.. A well-branded truck is a rolling billboard. It builds awareness, credibility, and recall everywhere your crews go.





Common vehicle wrap options include:
Decals � the most cost-effective option, with small graphics placed on certain parts of the vehicle
Partial wraps � mid-range option to show your brand while keeping some of the original carˇs paint on display
Full vehicle wraps � the highest investment, but covers the entire vehicle for maximum branding and exposure









To make the best use of your vehicle wrap, follow these best practices:€
Keep the design clear and concise, as your business name and contact info should be readable (at a glance.
Choose strong, simple branding that matches your other marketing materials.
Work with a trusted installer to avoid peeling, fading, or poor alignment.
Maintain your vehicles as clean trucks and intact wraps protect your brand image.
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https://www.getjobber.com/academy/door-hanger-advertising-pros-cons/?utm_source=pdf&utm_medium=direct&utm_campaign=arborist-ebook-q1-2026
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Scale the  methd t it yr sines
oni’s method isn’t a one-sie-fits-all. You can scale it up or down based on your business sie, 
workload, and whether you focus on residential or commercial customers. As oni puts it,

Your goal is to adjust so you’re creating enough opportunities to keep work booked. Here’s what 
scaling the formula can look like in practice

 calls

 texts

 estimate

 calls

 texts

 estimate

ild trst int eery estimat

With the  method, every estimate should show proof and inspire confidence. Jobber’s 
survey data revealed customers care most about quality workmanship, clear communication, and 
professional crewsso your estimates need to show you know what you’re doing.

 oni ones 

But the problem is most homeowners don’t fully understand the risks involved in tree work, such as

ight access near driveways or sidewalks

Property lines and nearby structures

Hidden decay or weak attachments

Safety risks that affect how the job must be don

Sales system (keeps crews busy

Sales activity happens every day (calls, texts, estimates)

Estimates follow a standard process (site visit, photos, clear scope of work)

Follow-ups are automated and scheduled 

Your sales system is documented 

Sales performance and metrics are reviewed on a set schedul

Revenue multipliers (earn more from the work you win

Job costs are tracked using real labor, equipment, and overhead

Pricing includes clear, flexible options (good, better, best)

Recurring services (Plant Health Care) are offered 

Add-ons and upsells focus on safety, prevention, or long-term tree healt

Marketing engine (feeds the sales system

Reviews are requested after every job and reused in marketing

Customer referrals and/or local partners send work your way 

Credentials and certificates are highlighted in marketing

Google Business Profile is active, accurate, and regularly updated

Local SEO is in place (service pages, keywords, reviews, Google Business Profile)

You show up in local community groups or neighborhood forums

Emails (when sent) include real work, reviews, or seasonal tips

Website is clear, professional, and easy to use for bookings

Social posts feature actual crews, equipment, and jobs in progress

Yard signs, door hangers, and flyers are placed at active or recently completed jobs
 (when allowed)

Vehicles are clearly branded, professional, and easy to rea

Sales and marketing systems checklis
Use this checklist to see how well your systems are working today, and where one small upgrade 
could help you win more jobs with less effort. 

And if you’re doing it all already? See where you can improve and take your sales and marketing to 
the next level

ò ðree Service Guide to Reliable Revenu ö



Build systems that grow with you
The most successful tree service companies donˇt rely on the owner to do everything. They build systems that make growth repeatable.



When sales and marketing are systemized, work keeps moving even when youˇre in the field. Thatˇs how operators like Doni Jones built a $5M tree care business.



- Megan, Donˇs Tree Service



All the work that you do, is going to show up six months from now or three months from now.˛


You donˇt need to change everything at once. Start with one system, make it repeatable, and build from there. Thatˇs how reliable revenue is created, and how your business becomes easier to run (as it grows.





David Moerman
Founder of Home Service Business Coach

If youˇre looking for more practical guides, templates, and training made specifically for tree care business owners, explore J
Jobber Academy.. Itˇs built to help you run a smoother, more resilient business year-round.
For more real-world insights, tips, and stories from other service pros, check out the M



Masters of Home Service Podcast.



Run your tree care business like a pro�faster quotes, easier invoicing, and better marketing, and less admin, all in one place.


Try Jobber free 

Donˇs Tree Service Atlanta, GA

https://www.getjobber.com/academy/landscaping/landscaping-business-tips/?utm_source=pdf&utm_medium=landscaping-revenue-playbook-ebook&utm_campaign=landscaping-ebook-q1-2026
https://www.getjobber.com/academy/tree-service-arborist/?utm_source=pdf&utm_medium=direct&utm_campaign=arborist-ebook-q1-2026
https://www.getjobber.com/podcast/?utm_source=pdf&utm_medium=direct&utm_campaign=arborist-ebook-q1-2026
https://www.getjobber.com/sign-up/?utm_source=pdf&utm_medium=direct&utm_campaign=arborist-ebook-q1-2026
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