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JASON CUPP

eet Jason Cupp—a
Myoung man who seems
to be tightly focused on the
future. Although he doesn’t
feel he knows where the future
will lead him, he is confident
that when he gets there he will
be ready to handle it.

Juson Cupp is just such a
man. He is an outgoing, per-
sonable 34-year-old successful
businessman, entrepreneur
and incoming president of the
Net-

Professionul Landcare

work (PLANET).
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Born and bred in a
southern suburb of
Kansas City, Mis-
souri, Cupp was
brought up in a very
close knit family—his
mother, father and
one older brother. In
1986, while in high
school, he started
mowing lawns to
earn extra money. By
the time he finished
high school, he had
so many clients that
he skipped school on
many Fridays so he
could get the work
done. He actually
hired someone to run
his business while he attended the
University of Kansas in Lawrence,
where he took business and mar-
keting courses.

Where did Cupp develop the
drive? “I am my father’s son. He is
my work ethic. My father is a life-
long businessman and entrepre-
neur.” said Cupp. “I'm also my
mother’s son. I got my personality
from my mom, who is very outgo-
ing.”

Cupp went back to his lawn
mowing business when he finished
college. “One of my clients wanted
me to do some landscaping around
his home. I explained that I didn’t
have the knowledge or the experi-
ence to do the job, but he told me
he would pay me to learn. I began
taking on small landscape jobs.”
That was how Cupp got started
doing some design/build projects.

“I believe everyone who starts
their own business goes through
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the same thing. You become opera-
tions manager, production manag-
er, bookkeeper, etc., until you get to
the point that you can afford to
hire those skills,” said Cupp.

Here he was in the lawn mowing
business, and now he was moving
into landscape construction. As his
business grew, Cupp realized that if
he was going to produce high qual-
ity landscapes, he needed to sur-
round himself with qualified peo-
ple. Along the way, he acquired a
partner and really pushed the
envelope to grow. And grow they
did, taking on all sorts of work.

In 1997, Cupp came across an ad
for the Green Industry Expo and
the seminars that they offered. He
decided to attend, but could only
afford the hotel room for one night,
s0 he flew in one morning and left
the following evening.

“I was amazed that there were
professionals in this lawn industry
who actually wanted to run their
business the way that I wanted to
run mine,” he said. It had such a
profound effect on him that he
joined right then and there. He was
overwhelmed with the materials
available and the educational
materials he was getting in the
mail, so he didn’t travel to go to
meetings. Occasionally he went to
the Green Industry Expo.

“One time I went to a
design/build symposium in Atlanta,
Georgia. I was so impressed, I said
to myself, ‘Oh my gosh, this is who
I am, this is what I want to be.” It
really got my motor rolling. It
changed my whole thinking.”

When he came back from that
trip he began to charge design fees.
“In fact, the day after I flew home
from Atlanta, I had a meeting and
got my first deposit for a design fee.
I also realized that ALCA (now
PLANET) had a certification pro-
gram and there were no certified
people in Kansas City.” Having a
marketing background, he felt this
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