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In 1989, John Sayers began his career in the green industry with general 
lawn maintenance, mowing, and fertilization. Sayers knew he wanted to 
expand his business even further, but the lack of marketing was holding 
him back.

“When I looked into Spring-Green, I found that there was extensive training 
including annual business planning, professional development seminars, 
regional peer group meetings, along with a national training conference 
which includes vendor exhibitions,” said Sayers. 

A main factor that drove Sayers to join Spring-Green Lawn Care is the ongoing 
support and the proven business model. 

“The ongoing support they provide has helped me ensure that we have 
expert guidance whenever and wherever we need it,” said Sayers. “I’m very 
confident in my decision to join Spring-Green Lawn Care and the fact that 
they have been in business for over 40 years only helped me validate their 
business model and processes.”

Not only is Sayers a Spring-Green franchise owner, he is also the CEO of 
JFS4 Enterprises in West Conshohocken, PA (just west of Philadelphia). 
JFS4 Enterprises is a high end residential maintenance company that has 
been in business for 31 years with services ranging from mowing, snow 
plowing, and even masonry work.

Sayers made the choice to expand with Spring-Green because he was 
looking to grow in the lawn care industry. It is very competitive in his area 
and he hopes that by having a strong franchise system behind him, he can 
be successful in his decision, as well as to help grow JFS4 Enterprises. 

When Sayers came in for his discovery day, he was impressed to say the 
least. “It was kind of like what I always wanted to have when I was younger. 
The big corportate office look, the right personnel in the right spots, 
because as a business owner, you’re wearing all the hats. It gets to the 
point where I thought by adding Spring-Green, I could live life a little bit,” 
said Sayers.

A Father and Daughter Business
Sayers is excited about growing his businesses, but he won’t be doing it 
himself. Along his side will be his daughter, Autumn Sayers. Autumn will 
be working in both the field and the office. She will oversee the day to day 
operations of the Spring-Green Lawn Care business. 

John is very confident in his decision of having Autumn run the Spring-
Green business. “She grew up almost exactly the way I grew up-dedicated 
to her work and dedicated to herself. She grew into this remarkable 
business woman,” said Sayers. 

Model for Growth 
John Sayers expanded into lawn care services with help from 
Spring-Green’s support and experience.
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Autum isn’t coming into the business with the same experience John 
had when he started in the business. Instead of pushing a spreader or 
sending out a bill, she came into a business that already makes over 
$150,00n0 a year in sales. “She’s doing things that I don’t know how 
to do. Sure, she’s frustrated sometimes, but she overcomes them. I’m 
impressed with how she is handling the business," expressed Sayers.

The Help of the Support Center
Prior to having the Support Center, John did much of the work on his 
own. It was difficult for him to get things done because he felt like he 
didn’t have enough time in the day. He was living day by day rather 
than planning ahead. John began to do business planning on his own, 
but it failed a lot of the time. John felt like he was running by his chin 
before he found Spring-Green. 

“I feel a lot more comfortable. Just being here with Spring-Green for 
one year and my first business planning session, I’ve already switched 
gears from my other company on how I’m doing things and it’s starting 
to become remarkable,” Sayers expressed. 

Sayers was blown away by the hard work the National Call Center put 
into to sign up customers for his Spring-Green territory. One day, he 
had asked Autumn to pull a customer list. “With my old company, we 
had about 110 customers. When she printed out that list for me, there 
was 297 customers on that list. They more than doubled my regular 
customer base," said Sayers.

I’m seeing better profits, more 
productivity, and even more with 

employee retention.


