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FIRST THI
WELCOME.
This kit was developed to help dealers like you grow their business by offering 
equipment options powered by clean, American propane. We hope you’ll share 
this piece with anyone who helps attract new customers to your business.

You’re going to learn the basics of propane, market information, and advice on 
how to get started. An overview of marketing materials — created to support the 
propane conversation with your current and prospective customers — is provided 
in the back of this kit. Visit propanecouncil.org/mowerdealer to customize your 
desired items and order printed copies.

With this toolkit, your business will be prepared to tap the increasing demand 
for propane-powered mowers. To learn more about propane for the professional 
landscape audience, visit propane.com/commercial-landscape.

FIRST THINGS FIRST

INTRODUCTION



Going green was once seen as a fringe movement, 
but it is now gaining momentum. Consumers 
and businesses, especially those affiliated with 
municipalities and governmental agencies, are 
looking for environmentally friendly options. 
These preferences are quickly making their way 
into landscape services, and propane offers an 
excellent alternative.

These emissions benefits help landscape contractors differentiate their 
businesses and appeal not only to green-minded consumers but also to 
businesses that are likelier than ever to have sustainability goals. Many 
companies now require vendors to use a low-emissions fuel, like propane, 
when available.

In addition to voluntary adoption of green alternatives, some larger cities 
are taking the issue further. Municipalities with air quality issues will 
periodically enact environmental air quality restriction days. During these 
times a temporary moratorium is placed on the use of gasoline-fueled 
commercial mowers. Compounding this challenge is the fact that these 
are not regularly scheduled events.

Because of its emission advantages, a propane-powered mower 
can operate in most areas during Ozone Action Days or Air Quality 
Nonattainment Days. So, while conventional fuels may prevent a 
contractor from working, propane empowers them to continue doing 
business as usual.

The bottom line is a propane-powered mower can equip a landscape 
contractor with a powerful tool that can help them land new business. 
In many instances, jobs are being awarded to contractors based strictly 
on the fact that they are able to provide a green solution. Propane can 
provide that solution, and do so cost-effectively.

REDUCED EMREDUCED EMISSIONS

Studies show that propane-powered commercial 
mowers produce almost 15 percent fewer 
greenhouse gas emissions and 40 percent fewer 
carbon monoxide emissions than a comparable 
commercial mower running on gasoline. They also 
significantly reduce other polluting emissions 
such as ozone and particulate matter. And new 
commercial propane-powered mowers meet 
or exceed all current emissions requirements 
established by the U.S. Environmental Protection 
Agency, as well as the more stringent California  
Air Resources Board standards.
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PROPANE PROVIDES EASY  
ON-SITE REFUELING OPTIONS:  

REDUCED LABREDUCED LABOR EXPENSES

A cylinder exchange program where a local propane 
provider can deliver replacement propane tanks 
directly to a contractor’s storage cage. 

An on-site dispensing station with a refueling 
infrastructure that includes a large tank and  
no-spill dispenser to allow the landscape 
contractor to refill empty cylinders.

Keeping employees productive is every landscape contractor’s biggest task. 
It’s critical to help contractors understand that propane-powered mowers 
help their business by minimizing downtime-related labor expenses.

Refueling gasoline-fueled equipment requires crewmembers to spend 
valuable time traveling to an off-site fueling station. This can cause 
hundreds of hours of unproductive time, because it forces employees 
to make an extra stop. With propane’s convenient, on-site refueling, 
employees can spend more time working and less time at the gas station.

Another important fact that will resonate with landscape contractors is that 
some propane-powered mowers use larger fuel tanks, or multiple tanks, 
which allows a crew to cover a greater mowing area in a single fueling.  
Plus, on propane-powered mowers, replacement cylinders are mobile and 
can be changed on-site with ease. Contractors can change out cylinders on 
the job, which increases overall productivity — and makes the most of the 
investment in labor.

BENEFITS OF PROPANE



Propane equipment has a secure, closed-loop fuel system. This saves money  
not only by drastically reducing fuel theft, but by virtually eliminating costly, 
harmful spills. 

It’s widely known that, at the end of the day, gasoline cans rarely return full (no 
matter how many lawns were mowed). With propane, there is little opportunity to 
steal fuel, which can translate to real savings.

For contractors using a traditional gasoline- or diesel-fueled mower, spilled, 
wasted, or mishandled fuel is a common occurrence. In fact, refueling landscape 
equipment results in 17 million gallons of spilled gasoline in the United States 
each year — more than one and a half times the volume of oil spilled by the 
Exxon Valdez in 1989.1,2,3 These spills can kill grass, impact the environment, and 
ultimately cost a contractor money. Propane is a contained fuel source.

REDUCEDREDUCED FUEL LOSS

1.  Environmental Protection Agency (EPA), “Green Landscaping: Greenacres: A Source Book on Natural Landscaping for Public Officials: 

Chapter 2, “ 2012, http://www.epa.gov/greatlakes/greenacres/toolkit/chap2.html (accessed June 17, 2014).

2. National Response Team, The Exxon Valdez Oil Spill: A Report to the President (Washington, D.C.: National Response Team, May 1989).

3.  U.S. Fish and Wildlife Service, Fisheries & Ecological Services, “Environmental Contaminants Spill Response and Restoration: Exxon

Valdez Oil Spill,” last updated March 2014, http:// alaska.fws.gov/fisheries/contaminants/exxon.htm (accessed June 17, 2014).
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REDUCED FUEL
According to the 2014 PERC Propane Mower 
Incentive Program survey, operating cost is the 
primary factor that will influence a contractor’s 
decision to purchase a propane-powered mower. 
Since a contractor’s primary operating cost is fuel, 
it can determine whether their business will be 
profitable or not.

Gasoline’s relatively volatile price has landscape 
contractors researching affordable alternative fuels 
like propane. Propane’s abundant, domestic supply 
means more stable fuel costs for your customers 
(and less dependence on foreign oil). What’s more, 
since a contractor buys propane in the off-season 
for commercial landscape, the price they pay for 
fuel may be even lower than average.

And because a local propane provider can offer 
fuel on a monthly, or even yearly, fuel contract, 
your customers can secure a fixed-rate price. 
This not only minimizes price volatility commonly 
experienced with gasoline, but it also helps 
contractors project their annual fuel costs, 
alleviating anxiety about unforeseen spikes in  
price at the pump.

To find a propane retailer in your area, visit  
propane.com/commercial-landscape and  
click the “Find a Propane Retailer” button  
at the top of the page.

Jim Bloodworth 
Owner, Cutting Edge Landscape, Juliette, Ga.

STABLE FUEL COSTS

“The worst thing in the world is to go back to [the client] 
after several months and tell them you need to add a 
fuel surcharge. Business is already so competitive that 
normally there’s only hundreds of dollars that separate 
you and the next competitor. Propane allows you to 
be able to provide consistent service with a consistent 
price base with a customer because you lock in price for 
propane for 12 months.”

BENEFITS OF PROPANE



PROPANE INCENTIVES
Incentives make a contractor’s transition to propane even easier. Educate 
yourself on the programs below and use them as a tool to close the deal with 
potential customers.

NATIONAL PROPANE MOWER INCENTIVE PROGRAM
Sponsored by the Propane Education & Research Council, this program provides 
contractors an incentive for a qualifying new propane mower purchase or a 
qualifying mower conversion. The program is open at certain times of the year 
and for a limited time only. Visit propane.com/commercial-landscape to learn if 
the incentive program is currently available.

STATE INCENTIVE PROGRAMS
Many state propane associations offer additional incentives for propane-powered 
commercial mower purchases. These offers can be combined with the above 
Propane Mower Incentive Program to further lessen the cost of entry for landscape 
contractors interested in propane. Check with your state propane association to 
learn what is available in your area.

BENEFITS OF PROPANE

PROPANEPROPANE INCENTIVES



GETTING STARTED

Steve Lee  
Assistant Store Manager  

Zimmerer Kubota & Equipment Inc.

GETTING STARTED

“ I wish early on I had educated myself 
more about propane as a mower fuel.”  

Adding propane-powered commercial mowers 
to your showroom will provide you with a product 
that is growing in demand. 

This exciting new market has incredible potential 
for those who want to position their dealership 
as a leader. But, before going all in, it’s important 
to do some planning. Take the following dealer-
tested steps to make propane-powered mowers a 
successful addition to your business.

RESEARCH

As a dealer, it’s an exciting time to offer propane equipment to 
commercial landscape contractors. Before entering the market, you can 
learn more about propane, the industry, and its role in landscaping at 
propane.com/commercial-landscape.

Next, learn which of the brands you carry offers propane-powered mowers. 

Survey your current customers and prospects to better learn their 
needs; they may benefit from using propane-powered equipment. 
Then, reach out to more landscape contractors in your area to see who 
might be using propane-powered mowers in their fleet. Determine if the 
equipment is new or if the contractor used a conversion kit. Find out if 
they’re satisfied with the performance of the mower, and if it’s able to 
withstand the rigors of a typical workweek. 

It’s also important to determine if any of your competitors are selling 
propane-powered mowers and if so, which models they offer. 

Finally, explore the various incentive programs that are offered on both 
the state and national level. Propane-powered mowers typically cost 
anywhere from $1,000 to $2,000 more than similar gasoline-fueled 
models. Incentive programs can offset those higher costs, lessening the 
upfront capital investment so contractors can benefit from propane’s 
lower operating costs even quicker. 

Your state propane gas association is a good place to start looking 
for local incentives. Add to that PERC’s limited-time Propane Mower 
Incentive Program, and you not only have an attractive door opener to 
new business, but an incentive that can provide a significant boost to 
your customer’s bottom line. Visit propane.com/mowerincentive for  
the latest incentive offers.

GETTING STARTED



If you’re going to offer propane-powered commercial 
mowers, you have to know where and how your 
customers will fuel them. So, it’s critical that you 
develop a relationship with a propane retailer who 
services your area. You can find one by visiting 
propane.com/commercial-landscape and clicking 
on the “Find a Propane Retailer” button at the top  
of the page.

You’ll want to talk through various refueling 
strategies with your propane provider. Ask retailers 
some important questions like:

• Do they have other landscape customers?

•  How do they handle cylinder exchange?

•  What types of packages do they offer on refueling 
for new customers?

• Do they have capacity to service your customers?

•  Can they deliver fuel to a jobsite or just to the 
contractor’s shop?

• Do they deliver on weekends?

•  When they exchange cylinders do they prefer  
to do that at the shop or are they willing to  
deliver to a jobsite?

Adding a bulk tank to your premises establishes your 
dealership as a one-stop shop for your new propane-
powered mower customers and helps to ensure repeat 
business. After all, these customers will need a place 
to refuel or exchange cylinders and a bulk tank helps 
to capture those dollars. And with the opportunity to 
refuel tanks for generators, outdoor grills, and other 
propane-powered equipment, a bulk tank can provide 
your dealership with a year-round revenue stream.

As a propane reseller, you will have the opportunity 
to purchase your fuel on contract, allowing you to 
negotiate a price per gallon. This eliminates the price 
volatility typically associated with gasoline and diesel.

By selling propane, you’ll be the in-demand fuel provider for a wide  
range of applications:

• Motor homes.

• Remote power generation.

• Backyard grills.

• Propane autogas work vehicles.

• Forklifts.

If this makes sense for your business, the propane retailer would play  
a key role in helping you navigate through the process.

MEET THE PROPANE RETAILERS2

Don Saranzak  
General Manager, Arlington Power

“We actually put a fueling station in because it’s hard to sell a 
propane mower and have the guy look at you and say, ‘Okay, 
now where do I get my propane?’ That’s tough to sell when 
you’re sending them somewhere else.”  

GETTING STARTEDGETTING STARTED

GETTING STARTED



GETTING STARTEDGETTING STARTED

GETTING STARTED

Once you’ve picked a propane provider, you should obtain a propane-powered 
mower for demonstration purposes. Start by contacting OEMs and ask if they 
have a demo program in place. The demo model will allow you and your sales 
team to get a first-hand look at how the mower works and learn more about  
its maintenance requirements. You can then use it to entice new customers  
by loaning it out to landscape contractors while their gas- or diesel-fueled 
mowers are in the shop.

Your final step should be to visit the landscape contractors in your area to better 
gauge interest in propane-powered mowers. Bring along the materials referenced 
at the back of this kit, along with the demo mower. Offer to loan them the mower  
so they can see how it stands up to the rigors of a typical workweek.

DEMO PROGRAM

MAKE THE ROUNDS

3
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Why should a contractor care that propane-powered mowers produce  
fewer emissions?

   Fewer emissions means a mower is less likely to be affected by environmental  
air quality restriction periods. Additionally, many contractors may want a  
low-emissions fuel to appeal to green-minded customers and to qualify for  
bids where an alternative fuel is specified. 

What other equipment could a landscape contractor run on propane?

Many contractors switch to propane-autogas-powered trucks to help move 
equipment from job to job. Additionally, a propane-powered generator provides 
contractors with a convenient and ideal source of portable energy that can be  
used on the jobsite. 

Besides contractors, whom else could I target to switch to  
propane-powered mowers?

Other potential targets could include commercial and residential property grounds 
managers; parks and recreation grounds managers; universities and schools 
grounds managers; and municipality managers.

How can I overcome customer objections to a higher priced propane-powered 
mower, especially if they’re purchasing multiple machines?

Make sure contractors understand the real business value of propane’s reduced 
operating costs and decreased downtime. These savings compound over time to 
make up for the higher premium of the equipment. An important secondary point 
to make is the opportunity of local and national incentive programs. The Propane 
Education & Research Council offers limited-time incentives intermittently through 
the year to use toward the purchase of a new propane mower, or for a propane 
mower conversion. Local incentives, available through state gas associations, can 
further reduce the upfront cost.

Are the propane tanks safe?

Propane tanks are very safe. In fact, propane tanks are 20 times as puncture 
resistant as typical gasoline. Additionally, propane tanks are environmentally 
friendly, require little maintenance, and can last up to 40 years.

QUESTIONFREQUENTLY  
ASKED QUESTIONS

FREQUENTLY ASKED QUESTIONS



How can I trust that propane-powered mowers aren’t just a passing fad?

Propane-powered mowers are the future of landscape services.  
Landscape contractors are reaping the competitive advantages of a  
sustainable fuel that is more affordable, burns cleaner, emits fewer  
emissions, and doesn’t experience spikes at the pump like gasoline  
and diesel. Additionally, many major manufacturers already offer over  
150 different SKUs of propane-powered mowers:

QUESTIONS FREQUENTLY ASKED QUESTIONS

FREQUENTLY ASKED QUESTIONS



The following resources are available on the Propane Marketing Resource 
Catalog (Propane MaRC) propanecouncil.org/mowerdealer an online 
collection of materials developed by the Propane Education & Research 
Council for use by the propane industry. The catalog also provides 
downloadable safety, research, and development materials.

For more information about the Propane Mower Incentive Program, along 
with incentives in your area, visit propane.com/commercial-landscape and 
click on the Programs and Incentives tab.

RESOURCERESOURCES

RESOURCES 



TRAINING MATRAINING MATERIALS
SAFELY REFUELING PROPANE-POWERED 
COMMERCIAL MOWERS VIDEO

This video tutorial can be shared with customers or sales 
staff to demonstrate safe refueling of certain types of 
propane systems on commercial mowers.

PROPANE CYLINDER ID REFERENCE CARD

This brief, two-sided card describes the key differences 
between cylinders used for propane-powered mowers and 
those for propane forklifts. It includes a diagram with labels 
for distinguishing features on propane mower cylinders. Use 
this card to train your internal team with valuable information. 

RESOURCES 



PROMOTIONAL
PROPANE ONE FUEL SOLUTION BROCHURE

For prospective customers that might be interested in 
propane for more than just mowers, share this piece to 
illustrate the advantages of using propane to fuel their 
mowers, trucks, and generators.

BUSINESS CASE FOR MOWERS BROCHURE

This detailed brochure is a great introductory resource for 
anyone considering adding propane-powered mowers to 
their fleet. It outlines the options fleets have for ownership, 
including associated costs with each. The brochure also 
includes case studies of three fleets — small, medium,  
and large — making it a useful piece for any prospect.

PROMOTIONAL MATERIALS

PROPANE REFERENCE CARD

An ideal cheat sheet for a sales team that details the key  
selling points for propane-powered mowers. 

AMERICA’S FUPROPANE: AMERICA’S FUEL THAT GETS THE JOB DONE.

LOWER COSTS
Propane can reduce operating costs. Landscape contractors who have switched 
to propane report immediate cost savings.

PROVEN PERFORMANCE
Top landscape contractors trust propane to stand up to the toughest 
jobs daily. Fifteen of the top mower brands off er propane-powered options.

FEWER EMISSIONS
Propane reduces harmful carbon emissions compared with conventional fuels. 
In many places, propane mowers can be used on ozone action days when other 
mowers can’t, and low-carbon propane often gives contractors an edge when 
they bid on jobs.

EASY ON-SITE REFUELING
Propane off ers proven refueling options delivered right to your door. No more 
trips to the gas station means more time for your crews to do the jobs that pay.

REDUCED FUEL SPILLS AND PILFERAGE
With its closed fuel system, propane saves money and protects the environment 
by virtually eliminating costly, harmful spills and by dramatically reducing fuel theft.

ABUNDANT SUPPLY PRODUCED IN THE U.S.
Propane is made in America, and we have plenty of it. In fact, the United States 
exports enough propane annually to run the nation’s entire fl eet of commercial 
zero-turn radius-mowers.

GET ALL THE FACTS

To learn more about the benefi ts 

of making propane your primary fuel, visit 

propane.com/commercial-landscape. 

For a fi rsthand experience using 

propane-powered mowers and equipment, 

visit your local propane retailer or outdoor 

power equipment dealer. 

The Propane Education & Research Council 

was authorized by the U.S. Congress 

with the passage of Public Law 104-284, 

the Propane Education and Research 

Act (PERA), signed into law on October 

11, 1996. The mission of the Propane 

Education & Research Council is to 

promote the safe, effi  cient use of odorized 

propane gas as a preferred energy source. 

Propane Education & Research Council
1140 Connecticut Ave. NW, Suite 1075
Washington, DC 20036
202-452-8975

PROPANE
ONE FUEL SOLUTION

©2015 by the Propane Education & Research Council  4610

PROPANEPROPANEBELIEVE IT.
PROPANE IS JUST A BETTER FUEL CHOICE.
Across the country, landscape contractors and grounds managers 
are discovering the competitive advantages of mowing with propane. 

LOWER COSTS
Propane can reduce operating costs. Landscape contractors 
who have switched to propane report immediate cost savings.

PROVEN PERFORMANCE
Top landscape contractors trust propane to stand up 
to the toughest jobs daily. Fifteen of the top mower brands 
off er propane-powered options.

FEWER EMISSIONS
Propane reduces harmful carbon emissions compared with 
conventional fuels, giving contractors an edge when bidding 
jobs with environmentally conscious clients. Compared with 
gasoline-fueled mowers, propane reduces greenhouse gas 
emissions by more than 15 percent, and carbon monoxide 
emissions by more than 40 percent.

EASY ON-SITE REFUELING
Propane off ers proven refueling options delivered right to 
your door. No more trips to the gas station means more 
time for your crews to do the jobs that pay.

REDUCED FUEL SPILLS AND PILFERAGE
With its closed fuel system, propane saves money and 
protects the environment by virtually eliminating costly, 
harmful spills and by dramatically reducing fuel theft.

ABUNDANT SUPPLY PRODUCED IN THE U.S.
Propane is made in America, and we have plenty of it. 
In fact, the United States exports enough propane annually 
to run the nation’s entire fl eet of commercial zero-turn-
radius mowers.

To hear what other contractors are saying about mowing 
with propane visit propane.com/commercial-landscape.

©2015 C Printed on recycled paper 4611

PROPANE
REFERENCE CARD
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PROMOTIONALPROMOTIONAL MATERIALS

BEST-KEPT SECRET PRINT AD TEMPLATE

Share the benefits of propane with this customizable ad  
by adding your logo and contact information.

PROPANE MOWER INCENTIVE PROGRAM  
TRIFOLD BROCHURE/MAILER

A brochure that introduces the reader to the advantages of 
propane-powered mowers and the limited-time Propane 
Mower Incentive Program. This can be used as either an  
in-dealership takeaway or a direct mail piece. Customize  
the back mailing panel with your dealership’s logo and  
contact information. CUT YOUR 

MOWING COSTS 
WITH PROPANE
AND GET UP TO $1,000 
PER MOWER TO PROVE IT.

WE’LL PAY YOU UP TO $1,000 PER MOWER TO HELP 
US PROVE THE BENEFITS OF MOWING WITH PROPANE.

With the Propane Mower Incentive Program, we’ll give you $1,000 per 
qualifying new mower purchase or $500 per qualifying mower conversion 
to help us document the cost savings and benefi ts propane-powered mowers 
can deliver. In return, you provide feedback and performance data for one 
mowing season. It’s as simple as that to experience the advantages of 
propane and get up to $1,000 per mower in return.

BEGIN THE EASY APPLICATION PROCESS

To apply for the Propane Mower Incentive Program, visit 
propane.com/mowerincentive. The steps for applying 
are simple, quick, and well worth your time.

Participation is subject to program guidelines. A limited number 
of incentives are available, so act now.  

1140 Connecticut Ave. NW, Suite 1075 | Washington, DC 20036 | 202-452-8975 | propanecouncil.org

© 2015       009422

“ All of us have a responsibility … to leave 
something better behind after we’re done. At the 
end of the day, if there’s something I can do to 
improve the planet, I’d like to be able to do that.”

“ We have a lot of ride-on mowers, so I wanted 
to get something similar that the guys would 
be used to, but try it with propane. Some of the 
incentives are going to help us do that.”

Jeff Sebert
Owner, Sebert Landscaping

Charles Reid
Co-Owner, Sodfather, Inc.

“ These mowers are a lot more 
powerful, so productivity has 
defi nitely increased.”

Grant Clack
Operations Manager, Stay Green Inc. 

RESOURCES 



VIDEOS
STRAIGHT TALK TESTIMONIAL VIDEOS

Businesses and contractors around the country are 
adopting propane-powered equipment. Hear their stories 
in the Straight Talk testimonial video series. Videos are 
an impactful marketing tool. Share these on your website 
and social media presences to show customers the kind of 
success they can achieve with propane-powered equipment.

VIDEOS

Stay Green, Inc.

Sebert Landscaping

Sodfather, Inc.

Barnes, Inc.

RESOURCES 



CASE STUDIE
COLUMBUS, OHIO PARKS &  
RECREATION DEPARTMENT

Columbus, Ohio recognized the need to move toward  
greener practices that were both environmentally and 
financially intelligent. As part of their citywide Green Fleet 
Action Plan, they adopted 14 propane-powered mowers. 
Compared with gasoline mowers, Columbus now saves on 
fuel costs while reducing carbon monoxide and greenhouse 
gas emissions.

DAVIS MOWING

This case study proves fleets of all sizes can edge out the 
competition by adopting propane-powered mowers. A small 
landscape contractor, Davis Mowing Service was looking 
for simple ways to reduce operating costs while remaining 
competitive. Lower operating costs with propane have 
allowed the company to save money and outbid competitors.

CASE STUDIES

CASE STUDY
DAVIS MOWING SERVICE
WISCONSIN

“Today, we operate two propane-powered 
mowers: the Ferris IS 3100ZP zero-turn 
mower we bought in 2012 and a Gravely 
Pro-Master XDZ 260H LP zero-turn 
mower we acquired in the summer of 
2014,” Davis said. “We primarily use the 
two propane-powered mowers, and we 
try to keep the other fi ve gas mowers in 
the shed if we can.”

REFUELING WITH A LOCAL RETAILER

Like many landscapers new to propane, 
Davis fi rst attempted to refuel his propane 
mower at a local gas station in town. 
However, with propane, it’s best to work 
with a local propane retailer to develop a 
refueling system that works. Contractors 
can choose from a cylinder exchange 
program, cylinder refi ll program, or install 
onsite refueling infrastructure — all of 
which involve propane delivery direct to 
the contractor’s doorstep.

“Refueling with propane has been just as 
easy and more effi  cient than with gasoline 
because I no longer make daily trips to the 
gas station,” Davis said. “This reduces 
downtime and allows more time to mow. 
For a small operation like ours, taking time 
to refuel can really add up, especially when 
staff  is already tight.”

“We have a 500-gallon tank on site that 
our retailer keeps full at all times. This 
allows us to fi ll our own cylinders without 
ever leaving,” Davis said. “Our staff  is fully 
trained, and frankly, propane is a safe 
fuel to handle. Unlike gasoline or diesel, 
propane can’t be spilled or easily pilfered, 
eliminating the environmental threat 
posed by pooling chemicals and reducing 
the risk of theft.”

PROPANE: A CLEAN, RELIABLE FUEL

Davis Mowing Service does 90 percent 
of its maintenance in-house, including 
oil changes, maintaining blades, and 
checking tire pressure. So far, Davis 
Mowing Service’s propane mowers have 
been easier to maintain than its other 
gasoline models, leading to reduced 
downtime and additional cost savings.

“Because propane is such a clean fuel, we 
have chosen to extend our service intervals 
on our propane-powered machines.” Davis 
said. “Not only that, but the oil still comes 
out clean when compared with the black 
oil from the gas machines.” 

Last summer, Davis had a gasoline engine 
break down due to poor fuel quality. 

“We took the mower into the shop and 
discovered that the fuel we had been using 
contained ethanol, which caused damage 
to the machine,” Davis said.

Damaging eff ects of ethanol-based fuels 
on small engine equipment can be serious, 
and can put mowers out of commission 
for extended periods of time. Ethanol 
can cause internal engine component 
corrosion and speed up fuel system 
degradation, to the point of premature 
failure. Additionally, when used in small 
engines, ethanol blends require the use of 
a fuel stabilizer. 

“Propane is a completely ethanol-free fuel. 
Using propane ensures we won’t harm 
our equipment with corrosive fuels, and 
will keep our mowers running effi  ciently 
throughout the mowing season,” Davis said.

EDGING OUT THE COMPETITORS

Propane allowed Davis Mowing Service to 
drastically lower its total cost of operation, 
but that’s not the only way the fuel has 
paid off  for the landscaping business. 
In 2013, Davis was able to secure the 
business of a local school district after 
outbidding the competition.

“When I found out a school district in 
the area was putting out a bid for its 
landscaping business, I was able to off er 
a lower price and outbid my competition,” 
Davis said. “The competitor — who I’ve 
known my whole life — asked how I got 
the bid so low. I told him that the savings 
I was seeing with propane has allowed me 
to also pass along savings to customers.”

Davis Mowing Service reports that the 
school district, as well as other customers, 
have had positive reactions to its use of 
propane, and are happy to benefi t from 
the fuel’s savings and environmental 
friendliness. Propane-powered mowers 
reduce greenhouse gas emissions by more 
than 15 percent and carbon monoxide 
emissions by more than 40 percent 
compared with gasoline-fueled mowers.

“As my mowers reach retirement, my 
goal is to transition them all over to 
propane,” Davis said. “There’s no reason 
not to — propane is a perfect fi t for a 
landscaping business like ours. It’s clean, 
cost-eff ective, and reliable.”
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D
avis Mowing Service is a small, family-owned landscape contractor just 
outside of Madison, Wisconsin. Owner Scott Davis started the business 
in 2004, and today the company maintains nearly 100 properties 
during peak season and employs four to fi ve staff during the summer.

COMPANY

Davis Mowing Service
Sauk City, Wisconsin

CHALLENGE & SOLUTION

As a small landscape contractor, 
Davis Mowing Service was looking for 
simple ways to reduce operating costs 
while remaining competitive. Lower 
operating costs with propane have 
allowed the company to save money 
and outbid competitors. 

RESULT

•  Davis Mowing Service has saved 
approximately $2.50 per hour mowing 
with propane compared with gasoline.

•  The Propane Mower Incentive 
Program, in addition to state 
incentives, allowed the contractor 
to recoup $1,500 in upfront costs.

•  Clean, reliable propane allowed 
Davis Mowing Service to reduce 
downtime and maintenance, resulting 
in a lower total cost of operation.

BUDGETING FOR A SMALL BUSINESS
Like many small businesses, Davis Mowing 
Service has always been focused on 
fi nding new ways to save money and lower 
its total cost of operation. Davis began to 
closely monitor fuel expenses, and when 
gas prices continued to rise, he began to 
seek more aff ordable alternatives. 

“I heard good things about propane and 
the potential savings I could see from 
adopting the fuel,” said Davis. “In 2012, 
there was a dealer going out of business 
in the area who had a brand new propane-
powered Ferris mower for sale and I went 

for it. Now we save approximately $2.50 
per hour mowing with propane and have 
continued to see that cost diff erential due 
to the decreasing cost of propane.”

In addition to fuel savings, incentives 
off ered by the Propane Education & 
Research Council and local and state 
associations allowed Davis Mowing 
Service to signifi cantly reduce its upfront 
equipment costs. The operation was 
awarded a $1,000 incentive from PERC’s 
Propane Mower Incentive Program as 
well as a $500 incentive from the state 
of Wisconsin.

DAVIS MOWING SERVICE WINS BUSINESS, 
OUTBIDS THE COMPETITOR WITH PROPANE

A PROPANE CASE STUDY

PROPANE OFFERS A STRONG SOLUTION 
FOR SMALL OPERATION 

DENISON LANDSCAPING & NURSERY 

This Maryland lawn and landscape company converted to 
propane-powered mowers. Impressed by both the fuel savings 
and performance of their new propane-powered mowers, they 
eventually invested in two Roush CleanTech Ford F-250 trucks. 
Propane has extended the life of their equipment and lowered 
maintenance costs. 

CASE STUDY
DENISON LANDSCAPING & NURSERY
MARYLAND

FUEL MONITORING AND TRACKING

Denison recently installed an on-site 
propane refueling station, which helped 
the company’s bottom line by saving 
employee time, according to Denison Vice 
President Elbert Monroe. The company has 
developed a process that includes refi lling 
the cylinders from the bulk propane tank 
at the end of the day in preparation for the 
following day’s activities. 

“It cuts the fueling time down by 
60 percent,” Monroe said. “The cylinders 
are pre-fi lled, so the crews can just pick 
them up and not spend any time refueling. 
The other crews that don’t use propane are 
refueling for 20 minutes every morning 
after the other crew has already left.”

The on-site propane fuel station also 
allows for monitoring and tracking, which 
permits businesses such as Denison to 
increase their effi  ciency. By understanding 
their own usage trends, Denison can better 
control their fuel budgets and plan ahead. 

“When we’re able to monitor how much fuel 
we’re using, we can cut back on purchasing 
more than we need or taking the chance 
of running too low,” Monroe said. “That 
knowledge not only saves us dollars but 
also helps us brainstorm ways to become 
more effi  cient.”

TRUCKING ALONG

In 2010, after the success of the propane 
mower conversions, Denison invested in 
two Roush CleanTech Ford F-250 trucks 
to haul equipment. Originally introduced 
to the trucks by their propane provider, 
Denison was attracted to propane 
autogas’ low price, convenient refueling 
options, and clean burn. Monroe is pleased 

with the trucks’ performance and said 
it’s identical to using a truck fueled with 
gasoline or diesel. 

In Denison’s experience, as a clean burning 
fuel, propane has extended the life of 
their equipment, causing less wear and 
tear on the mowers. For Denison, this has 
translated to less machine maintenance 
and longer engine life, saving the company 
money in the long run.

“In our experience, the clean-burning, high 
temperature of propane has extended 
the time between oil and fl uid changes,” 
Josh Denison said. “To date, our propane 
equipment requires far less maintenance 
than any of our gasoline- or diesel-
fueled equipment.”

60%IT CUTS THE FUELING
TIME DOWN BY

“ ”

DENISON LANDSCAPING & NURSERY

“When we’re able to monitor how much fuel we’re using, we can 
cut back on purchasing more than we need or taking the chance 
of running too low.”

Elbert Monroe
Vice President, Denison Landscaping & Nursery
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A BIG COMPANY CAN BRING 
BIG OVERHEAD

Denison’s size and numerous accounts 
require effi  ciency in time management, 
budget, and equipment maintenance. 
Since fuel costs play a signifi cant part 
in profi tability, Denison began exploring 
alternatives to their diesel- and gasoline-
fueled equipment. 

While attending an industry trade show, 
Operations Manager Josh Denison, as 
well as other members of management, 

were impressed by propane’s aff ordability 
and effi  ciency and they invested in 
converting four of their commercial 
mowers to propane.

On average, Denison estimates they 
save 80 cents to a dollar per gallon using 
propane. The company currently runs 
four Exmark propane models on a daily 
basis, saving an estimated $20 to $30 
per 72-inch riding lawn mower for a daily 
savings of $80 to $120.

PROPANE-POWERED COMMERCIAL MOWERS 
AND TRUCKS PROVIDE BIG SAVINGS FOR 
LARGE LANDSCAPE CONTRACTORS

D

A PROPANE CASE STUDY

enison Landscaping & Nursery is one of the Washington-Baltimore 
metro area’s largest residential and commercial landscape 
contractors. Located in Fort Washington, Md., Denison has been 
providing landscape maintenance and landscaping services since 

1973. Currently, Denison has approximately 80 landscape maintenance 
employees and operates a fl eet of 34 commercial lawn mowers. 

COMPANY

Denison Landscaping & Nursery 
Fort Washington, Md.

CHALLENGE & SOLUTION

Running a large company with 
numerous accounts requires effi  ciency 
in time management, budget, and 
equipment maintenance.

RESULT

On-site propane refueling stations 
save time normally spent refueling 
at off -site locations and increases 
effi  ciency through fuel tracking and 
monitoring. Cost savings of $80 to 
$120 realized per day using propane.

SWITCHING TO PROPANE INCREASES EFFICIENCY, DECREASES 
COSTS FOR LARGE MARYLAND LANDSCAPING COMPANY

A PROPANE CASE STUDY

RESOURCES 



MCCOY’S LAWN EQUIPMENT SUPERSTORE

This landscape equipment dealer gained a competitive 
advantage by becoming an early adopter of propane-
powered commercial mowers. Austin, Texas-based McCoy’s 
Lawn Equipment Superstore saw new customers from local 
governments and other landscape contractors that were 
seeking the low emissions and cost benefits that propane  
fuel provides. 

CASE STUDIESCASE STUDIES

CASE STUDY
MCCOY’S LAWN EQUIPMENT SUPERSTORE
CALIFORNIA 

Godfrey estimates approximately 20 percent of McCoy’s sales 
come from propane compared with gasoline and diesel sales. 
Larger contractors have more interest in propane because of 
the cost savings and return on investment with a larger fl eet. 
They can also replace or convert several mowers at a time. 

Additionally, Godfrey says propane has helped the dealership 
attract new business, particularly from contractors who 
maintain city and school district properties. The city of Austin, 
including the Austin school district, began giving preferential 
treatment to contractors who run alternative-fuel fl eets a few 
years ago. “We worked directly with the Austin school district to 
convert 17 mowers, and they’re currently preparing to buy more 
factory units,” added Godfrey. “The state capitol won’t take bids 
from contractors who don’t run propane, either.” 

EDUCATING CUSTOMERS KEY 
TO PROPANE ADOPTION

Simply adding propane conversions and mowers to its array 
of products and services did not translate into immediate 
customer adoption. Not only did Godfrey have to invest in 
training to educate his team internally, but he also had to 
educate customers. 

“We have to point our customers in the direction of propane,” 
explained Godfrey. “The easiest way to do that is emphasizing fuel 
cost savings. That’s something they can immediately understand 
and appreciate, especially the larger contractors. By educating 
our customers and providing honest recommendations, we also 
build trust.”  

In addition to selling propane models, McCoy’s off ers customers 
the convenience of refueling at the dealership. Both Austin 
locations have a 1,000-gallon propane tank on site. When 
contractors have a need for bigger volumes of propane, McCoy’s 
sets them up with a local propane dealer who delivers cylinders 
or installs refueling infrastructure on site.

“Refueling is also part of our education process. We highlight the 
ease of a cylinder exchange program and reassure contractors 

of propane’s safety. There are a lot of misconceptions about 
propane, but it’s as safe as gasoline.” 

McCoy’s strategy of educating contractors early on has started 
to pay off . Contractors who initially converted a few mowers have 
continued converting or replacing gasoline mowers over the 
years, and smaller contractors who didn’t want to replace just 
one mower a few years ago are now buying new propane models.

“Early adopters of converted mowers are now coming back and 
replacing their entire fl eet with propane mowers and switching 
to propane autogas trucks,” Godfrey said. “They’ve realized 
the incredible cost savings and have continued to replace 
older mowers with new propane models, gradually building an 
alternative-fuel fl eet.”

“The contractors I know who’ve received the PERC incentive are 
not only excited about the money they get back, but they’ve 
come to prefer using propane. They’re happy campers when they 
see how much they’re saving, and in turn, they want to transition 
the rest of their fl eet.” 
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ith two locations in Austin, Texas, McCoy’s Lawn Equipment 
Superstore has been selling outdoor power equipment and providing 
parts and service to customers since 1993. The dealership also rents 
equipment and handles propane conversions and refueling. In its 

nearly 20 years of business, McCoy’s has grown into one of central Texas’s 
premier dealerships, thanks to its breadth of equipment and knowledgeable 
staff. The dealership has become a trusted name in the outdoor power 
equipment industry, with a mission of providing superior customer service. 

COMPANY

McCoy’s Lawn Equipment 
Superstore

CHALLENGE & SOLUTION

When McCoy’s added propane 
equipment and conversions to its 
service model in 2007, the power 
equipment dealership invested 
in training and equipment to 
overcome misconceptions about 
the alternative fuel. Propane 
now comprises 20 percent of 
the dealership’s total sales 
and diff erentiates them 
from competitors. 

BENEFITS OF PROPANE

• Early leap into propane sales 
and conversions gave McCoy’s 
a competitive advantage over 
other dealerships.

• Commitment to educating 
contractors on propane’s 
benefi ts builds lasting 
business relationships.

• Propane equipment attracts new 
business, government contracts 
due to lower emissions and 
environmental benefi ts. 

EARLY LEAP INTO PROPANE 
PROVES LUCRATIVE

When McCoy’s added propane mowers, 
conversions, and fuel to its product and 
services lineup in 2007, the dealership 
was ahead of many, especially in Austin 
and the surrounding area. According 
to Jay Godfrey, McCoy’s president and 
co-owner, it took a couple of years for the 
dealership to see results. 

“We’re certainly happy we adopted 
propane, but the trend was slow to build 
momentum,” Godfrey explained. “We’re 
seeing return on our investment now as 
customers become more educated and 
accepting of alternative fuels.” 

The dealership’s early adoption of propane 
gave them an immediate advantage over 

area competition, which they’re still 
experiencing. Most other local dealerships 
have yet to add propane to their product 
and service off erings.  

McCoy’s partnered with Onyx Environmental 
Solutions to train staff  on conversions and 
proper use of Onyx certifi ed kits. Today, 
McCoy’s can convert anything with an 
engine, including mowers, trucks, and 
generators, Godfrey said. 

“Initially we did about 40 to 50 conversions 
a year, but it has leveled off  to about 20 to 
25 now that equipment manufacturers are 
making propane mowers,” said Godfrey. 

“We’re seeing contractors buying new 
propane mowers with 52-inch or larger 
decks from manufacturers, so we convert 
lots of mowers with smaller decks.” 

TEXAS POWER EQUIPMENT DEALERSHIP DIVERSIFIES 
BUSINESS MODEL, GROWS SALES WITH PROPANE

W

A PROPANE CASE STUDYA PROPANE CASE STUDY

EARLY ADOPTION OF PROPANE PROVES 
LUCRATIVE FOR LARGE EQUIPMENT DEALER

RUSSO LAWN AND LANDSCAPE

Russo’s year-round business model requires the company to 
store equipment and fuel in the off-season. After experiencing 
fuel degradation problems and rising gasoline prices, the 
company decided to research propane. Read how propane rose 
to the occasion in this case study

explained. “Fumes were sucked into the 
building, causing an evacuation, because 
no one knew where they were coming 
from. Utilizing propane would have 
prevented the problem altogether.”

“I had initially looked into propane for 
saving money, but after hearing about 
the air conditioning incident, I realized 
propane’s benefi ts for air-quality control 
issues. Then propane became a business 
driver in my mind,” said Salters.

FROM RESEARCH TO REALIZATION

Russo moved forward with propane 
models in April 2013 by adding six 
propane models to their 50-mower fl eet. 
They noticed immediate benefi ts, including 
cost savings, reduced maintenance, and 
positive feedback from customers. With 
propane at 50 percent of the cost per 
gallon compared with gasoline, Russo 
saved a signifi cant amount on their fuel 
bills. They also noticed some positive 
changes in maintaining their equipment. 

“The number of oil changes we needed 
was much less. Usually we change the 
oil every two weeks, but with propane it’s 
not necessary because it’s such a clean 
fuel. We only change it every four weeks,” 
said Salters.

Russo serves commercial customers, 
and while none of their current clients 
require propane, they appreciate the 
fuel’s environmentally friendly profi le. 

“The places we do mow with propane are 
extremely happy. We maintain lots of 
condos and homeowner’s associations, 
and there are lots of individual residents 

following the green movement. They’re 
happy to see this, and being as 
environmentally conscious as we are, 
we’re more advanced than the guy behind 
us,” Salters noted. 

Labor savings was another major benefi t 
of the transition. Russo participates in a 
cylinder exchange program. Because their 
propane retailer comes out twice a week 
to switch out empty tanks for full ones, 
Russo employees don’t have to spend time 
refueling at the gas station every morning.

“All we sell are hours,” explained Salters. 
“So wherever we save time, it goes to our 
bottom line. The effi  ciency of changing a 
propane tank rather than fi lling a mower 
with gas is way faster. It adds up to about 
an hour of savings per day.” 

Additionally, propane’s closed fuel 
system eliminates theft. “Guys park their 
trailers in a parking lot on a 100-acre 
facility, and gasoline can easily be stolen. 
There’s no chance of that with propane,” 
Salters said.

DISPELLING PERFORMANCE MYTHS

At fi rst, Russo employees had reservations 
about switching from gasoline to propane. 
They worried that performance would 

suffer, and they’d heard rumors that 
propane mowers don’t start well.

“When the fi rst mowers were distributed 
to the crews, there was a lot of hesitation,” 
Salters said. “Now the three crews that 
operate the propane machines won’t 
use gasoline anymore, and they promote 
these mowers to our other crews.”

Four of Russo’s six propane mowers were 
converted by a certifi ed mechanic with 
MetroLawn kits. The other two are Exmark 
Lazer Z S-Series dedicated propane units 
featuring the Kohler EFI engine. 

All six mowers have performed above 
expectations, said Salters. “We found 
increased horsepower and ground speed, 
and the mowers appeared to cut better 
and throw grass clippings further. The 
crews would be more upset now if we took 
the mowers away,” he added. 

With such a positive response from 
employees and increasing awareness 
among clients, Russo plans to continue 
converting and transitioning their 
current fl eet. 

The Propane Education & Research 
Council’s (PERC) Propane Mower Incentive 
Program will assist with the upfront 
costs by providing $1,000 for each new 
OEM model and $500 for the company’s 
qualifi ed conversions.

“Being in this industry we feel we should do 
our part and reduce our carbon footprint 
and emissions,” said Salters. “We are 
stewards of the green industry, so we’ll 
continue our push of replacing mowers.”
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CASE STUDY
RUSSO LAWN & LANDSCAPE
CONNECTICUT 

PROPANE-POWERED MOWERS SOLVE COSTLY FUEL 
ISSUES FOR CONNECTICUT LANDSCAPE COMPANY

R
usso Lawn & Landscape in Windsor Locks, Conn., is a family-owned, 
commercial landscape company. Established in 1990, Russo has 
grown into a large-scale operation, employing up to 80 employees 
during peak summer months and running a fl eet of 50 mowers. 

The company also operates year-round, serving clients with mowing and 
landscaping services in the spring, summer, and fall and snow removal 
in the winter. 

COMPANY

Russo Lawn & Landscape
Windsor Locks, Conn.

CHALLENGE & SOLUTION

Russo’s year-round business 
model requires the company to 
store equipment and fuel in the 
off -season. After experiencing fuel 
degradation problems and rising 
gasoline prices, the company 
decided to research propane.  

RESULT

•   The company experienced 50 
percent fuel savings after 
transitioning to propane and no 
fuel degradation issues.

•  Mower operators found better 
performance, including increased 
horsepower and ground speed 
with the propane mowers.

•  Crews saved a signifi cant amount 
of time by not having to refuel 
at the gas station each morning 
and performing a quick cylinder 
exchange rather than fi lling a 
gasoline tank.

While Russo Account Manager Kevin 
Salters is thankful for four-season 
business, relying solely on gasoline-
fueled equipment began to pose winter 
storage issues and put a dent in the 
company’s bottom line. In 2012 he began 
looking for a more cost-eff ective solution.

BUILDING A BUSINESS CASE

Russo’s main objective was fi nding a fuel 
that wouldn’t degrade during winter 
storage or cause carburetor problems 
after sitting in a mower’s engine for 
too long. After evaluating the risks of 
wasting gasoline or ruining an engine, 
Salters began researching propane-
powered mowers. 

“I defi nitely did my research calling on 
competitors, colleagues, and mechanics 
who’ve been running it, and they only had 
good things to say,” Salters explained. 

“I realized the effi  ciency propane could 
off er when we started paying more than 
$4 a gallon for gasoline.”

Propane’s clean carbon footprint added 
another strong advantage to the fuel’s 
business case. The scales were offi  cially 
tipped after Salters heard about a competitor 
dealing with the negative environmental 
repercussions of running gasoline. 

“Somehow gasoline spilled near the air 
conditioning unit of a commercial facility 
in downtown Hartford, Conn.,” Salters 

RUSSO LAWN & LANDSCAPE ELIMINATES FUEL DEGRADATION, 
REAPS EVEN MORE BENEFITS AFTER SWITCHING TO PROPANE

PROPANE-POWERED MOWERS 
SOLVE COSTLY FUEL ISSUES FOR 
CONNECTICUT LANDSCAPE COMPANY

A PROPANE CASE STUDY
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U.S. LAWNS

Franchisees Steve and Teana Ferguson were looking for 
economical ways to reduce their company’s carbon footprint. 
Since their transition to a propane-powered fleet, the 
husband-and-wife team has saved more than 50 percent 
on fuel costs while cutting their greenhouse gas and carbon 
monoxide emissions.

CASE STUDIESCASE STUDIES

UNIVERSITY OF LOUISVILLE

U of L’s Ground Services Department recognized the need 
to reduce emissions on the heels of a campus-wide green 
initiative in 2008. Since adopting propane, the department 
has successfully incorporated sustainability into its daily 
operations, on top of saving an average of $2,000 annually.

RESOURCES 



To get the most up-to-date resources and materials found in this toolkit,  
visit propanecouncil.org/resources.

To learn more about propane-powered lawn care equipment and the  
Propane Education & Research Council, visit propane.com/commercial-landscape.
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