INTERVIEW PACK AND SCORECARD
Landscape Crew Lead
Commercial Landscaping
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WHAT THIS SEAT IS
Runs a maintenance or installation crew through a daily route: mowing and detail standards, pruning, bed work, seasonal colour, irrigation checks, and the quality a property manager sees when they walk the site. Handles the equipment, the crew and the client contact on site.
HOW TO USE THIS
Ask the questions as written. They are technical rather than behavioural because a commercial trades hire fails on what the person can do, not on how they describe themselves, and because a question about a real piece of equipment cannot be answered from an interview-prep article.
Score against what a strong answer contains, which is printed under every question, rather than against how fluently the candidate speaks. That line is the difference between a scorecard and a feeling. Where a follow-up is given, ask it: it is chosen to separate someone who has done the work from someone who has read about it.
Write what the candidate actually said in the Said box, not your impression of it. You will be comparing notes with someone who was not in the room, and an impression does not survive that conversation.
RATING SCALE
	
	What it means

	1
	No evidence in the interview

	2
	Some evidence, not enough for the seat

	3
	Clear evidence, meets the seat

	4
	Strong evidence, beyond the seat


THE MISTAKE THIS SEAT INVITES
	Hiring on equipment experience. Crew leads are judged on what the property looks like, which depends on horticultural judgement and crew management more than on mower hours.


TECHNICAL QUESTIONS (16)
	Q1
	A property manager says the site looks worse than last month. How do you find out what changed?

	Strong
	Walks the site with them rather than defending it from the truck, and asks what specifically looks worse, because the answer is usually one bed or one edge rather than the whole property. Then looks for the real cause: a skipped service, a crew change, growth outpacing the schedule, irrigation off, drought stress, or work the client removed from the contract. Comes back with what happened and what they will do, including the parts that are the client's to fix.

	Then
	What is the most common cause you find, and is it usually yours?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q2
	How do you adjust the route when you are a crew member short?

	Strong
	Decides what gets dropped rather than letting everything get rushed, and drops it deliberately: the detail work that can wait a week on the least visible property, not the mowing on the flagship account. Tells the office early so the client can be told, rather than letting it be discovered. Reorders the stops so the high-visibility properties still get their standard. Does not run the crew through the day to catch up, which is how equipment and people get damaged.

	Then
	Which property do you short first, and who do you tell?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q3
	Walk me through your spring prune on a commercial frontage.

	Strong
	Knows what flowers on old wood and will not prune it in spring, and says so rather than shearing everything to the same shape. Prunes for the plant's habit and the sightlines - signage, doorways, parking visibility, lighting - rather than for a uniform look. Uses the right cut at the right point rather than heading everything back, cleans the deadwood, and leaves the bed looking intentional. Cleans tools between properties if disease is a risk.

	Then
	What would you not prune in spring on a commercial frontage, and why?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q4
	How do you route a crew through a property so you are not doubling back?

	Strong
	Has a set order for each property - usually blow and trim before mow, or the reverse depending on surfaces - and works from the furthest point back to the truck so nothing is walked twice. Puts the detail work where it does not get blown over by the next task. Keeps the same route every visit so a new crew member can be told it once, and adjusts for parking, deliveries and the times the client does not want noise.

	Then
	What order do you work a property in, and why that order?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q5
	What do you check on equipment before the trailer leaves the yard?

	Strong
	Runs an actual check rather than a glance: fuel and oil, blade condition and sharpness, belts, tyre pressures, string and spare line, blower and trimmer starting, the trailer lights, straps and the hitch, and the chemicals and PPE if they are carrying them. Says blunt blades are the single biggest cause of a lawn looking bad, and that a trailer that comes loose is the incident that ends a career. Fixes or swaps rather than taking it and hoping.

	Then
	What do you check on the trailer itself, and how often have you found something?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q6
	A client complains about scalping. What happened, and what do you change?

	Strong
	Names the real causes rather than apologising: deck too low for the grass type and season, uneven ground and high spots, mowing too fast across undulations, a deck not levelled, or the grass left too long and then cut hard. Raises the height, slows down on the problem areas, marks the high spots, and tells the client the turf will take a few weeks to recover. Checks the rest of the route for the same mistake if a crew member caused it.

	Then
	What height do you cut at, and what makes you change it?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q7
	How do you handle a crew member who is quick but damaging property?

	Strong
	Deals with it immediately and specifically - the trimmer against tree trunks, the mower against the kerb, the blower into the pool - rather than praising the speed and hoping. Shows them the damage, explains what it costs in replacement and in the client relationship, and watches them do it properly rather than just telling them. Says that speed that generates callbacks is slower than working properly, and escalates if it continues.

	Then
	What damage do you see most often, and how do you train it out?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q8
	What does a good quality check look like before you leave a site?

	Strong
	Walks the property rather than looking from the truck: edges straight, beds clean, no clippings on hard surfaces or in beds, nothing blown into the car park or the neighbour's, gates closed, irrigation heads not damaged, bins emptied if that is in scope, and the entrance and signage areas perfect because that is what the client sees. Takes a photograph of the frontage. Finds what the crew missed rather than confirming what they did.

	Then
	What do you find most often on your own final walk?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q9
	How do you decide mowing height and frequency across a season?

	Strong
	Changes both with the grass type, the season and the weather rather than running one setting all year: higher in heat and drought to protect the roots, adjusted for shade, and frequent enough that they are never removing too much of the leaf in one cut. Mows more often in the flush of growth rather than cutting lower to stretch the interval. Can explain the consequence of cutting too short to a client who wants it shorter.

	Then
	A client wants it cut shorter in August. What do you tell them?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q10
	What is your approach to a turf area that is thinning in one spot?

	Strong
	Finds the cause before treating it: shade, compaction, traffic, poor drainage, an irrigation head not covering, a dog run, grub damage or disease. Checks the irrigation coverage and digs to look at the roots and the soil rather than guessing. Reports it with a recommendation and a price rather than quietly overseeding the same patch every year. Says plainly when the spot will never hold turf and should be mulch or a bed.

	Then
	How do you tell shade damage from irrigation coverage?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q11
	How do you handle irrigation you find running during your visit?

	Strong
	Turns it off at the controller if they can and are authorised to, notes the zone, and looks at why - a stuck valve, a broken head, a controller set wrong, or a system someone turned on manually and forgot. Reports it the same day with the zone and what they saw, because an irrigation fault running unnoticed costs the client real money and will be their complaint. Does not just mow around it and say nothing.

	Then
	Who do you tell, and how fast, when you find water running?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q12
	What is your process for storm clean-up on a commercial property?

	Strong
	Makes it safe before making it tidy: looks for hanging limbs, damaged trees and anything near power lines, and keeps people away from what they are not equipped to handle. Clears access, entrances and fire lanes first, then car parks, then the rest. Photographs the damage before clearing it because that is the client's insurance record and their own extra-work authorisation. Knows what is in the contract and what is extra, and gets the extra agreed before doing it.

	Then
	What do you photograph before you touch anything?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q13
	How do you train a new crew member on equipment safely?

	Strong
	Starts with the hazards and the guards rather than the controls, has them watch, then do it with the trainer present, then alone on something low-risk, and does not put them on the most dangerous machine first. Covers PPE, fuelling, slopes, and what to do when something jams. Checks back rather than assuming it stuck. Says what they will not let a new person do in the first weeks, which is the part that separates a real answer from a policy.

	Then
	What will you not let a new person touch in their first month?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q14
	What is your approach to pruning a shrub bed that has been neglected?

	Strong
	Does not fix it in one visit. Assesses what is worth keeping, what is dead and what has outgrown the space, and plans a renovation over a season or more where the species allows, taking out the worst wood first. Knows which shrubs will take hard renovation and which will not come back. Prices it as extra work with a clear before-and-after rather than absorbing it into a maintenance visit, and tells the client what it will look like in between.

	Then
	Which plants will not come back from a hard cut, and what do you do with those?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q15
	How do you handle a property where parking makes access difficult?

	Strong
	Plans round it rather than fighting it: shifts the visit to a time when the lot is emptier, agrees a staging spot with the property manager, uses smaller equipment where the trailer cannot get in, and tells the office if the property needs more time than the route allows. Does not block fire lanes, loading bays or accessible spaces for convenience. Raises it as a pricing conversation if the access is costing an hour every visit.

	Then
	When does a difficult property become a pricing conversation rather than your problem?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q16
	What do you report back to the office after a visit?

	Strong
	What was done, what was not and why, anything that needs the client's attention - irrigation faults, damage, a dead tree, a safety hazard - and anything that looks like extra work worth quoting. Includes photographs. Writes it the same day rather than at the end of the week when the detail is gone. Says the report is how the account manager keeps the client, and how the crew gets credit for what they noticed.

	Then
	What did you report last week that turned into work?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



STRONG-CANDIDATE SIGNALS
Rate these from the whole conversation and the resume rather than from one answer.
	Signal
	Evidence
	Score

	Describes the route as a quality problem rather than a time problem
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Can identify common plant material and its failure modes in their region
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Bilingual crew leadership where the crew needs it, stated plainly
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]


VERIFY BEFORE AN OFFER
Not after. A credential taken on trust at offer is the most expensive thing on this page.
	Credential
	Status
	Verify with
	Done

	Valid driver license
	Required
	Motor vehicle record check through HR
	[    ]

	State pesticide applicator license or registered technician credential
	Where the state requires it
	State department of agriculture license lookup
	[    ]

	CDL Class A or B for larger trucks or combined vehicle weight
	Where the state requires it
	State license verification and the driver qualification file
	[    ]

	OSHA 10 construction or general industry outreach card
	Preferred
	Card copy verified by the safety manager
	[    ]

	First aid and CPR
	Preferred
	Training provider card on file with HR
	[    ]

	NALP Landscape Industry Certified Technician
	Preferred
	Certificate verified through the certifying body
	[    ]


DECISION
	Total score
	          out of 76



	[    ]
	Hire. The evidence is on the page.

	[    ]
	Hire with reservations. Name them, and name what would close them in the first ninety days.

	[    ]
	Do not hire.



	Reason
	





	Interviewer
	Date
	Hiring manager
	Date

	
	
	
	


Two notes on reading the total. There is no pass mark here: where the line sits depends on the market you are hiring in and how long the seat has been open, and a threshold we invented would be worse than the judgement you already have. But a 1 on any question that matters for the seat is usually a no whatever the total says, because the total can hide it.
