INTERVIEW PACK AND SCORECARD
Landscape Foreman
Commercial Landscaping
	Candidate
	
	Date
	

	Interviewer
	
	Stage
	

	Requisition
	
	Location
	


WHAT THIS SEAT IS
Runs multiple crews or a larger installation: layout from plan, grading and drainage, hardscape and plant installation, irrigation coordination, material scheduling, and the punch walk with the general contractor or owner.
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 maintenance experience for installation work or the reverse. Both are landscaping; the plan reading, grading and schedule pressure of installation are a different job.


TECHNICAL QUESTIONS (16)
	Q1
	The plan calls for a tree where there is now a utility. What happens next?

	Strong
	Stops and does not plant it. Confirms the locate - and calls for one if it was not done - then takes it back to the designer or the account manager with what is actually there and a proposed alternative location that still works for the design and the mature size of the tree. Thinks about the root zone and the future service access, not only the hole they are digging today. Documents it, because a tree planted over a service becomes somebody's expensive problem.

	Then
	How far from a marked service will you plant, and who decides?

	Said
	


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



	Q2
	How do you prepare a bed that has been compacted by construction traffic?

	Strong
	Does not simply add topsoil on top. Breaks up the compaction to a real depth, checks drainage by filling a hole with water before planting anything, and amends with organic matter mixed into the existing soil rather than creating a layer that roots will not cross. Knows that plants die in compacted beds a year later, by which time it is a warranty claim. Says plainly when the bed needs excavation and replacement rather than amendment.

	Then
	How do you test whether a bed will drain before you plant it?

	Said
	


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



	Q3
	Walk me through your punch walk and what you fix before the owner arrives.

	Strong
	Walks it as the owner will: from the entrance, in daylight, from the car park and the front door. Checks plant spacing and facing, straight lines where lines are meant to be straight, mulch depth and edges, staking removed or correct, irrigation heads clear and adjusted, nothing dead or stressed, hard surfaces swept, and the spoil and rubbish gone. Fixes it before they arrive rather than writing it down. Says the owner's list should be shorter than their own.

	Then
	What do you always find on your own walk that the crew missed?

	Said
	


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



	Q4
	How do you build a route that holds up when one crew runs long?

	Strong
	Builds slack into the week rather than filling every hour, groups properties geographically so a recovery does not mean driving across town, and knows which stops can slide a day without a complaint and which cannot. Has a rule for who gets help and who gets moved. Tracks actual time per property against what was priced, so the route is built on real numbers rather than hope, and raises the properties that never fit.

	Then
	Which properties on your route are always over, and what have you done about it?

	Said
	


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



	Q5
	What do you do when a property has been losing turf quality for a month?

	Strong
	Diagnoses rather than fertilising: checks irrigation coverage and run times at the controller and in the field, looks at mowing height and whether blades are sharp, digs to look at roots and soil, and checks for disease, insects and compaction. Considers whether the schedule has fallen behind the growth. Reports the cause and the fix with a price where it is extra, and says honestly when the cause is the crew or the contract rather than the weather.

	Then
	How often is the answer irrigation, and how do you confirm it?

	Said
	


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



	Q6
	How do you handle an irrigation fault you find mid-visit on a mowing route?

	Strong
	Makes it safe and stops the waste - shuts the zone or the controller - then decides whether it is a five-minute fix they are equipped and authorised to do or a service call. Documents the zone, the head and the symptom with a photograph so the irrigation technician is not starting from nothing. Tells the office the same day rather than at the end of the week, because the client's water bill is running in the meantime.

	Then
	What will you fix on the spot, and what do you always hand to irrigation?

	Said
	


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



	Q7
	What does your equipment maintenance schedule look like, and who owns it?

	Strong
	Has a schedule with hours or intervals rather than fixing things when they break, with somebody named for it - usually a shop person or a specific crew member, not everyone. Blades sharpened and balanced on a set interval, oil and filters by hours, belts and tyres checked weekly, and records kept. Says downtime in the growing season costs more than the maintenance, and that the crews doing their own daily checks is the part that actually keeps equipment running.

	Then
	Who sharpens your blades, and how often?

	Said
	


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



	Q8
	How do you train a new crew member in their first week without losing the route?

	Strong
	Pairs them with a strong crew member rather than the crew that is furthest behind, gives them one or two tasks to get right before adding more, and accepts the route runs slower that week rather than pretending it will not. Covers safety, PPE and the equipment they will actually touch on day one. Checks in rather than assuming. Says what they do with somebody who is clearly not going to work out, and how fast they decide.

	Then
	How long before you know whether a new person will last?

	Said
	


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



	Q9
	How do you plan a spring or fall clean-up across multiple properties?

	Strong
	Plans it as a programme rather than a scramble: sequenced by what each property needs and when, with the leaf drop or the thaw dictating the order, labour and disposal booked in advance, and the clients told their dates. Prices disposal properly because it is the cost that gets underestimated. Keeps the regular route running alongside. Knows which properties are a two-visit job and sells them that way rather than losing money doing it once.

	Then
	What part of a clean-up do you most often underprice?

	Said
	


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



	Q10
	What is your approach to a snow event and the call you have to make at four in the morning?

	Strong
	Has the decision rules agreed with clients in advance - trigger depth, service times, what is salted and when - so the call at four is a measurement rather than a judgement. Watches the forecast the day before and pre-positions people, equipment and material. Calls crews with enough notice to be useful. Documents each event with times, what was done and conditions, because that record is the invoice and the defence against a slip claim.

	Then
	What do you record on every snow event, and why?

	Said
	


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



	Q11
	How do you manage chemical application and the records that go with it?

	Strong
	Knows that only a licensed applicator applies, under the label, with the PPE and the posting the label and the state require, and that the label is the law rather than a suggestion. Records product, rate, area, date, weather and applicator every time, and keeps the records for the required period. Watches wind and temperature and will postpone. Knows what has to be reported and what a sensitive site - a school, water, a bee-keeping neighbour - changes.

	Then
	What is on your application record, and how long do you keep it?

	Said
	


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



	Q12
	What do you do when a crew damages irrigation or hardscape?

	Strong
	Reports it immediately rather than hoping it is not noticed, because the client will find it and the relationship costs more than the repair. Makes it safe, photographs it, gets it repaired properly rather than patched, and tells the account manager so the client hears it from them first. Looks at whether it was carelessness or a head that was sitting proud and already a hazard. Does not let the crew learn that hiding damage works.

	Then
	How does your crew know that reporting damage is safe for them?

	Said
	


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



	Q13
	How do you balance route efficiency against quality complaints?

	Strong
	Measures both rather than trading one off blindly: time per property against what was priced, and complaints by property. Knows that most quality complaints come from a handful of properties that are underpriced for the time they need, and takes those back as a pricing conversation rather than squeezing the crew. Protects the detail work that clients actually see - entrances, edges, beds - and economises on what they do not.

	Then
	Which property on your route generates the most complaints, and is it priced right?

	Said
	


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



	Q14
	What is your approach to seasonal hiring and training?

	Strong
	Starts before the season rather than in it, keeps in touch with good people from last year because rehiring is cheaper than recruiting, and has a first-week programme rather than putting people straight on a mower. Trains the safety and the quality standard explicitly instead of expecting it to be absorbed. Says what they do about the ones who do not come back and what they have changed to improve that, which is usually about the crew leader rather than the pay.

	Then
	What share of your seasonal crew comes back, and what makes them?

	Said
	


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



	Q15
	How do you handle equipment breakdown mid-route?

	Strong
	Has a view on what can be fixed on the trailer and what cannot, carries the spares that cover most failures, and knows who to call. Keeps the crew productive on what can be done without that machine rather than standing them down. Decides whether to swap a machine from another crew or finish the day short, and tells the office so the route can be re-cut. Reports the failure so it gets repaired rather than going out again tomorrow.

	Then
	What spares are on your trailer right now?

	Said
	


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



	Q16
	What makes you pull a crew off a property?

	Strong
	Names real triggers: lightning, a hazard they are not equipped for, a damaged tree or power line, an aggressive person or dog, heat that has gone past what the crew can work in safely, or a client direction that would put them at risk. Says they have done it, told the office immediately, and that nobody questioned it. The answer to listen for is that the decision belongs to the person on site, not to a schedule.

	Then
	When did you last pull a crew, and what was the conversation afterwards?

	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

	Reads a landscape plan and can price the gap between it and the site conditions
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Treats drainage and soil preparation as the part that decides whether the plants survive
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Has run installation under a general contractor schedule, not just maintenance
	
	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
	Where the state requires it
	State department of agriculture license lookup
	[    ]

	OSHA 30 construction outreach card
	Preferred
	Card copy verified by the safety manager
	[    ]

	Competent person training for excavation and trenching
	Where the state requires it
	Training records held by the safety manager
	[    ]

	ICPI paver installer or NCMA retaining wall certification
	Preferred
	Certificate verified through the certifying body
	[    ]

	NALP Landscape Industry Certified Manager or 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.
