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KEEPING

IN ANY WEATHER

LED 
COOL 

Steve Riggs, Illuminations in Apopka, Florida   illuminationsusa.com

Put Your Best Foot Forward

When Steve meets with a customer, he makes sure 

to listen first and then gives his advice. With this 

advice come his best ideas. “I tell people that I’ll 

create a plan that lights their home as if it’s my own,” 

he explains. “I don’t over-light, but I also don’t leave 

anything out.” If a customer likes everything, but has 

budget concerns, Steve offers to install in phases.

Sell The Quality Of Your Product and Install

The right fixture for the right job, positioned correctly. 

It sounds simple enough – but most homeowners 

don’t understand what it takes to get it all “right.” 

Says Steve: “I bring all of that to their attention. It’s 

the right lumens, beam spread and product. Then I 

show them the product and give them the reasons 

why Kichler® has spent the money to engineer LED 

the right way.” 

Stand By Your Bid

If Steve hears from customers that his bid is a 

little higher, he doesn’t flinch. Instead he uses this 

common objection as an opportunity to share 

more information. “I explain the amount of labor that 

goes into the project and the quality of the product, 

but I also help my customers understand the 

professionalism of the job. When we’re done, their 

house isn’t going to need new flowers and grass; 

we leave their house better than we found it.” 

Marketing Opportunities Are Better Than Ever

Closing sales is important, but how do you get 

those all-important leads? Steve notes that just 

five years ago he avoided advertising, and the few 

attempts he made generated what he calls “tire 

kickers” – people who were shopping but not really 

buying. In today’s market he’s seen a difference. 

“When business was slow, I tried running an ad in 

a small local home improvement magazine. I found 

that the people that call in today’s economy are 

interested.”

Durability. Durability. Durability. 
For landscape lighting, it’s almost as 
important as location. And Kichler 
Design Pro LED delivers it with the 
best thermal management system on the 
market. LEDs like the cold, so manag-
ing their temperature in warm climates 
and weather is especially important. 
Kichler Engineered Thermal Manage-
ment creates an integrated design that 
purposefully moves the LED’s heat to 
the surface of the fixture, dissipating it 
away from delicate electronics. 

Thermal management is one of the 
most important engineering hurdles to 
producing a quality LED – and Kichler 
has mastered it. Kichler LEDs are 
driven BELOW their maximum rated 
junction temperatures, even in ambient 
temperatures up to 40°C. The result is 
an LED product that lasts longer and 
performs as promised. 

PRODUCT S POTLIGHT
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Knowledge Counts

Whether you’ve been in business for 20 years, or two, you know what works when it comes to lighting 

a landscape beautifully. Steve Riggs, from Illuminations in Apopka, Florida, draws on his 18 years 

of experience in every prospecting call he makes. Here are a few ways he markets the benefits of 

working with a premier landscape lighting professional.

Selling Your Experience Can 
Help You Close More Sales

“Customers appreciate this 
level of detail. They can see 
the value of working with a 
professional.” PRODUCT # 15742 A Z T

Before, during and even after the sale Steve shows his customers that he knows his stuff. 



A Garden Life is a free 

consumer lifestyle magazine 

app available for the Apple 

iPad and Google Android that 

invites homeowner to explore 

garden life through inspiring 

and engaging articles.
Images show consumers the 
possibilities and interactive features 
allow the user to locate a landscape 
contractor in their area – helping to 
drive business.

Kichler is testing advertising in 
the publication, exposing nursery 
and greenhouse customers and 
Apple iTunes app buyers to a taste 
of what Pro Grade Landscape 
Lighting can do for their home 
and yard.

© Kichler Lighting 2012

Giving Back To The 
Communities We Serve

Big Benefits for You  
and Your Business
Steve Riggs has been a LightPro Rewards 

member since its inception and has often 

received reward trips. But beyond the 

physical rewards he receives from the 

program are the opportunities he creates. 

“It’s like Christmas year-round with some 

of the incentives. Those are great – but the 

incentive trip is out-of-this-world. I so look 

forward to taking the trip and all the people 

that go – the other contractors and the 

Kichler folks. It’s always an amazing trip.” 

How To Sign Up
To enroll, visit  
www.landscapelighting.com  
and click “Contractor Sign Up.”  
One membership is available per company.

Are You Earning All You Can? 
Step Inside the Kichler® LightPro™ Rewards Program

Kichler in Action A GARDEN LIFE  
Reaching Homeowners In New Ways 

Costa
Rica Playa Conchal

LightPro TM

CERTIFIED

CONTRACTOR
2013 tripguideHow to Earn Your FREE Trip Rules for 2013 Incentive Trips1. The Costa Rica trip is only   open to LightPro participants2. The value is based on   double occupancy (single   rooms will incur an extra    charge)

3. Participants must be 21    years of age or older
4. Should any disputes arise,   decisions will be made   by Kichler Lighting   management and   considered final

5. Trip participants must be   principals or employees of   your company

Option 1: Grow my business by $47,500 to earn 1 free trip 

(1 person)

Option 2:Grow my business by $62,500 to earn 1 free trip
(2 people based on double occupancy)Option 3:Use 253,000 accumulated prize points 

to earn 1 free trip (1 person)

Option 4:Use 333,000 accumulated prize points 
to earn 2 free trips  (2 people based on double occupancy)Please note you must be a registered LightPro member for 2012. 

You also have the option to pay for the trip* if you do not earn a 

free trip by meeting the qualifications. Trip is in lieu of LightPro 

prizes. Purchases must be made through an Authorized Kichler 

Distributor. Account must be current and in good standing.  

An option to pay for the trip is only available subject to availability. 

Points and growth earners have priority.* The cost per trip is $5,000 (double occupancy)  
 $3,500 (single occupancy). You must be registered by July 1, 2012.

Costa Rica

Westin Playa Conchal Resortguanacaste

JanuaRy 31 - FebRuaRy 5, 2013

Name

Address 

City   State Zip

Company

Phone Fax

Cell phone

Email

  Please send me periodic emails from Kichler containing information on Kichler products and 
benefits for contractors.

Birthdate

Shirt size

Signature

Title

Kichler Distributor

Address

City    State  Zip

Phone number

Date of enrollment

Signature

Title

We agree to the above contractor’s enrollment in the Kichler  LightPro™ Rewards program.

Fax or mail to:
Donna Janovich
7711 E. Pleasant Valley Road, P.O. BOX 318010, Cleveland, Ohio 44131-8010
Fax 216-573-1003
2009 version

  Kichler® LightPro™  Rewards Program

www.landscapelighting.com

Enrollment Form

The Kichler LightPro Rewards Program is subject to change or termination at anytime. Kichler is the sole interpreter of the 
rules and program specifics. If there is any dispute or misunderstanding, Kichler’s decision is final.
Distibutor accounts must be in good standing.

ST111636 REVA

There are huge advantages in 
using Kichler products. I have taken 
advantage of these for over 10 years. 
I have received thousands of dollars 
in gifts from the rewards program, 
exciting vacations and cherished 
business and personal relationships.

Steve R. 
Florida  |  Member since 2002

Josh S. 
Indiana  |  Member since 2005

Paul G. 
Texas  |  Member since 2004

“

”

To enroll in The Kichler LightPro Rewards Program visit www.landscapelighting.com 
and click on the link “Contractor Sign Up” or fill out this form as completely as possible 
and fax or mail to the number or address near the bottom of this page.

The Premium Choice in Landscape Lighting™
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How It Works

Once enrolled, 

landscape lighting 

contractors can 

earn points for every 

purchase they make 

of Kichler Landscape 

Lighting.  

Points can be 

redeemed for: 

• An expanding array of retail products such 

as flat panel televisions, outdoor gear, 

electronics and business tools

• Kichler Certified Training or marketing 

materials.

• Exciting trips to fabulous destinations such 

as Hawaii, Mexico, the Caribbean and the 

upcoming 2013 trip to Costa Rica 

Points Add Up Fast

Once you reach $5,000 in annual purchases 

from an Authorized Kichler Distributor, you’ll 

begin earning two points for every dollar of 

Kichler product purchased. 

As the saying goes ... the more you sell, the 

more you can earn. Reach $25,000 in annual 

purchases, and you’ll achieve Diamond Elite 

status. You’ll earn three points for every dollar 

in purchases, special promotion opportunities,  

special recognition, and if qualified earn up to 

two free trial products per quarter from Kichler. 

Here are just a few examples of how quickly you 

can earn points:

Getting rewarded for doing what you do every day – it’s the ultimate 

goal. And the Kichler LightPro Rewards Program is designed to reward 

landscape lighting contractors for just that: their hard work, dedication 

and commitment to Kichler Landscape Lighting products. 

Kichler Products Used: Rewards Points Earned:

15 to 30 Products 14,860

30 to 50+up 29,705

See your home & garden in a  

  Whole New Light

Landscape Lighting 
Inspiration

Why Kichler

Find a Pro



LED

We’re excited about the possibilities available for Landscape Lighting 

professionals, and the Design Pro Spotlight is our newest way to 

help you seize every opportunity. Our goal is simple: give you the tools, 

knowledge and product insight you need to win more jobs and satisfy 

more customers. With every issue, we’ll share feature stories that will 

help you understand new technology, work with our products, debunk 

product myths, and learn from the pros. 

One thing we will focus on in Spotlight is 

Kichler’s award-winning Design Pro LED: the 

premier landscape lighting product. We want to help 

you showcase it – and your services – in the best possible light. Look 

for more issues of Spotlight with inspiring ideas to help you LEaD the 

way with your customers. And let us know what you think: drop us a 

line with your feedback or story ideas at landscape@kichler.com 
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p r e m i e r
i s su e

Getting Leads -- And Getting More Business

LEDership Solutions
FROM KICHLER

Welcome to more

Michael Southard, National Sales Manager

Any business owner knows that getting customers is not always easy. Finding the 
right homeowner prospects and sharing your capabilities are as critical as the  
installation itself. Get your name out there with a few of these ideas:

Network in the RIGHT neighborhoods 
A nighttime drive through select neighborhoods can tell you a lot about the op-
portunities out there. Are there certain streets that have a few well-lit homes? The 
neighbors have probably noticed the value of landscape lighting and how it can 
enhance their property. Once you find those RIGHT neighborhoods, it’s time to 
get your name in front of them – mail, call or visit. Consider this idea from Welch 
Creative Lighting in Windermere, Florida.

We did a mailing to higher-end zip codes with a “wower” of an 

offer: 25% off all new holiday décor purchased before September 

15. It was a big hit! It placed us in front of high-end 

customers in all the right neighborhoods, and  

we did 65 jobs that year. It also resulted in  

a lot of referrals for landscape lighting,  

and one of these retailed for nearly $20,000.  

Find referrals from those you already know
Chances are your customers have friends in their neighbor-
hood and they talk. When you complete a job ask, “who’s 
stopped by to admire your lighting?” Ask for the referral. 
Visit with the neighbors as they admire the home. Give a 
referral incentive to your current customers. Promote what 
you do - place a sign in a yard, a flyer in the mailbox or a 
hangtag on the door. Think about “Who can help you net-
work with other builders or contractors in the area?”

Kichler Light Pro Rewards Members have access to promotional materials like postcards and door hangers. Not a member? Sign up at www.landscapelighting.com

Get social 
How are you spreading the word quickly and 
cost-effectively about the projects you complete? 
Facebook is a great resource for posting images 
of the jobs you do, and it helps your clients 
spread the word with their friends. It’s one of 
the most inexpensive ways to help acquire new 
customers. If you haven’t already, create a page 
for your business and start posting the news!

Keep it consistent
Your direct mail, your website, 
vehicles, and the shirts you and 
your employees wear should all 
carry the same look. When all of 
your messaging is consistent, the 
impact of each impression on 
your target prospect or customer 
is strengthened.

Oscar and Mindy Welch, welchcreativelighting.com

http://www.landscapelighting.com
http://welchcreativelighting.com


Architecturally, the front of the home 
featured a lot of white trim – meaning 

it wasn’t going to take much to properly 
light it. Only five fixtures were needed: 

four 15742 (8.5w/35d) and one 15731 
(4.5w/10d) to light the peak. The 35d 

beam spread highlights the architectural 
features while still leaving some dark 

areas to create interest.

The backyard featured a minimal-
ist approach. Although the owners 
wanted their deck lit, they weren’t 

quite sure how much they wanted the 
backyard lit. They ended up loving it 
and are already planning “phase 2” 
since they have plenty of room left on 
their transformer that the installer 

intentionally “upsized.”

Since the home featured vinyl 
siding, the installer used molded 

wall brackets to act as a mounting 
surface, keeping the heat of the 

transformer away from the siding. 
The installer also added the  

1-1/4” conduit where the wiring 
comes up into the transformer for  

a cleaner appearance.

You’ve got the appointment. Now maximize every minute with 

these ideas that will get you the deal.

Come prepared – the work begins before the appointment 

A little research can go a long way in helping your initial meet-

ing with a potential customer. If time allows, drive by their 

home, assessing the neighborhood and the prospect’s current 

landscaping including all the important features they might 

showcase. Jot down a few ideas regarding the property, and 

gather the tools you may need to showcase the right layout 

and products to close the sale. 

Use your tools  

Kichler’s consumer-oriented Contractor Proposal Tool (shown) 

is designed to help you during the sale, and gives you a place 

to house your proposal and business card. Inside, you’ll find 

quick-reference areas that help talk through the benefits of 

Kichler Design Pro LED and professional landscape lighting 

services. It also gives your homeowners pointers on the entire 

design process. This Proposal Tool will keep selling your ser-

vices long after you’re gone.

Make landscape lighting a SMART decision 

During the proposal process, anticipate possible concerns and 

be prepared to handle them. The housing market isn’t what it 

used to be, and today’s homeowners may feel that a major in-

vestment in their home – like landscape lighting – needs to pay 

off. Show them how it adds that all-important real estate curb 

appeal to their property, making them stand out – especially at 

night. When presenting the benefits of Kichler Design Pro LED, 

show them how the initial investment also means 75% energy 

savings over traditional lighting options and comes with easy 

maintenance. Point out a major, intangible benefit of landscape 

lighting: it creates a welcoming home that’s also safer.

THE PROPOSAL    We’re Helping You Make It Work

The Stergio Home in Cleveland, Ohio
Kichler offers hands-on training programs, like the project featured here. 
To learn more visit www.landscapelighting.com

A hand-drawn layout helps document the 
fixtures used and identifies wire runs. This 
helps when the contractor comes back out 
for phase two, and gives the homeowner a 
sense of where cables are buried.

© Kichler Lighting Corporation 2011

http://www.landscapelighting.com
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Get Your Message OUT There: 

The Draw of Mobile Marketing

A full vehicle wrap on the truck driven by Chris Johnson, President, Johnson Landscape Lighting, Inc. in Jacksonville, Florida.

CURBSIDE 
Co-Pilot

Design Pro LED Features & Benefits

Demonstrate the 
quality, functionality 
and performance of 
Design Pro LED

Think spending money on a vehicle wrap is a 

tough expenditure to make? You’re not alone. 

Chris Johnson, whose truck is featured in this 

article, felt the same way. “The first time I did a 

vehicle wrap was about five years ago, and it 

was a struggle because it was expensive – like 

$4,000. The day I got my truck out of the shop, 

two hours later a gentleman behind me on the 

road stopped me to talk about it. That turned 

into an $8,000 job.” 

It’s just one of hundreds of jobs Chris 

attributes to the larger-than-life marketing his 

truck provides. “I put a lot of miles on my truck 

covering a huge geographic territory. It’s a 

traveling billboard, and people notice. It’s been 

really successful for me.”

Chris is getting ready to redo his vehicle’s 

graphics, and he’s happy to report that the 

cost has come down considerably. He’s also 

learned a thing or two about what works – 

and what doesn’t. His tips: 

Keep it simple
Everything your customers see is an 

expression of how you do business: so the 

less clutter the better. “You have to keep it 

short and sweet,” advises Chris.

Keep it visual
Landscape Lighting is a visual product – so 

Chris makes sure his potential clients see the 

scope of what he can do. Each side of his 

truck features a different striking picture of his 

work and a clear description of the service he 

provides: Professional Outdoor Landscape 

Lighting.

Be prepared 
As Chris’ first encounter with a prospect 

shows, potential customers are everywhere. 

The Kichler® Curbside Copilot tool can help 

you not only on prospecting sales calls, but 

also for all those unexpected questions that 

come up on the road. It’s designed to be 

kept with you, in your truck or pocket, and it 

highlights how LED creates a better looking 

landscape with superior optics, lean and green 

functionality and electronics all wrapped up in 

a tight package.

This exclusive Kichler demo kit is designed to help you 
demonstrate the powerful impact professional grade  
landscape lighting provides. It features a full range of  
typical lighting products, each nestled in its own custom 
poly drawstring bag:

15843TZT, 15861BKT, 15731BBR, 15742AZT, 15753BKT, 15711SS, 

15745BBR, 15810BKT, 15765AZT, 15701AZTP, 15704BKTP, Battery 

Pack (76BK), (8) Marker Flags 15507ONG, 6 Demo Stakes 

See your authorized distributor and ask for ST117450 from Kichler.

  DESIGN PRO LED
   DEMO KIT

© Kichler Lighting 2012



Dramatic down lighting on the driveway  
created a beautiful end-effect.

The homeowners were thrilled as they tore 
out 5-150w halogen rect. floods (120v) and 

replaced them with Design Pro LED.

All down lights used were 4.5w/60d.  
All up lighting used was 4.5w/35d. 

The homeowners went from using  
750w down to 54w. 

Kichler in the West:  
On the LongHorn Road… Dallas & Plano, Texas

Kichler worked in conjunction with Rich Swor, lighting 
manager at Longhorn Irrigation, to execute a training 
class for distributors, including this real-world design 
and install.

© Kichler Lighting 2012

Giving Back To The 
Communities We Serve

Want to jump-start your Community Service initiatives? Go to www.planetdayofservice.org to learn 
how green industry professionals are uniting to give back to our communities. 

Are you a distributor who would like to set up an 
event with contractors to help them understand the 
revolution? Email Ron Carter at rcarter@kichler.com

A Win-Win
“Helping young people is a 

cause close to our hearts.”

Paul Gosselin, of NightScenes® 

Corporation in Kingsland, Texas, 

used to drive past his local library 

every day. “One night I said to my 

wife: we need to do the library.” 

So that’s just what his company 

did – free-of-charge.

NightScenes had made a com-

mitment to donate an installation 

annually to a worthy organization, 

and the Kingsland Library was a 

great candidate. “Helping young 

people is a cause close to our 

hearts,” explains Paul. In 2010, 

NightScenes installed compli-

mentary lighting at the offices 

for CASA – the Court Appointed 

Special Advocates for Children. 

Of course, in addition to helping 

the community, the projects also 

draw attention to Paul’s business 

and the services he provides – 

creating a win-win for everybody. 

Here are just a few ways  

NightScenes makes giving a  

part of everyday business:

Donations Tied To Product Purchases

Central Texas was recently hit with a series of wildfires, so the  

Gosselin’s decided to take action. During the month of September, 

they ran a special promotion where they pledged to give a per-

centage of their gross sales to the local volunteer fire department. 

“Our customers were excited about it, and we were able to make a 

$1,000 donation as a result.”

Silent Auctions

As a Light Pro member at  

Diamond Elite status, Paul has 

access to a few sample selections 

annually. He uses these showpiece 

items primarily as donations to  

Silent Auction events. This way, 

Paul utilizes the benefits of 

Kichler’s contractor loyalty  

program to drive awareness, help 

the community and offset his 

costs. It ultimately comes back to 

him and his distributor as more 

referrals and more sales.  

Do The Right Thing First – 

Promote It Second

NightScenes issues press re-

leases on their good deeds and 

posts pictures of the projects on 

their Facebook page. “We can see 

that these images get reposted, or 

shared, a lot. It indirectly puts us in 

front of the public and it sticks in 

people’s minds,” says Paul.



LED

Big or small – local or statewide – Home and Garden shows have become a 
common (and popular) event in cities across the country. Here are a few tips for 
using these types of trade shows to your advantage:

Inspire appropriately
Mark Heinzman, at Heinzman Lights at Night in Indiana, has been using trade 
shows to generate business for the past ten years – and estimates that 20 to 30% 
of his business comes from them. Each year, he participates in three local events 
that draw show-goers from neighboring towns (in one case) and the entire state 
(in another). One thing he’s learned is to create “attainable” displays. “You have to 
put the latest and greatest out there – but you can’t go too over the top with a 
$100,000 display that only 1% of the people out there can do. You have to realize 
who your target audience is and meet their expectations; help them visualize what 
they could do.” Heinzman’s 20 x 20 booth includes landscaping, hardscaping and 
water features.

Prequalify leads
Heinzman estimates that he generates an average of 20 leads per show – and he 
uses the shows to save himself time on unneeded site visits. “Not everyone you 
talk to will be in the market for landscape lighting. I try to prequalify people as they 
walk through my booth; spending a few minutes with them can indicate if they 
would benefit from a home visit.” Heinzman also makes it a point to let show-goers 
know when and how he’ll be back in touch. During busy seasons, that means a 
call within the month; off-season, he follows up within the week.

Give people something  
to remember
Home and Garden show attendees are typically bombarded with information – the secret is 
to give booth visitors the right information. Kichler’s trade show brochure (Reference ST#104488 

to order) offers a great flavor for what’s possible with landscape lighting – helping you drive 
awareness and pre-sell your capabilities. Plus, there’s plenty of space to market your 
company’s name and contact information.

IDEAS AND SOLUTIONS   V1 • TWO

Generate leads, grow your business and get your name out there

The Power of Trade Shows

The Pro Series Wire Connector, exclusively from 
Kichler, offers a reliable, quality connection that will 
compliment your installation of premium Kichler® 
landscape lighting. It’s the ideal alternate to silicone-
filled wire connectors, soldered wire connections and 
costly shrink-wrap connections.

• Easy 3-step installation includes a 
convenient strip guide molded into the 
connector for foolproof jacket removal

• Raintight, watertight and corrosion-
resistant – reducing callbacks

• Flexibility and reliability at a great value

• UL Listed for direct burial

• Strongest strain relief

• Only UL Listed test port for testing voltage

Make 12V connections safer, faster and more reliable!

PRODUCT SPOTLIGHT    Pro Series Wire Connector

See your home in a  

  Whole New Light

Mark Heinzman is a 
full service landscape 
lighting company, for more 
information go to www.
heinzmanlights.com



The job included more than 120 Kichler 
fixtures, including path, step and uplights 

around the parameter of the hardscape area.

The expansive area included heated pavement, a pond, outdoor 
kitchen and several retaining wall areas built into the hardscape. 
Kichler’s versatile hardscape lighting allowed for installation (1) 
without bracket (2) with bracket and (3) with step light bracket.

Instead of using traditional incandescent on the 
expansive job, the team used Design Pro LED 

at a fraction of the wattage (approximately 360 
watts vs. 1,500 watts - or 75% less energy).  

Every year, Kichler hosts landscape contractors from across 

the country for its Design Pro LED Educational Training Semi-

nars. The training sessions are designed to help contractors 

learn more about the benefits of Kichler® Design Pro LED: how 

to sell it and install it – as well as information on growing their 

business. 

“It’s a confidence builder”

Dave Lewis, a 25-year veteran of the “green” industry and 

owner of A-1 Sprinkler Service in Allison Park, PA, has attended 

the training the past two years – and has already profited from 

it. “I felt so much more comfortable after the hands-on install. 

I actually sold two jobs that first week back; it was a great 

confidence builder.” The sessions include two days of hands-

on work creating two different LED designs and then installing 

those complete lighting systems in the field.

“I walked away with a lot”

Attendees discuss the basics of lighting 

installation, learn the differences between in-

candescent and LED systems and how watt-

age and beam spread are selected. Funda-

mentals of electrical and voltage differences 

are also covered. Even a seasoned veteran 

like Lewis was impressed with how much he 

learned: “I’ve worked as a sales person in this 

industry and supply manager for an irrigation 

company. I’ve done a lot of seminars, and I’ve 

actually trained people. Even with all of that 

experience, I picked up a lot of knowledge 

that I use every day. I walked away with a lot.”

Design Pro LED Showcase Hardscape Project, Londonderry, 
New Hampshire. Hardscape by Techo Bloc.

© Kichler Lighting 2011

Nothing Beats Hands-On Experience

To learn more about Kichler’s Design Pro LED training for 2012 visit  www.landscapelighting.com and click “Kichler Certified Training.”



The Premium Choice in Landscape Lighting™

STARTER COURSE (ALA Certified Training) 
Introduction to Landscape Lighting

A one-day landscape lighting seminar designed for 
new or beginner landscape lighting professionals. 
Also great for landscape lighting sales or related 
industry personnel.

The Kichler starter course provides detailed instruction on:
• An incandescent lamp primer
• How to calculate voltage drop
• A brief history of LED and why LED is gaining popularity
• How Kichler LED virtually eliminates voltage drop
• How Kichler LED wattages compare to incandescent wattages
• How to layout and design a lighting job
• Installation, basic troubleshooting and maintenance tips
• Marketing your business
• …and more!

Your $79.00 investment includes:
• Certified instructor

• Training materials

• Certificate of completion and 6 ALA certification credit hours

• Breakfast & lunch

• Airport transfers and transportation to and from hotel 
• Kichler Lighting T-shirt

Location:
Kichler World Headquarters - Cleveland, OH

2012 Training Dates:
October 9, 2012 
December 4, 2012

INTERMEDIATE COURSE (ALA Certified Training)  
Hands-On LED Landscape Lighting Installation

A two-day hands-on landscape lighting seminar for those  
wanting more than the starter classroom-only course. 

The Kichler intermediate course provides detailed instruction 
and hands-on training about:
• The design and hands-on installation of an actual LED lighting system
• Interaction, logic and reasons for layout and fixture placement
• An interactive exchange on wire runs and fixture selection
• An incandescent lamp primer
• A brief history of LED and why LED is gaining popularity
• How Kichler LED virtually eliminates voltage drop
• How Kichler LED wattages compare to incandescent wattages
• How to layout and design a lighting job
• How LED makes using a hub system obsolete
• Installation, basic troubleshooting and maintenance tips
•  Night time photography: Learn how to photograph your lighting jobs at night 

and show your client how good your work is! 
(Digital camera capable of manual settings is required but not mandatory for class participation.)

• Marketing your business
• …and more!

Your $359.00 investment includes:
• Certified instructor

• Digital files of the night time photo shoot which you can use to promote your business

• Training materials

• Kichler Lighting polo shirt

• Certificate of completion and 16 ALA certification credit hours

• All meals (2 dinners, 1 continental breakfast, 1 lunch, and refreshments)

• Airport transfers and transportation to and from hotel

Location:
Kichler World Headquarters - Cleveland, OH 

2012 Training Dates:
June 11-12, 2012            July 23-24, 2012            August 20-21, 2012
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Travel Recommendation:
•  If traveling by air, use Cleveland Hopkins Airport (CLE) and McCarran International Airport, 

Las Vegas (LAS).
•  For Intermediate hands-on course, plan to arrive in Cleveland no later than 3pm Monday 

afternoon. Classes begin at 5pm Monday evening. (Hotel shuttle will bring attendees to 
training site)

•  For all other classes, arrange travel to arrive the night before the class. If driving, classes 
start at 8:00AM.

•  Register at www.landscapelighting.com. We will book your room and arrange your 
transportation from airport to hotel. Student is responsible for hotel cost (approximately 
$70-80 a night in Cleveland and may be slightly higher in Las Vegas). 

To Register:
Sign up today at www.landscapelighting.com and click on Kichler Certified Training under 
events in the menu bar, or call Donna Milojevic at: 216.573.1000 ext. 6421. 

Whether you are a beginner in the industry or a professional already in the business, Kichler 
Certified Training can elevate your skills and help you become among the best in the industry. 
Your certificate and the experience received from attending these training events will add to 
your credentials and give you the confidence and expertise needed to be the contractor of 
choice in your area.

Attendees may also be eligible for Certified Lighting Consultant designation by the American 
Lighting Association.

ADVANCED COURSE (ALA Certified Training)  
Advanced LED Lighting Design

A one-day LED landscape lighting seminar designed for 
professionals wishing to improve the aesthetic designs of 
their landscape lighting installations. 

Prerequisite: Kichler starter or intermediate course or 
commensurate experience

The Kichler Advanced course provides detailed instructions, 
demonstrations and interaction on:
• How, when and why to use LED in your lighting design
• LED/Incandescent comparison
• Understanding beam spreads and photometrics
• How to determine what wattage and beam spread to use
•  Interactive participation on “typical” architectural and planting features
• The reasons behind wattage and beam choice
• Illustrations of good and bad uses of light
• What NOT to do with light 
• Refresher on how Kichler LED virtually eliminates voltage drop
• Refresher on how Kichler LED wattages compare to incandescent wattages
• Why LED ultimately ends up costing the contractor less money
•  Comparing an LED Installation to a halogen installation 

(The labor and the financial realities)
• Important information on LED MR16 retrofits in halogen fixtures

Your $199.00 investment includes:
• Certified instructor
• Training materials
• Certificate of completion and 6 ALA certification credit hours
• Breakfast and lunch
•  Airport transfers and transportation to and from hotel in Cleveland. 

In Las Vegas, student is responsible for return transportation to airport.
 (if combined with concurrent Low-Voltage Landscape Lighting 
Troubleshooting class, total cost is $300)

• Kichler Lighting T-shirt

Locations:
Kichler World Headquarters - Cleveland, OH 
Kichler Western Distribution Center - Las Vegas, NV

2012 Training Dates:
February 28, 2012 (NV) April 17, 2012 (OH) September 18, 2012 (OH) 
March 13, 2012 (NV) May 15, 2012 (OH) November 13, 2012 (OH)

ADVANCED COURSE (ALA Certified Training) 
Low Voltage Landscape Lighting Troubleshooting 

A one-day LED landscape lighting seminar designed for 
installation professionals wishing to gain the knowledge and 
confidence to troubleshoot and repair faulty systems. 

Prerequisite: Kichler starter or intermediate course or 
commensurate experience

The Kichler Advanced course provides detailed instructions, 
demonstrations and interaction on:
• How to test a transformer
• What’s inside a transformer? Toroidal core and coil vs. EI
• Transformers: types, features and accessories
• The circuit breaker and how it protects the system
• Amps – matching fixture wire, run wire and power system for total protection
• Refresher on how to use a digital voltmeter and ammeter
• Troubleshooting faulty systems
•  Class Exercise – a series of different systems will be set up with intentional flaws. 

On an individual basis, students will be trained to identify the problem and offer 
corrective solutions. 

Bonus Training: Maintenance Contracts
• Sell the maintenance contract with the job, not after 
• What to include in a preventative maintenance program
• Pricing and contract length suggestions
 
Your $149.00 investment includes:
• Certified instructor
• Training materials
• Certificate of completion and 6 ALA certification credit hours
• Breakfast and lunch
•  Airport transfers and transportation to and from hotel in Cleveland. In Las Vegas, 

student is responsible for return transportation to airport. (if combined with 
concurrent Advanced LED Lighting Design class, total cost is $300)

• Kichler Lighting T-shirt

Locations:
Kichler World Headquarters - Cleveland, OH 
Kichler Western Distribution Center - Las Vegas, NV 

2012 Training Dates:
February 29, 2012 (NV) September 19, 2012 (OH) 
April 18, 2012 (OH) November 14, 2012 (OH)

Space is Limited so Reserve Your Spot TODAY! Benefits to Kichler Certified Training
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September 2012

Saturday, September 15, 2012

CLVT Exam
8 a.m. to 3 p.m., Richmond, CA
Click here for the registration form.

October 2012

Thursday, October 18, 2012

CLVT Exam
Review: 7:30 a.m. to 8 a.m.
Test: 8 a.m. to 5 p.m.
Cleveland, OH
Click here for the registration form. 
Click here to register online for this exam.

2013

February 13, 2013

CLVLT Exam prior to 2013 AOLP Annual Conference & Expo
Grand Hyatt in Buckhead
Altanta, GA 
Click here for the registration form. 
Click here to register online for this exam.

February 14-16, 2013

2013 AOLP Annual Conference & Expo
Grand Hyatt Altanta, GA in Buckhead
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Test Format:
Every question on the test is covered in the CLVLT 
Study Guide. Appropriate field experience is also 
helpful.
Written Test – 1 hour (multiple choice and true/false)

7 Hands-on Modules – each 30 minutes 
(multiple choice, fill in the blank, lamp photometrics, 
calculations, identifying key components of a lighting 
system, identifying lighting system problems and how 
to fix, wire diagrams, sizing transformers, etc.)

Hotel Information (if needed):
Holiday Inn Independence/Rockside 
(short distance south of Cleveland)
6001 Rockside Road
Independence, Ohio 44131
Tel:  216-524-8050
http://hiindependence.com 
Please mention “AOLP” when you make your 
reservation and you will receive a discounted 
corporate rate of $65/night (plus 16.25% bed tax). 

Date:
Review:
Test:
Location:

Thursday, October 18, 2012
7:30 a.m. – 8:00 a.m.
8:00 a.m. – 5:00 p.m.
Kichler Lighting Headquarters
7711 East Pleasant Valley Road
Cleveland, Ohio 44131-8010

AOLP will be hosting a regional CLVLT test in Ohio in October. 
Regional tests create more opportunities for AOLP members to 
become certified and push their lighting skills to the next level. 
You must be a current member to take the exam. For information 
on membership in AOLP and to learn more about the CLVLT 
certification program, visit aolponline.org.

Association of Outdoor Lighting Professionals   4305 North Sixth Street, Suite A, Harrisburg, PA 17110    717-238-2504    certification@aolponline.org



 

 
 

(Do not use this form to register for partial retesting. Contact the AOLP office for retest registration.)  
 

Please complete this application and mail it with your payment of $450* to: AOLP Headquarters 4305 North 
Sixth Street, Suite A, Harrisburg, PA 17110 or fax to (717) 238-9985. Only checks in U.S. Funds drawn on a 
U.S. Bank payable to AOLP will be accepted. Your complete registration must be received no later than 
September 1, 2012.  Please direct any questions to the AOLP office.  The exam will be held at Kichler Lighting, 
7711 E. Pleasant Valley Road, Cleveland, OH  44131. 
 

Cancellation Policy:  Cancellation requests must be in writing. Requests received by September 1, 2012 will 
receive a 75% refund.  No refunds on requests received after September 1, 2012. 

 

YOU MUST BE A MEMBER OF AOLP TO REGISTER FOR THE EXAM. 
 

(please print) 
 

NAME__________________________________________________________________________________ 

COMPANY______________________________________________________________________________ 

ADDRESS _______________________________________________________________________________ 

CITY______________________________________________  STATE_________  ZIP__________________ 

PHONE__________________________________ MOBILE _______________________________________ 

FAX_____________________________________ E-MAIL________________________________________ 

* Registration fee includes the one-hour conference call study session held about a month before the exam, 
study guide and full exam (written portion and seven hands-on labs). If you fail three or more sections of the 
exam, you must retake the exam at the full cost. If you fail one or two sections, you may retake those sections at 
a cost of $50 per section.  
 

** Study guides will only be mailed once your registration is processed. ** 
 
PAYMENT INFORMATION: 
 
Total Amount Due: $     

 
 Check Enclosed (payable to AOLP)    Visa   MasterCard   Discover 
 
Credit Card Number: ______________________________________________   
 
Exp. Date: ___/___   3-Digit Security Code: _________ 
 
Name on Card: ___________________________________ Signature:_________________________________ 
 

 
Questions? Call AOLP at (717)-238-2504 or e-mail Kelly Clark at certification@aolponline.org. 

CLVLT EXAM  
REGISTRATION FORM 
Thursday, October 18, 2012 

Cleveland, OH 
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