
Design/Build 
May Dominate 

in Future 
Three survey findings 
indicate a shift toward 

firms with both design and 
construction capability. 

by Bruce F. Shank, executive editor 

In the future more than half the 
landscape construct ion work in 
the U.S. may be done by design/ 
build companies , according to the 
latest Weeds Trees 8r Tur/industry 
survey. 

T h i s p r e d i c t i o n is b a s e d on 
three findings. First, more than 60 
percent of l andscape a r c h i t e c t s 
polled are in favor of the design/ 
build concept . Second, commer-
c i a l / i n d u s t r i a l work is c o n s i d -
ered the most recession-proof and 
preferred part of construct ion by 
both archi tec ts and contractors . 
Small contractors, who have done 
designs for residential work, are 
improving their design capabil i-
t ies to r e a c h t h e c o m m e r c i a l / 
industr ial market . Third , archi -
tects desire greater control over 
both c o n s t r u c t i o n and m a i n t e -
nance of their designs. 

S u r p r i s i n g l y , the c o n t r a c t o r s 
s u r v e y e d a r e d e c r e a s i n g t h e 
a m o u n t of m a i n t e n a n c e w o r k 
they do for more construct ion and 
design work. Increased competi -
tion in main tenance may be part 

of the reason . T h e c o n t r a c t o r s 
recognize the exce l lent potential 
of main tenance services but they 
have actual ly moved away from 
m a i n t e n a n c e , a c c o r d i n g to t h e 
dollar vo lume of work they do in 
design, construct ion, and mainte-
nance . 

Archi tects are already heavi ly 
i n v o l v e d in t h e c o m m e r c i a l / 
i n d u s t r i a l s e c t o r . T h e y p r e f e r 
work ing as a c o n s u l t a n t to the 
property owner over working for 
the general contractor or a sub-
c o n t r a c t o r (that w o u l d i n c l u d e 
landscape contractors) . More than 
two-thirds offer fol low-up inspec-
tion and maintenance guidel ines 
for an addi t iona l fee . W o r k i n g 
with the contractor before, dur-
ing, and after installation is their 
only way to assure their design is 
carried out as intended. 

It was evident from the survey 
results that nearly a third of the 
archi tects want to stay away from 
the construct ion end of the busi-
n e s s a n d c o n c e n t r a t e on c o n -
sulting governmental agencies in 

land use and other large institu-
tions. T h e y don't want the hassle 
of schedul ing work crews, financ-
ing mater ia ls , and dealing with 
Mother Nature first hand. These 
are m u c h the same reasons why 
b u i l d i n g a r c h i t e c t s res i s t c o n -
struction management . 

T h e need for cont rac tor and 
a r c h i t e c t to w o r k t o g e t h e r is 
agreed. Y e t it s e e m s that con-
t r a c t o r s and a r c h i t e c t s are far 
a p a r t in c e r t a i n b e l i e f s , par -
t icularly education. Whi le land-
scape archi tec ts are strongly in 
favor of l icensing, which requires 
a degree, more than two-thirds of 
the l a n d s c a p e c o n t r a c t o r s sur-
veyed do not look for a college 
degree when hiring their foremen 
or middle managers. 

T h e a t t i tude of l e a r n i n g the 
bus iness from the ground up is 
firmly entrenched in the minds of 
contractors . T h e y are wil l ing to 
pay young managers $12,000 to 
$18,000 if they have solid on-the-
job exper ience . 

C o n t r a c t o r s r e c o g n i z e t h e 



Types of Work by Percentage of Gross 
Receipts, Architects 

advantages of co l lege- t ra ined peo-
ple. " T h e y tend to be good at deci -
s i o n - m a k i n g a n d h a v e g o o d 
i n s i g h t to p r o b l e m s w h e n t h e y 
a r i s e , " o n e c o n t r a c t o r said. " O n 
t h e o t h e r h a n d , t h e y a r e n o t 
a l w a y s wi l l ing to w o r k every task 
or area , and at t i m e s s e e m m o r e 
i n t e r e s t e d in sa lary or a d v a n c e -
m e n t t h a n l e a r n i n g t h e w o r k . " 
Leadersh ip , in i t ia t ion, and under-
s t a n d i n g i n s t r u c t i o n s are t h r e e 
o t h e r b e n e f i t s o f c o l l e g e grads 
l is ted by contrac tors . 

No a m o u n t of e d u c a t i o n wi l l 
m a k e up for a lack of e x p e r i e n c e 
in t h e m i n d s of contrac tors . " W e 
find it t akes o n e year to 18 m o n t h s 
to get a n e w hire up to s p e e d , " 
a n o t h e r c o n t r a c t o r said. " T h e best 
ind ica tor of a good col lege grad is 
his w i l l i n g n e s s to do " a l l " types of 
work , to get dirty, and to be adept 
wi th e q u i p m e n t . " 

C o n t r a c t o r s say the potent ia l 
for design w o r k is sat is factory but 
that the potent ia l for cons t ruc t ion 
is g r e a t e r . T h e a r c h i t e c t s s u r -

Turn your pickup 
into a 15 mph sweeper 

In just 5 minutes a TENNANT® 717 Air Sweeper installs 
in your % ton pick. Detaches easily too, freeing truck for other 
uses. Cleans a 76" path at speeds 
to 15 mph. Sweeps right up to 
curbs with rear-mounted pickup 
head; backs into tight spots, 
corners, dead ends. Sweeps 
moving backward or forward; 
loads into 2 cu. yd. hopper. Quiet, 
dependable 36 hp liquid-cooled 
engine. Sweeper backed by 2-year 
or 1500 hour factory warranty. 
Lease/time purchase/ 
rental plans. 

Unit stands alone on legs 
(included), to free truck for 
other uses. 
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Country Club 
29-35 25% Org. + Balan 

Greenskeeper 
10% DryFlow Balan 

Country Club 
19-4-9 25% Org. + Ronstar® 

Lebanon 
Dacthal® 5% Granular 

Lebanon is also a chemical 
distributor of other major pro-
prietary products made for 
the turf industry. 
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Potential for Business, Contractors 

POTENTIAL 

Great Satisfactory Poor 

DESIGN 21.2% 54.5% 15% 

CONSTRUCTION 54.5% 42.4% 3% 

MAINTENANCE 51.5% 30.3% 6% 

veyed predict design work to grow 
by 15 percent in 1984, 9.5 percent 
in 1985, 9.8 percent in 1986, and 
12.3 percent in 1987. These are 
averages. Some architects expect 
business to grow more than 30 
percent per year for the next four 
years. Others forecast reductions 
of 10 to 30 percent. 

Layoffs were widespread the 
past three years with 49 percent of 
the contractors. Nearly a fourth of 
the contractors shifted construc-
tion crewmembers to other types 
of work to keep them on the 
payroll during the recession. 

A fourth of the contractors said 
their work never slowed. Half said 
business is picking up and the 
future is bright. More than 20 per-
cent, however, indicated local 
economic conditions were hold-
ing them back indefinitely. 

Forty-four percent of the con-
tractors said they are now buying 
equipment which they put off 
buying the past three years. That-
means everyone except the con-

Move 
It! 

Package 

Vermccr Handle-Bar 
Stump Cutters 
Finest, self-propelled handle-
bar unit in the field. Out-
standing leverage and con-
trol! Cuts out stumps . . . up 
to 30" wide, down to 8" 
deep, without repositioning. 
• Compact. Squeezes thru 

ordinary yard gate. 
• Rugged 18 hp engine. 
• Easy to operate to 

maneuver. . to transport. 
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Vcrmecr 
Stump Cutters 
Fastest, most cost-efficient, 
most effective way to 
remove dangerous, ugly 
tree stumps! Hydraulically 
cuts 'em out in minutes. 
• Simple one-man operation. 
• Easy to maintain. 
• Four different sizes . . . 

from economical, 
self-propelled handle bar-
style models to powerful 
commercial units. 
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Vcrmecr1600 
Brush Chipper 
Toughest, most powerful 
brush chipper on the 
street today. Built for high 
production volume with 
solid, heavy-duty construc-
tion throughout. 
• Instant Feed stop Cuts off 

access to rotor in .5 of a 
second. 

• Convenient sales and service 
centers all over North America. 
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Vcrmecr 
Tree Spades 
Powerful, hydraulically-
controlled, tree-moving 
machines that transplant 
and package trees/shrubs 
. . . in minutes! 
• 2-8" diameter trees 
• One man operation 
• Short tower design for 

greater access 
• Fully curved steel spade 
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Vcrmecr 
TS-32 Tree Spade 
Designed specifically for 
tree packaging operations. 
Simple three-spade system 
forms neat, clean "tree 
package" for easy hand-
ling/burlaping/balling. 
• Adapts to both loader and 

tractor (with Cat. II, 3-pt. 
hitch) 

• Short tower design with 
powerful chain reduction 
drive system. 
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t r a c t o r s h e l d b a c k by l o c a l 
oonditions are buying as normal. 

Arch i tec t s say they do reg-
ularly recommend contractors for 
their work. The most important 
things they look for in a contractor 
are the quality of workmanship, 
following directions, understand-
ing and accepting the purpose of 
the landscape plan, finishing all 
the work on schedule, and honest 
bidding. The architects want con-
tractors to discuss substitutions 
and quality of plant material with 
them without fighting the plan. 

Contractors deny that substitu-
tions are a major problem but 
doubt if archi tects check with 
local nurseries before specifying 
plants. They also feel nurseries 
should share the risk of a guaran-
tee with them more than they do. 
More than half the contractors 
said they would consider lower-
ing the installed price of material 
if they received a one-year main-
t e n a n c e c o n t r a c t f o l l o w i n g 
installation. WT&T 

Type of Work by Percentage of Gross 
Receipts, Contractors 

1981 1982 1983 

DESIGN 1 3 . 7 % 1 5 . 6 % 1 9 . 4 % 

CONSTRUCTION 4 4 . 8 % 4 7 % 5 0 . 6 % 

MAINTENANCE 5 2 . 7 % 4 9 . 1 % 5 0 . 6 % 

Visit your nearby 
Vermeer dealer 
and sign up today! 

Vcrmccr 
DP-24 Pump 
20,0003pm!* Hu3c capacity, 
tractor-powered drainage 
pump with 24" discharge 
designed for flood control 
near dikes/levees. 
• Hishly mobile. Trailer-

mounted. 
• Attaches to PTO of tractor. 
• 24" diameter tubing avail-

able in 100 ft. lengths. 
'rated at 100 hp 
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Vcrmccr 
LM-35 Plow 
Buries cable at speeds up 
to 235 fpm without tearing 
up finished surfaces. Or, 
turn it around and trench 
up to 5" wide, down to 3 ft. 
deep. 
• 35 hp Deutz diesel 

engine. 
• Hydraulic steering and 

propel. 
• Just 35H" wide. 
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Vcrmccr 
V-440 Trcnchcr 
Rugged, rigid-frame, 4-
wheel drive trencher. Out-
standing digging torque. 
Most powerful trencher 
boom in its class. Compact. 
Streamlined. Built to handle 
a heavy diet of work. 
• Digging capacities: 6-12 

inches wide, down to 60 
inches deep. 

• Vibratory plow, backhoe, 
dozer blade, reel carrier 
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That's right! Win $5,000 cash in the Vermeer "New 
Generation" sweepstakes contest going on right now!* 

How do you sign up? 
Just stop in and register at your nearest Vermeer 

dealership before July 15,1984. Absolutely no obliga-
tion. Winners will be announced on July 30, 1984. 
Discover the "New Generation" of Vermeer equipment 
and be a winner. Sign up today. 

•Void where prohibited by law. 

Call toll-free 1-(800)-247-2347' 

8802 New Sharon Road • Pella, Iowa 50219 

A New Generation 
•In Iowa, call collect (515) 628-3333 



Courting Success 
"Growing people," a commitment to quality and delivering 

what the client wants are specialties of the Brickman group -- one of the largest 
design/build, maintenance companies in the nation. 

by Maureen Hrehocik, managing editor 

Dick B r i c k m a n m a k e s s u c c e s s 
seem so easy. 

Like an athlete in training, his 
companies , Br ickman Industries 
and the Theodore Brickman Co., 
continually reach for the best — in 
recruiting, training, management 
and motivat ion of their people 
and e x c e l l e n c e in all phases of 
their work. 

" S o m e t e a m s p lay o f f e n s e , 
some defense. We do both , " says 
Brickman, 52, president and chief 
execut ive officer of the Brickman 
group. 

Simply, Br ickman's statement 
sums up the corporate philosophy 
of one of the major success stories 
in the design/build, maintenance 

b u s i n e s s . B r i c k m a n Industr ies , 
the maintenance portion of the 
business, and the Theodore Brick-
man Co., the design/build por-
tion, forming the Brickman group, 
is the largest company of its kind 
in the country. 

D o l l a r v o l u m e for 1 9 8 3 is 
expected to be around $14 million. 
Next year, the company hopes to 
do $16 m i l l i o n . B r i c k m a n also 
owns the 40-acre Maple Leaf Nur-
sery in Long Grove, IL. It supplies 
to Br ickman jobs only. T h e Brick-
man corporate cl ient list includes 
AT&T, Allied Corporation, Arco 
C h e m i c a l s , B e l l Labs , E x x o n , 
M c D o n a l d s C o r p . a n d R u s t -
oleum. Condominium and apart-

John Mickle, left, marketing and sales manager for the East territory, Don 
Synnestvedt, operations manager of Brickman Industries, and Dick Brickman, 
president and chief executive officer of the Brickman group. 

ment projects, shopping centers, 
b a n k s , i n s u r a n c e c o m p a n i e s , 
industrial parks, universities, rec-
reation centers, office buildings, 
private businesses and residences 
have all been a part of the com-
pany's extensive job list. 

Br ickman does no advertising. 
It's finished projects are its great-
est public relations tool. 

And whi le Dick Br ickman is 
proud of the projects his company 
has worked on, it is in the com-
pany's people where the greatest 
investment has been made. 

" W e can only grow as quickly 
as we can grow p e o p l e , " says 
Br ickman, sitting in his newest 
branch office in Langhorne, PA, 
right outside of Philadelphia. 

" W e look to long-term tenure of 
our employees and because of this 
we have very low turnover. We 
want to grow for financial reasons, 



A condominum development in Lancaster, PA, before and after the Brickman group designed and 
executed the landscaping. 

but e q u a l l y i m p o r t a n t to us is 
growing to sa t i s fy t h e c r e a t i v e 
needs of our e m p l o y e e s . " 

Teamwork 
Intensive training programs, con-
t i n u i n g e d u c a t i o n o n t h e 
e n r i c h m e n t and graduate levels, 
and regular d i scuss ion sess ions 
with employees and supervisors 
are some of Br i ckman 's ways of 
investing in his people. 

" A s ch ie f e x e c u t i v e officer, it 's 
my job to be the main company 
cheer leader and set the motiva-
tional tone. Everyone has his own 
style . I 'm not a s p e e c h - g i v e r . I 
be l ieve in more personal contact . I 
have a dedicated, s incere interest 

in our people . " 
T h e corporate s tructure of the 

c o m p a n y is s t r e a m l i n e . D i c k 
Br ickman, as president, oversees 
the entire company and is respon-
sible for planning, major c l ients 
and pol icy-making. His brother , 
Bob, in Long Grove, is e x e c u t i v e 
vice president. Don Synnestvedt , 
in Langhorne, is operations man-
ager of Br ickman Industries and 
oversees all four of the company's 
m a i n t e n a n c e d i v i s i o n s . B r u c e 
Hunt in Illinois is operations man-
ager of design/build with a Lan-
ghorne and Long Grove division 
e m p l o y i n g 20 l a n d s c a p e a r c h i -
t e c t s . O n t h e s a m e l e v e l is a 
finance head and market ing sales 

manager, each with an east and 
west division. Depending on the 
s e a s o n , B r i c k m a n e m p l o y s 
between 200 and 500 people. Each 
Br ickman office, in Long Grove, 
Langhorne, Morr is town, NJ and 
Laure l , MD, has d e v e l o p e d its 
own, specific training program. 

In the m a i n t e n a n c e divis ion, 
employees are given a 28-compo-
nent test, ranging from job plan-
n i n g to e m p l o y e e r e l a t i o n s 
representing 400 hours of train-
ing. T h e division also has a 40-
hour winter program. 

B e h a v i o r a l analys is tests are 
g i v e n b e f o r e p r o m o t i o n s a n d 
e v e r y o n e is e v a l u a t e d s e m i -
annual ly . 



A sculpturing of the landscape, a Brickman group 
philosophy, is evident at the Oakbrook Club, a 

multi-residential development in Oak Brook, IL. 

" W h i l e there is no pass/fail , 
this type of test gives phenomenal 
insight into a person , " explained 
B r i c k m a n . " S o m e t i m e s w e ' v e 
seen the results years la ter . " 

For the most part, the company 
has formulated its own training 
programs, but has also adapted 
from corporate training programs 
s u c h as P e r r o n - A m b r o s e a n d 
Kraft. 

Everything from M B A degrees 
to personal e n r i c h m e n t courses 
are encouraged — and financed — 
by B r i c k m a n after an employee 
has been with the company a year. 

" W e ' v e n e v e r d e c l i n e d a 
request from an employee for any 
kind of c o u r s e , " said Br ickman. 

W h e n h i r ing , t h e B r i c k m a n 
group is looking more and more 

toward trained managers, people 
f r o m g r a d u a t e a n d s p e c i a l t y 
schools and strong on the business 
side. 

"Tradi t ional ly , the type of per-
son attracted to this field are those 
w h o l i k e to m a k e t h i n g s look 
heal thy and who are more 'artsy. ' 
T h e r e aren't too many with a busi-
ness background. " 

Br i ckman said 80 percent of the 
c o m p a n y ' s r e c r u i t i n g is d o n e 
through schools . 

T h e company also plans to for-
m a l l y s t a r t " q u a l i t y c i r c l e " 
groups. In these sessions a trained 
leader or super in tendent m e e t s 
with employees once a week to 
hash out company issues as they 
apply to customers . 

" T h i s really gives us a c h a n c e 

to get our field people involved in 
t h e d e c i s i o n - m a k i n g p r o c e s s , " 
expla ined Br ickman. 

At a more basic level, Br ickman 
b e l i e v e s in c r o s s - t r a i n i n g h i s 
employees to provide the type of 
service c l ients need. T h e design-
ers a r e t a u g h t w h a t goes in to 
m a i n t a i n i n g a p r o j e c t and t h e 
m a i n t e n a n c e group is taught to 
u n d e r s t a n d t h e i n t e n t o f t h e 
design. 

Back door 
" O u r designers are in the field," 
he says. " In the c l ient 's mind we 
provide a total service, that 's why 
we cross t ra in . " 

B r i c k m a n sa id d e s i g n / b u i l d 
used to be considered unprofes-
sional. Now, it is the fastest grow-



ing segment of the industry. Profit 
in this area is no longer a dirty 
word. 

" W i t h m a n y f i r m s t o d a y , 
design/build is looked upon as a 
fad , " said Br ickman. " S o m e con-
tractors have looked to it to avoid 
the bidding p r o c e s s . " At Br ick-
man, design/build is hardly a fad. 

" W e look on design/build as a 
sculpturing process , " said Brick-
man. " T h e execut ion is as m u c h a 
design project as it is at the con-
ceptual stage. W e want to control 
a project until it looks r ight . " 

T h e d e s i g n p h i l o s o p h y at 
B r i c k m a n keeps in mind the costs 
of construct ion and maintenance . 
T h e way a design is put together 
effects the maintenance . 

Br i ckman got into the mainte-
nance end of the business through 
the proverbial back door. 

It was whi le the company was 
working on the McDonald 's ham-
burger corporate headquarters in 
Oakbrook, IL, that the question of 
m a i n t e n a n c e surfaced. 

" I r e m e m b e r Fred T u r n e r (of 
McDonald 's ) asking me once we 
c o m p l e t e d our w o r k , w h o was 
going to take care of i t , " recal led 
Br ickman. " Y o u can guess what 
our answer was. That ' s w h e n we 
really got started in the mainte-
nance b u s i n e s s . " 

So, in 1977, the company turned 
its attention to aggressively pur-
suing just main tenance contracts . 

Maintenance , now the founda-
tion of the company's revenues , 
accounts for 60 percent of busi-
ness (around $8 or $9 mil l ion) and 
B r i c k m a n w o u l d l i k e to see it 
b e c o m e 2 / 3 of t h e c o m p a n y ' s 
business in the future. 

Don Synnestvedt , main tenance 
operations manager, oversees all 
four of t h e c o m p a n y ' s m a i n t e -
n a n c e operat ions. Synnes tvedt ' s 
background has been in the land-
s c a p i n g and n u r s e r y b u s i n e s s , 
working with his uncle , Ralph, at 
Synnestvedt Nurseries in the Chi-
cago area. He has been with Brick-
man 13 years and is now based in 
Langhorne, where , with his other 
duties, is temporari ly in charge of 
the m a i n t e n a n c e division there. 

Bes ides the obvious f inancia l 

benefits of the division, Br i ckman 
says one of the most important 
th ings a b o u t m a i n t e n a n c e is it 
serves as the " secur i ty b l a n k e t " 
for the c o m p a n y ' s des ign/bui ld 
division. 

" B e c a u s e we mainta in a pro-
ject, we can preserve the design 
integrity our archi tects have built 
into each site. 

" O u r getting into maintenance 
was a stroke of genius , " Br i ckman 
cont inued, " b e c a u s e it provides 

Brickman believes in 
cross-training his 
employees to provide 
the type of service 
clients' expect. 

us with an insurance for a project . 
If proper ly des igned and m a i n -
tained, a project can be an asset 
that really grows. " 

B e c a u s e of the qua l i ty of its 
work, the company has won many 
awards, and, according to Brick-
man, these are the company's best 
call ing cards. 

" T h e area w e ' v e rea l ly b e e n 
deficient in is market ing and stra-
tegic p lanning . " Br i ckman said in 
the Chicago area especial ly, there 
are a n u m b e r of f i rms copying 
their work - and cutting prices to 
do it. 

" W e ' v e been a little too com-
placent (in the market ing area) , " 
he said. 

That lack of strategic planning, 
though, hasn't s e e m e d to hobble 
the company's growth. 

In the beginning 
T h e o d o r e W. B r i c k m a n , D i c k ' s 
father, is the founder of the Brick-
man group. At 77, he is cha i rman 
of the board and still keeps abreast 
of the company 's business . It is 
Dick, though, who runs the day-
to-day affairs. Br i ckman Sr. was 
drawn into the hort icultural busi-
ness in T e x a s . Later he was in 
charge of the gardens at the Cen-
t u r y of P r o g r e s s I n t e r n a t i o n a l 

Exposi t ion in Chicago in the 30s. 
In 1939, after working with the 

C h i c a g o Park S y s t e m as a hor-
t i c u l t u r i s t , h e s tar ted his own 
landscape bus iness in Glenview, 
IL. His bus iness was interrupted 
in 1941 with the start of World War 
II and gas rationing. In 1945, Brick-
m a n r e o p e n e d his b u s i n e s s . It 
wasn' t until 1957 that Dick Brick-
man, after getting his degree in 
landscape archi tec ture from the 
Univers i ty of Illinois, joined his 
father. In 1959, Theodore Brick-
m a n Co. was i n c o r p o r a t e d and 
moved to Long Grove. Bob Brick-
man b e c a m e act ive in the firm in 
1961. With Dick's arrival and that 
of Bruce Hunt in 1961 (Hunt is cur-
r e n t l y o p e r a t i o n s m a n a g e r o f 
d e s i g n / b u i l d ) , t h e c o m p a n y 
started to evolve away from its 
" g r a s s c u t t i n g " image and into 
l a n d s c a p i n g . " W h e n w e f i r s t 
s tarted out in the business , we 
w e r e m a i n l y in r e s i d e n t i a l , " 
recal ls B r i c k m a n . " I got sick of 
d e a l i n g w i t h h o u s e w i v e s . W e 
w e n t t h r o u g h a t r a n s i t i o n a l 
period w h e r e we didn't do any 
residential w o r k . " 

A project for Standard Oil was 
their first major design/build job. 

" W e got the contract for land-
scaping all the Oas is gas stops 
a l o n g t h e I l l i n o i s T o l l R o a d , " 
recal led Br ickman. " T h a t one job 
was worth more than we made all 
year. It scared the hell out of Dad. 
As it turned out, we did the pro-
ject , but on a smal ler s c a l e . " 

Now, most of the c o m p a n y ' s 
contracts are in the commerc ia l 
and inst i tutional areas, although 
if a major c l ient needs something 
res ident ia l done, B r i c k m a n will 
usual ly do it. 

" W e ' v e had some very success-
ful residential pro jec ts , " he said. 

With the company's cont inued 
growth, branch offices cont inue to 
be a necessi ty ; operations in Lan-
ghorne were set up in 1977, in the 
Washington area in 1980. 

" W e create branches where it's 
necessary within the l imits of our 
r e s o u r c e s - m a i n l y p e o p l e 
r e s o u r c e s , " said Br ickman. 

B r i c k m a n says he has no plans 
continued on page 98 



Riding the Tide 
Bill Orr is young and ambitious. His landscape 

contracting business, Houston Landscape Associates, 
is steadily growing while many area landscape 

contracting businesses are falling by the wayside. 

by Maureen Hrehocik, managing editor 

BiH Orr, a Houston landscape con-
tractor, was returning home from 
work one day a few years ago, 
when he saw Spot, his Dalmatian, 
in the middle of the road, l icking 
the hand of a complete stranger. 

He stopped to talk to the man 
Spot had befr iended. As it turned 
out, the stranger, a developer, had 
stopped to admire a piece of land-
scaping Orr had done and Spot 
had s t o p p e d to c h e c k - o u t t h e 
stranger. 

From that purely c h a n c e meet-
ing, Orr and the developer began a 
b u s i n e s s r e l a t i o n s h i p t h a t 
resulted in about nine projects for 

the then-aspiring landscape con-
tractor. 

That type of business relation-
ship was important to Bil l Orr 
back in those leaner days. 

After quitting a secure position 
with a Houston landscape design/ 
b u i l d f i r m , L a n d s c a p e D e s i g n 
Associates , Orr started his own 
c o m p a n y , H o u s t o n L a n d s c a p e 
Associates in 1974. 

At first, he was partner with 
two p r i n c i p a l s f rom LDA. T h e 
plan was that Orr would supply 
the ideas and bra in power and 
LDA would provide work for Orr 
from an a l ready-es tab l i shed cl i -

ent list. After six months, though, 
Orr thought he could handle the 
bus iness — and the profits — bet-
ter on his own. 

He worked out of his one-bed-
room apartment; his drafting table 
tucked away in a corner . Busi-
ness-wise, he found that he wasn't 
an e s t a b l i s h e d - e n o u g h n a m e to 
c o m m a n d the type of contracts he 
needed to stay afloat. That ' s why 
any type of help was appreciated, 
even from his dog. Whi le his prof-
i t s d i m i n i s h e d , h i s a m b i t i o n 
didn't. 

Things have changed. Houston 
L a n d s c a p e A s s o c i a t e s w i l l do 
about $1.6 mill ion in business this 
year and averaged $1.5 mi l l ion 
each of the previous two years. 
C o n t r a c t s h a v e b e e n s i g n e d 
already with buildings that have 
yet to start construct ion. T h e 35-
year-old has branched out as 50 
percent partner in another satel-
lite company, HLA Construction, 
w h o s e s u c c e s s p o t e n t i a l O r r 
d e s c r i b e s as " l i k e s i t t ing on a 
powder keg . " 

A thoroughbred 
H o u s t o n L a n d s c a p e A s s o c i a t e s 
has c a r v e d a u n i q u e n i c h e for 
itself in the competi t ive Houston 
l a n d s c a p e c o n t r a c t i n g s c e n e . 
W h i l e m a n y l a n d s c a p e c o n -
tractors are languishing at a dead 
period in the Houston construc-
tion boom, Orr 's company, mainly 
because of the quality of it's work 
and att i tude toward projects , is 
moving ahead. 

" W e ' r e r iding the t i d e , " Orr 
says. 

" W e have a good sense of taste 
and we're not a bit bashful about 
saying to a contractor a change 
needs to be m a d e , " Orr cont inued. 
" W e ' r e best at m o r e e l a b o r a t e 
design plans and pro jec ts with 
more frills, because we pay atten-
tion to detail. We ' re not a mass 
p r o d u c t i o n - t y p e c o n t r a c t o r . 

continued on page 60 

An entrance to 6363 Wood way, a Houston complex. Containerized plants add 
softness to well-manicured turf and bedding plants. 
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We've been accused of being too 
slow, but it pays off in the e n d . " 

Orr also said he doesn't be l ieve 
in bidding low just to get a con-
tract. 

" A t t i t u d e to me is e x t r e m e l y 
important , " he explained. " W e ' r e 
more interested in making a pro-
ject a success than in making a 
profit. I try to price my work high 
e n o u g h to a c c o m o d a t e a n y 
changes that may have to be made 
when we get into i t . " 

T h a t a t t e n t i o n to deta i l and 
e x c e l l e n c e has spawned a very 
mutua l ly - sa t i s fy ing re la t ionsh ip 
with Houston's largest landscape 
design company, the S W A Group. 

Building clientele 
Orr shared a cl ient at an office pro-
ject cal led Riverway in Houston 
with SWA. S W A liked what it saw 
and has used Orr 's company fre-
quent ly s ince then. 

K e v i n S h a n l e y , a l a n d s c a p e 
a r c h i t e c t with S W A said, " B i l l 
does very high quality work and 
that's why we 've kept up our rela-
t ionship with h i m . " 

M a n y local contractors credit 
S W A with changing the landscape 
design and c o n t r a c t i n g face of 
Houston. T h e i r trademark style is 
l i terally everywhere in the city — 
park- l ike a t m o s p h e r e s , invi t ing 
people to use the landscape, not 
just look at it; pedestrian bridges 
inter locking the scores of highrise 
office and shopping structures; a 
softening of what was a very ster-
ile and cold downtown Houston 
area. In other words, sophistica-
tion. 

Orr 's company has also been 
i n v o l v e d w i t h J o e R u s s o , a 
deve loper . T o g e t h e j , they h a v e 
worked on three or four " l a n d -
m a r k " projects, according to Orr. 
He is also responsible and par-
t icularly proud of his work at Sage 
Plaza One, another Houston office 
complex . 

Houston Landscape Associates 
h a s d o n e t h e l a n d s c a p i n g for 
numerous Russo office buildings 
in downtown Houston, including 
7500 San Fel ipe, 1616 Voss and 
6363 Woodway. 

Bill F. Orr 

" T h e San Fel ipe building is the 
perfect e x a m p l e of what we l ike to 
do , " said Orr. " Joe Russo be l ieves 
s trongly in what the l a n d s c a p e 
can do in a t t rac t ing t e n a n t s to 
bui ldings . " 

T h e San Fe l ipe bui lding was 
also Orr 's first taste of "hardscap-
i n g , " f o u n t a i n s , w a l k w a y s and 
pedestrian bridge-type construc-
tions and what lead him into a 
partnership with Joe Schofield, a 
contractor. HLA Contract ing was 
born. 

" W e ' v e been at it for a little less 
than a year now and it hasn't been 
easy , " Orr commented . " Joe and I 
have butted heads, but things are 
falling into place. Th is company is 
filling a void in the m a r k e t . " 

O r r e x p l a i n e d t h a t v o i d 
through his own company. 

" M o s t of Houston L a n d s c a p e 
Assoc ia te ' s c o m p e t i t o r s h a v e n ' t 
f igured out h o w to t a c k l e t h e 
hardscape aspect of their work. 
Th is left an interesting n iche to 
fill. T h e y usually have to lean on a 
general contractor to do it. HLA 
Construct ion fills that n iche . W e 
p r o v i d e a n i m p o r t a n t c o n -
venience to the c l i e n t . " 

Business for HLA Construct ion 
is, in Orr 's words, " a s good as I 
want it to b e . " 

T h e company did $3/4 mil l ion 
in business in '83 and Orr is shoot-
ing for $2 to $3 mill ion in '84. 

" T h e ava i lab i l i ty of work in 
this segment of the industry is 
unbel ievable . But, we 're going to 
take it one step at a t i m e . " 

Orr and Schofield want to get 

i n v o l v e d in r e c r e a t i o n centers , 
but aren't known in that market -
yet. 

" R e c r e a t i o n centers are John's 
b a i l i w i c k , " said Orr. 

Orr character izes h imsel f as a 
caut ious bus inessman. 

" I ' m responsib le for sales for 
HLA Construct ion and I've pur-
posely been cautious. I don't want 
to move too fast and undermine 
w h a t w e a l r e a d y h a v e a c c o m -
plished with the c o m p a n y . " 

Orr said he and his partner also 
didn't real ize the t ime commit -
m e n t the n e w c o m p a n y would 
demand. 

" I ' m not a w o r k a h o l i c , " Orr 
admits. " I ' l l work 16 hours a day if 
I need to, but not to the point 
where my family-l i fe suffers . " 

Art in the landscape 
Orr got his B.S. degree in park 
administrat ion with an emphasis 
on landscape a r c h i t e c t u r e from 
T e x a s T e c h in August of '72. 

" I dabbled in business courses 
for a year and did lousy. I took a 
year of archi tec ture and did O.K. I 
took a course in art and did real 
well and applied it to landscape 
a r c h i t e c t u r e . " 

Orr went into landscape con-
tracting for three reasons: he l iked 
it, he knew he could do it, and it 
was easy. He admits his business 
sense was learned by the seat of 
his pants and from c o n s u l t a n t s 
h e ' s s u r r o u n d e d h i m s e l f w i t h 
who understand him and his com-
pany. 

" W i t h most of the consultants 
I 've w o r k e d wi th , w e h a v e an 
almost father-son re la t ionsh ip , " 
said Orr. " I knew I could do the 
landscape side if I could just get 
the business side nailed d o w n . " 

It's people l ike Warren Purdy 
a n d b u s i n e s s c o n s u l t a n t J o h n 
Gannon who have congealed the 
business side of Orr's company. 

" W a r r e n r e a l i z e s that l and-
scape contractors are more doers 
t h a n t h i n k e r s . I s e a r c h e d and 
searched for an accountant who 
u n d e r s t o o d o u r b u s i n e s s a n d 
finally found one who does. S a m e 
thing with our attorneys. T h e y are 
the type of people who take a per-

continued on page 96 



Environmental Industries Inc. Grows 
as Fast as Its People Can 

Large west coast company avoids publicity and concentrates on 
building a company around its employees 

T h e management of Environmen-
tal I n d u s t r i e s , C a l a b a s a s , C A , 
doesn't seek publicity. Success is 
s o m e t h i n g t h e y d o n ' t l i k e to 
flaunt. In fact, many people still 
think ' the big landscape company 
in C a l i f o r n i a ' is V a l l e y C r e s t 
Landscape, it's old name. 

" A l t h o u g h w e h a v e g r o w n 
rapidly, we are not motivated by 
taking over the nursery, construc-
tion, or m a i n t e n a n c e b u s i n e s s , " 
says B r u c e Wilson, president of 
E n v i r o n m e n t a l C a r e I n c . , t h e 
m a i n t e n a n c e s u b s i d i a r y . " O u r 
growth is based more on our peo-

by Bruce F. Shank, executive editor 

pie and our customers than it is on 
sales object ives . We try to grow at 
a rate that provides opportunity 
for our people without the whee ls 
falling off. Good employees want 
growth and opportunity. So, we 
grow at the rate our staff can take 
on more w o r k . " E n v i r o n m e n t a l 
Indust r ies has grown from $ 2 8 
mill ion to $60 mill ion in sales in 
five years. 

" A s a rule, we enter new cities, 
l ike Houston and Denver, w h e n 
one of our California c l ients asks 
us to handle facil i t ies t h e r e , " Wil-
s o n s t a t e s . " W e s t a r t e d t h e 

H o u s t o n b r a n c h w h e n S h e l l 
Development Co., a Los Angeles 
customer , asked us to take over 
m a i n t e n a n c e at its West Hollow 
Research Center . We took the job 
a n d b u i l t t h e H o u s t o n b r a n c h 
around the Shel l j ob . " 

" Y o u can't go into a city and 
start a branch as if you are Mac-
Donalds , " Wilson pointed out. "It 
takes years to get your name to the 
right people and to be accepted as 
not being an "out -o f - towner" . 

B e h i n d th is s e e m i n g l y loose 
style is a f ine ly - tuned m a c h i n e 
driven by Burton Sperber, presi-



dent and chairman. "His philoso-
phy, " Wilson states, " i s to let the 
b r a n c h e s worry about b u s i n e s s 
and corporate to handle detai ls 
such as banking, i n s u r a n c e and 
benef i ts . " 

From this service core, branch 
out four subs id iar ies . E n v i r o n -
mental Care Inc. is the mainte -
n a n c e b r a n c h . T h e r e a r e t w o 
l a n d s c a p e c o n s t r u c t i o n c o m -
panies , V a l l e y Crest Landscape 
Inc. and Western Landscape Con-
struction. Val ley Crest is the 35-
year-old c o m p a n y Sperber buil t 
into E n v i r o n m e n t a l I n d u s t r i e s . 
T h e fourth subsidiary is Val ley 
Crest T r e e Co., a nursery opera-
tion. T h e subsidiaries have offices 
in Cal i fornia , Colorado, T e x a s , 
and Arizona with roughly 1,500 
employees. 

Starting at the bottom 
Wilson grew up in Rye, NY, was 
graduated from Cornel l Univer -
sity in 1969, and worked for Star-
ner T r e e Service in Harrison, NY, 
for almost two years. In 1970, he 
and his wife decided there was no 
better t ime to try the "Cal i fornia 
l i fe " and moved to Los Angeles. 

S p e r b e r had just p u r c h a s e d 
Green Valley Landscape mainte-
nance company from )oe Marsh 
and formed Environmenta l Care 
with Marsh as president. Marsh 
hired Wilson, started him tr im-
ming hedges and m o w i n g turf . 
Wilson, after working his way up 
to branch manager, b e c a m e presi-
d e n t o f t h e s u b s i d i a r y u p o n 
Marsh's ret irement in 1979. 

Th is 'start at the bot tom' policy 
is still in effect. " I t is a disadvan-
tage in recruit ing college gradu-

a t e s s i n c e t h e y o f t e n b e l i e v e 
college permits them to skip field 
w o r k , " Wilson muses . "But , they 
are m u c h more effective later on if 
they have exper ienced the type of 
work they m a n a g e . " 

Keys to growth 
Green Valley special ized in muni-
c ipa l and i n d u s t r i a l l a n d s c a p e 
m a i n t e n a n c e . E n v i r o n m e n t a l 
Care has cont inued that special-
ization with more emphas is on 
industrial and mult i - family resi-
dential . " W e are being moved out 
of munic ipa l work by low bid-
ders , " Wilson said. " P u b l i c work 
is very volatile, going out to bid 
every two to three years. Indus-
t r ia l/commerc ia l work is based 
more on qual i ty and re l iab i l i ty 
than low pr ice . " 

W e are also e x p e r i e n c i n g an 
influx of landscape construct ion 
companies competing for mainte-
n a n c e work to c o v e r o v e r h e a d 
while construct ion is off. Th i s is 
cycl ical , fortunately, and we'l l get 
our share back when construct ion 
picks up again . " 

" W e are not adverse to bid-
d i n g , " Wi lson adds. " W e m a k e 
our own subsidiaries bid for work 
we do. Our biggest problem with 
bidding in m a i n t e n a n c e is most 
c l ients don't have specifications, 
so they are not comparing apples 
to apples . " 

Much of Environmental Indus-
tr ies ' success today is based on 
e s t a b l i s h i n g good r e l a t i o n s h i p s 
with d e v e l o p e r s and c o r p o r a t e 
l e v e l p r o p e r t y m a n a g e r s . " A 
m a j o r i t y o f c o n s t r u c t i o n a n d 
maintenance is in the hands of a 

Headquarters for Environmental Industries in Calabasas, California. 

T80 HydroSeeder 

The T80 keeps right on going with its 
800-working-gallon capacity. One tank-
load can seed, fertilize, and mulch up to 
1/4 acre—or up to 3 acres with seed and 
fertilizer only at distances up to 90 feet. 
Standard equipment includes a vari-
speed agitator and centrifugal pump. 
Result: The T80 will mix, suspend, and 
spray heavier concentrations of dry solids, 
powders, liquids, and fiber mulches. 
Among its options is a high-pressure 
pump for spraying herbicides or 
fungicides. Available as skid or trailer 
mounted. 

The B50 Mulch Spreader can separate 
and spread up to 5 tons of straw or hay 
mulch per hour at ranges up to 55 feet. Its 
outstanding ground-coverage uniformity 
saves 50% material costs over hand-
spreading methods. Available as skid or 
trailer mounted. 
These FINN profit machines are designed 
for low operating costs, dependability, and 
low maintenance. Call or write for all the 
facts plus information on our complete 
product line. Remember—they're backed 
by a half-century of FINN'S dedication to 
quality and service! 

FINN 
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•PROFITS 
MACHINES! 
Landscaping professionals everywhere 
are rapidly expanding their business with 
FINN'S T80 HydroSeeder and B50 Mulch 
Spreader. These sturdy workhorses have 
greatly increased their day's work produc-
tion without extra man-power—and that 
means their profits are rapidly expanding, 
too! 
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GRASS 

Bruce Wilson, president of 
Environmental Care. 

few individuals," Wilson points 
out. "Impress them with perfor-
mance, fairness, and quality, and 
you become part of their team. 
Undoubtedly, there is danger in 
r e l y i n g too g r e a t l y on a few 
accounts, so we try to balance 
each branch with a variety of 
accounts." 

Attracting a variety of accounts 
requires flexibility. Large con-
struction work is primarily union, 
so Valley Crest Landscape, run by 
Burton Sperber, is union. For 
smaller, more competitive con-
struction work, Western Land-
scape Construction, run by Stan 
Colton, is non-union. To supply 
plant material to its own construc-
tion companies, as well as other 
l a n d s c a p e r s , E n v i r o n m e n t a l 
Industries has Valley Crest Tree 
Company, run by Burt's brother 
Stuart. 

After the landscape is in and 
the unions leave the job site, 
Environmental Care's non-union 
crews can take over with mainte-
nance. " W e don't generally offer 
separate m a i n t e n a n c e services 
such as weed control or fertiliza-
tion," says Wilson. " W e do it all, 
pruning, mowing, flower care, 
tree spraying, everything. We are 
not a chemical application com-
pany. We use chemicals where 
they are needed and when they 
save labor. We don't charge extra 
for chemicals when needed. All 
problems and needs are taken 
care of as part of our overall ser-
vice." WT&T 
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sonal interest in what we do. Not 
too many people understand what 
we do and that ours is a profession 
that deals with living things." 

Calculated ambitions 
Orr keeps his own operation lean. 

Ed Olson has worked as senior 
field supervisor and estimator for 
Orr for about seven years. Linda 
Crist has taken over about 60 per-
cent of the estimating and does all 
of the s c h e d u l i n g of m a t e r i a l 
de l ivery and purchas ing . Orr ' s 
wife, Diane, is office manager and 
bookkeeper. There are three fore-
men in the field, each with five or 
six laborers. ( "We ' re capable of 
d o u b l i n g t h a t c a p a c i t y o v e r -
night, " Orr said.) T h e company 
owns five pick-up trucks (two are 
2 - 1 / 2 - t o n dumps) , o n e B o b c a t 
front-end skid loader with attach-
ments and one 300-gallon spray 
tank. 

"Most of the heavy stuff like 
grading, hydro-mulching and irri-
gation, we subcontract o u t , " he 
said. 

His modest office sits on an acre 
of land on Houston's west side. 
T h e backyard is a potpourri of 
o n e - o f - a - k i n d p lant l e f t o v e r s , 
th ings " w e ' v e b e e n too hard-
headed to throw away. " 

Most of Orr 's plant mater ia l 
comes from growers in Louisiana, 
California and Florida. He only 
grows a few larger containerized 
trees in the front yard of his office. 
Orr says his biggest t e c h n i c a l 
problem is the Houston soil con-
dition. 

"Everything is clay and lots of 
b e d p r e p a r a t i o n is n e c e s s a r y 
which makes it difficult. We are 
b l e s s e d w i t h a good c l i m a t e , 
though. 

Orr's company is also blessed 
wi th a p r a c t i c a l and r e a l i s t i c 
owner. 

"I do suffer from blind ambition 
sometimes. I always knew I could 
compensate where I failed. But I 
know my limitations and my rep-
utation is too important to me to 
go beyond those l imits . " WT&T 
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of expanding farther west than 
Chicago, but the Florida market is 
a ripe area. His nursery may also 
be another area of expansion in 
the future. 

" W e d o n ' t a c t i v e l y s e e k 
b r a n c h e s , but if we see good 
growth potential, we'll look into 
i t . " 

Br ickman feels competition is 
h e a l t h y and h a s no c o n c e r n s 

about his company ever replacing 
the smaller landscape business-
man. 

" T h e r e ' s p lenty of room for 
both , " he says. " Just by the nature 
of how our companies do busi-
ness, we define our market. Even 
our equipment is specialized for 
the type of business we do." 

B r i c k m a n , a H o w a r d - P r i c e 
dealer, is proud of the 104-inch 
bat-wing rotary mower Howard 
developed and Brickman tested. It 

will be marketed this spring. 
" T h i s machine was created out 

of a need for this size mower in 
this market , " Brickman said. " W e 
see ourse lves getting more and 
more involved in the develop-
m e n t and d e a l e r s h i p of equip-
ment in the future . " 

Br ickman's operation in Long 
Grove is unionized. He says it 
presents no problem. 

" W h e r e we run into a union sit-
uation we work with it and deal 
with the issues up front ." 

A legacy 
Brickman was raised in Chicago. 
He and his wife, Sally, recently 
moved to Bryn Allyn, a northeast 
Philadelphia suburb, to be close to 
t h e L a n g h o r n e o f f i c e . T w o of 
Br ickman's sons are following in 
t h e i r d a d ' s and g r a n d f a t h e r ' s 
footsteps. Steve is a salesman in 
m a i n t e n a n c e operat ions for the 
company and Scott is a junior in 
landscape arch i tec ture at Penn 
State . A daughter, Sue , at tends 
Sweet Briar College and another 
daughter, Julie, is a high school 
freshman. 

B r i c k m a n is a l i censed pilot 
w h o used to fly the c o m p a n y 
p l a n e . W i t h b u s i n e s s r e s p o n -
sibilities, his flying time was cut to 
a minimum. He still finds time to 
golf and play tennis. He is on the 
board of d i rec tors and is very 
active in T h e New Church, based 
in Bryn Allyn. He chairs the Asso-
ciated Landscape Contractors of 
America 's curr iculum committee 
and is a past national president. 
He serves as treasurer of the Land-
scape Architecture Foundation. 

Much of Dick Brickman's suc-
cess has to lie with his ability to 
deal with people, especial ly his 
clients. 

Not even being referred to as a 
" l andscaper" by a client (which 
does happen occasional ly) , can 
dull his sensitivity to their needs. 

" T h i s is a people development 
business we're in , " he said. "It is 
successful only to the degree it is 
committed to excel lence . We con-
stantly strive to meet the needs of 
the client. We can't force our ideas 
on them. T h e client is spending 
money to achieve a goal. T h e pro-
cess is not important . T h e end 
result is. 
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" W e c o m e out of college with 
o v e r - i n f l a t e d ideas of w h o we 
a r e , " B r i c k m a n cont inued. " W e 
b e c o m e so i m p r e s s e d with our 
own credentials . W e must keep in 
mind the c l ient and his wishes. As 
I get older, I see more of what the 
c l ient 's v iew of us i s . " 

B r i c k m a n sees a need for more 
profess ional ism in the industry, 
e s p e c i a l l y in t h e m a i n t e n a n c e 
area. 

" W h a t ' s h a p p e n i n g n o w is 
we 're seeing outside service com-
panies coming in. In the next ten 
y e a r s , w e ' l l s e e o r g a n i z a t i o n s 
c o m i n g i n a n d c o n t r a c t i n g 
n a t i o n a l s i t e s w i t h m a j o r rea l 
estate companies . It's already hap-
pening in the janitorial services. 
Not many landscape firms are up 
to that type of chal lenge at pres-
ent. Within the next 10 years, I see 
a m u c h greater inf luence on mar-
keting in landscape archi tecture . 
I 'm e x c i t e d a b o u t t h e f u t u r e . 
Awareness of us by the public is 
real. It's up to us (the industry) to 
decide w h e t h e r we' l l be a leader 
or a team player . " WT&T 
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