
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 
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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. 

1884-1984 
TRADITION OF LEADERSHIP 

For engine-driven, 5 to 20 gpm, 
all purpose hydraulic sprayers. 

Four configurations 
• 5 hp, 50 or 100 gal tank, 5 gpm @ 400 psi 
• 5 hp, 100 or 200 gal tank, 10 gpm @ 350 psi 
• 7 hp, 100, 200 or 300 gal tank, 10 gpm @ 

500 psi 
• 12 hp (electric start), 200 or 300 gal tank, 20 

gpm @ 500 psi 
Mount on trailer—carry in pick-up bed. 
Bean piston pump with ceramic cylinders. 

FMC Corporation 
Agricultural Machinery Division 
Jonesboro, AR (501) 935-1970 



TURF 
MANAGERS' 
HANDBOOK 
By Dr. William Daniel and 
Dr. Ray Freeborg 
$23.95* hardcover $18.95* paperback 
This essential reference book covers: 
•scope and organization «pests and controls 
•grasses and grooming »uses of turf 
•rootzones and water «serving turf needs 
•nutrition «AND MORE 
The TURF MANAGERS' HANDBOOK is an easy 
on-the-job reference to planning, purchasing, hiring, 
construction, and plant selection. These 424 pages 
contain 150 illustrations, 96 color photographs plus 
240 tables and forms. 

Signature. 
Ordering Information 

Please send copies of the hardback ($23.95* ea.) N a m e (print) 

copies of the paperback ($18.95* ea.) Address 
Quantity rates available upon request. City 
'Please add $3.00 per order plus $1.00 per additional 
copy for postage and handling. 

Please charge to my Visa. Master Card, or 
American Express (circle one) 
Account Number 
Expiration Date 

-State . -Zip-
Phone. 

Please allow 6-8 weeks for delivery. 

Send to: Book Sales 
Harcourt Brace Jovanovich Publications 

One East First Street 
WTT 24 Duluth, MN 55802 

" 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 

Scientific Guide To Pest 
Control Operations 

by Dr. L.C. Truman 
Dr. G.W. Bennett and 
Dr. W.L. Butts 

Domestic: $32.50* (hardcover) 
Foreign $37.50* (hardcover) 
The SCIENTIFIC GUIDE TO PEST CONTROL OPERATIONS 
is designed to provide a sound basis for studying the scientific 
aspects of pest control and promote technical competence. It 
places emphasis on urban and industrial pest problems. This 
volume also covers the laws and regulations concerning the 
pest control industry. 

The SCIENTIFIC GUIDE TO PEST CONTROL OPERATIONS is written for owners, su-
pervisors. servicemen, salesmen, students, persons preparing for state certification under 
the EPAstate programs for commercial pesticide applicators, and people interested in 
structural pest control. 
The SCIENTIFIC GUIDE TO PEST CONTROL OPERATIONS - a must for anyone involved 
in the field of pest control! 

Return this coupon to: Book Sales 
Harcourt Brace Jovanovich Publications 
One East First Street. Duluth. MN 55802 

Domestic: $32.50* (hardcover) 
Foreign $37.50* (hardcover) 
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/ Buckner 
Brings Beauty 
With Another 

New Gearshifter 

Buckner Model GS-670 
retrofits gearbox, nozzles and lid 
of the Toro® 650/670 series. A 
perfect mate for the GS-690 which 
fits the 690. Wider nozzle selection 
and fewer parts than the original. 
Rubber cover standard. 

Better Performance • Less Cost 

Royal Coach Sprinklers, Inc. 
4381 N. Brawley, Fresno, CA 93711 
(209) 275-0500 TWX 910 362 1167 


