
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-
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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 
CORPORATION 

P O BOX 8 0 6 8 • 2 5 2 5 DUCK CREEK RD 
CINCINNATI. OHIO 4 5 2 0 8 U S A 

PLANTS CINCINNATI. OHIO • KNOXVILLE. TENNESSEE 
PHONE (513) 871 -2529 TOLL FREE ( 8 0 0 ) 543 -7166 
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FEBRUARY WEEDS TREES & TURF 63 

•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! 



Always First 
Always Outlasts 
35 Years... 

Est 1949 

Competition is the name 
of the game... and Hoffco 

is leading with the 
GT160T. 

the GT160T is.-. 
Small in size 

Small in price 
Big on performance. 

Hoffco knows how to 
build monofilament trimmers. 

• Foolproof starting 
with solid state ignition 

• Long wearing auto-centrifugal clutch 
• Patented drive shaft system 
• Automatic "tap" feed monofilament 

head for ease and convenience 
• Dependable 15.4 cc engine 

Design features that you expect to pay more for are 
standard with Hoffco. 

Remember... we don't come apart 
, MR siwici when you need parts... we deliver. 

Our Parts and Service Program is a 
unique part of Hoffco's total sell-
ing program . 

it works with you and for you. 

BRUSH 
GT160T IS NOT DESIGNED FOR USE WITH BLADES 

For more information: 

HOFFCO INC. , Dept. WTT4-284 
358 N.W. " F " St., Richmond, IN 47374 Telex 20212 

Circle No. 121 on Reader Inquiry Card 
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Hoffco has a full line of 10 
trimmer/cutters to choose 

from... complete POP 
package works in your 

store to pro-
mote the 

Hoffco 
name, sell 

Hoffco 
value. Ask 

about 
unlimited 

co-op 
advertising. 

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 


