SMART MONEY
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still motivated, and if we can get a tail-
wind from the economy, the hard work
we put in the past 18 to 24 months
will pay off in terms of having picked
up marketshare, improved operations
and streamlined systems. If you take
corrective measures when things are
down, you rebound much quicker.”
Butat the end of the day, an invest-
mentisn’t a successful one until the
money is in the bank, Tharrington
says. “We’re focused on our end goal:
creating a significant, regional land-
scape maintenance organization with an
established leadership team and good
business practices that should be attrac-
tive to a strategic or financial buyer.”
And to achieve this takes long-
term focus, which is a natural part of
the commercial maintenance game
plan. “Maintenance is a much harder

“We were

unwilling to
grow for the
sake of grow-
ing. We want
profitable
growth.” —eoscharz

business to grow compared to design/
build,” Tharrington says. “The sales
cycle is longer with annual or multi-
year contracts. If you're targeting a
specific property, that work doesn’t
always come up for bid very often,
especially if the existing service pro-
vider is doing a good job. You have to
keep account attrition low to grow the
business. So, as an investor, you can’t
expect to get in and out very quickly.

In 2011, “we are starting to see
signs of an economic recovery, and the
improvements we’ve made to the busi-
ness over the past three years are pay-
ing off,” Tharrington adds. “Plus, the
lending and economic markets haven’t
killed mergers & acquisitions activity,
and we have plenty of capital.” tm
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