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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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When you need to 
replace a broken part, you 
want results. Not excuses. 

That's why your Toro dis-
tributor goes to great lengths 
to keep the vast majority of 
the parts you need in stock. So 
you can pick up the part on the day you need it. 

Then there are those rare, one-of-a-kind parts. 
The parts that never break down. When your 
distributor doesn't have one of those in stock, 
don't worry. Because Toro does. And your dis-
tributor can get it to you as soon as you need it. 

If you need it within 24 hours because an 
essential unit is down, simply let your distributor 

know by 2:00 PM, and he 
can have it shipped directly 
to you by air that day. It's 
Toro's Unit Down Program/ 

But if you can wait a few 
days, tell your distributor. 
He'll still have your part 

shipped directly to you from the factory, but it 
will arrive in two to five days. It's Toro's 
exclusive Direct Ship Program/ 

So, the next time you need a part for one of 
your mowers, get down to your Toro distributor. 

He'll either have the part you need on his 
shelves that day, or he can have it on the plane 
that night. 

TORO Circle No. 157 on Reader Inquiry Card 

THE PROFESSIONALS 
THAT KEEP YOU CUTTING. 

'Customer eligibility for Toro's Unit Down and Direct Ship Programs, 
and responsibility for additional freight and handling charges, subject to local distributor option. 

All 24 hour parts delivery orders must be placed with Toro by 2:00 PM. Minneapolis time. 





ROUNDUP FREES YOUR CREWS TO WORK 
WHERE YOU NEED THEM MOST 

You want your crews to spend most of their 
time tending fairways, greens and other 
showcase areas-rather than in the rough 
fighting poison ivy and other nuisance 
weeds. That's why so many groundkeepers 
use Roundup® herbicide for weed control. 

One-shot Roundup controls weeds, 
roots and all, so they won't grow back-over 
100 species, including poison ivy, poison 
oak, kudzu and brush. 

Roundup is not only effective-
it's economical. One gallon of a 2% spray 
solution can treat up to 1,000 feet of 
fenceline for less than $2.00, or the area 
around 30 trees for about a nickel apiece? 
And just one application 

can replace as many as 6 string trimmings 
throughout a season. 

Because Roundup won't wash, leach 
or carryover in the soil, you can use it 
around trees, shrubs and expensive 
ornamentals. And it's virtually odorless and 
environmentally sound. That's a nice plus 
in heavily trafficked areas. 

Get your ground crews back on 
course-and out of the rough with Roundup. 

•Based on cost of Roundup alone treating low growing vegetation. 

FOR A FREE TRIMMING AND EDGING GUIDE 
FOR ROUNDUP CALL TOLL FREE 800-621-5800. 

IN ILLINOIS, CALL 800-972-5858. 
ALWAYS READ AND FOLLOW LABEL DIRECTIONS FOR ROUNDUP 

Roundup* is a registered trademark of Monsanto Company. 
©Monsanto Company 1984. RSP-4-102D 

VERSATILE 



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. 



Mother Nature grows all 
of my auf She just needs me 

to do the dirty work" 

Mother Nature calls all the shots in this game. 
The good ones learn that fact quickly. The 

rest fall prey to it until they, too, understand. 
She commands the heavy artillery. She drops 

the bombs. She sends in the cavalry. She saves the day. 
The turf manager is her foot soldier. Granted 

he makes it happen. But hes either mopping up after her, 
succeeding in spite of her, or taking credit for lush 
turf she nurtured to life. 

What about the wonders of science — the 
fertilizers, the genetic selection, the weed-bug-fungus 
"cides"? Marvelous aids, every one of them. 

And each concocted by a scientist with whom 

Mother Nature shared one of her secrets. 
Like the knowledge a turf manager soaks up 

over his career, the information all comes from 
one source. 

So the wise turf manager sits back and smiles. 
He admits hes had help. He shares the glory. And he 
laughs it off when Mother Nature marches all over him. 

Yup. She may be tough to work with. But 
he knows he couldn't even grow a weed without her. 
Pennfine Perennial Ryegrass covers more ground than any 
other turf grass variety in the world. This ad pays tribute to 
the people who ve sown that fifty million pounds of certified 
Pennfine seed. 

Jer Inquiry Card 



What makes 
Ryan turf-care equipment 

worth the investment: 
Core cultivation, dethatching, sod cutting... 
equipment engineered for more work value. 

Maintaining fine turf is part art. 
Part science. And a lot of hard 
work. 

And because your turf aerifica-
tion and cultivation equipment has 
to work so hard... for so long... 
and come back for more, we ve 
designed a complete system of 
hard-working equipment that you 
can match to whatever your jobs 
demand. 

With Ryan turf care equipment, 
your turf looks great. And your 
bottom line looks even better. 

Here's why Ryan equipment is 
worth the investment: 
A better way to aerate greens. 

Nowhere is the quality of your 
turf so critical as on the greens. 
But considering the rough treat-
ment they get from most aerators, 
you may be reluctant to aerate at 
all. 

Not so with the Ryan Greens-
aire® 11 or Greensaire® 16 
aerators so precise that even fresh 
holes wont affect the roll of a 

putt. 
Unlike rolling 

aerators, the 
Greensaire tines 
don't tear into 
the turf. They 
penetrate it in a 
quick up-and-
down motion, 
removing cores 
up to 3" long. 

Greensaire II 
(pictured at 
right) covers a 
24" swath; takes 
36 cores from 

every square foot; and aerates up 
to 8,000 square feet per hour. 

The Greensaire 16 
gives you the same 
thorough aeration as 
the Greensaire //— 
hut in a more 
economical size. 

Add the optional Core Proces-
sor and you'll aerate, collect 
thatch, break up cores and top 
dress all in one operation. 

The Greensaire 16 offers the 
same thorough aeration, but in a 
more economical size. You get a 
16" swath; 36 cores per square 
foot; and a speed of up to 4,000 
square feet per hour. An optional 
windrow attachment makes clean-
up simple. 

Both units are available with 
revolutionary heat-treated tines 
that provide self sharpening action 
and less plugging-up. 

Once you've seen either Greens-
aire at work, you'll never settle 
for an ordinary aerator again. 
The toughest power rakes 
on turf. 

It's no easy 
matter for a 
machine to spin 

, a blade 2700 
^ J r revolutions-per-
| / minute through 
~f thousands of 

square feet of 
thatch, roots and 
hard soil. 

Hour after hour. 
Day after day. 
Year after year. 

How long can a power rake 
take that kind of stress? You'll 
never know until you've owned a 
Ryan. 

Take our big Mataway®, for in-
stance. It's powered by a mighty 
10-hp engine; built around a mas-
sive cast iron block; and features a 
4-stroke cycle for extra torque and 
longer life. 

If you don't need the muscle of 

The Ryan 
Ren-O-Thins. 
7 or 5 HP 

Ryan's Jr. Sod Cut-
ter is an investment 

a Mataway, you can still get 
Ryan ruggedness in the 7-hp 
Ren-O-Thin® IV or the 5-hp 
Ren-O-Thin® III. 

Interchangeable blades for all 
3 models let you adapt your Ryan 
power rake to a variety of different 
jobs—from cleaning up surface 
thatch to deep slicing the soil. 
A sod cutter that earns 
its keep. 

® The compact 
size of the Ryan 
Jr. Sod Cutter 
makes it the only 
one economical 
enough for your 
golf course to own. 

Its performance 
makes it the only 
one worth owning. 

The 7-hp en-
every golf course can g j n e l e t s o n e m a n 

afford. c u l u p tQ ,35 

feet per minute, up to 2-1/2" deep. 
And whether you choose our 

12" or 18" model, you'll be getting 
a professional, uniform cut with 
straight edges. 

And The Ryan Family of turf-
care equipment is only available 
from your Ryan dealer. He's in 
business for the long haul, with a 
proven record of service after the 
sale and a complete line of turf-
care equipment to meet your 
needs. 
A free demonstration. 

Of course, the best way for you 
to learn about Ryan turf-care 
equipment is to see it in action. 

Right on your own golf course. 
To do that, contact your nearest 

Ryan dealer or call us toll-free at 
1-800-228-4444. 





O R R from page 56 

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-
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