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[ Coming in July ]

Finding focus
Businesses in the landscape industry  
often feel pressure to provide a gamut 
of services to their customers. But 
some companies shirk the one-stop 
shop approach, favoring specialization. 
We look at why firms go this route and 
whether or not it’s paying off. Check out 
Landscape Management in print and online  
at LandscapeManagement.net next month for the full story. 



Who’s your mentor? As far as the landscape 
industry goes, it’s the tale of the two 
Franks. Frank Ross [with 3PG Consult-
ing]: I’ve been working with him for 
over 15 years. He’s had a huge impact 
on not only my business growth but my 
personal growth. And with Frank Mariani 

[owner of Mariani Landscape], it’s about 
seeing a man that’s truly in love with this 

industry and loves his business, as well. 

When did you first get involved with PLANET [and its 
predecessor, ALCA]? The first event I attended was in Ft. 

Worth in 1995. I was just blown away. I knew there was an industry out there, 
I just didn’t know how dynamic it was. Then I realized I could meet some really 
fantastic people. I started traveling the country doing R&D—rob and duplicate.

My first Student Career Days was in 2001 and I was the chair by 2003.

You said in a blog post not too long ago, “Every company needs to have a leader that’s 
willing to be unpopular at times. That willingness means you have the courage to make 
tough calls that will lead to better times for all members of the team.” What’s a tough 
call you’ve made? I’ve made a number of them, particularly over 
this difficult economic time. I’ve bought out two partners 
in the last four years, both of whom did not know it was 
coming. I’m still a friend to both of them and we do 
some work with them from time to time. It was an 
extremely difficult thing to do. 

The year before last I told our team in our year-end 
town-hall meeting, as I looked at where we were with 
tremendous momentum, we needed to make an invest-
ment in the company. I decided that we not do raises for 
the following year. I said, “Look, if we had leaders in the world 
today that were willing to be unpopular at times, we wouldn’t be in nearly as 
bad a shape as a country. My responsibility is to make sure not only today 
is great but tomorrow is better.” Several people have thanked me for always 
thinking about the future. It was the right decision.

When you were studying landscape architecture, did you ever envision yourself as a 
CEO? I studied landscape architecture, but in reality I’m a terrible landscape 
architect. I realized pretty quickly I had a better knack for building and run-
ning a business. Pretty early on when I was with Post Properties as a junior 
landscape architect, I knew I wanted to do a lot more and I quickly came to 
understand I wanted to own my own business. Thankfully the opportu-
nity came to buy the business from Post Properties in 2001. 
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OFF THE 
CLOCK

DO YOU DO ANY OF YOUR OWN 

LANDSCAPING? I’m terrible at it. 
Years ago, I told the [HighGrove]
guys, “I can’t keep up with the 
landscape anymore.” They said, 
“Good, you’ve been embarrass-
ing us for a long time.” 

WHO MAKES UP 

YOUR FAMILY? 

I have three 
kids 13, 14 and 
15. They are 
my world. My 
daughter is 
the oldest—
it’s Anna Reeves, Brenner 
and Wills.

HAVE YOU SEEN ANY GOOD  

MOVIES LATELY? Good movies? 
I did enjoy the Bond movie, 
“Skyfall.” It’s still hard to beat 
“The Godfather: Part II.” I really 
love the whole trilogy. 

WHERE ARE YOU FROM? I’ve been 
here since I was about 9 years 
old. In Atlanta, that’s as close to 
a native as you get. 

FAVORITE VACATION SPOT? I’m 
an obsessed fly fisherman. I 
go to Montana every year. My 
good friend Tom Fochtman [of 
Ceibass Venture Partners] is 
part owner of a lodge in Ennis, 

Mont. This year is the first 
time ever I’m taking custom-

ers out there. 

INTERVIEW BY MARISA PALMIERI

Jim McCutcheon, LIC
CEO of HighGrove Partners, Austell, Ga.
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© 2013 Quali-Pro. Know The Sign, and Quali-Pro are registered trademarks of MANA. Always read and follow label directions.

™

Quali-Pro® Delivers Innovative Formulations

Our products are University tested with proven results.  Designed to help you prevent and eliminate diseases, 

weeds and pests.  We’re making “Basic” even “Better” by creating new and unique products to help keep Lawns, 

Landscapes, Golf Courses, Nurseries, Greenhouses and other general maintenance areas looking and playing their 

best. Just what you’d expect from Quali-Pro®, and you Know The Sign®. 

Experience more of Quali-Pro® — Visit www.quali-pro.com or call 800-242-5562.

We’ve Got The Largest 
Portfolio In The World.


