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Eight of the green industry�s best and 
brightest share their stories of success.
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Ewald Altstadt believes that 
a good leader is one who is 

willing to share. 
�I don�t know any good leader 

that hasn�t done that,� he says. 
�Knowledge is power. If you keep 
everything to yourself, you can�t 
help others.�

Altstadt likes to share that he 
got into the landscaping business 
quite by accident. He purchased 
his � rst business at the age of 19, 
owning and operating two retail 

ALWAYS 
LEARNING 

Ewald Altstadt 
has spent decades 
in the lawn care 
industry, and has 
never stopped 
learning. 

By Tom Crain 

Altstadt bene� tted greatly from 
working alongside Lawn Doctor 
CEO Russ Firth for the past 20 
years. �Russ taught me about the 
importance of system standards, 
brand awareness and how to deal 
with the di� erent personalities 
involved in franchising. I learned 
that no one is alike. You need to 
know an individual�s lifestyle and 
motivation � rst to really make a 
positive impact.� 

Altstadt knows how to identify 

stores for more than a decade. After 
10 years he wanted to leave the 
retail industry, and he later joined 
one of the largest supermarket 
chains in the country as a store 
manager. Dissatis� ed with that 
line of work, he answered an ad 
for a � eld rep position in Lawn 
Doctor�s eastern region. He got 
the job, and has been there ever 
since 1981 working his way up 
to vice president of operations for 
the entire franchise. EW
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Ewald Altstadt on 
how to identify leaders: 
�They must possess two key characteristics: 
Great people skills and a good work ethic. You 
can�t instill those traits in them. If they possess 
these traits already, then you can teach them just 
about anything.�

potential leaders for his company. 
�� ey must possess two key 
characteristics: Great people skills 
and a good work ethic. You can�t 
instill those traits in them. If they 
possess these traits already, then 
you can teach them just about 
anything.�

One of Altstadt�s biggest 
challenges is getting new 
franchisees up and running. 
�� e last two years have been 
particularly challenging,� he says. 
�� is economic downturn is 
di� erent. � ere are so many more 
di� erent factors involved that 
makes it particularly di�  cult.� 

Altstadt looks at the last 
two years of a severe economic 
downturn as a great learning 
experience. �We have to take a 
harder look at everything we do. 
We have to have good systems 
in place with high standards and 
training,� he says. �We are looking 
more closely at how customers 
buy.� 

In the future, Altstadt sees 
the industry becoming more 
technology driven. 

�Customers� buying habits are 
changing,� he says. �� ere are less 

Ewald Altstadt   

Vice president of operations and support services,  
Lawn Doctor, Holmdel, N.J.

Career Highlights:
� Certi� ed Franchise Executive from the International 

Franchise Association 
� Past President of the Professional Lawn Care Association 

of America
� Chairman of the Lawn Care Specialty Group and Board of 

Directors, Professional Landcare Network (PLANET)

Bill Carlstrom, his brother-in-law, says: 
�For over 35 years, Ewald has been a part of our family. 
In those 35 years, I have never seen an individual who 
exempli� es the meaning of caring and sel� essness as well as 
he does. His level of commitment and compassion to family 
and friends is something we should all hope to aspire to.� 

new products being brought to 
the market because the process is 
too expensive and grueling. Even 
though more and more customers 
are buying products and services 
over the Internet, businesses can�t 
rely on the Internet alone to drive 
sales. Once you make the sale, 
you have to personalize their 
experience. 

�We are also in an age of tougher 
regulations in our industry,� 

Altstadt continues. �We have 
to become all out activists for 
our industry. We need to make 
a commitment to be involved 
locally, regionally and nationally.� 

In his nearly three decades on 
the job, Altstadt has been steeped 
in the business of franchising 
� doing everything that an 
individual franchisor has to do, 
from customer relations to learning 
new technologies to planning 
community activities. He also 
knows how running a business can 
a� ect someone personally. 

�� e amount of travel in my 
early days with Lawn Doctor made 
me miss some early milestones in 
Adrienne, my eldest daughter�s 
life,� he says. �With the help of 
Diane, my wife of 34 years, we 
made some lifestyle changes and 
redirected our priorities back on 
to the family.� L&L
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A SERVANT

Glenn Jacobsen understands the value of service � 
personally and professionally. By Tom Crain 

LEADER

Lands RSHIP AWLEAAD
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Glenn Jacobsen
Founder and President, 
Jacobsen Landscape 
Design and Construction, 
Midland Park, N.J.

� Jacobsen Landscaping 
Design and Construction 
celebrates 30 years in 
the industry

� PLANET AEF (Academic 
Excellence Foundation) 
Ambassador

� Trailblazer of 
Professional Landcare 
Network (PLANET)

� Certi� ed Landscape 
Professional

� Member of the PLANET 
Design/Build Specialty 
Group 

� Trainer and mentor 
of students in the 
internship programs at 
SUNY Cobleskill and 
Penn State University for 
the past 10 years

� Advisory Board Member, 
Bergen Community 
College Horticulture 
Program 

� Board Member, Star 
of Hope Ministries, 
Paterson, N.J.

� Co-founder of Servant�s 
Heart Ministries
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When Glenn Jacobsen � rst 
learned about his selection 
as one of the top industry 

leaders, his reaction was exactly what 
most people who know him well 
thought it would be: �I am humbled,� 
he said. �It�s not my nature to be in the 
forefront. I am here to help others and 
that�s what motivates me.� 

Jacobsen sees himself as a servant 
leader � someone who wants to serve 
� rst. � en, conscious choice brings 
one to aspire to lead. He is steeped in 
church and volunteer work, serving on 
a multitude of nonpro� t boards and 
community projects. 

�It�s important to give back as much 
as you can at whatever level you can,� he 
says. And he is one who truly puts his 
money where his mouth is, supporting 
charities and causes he believes in. 

Jacobsen takes his leadership very 
seriously. �Leading a team is a most 
important job,� he says. �You have to 
be a visionary. You have to look ahead 
with clear direction and goals. You have 
to see a beginning and an end. It�s vital 
that you support your team.�

Over the years, leading upper 
management and serving on multiple 
boards, Jacobsen has seen all kinds of 
leaders in action from quiet to verbal, 
weak to strong. 

�I watch others that I admire,� he 
says. �I read numerous books on the 
subject. All are a little bit di� erent, but 
the really good ones share the guiding 
principle of leading with direction and 
vision.� 

To be a good leader, you have to 
know yourself well, he says. �I know I 
am a very calm person. Good leaders 
possess honesty and integrity � they do 
what they say. If you are a good leader, 
you have to have good follow through. 
You have to tell the truth even though 
it may be uncomfortable.� 

Jacobsen believes it�s important to 
allow your leaders to make mistakes. 
�As long as they learn from it, and 
don�t repeat the same ones a third time, 

just move on!� he says. �Leadership 
skills can be learned. Some people are 
born leaders. Anyone can be a leader if 
they want to be. � e key word here is 
�want.�� 

Like a lot of other people in the 
landscaping industry, Jacobsen started 
in the landscaping business at a young 
age, when he was in his mid-teens. His 
father was a part-time tree trimmer who 
also operated a small greenhouse.

Jacobsen earned his associate�s degree 
in ornamental horticulture when he 
started his own company. �When I 
was in high school, I started my own 
landscaping business working in 
neighbor�s yards. I went to college only 
a couple of years. For the past 32 years, 
I have run my own business.� 

Jacobsen credits his father for having 
a huge in� uence on him by instilling 
a strong work ethic. Most people say 
they have mentors who show them the 
ropes, teach them how to be a good 
businessperson and sharpen their skills. 
Not Jacobsen. Rather, he says that God 
is his mentor. 

�I was given direction by God for 
what I wanted to do. � at�s what has 
made me tick for the past 25 years,� 
Jacobsen says. 

He also credits Melissa, his wife of 26 

years, who also assists him in business 
operations as chief � nancial o�  cer, 
for giving him a tremendous support 
structure, both personally and at work. 
�We work as a team,� he says. �She is 
the key reason for my success.� 

Jacobsen has seen many highs and 
lows in business economy for the past 
three decades he�s been working in the 
industry. Headquartered in the New 
York City market, Jacobsen�s client 
base is heavily involved in the � nancial 
industry. 

�When economic conditions are good 
and you grow too fast, it�s di�  cult to 
maintain the professionalism of sta� ,� 
he says. �On the � ipside, you have to 
shift your focus on maintaining clients 
and retaining sta�  during a downturn. 
� e current economy is the worst that I 
have seen and most others agree.� 

An eternal optimist, Jacobsen believes 
the industry will be coming back. 
�During this economic downturn, a 
lot of people are negative about their 
earnings potential, so naturally they 
are not spending discretionary income 
which covers landscaping,� he says. �I 
believe America is strong and economic 
growth and discretionary income will 
inevitably come back. It�s just a matter 
of when.�  L&L

Melissa, his wife, says: 
�My husband, Glenn, has dedicated his entire professional life to Jacobsen 
Landscape, having founded the company at age 18. He is an extraordinarily 
hard worker, and the best multitasker I have ever met. In addition to all of 
the business successes he has achieved, and his dedication and contribution 
to the green industry as a whole, he has spent most of his career also helping 
those less fortunate. He has been generous with his time and his resources, 
and has a special heart for the needs of urban people. He has made a lasting 
and signi� cant impact on many churches and ministries within the cities of 
New Orleans, Paterson, N.J., and Newark. 

�As the CFO of the company, as well as his wife of 26 years, we have 
navigated the challenges of working together. His low-key personality and 
kind disposition have contributed to our successful partnership.

�� e most important thing I can say about him, however, is that he is a 
wonderful father to our two children, Christopher and Rachel.�
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PEOPLE
Sandy Munley 
puts others � rst 
and surrounds 
herself with 
great people to 
achieve success.
 
By Angela Dyer

POSSIBLE
MAKE IT

Sandy Munley
Executive Director, Ohio 
Landscape Association,
Broadview Heights, Ohio

Career Highlights:
• Professional Landcare 

Network (PLANET) 
Association Executive of the 
Year

• PLANET Association Partner 
of the Year 

• Served on the ALCA/PLANET 
board from 2001 to 2005

• Serves on the Advisory 
Committee for Cuyahoga 
Community College’s 
horticulture program in 
Cleveland

• Serves on Advisory Board for 
Ohio State University ATI in 
Wooster, Ohio
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Concern and caring for others 
is a big part of what makes 
Sandy Munley an e� ective 

leader. Munley has been in the 
industry for 17 years as executive 
director of the Ohio Landscape 
Association based in Broadview 
Heights, Ohio, and she explains that 
the people in the industry have kept 
her right where she is. 

�I am blessed because I love what 
I do, who I do it for and who I do it 
with,� she says. �� at makes it fun and 
possible to get a lot accomplished.� 

She has de� nitely been getting a lot 
accomplished during her tenure at the 
OLA. Aside from her duties as CEO 
of the association, Munley spends 
a great deal of time working on the 
H-2B issue and lobbying for the cap 
extension for the program. 

�A great portion of our members 
have used the program in the past as 
well as years ago when we � rst became 
aware of the program. We promoted 
it to our members when our members 
needed a legal work force,� Munley 
explains. �When the well dried 
up because there were so many 
contractors (using it), we felt that we 
needed to � ght for our members.� 

Munley continuously works hard 
for the association members and even 
future members, as she is involved 
with high school and college programs 
that will feed the green industry. She 

serves on the advisory committee 
for Cuyahoga Community College�s 
horticulture program in Cleveland 
and the Ohio State University ATI 
advisory board in Wooster, Ohio. 

�I like to stay involved because our 
future is our youth. We need to attract 
people to this industry because it is 
such a wonderful one to have a career 
in,� Munley says. �It�s a good use of 
my time.�

� e time she puts into these causes 
as well as other green industry issues 
does not go unnoticed. 

Greg Malone, president of the 
OLA, says Munley�s contributions 
to the industry association keep it 
running smoothly.

�We have a board of directors, and 
I�m the president of the association, 
but what makes it tick is Sandy,� he 
says. �She organizes everything in a 
way that makes things easy.� 

� is dedication has earned her a 
past PLANET Association Executive 
of the Year Award and an Association 
Partner of the Year Award. 

Malone, who is also the director 
of business processes and logistics at 
Kurtz Bros. in Independence, Ohio, 
says Munley�s passion extends to 
everything that a� ects the association 
and its members. 

�Because of the economic times, we 
have struggled with member renewals 
and sponsorships and attendance with 

events. She has been particularly good 
at coming up with creative ideas to 
help us through the challenging times 
and o� ering suggestions,� he says. 

To accomplish all that she has, 
Munley credits her family support 
system and adds that she has �the 
most wonderful parents.� 

When she traveled for the 
association as a single mom, her 
parents were always there to help 
care for her daughter when she was 
away building her career. It was also 
her parents who, in some ways, led 
her to a career in the green industry. 
As Munley says, �it�s in my blood.� 
Her mother has always been an avid 
gardener, while her father managed a 
home and garden store. 

Munley started out managing 
a printing company and working 
on accounts for di� erent landscape 
contractors. One of those contractors 
went on to become the president of 
OLA. After leaving the printer when 
her daughter was born, she was asked 
to become the executive director of 
the association. She originally said no, 
but when asked again later she knew 
that opportunities do not normally 
knock twice. 

She took it and never looked back. 
During these past 17 years, Munley 

has learned that the best leaders follow 
their hearts and always remember that 
people come � rst. L&L

“I am blessed because I love what I do, who I do it for and who I do it with. 
That makes it fun and possible to get a lot accomplished.” Sandy Munley

Lawn 2009 Leadership_Sandy Munley.indd   9Lawn 2009 Leadership_Sandy Munley.indd   9 11/5/2009   12:41:53 PM11/5/2009   12:41:53 PM



10       Lawn&Landscape 2009 LEADERSHIP AWARDS

Lawn&Landscape 2009 
LEADERSHIP AWARDS

60
When Burton S. Sperber 

started ValleyCrest in 
1949, the company wasn�t 

much more than a shed full of used 
hand tools, an aging pickup truck and a 
pegboard accounting system. Sixty years 
later, ValleyCrest is the nation�s largest 
privately-held integrated landscaping 
services company with nearly a billion 
dollars in sales.

But by meeting Sperber and hearing 
him speak, you�d never know that he is 
the head of a true empire. In fact, he 
insists that his real title at ValleyCrest is 
really �head gardener.� 

People tell Sperber that he is a lucky 
man to be so successful. �I tell them 
that it is not luck that made ValleyCrest 
the successful company that it is today 
� it�s when hard work and good timing 
collide,� he says.  

As a high school gardener at his 
neighborhood nursery, Sperber learned 
what was important about his industry. 
He never attended college. Rather, he 
learned about business the hard way � 
by working hard. 

Sperber�s boss and � rst mentor was 
Mossimo Gianulli, the Italian owner 
of MG Nurseries who could hardly 
speak a word of English. �Mossimo 
taught me everything I needed to know 
about the industry at an early age,� says 

YEARS
After six decades in the industry, Burton Sperber has learned that the 
secret to success isn�t a secret. It�s just hard work.  By Tom Crain 
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Sperber. �He taught me how to serve 
customers and work hard.� 

Sperber takes pride in the fact that, 
although his company is large, it�s 
still run like a family business. And, 
knowing how entrepreneurial industry 
leaders like to be, he recognizes 
and rewards the entrepreneurial 
spirit. �Our employee retention is 
unbelievable for a company of our 
size,� says Sperber. �We have very 
little turnover. � e biggest challenge 
for me is continuing to bring good 
people into our company.� 

Sperber is also pleased that 
ValleyCrest is considered one of the 
safest companies in the industry.

�Although we have 10,000 
employees, all of our top managers 
know about every single accident 
that occurs within our company,� he 
says. �Both Richard (his son, who is 
president and co-CEO) and I know 
exactly who and what was involved in 
each accident, as well as all of our top 
managers. We get daily reports, and 
look at every one of them.� 

Sperber believes it�s crucial to lead by 
example. To illustrate, he points to the 

sustainability measures that ValleyCrest 
has undertaken. �When we talk to our 
customers about sustainability, it�s 
important that we already have sound 
sustainability practices within our 
company,� he explains. �Our vehicle 
� eets and company buildings are well 
above the industry standard in energy-
e�  ciency.�  

And thanks to Sperber�s steady 
leadership, ValleyCrest is well-
positioned to survive the ups and 
downs of the economy.

�Over 60 years, we grew our 

Burton S. Sperber
Founder, co-CEO and Chairman of the Board,
ValleyCrest Landscape Cos., Calabasas, Calif.

• Founding member of several state and national landscape and 
irrigation associations that led to the formation of today’s industry-
leading organizations

• Fellow of the American Society of Landscape Architects (FASLA) 
• Director of Los Angeles Beautiful 
• Six-decade career as a landscape architect, contractor and 

business executive
• Forbes magazine recognized ValleyCrest as the largest privately-

owned landscaping company in the U.S.

business slowly, at no more than 15 
percent a year. Prior to the onset of 
this current recession, some businesses 
doubled their revenues every year. We 
were careful not to subscribe to this. 
� e main problem with growing your 
business too fast is the lack of ability to 
� nance your growth. During the good 
times, companies in our industry had 
a tendency to take on bigger jobs than 
what they can really handle.� 

When Sperber looks into his crystal 
ball, he sees the industry coming 
back, due mainly to peoples�  desire 
for beautiful scenery. And you can 
see examples in the high-pro� le 
landscaping projects that ValleyCrest 
has done, including several of the 
glitziest Las Vegas strip hotels, 
Millennium Park on the waterfront in 
downtown Chicago, and the Disney 
parks in California and Florida

�It will grow again,� Sperber says 
of the industry. �People will always 
love beautiful plants even though it 
costs them money. Businesses and 
municipalities need to understand 
that beautiful plantings result in 
economic development. When 
you spend your money on making 
landscapes beautiful, it draws people 
in.�  L&L

Richard Sperber, his son, says:  
�� ere are so many factors that make my father a good leader, but three 
factors instantly come to mind. He is honest to a fault. He consistently 
does exactly what he says. � at is one of the leading keys to his success. 

�My father genuinely loves this industry. I can�t believe how much time 
he spends helping others in the industry, always making time to return 
calls and even continue dialogues for a week or more with landscapers all 
over the country, many of whom he doesn�t even know, who consistently 
ask him for advice. 

�� ird, he has a love for our employees. He constantly engages and 
mentors people within our organization. He is on the phone all day long 
� whether talking to � eld workers or managers. He loves being there for 
his people.�

Lawn 2009 Leadership_Burt Sperber.indd   11Lawn 2009 Leadership_Burt Sperber.indd   11 11/5/2009   12:35:10 PM11/5/2009   12:35:10 PM



12       Lawn&Landscape 2009 LEADERSHIP AWARDS

Lawn&Landscape 2009 
LEADERSHIP AWARDS

Bob Wade doesn�t wait around 
for something to happen. He 
leads by example as he takes 

charge and gets things done in his 
local association and when lobbying in 
Washington, D.C.

As director of legislation for the 
California Landscape Contractors 
Association, he lobbies in Sacramento 
as well as the nation�s capital. Wade has 
worked extensively on immigration, 
where he lobbies for comprehensive 
reform and legalization. 

And he doesn�t stop there. He is 
also the chairman of a government 
a� airs committee for the Irrigation 
Association. He is working toward 
state-level conservation of water and 
e�  cient water use. His work with water 
e�  ciency even reaches to the EPA 
where he is also an EPA WaterSense 
partner, meaning he will be quali� ed to 
install WaterSense-approved items.

While this sounds like enough to 
keep an entire company busy, Wade still 
� nds time to run his own contracting 
� rm � Wade Landscape in Laguna 
Beach, Calif. 

Wade received a degree in political 
science from the University of California 

Bob Wade leads the industry by lobbying locally 
and beyond. By Angela Dyer
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“Get involved and don’t wait to be asked. 
Find something you have an interest in. 
You need to put yourself out there and 
stay involved.” Bob Wade  

Santa Barbara. But, after developing 
other interests, he went back to school 
for a horticulture degree at Cal Poly 
Pomona and then began building 
his own business. He continued 
learning by watching how other local 
companies ran their businesses. He 
saw other contractors• approaches and 
attention to detail, and he mirrored 
some of these ideas. 

From there he became involved 
with the CLCA, which he credits for 
his leadership skills. 

•Get involved and don•t wait to be 
asked,Ž Wade says. •Find something 
you have an interest in. You need to put 
yourself out there and stay involved. 
�  en, as you get more knowledgeable, 
do not be afraid to step up. Individuals 
make a di� erence.Ž

He wants future leaders in the 
industry and in various associations to 
remember that when in a leadership 
capacity, •Your opinion is not always 
the most valuable one in the room.Ž 

Wade explains that the path to a 
true consensus and the best outcome 
is to let everyone else voice their 
opinions “ rst. 

•I let others speak “ rst and encourage 
people (to speak) before they know 
my opinion on things,Ž he says. •I 
think it•s important to encourage your 
committee members to come forward 
and give their opinions.Ž 

About being an e� ective leader, he 
adds: •� e more power you give away, 
the more you get.Ž 

�  e time he gives up to spend on 
association business and lobbying 
for various causes impresses many in 
the industry, including past CLCA 

president Barbara Alvarez, president 
of Alvarez Landscape in San Dimas, 
Calif.

•I admire the fact that he puts his 
volunteer time into the CLCA, and 
he also saw the importance of getting 
on the Irrigation Association board,Ž 
she says. •I have to admire that.Ž 

It was also the CLCA that awarded 
him one of his biggest honors, its 
Regular Member of the Year Award 
in 2005. 

Wade credits the association as a 
major in” uence on his career. He 
explains that he originally joined the 
group only because he needed more 
insurance for his business, but then 
decided to check out the organization 
to see what else it o� ered. 

•I started looking at it, and the more 
I got involved, the more my business 
grew and the more professional I 

became,Ž he says. •I would credit the 
organization for that.Ž

He also credits his family with 
in” uencing his career. Wade says his 
son-in-law works for his business and 
can “ ll in when Wade is not available 
while doing association work. 

•You can•t do this alone,Ž he says. 
•My family is very important … my 
wife and daughter are involved in the 
business, too. � ey are integral in the 
whole process.Ž L&L

Bob Wade

President, Wade Landscape, 
Laguna Beach, Calif. 
Director of Legislation, CLCA

Career Highlights:
• CLCA Regular Member of the 

Year Award 2005
• Held a fundraiser for future 

California Governor Arnold 
Schwarzenegger 

• Recognized in Sacramento 
for lobbying legislation
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INDUSTRY PRIDE
David J. Frank started a gardening service more than 50 years 
ago, and credits his success to his sta� . By Angela Dyer
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David J. Frank is a leader 
in the green industry not 
because he speaks of his 

accomplishments, but because he has a 
pride for the industry as a whole and 
for the people who are its backbone. 

Frank, president of David J. Frank 
Landscape Contracting, says there is a 
certain camaraderie unique to the green 
industry. 

•�  at is what makes this industry 
di� erent,Ž he says. •� ere is such a 
professional camaraderie and respect in 
the industry. We have helped each other 
to overcome business obstacles.Ž 

It•s not only the industry professionals 
who have his respect, but his employees, 
as well. Frank explains that of all the 
accomplishments and industry awards 
he has received throughout the years, 
he is most proud of his sta� . 

•I•m fortunate and honored to have 
so many great people … people who are 
retiring with 25 or 30 years of service,Ž 
he says. •It•s their credentials that I 
celebrate.Ž 

He credits longevity and stability in 
the business to the people around him. 

•�  ey make my job easy, and they 
make my job delightful. If I had one 

business. Frank used to spend every 
Saturday morning in the o� -season 
going through his Rolodex, talking 
to colleagues about everything from 
technical issues to business issues and 
everything in between. 

•I•m so blessed to have these 

relationships in the industry,Ž he adds. 
He was strongly in” uenced by Lied as 

well as Dick Brickman of the Brickman 
Group, headquartered in Gaithersburg, 
Md., early in his career and beyond.

•�  ey signi“ cantly changed and 
improved a professionalism in the 
industry,Ž Frank says. •Before those 
guys came along we were known as 
gardeners.Ž 

Frank tried to follow their lead and 
began to champion professionalism in 
terms of lawn maintenance. 

•It used to be the stepchild of the 
industry in the 1970s. I tried to take 
(Lied•s and Brickman•s) professionalism 
and passion and put that into the 
maintenance industry.Ž 

In such a demanding industry where 
you “ ght weather, competition and labor 
problems, you have to have a family 
that is understanding of the long hours, 
Frank says. With challenges like these, 
it can be overwhelming to someone just 
getting started in the industry. 

Frank says an e� ective leader should 
understand how to install beautiful 
landscapes as well as the business side.

And, while he was busy building his 
own business and championing others 
over the past several decades, Frank 
says he has had a great family support 
system. 

•Without support I think you are 
handicapped,Ž he says. •I see a lot of 
support in our industry.Ž L&L

single accomplishment, it•s this group 
of people,Ž he says. 

Frank started building his business 
back in the 1950s and •60s in Milwaukee. 
He says he started a neighborhood 
gardening service when he was only 
in grade school. Even at such a young 

age, he started growing quickly and 
employed his school friends. 

Industry colleague Tom Lied, CEO 
and landscape architect at Lied•s in 
Sussex, Wis., “ nds Frank•s longevity in 
the business commendable. 

•He started a young business that he 
worked at while he was going to high 
school and grew it to one of the leading 
“ rms in our region and that is very 
admirable,Ž says Lied. •David has made 
a practice of learning and understanding 
corporate leadership.Ž

Not surprisingly, he wasn•t satis“ ed 
with just sitting back and running his 

“I’m fortunate and honored to have so many 
great people – people who are retiring with 25 
or 30 years of service. It’s their credentials that I 
celebrate.” David J. Frank 

David J. Frank

President, David J. Frank 
Landscape Contracting, 
Germantown, Wis.

Career Highlights: 
• Celebrated 50 years in 

business in 2009
• Won his � rst ALCA (PLANET) 

Grand Award in 1978
• Enjoys community service, his 

incredible staff and fabulous 
clients
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Andy Smith spends his time tirelessly “ ghting for the industry at the Irrigation Association. By Tom Crain 

FIGHTING
WA T E R FOR 

Andy Smith

External Affairs Director, 
Irrigation Association,
Falls Church, Va.

• Twenty years in the 
irrigation contracting � eld

• Irrigation Association 
Certi� ed Irrigation 
Contractor

• Certi� ed Irrigation 
Designer

• Certi� ed Landscape 
Irrigation Auditor

up a tree and keep climbing.Ž 
Smith believes you are only as good 

as your last accomplishment. •As each 
one of your goals gets pushed over the 
top, you have to always be looking for 
the next one,Ž he says.

Although Smith has experienced 
many milestones in his career, he 
always points to the one that •made 
me … a constantly talking industry 
spokesperson … speechless.Ž

In a surprise ceremony at the 
Georgia Irrigation Association (GIA) 
forum, Ed Klaas, GIA president, 
presented Smith with the 2007 
GIA Partner of the Year award. He 
was selected for the honor because 
of his active involvement with the 
organization•s response to the critical 
drought conditions in the state. 

•Our industry is constantly on the 
defensive,Ž Smith explains. •New, 
tough ordinances are popping up 
more frequently, even to the point 
of introducing all out bans on water 
usage such as what we•ve seen in 
Georgia. � ere is no peace and no 
rest if you want to stay on top of it 
all. In order to be e� ective, you have 
to keep your head down and just 
keep going.Ž 

As external a� airs director for 
the Irrigation Association 
(IA), Andy Smith•s greatest 

challenges are to di� use the heated 
public policy discussions on irrigation 
that intensify every year. Some of 
these discussions have been going on 
since he began his then-newfound 
position in 2005. 

Smith knows that to be e� ective in 
irrigation legislative issues, he needs 
to keep steering the conversation 
back to science and removing 
emotion from it. 

And that•s no small feat. 
•�  e current debate on the 

Environmental Protection Agency•s 
(EPA) WaterSense program for single 
homes is a current challenge in the 
forefront,Ž he says. •Industry has one 
opinion and the EPA has another.Ž

Smith says that, regardless of what 
he or anyone else achieves, there is 
always something better we can all 
aspire to. 

•Leadership is a privilege,Ž says 
Smith. •I don•t consider myself as a 
leader as much as I do a collaborator. 
We are all a work in progress. I am 
constantly working on becoming 
better. I just keep putting my ladder A
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“We are all a work 
in progress. I am 
constantly working 
on becoming better. I 
just keep putting my 
ladder up a tree and 
keep climbing.” 

Andy Smith 

Smith believes that it•s critical for 
successful leaders in his industry to 
stay involved through continuing 
education and participation in 
ongoing certi“ cation programs. He 
is proud of the fact that he was the 
13th member to become a Certi“ ed 
Irrigation Contractor.

Smith grew up around the 
landscaping industry; his father was 
a landscape contractor. But he chose 
not to join his father•s business. 
After attending college, he became a 
cherry farmer instead. Realizing that 
cherry farming didn•t pay the bills, he 
then went to work for an irrigation 
contractor. 

During the second half of his 
career, he ran three di� erent irrigation 
companies in the Boyne City, Mich., 
area until he was recruited to join 
the IA. Even though Smith chose to 
break away from his father•s business, 
he recognizes him as a great mentor 
and leader in maintaining high 
quality relationships with all of his 
customers. 

Smith telecommutes from his 

home in Michigan, and endures the 
same seasonal workload as many in 
the industry. But being home allows 
him some ” exibility; he can break 
away from his work routine, which 
begins at the crack of dawn most 
mornings, to run his 11-year-old 
daughter, Madison, to school each 
day. Because he works across many 
time zones he sometimes doesn•t 
wrap up his work until 8 or 9 o•clock 
at night. In a typical year, he•ll travel 
to more than 30 states working on a 
variety of irrigation issues.  

Smith•s wife, Kim, and daughter 
are his true inspirations. •My wife 
hustles as much as I do and provides 
the necessary support I need for 
frequent travel away from home.

•I often wonder what kind of a 
place I am leaving my daughter,Ž 
Smith says. •Water is a “ nite resource. 
�  e future of the industry is in our 
hands. We have to tighten up on how 
we use water, which in some cases we 
use three to four times more than 
what•s really necessary. It•s up to us to 
manage the resources properly.Ž L&L

Tim Malooley, Water in Motion, says: 

•Andy has an incredible mind with near total recall. I am 
often amazed at the details of events or documents he 
can recite … often months after he•s had an experience. 
Andy is an incredible industry advocate, and a formidable 
defender. I am proud to know him. He is a man of principle, 
commitment, thoughtful consideration and action. Andy 
lives in abundance and his positive outlook and infectious 
personality easily enrolls others to positive and hopeful 
action. I am prouder still to call Andy my friend.Ž
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I n a dismal economic climate and with workforces 
changing, Maurice Dowell leads his team by creating 
solutions and changing the way things are done. 

•A friend recently asked how business was so good with the 
economy the way it is. I attribute it to several things: We have 
a great market strategy, a good command of our demographic 
area, great team players and a great vision,Ž says Dowell, 
president of Dowco Enterprises. 

Some of the changes involve “ nding employees after being 
told Dowco was not getting its H-2B workforce. Dowell 
explains that his team developed a plan to have a presence 
at job fairs and created a structure to discern if an individual 
would “ t into their company. 

He has tried to answer the challenge of keeping American 
workers engaged by changing the way the workers are paid 
and providing bene“ ts.

•We realized we could no longer do some services, and we 
did some things di� erently,Ž he says. •We•ve gone to single-
person crews and that allows us to pay our guys more than 
average.Ž 

He adds the company also has made its trucks more green 
and sustainable to save money. � ey have a very clearly de“ ned 
demographic area … what Dowell calls his •domination zoneŽ 

… and less windshield time 
provides more pro“ ts. 

Bob Coulter, business 
coach of JP Horizons in 
Concord, Ohio, has seen 
Dowell work through 
tough times with this glass-
half-full approach. 

•Obstacles will hit him, 
as they do everyone, but 
he doesn•t get down or feel 
sorry for himself. He is 
constantly looking at what 
he learned, how to get 
better,Ž Coulter says.

Another key to staying 

successful in tough times is relationship building. 
•Any company that is successful in these times knows that 

service is key and (you have to) develop relationships,Ž Dowell 
says.  

�  is has been a foundation from the beginning when 
Dowell was just starting in the industry. He began mowing 
grass and realized that he needed a to o� er more services in 
order to pay the bills. 

•We brought these other lines of service on board and got 
some awesome people and brought them on board,Ž he says. 
•It•s a real testimony that anyone can do it. I didn•t “ nish 
college, and I wanted to work more than (go to college), and 
I just worked.Ž 

Amid this success, Dowell credits his team as his greatest 
accomplishment. 

•What I•ve come to realize is that stu�  doesn•t last but it•s 
about the people in your organization,Ž Dowell explains. •It•s 
about people-building and growing the best team we can and 
having the depth to bring in others to step up.Ž

Coulter echoes this as he believes Dowell•s best leadership 
quality is his focus on people. 

•He de“ nitely cares about his folks,Ž Coulter says. •He is 
focused on bringing people together as a team and growing.Ž 

His family is also instrumental to the company, as his wife, 
Donna, and daughter, Kelly, are both strongly involved in the 
business and the industry. 

Dowell explains that as a leader he can only be as good 
as his team, so they continually work on team building and 
training. 

Dowell explains that those in the industry who hope to 
be leaders need to be more prepared than their team. It also 
means continuing to study, research and read.

•To lead, you don•t lead from behind,Ž Dowell says. L&L

Maurice Dowell looks for solutions and 
embraces change to lead his business and 
thrive. By Angela Dyer

NO PROBLEM
IS TOO BIG

Maurice Dowell

President, Dowco Enterprises 
Inc., St. Louis

Career Highlights:
• Nominated as a green 

industry Trailblazer (PLANET)
• Completed CLP accreditation
• Heads Grace Business 

Owners, a community group 
at Grace Church

• Membership Chairperson, 
PLANET
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•We rely on our 4 Case skid steers for everything  
 from moving rocks and dirt to offloading 2,000-pound   
 pallets of sod. We easily run them 9 hours a day, and   
 we•ve never been happier. The machines have been  
 dependable since day one.Ž

Greg Maphet, The Grass Patch

©2009 CNH America LLC. All rights reserved. Case is a registered trademark of CNH America LLC.
www.facebook.com/caseconstruction 
Facebook is a registered trademark of Facebook, Inc. 

You•ve always expected reliability out of Case skid steers, but we thought you deserved more. Our new 400 Series 3 line now features
Tier III-certi“ed turbocharged engines that deliver more horsepower and torque. Our redesigned cab delivers more room, better visibility and
ergonomically designed controls. We even give you more •little thingsŽ like heated seat and MP3 player options. Want more? With Case, you
get world-class service from responsive dealers, and access to 24/7 Case customer support. It all adds up. Case gives you more ways to
be more pro“table.

Log on for specs and to compare Case to the competition.
Then contact your Case dealer for a demo today!
www.casece.com / 866-54CASE6

SUPERIOR    RELIABILITY FUEL EFFICIENCY OPERATOR ENVIRONMENT SERVICEABILITY

EXPECT MORE. DO MORE.
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Agrium Advanced Technologies is proud to be a 
sponsor of the Leadership Awards Program. We 
want to extend our congratulations to the award 
recipients on receiving this very prestigious 
honor. They truly exemplify the essence of 
leadership through their dedication, integrity 
and ingenuity within the green industry.

We are committed to supporting and leading the 
green industry by providing the most earth-friendly 
products. Our highly e�cient products rely on the  
 
 

most advanced technologies to minimize leaching  
and nutrient loss to the environment. These 
technologies allow you to use less fertilizer and 
make fewer applications per year.  That•s good for 
the environment and your bottom line.

We strive to provide our customers with smarter and 
more sustainable ways to nourish and protect the 
plants they grow for the world. Ask your distributor 
for our environmentally  friendly products and help 
make the world greener, one beautiful lawn at a time.

888.757.0072    
www.AgriumAT.com

Controlled -Release Fertili zer Controlled -Release Protection
Slow-Release Fertili zerControlled -Release Fertili zer

Slow-Release Fertili zerSlow-Release Fertili zer

Smart, environmentally friendly products from Agrium Advanced Technologies:

© 2009 Agrium Advanced Technologies (U.S.) Inc. | PRECISE DESIGN, POLYON DESIGN and XCU DESIGN are trademarks owned by Agrium Advanced Technologies (U.S.) Inc. AGRIUM ADVANCED TECHNOLOGIES DESIGN, 
DURATION CR DESIGN and SMARTER WAYS TO GROW are trademarks owned by Agrium Inc. NITROFORM DESIGN and NUTRALENE DESIGN are trademarks of Nu-Gro America Corp. which are being used under license.

You make the world greener
and so do we. 
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