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“You've got to cal JEE W= wr 2°

frer being in business 41
vears, Erv Denig, a regis-
tered lamdseape architect,
knows the people of Forr
1'.‘.":13.'::::, Indiana, and they know him.
In fuct, prospective homeoswners are
=00 familiar with his work rthar many
of them call him even before Tln::r
buy a lor, Why? Because they undler
stand that his company, Lawn &
‘Turf’ Landscaping, Inc., has a knack
of blending landscape design and
architeerure, Gerting this landscape
contractor and  architect  involved
carly on ensures that the property,
the home and the '|:1|1|i.-'-f.LI1L: will
connect in just the right waw

LY,
-

Denig has a resume o match rhese
high expecrations. He has been men-
tored by some ol the most respected
names in the landscape indusrry,

and his company has a wealth of

experience  designing, building wnd
mainmining a wide array of com-
mercial and |1i_|;h--|:-|1:i residential
propertics. In his wards he also has

“the best equipment money can buv®

and long-time employees who “know
what is expected of them.” As if this
=0t teasan enough to call Frv, con-
sider this: He has an attitude. He has
a strong work ethic and believes that
building lasting relationships with
customers, dealers and employees are
fundamental to success and longevity
in this industry. Atter tour decades of

proof, who would argue with him?
Lawn & Turf runs three installa-
tion crews, three maintenance crews
and two lawn care crews. T he compa-
v pm'.']llu.* a broad range of services,
including hardscape and  irrigation
installation, and caters to commercial
and residential customers who arc
full-service oriented, *Our goal has
always been o give customers that
‘onte call does it all service,” 1.]1::111.{
savs, “ Uhen, we strive to keep them
forever,” A lintle reticent about put-
ting a dollar amount on his business
volume, he admitz, however, that
many of his full-service customers
have more than 100,000 square feer
el tarh toommaintain, and overall, his
crews mow and maintain several mil-
lion square feet of turf a week. [y
service mix, Lawn & Turf generates
30 percent of its revenue from design




and installation, 40 percent from
maintenance and 10 percent from
I:l.'i\ll {4 1 ST]LH" |ﬂ.'l'|'l|_'|1|"-'|l '-'lhl"fb' t]'“."
mix slightly, depending on the year,

AGRARIAN ROOTS

Beagsed o oa 1-'.11|11|:r Gron i Fort
Wavne, Denig starred mowing lawns
at the tender age of 12 and continued
duin!_; ser part-fane until |'.11L|'u:|:]|::;|_.r_
his business in 1963, He carmed a
bachelor's and masters degree in busi-
ness from Ball Sote and later ook

several desion courses ar Purdue, all

the time mowing lawns to carn his
way, "1 always wanted o be a land-
seape architecr,” he recalls. 1 even
taught drafting at a junior high school
while 1|1-:m'i||g JLNA] _'..".Lu.ib a week. 1
chidn't srer married uneil [was 35, Back
then, it was all abour work,”

This contractor attributes has
waork ethic o his father, who was

A “'III:I] TI.'I'I.I;{ I;‘I.i:l:: |'|'I'.'|L“.'I'r ;IIH.I 1ﬁ!‘i |.|'|'I|'.'IL",|
wha ran the farm and raughe him o
operate and maintain equipment. *l
guess most of us inthis business like
equipment,” he notes with a smile.
_E}llr COCws “E'H,:T.'l.tf.' rct,".."t:l‘.'t] Kl_l':_]“".'l,
Wialker and Wright Stander mowers.
We have two large wheel loaders and
several
thats not even counting all the
cequipment we have for installation,
It I were o put a figure on it, |

16-fant snow hlades, and

would say we have at least a hall

million dollars worth of equipmen.

Walkwer operator Will Hinen says that with
a iittle out-front planning, he can use the
Wabker Mower on his smaller properbies.

"1|r1i|l'rl,' WOre Ime I'I'I- T.I'“_' Fll':";-r |||T'|.I::|'
scape  contractors o introduce
Wialker Mowers to our area,” Denig
CONBNues, “I h:l.!'l'rl'l:T'-l'ii T Se 0 O
tractor with two Walker Mowers.
After warching them operate the
mowers and ralking with the Walker
folks at a trade show, | decided
to wive the Walker Mowers a1y,

That was 20 years ago, and we've
been L:*.-Liﬁ:_; them ever sinee for our
high-end properties where removing
erass Clippings is a requisite. Uneil |
dizcovered Walker, | could never find
a mower that was both durable and
could carch grass.”

By the rime Lawn & Turf pur-
chased its Arst Walker Mower, the
company had been transformed
from a two-person mowing opera-
tion inte a full-scrvice company.
As Denig relates, it all starred
when a customer asked if he could
replace a couple of bushes. He
obliged, and it has been nonstop
rrowth ever since.

"1 always wanted to be big
rather than
Denig. “l started artend-

ing conferences  andd

5-1II'.I.]].." H‘I._"_l!-

' setting involved at the
- local and national
level  with  asso-

ciations. It there's

LR Lk 1|‘|ir:|_|._f| manre

than anyv other

that has con-
tributed te our

SUCCess, 1ts been

my  willingness

1o network with

other successtul

companics  and
bring in consul-
tants to help us with

erowth issucs, Being
successful in this busi-
ness is all about develop-
ing relationships with vir
tuatlly anvone associated with
vour business.”

G'ﬁ'ﬂ.’f [l]l.' :'.'L"'-'ll".ﬁ'.' I.JU.'I-\"ll t'llr_ rI.-'llri-
made a successtul foray designing
and building athletic fields, and even
consulted with the head Yankee
proundskeeper on a ball diamond
construction  project. The COMmpa-
ny has also worked closely with
Jack Nicklaus designing and build-
ing a golf course, Today, though,
the high-end residential and wil-
laminium markets help fuel both

WALHER 1Al K = Hepnnt 3



the :|u.:-;i_|_{|1."11-l;1't]4| aned  maintenance
divisions.

MINIUM MANIA

When asked to deseribe a villamian-
ium, Denig points to a row of nice-
leoking homes adjacent to a high-end
subdivision. He explains that develop-
ers often add low-maintenance homes
to their propertics. Appealing to retir-
[ el "I.l"l'lﬂ {:IHI'II! WakTiL 1o I'Ill.i.-l.l'ltnlirl !l::ll.'i.l'
lawns and landscapes, the homes are
iq.h;-uﬂ:; sutted for Lawn & Turl, “We
can provide all maintenance services,
'mu:]l.u:lir:g umw]ng, triuuning. anid
delivering Lown and tee care,” Denig
I'l."I.ITI_".‘i.
hood, we also strive to get the main-
tenmance work Trom other homeowners
in the subdivision,”

Either 1.-.';11.-—1‘r:m1111:n:i.|| or foesi-
dential customers, property manag-
ers or homeowners—Lawn & Iurl
looks 1o sign up customers to multi-
year contracts. ~ That’s the name of
[1“' ll_:.“l'lli." i‘" 1|!|:||i.l'||1.!||:l-||il.'l,: Hin Iil:||'.'- !1:1:-'!'-
Denig. “Companies need the security
long-term contracts offer.

“I think the market is much more
competitive and ditficulr now than i
wis when 1 started in business,” he
::_||I:'Ill;_':‘;. {90 [ ‘!H'Jr'i:. I-"l:..."'liill'lII"‘L"I.i‘I.E!]]'l LAn t]{.'
frerce, especially in maintenance, and
fimding cmployees scems 1o be getting
mare difficult every vear. Margins are
<lirinking, too. My advice to anyone just
starting out is to build Jsting Telation-
chips, find a niche, and r1mh sure to
buy equipment that marches thar niche.
For example, we mun three different
maintenmince crews. Our large-propernty
Crevw Orserakes Hllh'lf:l 2er=nurm TitEL‘I’h
equipped with 61-inch decks, Our 48-
inch CHS Wailker Mowers mamtain
high-end mid-size properties, and we
Lise th‘ '||'H..I'” IH Shn-;h.rq ol =0. I‘J.IEI"
-..'ﬂln]nu:l:l:uunl -ty areas where we cant
gt the Whlkers and where we can e

“While we're in the neighlor-

the -.;]'lppi:rgs behind.”

Flaving quality equipment is impor-
tant, he adds. “Look around, we don'
huve a snazzy new shop or 1 mod-
::rn-h:-rﬁ:in_'_; aflice. We work out of

4 WALKER TALEKE = Reprm

the fumily B and use the barn for
[T .'ihﬁl!r ill'l{l IEH.' F[ITI'I'II'HIII.I?‘!.' |:;:1-r LT
office. We have dressed both up and
have nice areas for our emplovees, but
we it most of our money it cquip-
ment. Fquipment mukes us money, not
the buildings. Furthermore, emplovees
appreciate using top-of-the-line, reli-
able cquipment,”

The facility is located on 20 acres
of land, plenty of space for hold-
iﬂ\[_"' nll.l'!‘{'r:r' !'i"'H.'I': :l'l'l.l:] ::|L'.'l.'t‘.|nrﬁn;: i
compost site. The owner knows he is
tortunate to have a place to dispose of
clippings and the means to urn them
inte a revenue-producing product.
On site, Denigs crew handles clip-
pings cefficiently, too,
emploving a large
truck vacuum to do
the “heavy work,”

“The vacuum
works like a charm,”
Hil:.'?-i ."l\“-'ﬂkl"r "]?L'f:l.'
tor and foreman
Will Tlhinen. "We
just dump rthe clip-
pings on the side of
the road and then
pick them up when
we've finished main-
l'd.ilI‘I]iE," the property.
The approach is so
much easier than
using a pitch fork
or handling a rarp.”
He taps the side of
his Walker Mower.
“I don’t know whar [ like bese abour
this machine, You
it vacuums the clippings, but its
also mancuverable, casyv-to-operate,
and 1 can trim from either side of
the deck. Being able to hang the
deck over the edge of Hower beds
dramatically reduces our rraimming
time. With a little out-front plan-
ning, | can even use the mower on
our smaller praperties.”

Lawn & Turf currently has three
Walker Mowers; two are a couple
vears old and a third is brand new
The company places most of its

cannot beat how

MIGWING equipmient on a4 [wo-vear
ll’."E'I'hlL"E!H{'.I'I.l' [ 'll."]EI| :lrﬂ.{ b o - B !T'I'Il.l:'h
af ir as possible will be powered by
diesel EREINes,

“The dicsels use less fuel, and in
tclay’s environment, aperators need
to save money where they can,” Denig
emphasizes. "Replacing our nwainte-
NANCE Cquipment every two vears also
keeps downtime to a minimum. If

vou've been in this business, vou know

that downtime is brutal. A lost {i;t:l.' 1%
losr revenue.”

Pemig credits his local Walker
dealer Tavlor Rental and Kuhoma
dealer More Farm Store for keeping
his downtime to 3 mmimum and

Lavmn & Turf provides a broad range of services,
inclhuding hardscape and irrigation installation, and
caters o commercial and residential customers
who are full-service oriented.

providing grear service. Again, ir all
comes back to relationships, Denig re-
emphasizes, Maybe there was a time
when landscape contractors could be
cavalier in their approach to doing
business, when they could have a cur-
sory relationship with customers and
suppliers. Not anymore, says this ver-
cran. When Denigs customers want
::.".':::JL|.'I]:LI_'L' ]'.I.]Lli!u".ll1il1:.{, 1]1::_',' waill B
Daon't think for 2 moment, though,
that Erv doesn't have a call list of his
own and people he can tum to when
he needs produces, services or juse
some solid advice, A




