Town & Gardens
provides an
amazing service
in an amazing
place.

ave vou ever wonderad
what it would be like to
be 2 landscape contracs
wor in Mew York Cuy?
(i one hond, ot would
be exciting to feed ofl the energy
of a city that mever sleepz. On the
other hand, imagine irving 1o
H |‘||:1L'r: Loy parrke, fo miove 4:;|1|ip|:1.;~r|l_
from one site to ancther, and 1o
deal with horns Blaning and non-
stop traffic every day. Where do
employess eal, go 1o the hathroom,
and wash up, and, by the way,
where 15 the one necessary ingredi-
ent all landscapes require — soil?
s, working in New York Cuy
would be daunting for most land-
scape conlraclors, Bul then apain.
Dom Sussman, president of Town
& Gardens Ltd., located in the
hesrt of downtown Manhattan, is
nol yvour ordinary coniractor, In
fact, he was nol @ conlractor a1 all
i hs Lirsl career
Born and raised in Mew York
Cily, Sussman faught hagh schoal
biology until the mwwd- 1970k, when
he grew tlired of the csealating pub-
lic school financal crisis. He had
bean working summers for a land-
seupe contractor and decided it was
time to strike oul on his own, He

did that by sarng Psuls & Pean
on Fire lsland, a Long Island sum-
mer relreat for Mew Yorkers.

The fermer biology teacher
grew a green thumb, and by 1988,
his company, which provided instal-
Tution and maintenance services Lo
area residenis, had three locations
on Fire Island. He sold his business
at its peak and continued 1o man-
age 11 For anolher 515 veurs,

Back to his roots

I 19905, Sussman joined Forces
with Mew York-Bormand Insh-raisesd
Chris Fitzpatreck 10 start Town &
Curdens, “Chns was o lindscaper
i Ireland before coming back here
oo live” remembers Sussman, “COne
of the [irsy jobs we went afler was
for Donald Trump, We g the job
und mstalled o rooftop garden on
ihe top of Trump Tower. In fact, we
still maintain the project.”

Suzeman remembers the proj-
ecl for many reasons Yes, 1L was
for Donald Trump. I was also

ome hot summer in Mew York, and
hiz two-man company hired four
interns o help with the mnsalla-
ton. Furthermore, the gurden was
losinted on the top of the 71st floor,
amdl the elevator only went to the
Tih Moor. The dilemma was low
to el 40 vards of soil plus plam
material and supphes mside the
butlding and get ot up two Mights
of stairs. The project was published
in fr Sl magazine which give
Torwn & Gardens a nice boost with
s marketing elfor,

Thie Gct that many of Sussman’s
Fire lslund customers owned ity
property did not hinder his startup
cffort, cither. All Town & Gardens
had o do was provede the sime
gh Bevel of serace in the oy
thit Pistils & Peat hud done on the
island. To do that, ihe company
colounder quickly buill on lis pre-
VIS EXPerisne,

“1 was aible 1o bring more back
i the oy than my knowkadge of
horeculiure and landscaping.”™ says
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Sussman, “Maybe that is one reason
why the logastics of mstalling o roof
garden did nol seem overwhelming.
Cm Fire [sland, everything had 1o be
freighted over on @ boad, from h-;lg
af sotl o 15loat-high castern red
cedar trees. Oinoe material arrived,
there were no roads 10 use (o haul it
to sl To add o the challenge, we
could mol s beavy equipment on
the island, and in most instances, we
were working i sand,”

In addimon 1o helpng ham
become logistscally asiwie, ihe Fire
Island experience faught Sussman
how to incdscape wandy siles {Mew
Work's tall buildings are notorous
for creating a wind-tunnel cifect).
As mentioned ahove, he also knew
ar il beast understood many ol his
mew prospeclive cusiomers. “You
canncd underestimate how impaor-
Lant i0 15 B0 know your customer,”
he adds. “The sanve holds true for
understanding how o run a busi-
mess The person who purchased
Patrls & Feat had more business

savyy Lhan me, and 1 learned a lon
Frorn hime that 1 later incorporated
infce our new business ventune, ™

City experience
Sussman was a fast learn-
er. That [ year m busaness, he
and his pariner grossed $250,0040
in sales, and for the mext several
years the company grew by 1K)
percent annually. Today, Town and
Gardens brings in between 32.3 o
31 5 mullson annually, The company
employs 23 1o 30 people, depending
on the season, and operates both a
ressdentinl and maintenance divi-
sion with imdswvedual profit centers
for lighting and irrigatkon, design,
holiday décor, and seasonal eolor
In addihition o the imogs
Trump Tower owner, cuslomers
includeowners of townhomies, pent-
houses, comdos, mstitutions such as
Columbia L niversty, The Met, and
many prominenl arca parks. This
winier, Town & Gardens
crews will be mstalling
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i rool garden at the Mussom of
Modern Art (MOMA). The peog-
ect will ke one of the company’s
largest, nod 1o mention one of 15
most unmsual undertakings. The
garden will be compleely artificial
to elimmate any nisk to the priceless
works of art below,

“1 think one thing that sepa-
ruies ws from the compeiition s our
willmgness 10 tike on the unusu-
al project.” Sussman relaves “The
Trump Tower may have been our
lirst experience on a Mew York City
rool, Bl 1 was not our last, We hove
installed coumiless rooftop gandens
since then, each one more comples,
and have wilded green roofl installn-
tions bo our service olfering.

"W also strive o deliver an
amipang service, Il customers can-
ned find an answer 1w their lnd-
seaping questions in our office, |
suspect an amswer is mot in the
-:r!l'l'lng. Chur emplovees are creafive,
o I they have a broad
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base of knowledge, and they main-
iain strong relationships with ven-
dors and other supphers. Lighting,
planis, materials, special designs
and even the out-ol-the-ordinary is
ordinary for us IF customers give us
a call, we will be there for them.”

The company’s revene stream is
divided equally between commencial
andd residential accounts. Although
many of s first projects wene bid-
bualel, Town & Gandens rarcly sub-
mats @ bad foday and rebes, insteacd,
on pood relationships with landscape
archibects and others 1o ned only
pigue customeer interesl butl pre-sell
them on its service

"I & ol uncommon for archi-
tects ter tell therr customers (0 'go 1o
Town & Girdens and tell them what
vou wanl,” Susman adds “That's
a good positeon f0 be in w0 matiee
whal market or business vou anne in.”

Fle contimues, “We have a talent-
el stall wnad an exmcellent reputation,
anad bath are incredible contributors
to owr sucoess, But it iz dilficul o
capress in wonds how impor.
tant building relationships has
boen for this company, Hiving
excellent  relatonships  with
J_!L“I:'ll.'fu! conlnsctors, archilocis,
aubconteactors, amd vendors is
critscal 1o our growth, This is
a relationship business, and if
o il your best feel forwand
with evervene with whaom vou
clor business, it will always conse
back, | sincerely belicve that”

Learning curve

This ewner attrtbutes his com-
pany’s profitable growth to a myriad
of other influences as well, mclud-
ing brimging m industry consultanis
and sharing important financial
information with emplovess,

“When we started the company,
we made money,” Sussman relates
“But ot was not until 1 attended a
Revin Kehoe seminar that T oreal-

1 ALCA sdhearage
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e we could be more profitable
Wi hired him as a consultant and,
as | hoped, we stamed o grow the
battom line.™

Kehos was not alone i lending
a helping hand. Town & Gandens
employs the Gary Kinman approach
to selling. Customers are not only
irvated to 1ts faclity to discuss design
alternatives, they are encouraged 1o
participate in the design process.
“We are selling ourselves imstead
ol being o low-post commoding,”
explains Swssman.

His siafT routinely atends design
semimiars. and the company as a
whole has benefited from shanng
ideas with other ALCA members
Benchmarking and networking. for
example, led to the purchase of
ASSET software fo help integraie
wheduling, estomating, and billing
and o develop systems (o beller
trivck probd and kess “You have 1o

know where you are making money
and where you are losing money,”
Sussmin widds

Like many swocessful owners,
he openly shares this information
with =tall members amd shores
the company's seecess with o grad-
uated profit-sharing program for all
salaried stall.

“I think the bottom line 1o our
suceess has been our desire 1o do
the right thing,” Sussman adds. “It
really 15 as simpde a5 that. From the
beginming, we wanted 1o do wlhat
s best for our clients, our employ-
ees, and our suppliers. Yes, 1 thunk
we provide an amazing service, but
when it comes right down 1o, our
swooess degends on followms o few
simple rules of business ol of lifie
Fortunately or us, we practice those
rudes i an amarmg settng.” @




