
t’s a familiar story. An aspiring landscape contractor 
starts his own company after gaining a few years of 
experience working in the industry. He gets a couple 

of accounts, takes on a partner, and is off to the races.  
This story, though, has a slightly different twist. Landscape 
Concepts Management, Inc., located in Grayslake, Illinois, 
is not your ordinary company. Mike Kerton’s company  
is one of the largest full-service landscape management 
companies in the Midwest, with branches in Illinois, 
Michigan, and Indiana, and a satellite location in 
Minnesota. Kerton, founder and owner, has accomplished 
this, in large part, by providing a single point-of- 
contact service. 
	 While most full-service companies provide a one-
stop service for clients, Landscape Concepts Management 
provides this service without using subcontractors. Addi-
tionally, the company’s full-service offering for a particular 
job comes under that account manager’s umbrella. 

Visionary approach
	 In business for 25 years, Landscape Concepts 
Management has seven divisions — tree care, plant health 
care, water features, seasonal color, construction-design, 
snow removal, and landscape management. Its market is 
comprised of of�ce buildings and corporate campuses, retail 
establishments (including shopping centers), apartments, 
homeowner associations (HOAs), and municipalities. 
	 “Our company started to seriously expand seven 
years ago,” says Kerton. “Despite a trend at the time  
to focus on providing niche services, I thought that  
one-stop shopping was still an attractive option for  
our clients. I wanted to �nd a way to make it even more 
attractive by providing unimpeachable timely and 
consistent service.” 
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Moving  away

COMPANY PROFILE

	 To do this, Kerton restructured his company to  
accommodate a matrix management strategy. Manu-
facturers tried this approach in the 1970s and 1980s,  
but the strategy was never truly given a chance in the 
service sector. 

Aggressive growth strategy
	 As Kerton explains, “The matrix management 
system allows direct interdepartmental communication 
and decision making, expediting services to the client 
under the supervision of a single point of contact.” 
The approach, he adds, allows his company to apply its 
resources in a timely manner and gives account managers 
the ability to ef�ciently manage a large spectrum of 
services. Throughout, company divisions operate semi-
independently. They provide ongoing support for full-
service accounts and stay on call for special projects. 
	 The business approach works. Since it initiated 
an aggressive growth strategy, the company has 
experienced a 25 percent annual bump in sales. The 
expansion is all home grown, too. Kerton says that he 
doesn’t want to buy other companies and then attempt 
to overlay his company’s culture on them. For that 
reason and others, he has no intention of transforming 
Landscape Concepts Management into a national 
company. He wants to own a strong regional company 
that operates branches within similar geographies 

and climates, with his team members at the controls.  
	 “This is our second year in Indianapolis and fourth  
year in Detroit,” Kerton relates. “In both markets, we  
started with our landscape management division and then 
brought in different services per a client’s request. Again, 
we are full service and have in-house experts in all areas  
of an exterior landscape.” 
	 Companies cannot provide this level of service with-
out having the people to make it happen. Kerton realized 
early on that his growth strategy not only depended on 
having a �exible management structure in place, but that 
it also hinged on having specialists in every �eld. Today, 
the company employs Certi�ed Landscape Professionals, 
Certi�ed Landscape Technicians, Certi�ed Arborists, 
Certi�ed Snow Professionals, and Certi�ed Irrigation 
Contractors. Eighty percent of its managers hold college 
degrees, 98 percent of managers and supervisors have 
attended courses in green industry-related subjects, and 
everyone attends seasonal, in-house training. The owner 
has invested in people and it has paid off. 

American dream
	 Landscape Concepts Management’s owner may 
very well be a prototype of the American dream.  
Only 45 years old, he oversees a company that manages 
the landscape for more than 227 Burger King locations, 
150 apartment communities, 100 HOAs, 150 com- 
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from niche  
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