[T T

&P
==
e
| el
—
==




About |0 years ago, David DuBais, president and CED of Mission Landscape
LCompanies, Inc., Irvine, California, saw the handwriting on the wall. Little did he
realize that this was the beginning of taking his company from a traditional

landscape maintenance company to a ‘green’ company. The year was 2000

and the green movement was barely recognized by mainstream America.

Landscape companies back then did business in the
conventional way. ‘Going green’ was not in their
vocabulary; they were content to do business as
usual. In 2000, DuBois’ company wasn’t any differ-
ent. He felt there must be a way to save landfill fees
and generate additional income, and he could also
envision his company’s contribution to being eco-
friendly.
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DuBois’ father, Wayne, started
Mission Landscape Companies,
Inc., in 1970. During those halcyon
days, there was a lot of growth,
especially in the Southern Califor-
nia area. New office buildings and
office parks were going up all over
the place, and Wayne recognized
that there was a need for another
landscape maintenance company. .

In the early '80s, after graduat-
ing from high school, David DuBois
went to work at Mission Land-
scape. For the next 10 years or so,

he worked during the day learning
the trade, and going to college at
night—taking courses that would
help round out his background.
During this time, DuBois was not
only learning the business, he was
being groomed to take over the
reins of the company when his
father decided to retire.

Landscape companies—especial-
ly landscape maintenance compa-
nies—generate a lot of green waste,
which they haul away to a landfill.
Of course, there are fees to pay as
well as the labor costs to haul it to
the site. Then there’s the addition-
al wear and tear on the vehicle. In
some cases, smaller companies
would have a trash bin onsite to
dump their waste.

DuBois began to plan for growing
the company. He wrote a three-,
five-, and ten-year plan and, as part
of the plans, DuBois added tree
trimming services, landscape con-
struction, and landscape architec-
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ture, through a recently acquired
landscape architectural firm.

One of the items that kept pop-
ping up on these plans was the high
cost of the fees to the landfill. This
was a figure that would continually
increase, not only because of the
company’s additional volume but
because the landfill operations
were always increasing their fees.
There had to be
a better way to
get rid of the
green waste. If

Composting
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- separating
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he could elimi-
nate those
costs, it would
definitely
reflect on the
bottom line.

DuBois seriously began to
research ways to get rid of this
‘green waste.” He knew that people
were making compost from green
waste. During his search, he found
that the State of California had
mandated that cities and munici-
palities reduce their waste. Land-
fills were filling up quicker than
many had projected. There was
great concern that in some parts of
this country, we would run of out
landfills.

California was one state that
took the initiative. They would
help finance facilities that would
take material out of the waste
stream. DuBois applied to the Cali-
fornia Integrated Waste Manage-
ment Board (now known as Cal

Recycle) for some funds; it was the
beginning of Mission Landscape
Companies going green. That was
11 years ago.

The company acquired a few
acres of land, purchased some
equipment, set up a separate divi-
sion, and they were on the move.
“We felt we could recycle the green
waste into mulch and sell it back to

More importantly, getting involved with
green waste ten years ago has given
Mission Landscape a window of
opportunity. DuBois says that he can
definitely see his company being a totally
green company in a short period of time.

some of our customers who wanted
mulch,” said DuBois. “It was
always our intention that this divi-
sion would be profitable, and it is.”

“Some nearby arborists bring
their wood chips to us,” said
DuBois. “It saves them the dump -
fees and we use these in our com-
post pile.”

It may sound like an easy solu-
tion to a problem, but then again
nothing is that easy. The process of
taking green waste and composting
it to turn it into mulch is a tedious
one. However, before you even get
to that place, the red tape and
restrictions placed on an operation
such as this is mind boggling.

One of the requirements by both
the California Integrated Waste
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Management Board as well as city
planning was that the processing
facility be located in a Recycled
Material Development Zone. In
addition, each month samples are
taken and sent to a lab for testing.
Another sample is sent to still
another lab for testing for path-
ogens, heavy metals or physical
contaminants.

The process of composting is not
difficult, once you pile the green
waste and mix it with wood chips
that you chipped from tree branch-
es; water just needs to be added to
begin the process. Heat will break
down the material. When the pile
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gets to be 110 to 120 degrees, it has
to be turned. Allow three weeks to
cure, and when this dries out, you
have mulch.

Once the product has been test-
ed, it is separated by quality. If it
meets the requirements, Mission
Landscape can then sell their out-
put to their clients and others,
including some of their competi-
tors.

Because of the way mulch is
applied, Mission purchased a blow-
er truck to apply the mulch. “Two
guys can put down 60 yards of
mulch in about three hours,” said
DuBois. “We now offer this added
service to our competitors.”

This portion of their business
continues to grow as the demand
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for mulch increases. Water treat-
ment plants that have contaminat-
ed soil will put down 4,000 or 5,000
yards of mulch. On the other hand,
material that does not meet the
strict standards is sold in bulk for
use in commercial agriculture.
Some of this material is sold to
energy plants that burn it to pro-
duce energy and then sell it to elec-
trical companies.

“Recycling green waste closes the
loop of being green and sustain-
able,” explained DuBois. “It is also
a profit center for us. More impor-
tantly, getting involved with green
waste ten years ago has given Mis-

; sion Land-
scape a win-
dow of oppor-
tunity.”
DuBois says
that he can
definitely see
his company
being a total-
ly green com-
pany in a
short peri-
od of time.

“We work
for some
ponmeemes  oreat clients
as well as a few cities,” said
DuBois. “We’re helping these
clients become more eco-friendly.
Each month, cities have to report
to the state how much tonnage
they’ve withheld from the landfills.
The cities that Mission Landscape
works with show substantial
amounts withheld from the waste
stream. Private clients also like the
idea of doing something positive for
the environment. They use our
recycling of green waste as part of
being good corporate citizens.”

With the green movement pick-
ing up speed, Mission Landscape is
on the right path, taking green to
the next level. “We’re beginning to
use organic fertilizers in some
parks,” says DuBois. “Our cities

love it. It gives them something to
show their residents that they are
becoming more environmentally
compliant, The people who use the
parks feel more comfortable know-
ing organic material is being used.”

Another component to being
green is water management. “This
is something we’ve been doing
since the ’90s,” DuBois said. “We
just recently retrofitted five acres
from conventional irrigation to
drip.” Using smart controllers and
low-precipitation sprinkler heads
have allowed Mission Landscape to
offer their clients a solid water con-
servation program. “Good water
management is another key to
being a green company.”

Mission Landscape is now look-
ing to replace their lawn mowers
with propane and other fuel-alter-
native mowers. They have approxi-
mately 150 mowers.

In 2004, Wayne DuBois was
ready to leave the company to
retire and pursue other interests.
Arrangements were made for
David to purchase the company,
and part of the company was sold
in an Employee Stock Ownership
Program (ESOP) to their employ-
ees.

These 530 employee owners keep
the morale high; some of these
owners have been around for 35
years. This could be one reason
why Mission Landscape has grown
so large. In the past 41 years, they
have seen their volume balloon to
$26 million annually.

Mission Landscape recently
received three outstanding awards
for excellence by its industry peer
group, the California Landscape
Contractors Association. Because
they are eco-friendly, maintain a
low carbon footprint, and stay envi-
ronmentally compliant, Mission
Landscape will grow even more as
the demand for sustainable land-
scapes and being green continues
to grow. ¢4
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