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 Repairs and Maintenance
By Dave Magill

Green and Clean Landscaping

Building a  
Strong Foundation

A well-designed approach 
to landscaping is the first step  

toward a best-in-class  
facilities program

M any facility professionals are tasked with planning every 
layer of a landscape program, from the field structure to 
the pricing solutions to the scope of work that is delivered 

across the portfolio. For landscaping, where nuances often change 
from region to region and site to site, building out a consistent 
best-in-class scope of work is no easy task. And if you are not a 
horticulturalist by trade, the path is not always an easy one to follow.
 For your next landscaping initiative, having a properly designed 
scope of work will provide the strongest foundation for a successful, 
best-in-class facilities program.

Benefits of Landscaping Service
Let’s focus on one of the most important elements of your scope 
of work: the weekly service, which often includes mowing, trim-
ming and minor debris removal. This is traditionally a weekly ser-
vice, but the frequency is dictated by your geographic region and 
could range from as few as 24 visits per year to as many as 44 to 

48 if you maintain an irrigation system on the property. This is one 
of the most essential services of all, as it guarantees that desirable 
“green and clean” look, which enhances your overall brand. 
       This service also provides you with a consistent set of eyes 
on your properties through site inspections, which can help you 
identify other potential issues at your locations (burnt out light 
bulbs, potholes, building damage, etc.) before they develop into 
bigger issues. This is the biggest value of having a consolidated 
program; you can rely on a national partner with on-the-ground 
resources to collect the information and disseminate it back to you in 
your desired format. 

Green and Clean
Another important element in your scope of work is bed mainte-
nance. Next to your turf, this is your second most visible asset. Here, 
the traditional program includes a spring mulching, in which a fresh 
1- to 2-inch layer of mulch is added to the bed(s) and any and all 
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weeds are removed. Don’t forget bed edg-
ing. When a landscaper bids disproportion-
ately low on mulching, you can be assured 
that they are ignoring the prep work and 
just “dumping” mulch in your beds.
 In addition, routine maintenance 
(either weekly or bi-monthly) typically in-
cludes hand weeding or chemical spraying of 
the weeds. Unfortunately, weeds will always 
be the healthiest, greenest items on your 
property, so taking a proactive approach 
to managing them will sustain that critical 
“green and clean” image.
 The next level of service to define 
includes fertilization and weed control of 
the turf. Here, it is critical to ensure your 
supplier engages only licensed applicators. 
Frequency can vary across regions, but it is 
common to see an average of three to five 
services a season. Again, performing a mini-
mum of services in this category will promote 
the same “clean and green” image of your 
brand, which should be your primary goal.
 Shrub and tree trimming is your next 
category. Here, aesthetics and safety come 
into play. Trimming eliminates the danger of 
either pedestrian or vehicular traffic coming 
in contact with low-hanging branches or 
shrubbery. There is no definitive minimum 
number of recommended services due to 
the variation in plant life that may exist. 
However, for many customers who employ 
a seasonal pricing model, tree and shrub 
pruning is included on an as-needed basis to 
eliminate the need to approve proposals and 
track the costs individually. 

Seasonal Cleanups and Irrigation
Spring and fall cleanups are our next 
grouping and, often, the most confusing. 
As a standalone item, there is no defini-
tive scope. To say you want a spring or fall 
cleanup is not enough to define the scope. 
 For some people, this means picking up 
winter debris; for others, this means sand 
removal and mulching. Generally speaking, 
we recommend performing both of these 
services, but clearly define what services you 
want performed. Typical items include leaf 
cleanup in the fall and the collection of dying 
or dead branches in the spring. However, this 
scope can be shaped by how you frame the 
other services within your scope of work.
 The final service category is irrigation. 

While traditional repairs are not included 
within a scope of work, startup and win-
terization of the systems are. Also, weekly 
monitoring of the systems (checking for spray 
patterns or damaged heads) is a common 
“tucked in” service to a scope of work. This 
tuck-in should not drive up costs, though, 
as there is no definitive increase in work 
performed to identify these types of issues.

Defining the Scope of Work
Whenever possible, incorporating all of 
these services at some frequency will as-
sist you with the following: provide for a 
more “clean and green” appearance, main-
tain a positive image of your properties 
and minimize the need for out-of-scope 

work during the landscape season.  
 So let’s discuss services that fall 
outside your scope of work. Some items 
will always fall outside the boundaries of 
any scope of work, even the most robust 
programs. Items such as irrigation repairs, 
shrub and tree removal and replacement, 
large debris removal and other items will 
require your service partner to prepare a 
proposal for your stakeholders to approve. 
While basic hourly rates should be negoti-
ated ahead of time, it is critical that an 
expectation of value be set prior to service 
to ensure that the proper benchmarking of 
costs are identified.
 A common question is, “How are these 
out-of-scope services being identified, and 

Building a scope of work is not an easy task.  
When possible, leveraging your relationships with existing  

suppliers who can help shape and design your scope of work will  
ultimately deliver the best results. In addition, once your scope of  

work is finalized, your next critical step will be designing your  
bid sheets to ensure the appropriate costs are captured in a way  

that will allow you to make an educated decision  
on the true costs of the program.
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how are they addressed?” We believe your 
chosen supplier(s) should take a proactive 
approach to identifying and submitting 
quotes for items that fall outside the scope 
of work. Detailed quotes should always list 
both labor and material costs, and multiple 
solutions should be offered, if applicable. 
Asset management should be as fundamen-
tal as weekly mowing.
 In summary, building a scope of 
work is not an easy task. When possible, 
leveraging your relationships with existing 
suppliers who can help shape and design 
your scope of work will ultimately deliver 
the best results. In addition, once your 
scope of work is finalized, your next 
critical step will be designing your bid 
sheets to ensure the appropriate costs are 
captured in a way that will allow you to 
make an educated decision on the true 
costs of the program.
 There is no one-size-fits-all scope of 
work for everyone who manages a port-
folio over a larger geographical footprint. 
However, by identifying frequency and need 
prior to etching that scope of work into 
stone, you can deliver a consistent brand 
image across every site at 
a best-in-class cost. 

Dave Magill is the Vice President 
of Program Management for  
Ferrandino & Son, Inc. He has 
more than 28 years of experience 
in snow and ice services. 

The    Green        Clean
look enhances your 

overall brand

& 
Thank You 

To Our Advertisers

Ameritech Services ...................................................... 3

Cintas ........................................................................15

CLM Midwest ..............................................................13

DAR PRO Solutions ......................................................45

Dentco ................................................. Inside Back Cover

Dyson Airblade ............................................................ 5

Express Facility Services ..............................................41

Facility Solutions, Inc. .....................................Back Cover

Ferrandino and Son, Inc. ....................................... 24, 25

FMP-Franklin Machine Products ....................................21

HAVI Global Solutions .................................................. 8

Kason Industries .........................................................39

MaintenX Company International .................................31

MC Sign Company .......................................................20

Omni Containment Systems .........................................29

Provisioned Services ............................. Inside Front Cover

PVI Industries, Inc ......................................................10

RHEEM Manufacturing .................................................50

Versico Roofing Systems ..............................................46


