
 
 

Being the Right Size 
How References, Reliability, and Responsiveness have Shaped M&M Landscaping 

 
Across the U.S., business owners and managers are brainstorming about their next strategy to 
grow their companies. For many, growth is a goal. It is the key to boosting revenues and stock 
prices. But for M&M Landscaping, growth is a choice. 
 
“Pretty much every year we kind of question ourselves if we should get bigger, or stay the same 
size, and we kind of like the size we’re at,” said Erika Mattiuz, secretary of M&M and wife of the 
company’s owner, Marco. “We still feel like we can give our customers really good customer 
service where they know they’re going to call and talk to me, and they know when someone 
comes out, it’s going to be Marco.” 

Having the option of growing means the company has done many things right to get to where 
they are. The company was established in 1995 shortly after Marco graduated from the 
University of Illinois. It started with a simple beginning, when Marco used his push lawn mower 
and solicited maintenance services from his neighbors. 

Over time, the company grew in both size and service offerings. In addition to 
maintenance, they now offer services like brick paving, patios, outdoor 
lighting, landscape design, and have nine full-time employees with six trucks. 
But operating in the saturated Chicago area has presented some unique 
challenges. 

“Just in our neighborhood I would say there are 10 guys that we compete 
with, that just drive around in a ratty old truck and try and undercut every bid 
we do,” Erika said. 

With the intense competition, M&M has focused on quality and has developed a deep pool of 
references. “When someone asks for references, I give them a list of 10 and say, ‘go look at our 
work,’” she continued. 

The quality of the work is the result of a unique zeal that is exhibited from the top. When 
describing Marco’s passion, Erika said, “His heart is in this business. It’s not just a job to him.” 

Marco said that being passionate leads to happier customers and employees. 

“If you don’t have passion in a job you are bound to fail at 
some point,” he said. 

It is this passion that has allowed the company to have a 
remarkably high loyalty from their crews. In addition, M&M 
has focused on being reliable. As a result, their commercial 
customers have stayed true and consistent, even through 
the recession. 



“People want to know that the job will get done, on time in a professional manner and high 
quality,” Marco said. “These days people can and do change vendors in the blink of an eye if 
they are not happy." 

Finally, Erika attributes their success to responsiveness – something that she believes was 
lacking before she “married into the business.” As the secretary, most of the responsibility for 
following up falls on her. 

“Any phone call that comes in here, we call back,” she said. “Whether it sounds like it’s 
something that could be huge or something little, I call back every single person.” 

Considering that the industry standard too often is shoddy work, flakiness, and 
unresponsiveness, it is no wonder that M&M has the luxury of being able to choose growth. But 
for them it’s not simply about growing. It’s about being the right size. 
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