
 
 

Four Pillars Keep Prairieview Landscaping Company Optimistic 
 

 Eric Sebens, owner of Prairieview Landscaping Company in Champaign, IL, recently 
flipped through the yellow pages and couldn’t help but notice how thin the Landscape Contractor 
section was compared to previous years.  
 These are challenging times for businesses. Some have made dramatic cuts to advertising. 
Others are no longer in business. 
 But looking back on his company’s lifespan, Sebens has pinpointed four key pillars that 
have helped Prairieview to grow to the point they are now. It is these four pillars that also give 
him confidence in the future.  
 
There is no substitute for hard work 
 Sebens is finishing his 27th year in the green industry. He started working for a large, 
local landscape company called Green View in the spring of 1983 on a mowing crew. Over a ten-
year period of time, he worked his way up to some high-level managing positions. 
 By 1992, he was ready to move on and start his own landscape company, but he had to 
wait for his Non-Compete clause with Green View to expire. He started Prairieview Landscape 
Company in the spring of 1993. 

“I can still remember the very first day my 
non-compete contract ran out,” he said. “I picked up 
the phone and started making sales calls.” 

He made the calls from the third bedroom of 
a small house he was living in at the time. He had a 
rental unit where he stored some equipment. Along 
with Sebens and a few employees, his wife worked 
part-time to help prepare bids and payroll. 
 Since then, Sebens has witnessed 
tremendous growth. Prairieview hit its peak in 2006 
with 41 employees and 20 trucks. 

“I attribute a lot of the success here to hard 
work,” he said. “I am amazed at what it takes to 
really run a successful small business – just the IT 
stuff, the marketing, the human resource – I can see 
why a lot of businesses fail, I can tell you that.” 
 
Customer service is not just a saying, it’s an action 
 Prairieview is trying a new email system to try and stay more connected to their 
customers. The new system allows customers to renew their lawn program and request service 
calls through email. It also allows Prairieview to send out notices when they’re about to go 
service. 

They have even added fencing to their service offering to accommodate a customer 
demand.  

“What we’re finding nowadays is people are busy,” he said. “They want the ease of 
dealing with one place.” 

But improving convenience for customers is only part of Prairieview’s customer focus. A 
customer-centered mentality is what really drives the company. Sebens said he doesn’t want any 
of the negative things that are attached to contracting to be a part of Prairieview.  

“And those are things like not doing what you say you’re going to do, not following up 
on your work, not doing quality work, all of those things that are kind of standards in the 



contracting world – I don’t want any part of that,” he said. “If there was not any hope of operating 
beyond that level, I probably wouldn’t be interested in doing this.” 
 
Be Detail-Oriented 
 The analogy that Sebens relates to his employees is to imagine the company as a ship 
crossing the ocean. After 16 years in business, there are no longer any gaping holes in the ship. 
But at this stage, each member of the crew is to be walking around the ship with a caulk gun in 
hand ready to seal up any small cracks.  

Without sealing up the small cracks, Sebens fears that they would spend too many of 
their resources bailing out water, which would prevent them from crossing the ocean.  
 One of the pillars that Prairieview depends on is separating themselves by being detail-
oriented.  

“In retail they say, ‘location, location, location,’” Sebens says. “In service work, I say 
‘details, details, details.’ If you don’t take care of the details, you’re going to fail.” 
 
Hire people with good character 
 Twice a year, Prairieview will clean up the shop and cook a sausage and pancake 
breakfast for all their employees. They also recognize the Employee of the Month and have an 
annual Christmas party. 
 Sebens has noticed that all of these things contribute to boosting morale. But he also 
believes that these types of “external motivators” can only go 
so far. 

“You can do all of that stuff until you’re blue in the 
face, but if you’re doing it with the wrong people it isn’t going 
to work,” he said. 

For that reason, Sebens looks for high-character, 
internally motivated people to fill his staff.  

“You can teach skills, but you can’t teach character,” 
he says. “And if you don’t have character, it’s even harder to 
teach the skills.” 
 

*** 
 

Sebens is looking forward to a bright future. He is re-focusing his company on the basics: 
working hard, focusing on customer service, being detail-oriented and finding high-character 
people to bring on board. He is confident that doing those things now will help position 
Prairieview for when the economy recovers.   

“I see good things on the horizon for Prairieview because we have good fundamentals,” 
he said. “The financial picture right now may not be great. Sales might be down, profits might be 
down, but we still have good fundamentals.” 
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