
 
 
A $1500 bonus and a family station wagon was enough for Bill Schumacher to get 
started, and now, 28 years later, he heads a 70-person full-service landscape operation in 
Central Oregon.   
 
The bonus came in 1980 when Schumacher was doing a “prevailing wage job.” It was 
enough money that he decided it was time to start his own landscape company. He first 
met with the local Chamber of Commerce to present his idea.  
 
“They said if we could make it then, it would be a blessing because the economy was so 
down,” Schumacher said.  
 
Despite the down economy, Schumacher moved forward with his plan. His degree in 
Resource Recreation Management from Oregon State University prepared him to design 
parks and recreation areas – skills that would serve him well in launching Springtime 
Landscape & Irrigation. 
 
For the next 10 
years, Springtime 
remained a small 
operation 
consisting of no 
more than three 
employees. 
During this time, 
Schumacher ran 
the business out of 
his home. 
  
“My neighbor 
turned me in for running a business off of my property, so I ended up having to move my 
operation,” he said.   
 
Looking back, he considers the forced move a blessing in disguise. He ended up renting a 
building for $2500 / month, and paying that much motivated him to buy his own 
property.  
 
“I ended up buying a piece of industrial property, which was probably the best thing that 
ever happened to me because it has quadrupled in value,” he said. 
 
One good decision at a time, Springtime began to grow. During the 1990s, the company 
grew to around 13 people. At this point, Schumacher had to start hiring managers, and 
hiring the right people was an essential piece to his growth.      
 
“You can only grow as far as you have good leadership,” he says.  
 



 
 

Once he hires the right people, he has made it a point of emphasis to train and educate his 
staff. Springtime Landscape & Irrigation currently employs CLTs and IA-Certified water 
auditors and designers in order to ensure quality service for their customers.  
 
Along with benefits packages for full-time employees, Schumacher invests in his 
employees through other fun-filled means, including occasional Friday afternoon 
barbeques, softball games, winter bowling tournaments, and weekly trainings. 
 
In addition to his qualified staff, Schumacher identified some other factors that have 
contributed to Springtime’s growth. 
 
“The economy was pushing us, along with involvement in organizations like Integrated 
Services Group, Planet, and OLCA (Oregon Landscape Contractors Association) have all 
contributed to the education for me to put it all together,” he said. 
 
Over the years, he has added new elements to his business to allow Springtime to service 
their clients from start to finish. 
 
Schumacher is once again leading Springtime Landscape & Irrigation through a 
challenging economy like he did in 1980, but this time he’ll have more to work with than 
a $1500 bonus and a family station wagon.     
 

www.springtimeirrigation.com 
 
 

Q&A 
 
Q: What is the competitive advantage at Springtime Landscape? 
 
A: So quality service is probably what we brag about the most. Response time to clients 
is something we’re always working on- trying to get back to them quickly from the 
design stage to the maintenance and service stage. 
 
Q: What adjustments have you made to your business due to changes in the 
economy (esp. gas & fertilizer price increases)?  
 
A: We saw the slowdown starting to come last year. We put a yearly budget together and 
we budgeted for higher fuel prices. I’m not sure we got it totally covered. I think we 
increased our fuel budget by 20%. We’re eyeballing it very closely. We’re trying to get 
more economical trucks that get a little better fuel mileage, but we still need to use the 
bigger trucks. We have fuel delivered to our shop. We log in and log out all of our fuel, 
so we’re keeping a real close eye on the fuel that we are using. We’re educating our 
employees. We have signs posted, “It’s $4.29 / gallon right now : Conserve Fuel”  
 



 
 

Plan ahead on the day so we don’t have to run parts out to you. It costs us about 50 cents 
per mile for these vehicles that we’re running between fuel and wear and tear. We’re 
having our crews check air in the tires so we can run more economically”    
 
Q: What are some recent additions you’ve made to your business (ex. Any new 
service lines offered, new marketing tactics, etc?) 
 
A: Our best advertising has been our enclosed trailers. They’re 8’ x 12’ white cargo 
trailers with the Springtime logos on the sides and a list of services that we provide on the 
back. We have 10-12 of these trailers that are all around town with bright colors and it’s 
really been a good mode of advertising for us” 
 
“We have a Special Projects Department that is kind of our hot shot crew that provides 
special service for our existing clientele.”  
  
Snow removal, which helps us hang on to our employees, good return rate on employees.  
Keeping our equipment and trucks looking good. 
 
 
Q: What do you pride yourself most on? 
 
A: “Customer service. We stand behind our product. If our vendors don’t, we do. Which 
costs us at times, but it’s another mode of advertising. Standing behind the work that we 
do. We’re not perfect, but if we make a mistake, we vouch up to it, and eventually it pays 
off.”     
 


