
 
 

New Jersey Native Finds Success in Wyoming 
 

Wyoming would seem like an unlikely destination for someone born and raised in the fast-paced 
New Jersey culture, but the relocation didn’t diminish Nick Orsillo’s passion for landscaping. 
 
“It’s kind of in your blood,” he said. 
 
In 1969, Orsillo’s father started a landscape company in New Jersey, and by the time Orsillo was 
14 years old, his father had already set up a landscape company under his name. 
 
In spite of his landscaping heritage, Orsillo found the circumstances in his New Jersey town 
difficult for landscape professionals. 
 
“What I found in New Jersey was that the competition was just outrageous,” he said. “It had 
gotten to the point in the late 90’s that there were 650 registered landscape contractors in our one 
town.” 
 
Not only was the number of contractors overwhelming, but the type of competition made matters 
worse. In many instances, kids were taking the market by mowing lawns for $19.   
 
“There were just kids everywhere mowing and 
homeowners really didn’t care as far as quality 
went at that point, so we packed things up, and I 
was going to change careers,” Orsillo said.    
 
When considering what to do next, Orsillo was 
lured to Wyoming as a result of years of visiting 
his mother-in-law, a Wyoming resident.  
 
After relocating to the Jackson area, he decided to 
give landscaping another chance and started the 
company Wyoming Landscape Contractors. This time he would approach landscaping with a 
different game plan. He joined national organizations like Symbiot and ALCA, and started 
focusing just on landscape construction.   
 
“We were building these projects for $500,000 and the owners started saying, ‘well, you built it, 
you take care of it.’ We started contracting out maintenance companies. But we found that it was 
amazing how you couldn’t get a maintenance company to do a good job out here. Needless to 
say, we started our own maintenance division, and that has grown through the roof.”  
 
He later added a gardening crew, a tree care division and an irrigation service. One piece at a 
time, Orsillo began expanding his company based on customer demand. Orsillo started in 2001 
with only 2 other employees. Now he says there are close to 55. 
 
The growth hasn’t come without addressing some very unique challenges of doing business in 
Wyoming.  
 
“Growing up in New Jersey your whole life, and then coming out here and having six months of 
winter – it’s rough,” Orsillo said.  
  



The massive amounts of snow helps his snow plowing division, but it also makes the landscaping 
side more difficult. In an average year, they can only plan on mowing between 20 and 22 times.  
 
The other major challenge is getting equipment and replacement parts.  
 
“That is the most difficult thing being out here that a lot of people don’t understand: what we 
have to go through on the simplest things,” he said. “Nobody stocks aerators. Nobody stocks 
thatchers. I just can’t go down the road and get a blower. It’s the funniest thing, you’ll walk into 
some of these places and they’ll have one blower.” 
 
In most instances, they have to purchase their products online or take a road trip to a neighboring 
state that stocks what they need. 
 
In spite of these challenges, Orsillo and his company have thrived by his rule of thumb: give the 
reins to your leaders.  
 
“Your key guys – and I have some really good ones – they are the company. It really isn’t me, it’s 
them, and they know it’s them. I give them all rights to make the decisions an owner would 
make.” 
 
That includes everything from hiring to firing to purchasing. Orsillo views each division of 
Wyoming Landscape Contractors as its own company with its own owner.  
 
“That’s the biggest thing I can preach: get yourself out of your company and sit back and oversee 
it, and it will run so much smoother because you’ll catch more items than you ever imagined.”  
 
Giving his employees autonomy has lead to a better relationship with them, which, combined 
with his competitive drive, has translated into success.     
 
“I didn’t come here to do my 20 lawns and be happy,” he said. “I’m going to do whatever I can to 
grow. I’m not here just to be a ski bum and hang out. I’m here to do business, make money and 
take it serious.” 
 
As his growth indicates, these are all the right ingredients for the New Jersey native to thrive this 
time around. 
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