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il John Gachina

has learned to

trust his peop]e,

let go of the

i clayvto—day and
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run his business.
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Work Small,

orget for a moment that Gachina Landscape Management is a
$15-million company. John Gachina, president of the Menlo
Park, Calif.-based company, is a landscape contractor just like -
you. He started the business from scratch and has had his fair
| share of ups and downs. He's micromanaged his people. He's
pushed them too hard. He’s moved too fast. He hasn't moved \
fast enough. He’s made mistakes.
[ But what makes Gachina different, and where you can
learn something from him, is by studying his ability ro ler go. He took a hard,
honest look at his own strengths and weaknesses when he started the business in

1988, and made the conscious decision to focus on his strength, which was selling

work, and hired people to entrust his weaknesses, such as operations and account-
ing. Sure, passing on these responsibilities and letting people make mistakes is
easier said than done, but Gachina’s formula of promoting from within has also
had the double benefit of building employee loyalty, making secking our labor less
of an issue. In fact, his employees responded to an anonymous survey recently that
helped rank the business the 33rd Best Place to Work in San Francisco.
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