
Digging

Landscaper
always
searching for
ways to
improve
community

for a better way
H e doesn’t have a street named after 

him like Norman Eddy or a museum
honoring his successes like the 
Studebakers. His is not a household

name, yet many in the community have likely
been affected by the legacy of his work. As
founder of Foegley Landscape Inc., Robert 
Foegley’s passion for creating beautiful spaces
has left an indelible mark on the Michiana area.

cators, and a host of main-
tenance, grounds keeping,
and office personnel neces-
sary to keep such a diverse
operation running smooth-
ly.

“Our team is what sets us
apart from everyone else in

the area,” he says. “They
love what they do and love
seeing great landscapes
come into reality.”

But perhaps a better de-
scription of John, and one
that provides insight into
the success that he’s nur-

tured, might be that he’s
practical and measured.
He’s given to searching for
perspective, an attribute
that he says was intensified
upon being diagnosed with
muscular dystrophy.

“One of the things it’s

taught me is to find solu-
tions to problems,” he says.
“I’m always thinking that
there’s a better way to do
things, a more efficient way
to do things.”

Brian Lakin,
standing, a
landscape
architect
with Foegley
Landscape
Inc. and
John
Foegley,
owner of
Foegley
Landscape
in a garden
located in
front of the
main office
on Lilac
Road. The
company
was started
in 1959 by
John’s
father,
Robert
Foegley.
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The company is the re-
alization of one man’s in-
nate desire to watch
things grow.While found-
ed in 1959, its seeds were
planted years earlier, when
at the age of 7 Robert’s
parents entrusted the
management of the family
garden to him.

“He started playing
around in the garden
and fell in love with it,”
says his son, John Foeg-
ley.

What followed was a
childhood spent experi-
menting with growing
things such as peanuts
and hydroponic tomatoes.
The discovery of his pas-
sion so early in life al-
lowed Robert to focus his
studies and eventually led
to a bachelor of science
degree in ornamental hor-
ticulture from Michigan
State University.

Equipped with only a
shovel, wheelbarrow and
rake, a few years after
graduating Robert began
growing what is today a
$4 million landscaping
company that employs up
to 60 people during peak
season. Known for its
“legacy of excellence,”
Foegley Landscape Inc.
specializes in creating and
maintaining functional
and sustainable outdoor
spaces.

“We’re a company that
covers the broad spectrum
of landscape services that
are out there,” says John,
who now owns and man-

ages the company.
The services available

include creating, planting,
fertilizing, mowing, prun-
ing, and irrigating land-
scapes; designing and
building brick patios,
walks, driveways, and wa-
ter features; and snow re-
moval — to name just a
few.

“When Dad was run-
ning the company, it was
basically just design,
build, install, and a little
bit of maintenance. Over
the last 10 or 15 years,
we’ve been slowly push-
ing more into mainte-
nance because it’s what
clients want from us,”
John says.

Diversification has been
central to the company’s
growth, and it’s been a
particular focus of John’s
since he assumed control.
His degree in business
from Indiana University
South Bend lends itself to
guiding the legacy of his
father’s creation.

In a self-effacing way, he
refers to himself as the
“bean counter,” the head
of a team that includes
three landscape designers
(two with degrees from
Purdue and one with a de-
gree from Ball State), a
horticulturist who runs
the plant nursery, a certi-
fied landscape technician,
registered pesticide appli-

profile

See PROFILE Page 12

by JAMES HURLEY   Tribune Staff Writer



“What we saw was busi-
nesses that were downsizing,
coming out of larger, tradi-
tional office situations, were
coming here because maybe
their South Bend operation
was down to one or two peo-
ple and they didn’t have a
receptionist any more.”

The companies were at-
tracted to the center’s flexi-
ble terms, short-term con-
tracts and all-inclusive cost
structure, including a recep-
tionist that is his employee
and serves his customers.

“Companies were able to
come here without really los-
ing the image they had cre-
ated for themselves. Some-

body was still able to answer
the phone,” he says. “They
weren’t going to lock them-
selves into something long
term.We had a terrific year.”

But starting in July a new
wave came, when national
firms who were pinched by
the recession later than re-
gional companies were, de-
cided to close their local op-
erations altogether.

“We saw some larger
companies either shrink
down their local operation
or in a couple of cases just
close it up,” Freer says. “We
lost three clients in three
months – July, August, Sep-
tember of this year.

“They were reorganizing
at the national level and that
trickled down to South
Bend, Indiana.”

One client, for example,
merged its satellite office in-

to a regional office in Chica-
go.

“We’ve sort of seen down
and then up and then back
down again,” Freer says.
“Now what we’re seeing is
sort of a stabilizing of that.
There’s some local clients I
have that are actually ex-
panding based on what
they’re seeing from their lo-
cal vantage point.

“I’ve had at least one
client move from one very
small modest office into a
larger one and add staff,”
and another client that came
just a couple of months ago
is already expanding.

“It’s sort of going to back
to the local thing,” Freer
says. “There are some local
businesses that are seeing a
better environment and are
expanding.We’re being dri-
ven more by that.”
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 there’s something in it
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 58033801
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 Sunday . . .
 Clipped the coupons and checked out 
 the great ads for specials around town.

 Monday . . .
 Found a great recipe for chili in the 
 Food section.

 Tuesday . . . 
 Read all the birthday, engagement and 
 anniversary announcements in 
 Celebrations.

 Wednesday . . .
 Caught up on the latest health and 
 exercise news in the Our Health 
 section.

 Thursday . . .
 Planned my weekend activities using 
 the WeekEnd section.

 Friday . . .
 Checked out the latest shows in the 
 special Movies section.

 Saturday . . .
 Found some great decorating ideas 
 in the at Home section.
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Those qualities are ap-
parent in the team that he
employs and in the land-
scapes that they create and
maintain. He offers ample
opportunities for training
and certification, with a
keen understanding that
what’s good for business is
what’s good for the client.
And, it just so happens,
what’s good for the client is
what’s good for the busi-
ness.

While some landscape
contractors delight in un-
derselling the competition,
loading their projects with
cheap labor and erratic de-
sign, John is focused on the
quality and longevity of the
landscapes his team cre-
ates.

“We don’t want to be
the cheap landscape con-
tractor in town; we want
to be the best,” he says.
“That doesn’t mean we’re
not competitive, because
our pricing is competitive,
but we provide a better

value.”
And it’s delivered in the

form of experience and
knowledge. His team oper-
ates on the principle that
landscaping, when done
right, will add value for
years to come.

“We always try to make
our design work sustain-
able so that it’s friendly to
the environment and
friendly to the needs of the
client,” he says. “If you
have to cut the spruce tree
down in four years because
it was planted in the im-
proper environment, did
you really get a deal by go-
ing with the cheap guy
who didn’t know what he
was doing when it comes
to design?”

Permeating seemingly
all of the company’s con-
siderations is a sincere ap-
preciation for the commu-
nity that has allowed it to
flourish.The company do-
nates time and resources
to various charitable caus-
es and nonprofit organiza-
tions. Recent contributions
include an upgrade to a
park that the company de-
signed across from Riley

High School and assisting
with the design and instal-
lation of the new Chris
Wilson Pavilion at
Potawatomi Park.

“We think the communi-
ty would be lesser if it did-
n’t have things like the
Civic Theatre and the Sym-
phony … those are things
that mean a lot to the com-
munity.”

Contributing to them is
his way of thanking the
community that welcomed
his father’s passion 50
years ago. Its support en-
abled his father to retire se-
curely with a sense of ful-
fillment — an accomplish-
ment of which John is most
proud.

“All of our successes are
measured by our abilities to
support our families that
work here … that we give
back to the community, and
that our clients are delight-
ed and happy with what we
do.”

For more information,
contact Foegley Landscape
Inc., 52215 Lilac Road,
South Bend; (574) 277-
2424, or visit www.foegley
landscape.com.
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