
(Editor’s Note: In place of the normal
contractor interview, CONSTRUCTION
DIMENSIONS this month has elected to
provide a full treatment of the manage-
ment philosophy of the John H. Hamp-
shire Company, of Baltimore, long recog-
nized as one of the most successful and
best managed wall and ceiling contractor
firms in the United States.)

Two years ago, the late John H.
H a m p s h i r e ,  f o u n d e r  o f  t h e
Baltimore-based contracting firm
that bears his name, provided a
prophetic message to readers of his
column in an in-house publication.

“One of the most difficult things
for  some people  to  learn , ”  he
wrote, “is to delegate authority.
They simply don’t let go; can’t
learn to trust those under them.”

Mr. Hampshire cited the obvious
advantages of adopting such pro-
cedures and concluded: “. . . the
art of delegating authority lies at
the very heart of leadership.”

Whether the eminent construc-
tion leader realized just how essen-
tial this philosophy of leadership
would be to his own business is un-
important. The fact that he and his
two sons, John D. Hampshire and
Paul K. Hampshire did bel ieve
in  management  by de legat ion,
though, is quite significant.

For this reason, John H. Hamp-
shire, Inc., founded 66 years ago,
continues to be a prosperous and
growing organization, even in the
aftermath of a tragic sequence of
deaths that stripped the company
of these three Hampshire princi-
ples.

Last October, the 86-year-old
founder and Chairman of the Board
died. His son Paul, 60, had died
only a few months before. The
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other son, John, 60, had passed
away in 1974.

At the time of their deaths, both
the Hampshire sons had occupied
top execut ive  pos i t ions. Paul
Hampshire had been named presi-
dent  o f  the f i rm fo l lowing h is
brother’s death.

A New Team

Today John H. Hampshire, Inc.
is led by a five-member executive
committee that comprises the top
tier of management. Maintaining a
yearly sales volume figure of be-
tween 18 and 20 million dollars,
Hampshire normally employs over

600 men and women.
Included in the top group are

Richard L. Jackson, Robert C.
Keamey, John H. Gimbel and two
third-generation Hampshires, John
H. Hampshire, II and P. Kenneth
Hampsh i re ,  J r .  Outs ide  peop le
were not needed to fill the vacant
leadership posts.

Jackson, who has the president’s
title, has worked for the company
nearly 30 years, most recently as
vice president and general manager
of the Washington D.C. branch of-
fice.

K e a r n e y  h a s  b e e n  w i t h  t h e
(Continued on Page 27)
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Hampshire organization for almost
23 years. He is involved with sales
management  and promot ion,  in
addition to being executive vice-
president, secretary and general
manager of the Baltimore opera-
tion.

Gimbel has been associated with
the company’s f inancial affairs
since he joined the firm 27 years
ago. He has been treasurer for 21
years.

John H.  Hampshi re ,  J r .  was
named assistant branch manager in
Washington early in 1976. P. Ken-
neth Hampshire, Jr. was named to
a similar position for the Baltimore
office also at that time. Both have
been promoted to full management
responsibi l i t ies.

The concept  o f  an execut ive
c o m m i t t e e  w a s  a c t u a l l y  f i r s t
adopted about five years ago, says’
Dick Jackson. “The Hampshires
realized that we had to commit our-
selves to a type of operation that
could endure future growth without
being totally dependent on any one
or two individuals.”

“Since the recent demise of the
Hampshires,” he continued, “the
company has formalized the sys-
tem that we’ve been using for these
past five years.”

Alignment Recognized

Apparently creditors and indus-
try resources recognized the new
Hampshire alignment in this per-

spect ive.  Had they v iewed the
shuffling at Hampshire as a whole-

sale changing of the guard, it is
doubtful the company would have
been ab le  to  surv ive  the ear ly
stages of transition.

Since trust is an essential in the
construction industry, reputations
and past performances are keenly
monitored. Through careful plan-
n ing and an eye to  the fu ture,

Robert C. Kearney
Executive Vice President

Hampshire has been able to main-
tain its widely respected image in
the industry.

Although the implementation of
the present style of management at
Hampshire is unique to construc-
tion, it has been successfully insti-
tuted in non-related industries.

Charles McCormick, founder of
the spice and food company of the

same name, is generally credited
with the formulation of the team
management concept. He labeled it
Multiple Management.

In  accordance wi th  Mul t ip le
Management theory, the Hamp-
shire organization includes a junior
board of directors.

“It was started about three years
ago” notes Jackson. “We use it as
a kind of sounding board.” The
junior board is comprised of seven
young members who are appointed
on a basis of management poten-
tial.

Among its most vital functions,
the junior board performs the task
of a research and evaluation group.
New products and procedures are
considered by board members and
then appropriate recommendations
are forwarded to the executive
committee.

As a standing committee at the
disposal of top management, the
junior board is often assigned spe-
cial projects, such as a review of
existing operations in a specified
department.

C o m m u n i c a t i o n  w i t h i n  t h e
Hampshire organization is also
promoted by the jun ior  board.
Aside from formulating its own
proposals, the board can be used as
an intermediary device by employ-
ees who want their suggestions or
complaints presented to manage-
ment.

Promotes Control

Since the introduction of Multi-
ple Management, explains Jack-

(Continued on Page 28)
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son, “we have been able to better
break our business down and sepa-
rate its functions.”

“Administration, construction,
estimating and sales are still the
four basic components of our busi-
ness,” he adds, “but by better de-
fining our roles, we have been more
successful in selecting the right
people for the right jobs.”

Although Jackson emphasizes
that Hampshire did not jump into
the new system overn ight  and
without initial resistance, he cites
several tangible benefits already
reaped in the transition period.

“We have improved our f ield
operations, collection procedures
and cent ra l ized our  es t imat ing
functions.”

Electronic Accounting

The company is also installing an
electronic accounting system. The
new system, according to Gimbel,
provides a complete information
program with additional reports on
a more efficient basis.

Another apparent benefit, notes
J o h n  H a m p s h i r e ,  i s  i n c r e a s e d
company communication. “We are
now getting vital feedback from
secretaries, clerks, everyone in this
company, in addition to groups like
the junior board.”

“ A l s o , ”  a d d s  J a c k s o n ,  “ w e
have active participation among all
our branch offices. In fact, we have
monthly managers’ meetings and
one or two of us from the executive
committee are regularly visiting the
branches.”

“It’s the exact opposite of ab-
sentee management,” points out
Gimbel, something that he notes is
too often the case in the construc-
tion industry.

John H.  Hampshi re ,  Inc .  in -
cludes five branch offices besides
its ‘Baltimore home base. They are
l oca ted  i n  Wash ing ton ,  D .C . ,
Richmond, Norfolk and Roanoke,
Va. and Charleston, W. Va.

Each office has its own equip-
ment, warehousing and performs
the day-to-day functions of any

John H. Gimbel, Treasurer

contracting business, while allow-
ing Hampshire to penetrate mar-
kets in 10 states in the mid-Atlantic
region.

“The construction industry has
changed  d ras t i ca l l y  i n  r ecen t
years,” observes Jackson. “We
have always been able to adapt new
ideas because our management has
always been committed to staying
ahead of whatever was the current
trend in the industry.”

“Not too long ago, everyone was
talking about diversif ication,”
notes Mr. Gimbel. “We’ve been
diversified for 25 years.”

New Techniques

“New production techniques are
very apparent today,” says Mr.
Kearney, “and we’ve been able to
stay abreast of this new knowledge.
It’s imperative that our people be
able to walk into customer meet-
ings,  capable  o f  ta lk ing about
things like ‘fast tracking’ and ‘criti-
cal paths’.”

“And no longer are we selling
products,” he continues. “We’re
selling systems, whether it be wall
systems, flooring systems or inte-
grated ceiling systems.”
H a m p s h i r e  C o m m e r c i a l  I n t e r -
iors was a division added to the
Hampshire organization in 1973.
This service provides space plan-
ning, interior design and the instal-
lation of interior furnishings, par-
ticularly in the commercial field.



“ I t  was on ly  natura l  that  we
should get into that,” recalls Ken
Hampshire. “We were putting up
the walls, the floors and the ceil-
ings, so why not just continue into
a related service that’s in a natural
progression.”

The basic Hampshire services
are: lathing and plastering, dry wall
systems, acoustical and integrated
ceiling systems, resilient flooring,
movable partitions, radiant ceiling
systems, and industr ial- inst i tu-
t ional f loors.

A l s o ,  p o u r e d - i n - p l a c e  r o o f
decks, carpeting, sports recreation
surfaces, sprayed-on fire proofing,
exposed aggregate panels, precast
f loor  decks,  ra ised f loors ,  and
wood flooring.

“Hampshire has always held the
philosophy that to be successful in
the subcontracting field it is neces-
sary to pursue an aggressive pro-
motion and sales ‘program”, says
Kearney. “John Hampshire started
this himself in the early ’30s in sell-
ing the then relatively unproven
acoustical tiles for ceilings.”

“In an increasingly competitive
market we have tried to emphasize
the services and products that can
give us an edge in negotiating con-
t rac ts .  Our  System Promot ion
Group act ive ly  works  wi th  ar -
ch i tec ts  and owners  in  wr i t ing
specifications for the deck, ceiling
and wall systems which we sell and
install. As a subcontractor we es-
timate and contract for this work,
then install it with our own labor
forces. We feel we have good cred-
ibility with our customers in regard
to  costs  and ins ta l la t ion  tech-
niques.” n
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