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David 
Gaboury, 
CEO of Olathe 
engineering 
fi rm Terracon 
Consultants 

Inc., has spent the past 16 
years expanding the fi rm from 
a regional company to one 
with a national presence, and 
he doesn’t plan to slow down 
anytime soon. Gaboury sat 
down to talk about Terracon’s 
acquisition-based growth 
strategy, his hopes and fears, 
his passion for fl y-fi shing and 
his oldest son’s engineering 
venture in Cambodia.

Are you seeing the returns 
you want from your growth 
strategy?
� e shorter answer is yes. It is 
continuing, and we are pleased 
with it. As a company, we do 
think growth is important, 
and (we) want to grow both 
in terms of acquisitions and 
internal growth. As for our 
acquisitions, they do get a lot 
of headlines, but we do about 
three or four a year, so it’s not 
like we’re going crazy with it. 
In terms of our track record, 
we’re really happy with it. If 
you weigh it, we have bigger 
and smaller (acquisitions). 
Some of the smaller are 
actually harder than the bigger 
ones, in terms of how well 
they go. But if you weigh it 
by revenue, I think we’re 90 
percent successful in doing 
that. 

How does that work for 
expanding your footprint?
When we started, it was 
moving out from our Midwest 
presence. Texas was the fi rst 
big move we made. Now, we 
have almost 600 people in 
Texas, so it’s been a really big 
success. In our last strategic 
plan, we looked at what’s 
next geographically. We’ve 
targeted the Southeast because 
our businesses are driven 
by population growth, and 
the South also is a business-
friendly climate. We’ve made 
a number of acquisitions, 
and now we have 36 offi  ces, 
700 to 800 people — a leading 
presence — in the Southeast. 
� en it starts getting a little 
more diffi  cult. � e two places 
where we are most absent are 
California and the Northeast. 
California is challenging 
because it’s a very diffi  cult 

business climate. But it’s the 
12th-largest economy in the 
world, so you can’t ignore 
it forever. � e Northeast is 
basically a market share 
takeaway because it’s not really 
a growing market. ... But those 
are the two nuts we have to 
crack. We have offi  ces now in 
Manchester (N.H.); Portland, 
Maine; Boston area; Hartford, 
Conn.; and ... we’re grateful to 
have a group join us just this 
year in northern New Jersey. 

How soon will you be setting 
up shop on the West Coast?
I would be disappointed if it’s 
not next year, but it won’t be 
this year. It’s not imminent. 
� ere may be one. � en 

beyond that geography, it’s a 
big world out there. � e bigger 
part of our strategic plan is in 
the next years to look outside 
the U.S.

What will be your biggest 
challenges?
What keeps me up at night 
is the ability to recruit, retain 
and deliver quality careers 
to our employees. As we get 
bigger, we need more and 
more. � e other part of that is 
it’s competitive out there. Our 
business is hard, and it’s not 
easy on people. 

So what do you like to do in 
your free time?
I love anything outdoors. My 

biggest passion is fl y-fi shing, 
and I’ve done all kinds of 
fl y-fi shing. But fl y-fi shing in 
Colorado mountain stream, 
that’s ideal for me. But I am 
not a trout fl y-fi shing snob. 
So we live in Cedar Creek (in 
Olathe) at Shadow Lake. I 
live on the lake (and) go out 
the back door in the evening 
and fl y-fi sh from shore and 
catch bass and blue gill, and 
that’s fi ne, too. I’ve done a lot 
of saltwater fl y-fi shing ... up 
in New England, so I’m good 
with anything like that. So 
that’s my ideal. But anything 
outdoors. I’ve grown up skiing 
in New England since I was 
a kid. We have a home in 
Colorado in the mountains. So 

usually, when we have some 
time, we are up there.

Are you a big family guy?
My wife and I just celebrated 
our 40th anniversary. We 
literally got married when 
we were teenagers, so we 
are very proud of that. We 
have three sons, 32, 30 and 
27. So, absolutely, family is 
very important. ... We raised 
our kids to fl y, and they did 
— they are all over. We have 
one engineer, our oldest. Our 
thing was to support our kids 
in whatever passion they have. 
We didn’t talk about it much 
growing up, but all the sudden 
senior year of high school, he 
took an interest in it. So he has 
his degree from the University 
of Colorado at Boulder in 
architectural engineering 
and has his master’s in civil 
engineering at Columbia 
University in New York City. He 
had a great job. He got involved 
in Engineers Without Borders, 
went over to Cambodia to 
volunteer on a construction 
project they raised money 
to do. He came back, quit 
his job, and now he has an 
engineering company he owns 
in Phnom Penh, Cambodia. 
My middle son is great. He is 
fi nishing his (doctorate) in 
media studies at New York 
University, so he’s running 
around all the country, going 
to conferences and giving 
papers and doing great things. 
He’ll fi nish this spring. And 
our youngest son just fi nished 
in June, his master’s of fi ne 
arts in English and creative 
writing. So we have the range 
going in our family. It’s not like 
engineer-engineer-engineer. 

— Austin Alonzo 

‘Our business is hard, and
it’s not easy on people’

David Gaboury is CEO 
and chairman of Olathe 
engineering company 
Terracon Consultants 
Inc.

Title: Chairman and CEO of 
engineering firm Terracon 
Consultants Inc.
Education: University 
of Massachusetts 
Amherst, bachelor’s in 
civil engineering, 1976; 
Massachusetts Institute of 
Technology, master’s in civil 
engineering, 1978.
Background: Worked 
at Cambridge, Mass., 
engineering firm CDM 
Smith Inc.; Denver-
based engineering firm 
Woodward-Clyde Group 
(which was acquired by 
URS Corp. in 1997); and 
Terracon. 
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