BRIEFS

PROFILE PROMOTES HAVEMAN

BUFFALO GROVE, Ill.—Profile
Products L.L.C. announced the addi-
tion of Dennis Haveman as south cen-
tral regional sales manager. Based in
Dallas, Haveman's responsibilities in-
clude working with local Profile dis-
tributors and contacting golf course
owners, superintendents and archi-
tects.

A certified golf course superinten-
dent for more than 11 years, Haveman
has worked as a golf course and con-
struction superintendent on various
projects across the southwest. He has
also been the owner of Golf Consult-
ing Services since 1995.

VW&R ADDS CASSERLEY, RAMOS

AUSTIN, Texas—Van Waters &
Rogers Inc. (VW&R) announced that
Sandra Casserly has joined the pro-
fessional products and services busi-
ness unit as a turf and landscape
specialist.

Casserly comes
to VW&R with
over nine years
professional sales
experience and
will be responsible
for covering South
J Central Texas.
ey VW&R also

added Angela

Ramos to the professional products
and services business unit. She will be
responsible for covering Southeast
Florida.

Sandra Casserl

HAMILTON TAKES POST FOR STN

ROBERTSDALE, Ala.—Southern
Turf Nurseries has named John
Hamilton as its consulting agronomist
for golf course sales in central and
southern Florida.

Hamilton has acquired 25 years of
experience in the golf industry, and
has a degree in agronomics from
Purdue University. He has served as a
golf course superintendent at various
domestic locations as well as in Asia
from 1989 to 1995.

ECO SOIL SELECTS CARROLL

RANCHO BERNARDO, Calif. —
Eco Soil Systems, Inc. has named
Jacob Carroll as its director of corpo-
rate development. Carroll joins Eco
Soil from George K. Baum and Co., a
Kansas City-based investment bank-
ing firm. He will focus on developing
Eco Soil’s future joint ventures and
strategic partnerships.
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Lesco profits bounce back
Company eyes future growth, brings in new VP, CFO

By ANDREW OVERBECK

ROCKY RIVER, Ohio — Following a
rocky 1998 that saw its earnings and mar-
ket share growth eaten up by rising costs,
Lesco, Inc. has turned the corner with
second-quarter sales up 12.1 percent and
net income up 23.3 percent over compa-
rable numbers last year.

At the root of last year’s profit difficul-
ties were ambitious expansion plans.

“We did have a dif-
ficult earnings year
in 1998,” said William
Foley, Lesco chair-
man, president and
chief executive of-
ficer. “But we also
opened 20 new
stores, built a new
fertilizer plant,
started up ajoint ven-
ture and had two acquisitions. It was a lot
to put our arms around, but it was all
strategic to position the business for the
future.”

The largest cost factorin 1998 stemmed
from the newly formed Commercial Turf
Products, Ltd., (CTP) a 50/50 joint ven-

William Foley

ture between Lesco and longtime con-
sumer lawn care equipment manufac-
turer, MTD Products Inc.

“We had a number of problems,” said
Foley. “We missed our sales objective
and that cost us $2 million, and we had
serious cost start-up issues that cost us
another $2 million.”

According to Foley, these costs were
necessary in order to maintain the per-
formance of Lesco’s equipment business.
“We felt that in the longer term we didn’t
have the technological expertise to sus-
tain the equipment business at the proper
level,” said Foley. “So we worked out this
relationship with MTD.”

The new plant in Streetsboro produces
commercial mowing equipment, renova-
tion equipment, spreaders and sprayers
and is now running at expected levels.
Increased sales from the joint venture
are the key reason behind Lesco’s im-
proved bottom line. “We are getting triple
the revenue out of the CTP plant this
year, which is a big step up,” said Foley.

However the CTP start up was not the
only source of profit pressure felt by
Lesco. “The construction of a new fertil-
izer plant in Florida
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was delayed for 120
days due to El Nino
rains and led to hor-
rible cost over-runs,”
said Foley. “And we
have had to continue
£ to factor in significant

June '99|

price pressures and
lower margins on

16

14 —_———

Oct. '98 Dec.'98

ryegrass for the
overseeding market.”

However, these
short-term growing
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pains are already lead-
ing to increased prof-
Continued on page 40

Eco Soil secures credit

line, announces earnings

RANCHO BERNARDO, Calif. — Eco
Soil Systems, Inc. announced that it has
obtained a $25 million revolving line of
credit for its wholly owned subsidiary
Turf Partners Inc.

“This will better serve Turf Partners’
financing requirements given its signifi-
cant growth and success in servicing the
golf industry,” said Mark D. Buckner,
chief financial officer for Eco Soil.

The credit line gives Turf Partners -

working capital financing and allows the
purchase of inventory needed to meet the
high demand in the summer season.

“The line will support our working capi-
tal requirements at Turf Partners for the
foreseeable future and may improve op-
erating margins by achieving vendor dis-
counts for volume purchases and early
payments,” said Buckner.

In other news, the company announced
revenues for the three months ended June
30, 1999 of $40.7 million compared to
$26.9 million during the same period in
1998. Net income for the quarter was $1.1
million. Eco Soil’s turf business report-
edly accounted for $34.2 million of its
second quarter-earninings.

—— NEW PRODUCT OF THE MONTH

Yazoo/Kees picks
up CheTech

By ANDREW OVERBECK

JACKSON, Miss. — Aiming to
become a player in the utility ve-
hicle market, Yazoo/Kees Power
Equipment, based here, acquired
the CheTech Company, PUG, Inc.
and Applied Design Technology of
Chetek, Wis.

Yazoo/Kees, a manufacturer of
walk-behind and riding mowers,
will add the
CheTech line
of utility ve-
hicles to its
existing Haul
Master line that
it purchased
from Mendota,
Ill.-based HCC,

ACQUISITIONS

Inc. in February.

“The utility vehicle market is
growing and we intend to be a very
serious player,” said Bill Chestnut,
director of the utility product divi-
sion at Yazoo/Kees. “CheTech of-
fers a wide variety of vehicles and
Yazoo/Kees brings the marketing
and manufacturing capability to
grow this business substantially,
and that’s exactly what we intend to
do.”

While CheTech has been in the
utility vehicle business since the
1960s, the company never fully
reached its growth potential accord-
ing to Chestnut. “It was a family-
owned company,” said Chestnut.
“They took the business to a cer-
tain level, but to make that leap into
the bigger market it takes a lot of
funding and financial backing.”

Yazoo/Kees will maintain

Continued on page 46

LasTec introduces the model 425D to its growin,
rotary mower with its own hydrostatic drive and a Kubota 38-hp, water-cooled diesel engine to
produce a zero-turn-radius, powerful, wide-area contouring riding mower. It features four
individual 25-inch articulating mower decks, comprising a total cut path of eight feet. LasTec’s
patented drive belt system allows the mower decks to float over contoured turf. The 425D can
handle mounded, contoured or hilly areas—uwithout scalping, scuffing or missing grass. It has
a wider wheel-base and lower center of gravity that provides for greater side-hill stability as well
as safer operation on severe terrain. For more information, contact 1-800-515-6798.

g product line. The 425D combines a floating
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Yazoo/Kees

Continued from page 39

CheTech’s manufacturing facil-
ity in Chetek and will continue
to build Haul Master vehicles at
its plant in Jackson. The utility
vehicles will continue to be sold
under both the Haul Master and
CheTech names.

In addition, Bill Figura,
CheTech’s founder, will remain
with the company to head up the
Chetek-based utility vehicle de-
sign and development facility.

Yazoo/Kees is now working
to integrate the two companies
and implement a marketing plan.
“We are strategizing and going
through our branding and mar-
keting procedures to put pack-
agestogether for our dealers that
focus on the markets that we are
going after,” said Chestnut.
Yazoo/Kees is also in the pro-
cess of selecting additional deal-
ers.

Strategizing will be key if
Yazoo/Kees is to be successful
in the utility vehicle arena that is

SUPPLMER BUSINESS

dominated by significantly larger
companies like Toro, Club Car
and Textron. Chestnut, however,
remains undaunted pointing to
the advantages that Yazoo/Kees
holds.

“We already have an estab-
lished product line,” said Chest-
nut. “Our vehicles offer durabil-
ity, ease of service and
versatility.”

Yazoo/Kees will also offer
impressive product depth.

“We will have somewhere be-
tween 12 and 17 different mod-

els available,” said Chestnut.
“We will be able to put together
some products and packages that
people have never seen before.”

To Chestnut, being success-
ful in the utility vehicle business
will come down to offering
choices.

“The reason why a company
like Textron has all these differ-
ent models is because custom-
ers like to make choices,” said
Chestnut. “But it is hard to meet
the needs of everyone in the mar-
ketplace. We will be coming in

there with our models that will
show customers that we under-
stand their needs.”

In order to meet those needs,
new products are already in the
works, according to Chestnut.
However, he also acknowledges
that responding to market de-
mand is going to be a challenge.

“The utility vehicle market
changes rapidly,” said Chest-
nut. “We will have to be able to
meet increasing needs while
still maintaining a speed to
market.”

EARTHWORKS - THE COMPLETE BioLocicAL SoilL. MANAGEMENT COMPANY
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, For Numbers You
- Can Count On.

R

Fall is an ideal time for the EarthWorks Replenish 5-4-5 or 3-4-3. The soil is still active but the turf is slowing down
allowing for carbohydrate build-up and productive microbial stimulation. When you use EarthWorks Replenish Line of
Natural Organic Fertilizers you actually help build healthier soil to aid in resisting disease, and reducing drought stress.

You can count on the Replenish Line of Natural Organic Fertilizers for the richest, most complete and cost effective way
to provide food to your soil. Call your EarthWorks distributor for dormant feed specials or call us toll free at 1-800-732-8873
and we can arrange delivery. For more information, visit us on the web at www.soilfirst.com.

Natural Organic Products

CIRCLE #130

Calendar

September

9 — GCSAA Seminar on Maxi-
mizing Job Satisfaction in Phoe-
nix. *

9-10— Southwest Horticultural
Trade Show in Phoenix. Contact
602-966-0923.

10 — GCSAA Seminar on
Advanced Weed Management in
Kauai, Hawaii. *

14 — Southern lllinois Univer-
sity TurfField Day in Carbondale.
Contact SIU Division of Continu-
ing Education at 618-536-7751.

14-15 — Zurfgrass and Land-
scape Research Conferences and
Freld Days in Riverside, Calif
Contact Victor Gibeault at 909-
787-3575.

21 — GCSAA Seminar on
Human Resource Management in
Orlando, Fla. *

October

4 — GCSAA Seminar on Pro-
tecting Natural Resources on the
Golf Course in Syracuse, N.Y. *

7 — GCSAA Seminar on
Benitgrass Management and
Rootzone Maintenance in Bill-
ings, Mont. *

13 — GCSAA Seminar on
Bentgrass Management and
Rootzone Maintenance in
Hauppauge, N.Y. *

13— GCSAA Seminar on Sus-
tainable Golf Course Landscape
Design.: Enhancing Aesthetics,
Function and Maintenance in

Jackson Hole, Wyo. *

18 — GCSAA Seminar on
Advanced Weed Management in
Little Rock, Ark. *

19— GCSAA Seminaron Lake
and Aquatic Plant Management
in Little Rock, Ark. *

19— GCSAA Seminaron Pro-
tecting Natural Resources on the
Golf Course in Grand Rapids,
Mich. *

25 — GCSAA Seminar on
Wildlife Management and Habi-
tat Conservation in Manchester,
NH *

26 — GCSAA Seminar on
Management Strategies for the
Turforass System in Lexington,
/0,. *

26 — GCSAA Seminar on
Bentgrass Management and
Rootzone Maintenance in Rock-

Jord, Tl *

* For more information con-
tact the GCSAA Education Of-
fice at 800-472-7878.
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