
Eco Soil ready with e-commerce strategy 
B y A N D R E W O V E R B E C K 

RANCHO BERNADO, Calif. — In or-
der to increase customer service to su-
perintendents, streamline distribution 
and provide more visibility to its propri-
etary products, Eco Soil Systems, Inc. 
has launched a business-to-business e-
commerce initiative. The company will 
launch the e-commerce strategy in sev-
eral phases, beginning first with its Turf 
Partners subsidiary. 

The system will give superintendents 

access to products sold through the Turf 
Partners network, including many turf 
products offered by the J.R. Simplot Co. 
and Eco Soil's Bioject and FreshPack 
microbial products. Turf Partners has 70 
salespeople/agronomists and distributes 
maintenance and proprietary products to 
7,500 golf courses nationwide. 

"The system is designed to be an inte-
grated tool for superintendents," said Eco 
Soil Chairman and Chief Executive Of-
ficer William Adams. "Superintendents 

have a project philosophy. They have to 
schedule people and products and keep 
up with a big budget." 

Eco Soil is designing the interactive 
program around this project mentality. 
Turf Partners salespeople will work with 
superintendents to develop an agronomic 
plan that will become the superintendent's 
daily schedule. 

"When he comes to work, he turns that 
schedule on, and as a vendor we are con-
nected into his plan," said Adams. 

Through the integrated on-line, order-
entry system, salespeople will continu-

ally help the superin-
tendent build their 
program by showing 
them how to use 
products more effi-
ciently and environ-
mentally, ensuring 
that they have picked 
the correct products for the project and 
supplying them with the products. 

"Superintendents will enhance their 
credibility by having a partner who is 
capable of helping them build and ex-
ecute a plan that makes them smarter, 
faster, cheaper and more efficient," said 
Adams. "We become a better vendor be-
cause we anticipate needs faster and 
sooner. Our whole purpose in this busi-
ness is to preserve and enhance the job of 
the superintendent. We want them to keep 
their jobs and get a big raise." 

Adams expects the salesperson/super-
intendent relationship to strengthen as a 
result of the new program. 

"With the order-entry system, there 
are scheduled delivery days, so instead 
of coming around and asking for orders, 
salespeople can go out and see how 
projects are going. They can really be an 
asset now instead of someone who bugs 
you for an order all the time," he said. 

Eco Soil introduced the system to its 
sales force in January. The company is 
now working to bring everyone through 
the program so they can access and build 
the systems themselves. 

"Our sales staff is wildly enthused. A 
year ago they were afraid that we were 
going to kick them out and go direct," 
said Adams. "But it is just the opposite. 
We are trying to allow the sales guy to be 
an agronomic consultant." 

Adams said Turf Partners will intro-
duce the program one customer at a time 
and expects to have the system opera-
tional by this summer. 
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nesses that we bought you end up, in-
stead of realizing all kinds of benefits, 
creating additional costs because in some 
cases you are building double systems," 
said Adams. "Because of the 12-month 
evaluation period, Simplot forces us to 
eliminate a lot of that overlap." 

In the next year, Eco Soil could wind up 
not owning all of Turf Partners, but Adams 
said the company is still committed to the 
turf business. 

"We have a proprietary product line to 
sell in the turf business and we bought 
the distribution channel and started build-
ing that because we want to control our 
destiny," he said. "Hopefully, Simplot's 
share of ownership in Turf Partners will 
allow us to grow that market together." 

Even during the evaluation period, 
Adams will continue to work at making 
Turf Partners a national player. 

"There are a couple of big markets that 
we have zero presence in. We have very 
little in the Southeast, Texas, Northern 
California, Nevada and the Middle Atlan-
tic states," said Adams. "So we are going 
to try and pick up people where we can. 
And if there are some businesses that are 
there that are opportunistic, we could 
consider consolidating them this year or 
the next." t 

• High Salinity Soils 
• High Salinity or Effluent/Recycled Irrigation Water 
• Good Drought Tolerance 
• Wide pH Range 
• Greens, Fairway, Rough and Tee Mowing Heights 
• Lower Fertility Requirements 
• Reduced Needs for Pesticides 
• Lower Light Intensity Microsites 
• True-To-Type and Vegetatively Propagated 
• High-Gloss for Easy 'Striping' with 

Lightweight Mowers 
• Rapid Grow-In and Recouperation from Traffic 

and Divots 

Offered Exclusively By: 

Southern Turf Nurseries 
US toll free 800-841-6413 
Int'l direct 912-382-5655 
Fax 912-382-5301 
www.southernturf.com 

http://www.southernturf.com



