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The lease agreement is struc-
tured over a 24- to 60-month pe-
riod. A credit application is re-
quired for systems costing up to
$100,000 and systems up to S1
million require a more extensive
financial report.

Slingerland expects that most
of the business will be on the
$100,000-and-under systems.

- See us at the NEW Simplot Turf & Horticulture booth #3409 ¢

“We can do the million-dollar
projects, but usually on new con-
struction, the irrigation system
is built into the cost of the
project,” he said. “The need we
see is for the smaller guys. They
will make up the meat of this
program.”

Flowtronex can adapt the pump
station to existing systems and
thelease agreementincludes ship-
ping and installation costs. T

Specity Putter
creeping bentgrass
and everything
talls into place.

SUPPLIER BUSINESS

Case, New Holland merger complete

RACINE, Wis. — The merger between Case Corp. and
London-based New Holland has been completed. The new
company, Case and New Holland (CNH), had combined rev-
enues of approximately $12 billion in 1998, supplanting John
Deere as the largest maker of farm equipment.

“We intend to grow our combined businesses in established
and developing markets, while agressively reducing costs through
process improvements and increased efficiencies,” said CNH
Chairman and Chief Executive Officer Jean-Pierre Rosso.
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o ¢ From a turf management
Croeping bentgrass perspective, Putter is a hardy
variety with fine leaf texture that features an upright growth
habit, high shoot density and improved disease resistance
Putter is also very aggressive against Poa annua.

From a golfer's point of view, Putter's rich, dark, bluish-
green color looks great. From tee to fairway to green, Putter
offers beauty, resilience and a true-line putting surface that
greens up early in the spring and holds its color late into
the fall for a longer season of use.

Top turf professionals trust Putter to improve the game
from anywhere on the course and in any kind of climate
Recommended by Jacklin Golf and available through Jacklin
Seed and Medalist America, trust Putter to help everything
fall into place for you, too.
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Eco Soil

Continued from page 53
accounts for the majority of its
revenues.

“To be honest, two to three
years out, we didn’t expect that a
large percentage of profits would
be coming from turf,” said
Adams.

Eco Soil's subsidiary, Turf
Partners, accounted for $35.3
million in revenues in the third
quarter. “We have really turned
the corner in turf with our sales
force and we are getting the kind
of response on proprietary prod-
ucts that we needed,” said
Adams.

More growth is on the way.

Eco Soil has signed a distribu-
tion agreement with J.R. Simplot
to bring its fertilizer line east of
the Mississippi River. “We are
their principal distributor in the
West,” said Adams. “This agree-
ment lets us compete more
agressively in Florida, Texas, the
Southeast and the Middle Atlan-
tic states.”

The deal with Simplot will also
provide Eco Soil with an oppor-
tunity to gain entry into agricul-
ture markets in the United States.

“Simplot is one of the larg-
est potato growers in the
world,” said Adams. “Going for-
ward, we think this deal is go-
ing to make a big difference in
both turf and ag.”

Turf Partners will also be ex-
panding itsrole as a total source
provider.

“We are developing an e-com-
merce system that will give us
the opportunity to link vendors
and customers together through
our network,” said Adams. “We
are going to weave this together
with our traditional and propri-
etary products to allow for a fully
integrated approach to selling
and services.”

Eco Soil is also working on
gaining entry into the European
marketplace and has signed a
letter of intent with Netherlands-
based greenhouse giant Cebeco
Seeds Group. Under the agree-
ment, Eco Soil would have ac-
cess to more than 40,000 green-
houses and Cebeco’s
seed-growing operations.

“What we intend to do with
Cebeco, is to enter an exclu-
sive European distribution
agreement for our products and
use their greenhouse opera-
tions to build a product line
based on a BioJect platform to
attack that market,” said
Adams.

Going forward, Adams ex-
pects the turf business to re-
main strong and the U.S. agri-
cultural markets to pick up the
slack from disappointing rev-
enues in Mexico.

“We feel we have reached
critical mass,” said Adams.
“Our work will be converting
to bottom-line profits soon.” ¥
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