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SUPPLIER BUSINESS 

Nu-Gro Corp. to acquire Scotts Pro Turf in Canada 
B y A N D R E W O V E R B E C K 

BRANTFORD, Ontario — 
While Scotts is selling its U.S. 
professional turf business to 
Maumee, Ohio-based The 
Andersons Inc., fertilizer manu-
facturer The Nu-Gro Corp. has 
signed a letter of intent to ac-
quire Scott's Canadian Profes-
sional Turf business. 

Consolidation 
Kits fertilizer 
industry 
B y A N D R E W O V E R B E C K 

With The Andersons' acquisi-
tion of The Scott's Co. Profes-
sional Turf Business well under-
way, consolidation will be the 
watchword in the fertilizer in-
dustry in the months to come. 

"I believe this will be the cata-
lyst for consolidation in the in-
dustry," said Scott Todd, senior 
vice president for Scotts Profes-
sional Business Group. "It will 
allow for greater efficiencies, 
courses will buy from fewer ven-
dors, the industry dynamic will 
be healthier and there will be a 
more stable supplier — which is 
ultimately better for the end 
user." 

According to Richard Ander-
son, president of Andersons Pro-
cessing Group, industry consoli-
dation is not only inevitable, but 
overdue. 

"The fertilizer business is be-
hind the eight ball compared to 
other industries," he said. "The 
forces behind consolidation are 
supply-chain management, criti-
cal mass, volume, economies of 
scale and logistics." 

J.R. Simplot 's impending 
agreements with Eco Soil and 
Pursell Technogies are further 
examples of this first wave of 
consolidation that is destined to 
change the structure of the fer-
tilizer business. 

"With Scotts abandoning the 
professional turf market, there 
is a foray of different companies 
trying to scramble around to see 
who is going to be the next na-
tional leader," said David Pursell, 
president and chief executive of-
ficer of Pursell Technologies, Inc. 

Distribution changes and chal-
lenges are also to be expected. 

"As time marches on, what is 
going to happen in this indus-
try? There is going to be more 
and more consolidation and 
fewer and fewer truly indepen-
dent distribution organizations 
and dedicated sales forces," said 
Eco Soil Pres ident William 
Adams. "When that happens, you 
don't have to sell everybody's 
product and you can narrow 
down to a few players in each 
category, allowing for more effi-
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"We think we have a strong 
professional fertilizer line in 
Canada and Scotts has been a 
r espec ted compet i tor for a 
while," said Greg Flanagan, chief 
financial officer of Nu-Gro. "Put-
ting the two product lines to-
gether will be good for our busi-
ness." 

The task of integrating the two 

product lines will not be nearly 
as involved as it will be for 
Andersons. 

"The size of the Canadian mar-
ket is about 10 percent of the 
size of the U.S. market, so it is a 
small part of the total deal," said 
Flanagan. 

Nu-Gro, which has 250 em-
ployees and grossed $130 mil-

lion Canadian in 1999 sales, will 
be taking on three Scotts sales-
men and may build additional 
storage facilities, said Flanagan. 

"This will add about 30 per-
cent to our professional busi-
ness," Flanagan said. "But we 
will be dealing with the same 
customers, so it will just mean 
adding a product line to the same 
distribution network that we've 
already got." 

The Scotts acquisition will add 
an N-P-K line to Nu-Gro's prod-
uct mix. "That will be a new addi-
tion," said Flanagan. "There may 
be some decisions that have to 
be made on products that over-
lap. We will talk to customers 
and see how things play out." 

The boards of both companies 
must approve the acquisition, but 
Flanagan expects finalize the 
transaction in May. 

Field trials confirm that PENDULUM® consistently gives you more dependable, broad-spectrum 
weed control than any other preemergent herbicide. 

So, even when compared to premium-priced products, PENDULUM controls more weeds. 
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unmatched value, unbeatable performance, 
PENDULUM® is a registered trademark of American Cyanamid Company. ©1999 Always read and follow label directions. 



Redexim/ 
Carraro 
Continued from page 59 

By adding Carraro turf trac-
tors to its existing product line-
up of seeding and aeration at-
tachments, Redexim expects to 
boost its market share. 

"We can't compete head to 
head with the larger U.S. compa-
nies," said David Jenkins, man-

aging director for Redexim 
Charterhouse. "We think the way 
to go is to find a niche and ex-
ploit it." 

Carraro's tractors offer several 
unique design characteristics 
that make them highly special-
ized and versatile machines. 

The tractors are high-powered 
units that combine horsepower 
(hp) with a trim design and high 
maneuverability. The tractors of-
fer a number of technical inno-

vations useful to turf profession-
als including ergonomic systems 
that permit the driver's entire 
control system — seat, steer-
ing wheel and all controls — to 
be reversed. This allows the 
tractors to convert to either 
push or pull attachments in just 
five seconds. 

The turf series tractors include 
a small hydrostatic model, the 
medium-sized compact version 
and the large two-faced hydro-

static-mechanical 
machine. Engines 
range from 21 to 
70 hp. 

'The integration 
of their tractors with attachments 
designed in-house by Antonio 
Carraro, and interchangeable 
among machines in the same 
series enables them to perform 
an incredibly broad range of 
main tenance dut ies ," said 
Threadgold. t 

CONSYSTENT 
RESULTS FOR AN 
INCONSISTENT 

WORLD. 

Consistent performance, consistent results 

ConSyst® fungicide gives you turf disease control you 

can count on time after time, every time. ConSyst 

works on contact and it works systemically to prevent 

and cure even resistant diseases, so no 

product rotation is needed. Used in a 

regular program, ConSyst is even fungistatic 

to pythium diseases. ConSyst is one fungicide with such 

a broad spectrum of disease control, it's become the 

"all-purpose fungicide" for turf and ornamentals. If you 

© want consistent protection, you want 

ConSyst from Regal Chemical Company. 
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ABT 
Continued from page 59 

ket has del is ted the 
company's stock which last 
closed at $2.31 per share, 
having fallen from its 52-
week high of $10.81. The 
stock peaked at $29.50 in 
June 1998. 

At the crux of the bank-
ruptcy filing is ABT's failed 
negotiations with creditor 
GE Capital. ABT was unable 
raise $15 million in unse-
cured loans as required by 
GE Capital as a condition to 
providing a $135-million re-
volving line of credit. 

All m e m b e r s of the 
company's board of direc-
tors and all of its officers 
have resigned and U.S. 
Bankruptcy Court has ap-
proved the appointment of 
William A. Brandt as the 
person responsible for the 
day-to-day operations of 
the company. To assist 
Brandt in reorganizing 
ABT, the court has also ap-
proved the company's re-
tention of Development 
Specialists Inc. (DSI). 

Brandt, together with DSI 
and ABT's other profession-
als, have determined that it 
is in the best interest of the 
company's estates to sell the 
assets in one or more going-
concern sales as efficiently 
and expeditiously as pos-
sible, provided that suffi-
cient financing for an orderly 
sale process exists. The 
company is in the process of 
preparing a bid-solicitation 
package. 

ABT's arrangements for 
interim operating funds 
with its current lending 
group, led by Bank of 
America N.A., expired on 
Feb. 25 and a debtor-in-pos-
session loan agreement is 
being negotiated from the 
same group of lenders, f 

Consolidation 
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cient customer service." 
Efforts by distributors to com-

bine their product lines, how-
ever, will create some interest-
ing situations. 

"Eco Soil is a distributor of 
ours," said Anderson. "When you 
consolidate the lines between 
competitors things get a little 
blurred. Are you competitor, or a 
partner? These are the dynamics 
that are playing out in real time." 

Nonetheless, Anderson is up 
to the challenges that consolida-
tion represents. 

"This is great opportunity. We 
see it and we want to be a player 
and not on the sidelines," said 
Anderson. t 




