
BRIEFS 

Jon Carlson 

TGTSP NAMES CARLSON PRESIDENT 

CHARLOTTE, N.C. —Textron Golf, 
Turf & Specialty Products has ap-
pointed Jon Carlson to the post of presi-
dent of its Turf and Professional Lawn 
Care bus iness . 
Carlson will be re-
sponsible for all 
aspects of 
Text ron ' s golf, 
turf and profes-
sional lawn care 
business, includ-
ing sales, market-
ing, engineering 
and manufacturing. He will report di-
rectly to TGTSP chairman and CEO 
Greg Hyland. Prior to joining Textron, 
Carlson was senior vice president and 
general manager of Case Corp.'s North 
American agricultural business unit. 

SYNCROFLO RESTRUCTURES STAFF 
ATLANTA—SyncroFlo has restruc-

tured its staff to handle the increase in 
its golf business. Jonathan Gaillard, 

who joined the 
company in 1997, 
is the new vice 
president of sales 
and will oversee 
all sales, engi-
neering, service 
and marke t ing 
activities. James 
Simonini adds 
municipal sales 
and corpora te 
marketing to his 
existing respon-
sibilities as mar-
ket development 
manager for golf 
and i r r igat ion. 
Bryan Adams, 

who has been with SyncroFlo since 
1998, has been promoted to project 
manager, golf and irrigation. He will 
manage several national accounts and 
continue to manage inside sales. 

WALTER JOINS FMC 

PHILADELPHIA — Jim Walter has 
joined FMC Corp.'s specialty products 
business as the turf and ornamental/ 
general household pest segment man-
ager. In his new role, Walter will be 
responsible for analyzing, developing 
recommendations for and implement-
ing all marketing related activities for 
the unit. Walter previously served as 
the turf and ornamental manager for 
Rohm & Haas. 

Bryan Adams 

Harrell's merges with Wilbro to 
become Southeastern powerhouse 
B y A N D R E W O V E R B E C K 

SYLACAUGA, Ala. — Harrell's Fertil-
izer, based here, has become a regional 
force overnight following the completion 
of its merger with Norway, S.C.-based 
Wilbro Jan. 1. With the deal, Harrell's has 
added coverage in the Carolinas, Virginia, 
and eastern Tennessee to its existing ser-
vice area of Florida, 
Alabama, Mississippi, 
Louisiana, and west-
ern Tennessee. 

Harrel l 's will be 
taking over existing 
Wilbro accounts and 
will also gain a blend-
ing plant and distri-
bution facility in Nor-
way. Jack Harrell, Jr. 
will be the president 
and CEO of the new 
company and former 
Wilbro p res iden t 
Harvey Williamson will serve as general 
manager of the Norway operations. 

"We had been talking for two years 
about getting together," said Steve Wil-
son, director of marketing and communi-
cations for Harrell's. "The two companies 
are very similar, we both manufacture 
custom fertilizers and are distributors for 
PTI's POLYON product. 

"The business philosophies are also 

similar," Wilson continued. "The custom-
ers will not see any difference in opera-
tions or service. We will bring our small 
company philosophies to a larger com-
pany. We don't want to forget what has 
made us successful." 

PROSPECTING FOR CUSTOMERS 
With that in mind, Harrell's will not be 

Harrells' new formulation and distribution center in Sylacauga, Ala. 
cutting many jobs, keeping all Wilbro 
sales staff and only trimming extraneous 
accounting and office staff in Norway. 

While Wilson said the current economic 
situation did not drive the decision, he 
did say the combined company will enjoy 
economies of scale in regards to purchas-
ing. 

"In this business you either shrink or 
Continued on next page 

Deere's financial woes to extend into 2002 
MOLINE, 111. — Deere & Co. reported 

worldwide net losses of $320.1 million for 
the fourth quarter and $64 million for the 
year ended Oct. 31. The company posted 
a net income of $71.1 million 
last year. Deere expects losses 
to extend into the first quarter 
of 2002 and beyond. 

Affecting results for both peri-
ods were after-tax charges of 
$216.6 million caused by early 
retirement programs, the deci-
sion to exit the handheld con-
sumer products business and the restruc-
turing of certain manufacturing and 
marketing operations. 

"Fourth-quarter results were adversely 
affected by production cutbacks aimed at 
driving more efficient asset levels and by 
continued weakness in our major markets," 
said Robert W. Lane, chairman and CEO. 

For the quarter, net sales of all seg-
ments were lower than last year due to 
production cutbacks, continued softness 
in the economy and weaker foreign cur-

rencies. 
Looking forward to 2002, 

Deere said that its first-quarter 
net sales will likely fall three to 
seven percent and that it plans 
to cut an additional 250 jobs at 
its headquarters. 

• • • 

In other news, Deere & Co. 
has sold its Homelite consumer products 
business to TechTronics Industries Co. 
of Hong Kong. Under terms of the agree-
ment, TechTronics will own the Homelite 
brand of handheld and power equipment. 
Deere said it will continue to market its 
John Deere Pro Series line of handheld 
equipment for commercial users. 

LESCO's 3Q sales up, net income down 
CLEVELAND — LESCO has an-

nounced record sales of $144.1 million 
for the quarter ended Sept. 30. In the 
third quarter of 2000, the company had 
sales of $139.6 million. Net income for 
the quarter, however, was $300,000 -
down from $4.2 million a year ago. 

The company cited the rising cost of 
raw materials, a competitive price envi-
ronment and the attacks of Sept. 11 as 
reasons for the earnings downturn. Sales 
for the golf division in the quarter were 
flat, but down 17 percent in September. 
As a result of weak operating results, the 

company is negotiating temporary relief 
from its lenders and is pursuing the refi-
nancing of debt on a longer-term basis. 

President and CEO Bill Foley is looking 
for better returns in the fourth quarter. 

"In response to increased market com-
petition and pressures on margins, we 
have continued to reduce costs," said 
Foley. <rWe have reduced our headcount 
by 60 people and discontinued 1,500 slow 
moving products in 2001. We also expect 
to benefit from increased sales and the 
lower urea costs that we have seen in the 
fourth quarter." 

Toro closes 
two factories 

BLOOMINGTON, Minn. — In a 
continual effort to reduce produc-
tion costs and improve asset utili-
zation, Toro Co. has announced the 
closure of two factories in the last 
several weeks. 

In early December, the company 
said that it will sell its Riverside, 
Calif., headquarters and plant and 
move all manufacturing operations, 
including golf-related irrigation 
products, to its facility in El Paso, 
Texas. Toro will leave its office op-
erations in Riverside. 

As a result of the plant closure 
and restructuring, 440 jobs will be 
eliminated. The move is expected 
to cost between $6.4 and $6.9 mil-
lion in fiscal 2002 and provide an 
annual savings beginning in 2003 
of between $7 and $7.5 million. 

In addition, the company will 
close its Evansville, Ind., plant and 
shift manufacturing to its Tomah, 
Wis., and Windom, Minn, plants. 
The factory produced Toro and 
Exmark branded grounds mainte-
nance and sports turf spraying 
equipment. 

Toro said the closure will affect 
94 employees and result in a cost 
savings of about $2 to $2.3 million 
beginning in 2003. Manufacturing 
will be phased out by June 15 and 
inventory and equipment transfers 

Continued on next page 

Aquatrols unveils 
five new products, 
severs Simplot ties 
B y A N D R E W O V E R B E C K 

CHERRY HILLS, N.J. — Like most com-
panies in the golf business, Aquatrols has 
put 2001 behind them and is looking to-
wards 2002 with more optimism. The com-
pany has reason to be optimistic since it is 
introducing five new products that will hit 
the market in February. 

"We are much more excited about 2002," 
said vice president for sales and marketing 
Ron Gagne. "We have three new formula-
tions for existing products and two brand 
new products that utilize new chemistry." 

The company's Primer surfactant has a 
new Select formulation that will allow 
superintendents to fine tune rates based 
on course conditions. It is also available 
as a spreadable, water dispersal granular 
(SWDG). Its Aqueduct product is also 
available as a SWDG. 

"This allows for lighter rates and the 
new granular formulation dissolves the 
minute water hits it," said Gagne. 

NEW CHEMISTRY 
Aquatrols has improved on its wet-

ting agent technology with the intro-
duction of Dispatch, which is seven 
times faster than its existing Infiltrex 
product. 

"Dispatch completely overwhelms 
Infiltrex," noted Gagne. "It allows water to 
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