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DOW PROMOTES PRETZER

INDIANAPOLIS — Fred Pretzer, a
senior sales specialist for Dow
AgroSciences, has been promoted to
technical ac-
counts manager
covering the
Western United
States. Based in
the Dallas/Ft.
Worth area,
Pretzer will be re-
sponsible for mar-
keting, sales coor-
dination and

product
implementations. Pretzer has held vari-
ous sales positions throughout his 23
years with the company.

new
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DiMino: Lesco must improve
sales and distribution

By ANDREW OVERBECK

CLEVELAND — Four months after join-
ing the company as chief operating officer,
Michael DiMino has taken over the top
spot as CEO of Lesco (GCN
May 2002). In that short time,
DiMino has grasped the ma-
jor challenges facing the be-
leaguered fertilizer manufac-
turer, supplier and distributor
and has implemented a multi-
step plan to bring the $500
million company back into the
black. At press time, Lesco’s
stock had risen 25.7 percent
from $8.75 to $11.00.

DiMino’s strategy is
simple: leverage the huge amount of capi-
tal that Lesco has invested in manufactur-
ing facilities by improving the company’s
selling and distribution capabilities.

“The bottom line is almost anyone can
get a lot of our molecules from almost
anyone,” DiMino said. “So it really comes
down to technical expertise and delivery.”

With that in mind, DiMino and his team

Michael DiMino

are revamping the company’s distribu-
tion, sales force and point of sale system.
HUB-AND-SPOKE DISTRIBUTION

In a move to beat local and regional
distributors and formula-
tors, DiMino said the com-
pany will dismantle part of
its existing distribution net-
work in favor of a hub-and-
spoke system over the next
18 to 24 months.

“We have a national pres-
ence, but we are getting
hammered by these little
guys and we have to be able
to deal with them,” he said.
“Instead of making product
at the factory and then storing it nearby
and shipping it out when we need to, we
are going to eliminate that step and bring
inventory closer to the market.”

Of the company’s 16 distribution facili-
ties, 10 to 12 will be relocated. In addition to
improving customer service and product
availability, DiMino expects the cycling of

Continued on page 27

Bayer AG one
step closer to
Aventis buyout

By ANDREW OVERBECK

BERLIN — After getting the go-
ahead from European Union (E.U.)
antitrust officials for its purchase of
Aventis CropScience in mid-April,
Bayer AG is now waiting for ap-
proval from the U.S. Federal Trade
Commission (FTC) for final clear-
ance on the buyout. According to
Bayer spokesman Guenter
Forneck, a decision by the FTC was
expected sometime in May. At press
time, further information was not
available.

As part of its approval of the pro-
posed 7.3 billion euro (86.4 billion)
purchase of Aventis CropScience, the
E.U. is forcing Bayer to divest several
insecticides. According to Bayer, the
divestiture of fipronil, ethoprole and
acetamaprid (a new neonicitinoid) will
lead to 600 million euros ($522 million)

Continued on page 27

By ANDREW OVERBECK

WAUKESHA, Wis. — A year after introducing the latest
version of its Spirit adaptive golf car, Fairway Golf Cars has

targeting new golf courses
and national accounts.
The company, which

Fairway Golf Cars zeros in on adaptive car market

rolled out a full line of vehicles.

New president Cole Braun, who came on board in January,
said the company is fo-
cusing on getting its sales
force into action this year
and aggressively attack-
ing the golf market.

“Last year we finalized
the product and this year
we need to get out there

used to be a division of
medical scooter maker
Ortho-Kinetics, is
now a completely
separate entity.
While they still
share manufac-
turing space and
purchase compo-
nents from Ortho-

— BASF has appointed Bob York as
sales specialist for the turf and orna-
mental group
based here. York
will be respon-
sible for all sales-
related activities
in northern New
Jersey, New
York, Connecti-

cut, Rhode Is-
land, Massachu-
setts, Vermont, New Hampshire and
Maine. York has more than 12 years of
experience in the turf products indus-
try including stints with Syngenta and
ProSource One.

Bob York

TGT&SP NAMES VICKERS

CHARLOTTE, N.C. — Michael
Vickers has been appointed president
of engineering— turf products, for
Textron Golf, Turf and Specialty Prod-
ucts. In his new capacity, Vickers will be
responsible for all turf and lawn care
product engineering at all company fa-
cilities. He will be heading up an effort to
implement common platforms, common
parts and supplier relationships and co-
ordinated engineering product manage-
ment for all products.

TURF-SEED LAUNCHES NEW SITE

HUBBARD, Ore. — Turf-Seed Inc.,
has launched a new business-to-busi-
ness Web site dedicated to selling turf
and forage seed products direct to
distributors and commercial end us-
ers. The site, www.turfsource.com,
offers a varied selection of products
that are accompanied by the “Report
of Seed Analysis.”
GOLF COURSE NEWS

and educate the custom-
ers,” said Braun. “We
want to have a course per
region putin afleet of our

investors.

cars when they open.”

The Spirit weighs in at 330 pounds
Fairway Golf Cars has eight salesmen in 20 states who are

Kinetics, Fairway
Golf Cars has its own board of directors and its own

The Single Rider 8000

“They developed the product and we can still
draw on their talent and experience,” said Braun.

Continued on next page

— NEW PRODUCT OF THE MONTH
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contact 1-888-298-8852.

THE GREENSGROOMER GREENSSLICER SPRING TINE RAKE

GreensGroomer WorldWide is ready with the GreensSlicer Spring Tine Rake that allows fast,
efficient dethatching of tees, fairways, and greens. The unit attaches to the GreensGroomer and
combs through the turfpulling up thatch and removing runners. The GreensSlicer consists of three
rows of 28 tines spaced seven-eighths of an inch apart for complete coverage. Each row has infinite
adjustment allowing the unit to be set at varying degrees of aggressiveness. For more information,

FMC reorganizes
specialty business

PHILADELPHIA — FMC Corp. has re-
organized its specialty products business
in order to prepare for growth over the
next two years. The specialty products
business, maker of Talstar, has joined ef-
forts with FMC’s agricultural products
group to strengthen customer satisfaction
and unify the company’s branding.

Under the reorganization, Laurie
Tieckelmann will oversee combined cus-
tomer service functions for the two busi-
ness units as customer service manager. In
addition, Maureen Thompson has been
named turf and ornamental sales manager
and Kim Watson has been appointed glo-
bal development manager.

“The changes we have made in our staff-
ing structure will enable us to unlock the
synergies among various FMC busi-
nesses,” said Don Claus, director of FMC’s
specialty products business.
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