NEWS YOU CAN USE

Companies bid for
Aventis Biotech
LONDON — Aventis has nar-
rowed the list of potential buyers
of its agrochemical division,
CropScience, down to German
companies BASF and Bayer and
U.S.-based Dow Chemical.

Bayer revenues
exceed $10 million
PITTSBURGH, PA — Pittsburgh-
based Bayer reported a 13.6%
increase in sales to $10.1 billion
for 2000. This is the first time the
company achieved revenues
exceeding $10 billion. Earnings
were also higher as after-tax
profits rose 32% to $202 million.

Oyler resigns from
U.S. Lawns

CALABASAS, CA — Thomas Oyler
resigned as president of U.S.
Lawns (USL), the franchise land-
scape maintenance company he
founded in 1986 and sold 10
years later to Environmental
Industries (EIl). Burton Sperber,
CEO of Ell, said that Ken
Hutcheson, USL vice president of
marketing, would assume addi-
tional responsibilities as general
manager of USL.

McGinnis Farms
has new name
MOLINE, IL — Deere & Company
announced that McGinnis Farms,
Inc., its recently acquired wholly
owned subsidiary headquartered
in Alpharetta, GA, is changing its
name to John Deere Landscapes.

continued on page 16
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Recession? What recession?

Busy as ever, Green Industry pros find talk of
economic slowdown laughable

BY JASON STAHL

crew a good laugh, he suggests you tell

them the economy is slowing down.
Grunder, owner and president of Grunder
Landscaping Co., Dayton, OH, says his
crews are as busy as they've ever been de-
spite talk of an economic slowdown.

“Our sales are $100,000 higher than

they were last year, and our backlog is the

If you want to give Marty Grunder’s

same, too,” Grunder says. “We have three
large projects we're working on right now,
and if they come through, we’ll have a
record year.”

Grunder says he feels his company, which
grossed $2.4 million last year and handles a lot
of high-end residential accounts, can stand up
to tough economic times better than a com-
pany that does primarily commercial work.
“Most of our residential clients have a com-
bined gross income of $200,000, so even if
they take a little hit, they’re still not going to
cut their own grass. Their prize possession is
their home.”

Jim Cam-
panella, owner of
The Lawn Dawg,
Hudson, NH,
says his company
is behind where it
wants to be this
year, but it has
nothing to do
with the econ-
omy. “We've
been trying to sell
lawn care over
the last two

months with snow on the ground,” he
says.

Still, he says his company is up 44%
over last year and has had record sales
over the last couple weeks in April due to
rising temperatures. He's doubled Lawn
Dawg's business every year since he
started five years ago, and he expects the
same this year with projected revenues of
$3.3 million.

Rene West, president of Executive
Landscaping, Pensacola, FL, says new resi-
dential installations are down slightly. In
fact, his overall business is down in the first
quarter. But he expects a better second
quarter for his company, which grossed
$2.7 million last year and has already sold
$1.8 million this year.

Most of the maintenance work Total
Landscape, St. Louis, MO, handles is for
commercial properties, not expensive
homes. Still, times are good. “We haven't

continued on page 16
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“This name change allows us

continued from page 15 Falls, OH. “Everyone needs to remember

had to seek out commercial contracts be- that, when a recession hits, we're usually

to create a larger vision of what

cause they’ve been just falling in our lap,” the last industry to slow down and the last

John Deere Landscapes will owner Bob Franey says to get going again,” he says
become,” said John Jenkins, pres-
ident of the Worldwide

Commercial and Consumer

Franey is on target to reach the $2 mil- i wenl Bebl o

lion mark this year, which would be an

18% increase over last year. His average WHAT DO YOU BUY?

LM survey respondents who buy:

One or more (net). . ....... 38%

Equipment Division. “Instead of installation sale is up 30%. “People are buy-

serving just regional markets, ing more jobs, and bigger jobs,” he says.

John Deere Landscapes aspires to Despite talk of a sour economy, he decided

become a national supplier of Seeding equipment . . . .. ... 13%

to push water features this year, and so far
products and services.”

his decision was a smart one — he's sold Large skid-steer loaders . . .. 13%
i ten valued from $14,000 to $20,000 o R A 12%
DuPont withdraws One word of caution comes from Bob
Benlate Smart, owner of Yard Smart, Olmsted
WILMINGTON, DE — DuPont Tree planting equipment. . . . . 6%

| OMISSION |
In the May issue of Landscape
Management, the first page of the

announced that by the end of this
year, it will stop selling the fungi-
cide Benlate. On the market for 33
years, Benlate's been been criti-

Trenchers/vibratory plows . . . 6%
Mini skid-steer loaders. . . . .. 5%
Mechanized graders . . . . .. .. 2%
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cized as a health risk. DuPont cited article entttled, “Managing Diseases, Articulated units . . . . ....... 1%
high legal costs for its decision. was omitted. We regret the error. Go IO o ol e S 6%
to
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esCco repo P to read the article in its entirety.

in net sales
STRONGSVILLE, OH — Lesco, Inc.
reported that first quarter net

People &
companies

The J.R. Simplot Com-
pany’s Turf and Horti-

sales were down 8.3% compared
to last year. The company said
the drop in sales was due to a
late spring over the northern

two-thirds of the country, a

Yazoo/Kees Power Becker Underwood

severe drought in Florida and an
increase in costs. For 2001, the
company said it believes it will be

Equipment named Bob  promoted
John
Walther to

national

culture Group named Hi- Morgan sales manager.

romi Yanagisawa vice

able to report higher earnings

president ProSource One named

than last year because of an and general  Brad Boroughs turf accounts

increased presence in stores and manager of

representative in the manager and
Mike Sher-

man to

a rebound in sales growth due to

its newly cre-  Texas market, David

normal weather patterns.

ated Inter- Auchter vegetation

PLCAA Day on the
Hill deadline nears
MARIETTA, GA — Don't forget to
sign up for PLCAA’s 12th Annual
Legislative Day on the Hill by
June 29! Hotel reservations must
be made by June 22. Contact
PLCAA at 800/458-3466.

national division.

The Evergreen Founda-
tion's Board of Directors

recently expanded with
the addition of John
Deere’s Bill Klutho and

Aquatrols’ Demie Moore.

management represen-
tative in Minnesota,
and Jennifer Smith or-
namental sales repre-
sentative in the South
Central Turf & Orna-

mental market.
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business de-
velopment
manager. The
company also

hired Wally

Boilek as ‘(
national

accounts manager
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Landscape Management, Golfdom,
Turfgrass Trends win 17 TOCA awards

PHOENIX, AZ — The Advanstar Landscape
Group collected 17 national Turf & Orna-
mental Communicators Association
(TOCA) awards at the organization's an-
nual meeting held here last month.
Landscape Management won six awards,
including firsts for senior editor Ron Hall,
managing editor Jason Stahl and associate
publisher/executive editor Sue Gibson as

well as merits for the entire staff. Senior
graphic designer Jeff Landis also collected a
first for TurfGrass Trends. Landscape Man-
agement’s sister publication, Golfdom, won
10 editorial and design awards, including
firsts for Larry Aylward, Frank Andorka and
Lisa Lehman as well as merit awards for Pat
Jones, Kim Traum, Lisa Bodnar, Frank An-
dorka and Larry Aylward.

Info Center

VIDEOS & LITERATURE FOR THE GREEN INDUSTRY

Hardscape and edging galore...fill
the pages of Oly-Ola Sales’ “Bric-Edg
Paver Restraints, the
Only Serious Choice”

the Only Serious
Choice” catalogs. The
catalog on pavers
contains information
on Bric-Edg’s design,
features and installa-
tion options, while
the catalog on edg-
ings contains
scannable drawings
along with detailed product descrip-
tions of Oly-Ola round top and low
profile landscape edgings. For a free
catalog contact Oly-Ola Sales, Inc. at
800/334-4647 or visit www.olyola.com.

~
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Scores of hand-held outdoor power
equipment...can be found in Red-
Max’s 2001 catalog. The full color, 20-

page catalog contains photos and com-

plete specifications for each RedMax

and “Oly-Ola Edgings,

string trimmer, blower, hedge trimmer,
reciprocator, edger, auger, drill,
sweeper, chain saw and pole saw. A
chart in the back is a quick guide to the
accessories available for each tool. For a
free copy, contact RedMax, a division of
Komatsu Zenoah America Inc., 4344
Shackleford Rd., Suite 500, Norcross, GA
30093 or call 800/291-8251 ext. 213 or
visit www.redmax.com.

Manage property better...with ACRT,

Inc.'s Green Resource Manager for Win-
dows software package. It lets facilities
managers track and manage every
plant, fixture, piece of furniture and
building with just a click of a mouse.
Organize inventory data, map and view
your entire property, schedule and
track vegetation and hardscape main-
tenance, produce management reports
and access work histories. For a free
demonstration copy contact ACRT, Inc.,
P.O. Box 401, Cuyahoga Falls, OH
44221-0401 or call 800/622-2562 or visit
wwuw.acrtinc.com.
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In all, the group
won 17 out of the 29
editorial and design
awards for commercial
publications.

“Although we've
been honored to win
many TOCA awards in
the past, we're serious
about constantly im-
proving Landscape
Management,” Gibson
said. “We believe one
way to measure our
progress is in profes-
sional awards programs
like this one. That
we've one several
awards this year, against
many worthy competi-

tors, is a positive statement about our efforts
and the professionalism of our staff.”

Scotts goes West

MARYSVILLE, OH — Scotts Lawn Care
expanded westward by acquiring Chicago-
based Liqui-Green in May and the lawn,
shrub and tree business of Northern
Lawns, Omaha, NB. Mark Long, vice
president Scotts Lawn Service, said Liqui-
Green's six Chicago-area locations will be
absorbed into Scotts’ three branches.
Scotts will also be franchisor for Liqui-
Green's franchise locations. Regarding
Northern Lawns, 21-year owner Dale
Amstutz will stay on through early sum-
mer to help with the transition. In recent
months, Scotts also acquired Green
Valley, Kansas City, KS, and the lawn
application business of Munie Outdoor
Services, St. Louis, MO.
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