
From screen to green, 
Greentrac.com" is your best 

way to buy. Ana sell. 
Join the landscape, golf, municipal and other turf industry professionals and 
their suppliers who have already saved time and money with Greentrac.com. 

G r e e n t r a c . c o m is the global marketplace that links 
buyers and sellers of turf, equipment and supplies. 
Buyers submit an electronic Request for Proposal 
(eRFP) and get competing bids from vendors across 
the globe. Vendors benefit too by gaining access 

to eRFPs they can't get anywhere else. And 
excess inventory can be bought and sold in eAuction. 
Come visit us at www.greentrac.com and see for 
yourself why Greentrac.com is your best way to buy. 
And sell. 

Main Office: 2121 East Coast Highway, Suite 200 • Corona del Mar, CA 92625 • (877) 774-8722 TOLL-FREE • (949) 759-8131 FAX 
For a free CD demonstrating what Greentrac.com can do for your business, call toll-free (877) 774-8722 or email us at customerservice@greentrac.com. 

Greentrac.com 
e-business to business 

From screen to green, your best w a y to buy. And sell.™ 
www.greentrac.com 

http://www.greentrac.com
mailto:customerservice@greentrac.com
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industry almanac 
N E W S Y O U C A N USE 

Alamo Group 
buys Schwarze 
Industries 
HUNTSVILLE, AL — Alamo 
Group Inc. recently ac-
quired Schwarze Indus-
tries, purchasing 100% of 
Schwarze's issued and out-
standing shares of stock. 

Schwarze is one of the 
United States' top four 
manufacturers of power 
sweeping equipment. I j J 
Alamo is a leader in the m 
design, manufacture and ^ ¡ J 
distribution of heavy M | 
duty, tractor-mounted 
mowing and vegetation 
maintenance equipment J f l 
in the United States and 
Europe. 

R.A.R. 
Landscape 
buys Arbortech 
BALTIMORE, MD —R.A.R. 
Landscaping Co., a full-
service landscape firm 
specializing in commercial 
maintenance, acquired 
Arbortech Tree Experts, 
Inc., also of Baltimore. Ar-
bortech specializes in tree 
and stump removal, prun-
ing, fertilizing and pest 
control. Arbortech will 
become a division of 
R.A.R, says Richard Roth-
stein, R.A.R. president. 
Steve Neas, who founded 
Arbortech in 1989, be-
came a part of the R.A.R. 
team. 

Chemical giant BASF plans to buy 
Cyanamid for $3.8 billion 
LUDWIGSHAFEN, GERMANY -
German chemical giant BASF 
is set to buy the Cyanamid her-
bicide division of drug com-
pany American Home Prod-
ucts (AHP) Corp. for $3.8 
billion. 

The purchase would double 
BASF's business in agricultural 
chemicals while allowing AHP 
to focus on its drug and health 
care products businesses. 

"The bulk of our company's 
business has been pharmaceuti-
cals, so we're largely a drug 
company," said Lowell Weiner, 
assistant vice president of pub-
lic relations for AHP. "Over 
the years, we've been concen-
trating more and more on 
pharmaceuticals, divesting our 
medical device companies, 
American Home Foods and 
now agriculture." 

According to Weiner, AHP 
now spends up to $2 billion an-
nually on drug research and de-
velopment. 

BASF said that there are 
three advantages to the pur-
chase of Cyanamid, which 
makes herbicides, fungicides 
and pesticides: 

greatly expands the com-
pany's product range 

• should allow them to 
save $250 million a year by 
wiping out overlapping opera-
tions 

• will help them penetrate 
growing markets in North and 

South America. 
Under the deal, BASF 

would assume an undisclosed 
amount of debt from AHP's 
Cyanamid unit related to oper-
ations in Asia. 

In a separate transaction, 
AHP is selling certain products 
to an unrelated party for $28 
million. 

Some analysts questioned 
the high price paid for 
Cyanamid, whose sales 
dropped 24% to $1.7 billion 

last year, and worried about 
the assumption of debt. News 
of the acquisition drove BASF 
shares down 2.94% in early 
Frankfurt trading. 

Other analysts, however, 
said the deal is positive because 
it bolsters BASF's position as 
one of the world's top agro-
chemical producers. 

If the deal is cleared by 
competition authorities, it 
would take effect July 1. 

Husqvarna "tops out" new North 
American headquarters 
CHARLOTTE, NC - Husqvarna "topped out" its new North 
American headquarters recently with a grand ceremony 
that included company president Dave Zerfoss and 
Husqvarna spokeperson, race team owner and three-

Husqvarna president Dave Zerfoss (left) and three-time Super 
Bowl champion Joe Gibbs laugh it up at the topping off ceremony. 
time Super Bowl champion Joe Gibbs. 

With the wave of a green flag and a signal from 
Gibbs to "start your engines," a crane hoisted the final 
steel beam of the new office building adjacent to the 
company's new warehouse on Statesville Road. 

Husqvarna will move into its new North American 
headquarters in July 2000. 



U S A 

Proud Sponsor of the 
2000 U.S. Olympic Team 

I'm your go-to guy. 
I carry all your tools. And keep you 
in the green. I'm always on the job. 
And hardly ever rest. 

I live for work. 
When your business relies on the growing season, every day is a push for profit. 
The GMC* classic Sierra" 3500 HD can take the heat. It offers a base payload 
capacity of up to 9,232 lbs and is available in three wheelbases. Plus, flat frame rails 
mounted close to the ground make for easier body installation. 
Our choice of engines gives you power to burn. Both our standard 290 hp VortecM 

7400 gas engine and available 6.5L turbo diesel with 195 hp keep your business moving 
forward. And our standard four-wheel 
antilock brakes help you maintain steering 
control even during adverse conditions. 
The classic Sierra is relentless power and 
reliability at your command. D o o n e th ing . D o it we l l " 

Vehicles shown with equipment from an independent supplier. See owner's manual for information on alterations and warranties. 
36USC220506 C 2000 General Motors Corporation. All rights reserved. 
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People Sc companies 

The Outdoor Power Equipment In-
stitute (OPEI) honored OPEI president 
Dennis Dix with its Glenn Alexander 
Award. The award recognized his con-
tributions to the industry during his 27 
years as OPEI'sCEO. 

The Davey Tree Expert Co., Kent, 
OH, promoted Ken Celmer to senior 
vice president and general manager 
of the company's residential/commer-
cial service line, Howard Bowles to se-
nior vice president and general man-
ager of the Davey Tree Surgery Co., 
Gordon Ober to vice president of per-
sonnel recruiting and training for all 
U.S. field operations, Wayne Parker to 
vice president and general manager 

of U.S. eastern utility services, Rick 
Ramsey to vice president and general 
manager of Canadian operations, 
George Gaumer to vice president of 
the newly-created commercial 
grounds maintenance division, Mark 
Vaughn to operations manager for 
the northern operating group of util-
ity services and Dan Joy to operations 
manager for the commercial grounds 
maintenance division. 

Van Waters & 
Rogers, Austin, TX, 
named John Bolanos 
vice president of Pro-
fessional Products and 
Services. 

Tom Riccardi purchased Visual Im-
pact Imaging, which is moving to 
new headquarters in Akron, OH. Previ-
ously, he managed the grounds opera-
tion at Goodyear Tire & Rubber and 
has served as president of the Profes-
sional Grounds Management Society. 

Ferris Industries 
named James Wier as 
president and CEO. 
Also, the company is 
expanding its factory in 
Munnsville, NY, from 

50,000 sq. ft. to 60,000 sq. ft.. 

Environmental Industries, Cal-
abasas, CA, promoted Richard Sperber 
to chief operating officer. 

I^f f 

It's more 
like a 

chain saw 

R O O T AND A L L P U R P O S E SAW 

Presenting the new Root and All Purpose Saw from 
Corona Clipper. With rugged features like an 
ergonomically designed, solid, co-molded Corobond1M 

handle - for a more secure, comfortable grip. Add an 
agressive, precision-machined tooth pattern that cuts fast 1 
and easy, in both directions. And finally, a high carbon 
steel, chrome-plated blade that stays sharp and won't 
rust - even in heavy usage. 

Such quality features are ideal for the most demanding J 
root cutting - as well as landscaping, hunting, camping, j 
and construction. So, for optimum performance, sink 
some teeth into it - the teeth of a Corona Root and i 
All Purpose Saw. CORONV 
© 1999 Corona Clipper. 
1540 East, Sixth Street, 
Corona, California 92879 
800-847-7863 or 909-737-6515 
FAX 909-737-8657 
www.coronaclipper.com 

The professional edge. 
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Transgenic turf is a great opportunity for the Green Industry 
ST. LOUIS - Scientists at the Monsanto 
Chesterfield, MO, research facility said 
that bioengineered turfgrass is proven tech-
nically and it will mean big changes for the 
Green Industry. 

"The technology is very powerful and 
we will need to implement excellent stew-
ardship to ensure the Green Industry gets 
the maximum benefit," said Don Suttner, 
Technical Manager for Industrial Turf and 
Ornamental at Monsanto, concerning the 
eventual commercial production of geneti-
cally modified turfgrasses. Speaking to a 
group of about 150 touring sports field 
managers in mid January, Suttner said that 
researchers at Rutgers University are help-
ing look into stewardship issues involving 
the use of transgenic turfgrass. 

Technological advances 
Within the past decade, scientists have 
been able to insert DNA into the genome 
of a wide variety of plants to introduce 
beneficial traits that these plants did not al-
ready possess. This has led to the planting 
of millions of acres of crops in the United 
States grown from bioengineered seeds. 
Much of this acreage has been planted 
with seeds containing a gene that makes 
the plants resistant to Roundup, a herbi-
cide produced by Monsanto. 

Testing the commercial waters 
Monsanto, in collaboration with turfgrass 
germ plasma providers, is pursuing devel-
opment of a number of transgenic turf and 
ornamental species. No bioengineered turf-
grasses are commercially available yet. 

Some are in carefully monitored field 
trials, and more will be tested in the com-
ing years. Monsanto and The Scotts Com-
pany are intensively researching the poten-
tial for bioengineered bentgrass and related 
grasses, and the two companies are also 
working on a framework to properly stew-
ard these products as they are brought 
closer to commercialization. 

"We don't have a business plan yet for 
these plants because commercialization is 
still a few years away," said Suttner, ex-
plaining that Monsanto and Scotts are pro-
ceeding carefully in developing the geneti-

cally modified grasses. Scotts and Mon-
santo have an agreement to jointly develop 
turf and ornamental products, including 
bioengineered turfgr asses for the U. S. turf-
grass market. 

IPsi#MatricT.D.G. 
^ T O P D R E S S GRANULAR SURFACTANT 

ORGAN OSI L ICONE SPREADER ADJUVANT 
DEW CONTROL AGENT 

Minimizes Run Off 
Improves the Appearance of Turf 
Increases the Survival Rate of Newly 
Planted Landscape/Shrubs 

Maximizes the Coverage and 
Effectiveness of Spray Solutions 
Offers Turf and Woody Ornamental 
Managers a Highly Effective Spreader 

Call 800-257-7797 or 
Visit Our Website at 
www.aquatrols.com 
For More Information 

http://www.aquatrols.com
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AgriBioTech wins interim line of credit 
HENDERSON, NV - AgriBioTech 
Inc., which filed for bankruptcy 
last January, won an interim 
Bankruptcy Court order autho-
rizing the company to enter into 
a Chapter 11 debtor-in-posses-
sion (DIP) credit facility with its 
pre-bankruptcy lenders. 

AgriBioTech filed for this 
order because of a cash flow cri-
sis, the need to make payroll 
and to support its business oper-
ations. The company can only 
borrow up to $23 million under 
the credit facility until the facil-
ity is finally approved. The hear-
ing for the approval of the facil-
ity on a permanent basis was 
scheduled for March 22, 2000. 

To raise additional funds, 
AgriBioTech is attempting to 
sell its assets in one or more 
going-concern sales. The com-
pany is in the process of 
preparing a bid solicitation 
package that will be given to all 
eligible, interested parties, but 
Development Specialists' 
William Brandt expressed cau-
tion about being too optimistic 
about any sale. "It remains un-
certain at best whether the liq-
uidation proceeds will be suffi-
cient to generate any 
distribution to the company's 
stockholders," Brandt said. 

AgriBioTech's lending 
group, led by Bank of America 

N.A., is anticipated to offer the 
company the same $90 million 
line of credit it had prior to de-
claring bankruptcy once the 
DIP credit facility is approved. 

The company expects to 
make term loan borrowings of 
$13 million under the DIP fa-

cility. 
The DIP credit facility ter-

minates on July 31, 2000. 
However, the facility may be 
terminated earlier by the com-
pany, the bank group or any-
one else specified in the credit 
facility agreement. 

A student speaks up 
"I just like to get dirty. I most like the nursery end of it — it's 
the coolest thing to plant something and watch it grow." 
— Frances Covington, a senior with a major in Ornamentals and 
Landscape Technology, North Carolina State University, on why 
she is seeking a professional career in the Green Industry. 
Frances was one of the many college students who converged 
on Mississippi State University, Starkville, MS, March 9-12 for 
ALCA's annual Student Career Days. 

Visit Our Web Site Today... 

www.sroseed.com 

What's New— 
• Announcements 
• Articles 

Profile—SRO 
• History 
• Research Philosophy 
• Seed Production 
• Service 

Contact— 
• SRO Corporate Office 
• Professional Turf Centers 

Products—SRO & Royal Lines 
• Golf Course 
• Sports Turf 
• Native & Reclamation 
• Lawns 

Distributors— 
•USA 
• Canada 
• Overseas 

Resources— 
• The Seed Researcher 
• Technical Specifications 
• Links 
• Library 
• Photo Gallery 
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for a local lawn service 
could come across your 
business' name and learn 
that either A) you left 
treadmarks in her garden 
or B) you picked up all 
your clippings and left her 
yard as tidy as can be. 

Of course, ciick4ser-
vices.com isn't merely a 
place where Mrs. Finch-
beak can tattle on you. It's 
a way for businesses to at-
tract new clients in their 
local area via the Internet. 
Here's how it works: con-
sumers enter their zip 
code and obtain instant in-
formation on dick4ser-
vices.com business mem-

bers' affiliations, guaran-
tees, experience and ser-
vice hours. 

Can't wait to get evalu-
ated? Now's your chance 
since click4services.com is 
giving away $5 million 
worth of listings to the 
first 10,000 service busi-
nesses that apply and 
qualify. Interested compa-
nies can sign up at the 
click4services.com Web site 
or by calling toll-free 
877/254-2549. Mrs. Finch-
beak can't wait. 

-ByJason T. Stahl/ 
Managing Editor 
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Landscape 
contractors beware 

consumers to locate, eval-
uate and schedule service 
calls with neighborhood 
services businesses. A 
prospective client looking The next time you cut Mrs. 

Finchbeak's lawn, you bet-
ter make sure your lines 
are straight. Thanks to 
modern technology, she 
can now let her neighbors 
and the whole world 
know just how good of a 
job you do with the click 
of a mouse button. 

Click4Services.com is a 
new type of Internet 
search engine that allows 

VW&R Will Be There with The Supplies and Expertise You Need-
No Matter How Difficult Your Growing Conditions! 

• Growing a team of 
expert professionals 
who understand your 
green industry and 
pest control needs. 

• VW&R is a full-service 
distributor for the 
green industry. 

• Supplying the products 
that you need for 
weeds, diseases 
and insects. 

• Over 65 U.S. locations. 

Ç H / ^ ; Van Waters & Rogers Inc. 
A ROYAL VOPAK COMPANY 

Call Your Local 
VW&R Office at... 1-800-888-4VWR 

We understand that failure is not an option for our customers 
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R e m e m b e r l i f e b e f o r e D u r s b a n ? 



Before Dursban insecticide, insect pests were, shall we say, a little out of control. 

Then Dursban came along and helped you get them under control. Low odor Dursban Pro 

has the power to protect turf and ornamentals from more than ^ ^ ^ AgroSciences 

280 insect species, all while providing long residual control. 

Simply put, when you apply Dursban Pro, insect pests are history. v 

www dowagro com turi 1-800-255-3726 Always read and follow label directions. 'Trademark of Dow AgroSciences LLC Specialty Insecticide 



COVER STORY 

It's about thinking 
creatively. It's about 
exploring clients' needs. 
And ultimately, it's about 
increasing your bottom 
line. Create a unique 
service and watch your 
profit go sky High 

You're mowing a lawn, planting flowers or in-
stalling an irrigation system; doing the same 
things you do daily, content with providing 

basic services. But you're not listening. Your long-time 
lawn care client wonders how he might incorporate his 

love of golf and model trains 
into his yard. You shrug 
your shoulders. A city coun-

t s ^ ^ ^ ^ • cilperson is distraught over 
• the lack of snow for the 

^ L ^ B city's annual winter festival. 
^ ^ ^ ^ ^ B You say, "oh well." 

^ B ™ There's nothing wrong 
^^^^^^^B mm with doing the basic ser-

^ ^ ^ ^ ^ ^ ^ ^ ™ vices, but sometimes your 
clients have special needs. 

These needs have the potential to complement your other 
services, make each day you work more interesting and, 
most important, increase revenues. So listen up and leam. 

markets! 
BY J A S O N S T A H L / M A N A G I N G E D I T O R 

Killer 
niche 


