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Tom Rich
President of L. Rich Products

“The year 2009 was a successful one for
LT, Rich Products. The year started out
rough as sales were down 27 percent in the first quarter, but things rebounded
rapidly as we expected to finish 2009 with 5 percent growth over 2008. Even more.
impressive s that we have seen new entries in the market as well, but we continue
to grow. The year has seen us expand o states where we did not previously have a
presence, a we now have machines in 48 US. states,as wellas Canada.
010

productline and gain
es the consumer. Our sales force intends t0 reach out to more customers through

Dan Williams
Technical sales manager of
Eureka Chemical Company

“With increased awareness over environmental

impact, corrosion prever ricants are

being scrutinized like never erbetore The problem
the new, eco-friendly products is the lack of perormanee. They simply cannot
compete with the more traditional, solvent-based products. This leads to a seri-
ous problem for those wishing to be more environmentally conscious e sl
maintaining the same level of protection for vital equipment. Proper equipment
maintenance is crucial to its health and longevity.

“The solution, however, lies not in the future, butin the past. Fluid Film is a Jan-

solvent-frce, outperforming all the traditional-based products while offring a

uid Film is classfied as nontoxic and non

“Our hard work paid dus-
try. We are thankful for fe support of our past customers combined
with the gained trust of new customers”

Mark Crosswell
President of Tygar Mfg

“This past year was difficult for most businesses, and
hnd«apz ‘curbing was no exception.

‘However, we were very encouraged that most curb-
ing contractors were both profiable and reasonably
by despte a challepging ke, Ae we've always
known, landscape curbing tends to remain strong in soft markets because it
offers such  unique value—it dramatically improves a i sppearanc while
ovilng spiaceicl ey form of edging. Curbing contractors also g
erate much more profit from curbing compared to landscape maintenance -
most other hardscpe project. Each ob i & one-day turnaround,so conractrs
quickly move on to the next job, yet they retain the ongoing maintenance of cach
Bt ey et Curbing is also very predictable, with the material costs averag-
ing about S1 per foot, and retail prices for decorative curbing ranging between
$6and $10 p:r foot. As a result,  landscape contractor can make geeat money at
curbing, even if they only curb one job a weel

hazardous,
iy s e oo g ks, lid Flswillls it e, making i
an excellent release agent for snow and ice. It i perfect for winteri
and protecting snow handling equipment through the harshest winter season.

Meredith DeWitt

Vice president of DeWitt Company

“The fupe of the lavn, ladscape and garden
industries is not only bright, but also beaming with
opportunitis o grow learn and evolve.
o imor thdn 90y T e wtehed oy fam-
ily build 2 company from the ground up, focused on
quality products, Ll i ke it
dependable fulillment, We found ot inspiration from our concern for the env
ronment and have continued to create lines of lawn and garden products that are
not only innovative, but also dedicated to our philosophy of promoting environ-

mentally responsible products.

research and development, innovative marketing strategies and widespread di
wibution throughout the industry. We strive to find environmentally responsible
solutions for

customers can use and service they can rely on from a company they can trust”




Not knowing s just not good enough. With the
few COS on Blue VsoGage ol Knowata
glance if an outlt i plugged, thus causing
possible variations i your applicaton rates.
CDS-John Blue Company offers two styles of
VisaGage Il flow monitor units for both spraying.
and fertizer applications. Both models are
available in either single units or four flow
‘monitor assemblies

The company that has brought you “Innovative,
Top Quality Products and Second to None
Service" for over 120 years wants you to “Kriow
the Flow.” Apply with accuracy and improve
Your profitabity.
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