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Country Garden 
Nursery LLC

BY VIC PANICHKUL

IMAGINE THAT your custom hang-
ing baskets are so successful and have 
such a loyal following that when a cus-

tomer in Tiburon, California, passes away, 
they’ve set up a trust so that your hanging 
baskets keep getting shipped to their town. 

That’s the kind of loyal customer that 
has made Melissa and Joe McLaughlin’s 
Country Garden Nursery in McMinnville, 
Oregon, so successful — and that tale is 
not an uncommon one. 

“Our first customer is still a customer 
today,” said Melissa. “They were a pivotal 
growth point in our business.” 

“The woman who was the mayor 
of Corte Madera, California, grew up in 
Gaston, Oregon, and drove through here 
on the way and saw the baskets and fell in 
love with them,” said Joe.

“She went back to California and cre-
ated a beautification committee, and we 
ended up making 50 baskets for them,” 
Melissa said.

“In Toledo, Oregon, there’s probably 
more baskets per capita than anywhere. 
The mayor started a program and raised 
all the funds to buy our baskets,” Melissa 
said. “She died unexpectedly, but her 
daughter has picked up where she left off.”

Over the years since it started in 

It takes the whole family to keep Country Garden humming along. From left: Aaron, Emily, Melissa and Joe McLaughlin. PHOTO BY VIC PANICHKUL
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1991, Country Garden has honed a sharp 
focus on creating custom hanging baskets 
and selling them directly to consumers. 
There’s no middleman involved. 

The recipe for their success is simple. 
First, gather creative input from the cli-
ent to create custom baskets that suit 
their needs. Next, create a feedback loop 
that collects input from them regularly 
on what they liked and what worked for 
them. And then finally, incorporate that 
feedback into future orders.

“Our customers are primarily made 
up of downtown associations that develop 
‘Main Street’ projects, shopping centers, 
restaurants, office parks, and some home-
owners,” said Aaron McLaughlin, Melissa 
and Joe’s son.

“A whole shopping center may want 
40 or more baskets. They tell us the size, 
colors, shapes that they’re looking for and 
we create the hanging baskets for them,” 
Melissa said.

“A shopping center in Beverly Hills 
has been buying from us for 28 years. 
They’re under water restrictions so we use 
self-watering pots. The top half is filled 
with potting soil and bottom filled with 
water and it wicks into the pot,” Aaron 
said. “A lot of people have switched to 
this in California because they’ve been in 
drought and under water restrictions for so 
long. It cuts down on labor cost from hav-
ing to water frequently as well as water.”

“Having relationships with our 
customers is what makes us successful,” 
Melissa said. “We can check in with them 
and see how things are for them, espe-
cially if it’s a new customer. A shopping 
center manager will check with the land-
scaper or maintenance team to find out 
what was successful and what they liked, 
and we incorporate that feedback for their 
next order. People really like that. We 
will tweak their baskets from year to year 
based on that feedback.”

“They may say ‘I love that red plant 
but not the yellow plant.’ We have a record 
of what we planted for them, and we know 
what went into their baskets,” Aaron said. 
“But it’s always helpful if they send us a 
picture,” especially if more than one plant 
of that color is used in the basket. 

“Often, we want to have a little 
variation even if they ask for the same color 
scheme, it’s not going to be cookie cutter 
from year to year,” Melissa said.

New customers receive special atten-
tion to set them up for success, ensure 
they’re happy with the product, and turn 
them into repeat clients. 

“When we get new customers, we try 
to educate them and have them come up 
with a management plan that works before 
we plant something for them. They need to 
budget for the cost of watering and main-

tenance,” Melissa said. “We do everything 
we can to help them be realistic out of the 
box,” so the customer is successful and 
happy with the results.

“It’s an expensive product, but it’s a 
premium product. They get the bang for 
the buck,” she said. And what they’re 
doing develops repeat business.

“The majority of our customers are 
long term. They’ve been with us 10 years 
or more,” Aaron said. “The hanging bas-
kets become part of the property’s culture 
and look. Frequently someone will be 

All of the hanging baskets are designed and planted to order for each client. PHOTO COURTESY COUNTRY 

GARDEN
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at a shopping center and see the baskets 
and ask the property manager where they 
came from, and they’ll send them to us. 
That’s how we get most of our new cus-
tomers, by referral.” 

The nursery produces about 4,000 
baskets during the spring and 1,000 dur-
ing the fall — each one custom-created 
and planted to order. 

A road-side start
Melissa and Joe started the nursery in 

1991. “We started with 3,000 impatiens and 
petunias in 4-inch pots in one greenhouse by 
the house. They were 50 cents each and we 
sold them by the side of the road, and it would 
sell out in a couple of weeks,” Joe said. 

“In 1992 we added a second green-
house and kept adding one every year or 
so,” Joe said. Now they’re up to 11. “We 
have just over half an acre under green-
house,” Aaron said.

“In 1998 we bought our first box 
truck and added a second one later because 
we started shipping more to California. 

It was a 26-foot box truck, and we can 
put more products in there than a semi,” 
Aaron said. “In semis, we can only put 
baskets on the floor, so it’s not an efficient 
way to ship. Most of our customers are not 
equipped with docks and forklifts to handle 
a truckload of racks.” 

“We built our own racking system, 
and our drivers deliver the baskets and help 
them unload the plants. They also close the 
loop with the customer on any information 
they need to be successful with the plants,” 
Melissa said. 

“We want our delivery to be the best 
for our customers because it’s the one time 
we see them every year,” Aaron said.

Changing directions
In 2009, Country Garden finally quit the 

retail operation to focus on hanging baskets.  
“We had been doing baskets since 

1993. It was easy to recapture that cus-
tomer for the next year, but we didn’t 
have enough basket customers to live on, 
so we needed to also sell retail bedding 

plants,” Melissa said. “As the number of 
basket customers grew, we were able to 
drop retail.”

“When we started, grocery stores and 
hardware stores didn’t sell bedding plants. 
But 15 years later, they began to, and it 
added to the competition,” Joe said. “We 
didn’t really want to create a destination 
retail nursery.” 

Focusing on creating custom baskets 
lets the nursery play to its strengths and 
word began spreading.

“Growth has been by word of mouth. 
When people see our product in their area 
and it’s what they want, they track us 
down,” Melissa said. 

“Sometimes it takes 2–3 connections 
before they get our information,” Aaron 
said. A prospective client might start with 
a mall worker, who then refers them to 
a mall manager, who then might have to 
check with the landscaper.

“When Gavin Newsom was mayor 
of San Francisco, he wanted the city to 
be greener and he wanted hanging 

Melissa McLaughlin removes some spent flowers from a hanging basket in a greenhouse. PHOTO BY VIC PANICHKUL
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found important was to get out of the way 
and let the next generation take the reins. 
I’m his support if he needs it. He’s been 
fabulous. He’s helped the nursery a lot.”

Aaron focuses on operations and has 
been able to build efficiencies and improve 
product quality at the nursery. “I wasn’t 
gifted with the artistic genes,” he said.

Challenges ahead
Looking ahead there are challenges 

for the nursery. “It’s time for me to take 
action on a succession plan,” Melissa said. 

“We all wear a lot of hats around 
here and that’s great but there’s room for 
a new person. We have a really solid core 
group of people and an established com-
pany culture. We need a new person to 
bring a new perspective and ideas to help 
us grow,” she said. 

“Our biggest challenge we have is 
acquiring new customers. We’ve spent 
little on advertising in the last two years. 
When we’ve advertised in the past and 
new customers call, they’ve never seen any 
of the ads,” Aaron said.

“We’ve had steady growth and we’ve 
tried to push on that but taking care of 
our existing customers is our best plan for 
growth. People find us more efficiently 
than we can find them,” she said. 

Vic Panichkul is Publications Manager 
at the Oregon Association of Nurseries 
and managing editor and art director for 
Digger Magazine. Contact him at 503-
582-2009 or VPanichkul@OAN.org
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baskets like they had in Marin [County]. 
He has people so he told them to ‘go find 
where to get them,’ and we got a call,” 
Melissa said.

As the operation has grown, it’s come 
to involve the whole McLaughlin family.

Aaron worked at the nursery since he 
was a kid. “I was 3 years old and filling pots 
and trays,” he said. “When I was growing 
up, I thought the last thing I wanted to do 
was work in the family business. But when 
I went to Oregon State University, I fell in 
love with horticulture and got a degree in 
horticulture and business.” 

He went to work for Bailey 
Nurseries, Inc. after graduating, but even-
tually returned to the family nursery. 

“In 2016, Aaron came to work for 
us,” Joe said. “The day he came in we 
were talking about building a new green-
house. I said, ‘That’s Aaron’s job now.’ I 
just got out of the way,” he said. “What I 

Aaron McLaughlin says the nursery uses wire baskets so that flowers can be planted down the 
sides as well as top. PHOTO BY VIC PANICHKUL
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1. Select Standard or Display Classified formats.
2. Determine general heading and subhead that ad runs under:
 •  General: “Employment,” “Plant Material,”“Service/Supply,” “Real Estate.”
 •  Subheads run under general headings. Create your own, but be general: 

“Conifers,” “Liners,” “Equipment,” etc.
3. Indicate number of months ad runs.
4.  Indicate any blind box for confidential replies. We assign number and  

mail any responses.
5. Compose ad. Designate headlines.
6. Email ad by deadline, Monday, February 12 for the March 2024 issue.
7. We bill established clients after publication. New clients may need to prepay.
8. We reserve right to edit ads for content.
9.  Annual contract discounts available (!2-month minimum commitment).

Classified Line Ad
• $40/column inch for OAN members / $60 for nonmembers.
•  Regular, one-column, standard typeface, approximately 28–38 characters per 

line, 7 lines per inch. Use headlines, bold, italics and special characters.
• Corporate logo (black & white) $30 additional charge.
• Employment ads also include online post to DiggerMagazine.com/jobs and 
OAN.org/jobs. Online-only option: $125 members, $150 nonmembers per month.

Classified Display Ad (plus production charges @ $69/hour)
• $50/column inch for OAN members / $80 for nonmembers.
•  Use logos, display type, borders, screens or reverses.
•  Electronic ad files can be supplied. Call for production details.

Digger Classifieds
29751 S.W. Town Center Loop W., Wilsonville, OR 97070
Phone 503-682-5089 • Fax 503-682-5727 • Email: advertising@oan.org

 CLASSIFIEDS

SALES MANAGER
We are seeking an experienced and 
goal-oriented Sales Manager to 
lead our sales team and grow our 
customer base in the tree nursery 
industry. You will research current 
and potential markets to pinpoint 
potential business leads, then 
develop strategies to broaden 
our outreach and bring in new 
customers, conduct customer needs 
research to help direct product line 
enhancement. Plan and implement 
effective training methods to provide 
our sales representatives with the 
tools they need to meet annual 
sales goals. We prefer candidates 
who have at least three years of 
sales management experience in any 
industry (preferably in wholesale) 
and a history of success in that role. 
Sales Manager Requirements and 
Qualifications: • Bachelor’s degree 
in business, administration, or 
related field preferred • 5+ years of 
experience in sales, management, 
customer service, or a related field 
• Demonstrated and proven sales 
results • Proficient with Microsoft 
Office Suite and other related 
computer programs. Salary (DOE), 
Bonus, 401k, Healthcare, Vacation.

Apply to:  
John Holmlund Nursery, Boring, OR 

VladimirL@JHNsy.com

HELP WANTED
For jobs and key employees 
throughout California and the 
Northwest, call Florasearch, Inc. 
You know us. For more than four 
decades we have been bringing 
together key people and excellent 
companies in the nursery and 
greenhouse industries and allied 
trades. Check our references. 
Confidential. Employer pays fee.

 Florasearch, Inc.
1740 Lake Markham Rd.

Sanford, FL  32771
Ph 407-320-8177 
Fx 407-320-8083 

www.florasearch.com 
search@florasearch.com

EMPLOYMENTEMPLOYMENT EMPLOYMENT EMPLOYMENT
PESTICIDE APPLICATORS

Iseli Nursery located in Boring 
Oregon is hiring for Pesticide 
Applicator positions! You must be 
able to work well with others. You 
must be attentive to details and 
safety focused. Must be alright with 
multiple tasks and projects a day 
with the ability to stay on task and 
prioritize time. Applicator experience 
is preferred. Essential functions of 
the job:
• Must be able to lift 35lbs to 

50lbs containers repetitively, with 
occasional heavier lifting.

• Work requires repetitive twisting 
and bending.

• Must be able to work outdoors.
• Know how to drive a tractor.
• Be able to carry a backpack sprayer 

– approx 20-30#.
• Be able to carry a Warren Spreader 

- approx 15-20#.
• We would prefer an employee 

that is able to speak, read and 
understand some English.

• You must be able to follow 
all safety rules and practices 
concern ing pes t i c ides  and 
operation of equipment.

• You will need to pass a medical 
evaluation or physical in order to 
wear a respirator.

This describes most, but not all, of 
the duties required; and others may 
be assigned by the supervisor or 
management. Please apply in-person 
Monday to Friday between the hours 
of 8am to 4:30pm.

INSIDE SALES AND CUSTOMER 
SERVICE REPRESENTATIVE

J. Frank Schmidt & Son Co., a leading 
provider of shade and flowering 
trees in North America, is seeking 
an Inside Sales and Customer Service 
Representative at our headquarters in 
Boring, Oregon.  In this position you 
will actively sell our full product line 
of trees, positively collaborate with 
our existing inside team, and support 
four outside sales representatives 
to ensure daily productivity toward 
achieving sales goals.  Experience 
in the green industry (preferably 
with bare root trees), a strong team 
work ethic and a customer centric 
mentality are key skills for this role.  
If you’re interested in a long-term 
position with an established leader in 
the nursery industry please send your 
resume to:

 
J. Frank Schmidt & Son Co

Attn:  Human Resources - Sales
PO Box 189

Boring OR 97009
pame@jfschmidt.com

INSIDE SALES  
REPRESENTATIVE

TSW Nursery Sales Inc. is seeking 
a plant-knowledgable inside sales 
representative with 3–5 years of sales 
experience. The perfect candidate 
must be proficient in MS Office 
Suite and Quickbooks software, 
provide excellent customer service, 
have strong verbal and written 
communication skills, manage their 
time, and be organized. Salary 
commensurate with experience.

Please mail or email cover letter and 
resume to:

TSW Nursery Sales, Inc.
Attn: Human Resources

P.O. Box 1217, 
Wilsonville, OR 97070

accounting@tswnurserysales.com

IPM / GROWER OPPORTUNITY
We are looking to add someone with 
IPM experience to our team. This 
team member will need experience 
with conifers and broadleaf shrubs 
in all stages of production. The ideal 
candidate should understand plant 
growth cycles and could work into 
grower responsibilities. A commercial 
applicator’s license or willing to 
become licensed is a requirement. 
Experience with backpack, tank and 
air blast application methods helpful. 
Candidate will need some computer 
skills for reporting requirements. 
Experience managing people and 
communicating with other key team 
members is very important. Duties 
may require night or weekend shifts. 
Bilingual in Spanish and English 
would be a plus. This is a year-round, 
full-time position.

Apply to:  
dan@highlandmeadownursery.com

We are always looking for career oriented skilled sta�. 
Our operations include wholesale growing, shipping, 
landscape contractor sales, and retail nursery. If you 
have the interest and skills needed to be a part of our 
team, please apply. We are growers of container and 
�eld grown ornamentals. 

We are looking for people in the following areas:
•    Sales / Customer Service (Wholesale/Retail)
•    Production / Growers / Supervisors
•    Shipping & Receiving
•    Inventory / O�ce Mgmt & Admin / Purchasing
•    Pesticide / IPM Managers & Applicators
•    Irrigation Management / Skilled Laborers
•    Outside sales throughout U.S. & Canada
•    Controller / Accounting Manager
•    Horticultural Website Developer

Applicants with speci�c work experience or education 
in the nursery industry is desired. Computer skills, 
Spanish / English bilingual, plant ID knowledge and 
equipment operation skills also preferred.

Pay commensurate with experience. Bene�ts to 
include: Paid vacation and sick leave, paid holidays, 
medical and dental insurance. Respond with resume 
to hr@loennursery.com to the speci�c job for 
which you qualify. 

For more information, please visit us online at
www.loennursery.com

PLANTS, 
PRODUCTS, 
SERVICES

Search at:  
www.NurseryGuide.com

.


