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corrhizal
pplications

MycoApply Mycorrhizae for Growers
l'l.ll'l1.|'r:+|:u|1!up|:|IyrEJ Mycorrhizal Fungi are fascinating microbes that form a symbiotic relationship with plant roots. They seek out

water, nutrients, and other resources that would otherwise be unavailable or difficult for the plant to access.
l'l.ll'l1.|'r:+|:u|1!up|:|IyrEJ has many benefits for operations that grow or finish plants - from seed, cutting, plug, or bare root.

Improves nutrient-use
efficiency

TREATED WITH MYCOAPPLY®

MycofApply® is a registered trademark of
Mycorrhizal Applications, LLC,

710 NW E Street, Grants Pass, OR 87528
(BE&) 4/6-7B00 | mycorthizae.com

Learn more and find a distributor at
www.mycurrhizae.cum
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On the cover: There's no template for starting a retail or wholesale nursery, but five nursery owners share their success stories. Aposestock pHOTO
On this page: Left: Nik (left) and Sergei Ovchinnikov started not one but two businesses at the same time, The Nursery Outlet and SNO Landscape.
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iris after her. pHoTO BY THOMAS JOHNSON



Toll Free 800-338

MATERIAL FLO

Phone 503-684-
AND CONVEYOR SYSTEMS INC. Fax 503-684-
21150 Butteville Rd. NE Visit Our Website:

Donald, OR 97020

materialflow.com
All pricing F.O.B.
Donald, Oregon

-1382 SALE ON MANY PRODUCTS

STEEL
DOCK BOARDS

1613 USED/SURPLUS RACKING, ALUMINUM
5133 CONVEYORS, CONV. BELTING, pocK PLATES
SHELVING, PLASTIC BINS,
LIFTS, CASTERS & MUCH
MORE. 2 miles off I-5 just
south of Wilsonville.

L

e Many Sizes -sTocK
pecia . $1,602 to $3,517
| On Self Available
Dump
Hoppers $334 to $689
e [ IN-STOCK J
PALLET i 1/4 Yard - $1,039 A= ALUMINUM
il L) H/ 14 1/2 Yard - $1,223 £ -| MFRLC357  DOCK BOARDS
[ IN-sToCK | 3/4 Yard - $1,341 [ shown ['iN-sTocK )
L »
an CEIID 1 Yard - $1,595 ey $930 to $2,044
HAND TRUCKs _Rivet 1-1/2 Yard - $1,813 o
58PMP Shelving 5 yurd - $2,160 : INDUSTRIAL STEEL
$145 ‘gﬂ’:ous .} ROLLING LADDERS
100s of Av:ilg'l;sl 5 - ' 4 Capacity 350 Ibs.
Hand Trucks Vs \ F.0.B. Donald, OR.
\ ROUGH TERRAIN : Top Step a0y pquyy
) outpoor TRuck (J Platform
Gravity Roller Conveyor
n Stock - Donald, OR CPT2748E $1,295 Model = g0 Heightto oo i
4400 Lb. Cap. CASTERS No. Top Step .
27x48 = MFRLC354 4Step  40° 165 $499
$249 4 MFRLC355 5 Step 50" 196 $634
MFRLC356 6 Step 60" 229 $782
Powered ", MFRLC357 7 Step 70 260 $839
Conveyors MFRLC358 8 Step 80” 293  $940

Prices subject to change without notice

Assembly Required Assembly Required

LX2610SUHSD

« 24.8 Gross HP! E-TVCS, Liquid-Cooled, 3-Cylinder
Kubota Diesel Engine
« 3-Range Hydrostatic (HST) Transmission

OOIDDDOOSIIIIOOIIIIIIONI
Oregon Equipment Sales

1 For complete warranty, safety and product information, consult your local Kubota dealer and the produ

Stop in Today for Great Financing Offers!

1-866-385-9073 . orequipmentsales.com . linnbentontractor.com

B2601HSD

24.3 Gross HP 3-Cylinder Kubota Diesel Engine
Semi-Flat Deck « Slanted Hood
Easy to Read Backlit Dash Panel

OES° MCMINNVILLE  OES° HUBBARD ~ OES’ TANGENT
2700 ST. JOSEPH RD. 19658 HWY. 99 E. 33599 HWY 99 E.
MCMINNVILLE,OR  HUBBARD,OR  TANGENT, OR
(503) 435-2700 (971)216-0111  (541) 926-1811

ct operator’s manual. Power (HP/KW) and other specifications are based on various standards or recommended practices. K1242-24-150961-7
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MARION AG{

I_L

PRODUCTS

ENTRUS

wRITION

TRUST THE

People . ,
30 years of controlled released fertilizer experience.

, Product , N
The highest levels of safety and predictability.

POWERED BY

PURSELL

. Purple .
Backed by industry leading Pursell Agri-Tech.

PROCESS

Now Available Exclusively Through

MARION AG SERVICE
in Oregon and Washington

CALL TODAY!

888-814-5727
www.marionag.com
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Thanks for
the memories

It is hard for me to believe
that a year has already gone
by since I wrote my first
President’s Message. What an
incredible year it was!

I knew that entering the president’s role
would be a huge responsibility and would
require time away from my nursery and
family, but I also knew it would be worth
it. It has surpassed my expectations and has
only increased my love for this industry.

I would like to take this opportunity to
thank a few people who helped me this year.
I couldn’t even begin to start this

without thanking the best advocate we
have for our industry ... Jeff Stone. There
is a reason he is thanked time and time
again (but still, never enough). He works
more hours than I believe is humanly pos-
sible and is everywhere all at once.

I will never forget how he missed
whitewater rafting for the opportunity for
just a few moments to talk to our gover-
nor on our behalf. He meets with other
agricultural executives as well as other
nursery executive directors to make sure
we are leading this state and nation as an
association. He is constantly bettering our
association and therefore our industry.

But perhaps the thing he does best is
bring us all together and show us how each
and every one of us makes a difference with-
in our association. Big and small, grower
or supplier, owner or employee ... we all
have a voice that matters. He helps find that
voice. Without his support, encouragement,
and words of wisdom, this year would never
have been as easy as it was.

I am confident that any other person
that is involved in any capacity of leader-
ship within the organization feels that sup-
port and we are all beyond appreciative of
what he does for us.

I want to also thank my family. First,
my husband for his dream and the life I
get to live every day with him. His deter-
mination and love for plants spearheaded
this life we have now, and I will never take
that for granted. He knows the impor-

Amanda Staehely

tance of the OAN’s role for our industry
and picked up the extra workload I left
while I was busy this year.

And second, my kids. There were so
many times that family members or babysit-
ters had to pick them up from school or be
with them for a few days while I was out of
state. They knew how important this year was
for me, and not only understood my absence
at times, but were proud of what I was doing.

And finally, I want to thank all of
you that have reached out this year. Those
of you who reached out and introduced
yourselves, called with questions or con-
cerns for the industry, or told me that you
read my column every month, I am hum-
bled by the support, trust, and kindness.

Everywhere I turned I was met with
the best of people and new friends for
life. You all are what made this year so
memorable for me and why I love this
industry. I look forward to continuing to
aid the association as past president next
year and am excited to see Ben Verhoeven
enter his role as president in November at
our annual OAN Convention. He will be
a great leader for our association and is
truly one of the nicest people I have had
the pleasure of knowing.

Our association is set up for the
brightest future ahead and I am grateful
for the opportunity I had and the beauti-
ful memories I made this past year. Thank

DIGGERMAGAZINE.COM OCTOBER 2024

you all.



Get the word out about your event! Email details to
by the 10th day of the month to be included in the next issue of Digger.

AMRICANHORT SALARY & BENEFITS
SURVEY DEADLINE

AmericanHort and Ball Publishing have
launched their second annual Salary and
Benefits Survey designed for greenhouse and
nursery growers and garden retail operations.
Companies who take the survey can better
understand salary and benefits trends and see
how their businesses compare to other survey
participants. Essential data will be captured by
greenhouse and nursery growers, and garden
retail centers in three distinct areas: company
demographics, staffing and benefits, and salary.
The deadline to complete the survey is October
4. Go to TinyURL.com/AmericanHortSurvey to
complete the survey.

ALTERNATIVE APPROACHES TO
WOODY RESIDUE MANAGEMENT

Join the Oregon State University Extension
Service for a field tour of a suburban forestland
parcel undergoing fire risk reduction and
habitat restoration to explore alternative
approaches for managing woody debris. There
will be demonstrations of mastication and an

air curtain incinerator as well as presentations
and discussion. Topics include fire risk reduction,
invasive insect sanitation, cost-share options,
biochar production, smoke management, and
protecting public health. The event is 9:30 a.m.-2
p.m. on October 9. For more information and to
register, go to TinyURL.com/ExtensionWood.

SOUTHERN OREGON WORKPLACE
SAFETY AND HEALTH CONFERENCE
Oregon OSHA is hosting a three-day event in
Ashland, Oregon that will feature a variety of
workshops and presentations designed to help
employers and workers improve on-the-job
safety and health. Topics include fall protection,
hazard recognition, safety committees,
excavation safety, and injury prevention.

For more information, conference options,
programs, and registration, go to TinyURL.com/
OSHAConferences.

FIRST AID/CPR CLASSES AT OAN

Need a first aid/CPR certification renewal

for yourself or one of your employees? The
Oregon Association of Nurseries is holding its
last session this year in English on October 16,
and in Spanish on October 17. Class times are 8
am-12:30 p.m. The cost is $60 per person. It's
the same for first-time certifications as well as
renewals. Certification is good for two years
and includes instruction and a certification card.
Classes are held at the OAN office, 29751 SW.
Town Center Loop West, Wilsonville, Oregon.
Register at OAN.org/Page/CPRclass.
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PHOTO COURTESY OF SALISHAN COASTAL LODGE

OAN CONVENTION

Join us at the picturesque Oregon Coast as we celebrate a great year at License to Grow: the 2024 OAN
Convention at Salishan Coastal Lodge in Gleneden Beach, Oregon (near Lincoln City), Friday evening
and all day Saturday, November 15-16. Enjoy social time with old and new friends, talk about the
issues that are vital to Oregon nurseries, enjoy the sandy beaches, and honor the industry’s achievers
at the annual President’s Awards Banquet. Complimentary childcare provided. To register, go to
OAN.org/Convention. For convention sponsorship information, go to OAN.org/ConventionSponsor

FFA NATIONAL CONVENTION & EXPO
The 97th annual Future Farmers of America
(FFA) Convention & Expo will take place in
Indianapolis, Indiana. FFA members and guests
from across the country will participate in
general sessions, competitive events, educational
tours, leadership workshops, an expo and
shopping mall, volunteer activities and more.
Early bird registration opens September 11

and ends on October 2. For more details, go to
Convention.FFA.org.

IRRIGATION SHOW AND EDUCATION
WEEK

The Irrigation Show brings the brightest minds
and latest innovations in irrigation to one place.
Make an investment in your business and your
career while spending an exciting, jam-packed
week with your peers. November 4-7 at the
Long Beach Convention & Entertainment Center
in Long Beach, California. For more details, go to
Irrigation.org/2024Show.

YOUNG FARMERS & RANCHERS
LEADERSHIP CONFERENCE

Come attend the 2024 Young Farmers &
Ranchers Leadership Conference at the

Deschutes County Fair & Expo Center in
Redmond, Oregon, to experience leadership,
safety and training sessions within all sectors

of the ag industry. Open to all, not just YF&R or
Farm Bureau members. Network with peers in
the ag industry, pick up new ideas at educational
sessions, win door prizes and enjoy fun activities.
For more information or to register go to
TinyURL.com/YFRConference.

OAN OPEN HOUSE

Mark your calendars and save the date for

the next OAN Open House on December 4.
Learn more about OAN'’s new leadership and
professional groups including NexGen, Human
Resources Leadership Professionals and the
coming Hispanic leadership group and how you
can get involved. Learn about terrific member
benefits and programs, including Legal Access,
health coverage, Guest Worker Services,

Trucks to Trade Shows, credit card processing,
discounted Farwest Show booths, and OAN
advertising. Beverages and light bites will be
served. Non-members are also welcome, and
members are encouraged to invite them to attend
so they can meet OAN members and learn about
membership benefits. The event i%’ee. Time and
location will be announced soon.
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Justin Read

Justin Read is new
owner of Garland

Nursery

After 87 years, the fam-
ily that has owned and oper-
ated Garland Nursery, a retail
nursery in Corvallis, Oregon,
has sold the nursery to Justin
Read, a former employee of
the nursery. Garland Nursery
was started by Corlie and
William Schmidt in 1937 and
has been in the family for
four generations, the most
recent being Brenda, Lee and
Erica Powell.

“We are so overjoyed
to have found the perfect
person to continue on this
legacy,” the Powells stated in
an email this spring to garden
club members and friends.
“We are honored that he will
be taking the reins and con-
tinuing to build upon what
we have accomplished over
the past 87 years. Justin has
a tremendous horticultural
background that will serve
him well ...”

Read isan Oregon native
and an OSU graduate in hor-
ticulture and has worked at
garden centers in California
and Oregon, including
Garland Nursery during his
college years.

Northwest News

OAN members and chapters are encouraged to send in relevant news items, such as new hires,
new products, acquisitions, honors received and past or upcoming events. Email News@OAN.org.

An emerald ash borer is seen next to an EAB larvae. The larvae burrow into the bark of ash trees, causing
canopy dieback and ultimately killing the tree. PHOTO COURTESY OF OREGON DEPARTMENT OF FORESTRY

EMERALD ASH BORER FOUND IN
THREE MORE OREGON COUNTIES
The invasive emerald ash borer (EAB) has
been discovered in three new Oregon counties
this summer, according to the Oregon Dept.
of Agriculture (ODA) and Oregon Dept. of
Forestry (ODF). The U.S. Dept. of Agriculture
(USDA) Animal Plant Health Inspection Service
(APHIS) laboratory in Maryland has officially

confirmed EAB in Marion and Yamhill counties.

A third site on the border of Clackamas and

Marion is believed to harbor EAB. Still, state

officials first need to confirm with the federal

lab the identity of the insects found there.
Yamhill County: One adult beetle was

found in a trap in the Gaston area — one

of 197 traps distributed by ODF and USDA

10 OCTOBER 2024 DIGGERMAGAZINE.COM

APHIS in the Willamette Valley. The trap was
located just inside Yambhill County about seven
miles from Forest Grove, where EAB was first
detected in Oregon in late June 2022.

Clackamas County: Ash trees in the Elliot
Prairie area east of Woodburn show evidence
of larvae feeding with several trees in marked
decline. Several ash trees in a site along
Butte Creek north of Mt. Angel and south of
Hubbard also showed signs of EAB infestation.
Samples have been sent to a federal lab for offi-
cial confirmation.

Marion County: Five adult EABs have
been found in traps set along the Pudding River
south of Woodburn and west of Mt. Angel.

ODA will be conducting intensive searches
in the areas surrounding the new sites in
Marion and Clackamas counties to find out



whether EAB shows up further away,
said Cody Holthouse, compliance and
regulatory manager at ODA. The ODA
is currently working out the details of a
quarantine to limit the movement of ash,
olive, and white fringe tree wood, and
other materials in these new counties,
similar to the one in Washington County.
That quarantine restricts the movement
of several tree materials, including but
not limited to logs, green lumber, nurs-
ery stock, scion wood, bud wood, chips,
mulch, stumps, roots, branches, and fire-
wood of hardwood species.

The City of Salem, Oregon, located
in Marion County, is taking a proactive
approach to EAB, according to Salem
Reporter, a news website in Salem.

For the last two years, the city has
worked with state forestry and agricul-
ture departments to remove ash trees in
poor condition and protect healthy ones.
About 100 ash trees in the area have been

QUITSTANDING

Blue'Ribbon| Attention
Expanded Ornamental Qfférings:
High-Quality Nursery .Stock::*
YOU CAN COUNT ON US

WillametteNurseries.com

WILLAMETTE,

Inc.

Canby, Oregon

removed and the city stopped planting ash
trees three years ago. The city plans to
inject about 1,000 ash trees starting next
spring with insecticide. The trees will need
new injections every two to three years.
For more information on EAB and an
up-to-date list of resources, go to
ODA .direct/EAB. Suspected EAB
infestations can be reported over the
phone at 1-866-INVADER or online at
OregonInvasivesHotline org/Reports/Create.

RESEARCHERS, OAN
COORDINATE RESPONSE TO
NEW WATER MOLD THREAT

Dr. Nik Grunwald at the USDA
Agricultural Research Service and Oregon
State University, an expert in Pytophthora
species, will be leading a multiagency
group of researchers coordinating a
response to the recent detection of P. aus-
trocedri in Oregon. The soilborne water

mold has been detected at two Oregon
nurseries, resulting in millions of dollars in
plant inventory being quarantined at those
two operations pending further testing.

OAN Executive Director Jeff Stone
plans to explore federal funding for
research as well as testing and grower
education, while also working to prevent a
quarantine of the state. AmericanHort, the
national nursery trade group, is also on
board with seeking federal aid.

P. austrocedri has been detect-
ed previously in Chile, the United
Kingdom and Iran. It attacks coni-
fers of the Cupressaceae fam-
ily, including Austrocedrus, Juniperus,
Chamaecyparis and Cupressus and poten-
tially others. It also has the attention of
Jared LeBoldus, forest pathologist at OSU,
because it has serious implications for for-
est Cupressaceae including cypress, juni-
per, and cedar. Thus, there’s an incentive
to keep it from spreading in nature as

Fir and Hemlock Bark ¢ Sawdust
Compost * Hog Fuel * Fines
Rock, Chips, Bark Rock

Marr Bros Bark has been servmg the a.rea vmth q‘uahty

3 'products a.nd competﬂnve prlcmg for over 30 years And we

Call 503 838-1830

to schedule a delivery

Conveniently located at:
875 S. Pacific Hwy, Monmouth, Ore.

Marr BrosMBark!
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well as nurseries.

The OAN plans to develop and
deploy educational materials for grow-
ers, including regular updates and webi-
nars. The OAN’s Safe Procurement and
Production Manual contains best man-
agement practices that can be followed
to prevent the spread of various nursery
pathogens. These will be reviewed and
possibly updated in light of the emergence
of this new pathogen.

Stories on plant pests and diseases
can be found at DiggerMagazine.com/
Category/PPD.

For OAN members, the most up-to-
date information on plant pests and dis-
eases can be found at OAN.org/PPD.

BACK-TO-NATURE TREND
HIGHLIGHTS 2025 GARDEN
TRENDS REPORT

A “Nature’s Renaissance” — that is,
a desire to reintegrate natural elements
into our landscapes, cities and lives — is
the predominant consumer gardening
theme identified in the new 2025 Garden
Trends Report.

“This renaissance isn’t merely an aes-
thetic appeal — though more plants are
certainly better — it’s about a growing rec-
ognition of the vital need for green spaces
everywhere,” says Katie Dubow, president
of Garden Media. “Cities are increasingly
adopting strategies that weave nature holis-
tically into our daily existence.”

The report identifies several trends
related to this overall theme, including
spaces to share and connect, adding music
to the garden experience, gardens that
stretch the boundaries of reality, gardens
that are meticulously designed, living fenc-
es, foraged flowers, houseplants/tropicals
with hole-y leaves, and the color teal.

The report is issued annually by
the Garden Media Group research and
marketing firm headed by trend-watcher
Katie Dubow and formerly by her mother,
Suzi McCoy. Their office is based in
West Chester Pennsylvania, just outside
Philadelphia. The report is often watched
for identifying the directions where con-
sumer interest is headed.
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The color teal is one of the new trends for
2025 identified in Garden Media's 2025
Garden Trends Report. PHOTO COURTESY OF GARDEN
MEDIA

The full report can be downloaded
at TinyURL.com/2025GardenTrends.
Registration is required.

OREGON WATER RESOURCES
DEPARTMENT REQUESTS FEE
HIKES

The state Water Resources Deparment
has asked Oregon Gov. Tina Kotek to
include several fee hikes — ranging from
10% to 135% — in her proposed state
budget for 2025-27. Officials say these
increases are necessary to maintain current
service levels at the agency.

Constructor licensing and landowner
permit fees would go up 10%, start card
fees would go up 40%, dam safety fees
would go up 56%, and water rights transac-
tion fees would go up a whopping 135%.

Gov. Kotek has until December to
release her recommended budget, which
may or may not include these hikes. The
Oregon Legislature will make final deci-
sions during its 2025 session.

State officials are fully aware that his-
torically, they have awarded water rights
that exceed what certain basins can bear.
The result is competing user groups fight-
ing for a resource that is already oversub-
scribed, while the agency struggles with
slow response and processing times.

The OAN particularly objects to the
severe increase in water rights transfer fees
and has communicated this to all those

involved in a possible decision, including
legislators, WRD officials and the gover-
nor’s office, OAN Executive Director Jeff
Stone said.

“To pay increased fees for the same
poor service, and mind you a likely denial
with new groundwater rules and other
policies being put in place, the ag commu-
nity is likely to be unified in fighting this
new fee increase,” he told OAN leaders in
an emailed update.

EPA ANNOUNCES VOLUNTARY
CANCELLATION FOR THE
PESTICIDE DACTHAL

Following the U.S. Environmental
Protection Agency’s emergency suspension
of the pesticide dimethyl tetrachloroter-
ephthalate (DCPA or Dacthal) in August,
the agency is initiating a process to cancel
all products containing DCPA.

The EPA said in a statement that it
received a letter from AMVAC Chemical
Corporation (AMVAC) stating its intent to
voluntarily cancel the remaining pesticide
products containing DCPA in the United
States, and subsequently announced it
intended to cancel all international registra-
tions as well.

“AMVAC’s decision to voluntarily
and quickly cancel their DCPA
registrations is a huge win for public
health and will ensure pregnant women
are no longer exposed to a chemical that
could cause their babies to experience
irreversible lifelong health problems,” said
Assistant Administrator for the Office of
Chemical Safety and Pollution Prevention
Michal Freedhoff.

The emergency suspension in August
was the first time in almost 40 years EPA
has taken this type of emergency action,
following several years of efforts by the
agency to require the submission of data that
was due in January 2016 and then assess and
address the risk this pesticide poses.

IMMIGRATION REMADE
U.S. WORK FORCE

The U.S. is experiencing its largest
immigration wave in generations, driven



by millions of people from around the
world seeking personal safety and eco-
nomic opportunity and they’re changing
the makeup of the U.S. labor force in ways
that are likely to reverberate through the
economy for decades, according to the
Wall Street Journal.

Since the end of 2020, more than
nine million people have migrated to the
U.S., after subtracting those who have left,
coming both legally and illegally, accord-
ing to estimates and projections from the
Congressional Budget Office.

That’s nearly as many as the num-
ber that came in the previous decade.
Immigration has lifted U.S. population
growth to almost 1.2% a year, the highest
since the early 1990s.

USDA REVISES FARM EARNINGS
FORECAST UPWARDS

The U.S. Department of Agriculture
has sharply raised its forecast for farm
earnings this year, projecting that net
farm income will fall by close to 7% from
2023, a far smaller decline than USDA
economists had estimated in February,
according to Agri-Pulse, an agricultural
news website.

The new forecast reflects wide varia-
tions in earnings by sector. Stronger than
previously estimated profits in the cattle,
dairy and egg sectors are expected to
partially offset price declines that are ham-
mering many row crop producers this
year, according to the latest farm income
outlook from USDA’s Economic Research
Service, released last week.

Net farm income for 2024 is now
estimated at $140 billion, a decrease of
$10.2 billion, or 6.8%, from 2023 when
adjusted for inflation. Despite the drop,
net farm income would still be 15.2%
above the 20-year average, ERS says.

USDA’s February forecast had project-
ed net farm income at $116.1 million this
year, or 1.7% below the 20-year average
when adjusted for inflation. Net cash farm
income was projected to decline 25.8%, or
$42.2 billion, in 2024.

o
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Representatives from Means Nursery (left), Loma Vista Nursery and Overdevest Nursery were
on hand to receive awards from Bailey Nurseries. PHOTO COURTESY BAILEY NURSERIES

Announcements

BAILEY HONORS FOUR
BRAND LICENCEES

Bailey Nurseries, Inc., a wholesale
grower based in St. Paul, Minnesota,
honored four brand licensee partners for
their outstanding contributions to Bailey
Consumer Brands Endless Summer®
Hydrangeas, First Editions® Shrubs &
Trees, and Easy Elegance® Roses, the com-
pany announced in a statement.

The awards recognized excellence
across various categories such as sales
performance, plant quality, social
media engagement, trade show partici-
pation, effective communication, and
overall partnership.

The awardees:

Trial Grower of the Year: Loma Vista
Nursery, Ottawa, Kansas.

Endless Summer® Grower of the
Year: Baucom’s Nursery, Charlotte, North
Carolina.

First Editions® Grower of the Year:
Means Nursery, Scappoose, Oregon.

Easy Elegance® Grower of the Year:
Overdevest Nurseries, Bridgeton, New Jersey.

PROVEN WINNERS’
COLORCHOICE’ VARIETIES TAKE
MULTIPLE AWARDS AT 2024
PLANTARIUM

Spring Meadow Nursery, a whole-
sale nursery in Grand Haven, Michigan
took home a Gold Medal Award and
a Bronze Medal for two of its Proven
Winners® ColorChoice® varieties at this
year’s Plantarium 2024 held in Boskoop,
Netherlands. Plantarium is a trade show-
style event tailored for growers, wholesalers,
and garden centers, designed to connect
buyers and suppliers of garden plants kand
is recognized as the leading wholesale mar-
ket for nursery products in Europe.

A Gold Medal Award was presented
to Proven Winners® ColorChoice® Bubbly
Wine® Weigela in the Novelty category
of Plantarium 2024. Weigela florida
‘Floraclar’ BUBBLY WINE is distinguished
by its brightly colored, stable variegation in
hues of yellow, green, and burgundy. The
plant blooms in late spring with dark pink.

A Bronze Medal was awarded to
Proven Winners® ColorChoice® Invincibelle
Sublime™ Hydrangea arborescens. The
plant boasts large, fluffy blooms in a deeply
saturated tourmaline-green and are comple-
mented by very dark green foliage. h
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CODY PLATH JOINS TARGET
SPECIALTY PRODUCTS

Target Specialty Products has hired
Cody Plath as Northwest sales representa-
tive. Plath previously worked for Nutrien
in the same capacity and is the president
of the Oregon Association of Nurseries
Willamette Chapter.

Targeted
Specialty
Products deliv-

ers value-add-
ed solutions
to nursery and
greenhouse
growers and
pest manage-
ment through
innovation, products, supplies, application,
education and training opportunities. The

Cody Plath

local branch is in Portland and is one of 44

branches in the United States and Canada.
Contact: 503-252-2732, Cody.Plath@
Target-Specialty.com

ceed Pedro Farah, who will remain with
Nutrien in an advisory capacity until his
departure at the end of the year.

NUTRIEN PROMOTES MARK
THOMPSON TO EXECUTIVE VP
AND CFO

Nutrien promoted Mark
Thompson to executive vice president
and chief financial officer effective Aug.
26, the company said in a news release.

Thompson has been with

the company
since 2011,
most recently
working as
executive vice
president and
chief com-
mercial officer.
He will suc-

Mark Thompson

F&L LUMBER, INC

WHOLESALE LUMBER BROKERAGE

Specializing in Nursery Lumber Needs!

o Tilt Sticks

1x1-8’ or cut to your length

* Container/B&B Pallets
» Gates/Gate Boards

2x2-8’ or cut to your length
1x2-8’ or cut to your length

* Tree Stakes

1x4-8’ or cut to your length

_ * Shipping Rack Kits

Call Michelle at 503-803-1175
FLLUMBER@AOL.COM * WWW.FLLUMBER.COM

Where Great Customer Service is a Given!
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We éccept Credit Cards

UNIVERSITY OF IDAHO
AGRICULTURE DEAN TO RETIRE

After nine years as the dean of
the University of Idaho’s College of
Agricultural and Life Science, Michael
Parrella has announced plans to retire,
according to Pacific Northwest Ag
Network, an ag news website.

Parrella, who also holds the title of
special assistant to the president for agri-
cultural initiatives in recognition of his
many contributions to the university, will
retire on June 21, 2025.

BIRINGER

NURSERY

Wholesale Growers of
Fruit, Flowering, Shade
Trees and Deciduous Shrubs

Frost Peach ®
Hanna’s Heart ® Katsura

Growing since 1974

360-848-5151
FAX 360-848-5959

Mount Vernon, WA

www.BiringerNursery.com




WHAT I'M HEARING

Nursery owner creates
special iris to celebrate

Olivia Newton-John

Thomas Johnson (left) cross-polinated the seed for the new Iris in the garden of Barry and Lesley
Blyth, who live only miles from where Olivia Newton-John grew up. PHOTO COURTESY OF THOMAS
JOHNSON

“Let me take you through that
wonderland

That only two can share

All I ask you is let me be there”

hen Thomas Johnson was
8, his mother gave him the
record “Let Me Be There”

by Olivia Newton-John. Even at that
young age, the song, the music, and the
lyrics all seemed to click for him, and he
quickly became a fan of the singer, whom
he had never heard of. It would probably
be accurate to say that from that early
age, Thomas became hooked on Olivia
Newton-John.

Oregon is well known for being an
ideal climate for growing bearded iris

and Thomas Johnson is the owner of
the bearded iris company, Mid-America
Garden in Salem, Oregon. However, he is
probably better known to local gardeners
as the co-owner of Sebright Gardens. He
and Kirk Hansen own and operate the
well-known hosta nursery in Salem, which
has the superb display garden that is open
to the public.

As Thomas grew up, he never lost
his fondness for Olivia Newton-John. As
he followed her through life, he was sad-
dened when it was announced that she
had breast cancer. The cancer was first
diagnosed in 1992, and she battled with
metastatic breast cancer for 30 years. In
2022 she finally succumbed to the dreaded

Mike Darcy

Head “plant nerd,” longtime speaker, host of
gardening shows on radio and TV, and author
of the In the Garden email newsletter.
You can reach Mike, or subscribe to his
newsletter, at ITGMikeDarcy@Comcast.net.

Thomas Johnson had always been a fan of
Olivia Newton-John and when she passed
away from cancer, he felt the urge to do
something positive to honor her memory and
named the above iris after her. puoto By THOMAS

JOHNSON

disease. Cancer was also no stranger to
Thomas; he lost three of four grandpar-
ents to colon cancer.

Thomas felt the urge to do something
positive in her memory to honor her. Being
an iris breeder, Thomas decided the best
thing that he could do would be to create
an iris named after her. Little did he know
the hoops that he would have to go through
just to get the rights to use her name. But he
persevered and was able to contact a mater-
nal aunt of Olivia Newton-John, Tottie
Goldsmith, who, after contacting others,
was able to give Thomas the go-ahead to
breed a namesake iris for the singer.

As a well-known iris breeder with
many of his bearded irises on the retail
market, he had only named two of them
for people. The first, Iris ‘Barbara Rider’,
was named for his grandmother, and the
second, Iris ‘Paul Black’, was named P>
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What I'm Hearing

for his iris mentor. The process of nam-
ing an iris for a person, in this case a
well-known deceased celebrity, was obvi-
ously quite a different challenge. Thomas
wanted to create a new iris that would

be unique, have a stunning flower and
convey his admiration and respect for this
special lady.

Growing a quality iris from seed is
not a fast-moving process. There is always
the chance that the resulting flower may
not be worthy. In this instance, seed to
flower was 10 years. The seed for this iris
was hand pollinated in Australia. Thomas
commented, “I made the cross in the gar-
den of Barry and Lesley Blyth, who live
only miles from where Olivia grew up,
using two of Barry’s seedlings.”

Now, Thomas had the flower, it met
his expectations and was an iris that he
would be proud to introduce. The next
hurdle was to select a name, and this was

a difficult challenge. Should the name
be from a motion picture that Olivia
starred in, should it be from one of her
songs, or should it just be called Olivia
Newton-John?

After much discussion, the name
Lovely Livvy was chosen. That was
the pet name that the media often used
throughout Olivia’s life to describe her.
Thomas wrote, “It is pink, the color of
breast cancer awareness. It is an extraordi-
nary and unique creation in a color com-
bination that has not yet been seen in iris
until now. The standards are white flushed
with pink. The falls are a deeper rose pink
with a gorgeous ruffled white band.”

Later this year, Thomas will be fly-
ing to Australia along with a photograph
of Iris ‘Lovely Livvy’. There will be a
ceremony and dedication of the photo-
graph and the iris and the photograph
will be hung in the Olivia Newton-John

Cancer Wellness and Research Center in
the hospital in Heidelberg, a suburb of
Melbourne, Australia.

One of Thomas’ biggest regrets is that
he never had the opportunity to see Olivia
perform in concert. Today, Thomas would
not call himself a “crazy fan” of Olivia
Newton-John, but he liked her music. The
more he learned about her as a person,
cemented his thoughts that she was a very
kind and decent human being.

‘Lovely Livvy” has been a very
popular iris for Mid-America Garden.
Thomas writes, “Olivia, we tip our hats
to you in gratitude for your kindness,
compassion, humility, and all you did to
help others. Thank you for setting the
example.” A portion of the sales from
each rhizome sold will be donated to the
Olivia Newton-John Cancer and Wellness
Research Center that she created in
Melbourne, Australia.©

The best cedar boxes and

trellis options in the industry.

Bowers Forest Products has been manufacturing and supplying the best cedar boxes to
the nursery industry for over 20 years. Our quality and service has been proven over time.

Visit bowersforestproducts.com and woodwayproducts.com today.
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Nik (left) and Sergei Ovchinnikov jointly own The Nursery Outlet and SNO Landscape but Nik runs the landscaping side and Sergei runs the

nursery side. PHOTO BY VIC PANICHKUL

Five owners share their
experiences on what it takes
to start a nursery businesses

BY VIC PANICHKUL
here’s no one template for start-
I ing a retail or wholesale nursery.
Each business is as unique the
owners who start them, the locations they
select, and their unique visions for their
businesses.

Digger magazine visited with five
nursery owners who started their own
businesses. Although they took differ-
ent roads to their dream of starting their
nurseries, their journeys shared common
threads of a strong passion for the busi-
ness, resourcefulness and flexibility.

Nik and Sergei Ovchinnikov
The Nursery Outlet and SNO Landscape
Woodburn, Monitor, Canby

Nick and Sergei Ovchinnikov started
thinking seriously about starting a nursery
back in 2006. They had grown up help-
ing their dad on his Christmas tree farm,
which also grew some nursery stock. In
2008, they started collecting Northwest
native plants and grew them and sold

them to wholesale brokers in Washington.

“That was the base of the nursery,”
Sergei said.

“Then we got asked to start installing
trees that we were selling so we started a
landscaping business and when that busi-
ness started growing, we began growing
plants for the landscape business too,”
Nik said.

The landscape business took off so it
gave them the money to grow the nursery,
both based in Woodburn.

“The first few years were about mak-
ing connections. Everyone was helpful
with advice. When we came up with a
problem and didn’t know how to address
it, we would just ask someone and get
their advice, everything from front office
issues to growing issues,” Sergei said.

“It was a lot of trial and error too, a
lot of learning.” he said.

“We only had enough money to do
things a little at a time in stages.” The
retail nursery didn’t really start until 2020.
“What we did before was more like a
weekend hobby,” Sergei said.

Finding ways to surmount challenges
One of the biggest challenges facing
the brothers was the cost of starting up.

“The expense was tough. We didn’t take out
loans,” Nik said. “We really didn’t know
how to budget, and we didn’t take into
account the seasonality of the cash flow.”

But having a landscaping business as
well as the wholesale and retail nursery
turned out to be a big plus. “During the
summer months the landscaping business
was busy so it helped finance the other side
of the business,” Nik said. “Now, we try to
keep a cash reserve for the slow months.”

“We also used labor from our land-
scaping business to help the nursery,”
Sergei said. “When the landscaping season
slowed down the nursery work was get-
ting busy and the crew would switch over
to work on our farms.”

Funding land purchase was also a
challenge for the brothers. “Leasing land
was the most important thing that we
did,” Sergei said. “We could not afford to
buy property at first.”

“The investment was a lot smaller
so we could devote the resources to put
plants in the ground,” Nik said.

Generating sales
“Selling our product was one of the big-
gest obstacles in the beginning,” Sergei said.
“We had to be persistent and »
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focus on customer service so we could get
repeat business and referrals,” Nik said.

“Don’t give up. Some sales will lead
to another and another,” Sergei said.

“We were visiting clients in
Washington and picked a list of other
nurseries in the area to visit and take
plants to show them,” Sergei said. One
order from those other nurseries alone
paid for their trip to Washington.

But the location of the retail nursery
next to Interstate 5 turned out to be a busi-
ness generator. ”Our location is our biggest
asset,” Sergei said. “Purchasing this particu-
lar piece of property was the best investment
and business decision that we made.”

The brothers have five farms now,
including the retail nursery in Woodburn.
One farm is in Woodburn, one is in Monitor
and two are in Canby. Nik runs the land-
scaping side and Sergei runs the nursery
side, but they co-own the businesses.

With the benefit of hindsight, the
brothers said doing some things differently
in the beginning would have helped them.

“I wish we organized our inventory
properly from the start before we had
more plants than we could keep up with,”
Nik said. “Where were they? What stage
they were they in?”

“Setting up the retail store earlier
and planning it earlier so it would oper-
ate more efficiently, would have helped,”
Sergei said.

Starting two businesses might seem
crazy, but it worked out for the brothers.
“Qur business grew twice as fast because
we grew together. Both our businesses
grew hand in hand,” Sergei said.

“Have faith in yourself. Don’t be
afraid to take risks,” Sergei said.

“We spent a lot of money on mistakes
but sometimes we took the risks and it
paid off. We’re not afraid to fail. Don’t be
afraid to fail,” Nik said.

Alfredo and Maria Fernandez started
thinking of opening their own nursery
in 2008. He had been working at J&S
Farms and Nursery in St. Paul, Oregon
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Alfredo (left) and Maria Fernandez worked their fulltime jobs at J&S Farms and Nursery for 8
years while they were also working their own nursery to get it going. proto BY vic PANICHKUL

since 1998, moving up through the ranks
and becoming a manager. His wife also
worked at the nursery.

The couple had decided to postpone
having kids so they could save some
money and start a business of their own,
Maria said. After years of saving up, they
bought the Woodburn farm in 2010, but
they continued to both work at J&S.

“We did everything ourselves in the
evenings and on our days off from our
jobs,” Alfredo said. They worked their
full-time jobs for eight years while they
were starting their nursery. “We had to do
it to be efficient on labor. Labor is a big
expense,” Alfredo said. They didn’t hire
their first employee until 2012.

AF Nursery began by growing hedges,
particularly emerald green arborvitae and
laurels. They expanded over the years to
include Japanese maples and boxwoods.
Now, the Woodburn nursery has 12 green-
houses and another location in Salem
has 12 more. The nursery has grown in a
short time to 150 acres of fields between
four farms.

Lessons learned

To make it financially feasible, the
couple grew the business in stages. “We
started small and learned over the years
and grew in small steps,” Alfredo said.
“We learned to put money aside to cover
slow season.”

The couple tried to be as efficient as
possible. “We use automation as much as
possible,” Maria said. “We started potting

by hand. Now we use machines.” Maria
said they also installed automated sprin-
klers on timers to save labor and water.

The first few years, they grew their
customer base by word of mouth. “Most
customers early on were re-wholesalers,”
Alfredo said. He and his wife already
knew a log of people from their jobs at
J&S so having those connections helped
them when they were starting up. “I had
been in the industry since 1998. When we
started, it made it easier because I knew a
lot of people,” Alfredo said.

“It’s better to get your experience
working at another nursery before you
start your own nursery. I think that is
what really helped me,” he said. “It would
make it really hard to learn while you’re
getting the nursery started.”

“Being an exhibitor at Farwest
helps,” Alfredo said. “Last year was our
first year and we did really well so we’ll
keep doing it.”

Alfredo and Maria say they use the
opportunity to connect with new cus-
tomers and potential customers and to
strengthen connections with existing cus-
tomers face-to-face.

The seed for Ekstrom & Schmidt
Nursery started with a 5-acre plot that
Brandon Schmidt bought in 2010. Steve
Ekstrom was still in college at the time



Brandon Schmidt (left) and Steven Ekstrom both worked evenings and weekends to get their
nursery started, while still working their fulltime jobs. pHoTo BY Vic PANICHKUL

but they were both working at Ekstrom
Nursery, where Steve's dad was part owner.

“We worked evenings and weekends
to start our own nursery,” Schmidt said.

They slowly bought plants and
started planting. They had access to crews
from Ekstrom’s dad’s nursery, who could
help plant on their off time.

“It was fun to do our own side
farm,” Ekstrom said. Originally, his
father and uncle, who co-owned Ekstrom
Nursery, were going to part ways and
split the business, but when it didn’t look
like his uncle and dad were going to split,
they worked to start their own nursery.

“We were always going to have a
nursery on the side ... to learn,” Ekstrom
said, “but when my dad and uncle weren’t
going to split, we started our own. It took
a while to get it going.”

“We could grow and borrow equip-
ment from Ekstrom Nursery and sell
through them initially. They got the plants
they needed and we got the sales we need-
ed at the beginning,” Schmidt said.

“It allowed us to get started a lot
easier and faster. All we had to do was
keep track of the equipment and supplies
we used and then paid them at the end
of the year. It worked out really well,”
Schmidt said.

In 2014, they purchased their cur-
rent property in Troutdale, which was an
existing nursery. When Ekstrom’s father
finally split from his brother, he brought
over 140 acres from his share of Ekstrom
Nursery, along with a portion of the client
list, which was a mixed blessing. The new

nursery could supply some of the clients,
but they ended up with some customers
with needs they couldn’t supply, and there
was a non-compete clause, Schmidt said.

Lessons learned

Borrowing crews from Ekstrom
Nursery benefitted the pair in more ways
than one.

“We relied on our crew’s experience

with things we didn’t know,” Ekstrom said.

“We had the benefit of their experience.”

“We also relied on a lot on our com-
munity,” Schmidt said. “When we were
short on plants we relied on them, and in
return when they were short of something
that we had, they turned to us.”

In hindsight, “we jumped in too fast
on some things,” Ekstrom said. The nursery
switched to fabric bags but discovered later
that some things didn’t do so well in them.
“We could have been more deliberate on
what we decided to grow,” Schmidt said.

“We learned to focus on what we
know and were good at,” Schmidt said.

“We needed to find our place in the
market,” Ekstrom said. “It takes a while
to see where you and your plants fit in
with your customers.”

The pair also realized that it was a cap-
ital-intensive business to start and it would
take a while to recoup that investment.
“Grandpa’s [Carl Ekstrom, who started
Ekstrom Nursery] saying was overnight suc-
cess takes about 15 years,” Ekstrom said.

At one point, the pair decided they
would make the switch to contain-
ers. “Once we had a vision, we sat >

W
SURFACE:
SYRCACE

Quality Shade and
Flowering Trees
Since 1925

99 Years and
Still Growing Strong!

4 5 )
‘Puzzf izgce Flo Weﬁz‘a bapple

For more information

please visit our website:
www.surfacenursery.com

Phone:
503-663-5224

Fax:
503-907-8099

Email:
trees@surfacenursery.com

33740 SE Lusted Rd
Gresham, OR 97080

DIGGERMAGAZINE.COM OCTOBER 2024

19



down and figured out what equipment

we needed to handle the volume we
wanted to produce and found most of it
on Craigslist,” Ekstrom said. “We found
potting machines, tractors, excavators and
trailers,” Schmidt said.

Advice for others

The pair underscored the need to
work efficiently in their advice to others.

“Figure out how to get plants out
the door the fastest,” Ekstrom said. “For
example, buy a bigger liner so you can grow
it faster. You can buy a one-gallon liner and
cut two years out of the growing time.”

The pair also recommended starting
smaller and working your way up. “We start-
ed propagating our own plants, propagating
what we could not buy,” Schmidt said.

They did a lot of footwork to get
their name out. “We went to trade shows
to get our names out there, Farwest and
MANTS,” Ekstrom said. “We picked up
new customers at trade shows.”

They also relied on relationships and
word of mouth. A supplier they worked
with in the Midwest came out and shad-
owed them and saw what they did and
thought it could work well with one
of their customers, so they introduced
Schmidt and Ekstrom to them.

Wayne Staehely’s fascination for
plants dates back to elementary school,
where he was friends with a few kids
whose families owned nurseries. In high
school he took a lot of plant classes and
worked at a retail nursery on weekends.

By the time he got to college, he was
already dreaming of starting a nursery.
“In college I worked at a garden center
and one of the owners offered me an
opportunity to lease some land — 5 acres
— in Wilsonville with one greenhouse and
I jumped at the offer,” he said. “It was a
lot of work.”

In 2007 he bought 50 acres in Canby
and started Columbia Nursery and in
2013 he bought another 80 acres in
Canby. Since then, the nursery has grown
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Wayne Staehely says cash flow is a big struggle when starting a nursery and it's still something
he struggles with. pHoTo BY vic PANICHKUL

to three different farms.

“Sometimes you just have to go for it
and make the leap, but you also have to
be patient because you’re growing some-
thing that takes time.” Staehely had devel-
oped a passion for specimen trees, so he
carved out a niche for Columbia Nursery
and made that its hallmark.

No stranger to struggles

Cash flow was a big obstacle. “It’s
something we’re still struggling with.
Things break down and we grow in the
elements and sometimes that gets you,”
Wayne said.

“Growing specimen plants also means
that the investment (the plants) are in the
ground 10 years before they’re salable,”
Wayne said.

“We’ve had to sell some things off
early before we really intended to in order
to have the cash flow,” Amanda said.

“Dad was an accountant, and I went
to school for business, so we plan weekly
and monthly. The plan was to work our
fulltime jobs and make it manageable to
get the nursery going,” Wayne said. “When
you’re running the nursery, one person has
to make the day-to-day decisions.”

In order for them to keep expanding
and to make their nursery what they want
it to be, Wayne has had to keep work-
ing his fulltime job in the tech industry.
Amanda eventually sold her Pilates studio
to run the nursery.

To save on labor, they plan around it.
“When you can do it yourself, you do it.
Nobody is going to love or care for your
nursery as much as you do,” Wayne said.

“We’ve also relied on friends and
family,” Amanda said. “We hold a barbe-
cue when we’re going to plant and invite
our friends and family to help us. They
pull plants out of the containers and pre-
pare them for planting and then we feed
them. The next day the planting crew
comes in and plants them.”

The challenge of marketing

In the early years, the couple took a
multi-pronged strategy.

“In mornings I made cold calls,”
Wayne said. “I tried to meet people face
to face. We joined plant societies. When I
first started, I would do weekend garden
fairs and I called on other nurseries and
tried to sell through them. If they ran out
of something, I’d try to provide them with
it. When they got a customer that was
looking for something they didn’t have
and I had it, they’d refer them to me.”

They also attended the Farwest Show.
“We met other growers through Farwest
and met potential customers, which is the
No. 1 thing,” Amanda said. “You have
to be there consistently for a few years.
Sometimes potential customers want to
see you for a few years before they order
from you. We build on relationships over
the years.”

Advice for others

“I have no regrets,” Wayne said, “but
I wish I could have streamlined the prod-
uct line and not try to grow everything.”

His main advice? Don’t go too big
right away.

“Plan your crops and try to be con-



sistent,” Wayne said. “Plan for the kind
of nursery you’re aiming for. If you plant
something that takes 10 years to grow,
you have to plan for the future return on
the investment,” Wayne said.

“If you’re a propagator or sell plugs
and liners, you can flip them fast and have
a steady cash flow,” Amanda said.

Keep things organized so it’s easier
to reuse and recycle. “Plastic is a huge
expense, so organize pots according to
size,” Amanda said.

“When you have to buy, purchase
things that are going to have longevity,”
Wayne said. “Leasing land to start can be
an option that gives you liquidity. You
don’t have to tie up all of that capital and
you can instead use it to buy plants.

“But consider what kind of improve-
ments or infrastructure you’re putting in
on a leased property. Is it movable? Hoop

houses and irrigation pipes, equipment can

be moved but what are you buying that’s
going to have to be left behind?”

The idea of owning a nursery started
with a dream of having a country farm-
ing lifestyle. “My husband and I were
living in California and wanted to move
up here and buy property and have a
country farming lifestyle,” said Melissa
McLaughlin. Joe way back then had talk-
ed about wanting to start a nursery.”

“In 1989 when we saw this property
(in McMinville) it had a small greenhouse
and we thought, ‘Look we can start your
idea,’” she said. It was 50 acres.

“We started [Country Garden Nursery]
with some plugs of petunias and impatiens
and potted them and grew them into 4-inch
pots and we put an advertisement in the

local sales flyer and we put up signs on the
road and started selling. That was the start-
ing seed of the business,” she said.

“We filled up the greenhouse as much
as we could and sold out in three weeks.
That was our market research. Over the
next few weeks, we ordered more plugs
and ordered seeds of less commercially
available bedding plants like Love Lies
Bleeding and Nigella,” she said.

A rocky start

“In the beginning, it was hard to
budget and we had to manage cash flow.
It was volatile for a number of years. Joe
had to work off the farm for a while. I
didn’t have a lot of business background
so I was slower than most in that regard.
Joe’s off-farm job kept things going while
we figured things out,” Melissa said.

“In the spring we made a lot of
money but in the summer not so
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much, and it was a long time until next
spring,” Melissa said. They planted bas-
kets and tried to grow pansies and other
things that would bring income in the fall.

“When we started, we thought “We
can work on our farm where we live and
have this laid back lifestyle.” If we knew
the reality of how hard it would be hiring
people and paying payroll taxes, knowing
the financial aspects of running a business,
I don’t know that we would have started.
Our plan was kind of vague. We had an
idea and did what it took to bear fruit.
The first greenhouse we bought we put on
our credit card.”

The importance of pivoting

Although the nursery had started out
as a retail operation for bedding plants,
their location meant that it was hard for
customers to find them. They weren’t a
destination nursery, so marketing was a
challenge. But an opportunity provided
a solution that would take the form of
change to flower baskets.

“We started baskets in a small way,”
Melissa said. “A guy was in the area selling
baskets and he really wanted to focus on
sales, so we inherited the start of the basket
business from him. They were pre-ordered,
and we were only planting what people
asked for. We knew we could sell it and make
a profit and there was very little waste.”

It took them 4-35 years, but they
made the shift over and closed the retail
nursery operation. They did it in stages.

Now the custom-designed plant-
to-order baskets are what the nursery is

Melissa McLaughlin says it's important to be open to change. She pivoted Country Garden from
a retail nursery to custom-designed plant-to-order hanging baskets nursery. puoro BY vic PANICHKUL

known for and their clients include munic-
ipalities, retail and business developments
and shopping centers.

Advice to others

Finding labor is hard so it’s important
to keep good staff. “We put a lot into
training our people from processes and
procedures to company culture,” she said.
“QOver time their value grows. We want
them to stay. When it comes to labor, it’s
not always saving labor that’s the chal-
lenge. It’s finding good people and keep-
ing them.

“It saves money to hire someone at a
little more pay but they’re going to make
every effort to do the job right. We have a
lot of repeat customers and good employ-
ees help us keep them. I have lost custom-
ers because of bad delivery experiences
from employees.”

When it comes to expenses, saving a
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little bit here and there ads up. “It’s easy
to get overwhelmed when you’re look-
ing at all of the ways you’re spending
money,” she said.

She also took the figures personally. “It
took me a while to separate the numbers
and the bookkeeping realm from my per-
sonal value. The bad numbers don’t reflect
on you personally. When I could separate
that the numbers didn’t say anything about
me as a person, it’s easier to look at the
numbers and the business critically.”

The rewards

Owning a nursery is a committment.
“It’s most important to love what you’re
doing because it will be a lot of hard
work,” Melissa said.

“For me having a business continu-
ally presents challenges that called on me
to dig deep and figure it out. It tought me
that I had latent abilities that I never used.
That was rewarding. I think that kind of
stuff sticks with you and you go on to
tackle the next thing and build muscle to
tackle the next thing. We didn’t know it
at the time, but it was one of the bravest
things we ever did. We’re now well into
our 2nd generation of family owners and
seeing the hard work pay off.” ©

Vic Panichkul is publications manager
at the Oregon Association of Nurseries
and managing editor and art director for
Digger. Contact him at 503-582-2009 or
VPanichkul@OAN.org
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Crystal Cady (right), CEO designate of the Northwest Nursery Buyers Assocation, visits with John Christianson of Christianson's Nursery in

Mount Vernon, Washington, at the 2024 Farwest Show. Cady says going to trade shows, meetings at industry organizations and even online

webinars are all great ways to meet the people in the industry. protoBy vic paNICHKUL

Making connections

Building trust is key to establishing clientele base for new nurseries

BY ERICA BROWNE GRIVAS

or new retail and wholesale nurser-

ies, one of the biggest challenges is

building your network of suppli-
ers, sales leads and vendors from scratch.
From defining your goals and brands and
refining your processes, the bottom line,
seasoned professionals agree, is earning
the trust of your new clients and partners.

“Trust is the most important factor in
this business, because we grow a variable
product,” said Lance Schamberger.

Schamberger, an independent sales
representative in the Northwest for over
20 years, supports businesses like J Frank
Schmidt & Son Co., Northwest Shade
Trees and Woodburn Nursery & Azaleas
Inc.. Being subject to so many more vari-
ables than towels or microwaves, plants
are far less predictable, so sellers need to
double down on consistency.

“The first step is getting customer to
try you out,” he said. “The second step —
and this is way harder — is making sure
you deliver on your promises while mak-

ing the whole process easy.”

“It’s a business of relationships,
plain and simple,” said Vinny Grasso,
West Coast nursery manager for Eason
Horticultural Resources, a Kentucky
based plant brokerage. “It comes down to
trust.”

And that’s built by forging strong
relationships between the end user, the
customer, supplier and vendor.

Know your strengths and the market
Setting your goals and vision will help
you chart your path.
“The most successful nurseries are
the ones that narrow things down a
little,” Schamberger said. “They figure
out what their strengths are — it may not
be the product, but the way they run the
nursery.”
“If you don’t have a vision of
what you are doing and where you are
going, you will waste time and money,”
said Crystal Cady, CEO-designate of
the Northwest Nursery Buyers

Vinny Grasso, West Coast nursery manager
for Eason Horticultural Resources, says
recommends growers diversify clients
geographically to allow for variable markets
due to weather. prHoTo BY VIC PANICHKUL
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Making connections

Association, a member-owned cooperative
of independent garden centers that coor-
dinates group purchases of plant material.
“Once you do, you’ll find mentors and
wholesalers who are aligned with your
vision and specialties.”

Cady has worked in both the retail
and wholesale side of nurseries. She ran
her nursery, Sunflower Acres Farm and
Garden, and later worked as a sales repre-
sentative for Skagit Gardens.

Cady took the time to study the mar-
ket to determine how she could position
her business.

“When I started my business one of
the first things I looked at was a SWOT
(strengths-weaknesses-opportunities-
threats) analysis of my competitors,” Cady
said, leading her to sell the newly intro-
duced Hort Couture line of coleus and
high-end hanging baskets.

In defining your product and market,
Cady recommends starting small. “For
example, Groovy Plants in Ohio started
very niche, focusing on what they knew
they were good at, which allowed them to
build a fan base. Now, they’ve got their
core values and niche down and can do
that in their sleep and can expand.”

“Each nursey has its own talent,”
Grasso said. “I encourage growers to find
their niche and try to expand on it without
going too far outside their comfort zone.”

Finding new partners and clients

“Every young industry professional
looking to learn more should build a great
network,” Cady said. “I started small local-
ly with Oregon Association of Nurseries
chapter meetings, learned of other oppor-
tunities, and went to Cultivate in Ohio and
attended a management clinic to bring me
a bigger network across the country. Now
I’ve built such a big spider web that people
will come to me, and I can connect them to
others, which builds rapport.”

Schamberger concurs that volunteer-
ing help goes a long way toward boosting
long-lasting goodwill. “It’s kind of paying
it forward,” he said. “If someone calls me
looking for a plant, I don’t have I’ll try to
help them find it. You’ve now helped them
solve a problem and maybe they’ll come
back to you next time.”
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Lance Schamberger said regular communication — down to small details like sending an

availability list out the same day each week — helps keep everyone connected.

Going to trade shows, meetings at
industry organizations and even online
webinars are all great ways to meet the
people in the industry. Cady also recom-
mends industry social media groups, like
IGC Talk! and on Facebook, Emergent: A
Group for Growing Professionals.

Steps like this help you get to know
people before doing business with them,
she said.

When it comes to finding your new
clients and vendors, Cady recommends the
OAN’s Nursery Guide and member direc-
tory as a resource.

While introducing yourself to poten-
tial customers or vendors that suit your
market, she said, persistence pays off. If
you’re a grower, “You’ve got to get your
product in your car or van and drive to
every target market,” Cady said.

“Nothing beats a physical introduc-
tion,” said Schamberger. “A phone call is
the next best thing — cold calling basi-
cally. It’s not easy and doesn’t always
work,” he said, but it is far better than an
e-mail blast which is likely to vanish to a
spam folder.

Understand your customers’ needs.
Cady recommends wholesalers “walk the
benches at local nurseries, asking about their
best sellers, what customers are asking for,
what are they having a hard time finding?”

Grasso recommends growers diversify
clients geographically to allow for variable
markets due to weather. “As a nursery you
want to get your product in as many plac-
es as possible, but most smaller nurseries
don’t have the internal staff to do that,”
so that’s where brokerage firms like Eason
and independent sales representatives like
Schamberger come in. They may also act
as liaison or even handle payments.

Consistency is king
Delivering on your promises is para-
mount — delivering the expected quality
and quantity on time. Consistently. While
focusing on growing quality plants is
expected, logistics can’t be overlooked. “It’s
the easiest way to lose a customer,” said
Schamberger, and he notes, “The easiest
way to make a new customer is to step in
when someone else has made a mistake.”
“The product has to be consistent.
Not necessarily the best of the best,”
Schamberger said. He’d rather see aver-
age-quality plants sent reliably than a
mixed order of mature and young plants.
Schamberger said regular communica-
tion — down to small details like sending
an availability list out the same day each
week — helps keep everyone connected.
Ultimately, “price becomes maybe a
third consideration, because service and
quality are more important,” said Grasso.
If an issue comes up, offering credits,
replacements, or refunds promptly will
show you are ready to take responsibility
and remedy it.

Do what you enjoy

There are a lot of vectors and details
to juggle in running a retail or wholesale
nursery, but ultimately, Schamberger
said,“if you hone what you like doing,
you’ll naturally find an existing niche.
You’ll be happier, and happier people sell
more plants,” said.

Erica Browne Grivas is an award-winning
journalist and gardener pushing zone
boundaries in Seattle, Washington. She
can be reached at EBGrivas@Gmail.com.



The ODA hosted a field day for nursery inspectors from the western U.S. to practice stripping bark from ash trees to identify emerald ash borer
infestations. PHOTO BY KARA MILLS, OREGON DEPART OF AGRICULTURE

For the common good

Oregon’s nursery licensing program aims to keep the entire industry healthy

Maze, an invasive species biologist for
the city of Portland, had been sitting
in a middle school parking lot in Forest
Grove waiting to pick his kids up from a
summer camp when he spotted a cluster of
sickly ash trees.

Looking more closely, Maze noticed
unique holes in the trees. Holes shaped
like the letter D. Holes that were the tell-
tale sign of a dreaded pest that had until
then yet to show its face in Oregon or
anywhere on the West Coast: the emerald
ash borer.

An exotic beetle native to Asia,

EAB has been known to devastate ash
trees in no time. Between its discovery in
Michigan in 2002 and the end of 2022,
it was estimated to have killed more than

It happened on June 30, 2022. Dominic

100 million trees in the eastern U.S.

BY JON BELL

So when it showed up in Oregon two
years ago, the alarm bells went off. The
Oregon Department of Agriculture adopt-
ed an EAB permanent quarantine limiting
the movement of ash, white fringe and
olive tree materials in all of Washington
County. ODA, Oregon State University
and the Oregon Department of Forestry
have also been working to control the
spread of EAB, removing and destroying
infested trees to reduce the number of
adult ash borers.

Another arrow in the quiver came
in June in the form of $125,000 that the
ODA will use to pay for EAB trapping
in Washington County. And that money
came from nurseries in Oregon and the
fees they contribute as part of the ODA’s
nursery licensing program and an associ-
ated emergency fund set up for just this

kind of threat.

“The emergency fund is paid for by
nurseries, and we just triggered that for emer-
ald ash borers so we can get more assets on
the ground to help ODA and ODF control
this,” said Jeff Stone, executive director of
the Oregon Association of Nurseries, whose
board votes to approve any use of the emer-
gency fund. “It’s not a complete solution, but
it will help slow it down.”

The emergency fund is just one com-
ponent of the ODA’s nursery licensing
program. Other pieces aim to keep nurs-
ery plants healthy, whether they’re being
grown here and shipped out of state or
brought in from elsewhere.

The program also has a research
component that funds projects aimed at
helping Oregon’s nursery industry long-
term — a key goal considering that, »
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For the common good

with more than $1.2 billion in sales in
2022, the nursery and greenhouse industry
is the leading agricultural commodity in
the state.

“We are not the plant police,” said
Kara Mills, program lead for the ODA’s
Nursery and Christmas Tree Program.
“We are plant and nursery advocates first
and foremost. We are here to help keep
Oregon’s plants healthy and support a
robust industry.”

From the ground up

Not everyone who sells plants in
Oregon needs a license through the nurs-
ery licensing program — but most do.
According to Mills, licenses are required
for anyone selling $250 worth of nursery
stock per year. Retailers who buy $250 or
more in nursery stock also need a license.

Nursery stock only includes living
plants that are intended to continue living

after a customer buys them. For example,
a tomato and tomato seeds are not con-
sidered nursery stock, but a tomato starter
plant is; similarly, cut flowers, like tulips,
are not nursery stock, but tulip bulbs are.
Tree cuttings for propagation are nursery
stock, while tree cuttings for decoration
are not.

“I think that’s one of the biggest
points of confusion,” Mills said, “is what
qualifies as nursery stock and how that
determines what a nursery is.”

Based on the licensing requirements,
quite a few entities need to have nursery
licenses, including stores like Grocery
Outlet, Costco, Home Depot, Lowe’s and
Fred Meyer. Individuals who sell at farm-
ers’ markets, farm stands, online sites
like Etsy and elsewhere are also required
to have a license once they hit the $250
annual sales threshold.

Fees for licenses vary based on a nurs-

Cara Still (right), Mia Johnson (center), and
Keen Maher make interspecific crosses on
western redbud (Cercis occidentalis) trees that
were mutated and selected for single trunk,
upright form rather than the shrubby habit
typical of the species. The licensing program
also includes the research assessment, which
helps fund research projects in agriculture
aimed at benefiting the entire nursery
industry. PHOTO COURTESY OF OREGON STATE UNIVERSITY
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Claire Kepner prepares root tips for cytological observation to confirm chromosome numbers.
PHOTO COURTESY OF OREGON STATE UNIVERSITY

ery’s gross annual sales. The ODA has a fee
calculator on its website that makes it fair-
ly straightforward to calculate how much

a nursery’s license will cost. A nursery that
has up to $20,000 in gross sales would pay
$148 for its license plus a small assessment
for every amount sold above that $20,000
mark. It would also pay a $10 research
assessment fee, which goes to fund nursery-
and plant-related research projects.

A larger nursery with $5 million in
sales would pay $7,035 for a license, along
with an assessment for amounts above
that, and a research fee of $1,000; a license
for a nursery with $11 million in sales
would cost $10,6935, plus an assessment
above that, and a research fee of $2,200.

According to data from ODA, as of
June 2024, there were 2,881 nursery license
holders in Oregon — retailers, greenhouse
growers and stock growers — with a sum
value (sales or purchases of nursery stock)
of $1.4 billion. Just over 1,500 of those
nurseries pay the minimum licensing fee,
illustrating that the majority of nurseries in
Oregon are on the smaller side.

Money for something

Funds raised through the nursery
licensing program help fund a range of
different services designed to support —
and protect — Oregon’s nursery industry.
For starters, ODA has 10 nursery inspec-

tors who cover various territories across
the state, mostly concentrated in the
Willamette Valley.

The inspectors help track which plants
are coming into or going out of Oregon to
make sure nurseries are following proper
state and federal quarantine requirements
and filing the correct paperwork.

“They’re really tasked with helping
to keep nursery plants healthy and keep-
ing an eye out for diseases and insects that
can potentially come in,” Mills said.

The inspectors also frequently take
samples of plants coming into Oregon to
make sure they’re not bringing anything
harmful with them. While other states have
their own quarantine requirements, and
while plants may appear healthy when they
set out on their voyage to Oregon, shipping
conditions can sometimes be fertile ground
for stowaway pests or diseases, such as
phytophthora ramorum, the pathogen that
causes sudden oak death.

If plants arrive in Oregon and fail to pass
muster, they will be rejected and returned to
their state of origin to be destroyed.

In addition to monitoring plants com-
ing and going from Oregon, the ODA’s
inspectors also work closely with Oregon
nurseries who may be experiencing an
outbreak of a disease or pest. In that case,
inspectors will help nurseries confirm the
outbreak, including identifying insects
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in an ODA lab, as well as collaborate on
a plan to eradicate or control it so that it
doesn’t spread to other nurseries or areas
of the state.

“If a nursery has an outbreak, we are
here with resources to help,” Mills said.
“If there’s an outbreak at one nursery, we
want to help out so that we’re not only
protecting that one nursery, but the entire
industry in Oregon.”

She added that it’s important for
nurseries in Oregon to sign up for alerts
and notifications from the nursery licens-
ing program to stay informed about any
outbreaks that may rear their heads.

“They might not think that a certain
disease or pest would affect them,” Mills
said, “but it’s important for them to know
and to be certain about it. We can always
help with that.”

Above and beyond
On top of supporting nurseries when

it comes to outbreaks, inspections, quar-
antines and other matters, the nursery
licensing program serves a few additional
purposes for Oregon nurseries. First is the
emergency fund, which comes from a por-
tion of the license fees. The fund usually
stands at $250,000. If it’s tapped into, as
it was in June to help tackle EAB, it gets
replenished through a one-year recovery
surcharge on license holders.

The licensing program also includes
the research assessment, which helps fund
research projects in agriculture aimed at
benefiting the entire nursery industry.

“The overall goal with that research
funding is to try to plan ahead and keep
Oregon safe from new pests, to develop
plants that are resistant to pests and just
to protect the industry,” Mills said.

Current projects funded in part
through the nursery license program in
2023 include research at Oregon State
University on everything from boxwood
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blight and thrips control to new disease-
resistant nursery plants and using pulse
electricity as a fumigant alternative in
nursery seedling beds.

“We are grateful for every single dollar
we have received as a result of the license
said Ryan Contreras, profes-
sor and associate head of Oregon State
University’s Department of Horticulture,
some of whose research is being funded
by the licensing program. “It’s cliché, but
it’s the whole rising tides floats all boats
idea. This funding helps us with our
research, but it also encourages collabora-
tion between us and our nursery partners.
That’s a really important part of it.”

Stone, with OAN, said such collabo-
ration is also evident between the associa-

assessment,”

tion, its members and the ODA, in part
through the nursery licensing program.
While some states might find nurseries
butting heads with their regulatory coun-
terparts or government being heavy-hand-
ed in its approach, he said the ODA and
the OAN have developed a relationship of
support and assistance that’s envied across
the country.

“The relationship between the asso-
ciation and ODA is as important as any
relationship between two entities can be,”
Stone said. “ODA is both a regulator and
a huge advocate. Our relationship with
them has always been one of how do we
make the best system possible.”

Ultimately, the arrangement protects
Oregon growers by addressing research
and pest issues and ultimately protecting
Oregon’s access to marketplaces nation-
wide. “Ultimately we support the licensing
program and fees because they are put to
good use,”
to defending the proper use of the fees

Stone said. “We're committed

going forward.”

Jon Bell is an Oregon freelance journal-

ist who writes about everything from Mz.
Hood and craft beer to real estate and the
great outdoors. His website is JBelllnk.com.
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TO PLACE YOUR AD

PLACE YOUR
AD TODAY!

HERE’S HOW IT WORKS:

1. Select Standard (words only) or
Display (graphic design with words
and text) Classified ad format.

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 to run.

4. Indicate any blind box for confi-
dential replies. We assign number
and mail any responses.

5. Compose ad. Designate headlines.

6. Email ad by deadline, Monday,

Sept. 16 for the Oct. 2024 issue.

7. We bill established clients after

publication. New clients may need to

prepay.

8. We reserve right to edit for content.

9. Annual contract discounts avail-

able (12-month commitment).

AD RATES

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 spe-
cial characters.

« Corporate logo (black & white) $30
additional charge.

* QR code for URL of choice added
free (counts for ad length by inch)

CLASSIFIED DISPLAY AD

+ $50/column inch for OAN members
/ $80 for nonmembers.

* Use logos, display type, borders,
SCreens or reverses.

* Production charges @ $69/hour.

« Electronic ad files can be supplied.
Call for production details.

JOB ADS
ONLINE

+ Employment ads also include
online post to DiggerMagazine.
com/jobs and OAN.org/jobs.
Pay by the inch as above, or use
online-only option: $125/month
members, $150 nonmembers.

Digger Classifieds

29751 S.W. Town Center Loop W.,
Wilsonville, OR 97070
503-682-5089
503-682-5727 fax
ads@oan.org

EMPLOYMENT

INTEGRATED PEST
MANAGEMENT (IPM) ASSISTANT
The IPM assistant will be responsible
to train in all aspects of our plant
health program. Developing a
proactive approach to keeping our
plants healthy and growing is critical.
Adaptation of a sustainable and
environmentally sensitive perspective
will be a key component of this
position. This is a hands-on position
where education and action coincide.
Duties and responsibilities:
e Scouting all areas of the nursery to
detect disease and insect pressure.
e Cooperate in development of
action plan to address issues
e Focus on preventative programs to
minimize disease and pest problems
e Participate in spraying application
of remediation materials as they
apply to eradication of problems.
¢ Assist and expand the implementa-
tion and maintenance of our benefi-
cial insect program
¢ Help develop a banker plant system
to foster a self-sustaining beneficials
inventory
e Learn an accurate and timely
planning, tracking and record keeping
system to monitor our IPM programs
e Create work orders, accurately
measure inputs, safely and efficiently
apply chemicals and properly clean
equipment
e Learn to maintain accurate
chemical inventory, create purchase
orders and order chemicals
e | earn and become proficient in use of
a wide range of application equipment
such as backpack sprayers, reel
sprayers, foggers and tractor applicators
Qualifications:
¢ High School diploma or equivalent
®B.A. or B.S. in horticultural field helpful
e Experience in an agricultural or
nursery enterprise preferred
e Experience in chemical application
preferable
e Knowledge or experience with
beneficials and biological controls
preferred
e Obtaining an Oregon Private
Applicator License is a must (we will
provide training and preparation)
e Computer literate with basic ability
to develop reports and spreadsheets
e Bilingual (English/Spanish) preferred
e Organizational and multitasking
ability necessary
e Dedication to timely action and
communication skills critical
e Acute attention to detalil
Compensation commensurate with
experience.
Please send resume to
Bill@BloomingNursery.com

PROPAGATION MANAGER
Oregon Pride Nurseries, Inc., a 240-
acre container and field operation,
is seeking an individual to lead
our Propagation department. This
would require overseeing; seedling
GH productions, scheduling
softwood and hardwood
cuttings, sticking and potting,
grafting, maintaining irrigation
and fertilization in department,
recapping and reporting. Job would
require propagation experience,
strong leadership, supervisory and
communication skills. Spanish would
be a plus. Benefits include excellent
health insurance, 401K matching
and profit sharing. Salary dependent
on talent level and experience.
Please mail or email resume to:
Oregon Pride Nurseries, Inc. Attn:
Jackie 5380 SE Booth Bend Road
McMinnville, OR 97128 jackie@
oregonpridenurseries.com

SALES MANAGER

J. Frank Schmidt & Son Co., a
wholesale tree nursery growing the
industry’s finest shade and flowering
trees is seeking a seasoned and
results orientated Sales Manager.
The Sales Manager directs and
coordinates sales activities for
outside representatives and in-house
customer service reps. Develops
short and long range objectives and
plans strategies for achievement.
Trains, develops and motivates
assigned sales staff. Candidates
must have excellent interpersonal
skills, be computer savvy, have
in-depth knowledge of national sales
and marketing techniques, and a
minimum of five years’ experience
in sales management. Must be
energetic and self-motivated with
strong customer relations experience.
Requires occasional travel. If you
have the skills and want to join
a winning team and a world class
leader in the tree nursery industry,
please send your resume to:

J. Frank Schmidt & Son Co
Attn: HR
PO Box 189
Boring OR 97009
pame@jfschmidt.com

J. FRANK

GSCHMIDT

& SON CO.

ADVERTISE JOBS WITH DIGGER
Call Tana @ 503-682-5089
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NURSERY SALES MANAGER
Fisher Farms is a wholesale grower
headquartered in Gaston, Oregon.
Our multiple location nursery is over
200 acres of container grown plants
consisting of primarily ornamental
shrubs, grasses, perennials and trees.
With a mix of over 400 varieties, we
are one of the largest growers of
branded plants selling to customers
throughout the United States which
include independent garden centers,
re-wholesalers, online retailers
and landscapers. We are seeking
an experienced salesperson to
lead our sales efforts across all our
distribution channels. This position
requires an ambitious individual
who has substantial nursery sales
management experience developing,
implementing and leading a
successful strategic sales plan. The
Sales Manager is part of the Executive
Team that leads our 60 employees
with kindness, professionalism and
a sense of urgency. This position
requires a skilled communicator, a
collaborative spirit and proven
computer technical skills. Benefits:
Health, dental and vision insurance;
PTO and paid holidays.

Please email your resume and a
letter of interest to Kristen Currie at
Kristen@fisherfarms.com.

/
ﬁo en Z ‘, ‘7%0.
Wholesale Growers & Suppliers of High Quality Plants
A

We are always looking for career oriented skilled staff.
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
field grown ornamentals.

We are looking for people in the following areas:
« Sales/Customer Service (Wholesale/Retail)
Production / Growers / Supervisors

Shipping & Receiving

Inventory/ Office 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 specific 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 « ate with e. Benefits to
include: Paid vacation and sick leave, paid holidays,
medical and dental insurance. Respond with resume
to hr@loennursery.com to the specific job for
which you qualify.
For more information, please visit us online at
www.loennursery.com



EMPLOYMENT

SENIOR ACCOUNT

REPRESENTATIVE

— WEST COAST
Schwope Brothers West Coast in
Banks, Oregon is seeking a Senior
Account Representative for the West
Coast. As the selling face of our tree
farm operations, you'll be the go-to
expert for our customers, providing
unparalleled guidance and expertise
to help them achieve their goals.
You'll be the one who makes the
magic happen, driving sales growth,
and building lasting relationships
with our customers. If you have a
background in selling B&B or
container shade and ornamental
trees, you'll have a rock-solid
foundation for success in this role.
Your expertise will give you the path
to quickly adapt and deliver tangible
results from the start.
Knowledge, Skills, and Abilities:
Industry Expertise: ® Comprehensive
knowledge of the nursery industry,
including plant material, market
conditions, and regional differences
e Understanding of plant hardiness
and ability to make informed
substitution suggestions
Sales and Customer Service:
e Ability to think critically and
strategically to drive sales growth e
Ability to build and maintain strong
relationships with key clients e Strong
communication and negotiation skills
Operational Acumen: e Familiarity
with inventory management,
growing cycles, and crops on the
ground e Understanding of customer
needs and preferences
Technical Competency: e Proficiency
in CRM software (SalesForce and SBI
Preferred) e Experience with order
management and logistics ® Ability
to learn new software and adapt to
changing technology

Job benefits:

Health, dental and vision insurance
with contribution the first of the
month after 30 days; generous
401k match with immediate vesting;
company paid life insurance, short
term and long term disability; paid
time off; paid holidays; a company
culture centered around growth and
innovation; and career development
and recognition. DCA Outdoor Inc
is a values based, purpose driven
organization in service to our
family of 12 brands. We operate in
six states and have 700 employee
swith revenues of $99 million. An
industry leader, our mission is to
cultivate growth for our customers,
our employees, our company and
our world.

To apply please submit cover letter
and résumé to Maria Gonzalez,
maria.g@dcaoutdoor.com.

More details at:
DCAOQutdoor.com/Careers

EMPLOYMENT

NURSERY MANAGER
Flower World Nursery in Snohomish,
Washington is looking for an
ambitious “hands on” Nursery
manager who is bilingual in Spanish
and English. Must have 5-10 years’
growing experience and looking
for a career position with generous
pay, benefits, and future company
ownership. Responsible for 40%
of nursery sales. Should be able to
coordinate and supervise a crew of
12 -15. Send your application to
john@flowerworldusa.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

PLANT MATERIAL

BEAVERLAKE
NURSERY

Wholesale bare
root plants

LOTS OF NATIVE SHRUBS
AND TREES AVAILABLE
Preorder now for winter

COR COR - FRA LAT

MAH AQU - MYR CAL
OEM CER - PHY CAP
RIB SAN - ROS NUT

ROS PIS - RUB PAR

COR CER - LON INV

For details 503-632-4787 or
info@BeaverlakeNursery.com

BeaverlakeNursery.com

MAKE YOUR NURSERY

CAREER HAPPEN!
Looking to grow in the nursery
and greenhouse industry, or
related businesses? Oregon
nurseries post their openings
here. We have job listings in print
and online. Online postings are
updated as we receive them.

Visit OAN.org/Jobs or
erMagazine.com/Jobs

Dlgger

SCHURTER NURSERY
Arborvitae - Emerald Green
Green Giants
Various Sizes & Varieties
503-932-8006

PIPELINE NURSERY
Hamamelis, dogwood, maple,
stewartia, Vanessa (Parrotia),
Frans Fontaine hornbeam,
and dwarf mugo pine.
Seeds and seedlings also available.
blakerdinneen@gmail.com
503-891-6272

«Clumping Bamboo >

«Large diversity
«Quality wholesale plants

FIND WHAT YOU'RE MISSING!

Search for plants, products, services:

www.NurseryGuide.com
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PLANT MATERIAL

PV

PROVEMN
WINNERS

coLomwhoHoicE

BRANCHING OUT

Now offering 14 superior
selections of ornamental trees.
bit.ly/PW-Trees. Call 800-633-8859
Maria@SpringMeadowNursery.com

CLEARWATER GROWERS
LINERS:
Arctostaphylos - ‘Mass'; Carex;
Ceanothus g. ‘Pt Reyes’; Cotoneaster -
‘Lowfast/ ‘Coral Beauty’; Deschampsia
caespitosa; Fragaria; Juncus; Liriope m.
‘Big Blue’; Liriope spicata; Mahonia;
Pachysandra; Pennisetum; Polystichum;
Rubus c. Sarcococca; Thuja 0. —
Emerald Green’; ‘Green Giant’; Vinca
1 GAL AVAILABILITY
Arctostaphylos - ‘Mass'; Calamagrostis;
Carex; Cotoneaster dammeri - ‘Coral
Beauty' / 'Lowfast’; Deschampsia;
Festuca; Fragaria; Helictotrichon
sempervirens; Juncus; Liriope;
Mahonia; Pennisetum; Rubus;
Sarcococca; Vinca

CUSTOM PROPAGATION
AVAILABLE
Ph: 503-359-7540
Fax: 503-357-2282
Forest Grove, OR

7.3}

SUBSCRIBE TO

Digger

PHONE 503-682-5089
WEB www.oan.org/
publications
EMAIL info@oan.org




PLANT MATERIAL

Ground Covers

PLANT MATERIAL

Northwest Natives

QUALITY |

Pacific NW
Native Plants

Container « B&B * Bareroot

Environmental & Ecological
Re-vegetation Landscape Contractor
Native Trees & Shrubs
Groundcovers
Wetland & Riparian Plants
Conifers & Deciduous Trees

Contract & custom growing year-round

&\ A Valley
e

Growers
Nursery
503-651-3535 ¢ FAX 503-651-3044
www.valleygrowers.com

email: vlygrwrs@web-ster.com
Hubbard, OR  OR and WA Certified D/WBE Company

Northwest Natives

ALY

BARE ROOT NATIVE PLANTS
Acer, Alnus, Amelanchier, Betula,
Conifers, Cornus, Fraxinus,
Holodiscus, Lonicera, Mahonia,
Malus, Physocarpus,
Populus, Rosa, Salix,
Spiraea, Symphoricarpos,
Wetland Plants

Over 300 species of
source identified natives

Fourth Corner
Nurseries
salesdesk@
fourthcornernurseries.com

P: 800-416-8640
fourthcornernurseries.com

Reach more
customers!

To place an ad, email us at
ads@oan.org or call

503-682-5089

BEAVERLAKE
NURSERY

Native, Wetland
and Riparian
Specialist
Growers of

Quality, Healthy,
Ready-to-Sell Plants.

Phone: 503-6 478
Fax: 503-632-5412

CONTRACT GROWING
YEAR ROUND

21200 S. Ferguson Rd.
Beavercreek, OR 97004

www.beaverlakenursery.com

Rhododendrons

The place

TALL RHODODENDRONS

Available up to 10’ tall+
Also in cans, most 5’ tall.

OPEN TO OFFERS

Hidden Acres Nursery
Sherwood, OR
503-625-7390

www.hiddenacresnursery.net

Rootstock

TRECO®
THE FOUNDATION OF YOUR
ORCHARD STARTS HERE.

PREMIUM QUALITY
OREGON ROOTSTOCK
SINCE 1941

TRECQO® offers the finest
apple rootstock, hazelnut trees
and softwood cuttings.

WWW.TRECO.NU
Oregon Rootstock & Tree Co. Inc.
P.O. Box 98 | Woodburn, OR 97071
p: 1.800.871.5141
: 503.634.2344

PLANT MATERIAL

Rootstock
WILLAMETTE NURSERIES

YOUR SOURCE FOR
ORNAMENTAL SEEDLINGS, FRUIT
TREE ROOTSTOCK, CUTTING
LINER VARIETIES & MORE.

We specialize in understock
for flowering, fruiting and shade.

WWW.WILLAMETTENURSERIES.COM

Excellent quality.
Outstanding service.
25571 S. Barlow Rd. Canby, OR 97013
503-263-6405
Toll-Free: 1-800-852-2018
E-Mail: willamette@canby.com

SERVICE & SUPPLY

EF NURSERY HAS CLOSED
The following equipment is for
sale: Fiberglass and bamboo stakes,
assorted sizes; Bare root transplanter;
Kubota M9960 tractor with LA1353
Loader; orchard ladders; Optimal
880 tree spade; Optimal 1100 tree
spade; 40" Cherokee wire baskets
for Optimal; 60" Vermeer tree spade;
Motorola CP200d handheld radios
w/ chargers and base station; office
furniture; and more. Located in
Forest Grove.

Contact tom@efnursery.com

EQUIPMENT FOR SALE
e One Gallon Soil Filling Line (3 yd
feeder bin w/soil return, 56’ chain
conveyor, one gallon stripmatic) -
$9,000.
e Belt Conveyor (1 - 30°L x 20"W,
vari-speed control) - $5,000.
o RAPID TRANSPLANTER 500 Series Il
$4,000. Photos available.
All equipment manufactured in the
Portland, OR area.
Contact Mike
cell 707-495-1384
thefishingfarmer@AOL.com

ADVERTISE USED NURSERY
EQUIPMENT FOR SALE
List it in the Digger classifeds!
Call Tana at 503-682-5089
or email ads@oan.org
to place your classified ad

READ
ONLINE

DiggerMagazine.com

FIND HUNDREDS OF GROWERS, THOUSANDS OF LISTINGS,
MILLIONS OF PLANTS. SEARCH ONLINE!

NurseryGuide.com <.

SERVICE & SUPPLY

CONTAINERS WANTED
WE BUY $$$ used 1-gallon and
2-gallon nursery containers. Drop
in or we'll pick them up (larger
quantities),
Beaverlake Nursery,
21200 S Ferguson Rd,
Beavercreek OR, 97004.
Phone 503 632 4787
Email info@beaverlakenursery.com
Monday-Friday, 7 a.m.—4:30 p.m

Equipment for sale

2001 GK H7 Tree Digger $89,000
Chopper and Undercut
Blade Included

Discs — $1,800 each
Dayton, OR 503-437-4833

-

2016 Used Idrofoglia
Turbocar G4
Irrigation System

3.94" Hose Diameter, 1300 ft
Hose, Komet Twin 140 Sprinkler
with Inlet hose, hydraulic leg &

cart lift. $22,000.

Call Lalo for details
971-219-8481

HIRING?
WORK WITH US!
Email us at ads@oan.org
or call 503-682-5089

CLASSIFIED ADS WORK!

DIGGERMAGAZINE.COM OCTOBER 2024
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Digger AbverTISERS

Please contact our fine advertisers for your plant, service and supply needs.
To advertise in Digger, contact Curt Kipp at 503-682-2008 or ckipp@oan.org.
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HELP  CONTACT US =

Search on the go!

NurseryGuide.com is optimized for
smartphone displays, so all the
information included in the
indispensable print edition of
Nursery Guide can be easily accessed
on your iPhone or Android.

Nursery Guide 15 the most comprehensive wholésale buyers” guide,
im the: industry. Find thousands of plant species and cultivars, and
hundréds of Services and supplies for the horticuliung Industry.

ENter your seanch terms... Q

+ Plass @ Companies @ Services @ Supplies

You'll find all the plant, company and
services/supplies listings available in
print and online, in a searchable version

nd Eshraghi
that fits in the palm of your hand and '

W NURSERIES, LLC
goes where you go. Everyday Plants that Form the Groundwork of Landscapes

Selection®
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GROWING

KNOWLEDGE

Series content/is/coordinated by Dr. LIoyd Nackley, associate professor
of nursery/production’and greenhouse management at Oregon State

University/in/Corvallis; Oregon.

USDA
e
S| |
An ongoing series provided by
Oregon State University
in collaboration with the United
States Department of Agriculture

and in partnership with the
Oregon Association of Nurseries

University

View from the tractor seat looking down a row of maple trees in a field-grown tree nursery. The rearview mirror reflects an orange air blast
sprayer equipped with the Intelligent Spray System (ISS), which is being towed by the tractor. This setup highlights the integration of advanced
spray technology in a practical field application. pHoTo BY LLOYD NACKLEY

Precision in pest control

Researchers evaluate trunk
spray effectiveness of air-blast
sprayers with sensors to target
Pacific flatheaded borer

BY LLOYD NACKLEY, BRENT
WARNEKE, AND JAY PSCHEIDT
n the evolving landscape of agricul-
Itural technology, sensor-controlled
air-blast sprayers have emerged as a
significant innovation. These advanced
systems utilize sensors to enhance the

precision and efficiency of pesticide and
fertilizer applications, offering a promis-
ing solution to many challenges faced by
modern farmers.

Intelligent Sprayer project history

The Intelligent Sprayer project was
initiated in 2009 by agricultural engineer
Dr. Heping Zhu (USDA-ARS). Dr. Zhu’s
team designed and tested prototypes and
concept models of the Intelligent Spray
System, with the primary objective of
developing two advanced and affordable
spray systems.

These systems aim to continuously
match operating parameters to crop char-
acteristics, insect/disease pressures, and
microclimatic conditions during pesticide
applications. In collaboration with Robin
Rosetta, former Oregon State University
nursery IPM specialist, the USDA and
Oregon State University have been col-
laborating with Oregon Association of
Nourseries growers over these past 15 years
to refine and improve the sprayer systems
(TinyURL.com/OSUSprayers).

The project’s advanced sprayers
include several key modules: (a) a

DIGGERMAGAZINE.COM OCTOBER 2024
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Growing Knowledge

data acquisition and control unit with
laser scanning sensors to characterize crop
shape, canopy density, and plant volume;
(b) an expert subsystem that considers
real-time microclimatic conditions and
pest prediction models; (c) an off-target
recovery unit to trap non-target sprays;
(d) a direct in-line injection unit to elimi-
nate leftover disposal problems; and (e) an
air-assisted spraying system with multi-jet
nozzles for tree crops and hydraulic boom
spraying systems for other plants.

While the new spray systems may be
more expensive than conventional ones,
the increased efficiency and more than
50% reduction in pesticide use can offset
the initial investment, providing signifi-
cant cost savings and reducing environ-
mental risks.

Following successful demonstrations,
the focus shifted to developing Intelligent
Spray System retrofit kits that can be
added to any sprayer designed for special-
ty crops (TinyURL.com/OSUSprayRetro).
These kits have been installed across the
the country, with researchers in various
states using them to manage pests and dis-
eases in region-specific crops. Cooperating
universities — including Washington State
University, the University of California,
the University of Tennessee, Texas A&M,
and Clemson University — have imple-
mented these systems in crops such as
wine grapes, pecans, apples, hazelnuts,
berries, peaches, and nurseries. The recent
commercialization of the Intelligent
Spray System allows it to be purchased
by the public, further expanding its
accessibility and impact (TinyURL.com/
OSUComSpray).

Sensor technologies: the basics

Sensor-controlled sprayers integrate
various sensor types to optimize spray
applications. At the core of these systems
are ultrasonic and LiDAR (light detec-
tion and ranging) sensors, which help
detect the presence and density of plant
canopies.

Ultrasonic sensors, known for their
affordability and effectiveness, measure
the distance to objects by emitting sound
waves and timing their return. This data

34 OCTOBER 2024 DIGGERMAGAZINE.COM

Close-up view of the base of maple trees in a field-grown nursery, focusing on the stubbing
and grafting wounds at the base of the trunks. These wounds are preferred locations for Pacific
flatheaded borer (PFB) infestation, making them critical targets for trunk spray applications. pHoto

BY LLOYD NACKLEY

allows the sprayer to adjust its output
based on the canopy’s thickness, ensuring
that plants receive the appropriate amount
of spray.

LiDAR sensors, although more costly,
offer superior accuracy by using laser
beams to create detailed three-dimensional
maps of the canopy. These maps provide
precise information about the shape and
size of each plant, enabling even more
accurate spray targeting. The ability of
these sensors to differentiate between
plant material and gaps in the canopy
helps reduce chemical use and prevents
overspray, contributing to both cost sav-
ings and environmental protection.

Recent research trunk sprays

In the Pacific Northwest, particularly
Oregon’s Willamette Valley, the Pacific
flat-headed borer (PFB) (Chrysobothris
mali) has become a growing concern for
nursery and orchard growers. This pest
is particularly problematic in hazelnut
orchards, where young trees, which are
most vulnerable to PFB damage, are
increasingly planted. As hazelnut acreage
expands, often in areas with challenging
growing conditions, PFB infestations have
become more common. Infected trees can
suffer severe damage, including up to 35%
tree loss in some cases.

The problem is exacerbated by the
changing climate, with warmer summers

and excessive winter rainfall stressing
young trees. This stress makes them more
susceptible to PFB attacks. Traditionally,
hazelnut orchards were not irrigated, but
with increasing summer temperatures,
irrigation has become more important.
However, poorly drained soils during the
winter can also stress trees.

To combat PFB, trunk sprays using
air-blast sprayers have been proposed as a
cost-effective solution. However, conven-
tional sprayers can waste large amounts
of pesticide, especially in young orchards
where trees are widely spaced. Sensor-
controlled sprayers, like the Intelligent
Spray System (ISS), offer a solution by
applying pesticide only when the tree is
directly in line with the sprayer nozzles.
This precision can significantly reduce pes-
ticide use and waste.

Recent research has focused on
enhancing trunk coverage with sensor-
controlled air-blast sprayers, aiming to
address the common challenge of uneven
pesticide application in orchards.

Trunk coverage trials
Hazelnut Orchard Trial: In this trial,

conducted in Corvallis, Oregon, the effec-
tiveness of the sensor-controlled sprayer
was evaluated on four-year-old Jefferson
hazelnut trees. Using water as the spray
mixture, the trial featured individual plots
of six trees each, arranged with three trees



Illustration of on/off sensor sprayers (A) and
canopy adapting sensor sprayers (B). Sensors
are illustrated with red ovals and sensor field
of view illustrated grey shaded washes. Ficures
COURTESYH OF BRENT WARNEKE

in one row and three in an adjacent row.
Water-sensitive cards were strategically
placed to measure spray coverage:

Trunk Cards: Positioned 6 inches off
the ground on the trunks.

PVC Low Cards: Placed 6 inches off
the ground on PVC tubes.

PVC High Cards: Positioned 30 inch-
es off the ground on PVC tubes.

Ground Cards: Staked into the
ground.

The study tested speeds of 1.9 mph,
3.2 mph, and 6.7 in intelligent mode, and
3.2 mph (5.1 kph) in standard mode as a
reference. The trial was randomized with
four replications.

Maple Tree Nursery Trial: This trial,
conducted at a commercial nursery in
Clackamas County, Oregon, assessed
spray coverage on Acer x freemanii
‘Jeffersred’ (Autumn Blaze) maples. A
120-gal tower air-blast sprayer, retrofit-
ted with the Intelligent Spray System, was
used. The application was conducted with
water and the study was organized as a
completely randomized design with four
replicates. Treatments included:

Speeds: 2 mph, 3 mph, and 4 mph

Modes: Standard spray mode and
intelligent spray mode.

Cards were placed on trunks 12 inches
off the ground, with two cards per trunk
oriented perpendicular to each other.
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Growing Knowledge

Sensor type

Measurement method

Pros

Pros and cons of sensors used in sensor-based spraying systems

Cons

distance to objects using
sound waves. Uses time of
flight concept.

structure characteristics.
Relatively easy to
implement.

Infrared Detection of infrared Little impact of Sensing ability impacted
waves emitted or temperature and humidity by red light intensity and
reflected from plants. on sensing accuracy. Low driving speed. Narrow

cost. field of view and short
sensing distance. Unable
to determine plant
structure characteristics.

Ultrasonic Measurement of the Ability to determine plant  Limited resolution of plant

structure. Need multiple
sensors to detect plant
structure.

Plant fluorescense

Detection of near infrared
fluorescence from green
plant surfaces.

Ability to determine plant
structure characteristics.
Rapid data acquisition.

Need multiple sensors to
detect plant structure.
Sensors affected by
background lighting,
requiring frequent
calibration.

LiDAR

Measurement of the
distance to objects using
laser beams. Uses time of
flight concept.

Rich data acquisition
capability. Fine resolution
of plant structure. High
speed of measurement.

Data acquisition affected
by tractor bouncing which
requires correction.
Delicate moving parts

inside sensor.

Additional cards were placed on the ground
to detect off-target spray. After application,
cards were analyzed for percent coverage
and droplet density using DepositScan.

These trials aim to optimize the preci-
sion of pesticide application, focusing on
improving coverage of tree trunks and
minimizing off-target waste.

Trunk coverage results

Hazelnut Orchard Trial:

Trunk Coverage: In the hazelnut trial,
the best trunk coverage was observed
with the sprayer traveling at 3.2 mph in
standard mode and 1.9 mph (3.1 kph) in
intelligent mode. These settings provided
significantly better coverage compared to
other speeds tested. The 6.7 mph intel-
ligent mode showed lower coverage com-
pared to the 3.2 mph standard mode and
the 1.9 mph intelligent mode.

Ground Coverage: At ground level,
the 3.2 mph standard mode resulted in the
highest coverage, significantly better than
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all other settings. The 1.9 mph intelligent
mode also provided better coverage than
the 3.2 mph intelligent mode. The 6.7
mph intelligent mode showed similar cov-
erage to the 1.9 mph intelligent and 3.2
mph intelligent settings.

PVC Low Coverage: Coverage on
PVC tubes placed 6 inches off the ground
improved as the speed decreased, with the
highest coverage observed at 3.2 mph in
standard mode. The 6.7 mph intelligent
mode had significantly lower coverage
than the 3.2 mph intelligent mode.

PVC High Coverage: At 30 inches off
the ground, all settings resulted in low and
similar coverage, less than 1%.

Pesticide Volume: The amount of
pesticide applied in intelligent mode at 1.9
mph, 3.2 mph, and 6.7 mph was 75%,
84%, and 89% lower, respectively, com-
pared to the standard mode at 3.2 mph.

Maple Tree Nursery Trial:

Trunk Coverage: Coverage was highest
at 4 mph when the sprayer was facing the

first row of trees in both standard and intel-
ligent modes. However, in the second and
third rows, the best coverage was achieved
at 2 mph in both modes. For the second
row, standard mode at 3 mph outperformed
intelligent mode at 4 mph. In the third row,
there were no significant differences between
3 mph and 4 mph treatments.

Deposit Density: Deposit density
inversely mirrored coverage patterns. The
lowest deposit densities were found at 4
mph in the first row, and at 2 mph in the
second and third rows. Significant dif-
ferences were found primarily between
4 mph and other speeds, with varying
results in each row.

Side Coverage: Coverage on the sides
of tree trunks followed similar trends as
trunk coverage, with the highest average
coverage occurring at 2 mph. Significant
differences were noted primarily between
2 mph and 4 mph settings.

Soil Coverage: At soil level, standard
mode at 3 mph had higher coverage than



intelligent mode at 4 mph and standard
mode at 2 mph. For deposit density, stan-
dard mode at 2 mph resulted in signifi-
cantly higher deposits compared to most
other settings.

These findings highlight the effec-
tiveness of sensor-controlled sprayers in
improving trunk coverage and reducing
pesticide use, especially when tailored to
specific application speeds and modes.

Applications and industry impact

The results from our trunk cover-
age trials show that the Intelligent Spray
System (ISS) can effectively target trunks
and may offer a more cost-efficient alter-
native to traditional drench treatments for
controlling Pacific flatheaded borer (PFB).

PFB is a pest that affects many
woody ornamental trees and hazelnuts
in the Pacific Northwest. While PFB can
cause serious damage, especially in young
orchards, infestations are usually sporadic.
Because of this, growers often use systemic
insecticides that can provide long-term
protection but come with high costs.

The ISS, however, can help save money
by using 40%-70% less pesticide compared
to standard sprayers. In our 2018 hazelnut
trunk coverage trial, we found that using
the ISS at various speeds resulted in signifi-
cant savings — up to 84% less pesticide
used compared to traditional spraying. This
means that for large orchards, switching
to the ISS could reduce the cost of trunk
sprays, making it a more affordable option
than using drenches.

Lower pesticide use not only cuts costs
but also makes periodic trunk sprays a
viable choice for farms that need occasional
pest control without breaking the bank.©

Dr. Lloyd Nackley is a plant physiological
ecologist at the Oregon State University
North Willamette Research and Extension
Center (NWREC) in Aurora, Oregon.

He can be reached at Lloyd.Nackley@
OregonState.edu. Jay Pscheidt is profes-
sor and statewide OSU Extension plant
pathology specialst. He can be reached

at Jay.Pscheidt@oregonstate.edu. Brent
Warneke is faculty research assistant at
OSU Department of Horticulture.

NOW AVAILABLE IN THE NORTHWEST

HYDRAULIC LOADING SYSTEM
Transform your pickup — 3 beds in one!

LOAD ) MOVE ) DUMP
Easily move equipment & materials

CALL FOR INFO
866-994-3475 /‘Caopren ks

skip@truckdecks.pro www.truckdecks.pro

Schurter
Arborvitae-Emerald green

VYirescens
Boxwood

Various sizes & Varieties
503-932-8006

MARKETPLACE

-;Small InVestment X
Huge Impact .

" { Reach'over 8,000 Digger

wsubscribers with a
Digger Marketplace ad 4,

Reserve your space |
Curt Kipp, CKipp@OAN.org, 888-283-7219"

Motz & Son Nursery

SHADE & FLOWERING TREES

FRUIT TREES

Dwarf, Semi-Dwarf & Standard
COMBINATION FRUIT TREES (4 in 1)
Semi-Dwarf & Standard

ESPALIER APPLES

Semi-Dwarf, Combination & One Variety
WALNUTS & FILBERTS

DECIDUOUS SHRUBS

www.motzandson.com

11445 N.W. Skyline Blvd.
Portland, Oregon 97231
Phone 503-645-1342
FAX 503-645-6856

WHOLESALE GROWERS

B&B Spruce 4 to 24 feet
Chamaecyparis e Fir ¢ Pine
Japanese Maple ¢ Poodle Pine
Cut Christmas Trees

ickels’

(503) 630-4349
FAX (503) 630-7542
PO Box 598 — Estacada, OR 97023

Hostetler

Farm Drainage
971-275-3004

Over 100 years of continuous
family owned business in providing
water management.

Serving the Willamette valley and beyond
on projects large and small. Our innovative

team installs drainage systems tailored to
meet the needs of the farmer.

www.hostetlerfarmdrainage.com

J966Iq

DIGGERMAGAZINE.COM OCTOBER 2024 37



Government
behind the scenes

“Dang bureaucrats.” “Soulless
agency drones.” “The swamp -

|”
.

drain it"” Comments like these

express frustration over the
slow gears of government.

It is true — government is like a
mighty river or an aircraft carrier. These
things are not nimble and take time to
turn, but in the end, policy decisions do
matter and directives from elected officials
are eventually implemented.

However, seldom acknowledged are
the ordinary, committed public servants in
our government, our legislative offices and
our election certifiers. They all play a criti-
cal role so that our nation functions.

Civil service as a school play

There are certain people nobody
sees that make our system of government
work. They are our unelected officials.

Our democratic system isn’t really
designed to highlight their individual
achievements. Even the people who win
an agency award will receive it and hustle
back to their jobs before anyone has a
chance to get to know them — and before
elected officials ask for their spotlight back.

Even their nominations feel modest. It is
never “I did this,” but “We did this.” Never
“Look at me,” but “Look at this work!”

It’s unfortunate, but when hearing
the word “bureaucrat,” many people get
a certain picture in their head that doesn’t
exactly make them curious. Bureaucrats
are a dog that is OK to kick. Most people
don’t ask what bureaucrats do, or why.

What they do? The work. And the
reason? Because it matters.

The bureaucratic workforce are the
carrots in the third-grade play. You know
the kids who preen to the teachers for
attention and wind up cast in the lead
roles? Those are our elected officials. They
are quick to take credit for the good done
by people in the smaller roles. They then
blame them when things go wrong.

We never ask: Why am I spending
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another minute of my life reading about and
yapping about Donald Trump or Kamala
Harris when I know nothing about the 2
million or so federal employees and their
possibly lifesaving work? It will be the next
president’s job to support that work, or at
least not screw it up. There is no constitu-
ency pushing to present civil servants as
characters with voices needing to be heard.

Personal staff and committee
professionals

Who is really running this country?
Mostly 25-year-olds. It is a fact.

When I go back to D.C., I see young,
driven staff members pushing the agendas
set by their elected officials. More so in
Washington, D.C. than in the state, staffers
hold enormous power to determine which
interest groups get access and which are suc-
cessful on their issues. The reason is simple:
members of Congress simply do not have
time to become subject-matter experts.

OAN leadership has seen this dynam-
ic firsthand, and — as a former staff mem-
ber to U.S. Sen. Bob Packwood back in
the late 1980s to mid-1990s — I can attest
that members of Congress rely greatly on
staff reccommendations.

Committee staffers are another
breed. They have a steady hand on craft-
ing policy. Several years ago, I brought
our leadership back to D.C. and I asked
for a gathering of the Senate Finance
Committee staff members I grew close to
over my years of service.

According to current staff members
of the committee, this group was like the
1927 New York Yankees. I just knew
them as Josh (Bolton, who became chief of
staff for George W. Bush); Roy (Ramthun,
who became the number two health care
policy advisor for two administrations);
Craig (Kennedy, who then was a junior
staff like me but now runs a national
trade association); and Brad (Figel, who
was the head lawyer for Nike and now the
top guy as the Mars Corporation).

They were focused on one part of the
large bevy of tax issues. Sen. Packwood
took the leash off and let them make gen-

Jeff Stone
OAN EXECUTIVE DIRECTOR

erational policy changes.

The greatest defender of democracy

Election officials are the everyday
Americans who administer our elections,
keeping our democracy safe and secure.
They undergo extensive training to make
sure the necessary rules and laws are fol-
lowed as they impartially conduct elections.

In recent years, however, these indi-
viduals who have spent their careers safe-
guarding the electoral process are facing
unprecedented levels of threats, harass-
ment, and intimidation.

We have seen a spate of election officials
hanging up their duties because of the hyper-
aggression of those who disagree with the
outcome of an election. They use their igno-
rance to assign blame on those who are, in
essence, umpires of a free and fair election.

Our elections officials make sure that
only those eligible to vote are allowed to
do it. This is a sacred public service that is
ignored. At the end of the day, election offi-
cials are vital to our democracy. They are
people in our communities who put in long
hours before, during and after Election Day.

Ballots are out this month

We are a vote-by-mail state and your
ballots will arrive soon. I will encour-
age this: vote, vote, vote! And while we
are focused on the election cycle, it is
important to remember the people most
Americans never consider as a critical part
of our functioning government. They are
our civil servants, our hard-working leg-
islative staff at the state and federal level,
and those who safeguard our elections and
democracy to support our great nation. ©
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