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Moving forward. 
Giving back.
Our mission is to support agriculture with reliable, consistent credit. As a 
cooperative, our members benefit through patronage dividends and our 
support of rural communities.

A century of helping Northwest producers has positioned us well to embrace 
the challenges and opportunities ahead. And we’ll continue moving forward 
and giving back for another 100 years.

800.743.2125  |  northwestfcs.com



4 FEBRUARY 2020   DIGGERMAGAZINE.COM

13  Gleams of an extended garden season
 Mike Darcy predicts a long spring gardening season with the 

warm fall and winter in the Pacific Northwest.

15  Meet the Leader: Todd Nelson
 Bountiful Farms Nursery Inc. co-owner Todd Nelson is a second-

generation grower who knows what it takes to be in a family 
business. He's paving the way for the others to join in the fun.

16 The healing power of trees
  Research supports the medical benefits of trees, providing 

growers with new selling points and markets. 

21  Proper credit
  Nurseries need to play it safe when it comes to using credit. 

27 Vole control
  These rodents can wreak havoc on a growing operation, so 

follow some tips to get the infestation under control.

Printed in Oregon on domestic
 recycled paper when available.

COLUMNS
 7 President’s Message
 13 What I'm Hearing
 30 Director’s Desk

DEPARTMENTS
  8 Calendar
 9 Northwest News
 15 Meet the Leader
 23 Classifieds
 25 Subscription Info
 27 Growing Knowledge
 29 Digger Marketplace

On the cover: Legacy Health Systems invests in gardens and green spaces to improve patient health. PHOTO COURTESY OF THERESIA HAZEN 

On this page: Left: John Lewis, president of JLPN Inc., avoids using customer credit to lower the risk of not meeting their production costs.  

PHOTO BY BILL GOLOSKI   Right: Gray-tailed voles are a nuisance to many production fields and nursery crops.  PHOTO COURTESY OF PIXABAY 

27

February 2020 Vol. 64 No. 2

21





6 FEBRUARY 2020   DIGGERMAGAZINE.COM

Employer & Individual Health and Dental Insurance • Property & Casualty Insurance 
Agribusiness Insurance • Workers Compensation Insurance • Auto & Home Insurance

HEALTH WORKERS 
COMPENSATION 

AUTO
HOME 

AGRI
BUSINESS 

PROPERTY &
CASUALTY

Contact Randy Skinner: 503-296-0077 • 866-907-1850
randys@lacoinsurance.com •  www.lacoinsurance.com

5201 S.W. WESTGATE DR, SUITE 300
PORTLAND, OR 97221

L E O N A R D  A D A M S  I N S U R A N C E

Offering employer and individual health,  
dental, property and casualty insurance

OAN members have exclusive program access 
with Providence Health Plans and 

Delta Dental/Willamette Dental

 

OREGON ASSOCIATION OF NURSERIES  
GROUP HEALTH, DENTAL, PROPERTY &  

CASUALTY INSURANCE PROVIDER

29751 S.W. Town Center Loop West
Wilsonville, OR 97070

 PH  503-682-5089 PORTLAND

 PH  888-283-7219 NATIONWIDE

 FAX  503-682-5099 MAIN OFFICE

 FAX  503-682-5727 PUBLICATIONS

 info@oan.org EMAIL

 www.oan.org WEB

 www.diggermagazine.com NEWS BLOG

____________

STAFF
 Jeff Stone jstone@oan.org 
 EXECUTIVE DIRECTOR 503-582-2003 

 Beth Farmer bfarmer@oan.org
 COMMUNICATIONS & 503-582-2013 
 WEB DESIGN MANAGER 

 Bill Goloski bgoloski@oan.org
 PUBLICATIONS MANAGER 503-582-2009

 Kelsey Hood khood@oan.org
 EVENT & PROGRAM 503-582-2010
 COORDINATOR

 Debbie Hopkins dhopkins@oan.org
 ACCOUNTING & DATABASE 503-582-2004
 MANAGER

 Curt Kipp ckipp@oan.org
 DIRECTOR OF COMMUNICATIONS 503-582-2008 
 & PUBLICATIONS 

 Zen Landis zlandis@oan.org
 EVENT & EDUCATION 503-582-2011 
 MANAGER  

 Allan Niemi aniemi@oan.org
 DIRECTOR OF EVENTS 503-582-2005

 Blair Thompson bthompson@oan.org
 ADVERTISING  503-582-2012 
 ACCOUNT MANAGER

 Stephanie Weihrauch sweihrauch@oan.org
 DIRECTOR OF FINANCE 503-582-2001 
 & ADMINISTRATION 
  

DIGGER 

 Curt Kipp ckipp@oan.org
 EDITOR 503-582-2008

 Bill Goloski bgoloski@oan.org
 ART DIRECTOR 503-582-2009

 Blair Thompson bthompson@oan.org
 ADVERTISING  503-582-2012
 ACCOUNT MANAGER

____________

Copyright © 2020 by the Oregon Association of Nurseries (OAN).  
Digger magazine is an official publication and a member service of the 
Oregon Association of Nurseries, 29751 S.W. Town Center Loop W., 
Wilsonville, OR 97070.

REPRINTS AND SUBMISSIONS Digger allows reprinting of material 
with written permission; requests should be directed to the editor. We 
are not responsible for unsolicited freelance manuscripts and photo-
graphs. Contact the editor for contribution information.

SUBSCRIPTION AND CHANGE OF ADDRESS Circulation is con-
trolled. Domestic subscriptions are complimentary to qualified U.S. 
nursery industry members. Non-qualified U.S. subscriptions are $42. 
Qualified foreign subscriptions are $35 to Canada; $45 to Mexico; and 
$80 for all other countries. Single copy rate is $6 while supplies last. 
Notify OAN Publications of change of address. Please allow 3-4 weeks 
for address change.

Postmaster: Change of address correction requested to above address.

ADVERTISING Contact OAN Publications for display and  
classified advertising rates. Deadlines are the 1st of the month  
preceding the month of publication.



7DIGGERMAGAZINE.COM  FEBRUARY 2020

Instant gratification
This past fall I was able to take time 

away from my nursery and visit a 

few of our new retail customers. 
It’s always great to get out and see how the 

retail sector of our industry is doing.
One of the things that kept coming up was an 

emerging trend of “just in time” orders. In the past, 
complete spring orders could be booked in the prior 
summer or fall and then minor adjustments would hap-
pen as the spring season emerged. The trend now is to 
book the foundation of an order early and wait to see what 
else is needed as the season gets closer. 

I thank Amazon, or I should say I blame them; the internet behemoth has taught us that 
just about anything is a click away.

 With the readily available technology in our pockets, we have brought that instanta-
neous experience to our industry. Customers can call, text or email with a question and a 
grower can have an answer, an availability, and a picture to them in minutes. 

A few fellow growers have told me their spring sales are now 60–70 percent pre-booked 
and the rest are done during the season for just-in-time orders. This is in contrast to the 90 
percent or more that they indicated would be pre-booked just 20 years ago. I personally have 
experienced the same change in buyer habits. 

The gradual shift to more “just in time” orders completely makes sense from a buyer’s 
point of view. They want the plant material when it is at the peak of readiness and their cus-
tomers are in the stores ready to buy. 

One of the platforms that brings a wide array 
of growers and buyers together is the OAN Nursery 
Guide. It has been the most comprehensive wholesale 
buyer’s guide in the industry for years. We have seen 
it evolve from a yearly printed book of listings to 
adding an up-to-date and up-to-the-minute website. Almost 400 growers are represented, and 
over 700 companies total. It’s a place for growers, suppliers, and buyers to connect.

NurseryGuide.com was developed by us and for us. The OAN has done a wonderful job 
setting up this marketplace but we only get out of it what we put in. The staff at the OAN 
are willing and able to help set up or update your listings at any time. You can add new 
plants, add photos of your nursery, connect your current availability to your online profile, 
and much more.

For buyers, Nursery Guide is an invaluable resource for sourcing those hard-to-find 
plants or finding availability for the just-in-time plant orders in the spring. It is also a go-to 
resource for looking for services and supplies. 

As members we have the benefit of this great and easy-to-use platform. One of the great 
features is the ability to update listings at any time throughout the year. This is wonderful 
through the spring season to get your plants out there to customers when they are peak-
ing and looking great. And buyers have a go-to resource during the hectic spring when the 
weather turns nice and customers are in the stores and more plant material is needed. 

Spring is right around the corner, or already here by some accounts, so put 
NurseryGuide.com on top of your go-to list for finding those 
just-in-time plants, or get your listings updated today to reflect 
the readiness and quality of our Oregon Grown plants. 

PRESIDENT’S MESSAGE 

Jim Simnitt
OAN PRESIDENT

NurseryGuide.com 

was developed by us 

and for us.

2019–2020 
EXECUTIVE COMMITTEE

 Jim Simnitt Simnitt Nursery
 PRESIDENT 138 NE 22nd Ave.

  Canby, OR 97013
  simnittnsy@canby.com

  503-266-9640
  FAX 503-263-6330

 Kyle Fessler Woodburn Nursery & Azaleas Inc.
 PRESIDENT-ELECT 13009 McKee School Road N.E.

  Woodburn, OR 97071
  sales@woodburnnursery.com
  503-634-2231
  FAX 503-634-2238

 Josh Robinson Robinson Nursery Inc.
 VICE PRESIDENT P.O. Box 100

  Amity, OR 97101
  josh@robinsonnursery.com 
  877-855-8733
  FAX 503-835-3004

 Todd Nelson Bountiful Farms Nursery Inc.
 TREASURER 17280 Boones Ferry Rd. N.E.

  Woodburn, OR 97071
  info@bountifulfarms.com  
  503-981-7494

 Mike Hiller KCK Farms LLC
 PAST PRESIDENT 11483 SE Amity-Dayton Hwy.

  Dayton, OR 97114
  mike@kckfarms.com

  503-864-9422
  FAX 503-864-4412

 Denece Messenger Decorative Bark Products
 SECRETARY P.O. Box 1198
  Tualatin, OR 97062
  denecemessenger@comcast.net  
  503-510-4029
  FAX 503-859-3764

 Wes Bailey Smith Gardens Inc.
 MEMBER AT LARGE 23150 Boones Ferry Road N.E.

  Aurora, OR 97002
  wes.bailey@smithgardens.com 
  503-678-5373

____________

BOARD OF DIRECTORS

 Tom Brewer HC Companies Inc. ProCal
 ASSOCIATE MEMBER  tbrewer@hc-companies.com   
  503-686-8448 

 Adam Farley Countryside Nursery
 CONTAINER GROWER afarley@countrysidenursery.com
  503-678-0511

 Ron Kinney Monrovia
 CONTAINER GROWER rkinney@monrovia.com  
  503-868-7941

 Amanda Staehely Columbia Nursery
 CONTAINER GROWER amandastaehely@gmail.com  
  503-810-2598

 Jesse Nelson Hans Nelson & Sons Nursery Inc.
 FIELD / BARE ROOT GROWER jnelson@hansnelson.com  
  503-663-3348 

 Chris Robinson Robinson Nursery Inc.
 FIELD / BARE ROOT GROWER  chris@robinsonnursery.com   
  877-855-8733

 Jay Sanders KG Farms Inc.
 FIELD / B&B GROWER jsanders@kgfarmsinc.com  
  503-678-3245

 Lorne Blackman Walla Walla Nursery Co. Inc.
 GREENHOUSE  lblackman@wallawallanursery.com 
  509-522-9855

 Ben Verhoeven Peoria Gardens Inc.
 GREENHOUSE benv@peoriagardens.com    
  541-753-8519

 Gary S. English Landsystems Nursery
 RETAIL gary@landsystemsnursery.com 
  541-382-7646
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Calendar
Get the word out about your event! Email details to calendar@oan.org 
by the 10th day of the month to be included in the next issue of Digger. 

FEB

FEBRUARY 26
OAN OPEN HOUSE
All OAN members and their guests are invited to drop in between 3–5 p.m. to the OAN office, 29751 
S.W. Town Center Loop West, Wilsonville, Oregon to learn more about the terrific programs and 
benefits that are available to association members. Representatives of several programs will be 
available to answer questions, including Legal Access, health coverage, Trucks to Trade Shows, fuel 
discounts, credit card processing, discounted Farwest Show booths, OAN advertising, and much more! 

FEBRUARY 3–4
FIRST AID AND CPR CLASSES
Two OAN-sponsored First Aid and Adult 
CPR training classes are available in February. 
Successful completion results in certification that 
is good for two years. The first class, conducted in 
English, will be on February 3. The second class, 
in Spanish only, will happen February 4. Both 
sessions take place from 8 a.m.–noon at Oregon 
Association of Nurseries, 29751 S.W. Town 
Center Loop West, Wilsonville, Oregon.  
Register online at www.oan.org/cprclass

FEBRUARY 4 
BOXWOOD HEALTH WORKSHOP
The Oregon Association of Nurseries is 
teaming up with the Horticultural Research 
Institute and AmericanHort to bring an 
all-day boxwood health workshop to the 
Willamette Valley, which is a major hub of 
boxwood production in the United States. 
Experts from across the nation will help 
local growers identify and manage boxwood 
blight, which can be difficult to detect in the 
Pacific Northwest climate. The event includes 
a session by a mid-Atlantic grower who will 
share commonsense ways to reduce the 
incidence of the boxwood blight at the nursery 
level. The sessions will take place 8 a.m.–4 p.m.,  
at the Oregon State University North 
Willamette Research & Extension Center, 15210 
N.E. Miley Road, Aurora, Oregon. Registration is 
full. However, a wait list is accepting names at 
www.oan.org/event/boxwoodhealth.

FEBRUARY 5–7
PROGREEN EXPO
An educational green industry conference, 
the ProGreen EXPO features seminars and 
exhibits on the latest in green technology 
products, new business efficiency methods, and 
opportunities for continuing education exams 
and certifications. More than 6,000 professionals 
attend the event held at the Colorado Convention 
Center in Denver. Visit www.progreenexpo.com 
for more information.

FEBRUARY 20–23
PORTLAND SPRING HOME  
& GARDEN SHOW
Taking place at the Portland Expo Center, 2060 
North Marine Dr., Portland, Oregon, this show 
entertains and informs homeowners of the latest 
trends in remodeling and garden design. Guests 
browse exhibits of the freshest garden projects, 
new products for upgrading their living spaces, 
and helpful service providers who can upgrade 
nearly any aspect of their property. Attendees 
may collect magazines, snap photos, and grab the 
latest edition of the Retail Nurseries and Garden 
Centers Road Map. For more information, visit 
http://homeshowpdx.com.

FEBRUARY 21 
PNWCTA CHRISTMAS TREE 2020 
SHORT COURSE
Christmas tree growers and retailers are 
invited to the Pacific Northwest Christmas 
Tree Association (PWNCTA) 2020 educational 
session, starting at noon at Holiday Inn Portland 
South, 25425 S.W. 95th Avenue, Wilsonville, 
Oregon. Experts will discuss new growing and 
harvesting methods, research updates, pesticide 
and safety information, business practices 
and tax implications for those involved in 
the industry. Registered attendees may earn 
pesticide re-certification credits in Oregon and 
Washington. The lodging deadline is February 7. 
See tinyurl.com/y6lpuw6t for more information. 

FEBRUARY 26– MARCH 3
NORTHWEST FLOWER  
& GARDEN FESTIVAL
This year’s festival theme celebrates “Spring 
Fever” with over 30 fully landscaped display 
gardens, 100 free world-class seminars, and 
thousands of treasures in the garden and 
vintage marketplaces The festival is held at the 
Washington State Convention Center, Seattle, 
Washington. For more information, visit  
www.gardenshow.com.

FEBRUARY 27
NOR CAL LANDSCAPE  
& NURSERY SHOW
The Nor Cal Landscape & Nursery Trade 
Show is a one-day professional collaboration 
between California’s horticulture and landscape 
industries, taking place at the San Mateo 

Expo Center, 1346 Saratoga Drive, San Mateo, 
California.  It features more than 250 exhibits 
and nine educational seminars. Revenues 
raised by the Nor Cal Show are reinvested in 
the industry through education, research and 
philanthropy. The event Register online at  
www.norcaltradeshow.org.

MARCH 1
ONF SCHOLARSHIP APPLICATIONS
Do you know any high school, college or graduate 
students who are considering a career as a 
nursery or landscape professional? If so, March 1 
is the last day to apply for one of the 19 different 
Oregon Nurseries Foundation scholarships. 
Awards range from $500 to $1,500, and are 
sponsored by individuals and OAN chapters. For 
more information, log on to www.oan.org/onf,  
or contact Stephanie Weihrauch at 503-582-2001 
or sweihrach@oan.org.

MARCH 6
PLANT NERD NIGHT
Start your garden season off with Mike Darcy’s 
19th annual Plant Nerd Night, brought to you
through the support of The Hardy Plant Society 
of Oregon, as well as the Friends of the Rogerson 
Clematis Garden and the Salem Hardy Plant 
Society. Six regional specialty nurseries and 
gardens will offer previews of new or favorite 
plants, many of which will also offered for sale at 
the event. Doors will open at 6 p.m. on March 1. 
Presentations run 7–9 p.m. at Lake Bible Church, 
4565 Carman Drive, Lake Oswego, Oregon. Visit 
www.hardyplantsociety.org/plant-nerd-night 
for more information.
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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.

Oregon bans single-
use checkout bags

Oregon’s new statewide 
ban on single-use checkout 
bags took effect January 1, forc-
ing retailers including nurser-
ies to change their procedures 
— and customers to change 
their habits.

The new ban is part of 
a spate of local and state laws 
nationwide designed to reduce 
waste from plastic bag use. 
Retailers in other states can 
perhaps expect to see a similar 
push, if they haven’t already.

Nurseries are not 
exempted from the law. Any 
garden centers selling mer-
chandise that typically goes 
in bags now must eliminate 
use of single-use plastic, with 
the exception of flowers in 
plastic bouquet bags and pot-
ted plants in single-use bags. 
Those are still permitted.

However, many garden 
centers send their customers 
away with cardboard or plastic 
flats packed with plants, for 
easy carrying and convenience. 
These flats aren’t targeted 
by the new law, which only 
addresses bags.

Like other retailers, gar-
den centers who bag some 
merchandise have the option to 
offer customers recycled paper 
bags, reusable cloth bags and 
reusable plastic bags. Except 
in limited circumstances, mer-
chants must charge their cus-
tomers at least a nickel apiece 
for these bags. Most stores have 
reported some degree of cus-
tomer frustration as they adapt 
to the rollout.

The new law is intended 
to reduce bag use or encourage 
a switch to recycled or reusable 
bags, ultimately reducing the 
amount of plastic and other 
materials that enter the waste 
stream and the environment. 

Certain other exempted 
items can also still go in single-
use bags, ranging from nuts 
and bolts to bulk grains to pre-
scription medications to frozen 
foods. More information can be 
found at tinyurl.com/w3xjtsv.

OREGON GROWERS CONTRIBUTE 
POINSETTIAS TO STATE CAPITOL

Velvet-soft, locally-grown poinsettias 
make the holiday season feel complete. Several 
OAN members donated hundreds of the red 
and white plants to add a touch of greenhouse 
grower magic to the Oregon State Capitol 
rotunda for the Christmas tree lighting cer-
emony and other holiday events. The vibrant 
flowers helped to showcase Oregon’s $1 billion 
nursery industry to legislators.

The OAN Retail and Greenhouse Chapter 
organized the decorative effort. They would like 
to give special thanks to the following growers 
for their continued support of the annual 
poinsettia drive: Al’s Garden Center, F & B 
Farm & Nursery, Fessler Nursery Co., Iwasaki 
Bros. Inc., Koida Greenhouses, Peoria Gardens 
Inc., Griffin Greenhouse Supply, Skagit 
Gardens, Spring Creek Gardens Inc. and  
Smith Gardens Inc. 

TEMPORARY RULES ISSUED FOR 
NEW CORPORATE ACTIVITY TAX

The Oregon Department of Revenue has 
issued 12 new temporary rules for the corporate 
activity tax that lawmakers approved in 2019. 

The rules, posted at tinyurl.com/t7zq34n, are 
intended to provide guidance so that businesses are 
aware of steps they may need to take to comply 
with the new law. The state also has created an 
informational page at tinyurl.com/w2uqcgx

The new tax is projected to generate $1 
billion in funding for education in Oregon. It 
will be collected in addition to the state’s cur-
rent corporate income tax. Notably, it taxes 
income rather than profits — a major minus for 
low-margin businesses. 

The basics of the CAT tax are that businesses 
with more than $750,000 in income must register 
for the CAT program. They become tax liable 
once they generate more than $1 million in taxable 
commercial activity in a calendar year. Such busi-
nesses will owe a base amount of $250, plus 0.57 
percent of Oregon commercial activity of more 
than $1 million.

Only transactions and activity within 
the state of Oregon are subject to the tax. 
Certain items are excluded from the definition. 
Additionally, a 35 percent subtraction is allowed 
for certain business expenses. 

Payments are due quarterly for those busi-
nesses expecting an annual liability of $5,000 
or more, which equates to taxable activity of 
$1.8 million.

The Charles A. Sprague High School choir sings in the Oregon State Capitol, decorated with poinsettias 
donated by OAN Retail and Greenhouse Chapter members. PHOTO COURTESY OF OREGON STATE CAPITOL FOUNDATION.
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Northwest News

Group, and joined the company full time 
in 2011 as a creative director and market-
ing strategist. With strong skills in brand 
management, she has managed PR and 
marketing campaigns for national and 
international clients while building new 
business relationships for the company.

Dubow was recognized in GPN’s 40 
Under 40 Class of 2017, and GardenComm’s 
first Emergent Communicator in 2016. She 
serves on the Pennsylvania Nursery and 
Landscape Association board and Million 
Pollinator Garden Challenge marketing 
committee. Dubow previously worked as a 
marketing manager for Liz Claiborne, Inc 
and a technical production manager at CBS 
in New York, New York.

Visit www.gardenmediagroup.com for 
more information.

Suzi McCoy (left) is passing ownership of 
Garden Media Group over to her daughter 
Katie Dubow (right) 
PHOTO COURTESY OF GARDEN MEDIA GROUP

SKAGIT HORTICULTURE HIRES 
VP OF SALES AND MARKETING

Ron Vandiver has been 
appointed as vice president of 
sales and marketing at Skagit 
Horticulture, a national sup-
plier of annuals and perennials.

Vandiver joins the company with 20 
years of experience in grower plastic sup-
plies, which includes periods of starting his 
own company that was acquired by other 
commercial horticulture businesses. He was 
previously the vice president of sales at the 
Summit Plastic Company in Akron, Ohio, 
and national sales manager and accounts 
director for East Jordan Plastics, and busi-
ness development director at Airlite Plastics.

“Ron’s track record in business growth, 
leadership and innovative thinking is 
impressive,” said Scott Crownover, presi-
dent and CEO of Skagit Horticulture. 

CORRUGATED POLY CARBONATE
4.25’ wide sheets up to 24’ lengths
10 yr warranty on light transmission

$0.96 per sq ft

8MIL TWIN WALL POLY CARBONATE
4’ wide sheets up to 24’ lengths
10 yr warranty on light transmission

$1.65 per sq ft

ALSO OFFERING
Poly

Poly Carbonate
Shade Cloth

Ground Cover
Wire Lock
Roll-Ups
Heaters

Exhaust Fans
Code Structures
Gutter Connects

~
I 3.2 OZ. GROUND COVER

  6’ x 300’ ... $108
12’ x 300’ ... $199
15’ x 300’ ... $269

503-678-2700
info@ovg.com * www.ovg.com

20357 Hwy 99E
Aurora, OR 97002

12’ WIRE LOCK
base, wires
and screws

$12.50
prices good thru 2/29/2020

Announcements 
KATIE DUBOW TAKES OVER 
GARDEN MEDIA GROUP

On January 1, 2020, Katie Dubow 
took over as president and owner of Garden 
Media Group, succeeding her mother and 
company founder Suzi McCoy. The compa-
ny is based in Kennett Square, Pennsylvania.

McCoy started the boutique PR and 
marketing firm business in 1987 under the 
name IMPACT Marketing. The company 
focuses on home, garden, horticulture, 
outdoor living, and lawn and landscape 
industries. Garden Media is well known 
for publishing the annual Garden Trends 
Report that is used nationally and inter-
nationally by businesses that need to stay 
up to date with consumer behavior in the 
gardening industry.

From a young age, Dubow was 
continuously involved in Garden Media 
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In Memoriam 
JEAN FESSLER

The Oregon Association of 
Nurseries is saddened to report 
the passing of Oregon Nurseries’ 

Hall of Fame member Jean Fessler, 
who co-founded Woodburn Nursery & 
Azaleas together with her husband, Bob. 
She died December 22, 2019 at the age of 80, following a battle 
with breast cancer.

She was born Martha Jean Coleman on September 16, 
1939 in Woodburn, Oregon to Robert and Martha Coleman. 
She was raised in St. Paul, Oregon and graduated from the 
Providence School of Nursing in 1961. She worked for Salem 
Hospital and Newberg Hospital.

Jean married Bob Fessler on October 28, 1961, and shortly 
after, the young couple started Fessler Farms Inc., raising mink, 
cane berries and filberts. 

In 1968, they started Woodburn Nursery & Azaleas Inc., 
which became one of Oregon’s signature nursery operations. 
They started by growing florist azalea liners in a 25-foot by 
96-foot greenhouse. They added outdoor nursery stock in the 
1970s and added pot-in-pot production in 2000. The nursery 
today has 401 acres in production, including 220 acres of pot-
in-pot, 65 acres of outdoor containers, and 116 acres of covered 
production area (including 65 for azalea production).

The couple raised five children, all of whom became 
involved in running the family business. Jean managed the 
bookkeeping and assisted in the day-to-day operations until 
the time of her death. 

The company celebrated its 50th Anniversary in 2018. In 
2019, Jean and Bob were inducted into the Oregon Nurseries’ 
Hall of Fame.

A woman of faith, she was a member of Catholic Daughters 
of America and St. Ann’s Altar Society. She volunteered in church 
and school booths at Oktoberfest. She served on the Silverton 
Hospital foundation board. Jointly, she and her husband have 
earned many local community awards, including the Mt. Angel 
1st Citizen Award, Mt. Angel Business of the Year Award, and 
Silver Spirit Award (Legacy Silverton Hospital). 

Jean is survived by her her husband, Bob; children Tom 
(Debbie) Fessler, Rick (Melanie) Fessler, Karen (Ross) Jaeger, 
Sandy (Greg) Traeger and Jodi (Lance) Arritola; silblings Mary 
Ellen Wolf, John Coleman, Kathleen Macken, Jane Wavra and 
Bill Coleman; 19 grandchildren; and 17 great-grandchildren. Jean 
was preceded in death by her parents and by her brothers, Bobby 
and James Coleman. 

A rosary was held December 26 at St. Mary Catholic Church 
in Mt. Angel. A Mass of Christian burial followed December 27 
at the church. Memorial donations may be made to St. Mary 
Catholic Church in Mt. Angel, Oregon. Unger Funeral Chapel in 
Mt. Angel was in care of funeral arrangements.

OUTSTANDING VALUE

EXPANDED 
ORNAMENTAL OFFERINGS
IMPECCABLE SERVICE
From Acers to Zelkova, and many varieties 
in between, we specialize in understock for 
flowering, fruiting and shade. 

Our customers come to us for our quality 
rootstock. They come back for our service 
and attention-to-detail. 

WillametteNurseries.com
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“Our company is still relatively young, and 
we’re excited to see how Ron’s entrepre-
neurial passions can help propel us forward. 
His enthusiasm is contagious, and we are 
confident his fresh ideas and his commit-
ment to the customer experience will make 
him the ideal leader for our sales teams in 
all of our divisions.”

In Memoriam 
BRUCE C. HOSKINS 

The Oregon 
Association of Nurseries 
is saddened to report 
the passing of Bruce 
C. Hoskins, owner 
of Pacific Crest 
Groundcovers in Canby, Oregon. He died 
December 13, 2019 in Portland, Oregon, 
following a battle with brain cancer. He 
was 71.

Born and raised in Pittsburgh, 
Pennsylvania, Bruce was the son of Courtney 
J. Hoskins and Dorothy M. Beachler. He 
received a bachelor’s degree in horticulture 
from Penn State University, and moved to 
Oregon in 1970. 

Partnering with other growers, he pur-
chased 10 acres in Boring, Oregon to start 
JPB Rhododendrons, before changing to 
To-Kar’s Nursery. The operation moved to 
Canby, Oregon and the company’s name 
was changed to Pacific Crest Groundcovers 
in 2002. 

The family-owned nursery has been 
a member of the Oregon Association of 
Nurseries since 1991. Bruce retired as presi-
dent in 2019. 

Bruce is survived by his wife, Karen; 
sons, Tyler Hoskins of Corvallis, Oregon, 
and Andrew Hoskins of Canby; daughter, 
Kelsey Hoskins of Canby; daughter-in-law, 
Brittany Hoskins, of Corvallis; brother, Gene 
Hoskins of Arizona; and sister, Alice Takase 
of Texas. 

A private memorial service was 
planned. The family asks that memorial 
contributions be given to any brain cancer 
research organization. 

• Shipping Materials
    - Pallet repair boards, shipping gates,
      tilt sticks.
• Custom Assembly
    - Shipping racks, bare root 
      crates and nursery pallets.
• Planting Stakes
    - Multiple sizes available
• Treated Lumber
    - Multiple sizes available

503-434-5525
1726 SW Highway 18, McMinnville, OR 97218 • www.dstakemill.com         

Lumber Products for All Nursery Needs
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WHAT I'M HEARING

Gleams of an extended 
garden season

many times.
So, what does this mean for garden 

centers and gardeners as we anticipate the 
up-and-coming spring garden season? 

Lori Vollmer from Garden Fever! in 
Portland said if the weather stays mild, 
it could be a fantastic year for garden 
centers. With the fall season we just had, 
where many October days felt like spring, 
the 2020 garden season could easily be 
extended once again. 

But she cautioned: “One winter of less 
cold does not mean a permanent change.” 

Garden Fever! is not pushing the zone 

FORMER PORTLAND ROSE Society 
President Rich Baer sent me a photo 
that he took this past Thanksgiving 

from his garden. 
It was a bouquet of roses. 
I have lived in the Portland area for 

many years and it is not often I’ve thought 
of picking a full bouquet of roses at the 
end of November! 

With the mild fall weather, there were 
many other roses in Rich’s garden with flow-
ers to potentially use in a bouquet. Their 
blooms had been somewhat soiled due to the 
recent rains, but the rose plants themselves 
had not been damaged by any 
cold weather.

In my own garden in Lake 
Oswego, I still have some Salvia 
plants in pots that are bloom-
ing. The plants are not as lush 
as they were in the summer, 
but they are still flowering and 
providing a food source for 
hummingbirds. The one plant in 
my garden that astounds me is 
a variegated bush bougainvillea 
that is still alive. While it does 
not look so good, it has survived 
through mid-January in an area 
unprotected from the weather.

It’s not unusual
From talking to other gardeners 

and visiting other gardens this past fall 
season, what Rich and I are seeing is not 
unusual. I know there are many plants 
still surviving that should have died to 
the ground several months ago. What’s 
more, some trees and shrubs have swelling 
buds already. Spring perennials, likewise, 
are showing new growth buds or perhaps 
poking through the soil much earlier than 
usual. This tenderness emerging so early 
concerns me. I’m always aware of that 
cold, snowy blast that can appear as late 
as February around here. We’ve seen it 

native plants require different degrees of 
sun and shade. The “native” designation 
does not mean it will survive in any loca-
tion with no care.   

With the Willamette Valley having 
more heat units, and with warm-
er and more arid summers, Ken 
mentioned several other plants 
that, once rarely seen, are now 
becoming more common. 

Crape myrtles (Lagerstroemia 
spp.) are readily available at 
local garden centers and I often 
see this shrub planted in home 
gardens. Not only are there new 
selections to choose from, but new 
and more vivid flower colors are 
available with an earlier, longer 
blooming period. 

They thrive in the heat and I 
have never experienced any insect 

problems. At one time, powdery mildew 
was a potential disease issue, but many of 
the newer selections are resistant.     

Ken also mentioned that not too many 
years ago, it was unusual to see olive trees 
planted in a home garden setting, or actu-
ally, planted anyplace. Not anymore.

The first readily available variety was 
‘Arbequina’. It tended to be somewhat 
more winter hardy than others, and even if 
damaged, it seemed to bounce back. Newer 
varieties are now on the market. Olive trees 
have proven themselves to withstand heat 
and drought once established. 

In my garden, along a very sunny 
slope,  I planted three ‘Arbequina’ 

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.

of hardiness, but they do offer plants that 
may not always be winter hardy. Their 
sales personnel are taught to let interested 
customers know these plants carry a win-
ter risk factor. 

Meanwhile, low-maintenance, 
drought-tolerant native plants continue to 
be in high demand.

Ken Whitten from Portland Nursery 
echoed Lori’s observations on native 
plants. The term “native plants” seems to 
be a trigger in the minds of many custom-
ers — something that is perhaps magical. 
However, I believe that it is important to 
understand that not all native plants are 
easily adapted to a home garden. Different 
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olive trees about five years ago. Last sum-
mer, with a full and continuous blast of 
the hot summer sun, they received no 
supplemental water. They still thrived.  

Pointing in the right direction
Other than plants, there certain hard 

goods that I see as potentially strong sell-
ers in garden centers. If this coming sum-
mer is hot and dry, demand for mulches 
and compost mixes to help hold moisture 
in the soil will likely increase. This is 
important advice to give customers when 
they are planting. 

Soaker hoses and drip irrigation sys-
tems would also be items to feature.  

If this summer is like last, it presents 
an ideal opportunity for a garden center 
to step up and help customers succeed in 
a situation where they might otherwise 
fail. Using point-of-purchase materials and 
offering classes are two ideal ways to con-
nect gardeners to your garden center. 

Gardeners are continually hungry for 
new information. Local garden centers can 
pass along knowledge in a personal way 
the internet cannot match. Retailers advise 
customers which plants can withstand the 
full summer sun and which cannot; which 
plants are going to need supplemental 
water and which will not. 

Don’t forget about shade-loving 
plants. With many new homes being built 
close together, one home will often shade 
another. Offer customers more plant 
options that will thrive in such a situation. 

The more information you can give 
out, the more you tie the customer to your 
garden center. Success is built on trust and 
knowledge. Go for it. 

Previous page: Rich Baer's bouquet of roses 
from Thanksgiving Day. PHOTO BY RICH BAER 

Mike Darcy has a bougainvillea still in bloom 
by the middle of January.  PHOTO BY MIKE DARCY

WHAT I'M HEARING
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The voices of Oregon's nursery industry

TELL US ABOUT YOURSELF
I grew up on a hazelnut farm, and I was 

part of an extremely hard-working family. 
I can remember my mother waking up at 5 
a.m. every day to dive right into work. My 
father Jay and older brother Brent transitioned 
the farm into a nursery in the early 1980s. As 
any kid can be, I was not a fan of all the work 
and tried to hide from my nursery chores. I 
went to Utah State University and earned a 
bachelor’s degree in horticulture and plant 
sciences. While I was there, I worked as an 
arborist on a golf course and started doing 
some landscaping for one of my professors. I 
realized how much I actually loved the work I 
had thought I hated the most. I’ve been work-
ing with plants for nearly 22 years now.

WHAT'S YOUR GUIDING PRINCIPLE? 
Working with as many people as I do, I 

have many different principles, such as “Err 
or the side of generosity,” “Give people the 
benefit of the doubt,” and “Be honest.” I also 
think it’s important to be creative, be innova-
tive, and push your boundaries.

GOAL YET TO BE ACHIEVED?
I hope to create a legacy that will carry 

on into the next generation of my family. I’ve 
helped create the strong business we have to-
day, and I welcome anyone in our family who 
is interested in helping us be a better business 
as we grow.

WHAT’S THE BEST BUSINESS 
DECISION YOU’VE EVER MADE?
Deciding to work with family was the 

right choice for me. We have a mantra that 
goes: “It’s not about you; it’s not about me; it’s 
about the business.” By keeping the success 
of Bountiful Farms business at the helm of 
the decision-making process, I know we can 
put our personal emotions aside. When we do 
what’s best for everyone involved, we come 
out on the other side unscathed.

GREATEST MISSED OPPORTUNITY?
We all struggle with it, but planting the 

right crops in the right quantities keeps me 
up at night. I have a three-pronged process 
of checking with my top customers, meeting 
with sales individuals, and looking at past 

sales records to make every order I can. I’ll 
have my customers get involved in crop and 
quantity decisions.

WHO IS YOUR MOST 
SIGNIFICANT MENTOR?

I have two mentors — first, Lisa Nelson, 
who is my wife and the mother of our six 
children. Second, my nephew and business 
partner, Blake Nelson. In both cases, our 
strengths complement each other. With Blake, 
I love growing and sales, and he is great at 
finances and production. 

BEST BUSINESS ADVICE: 
My father, who is now 88, still tells me, 

“Don’t focus on what’s happening on the 
other side of the fence. Focus on what we do 
best. Travel the world to find the best.” It’s 
been incredibly helpful. Every couple of years, 
I will travel to Europe to attend international 
trade shows like the Essen Show, see equip-
ment shows, and tour other nurseries. I’ve 
visited everywhere from Canada to Italy to 
Germany and the Netherlands. It’s where I 
find innovative robotics and products. 

MEET THE 
LEADER

Todd Nelson
Co-owner 

Bountiful Farms Nursery Inc.
OAN member since 1999

• OAN Board of Directors Treasurer; 
previously Member at Large

• Finance committee chair
• Executive committee liaison for 

Membership Committee, and Retail  
and Greenhouse Chapter

WHAT DO YOU LOVE MOST 
ABOUT THE NURSERY INDUSTRY? 

I love the great people — the friends, 
customers, my team — but there’s also a 
lot to be said about how there’s always 

something new and challenging. Whether 
it’s politics, regulations, products, sales …  
I don’t know of anything that’s not con-

stantly pivoting. 

WHAT'S YOUR GREATEST
CHALLENGE? 

Labor and working with ever-changing 
regulations are both challenges. We stay true 
to around 100 employees.

WHAT MOTIVATES YOU TO GO 
TO WORK EVERY DAY?  

I love what I do. It’s important to me 
to make my family proud and provide an 
opportunity for any Bountiful Farms families 
to keep the business going. With three of my 
kids in college, one in high school and two in 
middle school, that is still to be determined.  
But if they have a passion for the work, I have 
the pathway for them.  

WHAT ARE YOU MOST PROUD OF?  
I’m proud of how innovative and differ-

ent our business has become. It’s not about 
being better than others, but more about 
how we’re anxiously engaged in improving 
ourselves. When looking at a production 
process or new fertilizers, I won’t sit back and 
think we have it all under control. I also take 
pride in the fact that I’m part of a happy work 
environment. One of our family’s principles is 
“Work hard, play hard.” If you come to work 
with a smile, you’ll leave with a smile. I enjoy 
being around happy people. 

IN YOUR OPINION, WHAT ARE
 THE MOST CRITICAL CHALLENGES 

FACING THE NURSERY 
INDUSTRY TODAY?   

Ever-changing regulations and limited 
labor supplies are huge concerns, but also 
staying ahead of the curve to predict trends in 
the industry. Being in the OAN helps me see 
what we’re facing and what’s coming down 
the pipeline. I’ve honestly been blown away at 
how much the OAN makes a difference. 
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The healing power of trees
BY TRACY ILENE MILLER 

Top: Legacy Health Systems Therapeutic Garden Program 
installed green spaces to expose patients to the health 
benefits of trees.

Bottom: Legacy Health Systems now maintains 12 gardens 
on the grounds of its various hospitals.

PHOTOS COURTESY OF THERESIA HAZEN

arenas, including policy and advo-
cacy, as well as commercial and 
retail marketing.

Health and lifestyle trends
The research showing the 

health benefits of trees comes as 
the world becomes more urban, health care costs keeps rising and 
the threat of climate change looms.

According to the United Nations, 89 percent of Americans will 
live in urban environments by the year 2050. That represents a 25 
percent increase from 1964 and a 5 percent increase from today. 
Worldwide, 68 percent of the population is expected to live in cities 
by 2050. 

Since the mid-1960s, health care spending as a percentage 
of the overall U.S. economy has been increasing, and it has done 
so at a faster rate than in other countries of the Organization 
for Economic Cooperation and Development, which includes 34 
democracies. In 1970, the U.S. spent 6 percent of its gross domes-
tic product (GDP) on health care, compared to 5 percent in the 
other countries. 

Then, in the 1980s, U.S. health spending began to grow even 
more rapidly. 

By 2017, at $10,224 annually, the U.S. was spending 28 per-
cent more per capita than the next-highest spender (Switzerland), 
according to a collaborative analysis by the Peterson Center on 
Healthcare and the Kaiser Family Foundation. The total bill came to 
$3.6 trillion, or 17 percent of GDP.

Although the number of research studies that specifically 
address the role of trees and health remains small compared with 
the vast number focused on human health and well-being, one 
review of the literature found a 140 percent increase in such studies 
since the 1980s. Also in the 1980s, in the midst of what were the 
warmest years on record at the time, scientists began to pay more 
attention to climate change.  

SCIENCE IS FINDING 
that, figuratively speak-
ing, a tree a day keeps the 

doctor away. 
Regular exposure to trees and 

nature can help people recover 
from illness and lead to better 
mental and physical health, accord-
ing to an ever-growing body of 
research. To the working members 
of the green industry, such declara-

tions may seem like a given, but 
scientists have been working hard 
to substantiate the connection. 
They’ve turned up solid evidence 
that advocates hope will influence 
health regulations, urban planning 
and even economic policy. 

For growers and retailers in 
the green industry, this growing 
body of research offers opportuni-
ties to promote trees in several 
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Marion Ag Service is proud to partner 
with Harrell’s, LLC to bring you Polyon™ 
controlled release fertilizer

Our team has the knowledge and experience 
to assist you in making sound decisions.

www.marionag.com

• Nutrition Programs
• Pest Management
• Testing & Analysis
• Seed Cleaning
• Sand Blasting 
• Paint Shop

Marion Ag Service is proud to partner 
with Harrell’s, LLC to bring you Polyon™

controlled release fertilizer

Farm Store  
20160 Main Street, St. Paul, OR 97137  

503-633-4281 
Home of the St. Paul Rodeo

Get the longevity you pay for

• Custom Blending
• Dry Fertilizer 
• Liquid Fertilizer
• Organic Fertilizer
• Lime & Dolomite 

Application

Broadacres North 
9400 St. Paul Highway,  Aurora, OR 97002  
503-633-4562

Green Cities: Good Health
The scientific community has been 

working consistently to research how plants 
and trees are more than just artistic decora-
tion or a creative outlet — they fulfill basic 
needs in the lives of people. 

Kathleen L. Wolf, a research social sci-
entist with the College of the Environment 
at the University of Washington (Seattle), has 
made the human benefits of trees and nature 
the focus of her work. She started her career 
as an urban forester in South Florida and a 
landscape architect in the Midwest. Now she 
studies the principles of environmental psy-
chology and the ways humans interact with 
— and benefit from — open space, urban 
forestry and natural systems.

One of her projects, a research review 
known as Green Cities: Good Health, has 
been conducted jointly with the U.S. Forest 
Service and the University of Washington. 

As project director, Wolf has compiled a 
database of more than 4,500 peer-reviewed 
publications to create an “overview of the 
scientific evidence of human health and well-
being benefits provided by urban forestry 
and urban greening.”

The literature review takes in more 
than a dozen research categories, such as 
“healing and therapy,” “mental health and 
function,” and “wellness and physiology.” 
People exploring the project website  
(http://depts.washington.edu/hhwb/) can 
view fast facts for each of these categories, 
then scroll down to review the detailed 
research, including references. 

Horticulture as therapy
Teresia Hazen works for Legacy Health, 

a health care organization serving Oregon 
and Southwest Washington. The nonprofit 
has six hospitals and several allied programs 
that combined include 14,000 employees, 
3,500 medical staff and 2,500 volunteers. 
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The healing power of trees

Hazen serves as coordinator of Legacy’s 
Therapeutic Garden Program, launched in 
1991, which incorporates academic research 
about the benefits of trees and nature into 
patient care. She pioneered Legacy’s horticul-
tural therapy initiatives and the construction 
of a therapeutic garden for Legacy’s long-
term care and skilled nursing patients. 

The first therapy garden took five years 
to complete, serving as the strong basic 
model to emulate. A second garden followed 
in 1997, and today, Hazen oversees an 
integrated system of 12 hospital gardens for 
patient rehabilitation, recovery and restora-
tion. These gardens have also become a place 
where employees can recharge, and Legacy 
encourages them to do so.

“We have ‘troopers’ who love to do 
patient care, and we have to remind them to 
take breaks — self-care,” Hazen said. 

In the research, gardens that are labeled 
“well-designed native settings” are ones 
that are designed in such a way that they 
require no direct attention by users looking 
to rejuvenate.

“Restoration happens automati-
cally,” Hazen said. “You don’t have to 
think about it.”Last year, the therapeutic 
design of Legacy’s second-floor terrace 
garden at Legacy Emanuel Medical Center 
in Portland won the Center for Health 
Design’s Evidence-Based Design Touchstone 
Award–Platinum. 

The design was acknowledged for 
including a number of research-supported 
features of gardens that reduce stress. It 
incorporates an informal, natural style with 
abundant vegetation and is easily accessible 
for people with crutches and other mobility 
aids, while still offering privacy and shade.

“In our gardens, trees are the frame-
work for our therapy,” Hazen said. 

Physicians make use of the gardens 
and will often prescribe garden time for 
their patients. They know the act of getting 
outside can improve patient strength and 
endurance. Moreover, the gardens serve as 
a desired destination, and as such, they pro-
vide patients with the motivation to move, 
engage and get back to good health.

“Coming to a garden with carefully 
placed and selected trees also provides 

a supported setting where families can 
come together to take care of each other,” 
Hazen said.

The gardens are open to the public 
and include botanical signage. While Hazen 
has planted familiar species as a comfort to 
patients, she likes to inspire and is always 
looking for new tree varieties to include. She 
seeks out plant material that offers sustain-
ability, as well as disease and pest resistance.

Since the Therapeutic Garden Program 
first began, the J. Frank Schmidt Family 
Charitable Foundation has been donating 
trees to it.

“We invested in giving them the 
resources 20 years ago, and their research 
is now going mainstream,” said Nancy 
Buley, director of communications at J. 
Frank Schmidt & Son Co., a tree breeder 
and grower based in Boring, Oregon. “The 
recognition of the health benefits is vaulting 
from science to the mainstream.”

For instance, the Nature Conservancy, 
normally known for its support of wild 
places, published a white paper in 2017 on 
urban trees that champions tree-planting 
projects in cities. This past summer, Science 
magazine published an article on the poten-
tial of forest canopies worldwide to mitigate 
climate change. 

And in late 2019, the New York Times 
reported that the City of Los Angeles is 
now focused on bringing trees to under-
served communities in part to address tree 
deficiencies in those areas. Officials see it as 
a public health issue. Those living in areas 
with more trees experience lower asthma 
rates, reduced hospital visits during heat 
waves, and improved mental health, as 
compared with residents of communities 
that have fewer trees. 

Marketing opportunities for growers
According to Buley, this attention on 

the health benefits of trees opens up some 
distinct, and long overdue, marketing oppor-
tunities for growers. 

“As growers of trees, shrubs, grasses, 
ground covers and all things green, we’re an 
essential part of the solution, but generally 
speaking, we’re not even part of the conver-
sation,” she said. 

All sorts of tools — scientific research, 
websites, non-profit organizations — are 
available, with the information going main-
stream, and there’s room to embrace it, to 
add value to products and use the informa-
tion to sell trees, she said.

The “Trees Are the Answer” trunk 
wraps Schmidt created four years ago to 
promote the health benefits of the trees rep-
resents one kind of tactic for growers.

“The wraps are very popular with our 
customers,” Buley said. “They’re colorful, 
carry a good message and attract the atten-
tion of garden center customers.”

There are also partners like the Arbor 
Day Foundation, whose mission is to inspire 
people to plant, nurture and celebrate 
trees.“Studies give us this cumulative idea 
that trees are good for our health,” said Pete 
Smith, urban forestry program manager at 
the foundation. “17 to 19 percent of our 
GDP is tied to trees.”

The foundation has posted valuable 
research on the health benefits of trees on its 
website at www.arborday.org and has estab-
lished national programs, including Tree City 
USA and Tree Campus USA. Tree City USA 
recognizes cities for meeting certain stan-
dards of tree cover. Tree Campus USA recog-
nizes educational institutions that establish 
and sustain healthy community forests, and 
which involve students in these goals.

More recently, the foundation added 
two new recognition programs: Tree City 
K-12 and Tree Campus Healthcare. These  
provide an opportunity for those campus 
grounds managers and sustainability staff of 
health facilities, respectively, to look beyond 
the footprint, engage tree professionals and 
contribute to the health of the community, 
Smith said. 

Smith wonders whether the nursery 
industry could reach out more to targeted 
audiences — perhaps at health care or edu-
cation conferences — and spread the word. 
Trees can clean water, clean air and improve 
human health, whether at home, work or a 
hospital, Smith said. 

“It is helpful for growers to have an 
understanding that they are not just in the 
business of marketing this product, but 
part of what they are selling is the sizzle of 

Legacy Health gardens serve both patients and hospital employees.
PHOTO COURTESY OF THERESIA HAZEN
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WHOLESALE GROWERS OF
Fruit, Flowering & Shade Trees

Deciduous Shrubs
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Combination Fruit Trees
Dwarf Fruit Cherries on Gisela™

Frost Peach®

Mt. Vernon, WA
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prepare the nursery  

industry leaders of tomorrow.

Contact the Oregon Association of Nurseries 
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 503-682-5089 or 888-283-7219.

The ONF is a nonprofit 503(c)3 corporation. 
Donations may be tax-deductible; consult a qualified tax attorney or accountant.
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the tree, the benefits those trees provide,” 
he said. “You’re planting an energy-saving 
device when you provide a shade tree that 
will provide summertime cooling. You’re 
planting a new mechanism for healing.”

Nicholas Staddon served as director 
of new plants and national spokesperson 
for Monrovia Nursery Company (based in 
Azusa, California) for more than 27 years. 
He now works for TreeTown USA (based 
in Houston, Texas, with significant growing 
operations in Oregon) in the areas of intel-
lectual property, new plants and marketing, 
and Mountain States Wholesale Nursery 
(Glendale, Arizona) in intellectual property 
and marketing. 

Like others, Staddon feels more could 
be done to market the health benefits of trees 
and plants.

“If I was standing in a room of 100 

growers and 
asked: ‘When 
you think of your 
plants, what’s the 
first thing you 
think about?’ 
Chances are the 
first thing they 
think about is 
profit,” Staddon 
said. “They’re 
growing plants 
to make money. But how good a job are we 
doing as a group in communicating the ben-
efits of trees?” 

Staddon met Hazen of Legacy Health 
years ago, and ever since, he has been a 
speaker (and a self-proclaimed “flag car-
rier”) on the topic of horticultural therapy.

“Plants have become a therapy whether 

we realize it or not,” Staddon 
said. “When people look at or 
smell flowers, or it’s a hot day 
and they’re rescued under the 
shade of a tree, or eat an apple, 
their emotions are revitalized. 
Horticulture stimulates emo-
tions in the best way.”

 “Our professions, whether 
growing plants or creating land-
scapes, are on the precipice of 
an opportunity as people begin 

to realize how important plants are for their 
health and well-being,” he said. “There’s an 
opportunity to seriously focus on the emo-
tion and the good trees do.”

There’s the financial side, and there 
is the health side that sales teams could be 
marketing as well, Staddon said. 

“We can talk about that they are 

The Children's 
Garden was built 
for young paitents. 
PHOTO COURTESY OF  

THERESIA HAZEN
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seedless, what they look like in fall, their 
flowers and that they are 15 feet high, but 
are we talking about the benefits of these 
plants, whether in cities or individual land-
scapes?” he asked. “The door is wide open 
to become educated and to promote plants, 
to have materials to support the benefits, 
and communicate that to sales team and the 
communities they live in.”

Marketing opportunities for retailers
On the retail end, in 2007, the Arizona 

Nursery Association (ANA) hired a market-
ing firm to help it develop comprehensive 
messaging for retail garden centers. The 
advice the association got? 

“This industry needs to promote the 
environmental, financial and health benefits 
of trees,” ANA Executive Director Cheryl 
Goar Koury said. 

Out of that came the Plant Something 
program (www.Plant-Something.org). ANA 
has signed up 25 state and provincial part-
ners, including the Oregon Association of 
Nurseries, who provide marketing materials 
and messaging that their members, and those 
in other participating states, can use.  

For example, OAN created its Plants 
Make Life Better flyers under the Plant 
Something banner. These are available at 
www.plantsomethingoregon.com/pmlb.

It’s not enough anymore to promote 
trees and plants only for their looks, that 
they are pretty, Goar Koury said. “The 
advice was to talk about the benefits of 
plants and trees, what trees do for you,” she 
said. “Our industry needs to stand up and 
talk about those benefits.”

The campaign is geared primarily to 
single-family homeowners who shop at 
retail centers, said Goar Koury. ANA found 
that retailers using the program aggressively 
reported 10 percent increased sales year over 
year.  “It’s another tool in the toolbox,” 
Goar Koury said. “Our retailers find value 
in using the marketing tools we created. 
Trees, and the industry, have a positive 
effect, and we are at the point where people 
care about that.”

Making climate change personal
Buley said she hadn’t thought about the 

personal nature of health as it relates to trees 
until attending the November annual meet-
ing of the American Society of Landscape 
Architects in San Diego, California. There 
she heard former EPA administrator Gina 
McCarthy talk about climate change. 

McCarthy mentioned that health 
makes climate change personal, and gives 
people a reason to care. That in turn can 
motivate action.

Wolf described it this way: “Health is 
not just access to care facilities, hospitals and 
doctors, but it’s much more. It’s the physical, 
mental and social well-being of people.”

Her work with colleagues to compre-
hensively review research found specific sci-
entific support that nature in cities improves 
air quality and many diseases associated with 
poor air quality as well as supports good 
health and stress reduction.

The next steps of economic valuation 
are the hardest, but necessary.

“Classic economics, of supply and 
demand, can’t apply to urban forests,” 
Wolf said. “We can determine the costs, but 
determining the benefits is quite difficult. We 
don’t have market values that establish these 
price points.”

But nonetheless, that is Wolf’s goal, and 
that of her colleagues. They want to iden-
tify the economic value of nature to human 
health and wellness, so that politicians, 
economists and planners can more easily rely 
it for decision-making. 

As this emerging research moves toward 
pinpointing the cost-to-benefit analysis of 
urban forests, growers and retailers can be 
watching as the literature for the health ben-
efits of trees continues to evolve to bolster 
messaging to customers that trees are inex-
tricably important to us all for our economy 
and for our personal health. 

Tracy Ilene Miller is a freelance writer  
and editor who covers several topics, 
including gardening. She can be reached  
at tracyilenemiller@gmail.com.

Events are held in the hospital garden to draw people to the spaces. COURTESY OF THERESIA HAZEN

The healing power of trees
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Proper credit
Nurseries need to play it safe when it comes to setting payment terms

BY JON BELL 

IN 2006, ABOUT SIX years after he founded JLPN Inc., a nurs-
ery seeding operation in Salem, John Lewis had finally reached 
a point where he was ready to begin operating on cash. Up until 

then, the business had been run largely on credit. 
Lewis then borrowed what he calls “a ton of money” and 

maxed out a massive credit line to buy his father’s company, Lew’s 
Lakeside Nursery. The year was 2007.

“That was the year everything crashed and business took a 40 
percent nosedive,” Lewis said. “I didn’t have money to pay my bills 
or payroll. My 12-month credit line took six years to pay off.”

Living through the Great Recession was an eye-opening 
experience for Lewis, as it was for other nursery owners. He said 
it took years to get back into the black, and during that time, he 
and other owners had a hard time paying invoices. At the same 
time, however, there were also some growers who were still able 
to prepay with cash and get the industry-standard 5 percent pre-
payment discount. 

“I couldn’t figure out how everyone could be broke and yet a 
few growers were still so cash-heavy that they went for the prepay-
ment discount,” Lewis said. “Relying on credit and being on cash 
was the difference between growers. I then realized the importance 
of credit at certain times, but also the Achilles heel, or noose, it 
could become. It was my goal to never use credit again.” 

Not all growers may have the same take on credit as Lewis 

does, but his experience with it illuminates the scrutiny that those in 
the nursery industry need to exercise when it comes using credit to 
keep the engine running. 

Credit can be a helpful tool that allows customers to buy and 
sellers to ship. But it can also lead to a slippery slope of debt that 
can become overwhelming for any business. 

As a result, nursery owners need to take a measured, well-
thought-out approach to credit to make sure it’s used effectively and 
doesn’t become troublesome. 

“I think it is so important for growers to get on a cash basis 
and examine financial risk from customer to customer,” Lewis 
said. “Knowing the impact that a bankruptcy or rough patch of 
a customer can cause you is critical. Too many companies get dis-
tracted by all the big zeroes they see on a purchase order, and as a 
result, they can’t say no to a big order. However, it’s the big zeros 
that make or break you when somebody can’t pay.”

Where credit’s due
As in most industries, credit plays a big role in the nursery busi-

ness. Growers need and use credit for a range of purposes, from 
acquiring land and equipment to paying for inventory.

“The nursery industry, in particular, will have pretty heavy 
investment in inventory, and the product mix can be multiple 
years of inventory, so you have a long cash cycle,” said 
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Valentin Celaya, senior vice president 
of credit for Northwest Farm Credit 
Services, which provides lending services 
and crop insurance for the agriculture 
industry. “You try to match the structure 
of the debt to what the cash flow is and 
when it can be repaid.” 

At present, Celaya said the environment 
for credit is fairly healthy. Interest rates have 
been “very attractive based on long-term 
historical trends,” and even though they 
rose a bit across 2019, Celaya said that rates 
dropped again toward the end of the year as 
the economy eased back a bit. Credit avail-
ability has been positive, as well. 

“In general, it’s all pretty healthy,” 
Celaya said. “There are probably some con-
cerns on the horizon if we go into a reces-
sion, what that will mean for the housing 
market and the nursery industry, but I don’t 
think there will be the same level of chal-
lenges as there were in 2008 and 2009.”

Credit and customers
One of the most important areas in 

the nursery industry where credit plays a 
role is in transactions with customers and 
suppliers. Growers will often extend credit 
to customers as a way to keep transactions 
flowing and goods moving. But it is in these 
kinds of arrangements where credit can 
become a problem when, for example, a 
customer ends up not paying on time — or 
at all. That can lead to financial troubles 
for a nursery, especially if the customer is a 
large one. 

“I’ve had people ask me how I’ve 
walked away from some very large orders 
over the last 20 years, and my response 
is always the same: ‘What good is a huge 
order, if they can’t pay their bills?’” Lewis 
said. “When you don’t get paid, it’s your 
profit margin you lose, not your overhead. 
It’s not personal, but I’m not risking my 
company and its people for somebody else’s 
business issues.”

That’s not to say that nurseries should 
never extend credit to their customers or use 
it themselves. But they do need to be cau-
tious and cover their bases. 

For starters, one of the most impor-
tant steps a nursery can take is to simply 

get to know its customers. Lewis said 
one of the first things he looks at when 
considering doing business with someone 
is “the known reputation of the busi-
ness practices of the grower.” By that, 
he means the quality of a customers’ 
product or growing practices and, more 
importantly, if they have a reputation for 
paying their bills on time. 

“The business is of no value to JLPN 
if they can’t pay their bills,” Lewis said. 

Getting to know customers is even 
more important in this day and age of 
mass consolidation in the nursery industry. 

Bill Stine, who manages the legal 
department for Cash Flow Management, a 
commercial collection agency in Portland, 
Oregon, said consolidation has found 
some nurseries using the same names but 
being owned by completely different peo-
ple or entities than the original owners.

“Things have changed dramatically, 
and you don’t even know the people any-
more,” he said. “You really need to recog-
nize that you have to protect yourself. You 
need to know a little bit about your cus-
tomers, have things established and know 
the routine.” 

If you do decide to extend credit to 
a customer, Doug Cushing, a shareholder 
with the law firm Jordan Ramis PC who’s 
done work on both the creditor and debt-
or side of the law for more than 30 years, 
said it’s important to get some formal 
credit application and references. Try to 
find out information from banks or other 
credit providers, if possible.

“For a lot of the nursery folk who are 
selling out of state, that’s even more criti-
cal,” Cushing said. “You can’t just walk 
over to the local customer and get a sense 
of what they’re all about.” 

Setting clear terms for credit leaves 
little room for surprises. It’s OK to give 
better terms to long-time customers than 
new ones.

“You have to decide how strict you 
want to be and how much business you 
could lose,” Stine said. “You don’t want 
to be so strict that people don’t want to do 
business with you.”

He also said that getting a personal 

guarantee in a contract from a customer is 
a wise move. While a person could start a 
corporation and walk away from it if things 
go downhill, a personal guarantee legally 
requires the person to repay any debts. 

In addition, Stine said establishing 
venue in your contract can be helpful if 
any troubles arise with a customer. Doing 
so requires out-of-state customers to come 
to the grower’s home state for any law-
suits, making it more challenging for them 
and giving the nursery, essentially, home-
court advantage. 

Keeping watch
If nurseries do decide to extend credit to 

certain customers, it’s critical to keep a close 
eye on payment schedule. 

“You want to have good communica-
tion with your customers there,” Celaya 
said. “Somebody may start to slow down, 
or they maybe don’t do as big of an order 
as they used to in the past. You want to 
keep an eye on those kinds of shifts so you 
have time to react.” 

Pay attention, too, to make sure that 
your customers are keeping up their business. 
Watch for annual statements and check that 
they’re renewing their LLCs and otherwise 
tending to their companies. Red flags could 
signal that a company’s in trouble. 

“Those are things that happen,” 
Cushing said. 

And if things simply end up going awry 
with a customer — they’re late on payments, 
they cancel orders — sometimes the best thing 
to do is just walk away. In December, Lewis 
had to do that to a customer who’d developed 
a history of slow payments. Lewis pulled their 
credit and put them on pre-payment, then 
ceased doing business with them altogether. 

“As far as breaking up with customers, 
it’s a real and necessary thing at times,” he 
said. “You have to be willing to have the 
hard conversation and say, ‘It’s actually not 
me, it’s you!’” 

Jon Bell is a freelance journalist who writes 
about everything from craft beer and real 
estate to the great outdoors. His website is 
www.jbellink.com. He can be reached at 
jontbell@comcast.net.

Proper credit



23DIGGERMAGAZINE.COM  FEBRUARY 2020

EMPLOYMENT EMPLOYMENTEMPLOYMENTEMPLOYMENT

1. Select Standard or Display Classified formats.
2. Determine general heading and subhead that ad runs under:
 •  General: “Employment,” “Plant Material,”“Service/Supply,” “Real Estate.”
 •  Subheads run under general headings. Create your own, but be general: 

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

mail any responses.
5. Compose ad. Designate headlines.
6. Email ad by deadline, February 10 for the January issue.
7. We bill after publication.
8. We reserve right to edit ads for content.

Classified Line Ad
• $35/column inch for OAN members / $55 for nonmembers.
•  Regular, one-column, standard typeface, approximately 28–38 characters 

per line, 7 lines per inch. Use headlines, bold, italics and special characters.
• Corporate logo (black & white) $30 additional charge.

Classified Display Ad (plus production charges @ $69/hour)
•  $45/column inch for OAN members / $71 for nonmembers.
•  Use logos, display type, borders, screens or reverses.
•  Electronic ad files can be supplied. Call for production details.

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

CLASSIFIEDS

OFFICE ASSISTANT
A mid-sized wholesale grower of 
annuals and perennials in Portland is 
looking for an Office Assistant to 
answer phones, assist with taking 
plant orders, check out customers 
and other basic office duties. Assist 
with monitoring of plant inventory by 
counting, evaluating plant readiness and 
entering collected data into system.

Experience in retail or wholesale 
nursery industry is desirable. SBI a 
plus. Must have an upbeat attitude, 
be a reliable and motivated team 
player and be willing to learn. This 
position will require working seven 
days a week during the peak season.

Please email your resume and cover 
letter to DiggerJobs@oan.org with 
Blind Box A in the subject line.

 NURSERY MANAGER
Teufel Nursery is looking for a 
career-minded professional Nursery 
Manager to work out of our 
Cornelius, Oregon facility.

Job Requirements:
• Able to establish and maintain a 

good working relationship with 
field crews and farm managers. Be 
a respected leader.

• Be familiar with all aspects of 
nursery production including 
potting, pruning, field maintenance, 
weed and insect control.

• Have or be willing to acquire Spray 
Applicator certification.

• Be willing to travel within Oregon 
and Washington weekly.

• Establish and maintain high 
standards of plant quality

• Lead all crews to perform every 
work function safely

• Maintain all equipment in clean, 
good working order and insure 
regular service intervals are met.

• Have a valid driver’s license and an 
acceptable driving record

Sa lary  DOE,  up to  $65K + 
vehicle + mobile phone. Benefits 
include Medical, Dental, Vision 
insurance plus PTO and 401(k) 
plan. Send resume directly to:  
louisr@teufel.com

YARD SUPERVISOR
Portland Nursery is looking for an 
ambitious Yard Supervisor at our 
Division location! This position is 
heavily involved in the day-to-day 
supervision of employees and acts 
in the role of the Yard Buyer in 
their absence.

Job Requirements:
• Ability to establish and maintain 

a good working relationship 
with staff. 

• Establish and maintain high 
standards of plant quality.

• Maintain an inventory of sales.
• Coordinate new staff training in the 

Yard Department.
• Coordinate seasonal construction 

and change of displays in the 
Yard Department.

• Ass ist  the Yard Buyer with 
paperwork, coding, discards, 
and returns.

• Sustain a positive and customer 
focused work environment.

• Support customer policies and 
procedures.

To apply, email resume to:  
lindseys@portlandnursery.com 

INSIDE SALES / CUSTOMER SERVICE
A & R Spada Farms in St. Paul, 
Oregon is seeking an individual to 
join our inside sales and customer 
service team. Primary responsibility is 
to interact with customers and service 
their needs. The position also includes 
order entry, order processing, and 
assistance with shipping.

Our daily mission is to exceed 
customer expectations by providing 
fast, accurate, and dependable 
service. If you’re the right fit, 
please send your resume to  
Vinny@spadafarms.com
 

MARKETING MANAGER
Portland Nursery is seeking a 
Marketing Manager! This position is 
responsible for all matters pertaining 
to marketing and advertising at both 
of our locations.

Must have a background in 
horticulture, work well with others, 
be professional and have exceptional 
customer service skills. Background in 
business and social media preferred.

Job Requirements:
• Responsible for overseeing and 

coordinating all social media. 
Including, but not limited to weekly 
newsletter, Instagram, Twitter, 
Facebook, YouTube, Yelp, and 
Google Reviews. 

• Includes regular communication 
with managers, buyers, website 
contractor, and ownership.

• Work with website contractor on 
a weekly basis to create newsletter 
– includes editing for grammar, 
punctuation and horticulturally 
accurate information.

• Take, edit and post high quality 
images and videos. 

• Work with the class committee 
to promote classes with low 
attendance and edi t  c lass 
descriptions if needed. 

• Oversee Stark and Division’s Class 
Committee, make gift cards for 
class teachers, host combined 
committee meet ings  every  
2 months. 

• Promote events through social 
media. 

• Support company policies and 
priorities.

• Sustain a positive and customer 
focused work environment.

To apply, email resume to:  
lindseys@portlandnursery.com

 

IN-HOUSE SALES  
REPRESENTATIVE

Patterson Nursery Sales, Inc. located 
in Eagle Creek, Oregon is searching 
for an experienced In-House Sales 
Representative. We are unique 
in that we are both a Grower as 
well as a full-service brokerage of 
Ornamental Nursery Stock. Our 
mission is to supply the finest 
plant material available through 
exceptional service. We ship 
throughout the USA and Canada.

A successful candidate will maintain 
existing customer accounts as 
well as develop new accounts. In 
conjunction with those primary 
duties, he or she will also maintain, 
develop, and cultivate strong 
vendor relationships. Candidate 
needs to be extremely se l f -
motivated, quality-driven, and 
possess a high work ethic. Must 
be a team player with extensive 
industry  exper ience.  Vehic le 
provided for to and from work 
as well as significant local travel 
visiting our suppliers and touring 
customers. Minimal overnight or 
out of area travel requirements. 

E x ce l l en t  bene f i t  package , 
competitive compensation based 
on DOE. If we interest you, please 
apply!

All applicants remain confidential. 

P l e a s e  s e n d  r e s u m e  t o  
Bill@Pattersonnurserysales.com

OUTSIDE SALES  
ACCOUNT REP

Motivated individual sought for 
outside sales position with landscape 
design firm in Salem.

Applicants must have verifiable 
e xpe r i ence  i n  ho r t i cu l tu re , 
landscape technology, or landscape 
design. Love of people and great 
design skills required.

Generous commission package offered. 

Please send resume to  
liz@thegardenangels.com
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JOURNEYMAN MECHANIC –
CANBY, OR

Our established and progressive 
wholesale nursery is seeking a 
skilled Journeyman Mechanic for 
our facility shop in Canby, Oregon. 
Extensive knowledge in the repair 
and maintenance of diesel semi 
and tractors, mechanical repairs 
on heavy and light duty trucks, 
system hydraulics and electronics 
are required.

Candidate must have an ODL with a 
clean driving record to be insurable, 
a familiarity with diverse farm/nursery 
implements and some experience 
with fabrication (welding an excellent 
plus). Must have the ability to work 
with a diverse team of employees, be 
goal-oriented, organized, workstation 
neat, energetic and maintain a safe 
work environment. 

Exce l lent  benef i t s  package, 
competitive compensation DOE, 
smoke and drug-free workplace. 
Please send resume to:

Mail, fax or email resume to:
J. Frank Schmidt & Son Co.

Attn: Human Resources
P.O. Box 189

Boring, OR 97009
Fax: (503) 512-2209

Email: dianar@jfschmidt.com

B&B DEPT. MANAGER
We are currently looking for an 
experienced manager to coordinate 
day-to-day operations of our B&B 
Dept. in Boring, Oregon. Qualified 
candidates should have hands-on 
experience with production of B&B 
ornamentals and conifers.

Individual is responsible for plant 
growth, health, and all cultural 
techniques and must be an organized 
team player capable of supervising 
others. Prior nursery experience is 
essential. Bilingual (English/Spanish) 
is a plus.  Must have a valid driver’s 
license and good driving record.
Excellent benefit package. This is a 
full-time position. 

Mail, fax, or email your resume to:
J. Frank Schmidt & Son Co.

Attn: Human Resources
P.O. Box 189

Boring, OR 97009
Fax: 503-512-2209

Email: dianar@jfschmidt.com

EMPLOYMENT EMPLOYMENTEMPLOYMENTEMPLOYMENT

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

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

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

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

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

JB INSTANT LAWN
SALES REPRESENTATIVE

JB Instant Lawn is a leader in the 
green industry and has specialized 
in providing beautiful lawns since 
1968. Headquartered in the heart 
of Oregon's Willamette Valley, JB 
farms nearly 2,500 acres of sod and 
seed in Oregon and Washington.

We have an immediate opening 
available on our sales team. We are 
seeking a motivated, responsible, 
assertive and highly organized 
professional to join our staff based 
out of our Redmond, WA location.
The ideal candidate must have a 
minimum of two years of successful 
horticulture selling experience. This 
position will be focused on building 
and maintaining accounts for sod, 
seed, and nursery sales to the 
landscape trade.

Essential Abilities:
• Exce l lent  wr i t ten and ora l 

communication skills
• Sense of urgency and self-

motivat ion; abi l i ty to work 
independently

• Ability to work under pressure
• Proven success in a sales territory
• Knowledge of turf and nursery 

stock
• Computer literacy
• Social media skills
• Some travel required
• Attention to detail with strong 

organizational skills

As an industry leader, JB provides 
you the opportunity to control your 
sales success with a competitive 
base salary plus a sales commission 
structure. We also offer our sales 
representatives a benefits package 
that includes company vehicle, 
vacation, medical, dental, and 
401(k) plan.

Please contact Brad Veibell,  
JB VP of Sales, via email  
including your resume  

and cover letter to  
greenteam@jbinstantlawn.net 

 
HELP WANTED

For jobs and key employees 
throughout California and the 
Northwest, call Florasearch, Inc. 
You know us. For more than three 
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 

Website: www.florasearch.com 
Email: search@florasearch.com 

INSIDE SALES REPRESENTATIVE
J. Frank Schmidt & Son Co., a leading 
provider of the highest quality bare root 
and containerized shade and flowering 
trees in North America, is seeking an 
experienced Inside Sales Representative 
at our headquarters in Boring, Oregon.

The qualified individual will oversee 
demands of our existing client base as 
well as new customers and support 3-4 
Outside Sales Representatives. Candidates 
must have experience in our Green 
Industry, be positive and self-motivated 
with a strong team work ethic.

Excellent computer skills and the 
ability to deal effectively in a fast-
paced environment are required. Past 
experience in a similar role is a plus.

This is a full-time position with great 
benefits. Wage DOE.
If you’re enthusiastic about partnering 
with a well-known and established 
leader in the nursery industry please 
email, fax, or mail your cover letter and 
resume to:

J. Frank Schmidt & Son Co.
Attn: Human Resources

P.O. Box 189
Boring, OR 97009
Fax: 503-512-2209

Email: dianar@jfschmidt.com

DECIDOUS TREE GROWER
Wholesale deciduous tree nursery 
located in Milton-Freewater, OR 
is seeking a full-time grower with 
experience in tree production. Applicant 
must be fluent in Spanish and English, 
both reading and writing, and have 
proven supervisory/management skills.

Ideal candidate will be self-motivated 
and quality-driven, be honest, a team 
player, trustworthy and possess a high 
work ethic standard. Five plus years of 
horticultural education and/or work-
related experience is preferred. Valid 
driver’s license required.

Moving and/or housing assistance 
may be available. Wage DOE with full 
company benefits.

Mail, fax, or email your resume to:
J. Frank Schmidt & Son Co.

Attn: Human Resources
P.O. Box 189

Boring, OR 97009
Fax: 503-512-2209

Email: dianar@jfschmidt.com

SALES REP – UTAH & ARIZONA
J. Frank Schmidt & Son Co., a 
leading provider of the highest 
quality bare root and containerized 
shade and flowering trees in North 
America, is seeking an experienced 
independent sales representative for 
Utah and Arizona.

The qual if ied individual wi l l 
proactively market, sell to and 
maintain our existing client base as 
well as establish new customers. 
Candidates must be positive, self-
motivated and have experience selling 
nursery stock. Experience working in 
the territory is a plus.

If you’re enthusiastic about partnering 
with a well-known and established 
leader in the nursery industry please 
email, fax, or mail your cover letter 
and resume to:

J. Frank Schmidt & Son Co.
Attn: Human Resources

P.O. Box 189
Boring, OR 97009
Fax: 503-512-2209

Email: dianar@jfschmidt.com

CLASSIFIED 
ADS WORK!

Contact 
Blair Thompson 
503-582-2012 or 

bthompson@oan.org 
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JOURNEYMAN MECHANIC – 
BORING, OR

Large wholesale nursery is seeking 
a ski l led and self-motivated 
Journeyman Mechanic to join our 
team in our repair shop located in 
Boring, OR.

Applicant must have a valid driver’s 
license and insurable driving record. 
Candidate must have the ability 
to work independently and assist 
other mechanics in the repair and 
maintenance of vehicles, tractors, 
forklifts, farm equipment and 
implements for a large variety of 
repairs, diagnosis and general service 
and upkeep.

Required experience:
General Service, Gasoline/Diesel/
LPG Engine Repair and Diag., 
Clutch/Transmission and associated 
component replacement (Tractor and 
Vehicles), Brake systems (Hydraulic 
and Air), Heavy Equipment Repair 
and Service including drive systems, 
Electrical Systems and wiring, Hydraulic 
systems and cylinders, some level of 
experience with farm equipment.

Any additional experience in welding 
and/or fabrication is a plus as well 
as familiarity with diverse farm/
nursery implements or tire repair and 
replacement on vehicles/tractors.
Cand ida te  w i l l  have  good 
communication and organizational 
skills, be highly motivated and goal 
oriented as well as being aware of 
and practicing safety in the workplace.
Candidate must also possess 
knowledge of electronic diagnostic 
equipment and be open to further 
training and use of electronic data and 
labor management software platforms.
The ability to maintain accurate 
records by recording service and 
repairs completed with parts and 
product usage is vital to the position.
Must be able to handle and carry 
objects up to 80 lbs.

We maintain a drug-free workplace. 
This is a full-time position with 
excellent company benefits. Work 
hours are 40+ hours per week and are 
conducted inside of a shop but may 
require outdoor work in potentially 
inclement conditions out in the fields 
of the nursery at times. Opportunities 
for advancement; wage DOE.

Mail, fax, or email your resume to:
J. Frank Schmidt & Son Co.

Attn: Human Resources
9500 SE 327th Ave.
Boring, OR 97009
Fax: 503-512-2209

Email: dianar@jfschmidt.com

EMPLOYMENT EMPLOYMENTEMPLOYMENTEMPLOYMENT
GREENHOUSE SALES REP

Are you a sales professional who enjoys 
the mechanical and technical side of 
horticulture? Do you like working with 
clients on configured and integrated 
projects? Stuppy is looking for a territory 
sales rep for expansion in the Western 
United States (OR, WA, ID, MT, UT). 
Our account reps work with several 
types of greenhouse users including 
ornamental growers, perennial growers, 
retail centers, schools, researchers, 
hydroponic vegetable growers, and 
aquaponic farmers. Stuppy does not 
pursue cannabis growers as clients.

We are looking for bright, outgoing 
people who can continually build and 
maintain strong relationships with 
clients. With national and international 
competition, an attitude of success 
and enthusiasm is necessary to 
compete for, and win, our customer's 
confidence. Stuppy customers expect 
an understanding of their unique 
growing requirements and confidence 
in our technical recommendations. You 
will be required to manage multiple 
sales opportunities, communicate 
enthusiastically with customers, and 
generate quality results.

Hor t i cu l tu ra l  exper i ence  and 
knowledge are ideal but not required. 
A passion to learn and connect with 
horticultural professionals is a must. 
People with engineering, construction, 
and configured product sales will be 
considered. You will be trained and 
we have excellent home office staff to 
support you.

Compensation is commissioned 
based. Our best salespeople earn over 
$100,000 annually. The ideal location 
for a home base is in the Portland, 
Oregon area. 

Travel is a must – expect to be out and 
about ten or more days a month. Most 
expenses are reimbursed and a vehicle 
is provided. In your first year, expect 
regular travel to the home office in 
Kansas City, Missouri.

Visit us at www.stuppy.com to learn 
more about our products, services 
and markets served. To apply, 
email cover letter and resume to:  
salesopportunity@stuppy.com

 

PLANT BUYER –
TEUFEL LANDSCAPE

Bring your talent to Teufel Landscape! 
We are looking for an energetic and 
ambitious Plant Buyer to join our 
Plant Nursery Team!

Job Summary
The Plant Buyer / Purchasing 
Agent works out of our Roy Farm 
Nursery in Cornelius, Oregon. Daily 
interaction with local area, regional 
and national nurseries to acquire 
the highest quality plant material at 
reasonable prices. 
 
Responsibilities and Duties
• Negotiate and procure plant 

material for multiple jobs in 
multiple locations

• Work from plant lists to produce 
price quotes for projects, locate and 
procure plant material that meets 
contract specifications

• Work with external and internal 
growers to deliver the sizes and 
quality that we need at the right 
times of year

• Coordinate inbound and outbound 
deliveries to reduce freight costs, 
ensuring that all materials are 
acquired at the lowest cost 
consistent with considerations of 
quality, reliability of source and 
urgency of need

• Support and maintain vendor 
relations/performance to facilitate 
quality, service, price and delivery 
objectives

• Interviewing vendors, analyzing 
quotes, recommending resources 
and scheduling deliveries

• Obtaining delivery certifications and 
reviewing materials received against 
orders placed

• Verifying and approving invoices for 
orders placed

• Developing and maintaining 
necessary records and files

• Be able to work inside and outside 
as needed at all times of the year

• Assist Nursery Manager with reports 
and/or tasks as required

Qualifications and Skills
• Procurement exper ience in 

landscaping, construction, plant 
nursery or related industry

• Ability to add, subtract, multiply, 
and divide in all units of measure

• Horticulture knowledge/experience 
is a plus

• Effect ive ora l  and wr i t ten 
communication skills

• Ability to prioritize and multi-task in 
a fast-paced environment

• Strong work ethic
• Exceptional customer service skills
• Ability to define problems, collect 

data, establish facts, and draw 
valid conclusions 

• Have a valid Oregon driver’s license

To apply,  emai l  resume to:  
louisr@teufel.com

NURSERY OPERATIONS 
MANAGER

Sobella Nursery in Boring, Oregon 
is a family-owned grower/broker 
seeking a full-time Nursery Operations 
Manager to work in a fast-paced 
environment focused on high quality 
and personalized customer service.

Primary responsibilities include but 
not limited to:

Oversee daily nursery operations; 
Manage inventory; Ensure every order 
is shipped in full with quality; Receive 
and ship inventory including unload/
load; Plan and execute tasks required 
to grow plants; Ensure equipment 
and facilities are maintained; Work 
directly with employees, customers, 
vendors and business partners with 
professionalism at all times.

Key skills: Communication; Computer 
proficiency; English/Spanish preferred.
Requirements: Associates degree; 
Legal to work in U.S.; Valid insurable 
driver’s license.

Applicants should send  
cover letter and resume to  
office@sobellanursery.com

Direct questions to  
office@sobellanursery.com

SERVICE/SUPPLIES
Drain Tile Installation

Nursery Specialists

Creekside Valley Farms
Serving Oregon & Washington

Contact Paul

503-437-4833 Cell
503-864-4422 Office

 

Want to 
post a job? 

Contact Blair Thompson 
503-582-2012 or 

bthompson@oan.org 

WAYS TO 
SUBSCRIBE TO

PHONE 
503-682-5089

ONLINE 
www.oan.org/publications

EMAIL 
Info@oan.org
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Specimen size
BAMBOO

over 30 feet tall
available

•Clumping Bamboo
•Large diversity 

•Quality wholesale plants
•We carry bamboo barrier

HDPE 30” x 60 mil
Controls running bamboo

(503) 647-2700
www.bamboogarden.com
bamboo@bamboogarden.com

 

PLANT MATERIALPLANT MATERIAL PLANT MATERIAL PLANT MATERIAL

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 
Growers 
Nursery

503-651-3535  •  FAX 503-651-3044
www.valleygrowers.com
vlygrwrs@web-ster.com

Hubbard, OR  •  OR and WA Certified D/WBE Company

Northwest Natives

Native, Wetland 
and 

Ground Cover 
Specialist
Growers of 

Quality, Healthy,  
Ready-to-Sell Plants.

Phone: 503-632-4787 
Fax: 503-632-5412
CONTRACT GROWING 

YEAR ROUND
21200 S. Ferguson Rd. 
Beavercreek, OR 97004

www.beaverlakenursery.com

BEAVERLAKEBEAVERLAKE
N U R S E R Y

Bareroot & Container Grown
Understock & Rooted Cuttings

Bareroot Seedlings
Acer, Amelanchier, Betula, Cercis, Malus,

Populus, Prunus, Pyrus, Zelkova

Rooted Cuttings
Acer rubrum, Betula, Platanus, Prunus & Ulmus

Band Pot Grown
Acer, Carpinus, Cornus, Fagus, Liquidambar,

Nyssa, Quercus, Syringa

Over 175 Varieties

Salem, Oregon      877-490-7844  
jlpnliners.com  • info@jlpnliners.com 

JAPANESE MAPLES
Bloodgood & Laceleaf maples for sale 
in Sandy, OR. 1-20 gallon size.

Call or email: 503-349-9321
kdnursery@gmail.com

 

CLEARWATER GROWERS

ROOTED CUTTINGS / PLUGS: 
Carex; Deschampsia caespitosa; Juncus; 

Scirpus; Thuja o. - ‘Emerald Green’ 
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 o. – 
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

 
SCHURTER NURSERY

Arborvitae - Emerald green 
Container-grown Boxwoods

Green Giants  
Otto Luyken • Skip Laurel 

Various Sizes & Varieties 
503-932-8006

HICKENLOOPER GARDENS
We have a lot to offer!

Specializing in: 
Hosta 

Winter Jewels Hellebores 
Hardy Fuchsia 

Heuchera 
Ferns  

Contact us for an availability list.
www.hickenlooper-gardens.com 

Phone: 503-949-5723 
Fax: 541-327-2011 

benhickenlooper@icloud.com
  

Ground Covers

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

sales@fourthcornernurseries.com
P: 800-416-8640

fourthcornernurseries.com

Rhododendrons

BIG RHODODENDRONS

Acres of rhododendrons –  
the place with 6'–10' tall sizes.  

Also tall rhododendrons in cans.  

Hidden Acres Nursery 
Sherwood, OR
503-625-7390 

www.hiddenacresnursery.net

Rootstock

PREMIUM QUALITY
OREGON ROOTSTOCK

THE FOUNDATION OF YOUR
ORCHARD STARTS HERE!

TRECO® NOW OFFERS
HAZELNUT TREES TOO.

TRECO®  
Oregon Rootstock & Tree Co. Inc.

P.O. Box 98 | Woodburn, OR 97071
p: 1.800.871.5141
f: 503.634.2344

WWW.TRECO.NU

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

CLASSIFIED ADS 
WORK!   

Contact Blair Thompson 
503-582-2012

bthompson@oan.org

Hiring? Work with us!

Digger magazine employment classifieds are THE go-to 
resource for skilled nursery professionals in search of their 
next opportunity — and companies in search of the perfect 
team member.

To place an ad, contact Blair Thompson at  
503-682-5089 or ads@oan.org.
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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

GROWING 
KNOWLEDGE
Series content is coordinated by Dr. Jay Pscheidt, professor of botany 
and plant pathology at Oregon State University in Corvallis, Oregon.

AS WE ANXIOUSLY WAIT for the first breeding-season 
birds to arrive and signal winter’s end, most vole species 
are also gearing up to produce more young. 

Voles are small, native rodents that are often called “mead-
ow mice.” Oregon is home to a total of 13 vole species. They 
vary in their distribution across the state’s diverse habitat types, 
in their population density, and in other aspects of their ecology. 

One famous aspect of vole ecology is their rapid reproduc-
tion, in spite of the fact they only live 2–16 months. 

Unlike some species that come into conflict with human 
endeavors, voles do not hibernate. In fact, gray-tailed voles are 
capable of breeding nearly year-round in mild weather years 
when food is plentiful, survival rates are high, and female voles 
have large, healthy litters. 

Our encounters with some vole species have been so infre-
quent that much is unknown about their ecology. However, we 
know that several are associated with grassland ecosystems, while 
others occupy habitats in forest ecosystems. The species we com-
monly encounter in nuisance situations in western Oregon are 
those whose natural diets include grasses, forbs, roots and bark. 

The ecological role of voles
Voles and other burrowing small mammals perform an eco-

system service by burrowing, which aids soil formation, aeration, 

and nutrient mixing. They move nutrients from the leached zone 
to the root growth zone in the soil as they construct and maintain 
their burrows. As voles go about their daily business, they deposit 
nitrogen and other nutrients via their urine and solid waste. 

In the process of eating vegetation, voles help promote veg-
etation and ecosystem-wide diversity at both fine and broader 
geographic scales. Even when they promote or create patches 
bare of vegetation, they are creating habitat for other species 
that require that resource, such as several of our ground-nesting 
native pollinators. 

Most voles are ultimately taken by predators — hawks, 
owls, some snakes, and other mammals — which in turn contrib-
utes to population regulation of a variety of species. Dead vole 
carcasses nourish invertebrates and the soil through decomposi-
tion. As a worldwide group of species, burrowing animals play 
important roles as ecosystem engineers. In some systems, the loss 
of burrowers is contributing to system collapse. 

Problems caused by voles
Often implicated in nuisance situations in the Willamette 

Valley is the gray-tailed vole (Microtus canicaudus), which is 
endemic to the region (it evolved here). 

Originally a prairie species, the gray-tailed vole is now 
closely associated with the agricultural tracts that are now 

Vole control
These tiny, burrowing rodents can cause problems for nursery crops

BY DANA SANCHEZ
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Previous page: Evidence of vole feeding 
on an olive sapling. 

Vole trails in grass field can be blocked 
to prevent their movement on a nursery. 
PHOTOS BY NEIL BELL

Vole control

in those spaces, and it has expanded into 
formerly forested areas that have under-
gone agricultural conversion. This vole is 
classified as a medium-sized vole species, 
weighing about 1.3 ounces, and spanning 
a total length of about 5.5 inches. 

Another westside culprit is the long-
tailed vole (M. longicaudus; 7.5 inches 
long and 2.3 ounces). It is somewhat larg-
er and helps illustrate the range of sizes 
across species. 

Not all vole species burrow, but those 
that do will reuse tunnels and entrances 
created by other species such as pocket 
gophers. We can often diagnose the pres-
ence of gray-tailed voles easily from 
numerous, intersecting above-ground run-
ways underlain by a series of underground 
burrows accessed by small entrances. 
Tunnels are often occupied when under-
water — gray-tailed voles are noted for 
their ability to swim through flooded sec-
tions to reach dry areas. 

Direct impacts on vegetation are 
another sign we can use to identify vole 
presence. Damaged areas will reveal over-
lapping scrapes by narrow little incisors (1 
mm). Generally, voles can only gnaw fairly 
low on plants, but they will readily take 
advantage of a height boost from snow-
pack, downed branches, or other struc-
tures, allowing them to reach higher plants. 

Growers should be vigilant for vole 
signs that management treatments might 
hide. For example, weed mats or deep com-
post surrounding stems could allow voles 
to access plants they might not otherwise. 

Boom and bust
Vole populations are newsworthy for 

their boom-and-bust reproductive cycles. 
Periodically, conditions become optimal 
for irruptive, sudden growth. 

Because voles reach sexual maturity 
quickly and have multiple litters, they 
often have overlapping generations of 
producers. A female, her daughters, her 
granddaughters, and her great grand-
daughters might all raise litters in the 
same season. When food is plentiful and 
survival rates are high, the population can 
deplete most of its food supply, causing 

applicator’s license. Products such as zinc 
phosphide are not species-specific in their 
effects and will hurt all animals and peo-
ple that ingest the product. 

Any pesticide product must be used 
according to the terms of its label, includ-
ing crop type, setting or location, target 
pest species,  application and other vari-
ables. Delivering chemicals in the burrow 
systems will reach the target animals 
without putting others at risk, including 
domestic animals and natural predators. 

Be mindful of the vole’s natural pred-
ators and look for ways to support them 
as a management tool. Add a raptor perch 
for daytime hawks, a nest box for barn 
owls, and be willing to tolerate the pres-
ence of foxes, weasels, coyotes, and other 
fur-bearing predators. In high-population 
years, however, natural predation alone 
will not be enough to prevent vole popula-
tions from having an economic effect on 
a crop.

Vole control in greenhouses
Inside the greenhouse, significant 

damage may occur beyond the plants. 
Voles chew pots and tunnel through grow-
ing media and in-house walkways. For 
those who produce food-grade products, 
there can be an additional food safety con-
cern around potential contamination from 
animal waste products. 

 1. Put up barriers. Attempt to 
exclude all rodents from the greenhouse 
interior. Following the first step above, set 
up a barrier: Use welded-wire hardware 
cloth with ¼-inch mesh at least six inches 
above the surface around the perimeter. 
Include a protective L-shaped apron 
extending at least six inches below the 
surface and bent outward 6–12 inches at a 
90-degree angle. The apron is recommend-
ed to prevent digging under the barrier. 

2. Modify the habitat. Immediately 
next to the greenhouse, remove natural or 
nuisance plant debris, garbage and stacks 

starvation. In captivity, females can begin 
mating in 18 days. Gestation (pregnancy 
length) is typically 21 days, although it 
can last 23 days. Somewhat older females 
(28 days or greater) at first pregnancy are 
likely able to optimize their lifetime pro-
duction, having more litters of somewhat 
smaller litter sizes (average 4–5 young) 
with higher birth weights and greater off-
spring survival. 

Estimates suggest 4–6 babies are born 
each year for the average female across 
most vole species. California voles (M. 
californicus) were observed producing 
9–11 litters in a single year, breeding for 
11–12 months. 

Vole control tactics
In any wildlife and human conflict, 

there are four resolution tactics. Given the 
site conditions and monitoring for what 
species are present in the immediate area, 
we can often proactively prevent the  
next recurrence. 

1. Deploy barriers. These can keep 
the animal from meeting the resources. 
Create an above-and-below-ground 
barrier for relatively limited-size areas. 
Blocking large areas is often limited due 
to the initial cost. Depending on the crop 
or growth type of interest, single-stem 
caging can be used to block voles and 
other gnawers. 

2. Modify the habitat. Remove or 
reduce the food and cover that would 
sustain a vole population. If the crop 
and growing system can tolerate it, 
periodically disturb the burrows between 
the rows, hiding cover and the food 
source for the voles. 

3. Deter the animals. Apply bittering 
agents to make the rodents avoid or reject 
the very resources they need. 

4. Kill them. Population reduction 
beyond trappable situations will likely 
require restricted-use products. Pesticide-
treated grain baits require a pesticide 
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        Schurter
Nursery

Arborvitae–Emerald green
Virescens
Boxwood

Japanese Maples
Otto Luyken
Skip Laurel

Various sizes & Varieties
503-932-8006

(503) 630-4349
FAX (503) 630-7542

PO Box 598 – Estacada, OR 97023

B&B Spruce 4 to 24 feet
Chamaecyparis • Fir • Pine

Japanese Maple • Poodle Pine
Cut Christmas Trees

Motz & Son Nursery
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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

Supplies for Small Growers
SEED STARTING - Pots Trays Inserts

Plug Trays
__________________________________________________________________________

 Labels - large variety size, color &
shape of blank plant pot & row markers

_________________________________________________________________________

Weed control, fertilizer, tapes & ties,
watering, and more

_________________________________________________________________________

http://www.AAA-mercantile.shop
http://stores.ebay.com/AAA-Mercantile

http://www.amazon.com/shops/AAAmercantile

Enter promo code DIGGER for a 10% discount
for a limited time at AAA-mercantile.shop

HOSTETLER
FARM DRAINAGE
503-266-3584

• Plastic Tubing 3"-24" • Laser Grade
Control • Open Ditch for Buried

Irrigation • Plows and Trenches •
Pot-n-Pot Drainage • Oldest Drainage
Firm in Oregon • Newest Subsurface

Irrigation Techniques

Materials and
Technical
Assistance
AvailableCanby, OR

MARKETPLACE
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of equipment or pots that can allow voles 
to hide from predators, get shelter or 
food, and access to the structure. 

3. Seal off potential food supplies. If 
there are bins with general waste or dis-
carded plant materials, make sure to use 
tight-fitting lids. 

4. Set up traps. If populations inside 
the greenhouse are relatively low, snap-
trapping can be effective. 

Snap traps are laid out so that the 
trigger plate lies within an active runway. 
If the animals have burrow openings with-
in the greenhouse, watch for fresh, moist 
scat to verify that that entrance and the 
adjoining runways are active. 

Agricultural producers can request 
technical assistance by consulting with 
the USDA Animal and Plant and Health 
Inspection Service (APHIS) by calling 
1-866-487-3297. Trained and licensed pri-
vate contractors, including wildlife control 
operators, are another option to consider 
when making and implementing a man-
agement plan. (tinyurl.com/t6uz3uq) 

Dr. Dana Sanchez is an Associate 
Professor and Extension Wildlife Specialist 
who is based on the Corvallis campus of 
Oregon State University. In addition to 
presenting and writing for Extension and 
public audiences, she conducts research, 
mentors undergraduate and graduate 
researchers, is course designer and direc-
tor for the online Field Sampling course. 
Dana Sanchez can be reached at  
dana.sanchez@oregonstate.edu

Key references:  
Center for Agriculture, Food, and the Environment. 
University of Massachusetts Extension. 2014. [Web 
resource downloaded November 7, 2019 from 
https://ag.umass.edu/greenhouse-floriculture/fact-
sheets/preventing-rodent-damage-in-greenhouses] 
 
Salmon, T.P., and W.P. Gorenzel. 2010. Voles 
(Meadow mice): Integrated pest management for 
home gardeners and landscape professionals. Pest 
Notes. Publication 7439. University of California 
Statewide Integrate Pest Management Program.  
 
Verts, B.J., and L.N. Carraway. 1998. Subfamily 
Arvicolinae in Chapter 11 Order Rodentia in Land 
Mammals of Oregon. University of California Press, 
Berkeley, CA. 
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Jeff Stone
OAN EXECUTIVE DIRECTOR

DIRECTOR’S DESK

Success is the sum of many parts
The nursery and greenhouse 

industry is chock full of 

successful operations — 

companies that have grown 

with the industry over time. 
To achieve that kind of lasting success 

requires a strong vision, as well as an abil-
ity to build a sound team to execute it. 

I’ve been fortunate to participate in 
successful teams multiple times during my 
career. While working for a U.S. senator, 
I was forged by the brass-knuckled atmo-
sphere of politics. Then, I served as chief 
of staff for the Metro regional government 
while it was undergoing an all-encompass-
ing structural change. For the last decade, I 
have served as your OAN executive direc-
tor — long enough to endure hard times 
and appreciate the prosperity that followed.

Every day, OAN members dem-
onstrate how strong companies and 
organizations are more than the sums of 
their parts. Everyone contributes, from 
the office personnel, to the talented and 
skilled workforce in the field (or the 
greenhouse, or the store), to the owner-
ship families who place a value on the 
craftsmanship of high-quality green goods.

I like to believe that our industry is 
modest, never boasting about success. 
That is a quality I hold dear. Your nursery 
association is run in a similar, businesslike 
fashion. The OAN is dedicated to support-
ing all facets of your business and every 
member business. We carefully invest the 
dues you contribute, and the volunteer 
hours many members provide, in programs 
that are built to help your business.

I want you to know your OAN staff 
is talented, professional and committed. I 
don’t hesitate to declare that this staff does 
more for its membership than any other in 
this industry, in United States and Canada. 
As we built this team, we made sure it 
matched the work ethic of our members. 
We want to work as hard as you do.

Building a team
Start a conversation about team 

building, and you’re likely to hear sports 
metaphors in short order. Not everyone is 
a big sports fan, but we all know a care-

fully built team with clearly identified 
roles is more likely to lead to success.

The members of the association are 
the owners of the OAN, and the OAN 
Board of Directors is their representative. 
Our board is like an elite coaching staff. 
Through engaged and active thinking, 
the board helps us create strategies and a 
playbook to put association members in 
the best possible position to be effective.

The 10-person OAN staff is made up 
of seasoned professionals. They take direc-
tion from the board, working diligently to 
execute the game plan. As your executive 
director, I have a team that is collabora-
tive, supportive, and knows what to do to 
make sure we stay on task.

Making a commitment
Those outside of agriculture have little 

understanding about the level of commit-
ment that it takes to make an agricultural 
operation successful. This element can build 
team chemistry if present, while a lack of 
commitment can hollow out an organization. 

Success is most likely when team 
members believe in — and commit to — 
the mission and purpose of your business. 
This commitment is realized when a team 
member can set aside his or her personal 
ownership of a job description to benefit 
the team. 

Establishing effective communication 
tools is perhaps the most difficult aspect 
of team building. It takes trust and open-
ness. Strong teams need the ability to 
share thoughts and feelings without the 
fear of reprisal. 

At the OAN, I have tried to build a 
culture that any idea is valued and listened 
to, no matter who raised it or where they 
fit on the organizational chart. These dis-
cussions may not lead to that idea being 
implemented in its initial form, but often, 
they can lead to a solution. They can open 
a different door that would have been 
closed before. 

I am not big on perfunctory staff 
meetings where team members report 
what they are working on, but I do follow 
two practices.

First, catch people doing things right. 
An annual review should never include 
surprises about the successes or challenges 

that occurred over the past year. 
Second, bad news does not get better 

with time. When a mistake is made or a 
project goes sideways, it’s essential to have 
an open door to solve it right away. 

We can learn from each other
No matter how successful an opera-

tion may be, it is important to learn from 
others. Knowing what you don’t know is 
key — it prompts you to look to team-
mates and outside resources when you 
sense a need or just want a reality check. 

I am fortunate to be deeply involved 
with the Nursery and Landscape 
Association Executives, an organization 
that includes nursery executives from the 
United States and the Canadian provinces. 

The talent of my colleagues is 
astounding. I can learn from sea-
soned leaders from Arizona, Idaho and 
Massachusetts who have served the indus-
try for two-plus decades. This provides 
exposure to innovative ideas that serve the 
industry. It is a personal privilege to act 
as a mentor to new executive directors — 
one that I value.

The OAN does a lot of things right. 
Our association is structured to be mem-
ber-driven. We are nimble on emerging 
issues and we serve as a fierce ally to our 
valued members. 

Make no mistake about it: joining an 
association is not mandatory. However, 
every OAN member should rest easy know-
ing that you have an engaged, responsive 
board and an association that is committed 
to the success of the industry. 



Above ground 
fuel storage, 250 
to 18,000 gallons 

UL 142 listed

FUEL TANKS

Spray or dry-box 
system, low ground 
pressure and light 

soil compaction

3W6 BUGGY

Meets all OSHA 
requirements for 

field sanitation

COMFORT
 STATION

Install and remove
dripline irrigation
systems in/out of

fields fast

DRIPLINE
HOSE REEL

10590 Donald Road NE Donald Oregon 97020    503-678-5525 

WWW.GKMACHINE.COM Combining Technology and 
Tradition Since 1974 

 Your area representative:
 Courtney Lewis-Borts
 503-951-3929
courtney.lewis@trlcompany.com

w w w . t r l c o m p a n y . c o m

•	 Reduces	dust	on	greenhouse	covers

•	 Blocks	IR	to	prevent	heat	loss

•	 Reduces	frost	damage	

•	 Saves	heating	costs	

•	 Maintains	higher	foliage	temperatures	
and	drier	plants

Outdoor	nursery	containers

Fill	trays,	handlers,	inserts	and	flats,eco	
friendly	products,	and	thermoformed	pots

Greenhouse	containers,	baskets		
and	trays

Thermoformed	and	injection	molded	
trays,	packs,	flats,	pots	and	hanging	baskets

Ginegar Plastics now joins the T&R family of products

Greenhouse	film	covers	

Polyethylene	films

Landscape	fabric,	shade	cloth,		
and	frost	protection

Propagation	trays

Ginegar’s  Advanced 5-Layer Poly Film 
Technology for Greenhouse Covers:

Need Poly Film? T&R’s Got You Covered!



DANDY MAN®

Rhododendron

Contact Kaylee Hardy, West Coast  
Account Representative, 616-414-7382

www.springmeadownursery.com 

800-633-8859

Workhorse

Dandy Man® is one tough dude. This 

series of three, hardy hybrids is proven  

to withstand hard winters as well as  

hot summers, and is root-rot resistant. 

Don’t let the gorgeous blooms fool 

you, these are garden workhorses, and 

superior evergreens for landscaping. 

DANDY MAN® Rhododendron 
FULL TO PART SUN, USDA Zone 5-9
4-8' tall and wide

DANDY MAN® Purple

DANDY MAN COLOR WHEEL®

www.provenwinners-shrubs.com

• Root rot resistant

• Well-branched

• Cold hardy

• Heat tolerant

DANDY MAN® Pink10'

Feb Digger - Dandy Man Pink.indd   1 12/19/19   4:55 PM
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