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STEVE’S
Plan

Individual thinkers deserve individual business insurance.

Products and services may not be available in all states. Terms, conditions and eligibility requirements will apply. Life 
insurance and annuity products may be underwritten by American National Insurance Company, Galveston, Texas. 
Property and casualty products and services may be underwritten by American National Property And CasualtyCompany or 
American National General Insurance Company, both of Springfield, Missouri. 19-069.304407.V1.8.19

P R O U D  M E M B E R  O F

Your business is as individual as you are, so don’t settle for a 

one-size fits all business insurance plan. You deserve a plan 

custom designed to address your specific needs.

American National agents have proven experience and 

success protecting green industry professionals by providing 

personalized plans. With a coordinated array of insurance 

coverage for business and family, we can service all your 

insurance needs.

Visit www.an.insure/digger to contact an agent near you. 
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The greatest 
benefit of all
We often hear the phrase, 

“Membership has its benefits.” 
When we invest in a membership organization 

or cause, we expect to see a financial or emotional 
return on that investment.

The Oregon Association of Nurseries (OAN) offers 
several programs that directly impact your bottom line, with a prime example being our 
health and dental insurance programs. They can offer substantial savings over what you 
find elsewhere in the marketplace. Trucks to Trade Shows has been a great way to save 
money shipping our quality Oregon nursery stock to shows across the country. These 
benefits — along with the everyday savings offered to members through our credit card 
processing, bulk/cardlock fuel, and office supply discounts — bring great value to all 
members, large and small.

The association also brings us exposure to the national marketplace. The Farwest 
Show and Nursery Guide do a fantastic job of promoting our quality growers and prod-
ucts to the world. These are great tools for bring together buyers and sellers. 

But to me, the most important benefit the OAN delivers is the connection between 
members.

We recently held our annual convention, and this year, we had to do it online. This 
was a new experience for us. Of course, we conducted the association’s usual business, 
installing new officers and updating members on the financials. However, none of us 
will forget the first annual “Plant Wars”-themed virtual Happy Hour. We had members 
show up from all corners of the galaxy, dressed as their favorite Star Wars characters. 

It was a night filled with games, funny videos, lots of laughter, and as any good 
OAN party, lots of spirits.

This is the part of OAN mem-
bership that often goes overlooked. 
Some of the closest bonds with our 
own family were built through the 
OAN. Growing up in the industry, 
nearly every social gathering we had 
involved another grower or associate member. These end up being the people we turn to 
quite often, either for problem solving in our business, or just a night on the town. 

If you had asked me 20 years ago, I never would have imagined that a greenhouse 
salesman would be a groomsman on my wedding day. Now, I couldn’t imagine choos-
ing anyone else for that role.

I’ll never forget the flood of nursery friends that packed a high school gym on 
senior night to honor the daughter of one of our own. It was probably the largest, most 
raucous crowd this group of girls had played in front of all year. We would all do it 
again in a heartbeat.

Yes, membership has its benefits, but you also get out of membership what you put 
into it. 

I have gained so much from my involvement with the OAN, much of which has 
helped advance my professional abilities. More importantly, I’ve gained a group of 
friends I know I can turn to for anything. These relationships built over the years are 
something we will all be able to take with us long after our nursery careers are over. 

To me, that member benefit is worth every penny. 

Kyle Fessler
OAN PRESIDENT

PRESIDENT’S MESSAGE 

2020–2021 
EXECUTIVE COMMITTEE

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

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

 Josh Robinson Robinson Nursery Inc.
 PRESIDENT-ELECT P.O. Box 100

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

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

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

 Jim Simnitt Simnitt Nursery
 PAST-PRESIDENT 138 NE 22nd Ave.

  Canby, OR 97013
  simnittnsy@canby.com

  503-266-9640
  FAX 503-263-6330

 Wes Bailey Smith Gardens Inc.
 TREASURER 23150 Boones Ferry Road N.E.

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

 Amanda Staehely Columbia Nursery
 SECRETARY 29490 S, Jackson Road
  Canby, OR 97013
  amandastaehely@gmail.com  
  503-810-2598

 Ben Verhoeven Peoria Gardens Inc.
 MEMBER AT LARGE 32355 Peoria Rd SW
  Albany, OR 97321
  benv@peoriagardens.com    
  541-753-8519

____________

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

 Joe Dula Moana Nursery
 CONTAINER GROWER joed@moananursery.com  
  503-266-8170

 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

 Tyler Meskers Oregon Flowers Inc.
 GREENHOUSE  tyler@oregonflowers.com  
  503-678-2580

 Gary S. English Landsystems Nursery
 RETAIL gary@landsystemsnursery.com 
  541-382-7646

But to me, the most important 

connection the OAN creates is the 

connection between members.
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JANUARY 14
INTEGRATED PEST MANAGEMENT FOR NURSERY CROPS WEBINARS (SPANISH ONLY)
The OAN is hosting two back-to-back live webinars for Spanish speakers about integrated pest 
management for nursery pathogens. Each 9–11 a.m. session will focus on a different disease-causing 
plant pathogen, and the best management practices for controlling it in the nursery or landscape. 
Applications have been submitted to the ODA and WSDA, and we are anticipating two pesticide 
continuing education units (CEU) from the organizations listed for each session. Registration is 
required; more information can be found at www.oan.org/event/ipmwebinars

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. 

JAN

VARIOUS DATES
FIRST AID AND CPR CLASSES
Two OAN-sponsored First Aid and Adult 
CPR training classes are available in January. 
Successful completion results in certification that 
is good for two years. The first class, conducted in 
Spanish, will take place January 19. The second 
class, conducted in English will happen January 
28. Both sessions take place from 8 a.m.– 1 p.m. 
at Oregon Association of Nurseries, 29751 S.W. 
Town Center Loop West, Wilsonville, Oregon. 
Register online at www.oan.org/cprclass

VARIOUS DATES
PLAN FOR YOUR LAND 2021
Marion Soil & Water Conservation District 
and the North Santiam Watershed Council 
are hosting a free, four-part series of courses 
for small farms and rural properties that are 
preparing a conservation plan for their land. 
Experts will discuss water protection, improving 
soil health, increasing wildlife habitats, and 
potential project funding. The classes run from 
5–8 p.m. online on four consecutive Thursdays, 
and are free to attend. The classes will discuss 
conservation planning and soil (January 14), 
water and vegetation (January 21), streamsides 
and woodlands (January 28), and working lands 
(February 4). Register for Plan for Your Land 
2020 at tinyurl.com/ybh9wakl.

VARIOUS DATES
FARM SUCCESSION PLANNING 
WORKSHOP SERIES
East Multnomah Soil & Water Conservation 
District (SWCD) will host a free, four-part 
online workshop series for agricultural 
business owners interested in creating a farm 
transition plan. The series will explore many 
topics, from estate planning to estate taxes. 
The virtual events run from 1–4 p.m. on 
alternating Wednesdays starting January 27. 
The other dates are February 10 and 24, and 
March 10. To register, go to https://emswcd.
org. The series is hosted in partnership with 
Clackamas SWCD, Tualatin SWCD, Clackamas 
Community College, and the Clackamas Small 
Business Development Center.

JANUARY 4–5
PNW INSECT MANAGEMENT  
VIRTUAL CONFERENCE
80th Annual Pacific Northwest Insect 
Management Virtual Conference will be held 8 
a.m.–12:30 p.m. over two days. The conference 
will include presentations, posters, and formal 
discussions about insect and arthropod pest 
research in field, row, vegetable, seed, small 
fruit, and other crop production. There will 
be nine sections of reports about biological 
controls, IPM, info-chemicals, and more. Visit 
agsci.oregonstate.edu for details. The cost is $30 

to register (students are free) and no pesticide 
license recertification credits will be available.

JANUARY 6–8
MANTS.COM BUSINESS HUB
The new MANTS.com Business Hub was 
developed to offset the cancellation of the 
in-person Mid-Atlantic Nursery Trade 
Show due to the COVID-19 pandemic. It is 
a searchable directory that will help green 
industry professionals make business 
connections. The hub utilizes intelligent 
matching to connect exhibitors and buyers 
based on selected categories of interest. It will 
also feature live video meetings, exhibitor 
profiles, live demonstrations, and drop-in hours. 
Attendee registration runs through January 
8 and the cost to participate is $10 per person. 
All registered attendees will have access to the 
Business Hub for 90 days following the event. 
Visit MANTS.com for additional show details.

JANUARY 8
MARION SWCD — ENVIRONMENTAL 
EDUCATION WEBINAR
Marion Soil and Water Conservation District 
(SWCD) is hosting a free webinar for agricultural 
businesses interested in enhancing their 
conservation efforts. Jenny Ammon, Marion 
SWCD natural resource educator, will provide 

information about the programs and grants the 
district offers for Grey-K environmental funds. 
To attend, go to tinyurl.com/yxl4e2ye.

FEBRUARY 5
NATIVE PLANTS WORK! 
Marion SWCD native and invasive plant 
specialist Jenny Meisel will discuss the benefits 
of making home gardens and landscapes an 
oasis for pollinators and wildlife. She will share 
tips for improving soil health and choosing 
natives plants for certain landscape conditions. 
The event is free to attend. To register, go to 
tinyurl.com/yxl4e2ye.

FEBRUARY 17–18
NURSERY GUIDE LIVE
One of the most comprehensive buyers’ guides 
in the green industry is expanding to host a LIVE 
online marketplace for the best plants, products 
and services this spring. Hundreds of growers, 
retailers and suppliers will be available to answer 
your questions and discuss availability for this 
shipping season. Join a real-time video chat or 
product demonstration available to attendees 
and exhibitors. This event for greenhouse and 
nursery businesses, produced by the Oregon 
Association of Nurseries, is unlike anything 
you’ve ever seen before. Contact Allan Niemi for 
details at 503-582-2005 or aniemi@oan.org. 



At Northwest Farm Credit Services, we know things don’t always go the 
way you expect. We’ve been through it—100 years strong—providing 
financing and crop insurance to farmers and ranchers through good times 
and bad. Because we believe in what we do—and who we do it for.

If partnering with a stable lender sounds good to you, give us a call. 
We'd be happy to help.

800.743.2125 | northwestfcs.com

Stable. In an industry that 
can be anything but.
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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.

OAN announces 
Nursery Guide LIVE 
virtual marketplace

Nursery Guide LIVE — a 
virtual marketplace bringing 
together green 
industry buy-
ers with the 
top providers 
of plants, 
products and 
services — 
will take place Wednesday and 
Thursday, February 17–18, at 
www.NurseryGuideLive.com,  
the Oregon Association of 
Nurseries has announced. 

“Nursery Guide LIVE is 
designed to provide sales and 
buying opportunities just as the 
spring shipping season kicks 
off,” OAN Director of Events 
Allan Niemi said. “It supple-
ments the in-person Farwest 
Show, which is still planned for 
August 18–20, 2021.”

The virtual event com-
plements the existing Nursery 
Guide book and website, 
which will remain in their 
current form. Exhibitors will 
have the ability to populate 
their Nursery Guide listings 
into their virtual booth. 

In creating the virtual 
event, OAN has chosen to work 
with Showmetry, a virtual 
events platform that offers an 
easy and intuitive layout with 
powerful features. They include 
a visually robust booth layout 
with simple setup, unlimited 
product listings with multiple 
images and videos for each 
product, live video chat features 
to interact with numerous visi-
tors at the same time (or sched-
ule private video chats) and the 
ability to give live presentations 
for up to 30 attendees at a time. 
Attendees will be able to search 
live to find what they’re looking 
for in the marketplace.

Exhibitors will be able 
to reserve their virtual 
booths starting January 7. 
Sponsorships are also avail-
able. Contact Allan Niemi at 
503-582-2005 for sponsorship 
and exhibitor details.

In one of his first acts as the new OAN presi-
dent, Kyle Fessler made several appointments to 
the OAN Executive Committee. The appointments 
were necessary due to the resignation of incoming 
vice president Denece Messenger from the board. 

Messenger resigned from the board after 
announcing her retirement from the nursery indus-
try. She is selling her business, Decorative Bark 
Products. Fessler thanked her for her contribu-
tions. “She was a permanent fixture in much of 
what we did as an association,” he said. “The 
amount of work she put in is unbelievable, and 
we’re very sad to see her exit the industry.”

Her departure created a chain reaction of 
vacancies, which Fessler filled by executive action 
per the OAN bylaws. As a result, Todd Nelson of 
Bountiful Farms Nursery Inc. stepped into the role 
of vice president, Wes Bailey of Smith Gardens 
replaced Nelson as the new treasurer, Amanda 
Staehely of Columbia Nursery LLC replaced 
Bailey as the new secretary and Ben Verhoeven 
of Peoria Gardens Inc. was appointed as the 
Executive Committee’s new member at large, 
replacing Staehely. 

Also on the Executive Committee are Josh 
Robinson of Robinson Nursery Inc. and outgoing 
president Jim Simnitt. Robinson is the new presi-
dent-elect, and Simnitt became the new immediate 
past president.

Fessler became the newest second-

More COVID-19 coverage online
Further updates on how the COVID-19 virus is impacting the greenhouse and nursery 
industry is online at www.diggermagazine.com/category/coronavirus. We are 
reporting on the most current information as of press time, but please check online for 
the most up-to-date information.

KYLE FESSLER SWORN IN AS NEW 
OAN PRESIDENT FOR 2020-21

Kyle Fessler of Woodburn Nursery & 
Azaleas Inc. became the new president of the 
Oregon Association of Nurseries on December 5, 
2020, succeeding Jim Simnitt of Simnitt Nursery 
in the role. 

The transition took place at the annual OAN 
Convention, as is traditional, but there was a dif-
ference. The convention took place virtually this 
year, on Zoom, rather than in Hawaii as originally 
planned. The Hawaii convention will now take 
place November 2021.

Fessler praised the leadership of Simnitt, the 
outgoing president. “This has been one of the 
most chaotic and crazy years in the association’s 
history, and every step of the way, Jim was calm, 
cool and collected,” he said.

Simnitt steered the association through a 
difficult year with the COVID-19 pandemic, the 
uncertainty around shipping season that it created, 
the cancellation of the Farwest Show, the resulting 
reduction in OAN staff and more. It became a suc-
cessful year for many growers but a difficult one 
for the association.

“I don’t think there would be a better 
person to lead us through the chaos but Jim,” 
Fessler said. “I appreciate your taking the reins 
and making those decisions that no one would 
ever want to make.”
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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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generation OAN president. His father, Tom, 
served in the role in 1996. Other second-
generation presidents of OAN include 
Josh Zielinski (2018; father Doug served 
in 1999), Mark Bigej (2017; father Jack 
served in 1993), Lee Powell (2005; father 
Donald served in 1981), Clint Smith (1997; 
father Howard served in 1965), and J. Frank 
Schmidt Jr. (1963; father J. Frank Sr. served 
in 1938). 

The Klupengers had three generations 
of OAN presidents, with Kevin (2010), his 
father Ray (1972) and his grandfather Joe 
(1958) all serving in the role.

OUTGOING U.S. REP. WALDEN 
SPEAKS WITH MEMBERS

U.S. Rep. Greg Walden (R-Oregon) 
gave the keynote speech at the online 2020 
OAN Convention, reflecting on his 22-year 

congressional career representing eastern and 
southern Oregon. 

Walden, 63, did not run for re-elec-
tion in 2020 and is retiring from Congress 
after serving since 1999. He intends to 

work in the private sector. “I’ve very much 
valued and appreciated working on these 
issues together that are so important to 
the nursery industry,” he said. “Nurseries 
are such an important part of Oregon’s 
agricultural economy.”

Walden noted several positives for agri-
culture during the last four years under the 
Trump administration, including lower taxes, 
fewer regulations and until the pandemic, a 
stronger economy. He also mentioned the 
rollback of the EPA Waters of the U.S. Rule, 
and renegotiated trade agreements.

In the November 3 election, former 
State Sen. Cliff Bentz (R-Ontario) was elect-
ed as Walden’s replacement. Walden expects 
that Bentz will be a strong voice for agricul-
ture and rural Oregon. “Cliff is a water law 
attorney,” Walden said. “When it comes 
to water, the lifeblood of agriculture, we’re 
going to be well served.”
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Northwest News

FRIENDS OF NURSERIES 
AWARDS ANNOUNCED BY OAN

The Oregon Association of Nurseries 
has recognized six public officials as Friends 
of Nurseries for 2020, OAN Government 
Relations Committee Chairman Mark Bigej 
of Al’s Garden & Home announced at the 
2020 OAN Convention. Each was recog-
nized for their actions to defend and advance 
the Oregon nursery industry.

Outgoing U.S. Rep. 
Greg Walden (R-Oregon) 
was recognized for his 
longstanding support of key 
nursery industry issues.

Osama El-Lissy, deputy 
director of the USDA Animal 
and Plant Health Inspection 
Service, was recognized for 
being “open, honest and 
solution-oriented” in working 
with the nursery industry on various pest 
and disease efforts.

Jonathan Sandau, special 
assistant to the director at 
the Oregon Department of 
Agriculture, was honored 
for his help in getting masks 
and materials out to the growers in the 
wake of COVID-19, and having a clear mes-
sage about funding.

State Sen. Lynn Findley 
(R-Ontario) was honored for 
defending the nursery indus-
try and agriculture, particu-
larly on taxation issues.

Outgoing State Rep. Cheri 
Helt (R-Bend) was recognized 
for helping stem the tide of 
adverse recognition last year 
in the Oregon Legislature.

State Rep. Ron Noble 
(R-McMinnville) was 
honored for supporting 
all of the OAN’s policy 
priorities during the 2020 
legislative session.

SIMNITT PRESENTS AWARDS
As is traditional, outgoing OAN 

president Jim Simnitt capped off the 

annual OAN 
Convention 
by presenting 
his personally 
chosen Five Star 
Awards for those 
who made key 
contributions to 
his year as presi-
dent. They were 
as follows:

1. The 
OAN Staff. “The whole staff has been fan-
tastic,” he said. “They’ve dealt with cutbacks 
and delivered at a high level to us members 
all year.”

2. Denece Messenger. The owner 
of Decorative Bark Products, who is sell-
ing her business and departing the indus-
try, served two years on the Executive 
Committee and was a fixture for years 
on the Farwest Show Committee. Simnitt 
praised her quick wit, infectious smile and 
constant willingness to serve. “She’s retiring 
from her business but not her friendships,” 
he said.

3. Kyle Fessler. Simnitt praised the 
incoming president’s willingness to help and 
find solutions. “How can I help? That’s Kyle 
Fessler,” Simnitt said. “How do we get this 
fixed? How do we make this work? I appre-
ciate the can-do attitude.”

4. Pete Brentano. The owner of 
Brentano’s Tree Farm LLC and past OAN 
president (2006) took the lead on a supple-
mental dues campaign to make up revenue 
the association lost due to the cancella-
tion of the 2020 Farwest Show. Simnitt 
described him as the “tip of the spear” on 
the campaign.

5. Jerry Simnitt. The president’s 
brother and partner in Simnitt Nursery is a 
past OAN president in his own right (2012). 
Jim recognized Jerry for picking up the slack 
at their business, enabling Jim to do what 
was needed as president. “I could cut away 
and I could go on a Zoom call and be some-
where,” Jim said.

After giving out his Five Star Awards 
at the OAN Convention, outgoing President 
Jim Simnitt departed from tradition and gave 
an additional award which was fitting for 

the Star Wars-themed event. As a surprise, he 
gave a special “Death Star Award” to OAN 
Executive Director Jeff Stone.

“In the spring we were really facing the 
Death Star,” Simnitt said. “The governor 
had the power to shut down industries and 
we didn’t know what was going to happen 
(to nurseries). I believe from working closely 
working with him, it was because of our 
executive director, Jeff Stone.”

Stone monitored what was going on 
with the governor’s office as it tried to fig-
ure out how to handle the pandemic back 
in the spring. Stone kept Simnitt apprised 
of all developments and enlisted his help 
where needed to ensure nurseries would 
not be shut down.

“I can’t tell you the avalanche of emails 
that came through,” Simnitt said. “The 
phone calls. He worked his butt off to make 
sure we stayed open and the lights were on.”

The biggest danger was when the state 
was still considering its actions and city/
county officials were losing patience. They 
were considering their own closures. Stone 
worked to prevent this patchwork approach.

“Jeff saw the writing on the wall what 
was going to happen,” Simnitt said. “Cities 
were going to make their own decisions 
and counties were going to make their own 
decisions. Jeff sent emails to all the mayors 
explaining how it was important to stay 
open or all be under one umbrella. When 
people play chess, people are playing 3-4 
moves down the line, but Jeff is playing 4D 
hollow point chess.”

OREGON SHIFTS TO RISK LEVELS 
BY COUNTY

Oregon Gov. Kate Brown established a 



13DIGGERMAGAZINE.COM  JANUARY 2021 

Does having a water right permit mean my water rights are secure? 
A water right permit gives you the green light to implement your water right 
project.  To be secure, your water right permit project must be approved by 
the state, and a water right certificate issued.  Please check your water right 
permits for any specified expiration dates. 

Water Rights

To learn more, call the water rights experts at CwM-H2O 
(503) 954-1326 www.CwMH2O.com

&Q&A

Bob Long, RG, LHG, CWRE
Principal Consultant

county-by-county set of regulations designed 
to hamper the spread of COVID-19, based 
on careful tracking of key risk metrics, effec-
tive December 3, 2020. 

She said each county would be labeled 
as “extreme risk, “high risk,” “moder-
ate risk” or “lower risk.” The risk regime 
launched with 25 of the state’s 36 counties 
deemed to be at “extreme risk,” which car-
ries with it the most stringent restrictions. 
The “extreme risk” counties included all 
of the state’s highly populated counties 
other than Benton County, including its 
county seat of Corvallis, where Oregon 
State University is located. That county was 
deemed merely high risk. 

The risk-based regime replaced a two-
week freeze. Although the rules were still 
tight, befitting a high risk period, it still 
included a loosening of some restrictions. 
Restaurants and bars were allowed to offer 
outdoor dining, gyms were allowed to lead 
outdoor fitness activities, and religious 
organizations were able to hold larger 
indoor gatherings. Some restrictions were 
tighter than under the freeze, however. 
Stores and malls will be limited to 50% 
capacity in the extreme and high risk areas, 
down from 75%. A chart showing all the 
restrictions by risk level can be downloaded 
at tinyurl.com/y4x4tr8g.

APHIS TO REQUIRE CORE 
MESSAGE SET ACE FILINGS 

The USDA Animal and Plant Health 
Inspection Service (APHIS) has asked import-
ers and brokers to submit a Core Message 
Set when bringing in regulated plants, plant 
products, and other imports, according to a 
release from the agency. The filing has previ-
ously been optional but will now be required 
by January 25, 2021. 

To assist with the change, a series 
of six webinars is available to teach 
stakeholders how to use the APHIS 
Core Message Set in the Automated 
Commercial Environment (ACE). Webinar 
topics include fresh fruits and vegetables, 
cut flowers, animal products, miscella-
neous and processed products, seeds not 
for planting, and plants for plant-
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BUILDERS OF QUALITY GREENHOUSES AND STRUCTURES
20357 Hwy 99 E * Aurora, OR 97002 * info@ovg.com * www.ovg.com

503-678-2700

ALSO OFFERING
Poly

Poly Carbonate
Shade Cloth

Ground Cover
Wire Lock
Roll-Ups
Heaters

Exhaust Fans
Code Structures
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ing as well as a general overview of the 
APHIS Core Message Set.  View the ses-
sions at tinyurl.com/y3dhhtnz.

TARIFFS ON IMPORTED 
PHOSPHATE TO PUSH UP COST 
OF FERTILIZER

Tariffs on imported phosphate will 
increase the cost of fertilizer for growers, 
according to a report from Capital Press 
(Salem, Oregon). The U.S International 
Trade Administration will impose 
21–72.5% tariffs on imports of phosphate 
from Russia and Morocco after they 
determined their manufacturers have been 
subsidizing fertilizer production. 

U.S. manufacturers haven’t been able 
to compete with the international prices, 
and many domestic companies have had 
to consolidate or close. The American 

Farm Bureau Federation and other ag 
groups warn that the global cost of fertil-
izer is likely to increase.

SPOTTED LANTERNFLY FOUND 
NEAR OHIO RAILROADS

About 40 spotted lanternflies (SLF) have 
officially been detected on some Ailanthus 
trees in Mingo Junction, Ohio, according 
to a report from the Columbus Dispatch 
newspaper (Columbus, Ohio). It’s the state’s 
first document case of SLF. Crews from the 
Ohio Department of Agriculture, USDA, 
Ohio Department of Natural Resources, and 
Ohio State University Extension searched a 
targeted area alongside some railroad tracks 
and have not found any eggs. Without eggs, 
the pest is not considered established. 

An auto glass shop owner was the first 
person to report the sighting, which started 

the search. He happened to find a dead spec-
imen on his windowsill and reported it to the 
Ohio State Extension Facebook page.

In spring 2020, SLF eggs were found 
near Norfolk Southern’s Conway Rail Yard 
in western Pennsylvania, as well as a spot 
south of West Virginia, so the pests may 
have hitched a ride on the train.

NICH PUBLISHES MARKETING 
MATERIAL FOR TREES

The National Initiative for Consumer 
Horticulture (NICH) has developed new 
social media graphics based on research, 
extension publications, government orga-
nizations and other resources. The updated 
marketing materials will help to inspire 
consumers and the general public about the 
benefits of planting trees, and help boost 
sales of the industry. Housed under the 

Northwest News
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Hard wired or wireless control of
AC Power – Sensors – Hubs – Solinoids
and plot data to verify performance.

Contact Power Development Solutions LLC  
of Hillsboro, Oregon to learn more.

(971) 470-3139

PowerTraker™ 

IoT Monitor, Controller, Data Logger

Control water use by 
monitoring temperature, 

humidity and soil moisture

#PlantsDoThat handle, the graphics inform 
consumers about the ways trees improve 
home sales, reduce climate changes, improve 
communities, and other interesting facts. 
They are free to use and can be downloaded 
at tinyurl.com/y23nrflt.

OSU STUDYING BIOCONTROL 
TOOL FOR INVASIVE SLUGS

Researchers at Oregon State University 
(OSU) are hoping a microscopic nematode 
recently found on their campus may prove a 
potent biological tool against invasive slugs 
that damage numerous agricultural crops, 
including nursery stock and grass seed, OSU 
extension writer Kym Pokorny reported.

“When a slug is infested with nema-
todes, it liquifies,” said Dee Denver, profes-
sor and head of the OSU Department of 
Integrated Biology who specializes in nema-
todes. “You end up with a swarming pile of 
worms. It’s pretty gruesome.”

Phasmarhabditis hermaphrodita has 
been marketed in Europe as a bio-control 
product for more than 25 years, but it isn’t 
registered for use in the United States with 
the Environmental Protection Agency (EPA).

“The thought process is that if it works 
in Europe and we find it here and it works 
here, it might be easier to get it registered by 
the EPA,” said Rory McDonnell, associate 
professor of crop and soil science with OSU. 
“If we can provide evidence it’s native, that 
makes a strong case for developing it as a 
bio-control. But we want to make sure there 
are no effects on native slugs or snails. We 
don’t want bio-control gone awry. That’s 
very, very important.”

Read the article at tinyurl.com/yxd8xndv

Announcements 
SYNGENTA HIRES HEAD OF 
SALES IN NORTH AMERICA

Chad Underwood has been appointed 
as the head of sales in North America, 
according to a release from the company. He 
has been with the company since 2014 and 
has more than 20 years of experience work-
ing with breeders, brokers, growers, and 
retailers in the industry. 
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The company created the position to 
focus on a regional market, and he will become 
part of a global leadership team. He will help 
develop strategic relationships with brokers and 
growers across North America.

In Memoriam 
ARTHUR SPADA

The Oregon Association of 
Nurseries is saddened to 

report Arthur Spada passed 
away peacefully at home in his 
sleep November 28, 2020. He 
was 94 years old.

Arthur was the fifth of six 
children born to Cosmo and Angiolina Spada 
on February 24, 1926. His career in farming 
began with working on the family farm in 
Parkrose. He was active in 4H, earning numer-
ous ribbons.

Arthur joined the Army and served in 
Japan at the end of World War II. Upon 
his honorable discharge from the service in 
November 1946, he returned to farming in 
Parkrose and married Mary Sugura, April 
4, 1948. They had 67 years together until 
Mary died.

Arthur and his brother Richard formed a 
partnership in 1958, combining their farming 
operations in Northeast Portland. In 1965, they 
relocated to the Willamette Valley. In St. Paul, 
Oregon, A&R Spada Farms grew a variety of 
vegetables including potatoes for potato chip 
producers. They began raising nursery stock 
which expanded greatly in the 70s, and is the 
mainstay today. Following Richard’s death in 
2000, his son Angelo became Arthur’s partner.

Arthur was an active and energetic 
farmer. The wide variety of crops grown 
throughout his many decades of farming 
included beans, cabbage, cauliflower, sweet 
corn, potatoes, hay, grass seed, clover, 
wheat, nursery stock and hazelnuts.

Mr. Spada was interred in Rose City 
Cemetery, Portland. Due to Covid restric-
tions there will be no formal service at this 
time, but a Celebration of Life will be held 
later when safe to do so. Remembrances may 
be made to Oregon Nurseries Foundation 
Scholarship Fund, or St. Patrick’s Church, 
Canby, OR 97013. 

Northwest News
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Trade shows in the time of COVID
The Baltimore and Minnesota shows plan virtual offerings for January

BY JON BELL

SINCE 1981, THE Mid-Atlantic Nursery Trade Show has 
been held every year at the Baltimore Convention Center. 
One of the industry’s largest shows, it usually draws 

close to 12,000 attendees and nearly 1,000 exhibitors to about 
300,000 square feet of convention center space. 

MANTS would have commenced as normal in January 
2021, except for one sizeable bump in the road: The Baltimore 
Convention Center has been converted into a field hospital to 
take care of people suffering from COVID-19.

As a result, MANTS executives made the difficult but 
understandable decision in July to bail on an in-person trade 
show in January. 

“I think we absolutely made the right call,” said Vanessa 
Finney, executive director of the Maryland Nursery and 
Landscape Association and executive vice president for MANTS.

But just because the pandemic nixed in-person trade shows 
didn’t mean the show wouldn’t go on for MANTS. Instead, orga-
nizers rallied. They researched virtual options and consulted with 
other shows like Cultivate that had gone virtual. 

The result is the MANTS.com Business Hub, a virtual plat-
form that’s giving buyers and exhibitors a chance to do business 
even as COVID-19 is keeping most folks at home. 

“In the time of the pandemic, this is still a way for people to 
make connections and show that well-meaning and well-thought-
out commerce can still happen,” Finney said. 

She described the hub as less a virtual trade show booth and 
more a profile where exhibitors can share videos, images, written 
materials, links and other content with attendees. Attendees can pick 

which areas most inter-
est them and, through 
a software algorithm 
similar to those used 
in matchmaking apps, 
be linked to specific 
exhibitors. As of early 
December, more than 
530 exhibitors had 
registered. Attendees 
can also connect in 
real time with vendors 
through Zoom, Webex 

and Go To Meetings.
“Whatever they’re looking for — products, services, any-

thing they need — they’re still going to be able to find it through 
our wonderful exhibitors,” Finney said. 

Though the MANTS.com Business Hub is focused around 
January 6–8, the hub has been open since December 1 and will 
remain open 90 days after January 8; however, registration ends 
January 8.  

Northern Green also goes online
Like MANTS, the annual Northern Green show, presented by 

the Minnesota Nursery & Landscape Association and the Minnesota 
Turf and Grounds Foundation, decided it would have to go virtual 
back in October for its January show. Cassie Larson, MNLA’s execu-
tive director, said the Northern Green Virtual event, which runs 
January 11–14, will give exhibitors and attendees an opportunity 
to interact face-to-face in a virtual trade show environment, albeit 
through Zoom and video chats. They’ll be able to create profiles to 
share information, join discussions and schedule meetings. 

Beyond the commerce component, Northern Green Virtual 
will also have a robust educational offering. There will be 
45-minute live-streamed sessions, some pre-recorded sessions and 
a few 20-minute mini sessions. Morning Coffee Chats will also 
help people communicate in a more relaxed format. 

“It’ll be more like a Zoom meeting where folks of similar 
interest can come together,” Larson said. “One morning it might 
be growers, another it might be landscape designers. And we’ll 
have someone moderating.” 

She said the show will also feature check-in chats with leg-
islators for updates on important industry issues. Each day will 
close with a different session, including a virtual game hour, a 
Green Industry Virtual Awards Celebration and a “Solving the 
Labor Crisis” workshop followed by a Zoom happy hour. 

“There will be a little something for everyone,” Larson said.  
Oregon will offer its own virtual marketplace in February with 

NurseryGuide LIVE. Additional details will be in the February issue 
of Digger. 

Jon Bell is a freelance journalist based in Oregon who writes 
about everything from craft beer and real estate to the great out-
doors. He can be reached at jontbell@comcast.net.

More info

MANTS.com Online Hub
January 6-8 (Hub remains open for 
90 days after)
www.mants.com

Northern Green Virtual
January 11-14
www.northerngreen.org

Nursery Guide LIVE
February 17-18
www.NurseryGuideLive.com
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Plants
Companies
Services & Supplies

Enter your search terms...Search:

www.nurseryguide.com

FIND 
WHAT 

YOU’RE 
LOOKING 

FOR

FEBRUARY 17-18, 2021

Attendees can scroll through thousands of plant, product and service 
listings, then open a LIVE video chat to connect with you on the spot.

GET IN THE 
MARKET-

PLACE
Nursery Guide has been helping 
unite green industry buyers with 
the top providers of plants, prod-
ucts, and services that customers 
have needed for decades. 

Show them what you 
have to o� er.
Now, connecting is even easier 
with the two day virtual market-
place that o� ers the best sales 
opportunities in the business. Use 
Nursery Guide LIVE to prepare 
for the spring season — no matter 
where you are working from. 

Dynamic booth features include:

• LIVE, unlimited product list-
ings with multiple images and 
videos for each product.

• LIVE video networking chat
features in EACH booth to 
interact with numerous visitors 
at the same time (or schedule 
private video chats).

• LIVE exhibitor presentations
for up to 30 attendees at once.

It’s easy to set up your listings for 
this online gathering of the big-
gest names in the green industry.  

Reserve your virtual booth at
www.NurseryGuideLIVE.com

 Registration opens January 7.  Contact Allan Niemi, OAN director of events, 
at aniemi@oan.org or 503-582-2005 for sponsorship and exhibitor details.

PRODUCED BY

Annuals, Perennials and Bulbs 

Fer� lizers

SEE ALL

Garden and Gi�  Accessories Greenhouses / Equipment Labels or Tags Landscape Products and Yard Décor

Bamboo and Ornamental Grasses Chemicals Containers Equipment and Applicators
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Oregon is 
Nursery Country

STORIES AND PHOTOS BY CURT KIPP 

#1

#1

#1

#3

FOR OREGON’S GROWERS, the 2020 shipping season started 
with uncertainty due to COVID-19. But with people staying 
home more, the demand for plants and trees just kept coming, 

well into summer. 
And coming. And coming.
With all the changes that happened this year, one thing didn’t: 

The nursery and greenhouse industry continues to be the #1 segment 
in Oregon agriculture, with greater sales than cattle, grain, dairy, 
hazelnuts or hops. Nearly 80% of the trees and plants that Oregon 
grows are shipped out of the state. 

Oregon material sells because customers know they will get a 
quality product — one that looks great when you roll it off the truck. 
Customers say they can tell the difference just by looking at the plant.

Several factors contribute. 
The climate provides a mild winter colder than warm states, 

sufficient to provide woody material with the dormancy it needs. 
However, spring warmth comes earlier than in colder states, assuring 
a long growing season.

Water is adequate, though it’s faced with competing demands.
The high quality Willamette Valley soil is rich and abundant.
And then there are the people. The factors mentioned above encour-

age quality growers to stick with it — and stick together. They encourage 
each other. Learn from each other. Refer customers to each other.

Every January, the Nursery Country issue of Digger profiles quality 
growers from Oregon. This year, we feature Advanced Ornamentals 
Inc. in St. Paul; Ernst Nursery & Farms, also in St. Paul; Lone Elder 
Nursery in Canby, and Swan Island Dahlias, also in Canby.

We hope you will enjoy getting to know the growers behind these 
great nurseries.

All of these growers and many others have their products listed 
on NurseryGuide.com. You can search the site by botanical or common 
name to find the plants you need.

Oregon is the nation's top seller of  
DECIDUOUS SHADE TREES  
(17% of the market)

Oregon is the nation's top seller of  
DECIDUOUS FLOWERING TREES  
(14%)

Oregon is the nation's top seller of  
CONIFEROUS EVERGREENS  
(18.6%)

Oregon is the nation's third largest seller of  
BROADLEAF EVERGREENS AND 
DECIDUOUS SHRUBS

Source: U.S. Department of Agriculture, Census of Horticultural Specialties, 2019

Search and source all of these trees, shrubs, 
and much more, on: 

.
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$1.02 BILLION 
in sales

NO.3
IN THE NATION
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Weeds 
making

you 
CRAZY?

Hand weeding containers is a labor intensive, expensive,  
maddening job that nobody wants to do. That’s why  
topdressing with PBH Nature’s Media Amendment makes 
perfect sense. Applied to a depth of 1 to 2 inches and  
used in conjunction with your preemergent herbicide,  
consider what the unique properties of PBH can do. 

• DRAMATICALLY IMPROVE WEED CONTROL.

• SIGNIFICANTLY REDUCE HAND WEEDING LABOR AND EXPENSE.

• IMPROVE CONTROL OF MOSS SPECIES SUCH AS LIVERWORT.

• REDUCE POTENTIAL FOR DROUGHT STRESS AND WATERING.

Stop the insanity. Topdress your containers with PBH today.

PBH Nature’s Media Amendment is a product of Riceland Foods, Inc. and is uniquely parboiled and processed to verify purity and cleanliness.  
Always trial any material used in a new application for adaptability to your operation.

870-673-5575
www.riceland.com

Topdress 
for pennies 
a container 
with PBH 
rice hulls.
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ADVANCED ORNAMENTALS INC. 
is a relatively young nursery with 
seven generations of Oregon his-

tory behind it, and a bright future that’s still 
being made as we speak.

Principal owner Dean McKay founded 
the nursery in 1998, on a sesquicentennial 
farm that’s been in his family since 1856. 
He’s part of the seventh generation to work 
the same land. 

“We’re definitely Oregon Trail people, 
wagon trainers,” he said.

Four years ago, he started the process of 
training his daughters, Kelly and Sarah, to 
take over the nursery. Starting a transition 
this early is part of the long-term view that 
Dean takes. 

“It’s the hardest thing you’ll ever do, 
but it’s the most necessary thing that has to 
be done,” he said. “If you start them young, 
that knowledge is pretty powerful.”

The nursery offers a deep selection of 
quality conifers, broadleaf evergreens and 
grafted maples, many of which are propagat-
ed on site. Roughly 80% of their crop is field-
grown; the remaining 20% is containerized. 

According to Kelly, customers prefer the 
field grown plants — “They’re thicker, more 
rounded, fuller” — but the containerized 
material allows Advanced to meet customer 

G R O W E R  P R O F I L E

demand during the hot summer, when field 
digging isn’t feasible because it would shock 
the plants.

The nursery sells to garden centers, 
re-wholesalers and landscapers all over the 
United States. “We go pretty much all over 
the country,” Kelly said. “We go southeast, 
northeast, Midwest, and we’ve expanded 
into the Pacific Northwest market as well.”

Advanced produces a number of nurs-
ery mainstays in bulk, including arborvi-
taes, Otto Luyken laurels and skip laurels. 
However, the grower stresses variety and 
quality in order to best serve customers.

“When a truck rolls into our dock, we 
want to be able to fill it,” Dean said. “We 
don’t want to put a partial on the back of it. 
We want to be able to give a customer what 
they need coming out of Advanced.”

In the beginning
Before Oregon became a state, the 

McKay family traveled the Oregon Trail to 
settle in the lush Willamette Valley, landing 
at the village of Champoeg. It was there that 
settlers voted 52–50 to establish an indepen-
dent provisional government for the Oregon 
territory in 1843. 

At the time, both the United States and 
the United Kingdom claimed owner-

.160

Advanced Ornamentals Inc.
Founded: 1998

PRODUCTION:

Field-grown  80%

Container-grown  20%

KNOWN FOR: 
Broadleaf evergreens, conifers and 
grafted maples, including a large 
production of arborvitae

PEOPLE 
Dean, Kelly, Sarah and Daniel 
McKay, owners. Tami Miller, 
manager.

CONTACT: 

 P.O. Box 519, St. Paul, OR 97137 

 19172 French Prairie Road,  
 St. Paul, OR 97137

 503-633-2833 or 877-633-2727

 sales@advancedornamentals.com

ONLINE:  

www.advancedornamentals.com

LISTINGS: 
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The McKays: Sarah, Dean, Kelly and Daniel, 
owners of Advanced Ornamentals Inc.
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Tough, tall  
and reliable

ship of Oregon. The question was settled 
in 1846 with the signing of the Oregon 
Treaty, where the British relinquished their 
claim. Oregon become a U.S. territory in 
1848 and achieved statehood in 1859.

In 1856, James McKay moved 
the family from Champoeg to the land 
the family still occupies, near the rural 
community of St. Paul, Oregon. There, 
generations of McKays farmed the land, 
including Art and Charlotte McKay, 
who owned McKay Farms Inc. and were 
Dean’s parents. They raised him on the 
farm (both are since deceased).

“We did a lot of fruits and vegetables 
and grains,” Dean said. “It was a great 
life. I loved it. I knew all along that’s what 
I wanted to be, a farmer of some sort.”

He found inspiration and learning 
opportunities all around.

“My father always employed really 
good people,” Dean said. “I learned a lot 
from his employees. That’s where I learned 
a lot of production skills. He taught me 
more the life lessons.”

As a young adult on the farm, Dean 
took on more responsibility. As many 
Oregon farmers have, he felt the pull 
of the nursery industry. Several of his 
relatives already grew nursery material, 
including the Spadas (A & R Spada Farms 
LLC), Zielinskis (Alpha Nursery Inc.) and 
Fesslers (Woodburn Nursery & Azaleas 
Inc. and Fessler Nursery Co.). 

The slow season for the fruits and 
vegetables that McKay Farms grew lined 
up well with the busy season for these 
nurseries. Dean soon realized it would 
make sense for him to start a nursery of 
his own, while retaining his orchards and 
row crops. The diversification would help 
the family farm ride out the rough, ever-
shifting economic tides of agriculture, 
while also making better use of the work-
force and other resources all 12 months. 

“I always had interest in the nursery 
— it was just trying to break into the mar-
ketplace,” he said. 

Dean began to attend OAN meetings, 
so he could build his knowledge as well as 

his connections. 
“The more I got involved in the OAN 

and going to the meetings and talking to 
the other growers, it gave me the confi-
dence to start this,” he said. “I wanted to 
absorb as much as I could.”

Once the nursery was established, 
Dean quickly found ways to incorporate 
the farming machinery the family already 
owned. He also made sure his kids experi-
enced the farming life.

“We always had to get up early and 
help hoe in the nursery, like every day,” 
Kelly said. “When we were first getting 
started, I remember being in the green-
house and doing the cuttings and helping 
with the rooted propagation.”

Sarah remembers working on the 
farm, visiting other nurseries, going to 
trade shows, and visiting all the booths 
on the last day of the Farwest Show each 
year. His son Daniel remembers riding on 
the transplanter with the crew and helping 
them get plants in the ground.

The nursery has grown progressively 

Advanced Ornamentals Inc. 
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For information on Waterdance products, 
greenhouse and nursery containers, 

soil, poly film, stakes, or our line of 
shipping racks, call Courtney Lewis-Borts 

at 503-951-3929 or email 
courtney.lewis@trlcompany.com

From cactus to liners to rose pots, T&R Company carries 
the entire line of Waterdance square containers.

It IS Hip to Be Square

w w w.t r l c o m p a ny. c o m

over its 22 years of existence, but hit a 
major snag with the Great Recession start-
ing in 2007. The collapse of the housing 
bubble hit the construction-driven nursery 
industry hard, resulting in the loss of per-
haps one-third of the growers in Oregon 
and elsewhere. Advanced Ornamentals 
survived by adapting.

“We had to quickly pivot and recre-
ate how to run our business,” Dean said.

The nursery transitioned from selling to 
big box stores, to a greater emphasis on gar-

den centers. It also shifted its production to 
more plants that require a shorter cycle.

“We focus more on plant material that 
we can farm, without waiting 10 years for 
it to be ready,” Kelly said. “We were big on 
grafted conifers then, and the waiting game 
you have to play with them.”

Moving into the future
Some two decades after founding the 

nursery, Dean has begun the transition 
process to the next generation of McKays.

“That transition is difficult, but it’s 
something that has to happen,” Dean said. 
“I was given the opportunity when I became 
a grower at an early age to transition into 
management, and I wanted to give that 
opportunity to my daughters here as well.”

His daughter, Kelly, serves as chief 
financial officer for the nursery as well as 
the family farm, while his other daugh-
ter, Sarah, is in charge of the growing 
operations for both. Meanwhile, his son, 
Daniel, heads up a hop-growing oper-
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ation for the family in Idaho. All three are 
still in their 20s.

“All three have got different roles, 
but we all work together,” Dean said. “We 
all have our own paths that we’re taking. 
It’s pretty unique to have all of us together 
in one spot, but we talk daily. We bounce 
a lot of ideas around, trying to make sure 
that we’re doing the right thing.”

Working closely with them is Tami 
Miller, who was hired to serve as a man-
ager five years ago. 

“She is the heart and soul of the sales 
and marketing side of the office, and cus-
tomer relations,” Dean said. “She’s been 
an integral part of growing the business 
the last five years.”

Customers who call the nursery will 
likely talk to Tami or Kelly.

“We don’t have a huge office staff, it’s 
just Tami and I in the office,” Kelly said. 

“People can reach someone and get an 
answer and a result.”

Sarah heads up operations in the field.
“I work really closely with our 

agronomist on keeping our fields clean, 
and addressing any pests and diseases, to 
make sure we have good quality plants,” 
she said. “These days it’s harder for the 
customers to come out and see the plants, 
and this assures them they get a good, 
quality plant.”

The nursery backs everything it sells.
“With our customer base, we’re all 

about growing our relationships,” Kelly 
said. “With a lot of them, we’ve done 
business quite some time, and we’re 
just keeping that alive and keeping that 
respect, whether they’re a small landscaper 
or a big wholesaler.”

Together, the McKay family will steer 
Advanced Ornamentals into the future.

“There’s a lot of opportunity, but 
the biggest challenge that I see is labor, 
which we’ve tried to deal with early on, 
and transportation (costs),” Dean said. 
“Those are the biggest two challenges we 
are working on.”

Dean’s overriding purpose is caring for 
a legacy and keeping it intact and thriving 
for the next generation. That goes for his 
family as well as the land they’ve occupied 
for seven generations and counting.

“I was given opportunities at a young 
age to help grow our business, and I could 
have taken that many different ways, but 
we’re a legacy farm,” he said. “We want 
to continue that. That means that it’s not 
my farm, it’s our future of our people 
after myself. And so you take on a whole 
different light on how you take care of 
things. It’s not just about me.  It’s about 
our future.” 

Advanced Ornamentals Inc. 
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LONE ELDER NURSERY is an endur-
ing collaboration between three 
people with a passion for nurseries 

and farming.
Dr. Thomas Utterback is a retired ortho-

pedic surgeon who grew up on a cotton 
farm in New Mexico, where he first learned 
to drive a tractor. His wife and co-owner, 
Chris Utterback, acquired a taste for farming 
by raising goats and llamas.

And their nursery manager, Angel Perez, 
more or less grew up on nurseries.

All three acquired their passion for 
farming in different ways, but running a 
nursery together is their dream come true.

The nursery isn’t large — it consists 
of 44 acres of field growing space — but 
it offers more than 200 conifer varieties. 
Most are sold B&B, with about 5-10%  sold 
in containers. Some of the B&B conifers, 
though not most, are grown to specimen 
size. Nearly all of them are grafted on site. 
The nursery also offers boxwoods, beeches 
and a few other deciduous woodies. 

Lone Elder’s customers are mostly 
wholesalers, rewholesalers and landscapers 
throughout the United States. 

“A lot of them are companies that have 
retail and do landscaping on the side,” said 
Chris, who does the company’s office work, 

including accounts payable and receivable. 
“Most of our customers come to us every 
year. We know them and they know us, and 
we enjoy working with them.”

The nursery’s primary objective is to 
grow unusual or better selections and grow 
them well.

“The main goal is to get the customer 
happy,” Angel said.

Welcome to the jungle
From when he was young, Tom wanted 

to own a farm. His grandfather, father and 
uncles all grew cotton, and he learned to 
drive the tractor at a very young age. He still 
loves working the dirt, as his wife, Chris, 
will attest.

“A good day for him is any day he can 
be on a tractor and a really good day is 
when he can be on two,” she said. “If it’s a 
muddy day, he’s a really unhappy person.”

Even as he pursued his medical career, he 
never gave up on his dream of farming. 

Chris also worked in the health care 
field, as a respiratory therapist. She didn’t 
grow up on a farm, but she acquired the 
love of farming by raising goats and llamas 
on the couple’s property outside Portland. “I 
just like animals,” she said. 

Oregon’s land use management is 

PRODUCTION:

Field-grown  95-90%

Container-grown  5-10%

KNOWN FOR: 
More than 200 varieties of B&B 
conifers, with an emphasis on pines 
and spruces.

PEOPLE 
Tom and Chris Utterback, 
owners; Angel Perez, nursery 
manager.

CONTACT: 

 P.O. Box 942,  
 Canby, Oregon 97013

 8051 S. Lone Elder Road,  
 Canby, Oregon 97013

 503-266-9251

 info@loneelder.com

ONLINE:  

www.loneelder.com

LISTINGS: 

.88

Lone elder Nursery
Lone Elder 
Nursery

G R O W E R  P R O F I L E
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Lone Elder Nursery owners Tom and Chris Utterback 
and nursery manager Angel Perez (with Suzy).
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designed to protect farmland and man-
age growth. It designates certain lands as 
urban or rural, based on location and soil 
quality. As cities grow, certain rural areas 
nearby can be designated for urbanization. 
This keeps the growth away from what is 
deemed to be priority farmland, but it can 
also bring urbanization to certain other 
areas where farming is active.

This happened to the Utterbacks twice. 
Suburbia moved in, and suddenly, they had 
neighbors who didn’t understand farming.

“The first time we stayed, we were 
the last farm to sell,” Chris said. “We got 
surrounded. It was impossible. People 
would cut the fence. They would use the 
pasture to dump their yard debris. A lot of 
it was poisonous for the goats and sheep.”

They moved further away 
from Portland, but not far enough. 
Urbanization came knocking once more. 
“When the urban growth boundary 
changed again, we said, ‘We’re moving 
to exclusive farm use [protected] land,” 
Chris said.

They also decided to raise trees rather 
than animals.

“(Trees) don’t run away,” Chris said. 
“You don’t have to worry about fenc-
ing them in. And the only way you made 
money with the animals was with selling 
the babies. I didn’t like selling the babies.”

The Utterbacks began searching for 
property outside Portland’s reach. One 
day they toured an old nursery several 
miles south of the exurb of Canby. “When 
we came to look at this property, we 
stopped in the driveway and got out and 
looked at the dirt, and grabbed a handful 
and said, ‘Soil!’ The Realtor thought we 
were crazy,” Chris said.

They bought the place even though 
they could see it was overgrown. There, they 
founded their nursery on January 1, 2000.

But there were early obstacles. 
The former owner, Dick Bush of Bush’s 
Nursery, had retired eight years earlier. 

“And you know what happens in 
Oregon when you don’t farm a place for 
eight years,” Chris said. “It gets covered 

in everything. We had to work on it a 
while to get it into shape.”

Tom realized his tractor work was cut 
out for him.

“Early on, we’d bring our friends 
over to see what we’d bought and they 
said, ‘My God man, you’re nuts,’” he 
said. “You could see what it was going to 
take to get it shaped up. There was a feed 
bunker on the other side of our house that 
I didn’t find for two years because it was 
buried in blackberries. It was a bit of an 
investment to start with. We had to get a 
big excavator in to clear stuff and make 
burn piles.”

Still, Bush had left behind a good 
collection of conifers beyond the typical 
offerings, plus dogwoods, beeches and 
various deciduous trees.

The Utterbacks started growing offer-
ings from Bush’s collection. Initially, they 
bought inexpensive liners to grow, but soon 
decided rare, hard to grow, and larger coni-
fers should be their bread and butter.

They named the place Lone Elder 

Lone Elder Nursery
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H9 Tree Digger UL 142 Fuel Tanks Dripline Hose Reel 

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

WWW.GKMACHINE.COM 

Greenhouses & Supplies 3W6 Wet/Dry Buggy 

Meets all OSHA 
safety requirements 

Comfort Station 

Nursery, not after the elderberry tree, 
which they don’t sell anyway, but after 
the nearby unincorporated commu-
nity of Lone Elder, which consists of a 
T-intersection and a country market. 

Learning and succeeding
After Lone Elder Nursery was 

founded, Angel became the first employee. 
Although still just a teenager, he possessed 
the knowledge as well as the work ethic to 
dive right in.

“I come from a family of field work-
ers,” Angel said. “My dad, Raoul Perez, 
used to be a B&B digger. A lot of nurs-
eries around will know his name. He 
worked for Bizon Nursery for years, from 
the 1980s, and Klupenger Nursery, and 
did grafting. I was with him all the time, 
because when I was 10, I started going out 
with him when he did work. My father 
really was my mentor.” (Raoul passed 
away about five years ago.)

The Utterbacks quickly realized Angel 

was someone to invest in and give  
greater responsibility.

“Angel was curious,” Chris said. “He 
didn’t just do his job — he would ask ques-
tions. He always wanted to know more 
about how to grow better trees. Even now 
he’s always out talking to people.”

The Utterbacks themselves had much 
to learn in the beginning, never having 
operated a nursery before. They sought 
advice anywhere they could find it. 
Fortunately, the Oregon nursery indus-
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try is rich in both knowledge, and people 
who are willing to share it generously.

“We went to an event that the 
Oregon State University Extension service 
put on about getting started in nurser-
ies,” Chris said. “Then we went to several 
OAN member open houses. The members 
were just very welcoming, very informa-
tive. They couldn’t give us enough infor-
mation and help. We decided we liked the 
people, and we liked growing trees.”

In 2006, the Utterbacks made two 
major decisions. One was to promote 
Angel to nursery manager. “Without brag-
ging, I think Angel is one of the top guys 
on conifers, what makes them grow better 
and how to do it right,” Chris said.

The other decision was to expand, pur-
chasing 7 adjacent acres from a neighbor.

“It was acreage they were using for 
a motorcycle track,” Chris said. “When 

Tom went over there, I wouldn’t see him 
for days. He was over there terraforming.”

The original acreage included 22 
acres that is bottomland. This land is dif-
ficult to dig in, so they converted it into 
an arboretum where they can showcase 
several of their offerings on tours.

A growing enterprise
Over time, the nursery increased the 

number of plants it offers, and also the size.
“We will grow trees bigger than a lot 

of people do,” Chris said. “We will sell 
16-footers. We’re not doing it as much, 
but we still have some specimen trees.”

The larger trees have greater margins, 
as do the more unusual selections.

“It’s forced us to be a little more cau-
tious and a little more careful of what we 
plant,” Chris said. “Being a small nursery, 
we do much better if we pick out a really 

unusual plant and hearty tree rather than 
the ones people buy in bulk and need in 
the hundreds.”

In that spirit, Lone Elder Nursery has 
developed a few of its own selections.

“Angel has found a few trees that 
we’re getting good feedback on from 
across the country,” Chris said. “We’re 
always on the lookout for things with 
better color or shape, or tolerate  
shipping better. We have several of our 
own cultivars.”

Those cultivars include Cedrus deo-
dara ‘Angel’s Glauca Pendula’, C.d. ‘Dark 
Blue Angel’, and the latest, C. ‘Angel’s 
Green Giant’. All were discovered in the 
field at Lone Elder, and Angel has heard 
positive response to the attributes of these 
selections. “The customers like them, so 
we keep producing more,” he said.

A welcome change at the nursery 
has been the lengthening of the shipping 
season. The nursery used to send its last 
shipments of the season in June, but now 
the season has legs. In response, the nurs-
ery has added container material so it can 
ship at any time, and serve those custom-
ers who want or prefer it.

“We’re finding more customers that 
like to ship in the summer,” Chris said. “I’m 
sure we’re not the only ones. This year, we 
just couldn’t keep people supplied.”

The benefit is there’s always work to 
do. That’s a positive for worker retention.

“The backbone of this industry is the 
farm workers, the field hands,” Chris said. 
“We really appreciate them, and most of 
our people have been with us for many 
years. The nursery industry will always 
have ups and downs but, if you have good 
people working with you and enjoy the 
work, there is nothing as rewarding for us 
as good dirt and trees.” 

Lone Elder Nursery
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THEY GROW NEARLY 400 differ-
ent dahlia varieties at Swan Island 
Dahlias, and members of the Gitts 

family find immeasurable joy in sharing 
them with the world. 

“The appreciation of the customers, and 
the enjoyment on their faces when they come 
here, is very rewarding,” said Nick Gitts, who 
owns the business along with his wife, Linda.

The tuberous perennials bloom in a 
wide variety of sizes, shapes and colors, 
providing gardeners with an endless array 
of dazzling choices. And each year, they 
add another 10–15 new varieties that they 
have hybridized on their farm in Oregon’s 
Willamette Valley.

“They all grow from the same type of 
root,” said Heather Gitts-Schloe, marketing 
manager and daughter of Nick and Linda. “It’s 
unique you can get so many sizes, shapes and 
colors from something that looks identical.”

Swan Island is the leading American grow-
er of dahlias, pushing them out to the public 
via a robust catalog and online retail business. 

For in-person traffic, Swan Island’s 
retail gift shop is open year round. It’s quiet 
most times, but every August and September, 
the quiet farm explodes into a bustle of 
activity. That’s when Swan Island hosts a 

six-day Dahlia Festival. 
Swarms of customers arrive to browse 

the fields, buy cut flowers and place orders 
for tubers to be shipped the following spring. 
With live music and food carts on site to 
beckon them, they often make a day of it. 

The festival highlight is an expansive 
indoor cut dahlia display for Labor Day 
weekend, with more than 15,000 blooms 
carefully arranged by florists. This display 
is torn down, then created again for the fol-
lowing weekend.

The audience isn’t limited to 
Oregonians. Dahlia lovers will fly in from 
around the world to experience the colorful 
fields and immaculate indoor displays. 

Unfortunately, COVID-19 didn’t allow 
the festival to take place in its usual form in 
2020. The fields remained open, however, 
with protocols in place, including social 
distancing and masks required; sanitizer and 
wipes were provided. And people still came.

“We had people bring lawn chairs and 
sitting by their cars,” Heather said. “It was 
crazy. It was wonderful.”

The early days
Swan Island Dahlias was founded by 

Dick and Shirley McCarter in 1927 in 

Swan Island Dahlias
Founded: 1927

PRODUCTION:

Wholesale  10%

Retail  90%

KNOWN FOR: 
Dahlia production and the annual 
Dahlia Festival

PEOPLE 
Nicholas and Linda Gitts, 
owners, and Heather Gifts-
Schloe, marketing manager

CONTACT: 

 P.O. Box 700 
 Canby, Oregon 97013

 995 NW 22nd Ave.,  
 Canby, Oregon 97013

 503-266-7711 or 800-410-6540

 info@dahlias.com

ONLINE:  

www.dahlias.com

LISTINGS: 

.1

G R O W E R  P R O F I L E
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The Gitts family, owners of Swan Island Dahlias: Cooper Schloe, Nicholas Gitts, Linda Gitts, Heather Gitts-Schloe, 
Brendon Schloe and Gabrielle Schloe. PHOTO COURTESY OF SWAN ISLAND DAHLIAS
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Portland, Oregon. They grew dahlias in 
the Sellwood neighborhood, which sits on 
a bluff overlooking the Willamette River. 
Their warehouses and offices were located 
downstream on Swan Island, which gave 
the business its name.

The McCarters sold their dahlias 
mostly wholesale, but also had a road-
side stand in Sellwood, under the name 
Portland Dahlia Gardens.

Swan Island was where Portland’s 
first international airport was located, but 
the airport soon outgrew the space and 
moved to its current site. In 1942, indus-
trialist Henry J. Kaiser opened a shipyard 
on Swan Island. There, he built T2 tanker 
“liberty ships” for World War II. With 
all this activity going on, the McCarters 
needed a more suitable location. 

They identified some Willamette 
Valley farmland they could rent, with rich, 
well-drained soil that is essential for grow-
ing and digging dahlias. It was located 
near the farming community (now exurb) 
of Canby. They moved the business there. 

In 1953, the McCarters purchased 20 
acres near Canby and moved the farm one 
final time, to its present site. 

It was around this time that dahlias 
fatefully piqued the interest of a farmer 
some 270 miles away.

Nick Gitts Sr. ran a dairy and grew 
hay on his farm in Laurel, Washington, a 
small hamlet near the Canadian border. 
Nick remembers shoveling out cow barns, 
shoveling silage and running from the bull 
on his dad’s farm.

Nick Sr. developed an interest in dahl-
ias that soon flowered into an obsession. 
He cordoned off an acre of his dairy farm 
and created a small business called Laurel 
Valley Dahlias. He became friends with his 
fellow dahlia growers, the McCarters, and 
one day in 1963, they invited him and his 
wife, Margaret, to dinner.

Much dahlia discussion followed, but 
Nick Sr. thought it was nothing more than 
a great evening with friends. 

Two weeks later, he opened his mail-
box to find a letter from the McCarters. 

They were retiring and had no one in the 
family ready to take over Swan Island. 

They were offering to sell him  
their farm.

“Dad just jumped and said, ‘Yeah! 
No more milking cows. We’re going 
to move to Oregon and buy the dahlia 
farm,’” Nick said.

A paradigm shift
In these early days of the Gitts family 

owning Swan Island, their sales were 90% 
wholesale and 10% retail. 

“We were cranking out volume for 
pennies,” Nick said.

A major turning point 12 years later 
would change that equation.

In 1975, Nick Sr. and Margaret were 
offered the chance to purchase a fellow 
grower, Compton’s Dahlias. The Comptons 
were ready to retire and their kids didn’t 
want to take over the company.

Nick Sr. and Margaret thought about 
it, but didn’t want to find themselves in 
the same position someday. They agreed 

Swan Island Dahlias PHOTO COURTESY OF SWAN ISLAND DAHLIAS

PHOTO COURTESY OF SWAN ISLAND DAHLIAS
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to buy Compton’s on the condition that 
their two sons, Nick and Ted, would 
come back home and be partners in Swan 
Island. The two sons agreed and the pur-
chase was made.

The sale included two key assets 
— Compton’s planting stock and their 
wholesale customer list. This allowed Swan 
Island to increase its sales, but the own-
ers concluded the added volume wasn’t 
increasing their profit. That was a problem.

The solution was to begin a long and 
gradual shift to more retail.

“In the early 1980s, I decided to start 
spending a large part of our budget on 
magazine and other media advertising,” 
Nick said. “This turned out to work very 
well and we were doubling our retail sales 
every four years. After about 10 years, 
we were able to start eliminating our big 
broker customers and focus on retail and 
direct wholesale to the 
garden centers, which 
paid more than the 
brokers.”

Nick Sr. and 
Margaret retired in 
1991, with Ted and 
Nick taking over. 
They divided their 
responsibilities. 

Ted focused on 
everything that was 
happening out in the 
fields, planting, digging 
and hybridizing the 
tubers and supervising. 
Nick focused on inside 
office matters, including 
sales, marketing and 
human resources. 

“We worked 
really well together,” 
Nick said. “Whatever 
he said out (in the 
fields), I said, ‘Go for 
it.’ Whatever I said 
(in the office), he said, 
‘Go for it.’”

Meanwhile, 
Nick Sr. continued 
to hybridize even in 

retirement.
“Dad was a dahlia lover,” Nick said. 

“He spent so much time with his seed-
lings and he just glowed when he came 
in with something new and showed us in 
the office. He was so proud. He would 
take people on private tours of the seed-
ling patch. He would go out of his way 
to show people what he had created and 
what he had done. Sometimes I get upset 
at myself for not taking more time and 
going in the seedling patch.”

Tragedy and a new generation
That decade, Nick’s two daughters, 

Heather and Jennifer, came to work for 
the family business. They established a 
website and began taking orders over the 
Internet. In a canny move, they grabbed 
the www.dahlias.com domain, position-
ing their business as the definitive 
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place to get the plant. (A new version of 
the site launched this year.)

Nick Sr. passed away following a 
battle with cancer in 2007. 

In 2013, tragedy struck the family 
when Ted and his wife, Debbie, passed 
away in an auto accident. He was remem-
bered for being a hard worker in the field 
and a dedicated outdoorsman when the 
work was done.

“He would work off hours and 
he had a cabin in Alaska,” Nick said. 
“Neighbors would say they knew when he 
was going fishing because the tractor was 
going all hours. He was a hard physical 
worker, dedicated to putting time in.”

When Ted passed, Nick was forced to 
shift his responsibilities to cover what Ted 
formerly did. “I had to go back outside 
and relearn everything and run the digging 
crews,” he said. “Luckily, (Heather) was 
here to do the inside stuff.”

A former schoolteacher, Heather 
found joy in coming home.

“I loved it here (growing up),” she 
said. “I always cut flowers and worked in 
the office every day after school. I really 
believed in supporting myself before I got 
married, so it was important to get my 
degree. I didn’t know that after my degree, 
I’d come back.”

Heather has developed expertise in 
next-generation marketing techniques, 
making use of Facebook, Instagram and 
Google advertising.

“I can’t believe the social media 
responses she gets,” Nick said.

Heather’s husband, Brendon Schloe, has 
assumed responsibility for the farm’s back-
end computer technology. Linda retired from 
the business a few years back, and Jennifer 
recently moved on to other ventures.

COVID has tested the farm’s adapt-

ability and that of many event-driven 
retailers. Where Swan Island specializes 
in dahlias, other Oregon farms special-
ize in tulips (Wooden Shoe Tulip Farm), 
irises (Schreiner’s Iris Gardens) and others. 
These farms worked together to sell each 
other’s products. Swan 
Island was at various 
times selling tulip, iris 
and peony bulbs and 
cut flowers.

“We did it self 
serve, where people 
came in, took what 
they wanted, dropped 
money in a box and 
left,” Heather said. “It 
was a business change. 
It was adapting, 
allowing people who 
didn’t know what they 
wanted to come out to 
pick out their tubers.”

“It was just 
a feel-good spring 
during a very down 
time,” Nick said. 

“All of us farms 
were kind of sharing 
each other,” Heather 
said. “It was an 
opportunity for us to 
get closer.”

When things 
get better, she plans 
to expand the gift 
shop and offer more 
events throughout the 
two-month blooming 
season to bring more 
people to the farm. 
The business is already 
go-go-go all summer, 

but Heather sees more opportunities for 
growth and plans to keep pushing it.

“I’ve taken on so much in the office 
that I used to love cutting flowers, but 
business has grown so much that that’s 
not an option anymore,” she said. 

Swan Island Dahlias

PHOTO COURTESY OF SWAN ISLAND DAHLIAS
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G R O W E R  P R O F I L E

THERE’S AN OLD slogan many busi-
nesses have used over the years: “Big 
enough to serve; small enough to care.”

Bruce Ernst started his nursery at the 
smallest possible size. As a high school 
junior still taking FFA classes, he put up a 
single greenhouse on his parents’ property, 
where he propagated rhododendrons, aza-
leas and arborvitae. His mother took orders 
on the phone while he was out working in 
the fields. 

When he came into the house for lunch, 
she would transfer calls to him and he would 
say, “Hello, shipping.”

But small though the nursery was, Bruce 
had big dreams.

Since then, Ernst Nursery & Farms 
LLC has grown by leaps and bounds over 
the past 42 years, with production now 
encompassing 1,420 acres. It offers a large 
portfolio of woody ornamentals, including 
conifers, maples, boxwoods, rhododendrons 
and other trees and shrubs.

But the slogan “big enough to serve; 
small enough to care” still fits. 

According to Nursery Manager Karl 
Neering, customers receive personalized ser-
vice from a nursery that grows key products 
in bulk, while offering a diverse lineup of 

plants to fill out orders.
“I think Bruce’s expansion of product 

selection, and the size Ernst is now, allows us to 
sell to a larger variety of customers,” he said. 

The nursery grows the majority of its 
products in the field.  Ernst focuses on prop-
agating most of its products on site. 

Emerald Green arborvitae is a big com-
modity. Consequently, it is Ernst’s top selling 
product. However, the nursery maintains a 
diverse product line, updating its produc-
tion plan each year in response to customer 
demands and observed interests. Listening to 
customers is important. 

“I’ll have a whole season of customers 
coming through and touring,” Karl said. “If 
I drive by something and no one says a word 
about it, I’ll take note.”

Customers from throughout the United 
States, and into Canada seek out Oregon-
grown material, which Ernst exists to supply.

“In the Willamette Valley, especially the 
northern end of the valley, we can grow for 
every region of the country, faster and more 
beautiful than they can grow it for their 
own region,” Karl said. “People in different 
regions of the country are educated on what 
the plant looks like grown from Oregon, and 
that’s what they want.”

ernst Nursery & Farms LLC
Founded: 1978
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Karl Neering, Melody Knock, Bruce Ernst, Kim Stone and 
Philip McCarthy of Ernst Nursery.

PRODUCTION:

Field-grown  75%

Container-grown  25%

KNOWN FOR: 
Field-grown conifers, shade trees 
and shrubs, including arborvitaes, 
boxwoods, maples, rhododendrons 
and others

PEOPLE 
Bruce Ernst, owner; Kim Stone, 
controller; Karl Neering, nursery 
manager.

CONTACT: 

 P.O. Box 460 
 St. Paul, OR, 97137-0460 

 6180 Gearin Rd. N.E. 
 St. Paul, OR 97137-0460

 503-633-8366

 sales@ernstnursery.com

LISTINGS: 

.125
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Ernst Nursery & Farms

Starting smallest
Bruce was raised on his family’s farm 

in the Willamette Valley farming commu-
nity of St. Paul, Oregon, population 421. 

The town is most famous for its 
annual Fourth of July rodeo, but is also 
home to the St. Paul Roman Catholic 
Church, which is the oldest brick building 
in the Pacific Northwest, dating to 1846.

Bruce’s grandfather, Henry Ernst, 
founded Ernst Hardware, a local hardware 
store that is still operating in St. Paul, under 
different ownership, as Ernst Irrigation.

His parents, Elmer and Maryanne, 

owned a small farm and grew hazelnuts. As 
a farm kid, Bruce became well acquainted 
with hard work from an early age. 

“Growing up, we picked berries for 
the neighbors,” he said. “I remember Jack 
Connor was our neighbor, and we picked 
strawberries for him. He paid us $1.50 
per hour.”

Throughout high school, Bruce 
worked for his uncle Jim Ernst of Valley 
Harvester Service, operating the equip-
ment that picked the beans and corn. 
Valley Harvester was hired by many dif-
ferent farmers throughout the region. 

Through observation of these farmers, “I 
saw how everybody did things,” he said. 
“It was a good experience for me.”

He dreamed of a future in agriculture, 
but wondered how he could make it a reality.

“I wanted to farm,” Bruce said, “but 
our farm was small. I asked, ‘What can 
you make a living on, on a few acres?”

A friend, Tom Wolff, gave him the idea 
of starting a nursery. Bruce’s ag teachers 
at St. Paul High School, Mike Eslinger and 
Matt Herb, also encouraged it.

Bruce went with it. As a high school 
junior, he started his nursery on a small 
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patch of land in front of the family home. 
There, he put up a greenhouse and started 
some rhododendrons, azaleas and arborvi-
tae inside. Eventually he planted them out 
in the field. 

While running his small nursery, Bruce 
attended horticulture classes at Mt. Hood 
Community College and learned more 
about the nursery trade. Upon graduation, 
he took a job working for Art, Richard and 
Angelo Spada at A & R Spada Farms LLC. 
He worked there three years while still 
keeping his own nursery going. 

“Angelo gave us some of our first big 
customers,” Bruce said. “He sent some 
people to me when they were out of prod-
uct. I’m thankful for his confidence in me.  
Those customers I still have.”

When he needed more acreage, he 
turned to his uncle, Gene Smith, who grew 
hops just down the road. Bruce cleared 
a three-acre cherry orchard for his uncle 
and, in exchange, got to use it rent free 
for five years.

He then rented an additional piece of 
land from Gene. Next, Bruce rented land 
from neighboring farmer Al Smith and 
eventually purchased that land.

“People would call Bruce when they 
had a piece of land available,” Karl said.

From there, Bruce increased produc-
tion and sales, and bootstrapped his way 
up to a larger and larger footprint. 

A key move was acquiring Home 
Depot as a customer in 1993. They were 
then in an expansion mode. “They wanted 
a truck on the road every day until they 
told us different,” Bruce said. “It went on 
a month and a half.” He supplied them 
for 10 years.

Survival and diversification
When the Great Recession hit in 2008, 

the nursery lowered prices but kept pro-
duction moving. “We moved everything 
through those hard times,” Bruce said.

The nursery has modernized its tech-
nology somewhat to keep up with changes. 
When pagers were popular, Bruce had one. 
Then he got a pickup-mounted, brick-sized 
car phone when those became available. “I 
could never hear the phone ring over 
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Ernst Nursery & Farms

the tractor, so I set it up to honk the horn 
on the pickup,” he said. “I couldn’t hear 
that, so then it flashed lights.”

These days, video calls are a staple of 
doing business.

“Somebody’s got 10 feet left on a 
truck and you Facetime them,” Bruce said. 
“You walk around and they say, ‘Yeah, 
throw some of those boxwoods on there.’”

Ernst Nursery & Farms isn’t limited 
to nursery offerings. The business also 
grows hazelnuts and some wheat. These 
help diversify and stabilize revenue. 
Currently Bruce is developing a washing 
and drying facility for hazelnuts.  This is 
located at the main farm on Gearin Road 
and is scheduled to open in 2021.

“Diversification (is important), so 
you’re never caught where you’re just long 
on one thing and can’t move it,” Karl 
said. “You can always rely on another 
product line to keep the sales moving. 
No one has the crystal ball, so the more 
diverse you are, the better off you’re going 
to be.”

The nursery relies on a number of key 
personnel to keep running in addition to 
Ernst and Neering, including Controller 
Kim Stone, Sales and Logistics Manager 
Phil McCarthy and Customer Care 
Specialist Melody Knock. 

There’s also Senior Mechanic Mike 
Sechser, responsible for keeping equipment 
running throughout the operation. “We 
have a lot of equipment, and he’s just one 
guy,” Bruce said. “I don’t know how he 
does it.”

Bruce’s son Alex, 23, is starting to get 
involved in the business as well.

Through it all, Bruce continues to 
enjoy what he does, and doesn’t see quit-

ting anytime soon.
“It’s not really a job,” he said. 

“There’s days when it’s a job, but most 
days it’s a pleasure. I look forward to 
coming in to work. Not too many people 
can say that, can they?”

With the quality the nursery can 
deliver, the team running it sees no need 

for elaborate marketing campaigns or 
branding. The nursery is solid, dependable 
and unpretentious — like its owner. 

Curt Kipp is the director of publica-
tions and communications at the Oregon 
Association of Nurseries, and the editor of 
Digger magazine. 
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EMPLOYMENTEMPLOYMENT
DECIDUOUS 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

JOURNEYMAN MECHANIC – 
BORING, OR

Large wholesale nursery is seeking a 
skilled 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
P.O. Box 189, Boring, OR 97009

Fax: 503-512-2209
Email: dianar@jfschmidt.com

EMPLOYMENT EMPLOYMENT

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, January 10 for the February 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

NURSERY BUSINESS  
PROCESS MANAGER

Monrovia in Dayton, Oregon is 
seeking for a super start to fill the 
role of Business Process Manager 
for a large wholesale nursery. 
Responsible for creating a “culture 
of excellence” and continuous 
improvement at the nursery. 
Other responsibilities. Facilitate the 
evaluation and documentation 
of existing processes, the redesign 
of processes, the development of 
process controls and measurement 
practices for all business processes. 
Strong horticulture nursery / 
operations experience as well as 
manufacturing Lean Six Sigma 
background. Bi l ingual highly 
recommended (English/Spanish). 
For a full job description, or to apply 
online, visit: www.monrovia.com/
aboutus/ horticulture-careers/ Email 
resumes to: Jorge.diaz@monrovia.com

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

Please mail or email cover letter and 
resume to:

TSW Nursery Sales, Inc.
Attn: Human Resources

P.O. Box 1217, Wilsonville, OR 97070
accounting@tswnurserysales.com

 

CUSTOMER SERVICE 
REPRESENTATIVE

Iseli Nursery is accepting applications 
for an in-house Customer Service 
Representative. This is a full-time 
career-oriented opportunity.

Applicants must have strong work 
ethic, be attentive to details & possess 
honed communication skills. Industry 
sales experience preferred as well as 
a willingness to work in production 
departments to learn product, 
people, and procedures. 

This position provides medical 
benefits, 401K with matching 
employer contribution, 125 flex plan, 
and a positive work environment.  

Candidates may send a cover letter 
and resume to:
Alicia Fernandez – Human Resources

afernandez@iselinursery.com
1(503)663-3822 (Ext 231)

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 (Continued next column)

If you offer plant material, growing supplies or related services, 

is a great place to be seen. 
To place an ad, call Curt Kipp at 503-582-2008 or email ads@oan.org. 

MARKETPLACE Starting at
just $123*

*OAN member rate
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EMPLOYMENT PLANT MATERIAL PLANT MATERIAL PLANT MATERIAL

HUGE savings on B&B
flowering Pear trees

Cleveland Select, New Bradford,
Chanticleer, Gladitor

2" $75.00
2 1/2" $95.00
3" $115.00

DUG AND READY TO SHIP
Valley Shade Tree

503 873-6872

BRANCHING OUT
Now offering nine superior 

selections of ornamental trees. 
bit.ly/PW-Trees. Call 800-633-8859 
sales@SpringMeadowNursery.com

PLANT MATERIAL

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

 

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

 

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

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

Northwest Natives

Hiring?
Need help?

Contact 
Bill Goloski

503-582-2009 or 
bgoloski@oan.org 

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

Rhododendrons

TALL RHODODENDRONS

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

 
Lots of great ideas with tall.  

Hidden Acres Nursery 
Sherwood, OR
503-625-7390 

www.hiddenacresnursery.net

Rootstock

TRECO®

CELEBRATING 80 YEARS!
THE FOUNDATION OF YOUR

ORCHARD STARTS HERE!

PREMIUM QUALITY
OREGON ROOTSTOCK

TRECO® offers the finest
apple rootstock, hazelnut trees and 

softwood cuttings.

WWW.TRECO.NU
 

Oregon Rootstock & Tree Co. Inc.
P.O. Box 98 | Woodburn, OR 97071

p: 1.800.871.5141
f: 503.634.2344

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

HICKENLOOPER GARDENS
We have a lot to offer!

Specializing in: 
Hosta 

Winter Jewels Hellebores 
Hardy Fuchsia 

Heuchera 
Ferns  

Contact us for an availability list.

Phone: 503-949-5723 
benhickenlooper@icloud.com

CLASSIFIED 
ADS WORK!

ads@oan.org
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Get             for FREE!
Subscribe today!

NAME

COMPANY

ADDRESS

ADDRESS (LINE 2)

CITY       STATE ZIP

PHONE

EMAIL

Tell us more about you 
(check all that apply)

¨ Wholesaler ¨ Retailer

¨ Grower

¨ Garden Center (Owner, staff, etc)

¨ Greenhouse (Owner, staff, etc.)

¨ Mail Order/Internet Sales

¨ Landscape professional

 ¨ Architect ¨ Contractor

 ¨ Designer ¨ Maintenance

¨ Re-wholesaler/Broker

¨ Arborist/Tree Service

¨ Educator/Researcher

¨ Student

¨ Allied Service/Supplier

¨ Other ___________________________

Complete and return this form by mail:

TO: Oregon Association of Nurseries 
29751 SW Town Center Loop West 
Wilsonville, OR 97070

You may also subscribe online at www.diggermagazine.com

ANNUAL COST: $0.00

SUBSCRIBER DETAILS

CLASSIFIED ADS WORK!  
 

Contact Bill Goloski
503-582-2009

bgoloski@oan.org
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Schurter Nursery ...................................................................................................................... 45
Spring Meadow Nurseries / Proven Winners ........................................................................... 48
Surface Nursery Inc. ................................................................................................................. 31
T&R Company ......................................................................................................................... 23
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PLANT MATERIAL PLANT MATERIAL AD INDEX
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

Drain Tile Installation

Nursery Specialists

Creekside Valley Farms
Serving Oregon & Washington

Contact Paul

503-437-4833 Cell
503-864-4422 Office
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PRINT AND DIGITAL ADVERTISING 

MEDIA 
KIT2021

Member 
Update.

 Advertise your plants, products and services

Connect with the OAN's targeted 
industry audience
The Oregon Association of Nurseries provides a range of respected 
publications that are the go-to resources for green industry professionals 
looking to buy nursery supplies, related services and plant material. 
From print to digital outlets, the OAN connects you with our targeted 
audience to help you achieve your sales and marketing goals. 

Visit   www.oan.org/ads   to get started

Oregon’s greenhouse and nursery industry 
earns $1.02 billion* in annual sales.  
*2019, USDA Census of Agriculture

$1BILLION
in sales

More than
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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.

Figure 3. Branch canker on incense cedar has a greater incidence of dead branches lower in 
the crown and scattered in among living branches. PHOTO COURTESY OF JERRY WEILAND, 2015.

Knowing your cedar pests
Grower awareness of problems can protect both grower and customer

BY JAY W. PSCHEIDT AND DAVID C. SHAW 

IT’S IMPORTANT TO BE aware of issues in 
the landscape and forest, as they can become 
problems in the nursery or for your customers. 
Cedar trees have a number of pest and 

problems to be aware of, from abiotic disorders 
to insects and diseases. Some problems may not 
be easily detected in the nursery. However, they 
still can become big issues when the trees are 
installed in the landscape. 

The word cedar is used loosely on many 
different trees. We will cover problems on 
Cedrus spp. (true cedars), Chamaecyparis 
nootkatensis, Calocedrus decurrens (incense 
cedars), and Chamaecyparis lawsoniana (Port 
Orford cedars). We will cover Thuja spp. 
(arborvitae and western red cedars), junipers and 
cypresses in future issues. 

Recently, drought has become a big issue, 
and the influence of drought on plant health can 
be very confusing. Many pathogens and insects 
respond to plant stress associated with drought, 
and it can be very difficult to discern which 
is truly responsible for the problem. Getting a 
proper identification of the pathogen or insect 
found on the plant allows the grower to deter-
mine if the pest is a drought opportunist or a 
primary host attacker.

Cedrus spp. (True cedars)
Needle blights have been found in many 

regions. The fungi Sirococcus spp. and Kabatina 
sp. have been associated with blighted needles 
of atlas (Cedrus atlantica) and deodar (Cedrus 
deodara) cedars. Sirococcus is found most often 
in the nursery as well as the landscape. The 
blight may be only on the needles or extend 
through the new shoot into the previous year’s 
growth. Terminal or lateral shoots may be 
blighted. Discolored tissue does not extend far 
into the branches. Shoot death and needle 
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Knowing your cedar pests

drop on established plants 
occur from June into August. 
Unfortunately, similar symp-
toms have been seen without 
the association of any fungi.

Armillaria root rot is anoth-
er problem but mostly in the 
forest. It is not expected to be a 
nursery problem but could be in 
the landscape if trees are planted 
in new home sites recently 
cleared of native vegetation. 
Avoid wounding roots and over-
watering in landscape settings. 

Cedar flagging, the brown-
ing and loss of the oldest 
needles in mid to late summer, 
needlessly excites many people 
not familiar with this normal 
needle loss. 

Chamaecyparis (current revisions 
suggest Callitropsis or Cupressus as the 
genus) nootkatensis (Alaska cedar or 
cypress, Nootka cedar or cypress, yellow 
cedar or cypress)

Drought injury has become a major 
issue over the last several years especially in 
the landscape as well as the forest. Although 
this problem can be observed in nature, it 
can also occur in potted nursery trees. 

In some potted plants, the root-shoot 
ratio is so lopsided that trees have a dif-
ficult time maintaining water levels. Many 
conifers, including this cedar, are suscep-
tible to drought stress especially when 
planted on lower elevation, south-facing 

or marginal sites. 
Newly planted trees are most at risk 

to drought damage. Drought-stressed 
trees are highly susceptible to secondary 
attack from insects such as cedar bark 
beetles (Phloeosinus spp.) (Coleoptera: 
Curculionidae) and canker-causing fungi. 
Drought damage can accumulate over 
several years of subnormal precipitation 
and persist after normal conditions return. 
During extreme warm, dry weather, trees 
may not regenerate rootlets fast enough to 
replace those lost to moisture stress. The 
degenerating root system results in crown 
decline, which in turn reduces food supply 
to roots. This process is known as carbon 
starvation. Branch flagging may also indi-
cate drought damage.

On the flip side is too much 
water saturating the soil in the 
root zone. This situation encour-
ages Phytophthora root rots in the 
nursery and landscape. Although 
Alaska cedars are seldom killed by 
P. lateralis in the landscape, they 
are susceptible to other species 
such as P. cinnamomi. 

Leyland cypress (intergeneric 
hybrid; Chamaecyparis 
nootkatensis and Cupressus 
macrocarpa)

Leyland cypress in the land-
scape is susceptible to drought 
problems at planting. Care in the 
first several years is often recom-
mended to get them established. 

Since they are often planted as dense 
hedgerows they may become stressed from 
competition and intra-tree shading as 
they mature and experience drought. This 
can result in branch flagging and may be 
attacked by cedar bark beetles. Cedar 
bark beetles do not appear to be pri-
mary killers, but indicators of tree stress, 
especially drought.

As with other closely related genera, 
water saturating the soil in the root zone 
encourages Phytophthora root rots in the 
nursery and landscape. 

The juniper scale (Carulaspis juni-
per) can be a problem in many loca-
tions. Symptoms of scale feeding include 
loss of normal color and luster of foli-
age, no new growth, and yellowing and 
death of branches. Severe infestations 
may kill entire trees. All members of the 
Cupressaceae family are attacked.

Calocedrus decurrens — incense cedar
Although incense cedar is considered 

more drought tolerant, it can still sustain 
injury when planted on lower elevation, 
south-facing or marginal sites. Trees weak-
ened by drought and other stresses are 
more susceptible to branch canker. 

Branch canker has become a major 
problem in Willamette Valley landscapes. 
Several fungi have been associated with 
cankers that result in substantial branch 

Figure 1. Cedrus atlantica ‘Glauca Pendula’ with needle blight caused by 
Sirococcus sp. PHOTO COURTESY OF NEIL BELL, 2010.
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WHOLESALE GROWERS OF
Fruit, Flowering & Shade Trees

Deciduous Shrubs
Espalier Apple & Pear

Combination Fruit Trees
Dwarf Fruit Cherries on Gisela™

Frost Peach®

Mt. Vernon, WA
(360) 848-5151 Fax (360) 848-5959

biringernursery@msn.com
www.biringernursery.com

• 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

dieback. The disease progresses slowly up 
the tree resulting in significant branch loss 
over several years. 

Although trees do not die from this 
disease, they are of much lower aesthetic 
value. Owners typically prune off the dead 
limbs each year, until only a few feet of 
living branches near the top remain. There 
is another unusual branch flagging/die-
back that has been observed in Southern 
Oregon on incense cedar. A canker caus-
ing fungus is likely involved and recently 
tree mortality has been been observed. 

Broom rust (Gymnosporangium 
libocedri) is a common problem wherever 
these trees are grown. This is the west 
coast version of cedar-apple rust (a differ-
ent species not found here) you might read 
about east of the Rocky Mountains. The 
alternate hosts for broom rust are apple, 
crabapple, hawthorn, mountain ash, pear, 

quince and serviceberry (Amelanchier). 
Infections on incense cedars in early 

spring produce spores in jelly-like orange 
masses (telia) during wet weather. Telia 
may produce spores over several weeks 
in the spring. The spores do not re-infect 
incense cedars, but are windblown to the 
deciduous host. On the deciduous host, leaf 
spots will be produced later in the spring. 
Spores produced on this host are wind-
blown back to the incense cedars, where 
they initiate infections. After repeated infec-
tions, cedar trees eventually develop many 
shoots with shortened internodes at the 
ends of branches. This symptom is called a 
witches’ broom. 

Not all brooms are due to rust fungi, 
and in Southern Oregon forests you might 
see incense cedar mistletoe (Phoradendron 
libocedri). Also in the forest and on older 
landscape tress, you might see pecky rot 

(Oligoporus amarus), a nasty heart rot of 
these trees that might be missed until hoof-
shaped conks appear on the trunk. When 
conks appear, they indicate extensive decay 
inside the tree. 

Cedar bark beetles have been com-
monly observed on dead trees in the forest 
and landscapes. They can be found on dead 
branches, tops, or trunks of declining trees. 
Although these beetles are secondary mor-
tality agents, they are reported to become 
aggressive and kill healthy trees during 
drought. A mass attacked tree will have 
orange-red boring dust in the crevasses of 
the bark.

Chamaecyparis lawsoniana — Port 
Orford cedar

Root rots dominate the issues with 
Port Orford cedars. Phyptophthora root rot 
(Phyptophthora lateralis) is a familiar 
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problem to nursery growers, landscapers 
and foresters. The disease was found in 
nursery stock in 1923 and has since spread 
throughout the Pacific Northwest, including 
into the trees’ native range. 

Spread into the mountains of 
Southwestern Oregon has been slow but 
progressive. This water mold produces a 
swimming spore state that infects small 
roots first. 

The organism moves into larger and 
larger roots until the tree is girdled near 
the root collar. 

Infected inner bark turns cinnamon-
brown in contrast to the normal cream color 
of healthy tissue. Infected trees’ foliage is a 
slightly lighter color and may wilt on warm 
days but then soon turns chlorotic, then 
bronze, and finally brown. Seedlings may 
die a few weeks after infection; large trees 
may take 2 to 4 years to die. 

Resistant types are now available, 

Knowing your cedar pests

including susceptible scions grafted onto 
resistant rootstocks. Armillaria root rot is 
another problem but mostly in the forest and 
landscape if trees are planted in new home 
sites recently cleared of native vegetation. 

Cedar bark beetles are closely asso-
ciated with decline and mortality from 
Phytophthora root rot in Port Orford cedar 
and it is generally thought that healthy 
trees are not susceptible to attack.

Stigmina blight (Pseudocercospora 
thujina) results in a common fungal blight 
in the landscape. Seedlings from parent 
trees located in watersheds in the southern-
most, most inland areas, higher elevations, 
and lower annual precipitation had higher 
disease ratings. Seed stock collected from 
watersheds nearest to the coast, from more 
northern latitudes, and lower elevations 

developed less severe symptoms. 
To get an accurate diagnosis of 

cedar problems, send your samples to the 
OSU Plant Clinic. For more information 
on diagnosis and management of these 
problems, please refer to the PNW 
Handbook for Insects and Plant Diseases. 
These can be found at the following site: 
https://pnwhandbooks.org/ 

Jay W. Pscheidt is an extension plant pathol-
ogy specialist and professor of Botany 
and Plant Pathology with Oregon State 
University in Corvallis, Ore. He can be 
reached at pscheidj@science.oregonstate.edu. 
 
David C. Shaw is a forestry and natural 
resources extension forest health special-
ist and professor of Forest Engineering, 
Resources, and Management with Oregon 
State University in Corvallis, he can be 
reached at dave.shaw@oregonstate.edu.

Hedge row of Port Orford cedars progressively dying due to 
Phytophthora root rot. JAY W. PSCHEIDT, 1991.
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FRUIT TREES
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ESPALIER APPLES
Semi-Dwarf, Combination & One Variety
WALNUTS & FILBERTS
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(503) 630-4349
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Chamaecyparis • Fir • Pine
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Cut Christmas Trees
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SEED STARTING - Pots Trays Inserts

Plug Trays
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 Labels - large variety size, color &
shape of blank plant pot & row markers
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Weed control, fertilizer, tapes & ties,
watering, and more
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Enter promo code DIGGER for a 10% discount
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HOSTETLER
FARM DRAINAGE
503-266-3584

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

Irrigation • Plows and Trenches •
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• Woody Ornamentals 
• Flowering Shrubs
• Small Fruits
• Grasses and Ferns
• Perennials and Vines
• Conifers

Quality Young Plants and Liners 
From Tissue Culture and Clean Stock 

MeridianYoungPlants.com
info@myplants.sale • 360-312-4217

Are you looking to save on  
office supplies?

*  The OAN participates in Staples Business Advantage®. 
Free shipping and next-day delivery available for some 
purchases more than $50. Visit www.oan.org for more.

Contact dhopkins@oan.org for details.

OAN members 
can receive 
discounts, 
free shipping 
and next-day 
delivery on 
office supplies.*

Your ad here!

If you offer plant material, growing 
supplies and/or related services, Digger 
Marketplace is a great place to be seen. 

To place an ad, call Curt Kipp at  
503-682-5089 or email ads@oan.org. 
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Milestones and new beginnings
As we turn the page to 2021, 

many people take a moment 

around this time to reflect 

and rekindle the embers of a 

fresh start.
Our natural surroundings can serve as 

a reminder of this process. Sprouting plants 
and budding trees signal new beginnings.

Our industry plays an important role 
in that process. Many trees that once were 
young have grown to become community 
landmarks, marking important milestones. 
They become tethers to our shared history, 
and symbols of our strength and resilience.

Roots of history, branches of growth
When I think of trees that have become 

regional or national symbols, several come 
to mind.

One of the most famous is the 
Liberty Tree in Boston. This elm stood 
near Boston Common in the years before 
our nation’s fight for independence. It 
became a rallying point for the American 
colonies and a symbol of a determined 
resistance to the English Crown. 

In nearby Connecticut, the Charter 
Oak once stood in Hartford. Nestled in the 
Wyllys Hyll, this unusually large, 1,000-year-
old white oak tree fell in a storm in 1856. 

My wife is from that state, and we 
made the trek to visit the monument where 
the tree once stood (as everyone does at 
some point). I callously said, “OK, cool, 
a big tree on the ground where somebody 
hid a note — and why are we here?” (Not 
smart, by the way). 

Turns out the “note” hidden in the tree 
was the Royal Charter of 1662, signed by 
King Charles II, which granted the colony of 
Connecticut some self-governance rights. In 
1687, King James II decided to revoke the 
royal charters issued to colonies. Connecticut 
leaders decided to hide their charter where 
they hoped English authorities wouldn’t find 
it. The tree became a symbol of our fight for 
independence.

In New York City, the Survivor Tree 
stands near the 9/11 Memorial & Museum 
as a living reminder of resilience, survival 
and rebirth.

Crews excavating the rubble in the sear-
ing aftermath of the September 11, 2001 ter-

rorist attacks discovered a severely damaged 
Callery pear tree, with snapped roots and 
burned and broken branches. I recall at the 
time the wonder that the tree survived at all. 

Workers carefully removed the tree 
from the site and turned it over to the 
New York City Department of Parks and 
Recreation. In 2010, following a long 
rehabilitation, the tree was returned to the 
Ground Zero site and made part of the 
memorial. The symbolism of its gnarled 
trunk sprouting fresh branches is powerful.

But sometimes, it’s not just one tree.
In Washington, D.C., the National 

Cherry Blossom Festival takes place in late 
March and early April. It commemorates 
the gift of approximately 3,000 cherry trees 
from the mayor of Tokyo to the United 
States in 1912. The gift celebrated the friend-
ship between the Japanese and American 
people. The trees were planted mainly 
around the Tidal Basin. 

The festival attracts hundreds of thou-
sands of people to our nation’s capital each 
year. Peak bloom occurs when 70% of the 
Yoshino cherry trees are open. 

Sometimes, these trees pass into history. 
This summer, Northwesterners mourned the 
demise of the Old Apple Tree in Vancouver, 
Washington at 194 years old — an unusually 
long life. It was believed to be the oldest 
apple tree in the Pacific Northwest.

The tree was planted from seed in 1826 
at Fort Vancouver, a fur-trading outpost 
established by the Hudson’s Bay Company, 
and became a symbol of Washington’s apple 
industry. It survived the closing of the fort, 
the brutal Columbus Day ice storm of 1962, 
and the construction of nearby freeways, but 
a worsening split in the trunk finally disabled 
the tree’s circulation system and killed it.

A fenced enclosure and plaque still 
remain, along with the decaying stump. 
According to the Columbian newspaper, 
Vancouver arborists have nurtured root 
suckers growing around and from the tree, 
with an eye toward selecting one as an ulti-
mate replacement.

A nation rediscovers plants and trees
Although 2020 is a year none of us 

want to repeat, it had a bright spot for nurs-
eries. The general public rediscovered the joy 
of the outdoor living space.

Some of this was due to people being 

cooped up at home (I’ll call this “the Stone 
family example”). They looked with derision 
at the state of their yards and decided, “Dang 
it, it’s time to do something about it.” For oth-
ers, gardening provided a positive activity to 
provide tangible beauty, mere steps away. 

For years, the OAN has promoted gar-
dening to consumers through its ongoing Plant 
Something Oregon campaign, newsletter and 
website (www.PlantSomethingOregon.com).
The materials explain the physical, mental and 
environmental benefits of plants and trees. 
They encourage gardening as something fami-
lies can do together — no matter what is hap-
pening at work, school or the community. 

Axiom, a marketing firm, pulled together 
a 2021 gardening insights survey, available 
on the Internet (tinyurl.com/yc5yna6v) and I 
highly recommend reading it. It found that an 
astounding 86% of homeowners flocked to 
gardening, and 50% indicated they will plant 
more next year and expand their garden.

Best of all, these new or renewed garden-
ers built their confidence. According to the 
report, “more than 80% of those surveyed 
said they felt successful or very successful in 
their 2020 gardening tasks.” 

“This is great news for the horticulture 
industry,” the report stated. “When homeown-
ers feel successful, they buy more plants, are 
more likely to try new types of gardening and 
expand their knowledge. These are all signs 
that 2021 will be another busy year.” 

I share this optimism. The nursery and 
greenhouse industry will experience new 
beginnings and growth in 2021. We will build 
new connections, new icons, new symbols of 
our resilience. Seeing the love of gardening 
renewed provides me with optimism for the 
coming year. 
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