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W have a special name for the trees that come 
from our farms-ArcticMist.™ When you order 
Arctic Mist,™ you are not just buying a tree, but all 
of the time, attention, and care-from seedling to 
shipping-that goes into creating a safe, healthy, and 
beautiful Christmas tree. 

We plant from seed to achieve maximum quality 
control. All ArcticMist™ trees are heavily needled and 
have dense conical shapes. Their lovely blue color, rich 
fragrance, and good needle retention make them ideal 
Christmas trees. Fraser, balsam, fralsam, white spruce, 
and pine (white, scotch, and red) are available. Wreaths 
are also available. 

Since our farms are in New Hampshire, we harvest 
our trees later in the season than many other growers. 
We also do everything we can to minimize moisture 
loss after harvest and during shipping. 

You can order the number of trees that is right for 
you-from 25 to a trailer load. We can arrange ship­
ping or you may pick up the trees yourself. We respect 
your schedule and guarantee on time delivery. Our 
trees arrive individually wrapped and ready for sale. 
All you need to do is remove the wrappers and set the 
trees out-no broken branches, no last minute trim­
ming. 

To place an order, or to receive specific information 
about this year's trees: 
Call us at 800/694-8722 or 603 /237-5702. 
Send us a fax at 603 /237-8439. 
Or write to us at 944 Fish Pond Rd., Colebrook, NH 
03576 
Our internet address is http://www.sibgotree.com 

♦ .... 
SibgoTree 
Company 

We know what you want for Christmas! 

ArcticMistTM 
Remem6er. gou can onl11 buy Arcti,MistTM at SifJ,go Tree Company. 
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Calendar 

August 8, 2007, Vermont Association 
of Professional Horticulturists, 2007 
Summer Meeting & Trade Show, 8am 
- 4pm, East Dummerston, VT. 

August 5-11, 2007, Perennial Plant 
Symposium and Trade Show, Hyatt 
Regency Hotel, Columbus, Ohio, 
(614)771-8431, www.perennialplant.org 

August 16, 2007, NHPGA Summer 
Meeting, Great Hill Horticultural 
Endowment/Bayberry Nursery, Hampton 
Falls, NH, 3:30pm - 7:30pm, Pre­
registration required, Contact: Nancy 
Adams, 292-5238. 

September 3, 2007 Labor Day 

September 15-18, 2007, Boston Gift 
Show, Boston Convention and Exhibition 
Center, Boston, Mass. 

September 24-25, 2007, Perennial 
Plant Association, Northeast Regional 
Symposium on Retail Marketing, 
Radisson Airport Hotel, Providence, RI, 
www.perennialplant.org. 

October 1- 4, 2007, Association of 
Specialty Cut Flower Growers National 
Conference and Trade Show, North 
Raleigh Hilton, Raleigh, N.C., (440) 774-
2887 www.ascfg.org 

October 10-12, 2007, New England 
Nursery Association Green Summit, 
Cranwell Resort, Lenox, Massachusetts. 
Contact: Mary Simard, (508) 653-3112, 
mary@nensyassn.org www.nensyassn.org 
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Visit www.nhplantgrowers.org for additional calendar items. 

October 27-28, 2007, New England 
Going Green Energy and Living 
Exposition 
Radisson Center, Manchester, N.H. 

November 8, 2007, The Eco-Friendly 
Garden Center, Concord, NH, Co­
sponsored by UN H Cooperative 
Extension and NHPGA. Watch for details 
in the next issue! 

November 12-15, 2007, Garden Centers 
of America Holiday Tour, Boston, Mass. 

February 6 - 8, 2008, New England 
Grows, Boston Convention and Exhibiton 
Center, Boston, Mass., (508) 653-3009 
www.negrows.org 
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OPEN HOUSE - SEPTEMBER 12, 2 TO 7 P.M. 

"What happens at Van Berkum Nursery, stays at 
Van Berkum Nursery!" 

Join us for tours, a hot dinner, cold drinks and lots of camaraderie! Please call or email to reserve. 

Saucerless Color 
Basket 

Cordo"a 
Color P[.; 

Dillen offers containers that 

are attractive to your customers 

and ideal for growing your crop. 

Square Color 
Plantef 

Planter 
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Having an advertising strategy 
is a lot like weeding an 
untended flower bed. There 
are a million different options, 
most are weeds, but among 
them are a few gems. How to 
determine which is which? That 
depends on your business and your 
consumer. 

At Scenic Nursery, we did our own 
advertising for the first 7 years we 
were in business. We didn't have 
a strategy, we just did what seemed 
right. We started out with newspaper, 
did some direct mail, and a few 
magazines. It seemed to work at first. 

Then we started getting bombarded 
with marketing vendors. One such 
vendor sold us a space on a vinyl 
cover that slips over a phone book. 
He was sending them out to every 
home in a town adjacent to ours. 
Seemed like a good idea at the time, 
but when was the last time you 
actually reached for the phone book? 
And how do you quantify if it really 
works? This turned out to be a weed 
we should have pulled. 

We were also approached by many 
companies who wanted us to get into 
TV and radio. While we knew this 
was a place we wanted to be, we just 
couldn't justify the expense. Without 
a real plan, we couldn't see spending 
the money involved. 
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From the Board 

Advertising-weeding through the options 
Ann Caron, Scenic Nursery 

After a few years, our 
mainly "print" campaign 
seemed to be getting 
less effective and more 
expensive. We were 
sending out 25,000 
mailers twice a year to 
people in our town and 
8 surrounding towns, 
and people in our own 
town were saying "gee, 
we never knew you were 
here!" This became 
quite disconcerting. 
Also, we were spending 
more and more money 
every year, and not 
seeing the results we 
shou Id have. It had 
become apparent we 
were plant people, not 
advertising professionals. 
We knew we had to make a change, 
like yesterday! 

One Christmas season, a customer 
came in to buy a Christmas tree. She 
mentioned she had an advertising 
company. (Ding! A bell went off!) I 
asked if she would be willing to meet 
with us during the winter to discuss 
a possible working relationship. 
(When else would people in our 
business meet?) She was able to 
develop a strategy for us that would 
not increase our current expenses, 
but wou Id give us more coverage 
and exposure. Because of the buying 
power an agency has, she was able 

to get us into TV and radio for a 
fraction of what we would have paid 
on our own. The agency also had us 
take a hard look at who our target 
customer is, and how to best reach 
that customer, something we weren't 
really doing before. An agency has 
the manpower and resources to 
research the demographic and knows 
ways to get the biggest bang for the 
buck. 

It also became quite obvious that 
the internet was now the number 
one means of information gathering 
for the majority of people out there. 
While we had a website (albeit a 
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EUPHORBIA 'DIAMOND FROST' 
has been named one of the 

GREATEST ANNUALS FOR 2005! 
per Dr. Allen Armitage - Nov '05 issue of 

GREENHOUSE GROWER . .. 
"We try to stay away from repeating winners 

from year to year, but this is the second year 
'Diamond Frost' has earned this award. Plants 

just kept flowering and flowering all season. 

They never stopped, period! We placed plants 
in containers and in the garden, and in both 

cases they were outstanding. The habit was 
perfect, never exceeding 20" in height, and 
maintenance was minimal. The delicate ... 

YouR AwARD WINNING 
PROVEN WINNERS<, SOURCE 

.,Pleasant 
View ~• ... ~~ .... 

Loudon, NH 
800-343-4784 
www.pvg.com 

NORTHERN NURSERIES, INC. 
Wholesale Horticultural Distribution Centers 

BARRINGTON, NH 
16 Pinkham Road West 

PHONE: (603) 868-7172 

,.✓ _ __..RtfNURs -------. 

( \ I 

\ NIVE / 
'-.._;:~:£u_~r~?.Jl~''.--- ✓ 

visit us on the web: 

WHITE RIVER JCT., VT 
2234 No. Hartland Rd. 

PHONE: (802) 295-2117 
MANAGER: MIKE GOFF SALES REP: MIKE GRAVES www.northernnurseries .com MANAGER: ERNIE FINNEY SALES REP: RICK BRASSOR 
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very amateur one) we knew that was 
the way to get people to realize that 
driving to Scenic Nursery is worth the 
trip. Again, I had a million sales reps 
telling me they could "maximize" 
my website, make it more user 
friendly, etc. I could never get past 
the sales pitch, they al I seemed so 
pushy, not to mention the fact that 
they were insulting MY website. 
Then one day I was chatting with a 
customer and fellow member of the 
Raymond Chamber of Commerce 
who mentioned she did websites. 
For whatever reason, this time I 
I istened. I don't know if it was her 
non-pushy approach, or the fact that 
she was local, for some reason, this 
time I said "OK- let's talk." She has 
proven to be a wonderful asset to our 
advertising team. I can email her an 
update, and before the day is out, it's 
live on the web. Can't beat that kind 
of service. 

This winter we worked with a 
business consultant who touted the 
benefits of "guerilla marketing". This 
was something we had heard of, but 
never really put into action. One 
day I was on an off ramp behind a 
car that had an actual photograph 
covering the entire rear window. The 
company did this kind of signage 
for a I ivi ng, and let me tell you - it 
had my attention. I memorized the 
phone number and called as soon as 
I had the chance. We have always 
believed in the old phrase "a picture's 
worth a thousand words". Th is was a 
prime example. Because we are off 
the beaten path, we can use all the 
exposure we can get. Glenn and I 
both now have beautifu I shots of the 
nursery covering our rear windows, 
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in an effort to reach people when 
they least expect it - while they're 
driving in their cars! And without 
getting too wordy (we don't want to 
be responsible for any accidents) we 
have just listed out website address 
along with the picture. We are now 
driving people to the website, where 
they will find all the information they 
need. Guerilla marketing at its finest! 

While I am a true believer in letting 
the professionals do what the 
professionals do, I am also a bit of a 
control freak. I like to keep a small 
amount of money budgeted for things 
that aren't in the strategy. It's not 
a huge amount, 
but it comes in 
handy for those 
little things that 
aren't necessarily 
strategy driven 

• Finest Selection 
of Nursery Stock 
in New England 

From the Board 

it yourself may be the way to go. If 
it works - keep doing it. This is our 
third year doing TV and radio, and 
people still comment to me about 
our commercials. For us, this has 
been the best avenue. Without the 
guidance of our agency, I can't say 
we'd be doing as well. And with 
the last 3 springs, I shudder to think 
where we'd be without TV and radio! 
Our agency has been the machete 
wielding tour guide we needed to 
help us navigate the advertising 
jungle, allowing us to focus on what 
we do - grow and sell plants! 

- but are just the 
"right thing to do" 
at the time. Things 
like advertising in 
the Miss Raymond 
Town Fair Pageant 

• Plant Location Services 

program, or 
the Raymond 
Arts Associates' 
program for 
whatever play 
they're putting on. 
They aren't really 
money makers, 
but they show our 
business's support 
to our local 
community. 

Depending on 
the size of your 
company, doing 

• Dependable Delivery 
throughout New England 

• Direct Ship Program 

• Extensive Hardscape 
Selection 

• Landscape Supplies 

• Bulk Materials 

• Ice Melters/Sand-Salt 
Mixtures 

6 Dearborn Road, Peabody, MA 01960 

New Product Lines: 
• Irrigation & Lighting 

• Rental Center 

• Hardware/f ruck Supplies 

• Expanded Masonry Dept. 

www.northeastnursery.com • 978.535.6550 • Fax 978.535.5247 
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~ Bobcat 
;/ 
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Inside or out 
Quality is covered 

As the authorized Harnois dealer in the Northeast, 
the professional staff at Greenhouse Supply Inc. 

will handle oil your greenhouse needs. 
Whether you are looking for a free standing or a 

gutter connected greenhouse, call us at 

GREENHOUSE 
SUPPL y I INC. 

1.800.696.851 l 
www.agrotech.com 

Bobcat of New Hampshire 
Your skid steer Sales & Rental headquarters 
We carry the full line of Bobcat equipment and accessories 

v -'{'<__, ,. ; ~•· 111!1111111!1. 

,I.. ' 
• ;_! 

~ -:,. 
_.,,, 

Come see the innovative products from Bobcat Company - especially suited for the nursery Industry: 
Combination All-Wheel Steer /Skid-steer loader; ToolcatT"" utility work machine with 1,500-lb capacity; and 

walk-behind mini track loader 

Sales - Service - Parts - Rental 
Route 4, Chichester NH (603) 224-1234 Route 102, Hudson NH (603) 579-9955 

www.bobcatnh.com 
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Successful Conference 
Supports State Grower 
Associations 
New England Floriculture, Inc. 
sponsors of the New England 
Greenhouse Conference and Expo, 
has awarded 5 New England state 
grower associations $2000 each, 
using funds generated from the New 
England Greenhouse Conference 
and Expo. In total, over $10,000 
was awarded to New England 
Grower Associations to support local 
state programming to benefit the 
floriculture industry. 

2007 Recipients: 
Connecticut Greenhouse Growers 
Assn. 
Speakers for programs on 
propagation and pest management 

Maine State Florist and Growers 
Assn. 
Design demonstration at Fryburg Fair, 
fall design program, scholarships 

Mass. Flower Growers 
Education program for retailers and 
growers on website development 

r 'I 

Elsewhere in the News 

New Hampshire Plant Growers 
(NHPGA) 
Continued efforts to renovate and 
upgrade the NHPGA web site 

Vermont Assn. of Professional 
Horticulturists produce a consumer 
guide to VAPH member businesses, 
Vt. Certified Horticulturists program, 
and Vermont grown 

New England Grows 
Announces Chris Zane Of 
Zane's Cycles As Keynote 
Speakerfor2008,New 
Program On Plant I.D. 
Essentials 
BOSTON, Mass.-New England 
Grows, the Northeast's largest Green 
Industry exposition and educational 
conference, has announced that 
Christopher J. Zane, owner of world­
famous, Connecticut-based Zane's 
Cycles, wi 11 give the keynote address 
on the opening day of the 2008 
event. New England Grows 2008 
wi 11 be held Wednesday, February 
6 through Friday, February 8 at the 
Boston Convention & Exhibition 
Center in Boston, Massachusetts. 

The keynote is new to the 15-year­
old educational conference, held 
annually by the Green Industry for 
horticultural professionals. As owner 
of one of the largest retail bicycle 
stores in the nation, Zane will reflect 
on his successful business model. A 
23-year veteran of the retail bicycle 
industry at age 39, he will share 
his unique approach to marketing. 
Among the strategies Zane wi 11 

describe are continual learning, a 
customer's lifetime value, guerrilla 
marketing, bootstrapping, community 
relations, cost control led customer 
service and image branding. 

"We are delighted Chris Zane can 
join us to help launch New England 
Grows' exciting new format," said 
Greg Schaan, president of New 
England Grows. "With expanded 
learning opportunities for Green 
Industry professionals, New England 
Grows 2008 promises the best 
educational program the industry has 
to offer, as well as access to leading­
edge research and expert business 
advice." 

Zane's inspiring keynote address will 
help kick off the 2008 conference on 
Wednesday, February 6. The opening 
day's events wi 11 center on the top­
notch educational program for which 
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Woodman's Florist, Peterborough 

Cold Frames 

Chakarian Farms, Derry 

8 

Mason Brook Nursery, Mason 

free standing Greenhouses 
Mill Gardens, Hanover 

Shade Structures . 

ca/1 lar A Ire, Catalaa 
Tel 803-829-9004 
Fax 803-829-9023 

40 londonderry Turnpike • Hooksett NH 03101 
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Wednesday, February 6 -Friday, February 8, 2008 
BOSTON CONVENTION & EXHIBITION CENTER 

Bost.on, Massachusetts 

New England Grows is known. On 
Wednesday afternoon, there will also 
be a new networking reception on 
the tradeshow floor and extended 
exhibit hours will be offered on 
Thursday and Friday. Pre-registration 
is required for the new keynote 
address. Visit www.NEGrows.org to 
register. 

New England Grows is also launching 
a new session entitled "The 

Essentials of Plant ID" in 2008. 
This innovative educational 
session will be followed 
by a hands-on plant 
identification challenge on 
the tradeshow floor. Many 
exhibitors will display plant 
material at their booths for 
identification purposes. 
Conference attendees wi 11 
receive a list of booths to 
visit, as wel I as an answer 
form to complete and return 
to Extension experts at the 
Great Ideas pavilion. The 
program wi II conclude 
with a prize drawing at the 
pavilion for participants 
who have correctly 
identified all of the plants 
on the tour. 

New England Grows 
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remains committed to 
maintaining an optimum 
visitor-to-exhibitor ratio. 
As a result, the number of 
display booths available 
for the 2008 show is 
limited and exhibitors 
are encouraged to 
reserve space early. New 
sponsorship opportunities 
are also available to 
exhibitors before, during 
and after the event. To 
reserve exhibit space, 
or learn more about 
sponsorships, please 
contact Diane Zinck, 
Exhibits Manager, at 
dzi nck@negrows.org 
or 508-653-3009. 

Elsewhere in the News 
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Nursery Stock 
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Millican Nurseries Inc 
187 Pleasant Street 

Chichester, NH 03258 
(P) 603-435-6660 (F) 603-435-5039 
MNISales@MillicanNurserieslnc.com 

www.MillicanNurseriesinc.com 

Founded over a century ago, 

Sherman Nursery continues to 

offer the finest selection of 

nursery stock the industry has to 

offer. Contact us for all of your 

nursery stock needs. 

• NURSERY COMPANY 
Charles City, Iowa 

800-747-5980 
fax 800-361-7759 

sales@shermannursery.com 
www.shermannursery.com 

WESTERN MAINE NURSERIES 
Conifers & WJody Ornamentals 

SINCE 1923 

We propagate millions 
of plants and care for 
hundreds of satisfied 

customers every year. 

To join the hundreds of customers who 
appreciatt,: hardy, deep-rooted trans­

plants and woo~y o,rnamentals backed 
by an 80-plus year tradition of great 

service, just call us toll-free at; 

1.800.44 7.4 7 45 

The Plantsman 



The Plantsman 

History 
Carpenter's Olde English Greenhouse 
& Florist is a second-generation, 
family-owned business that's thriving 
on Main Street in Newmarket, 
NH. Back in 1950, John & Rosie 
Carpenter started a smal I hobby 
greenhouse from which they sold 
plants. Within eight years, the part­
time plant business 'blossomed' 
into a full-time occupation. Sound 
familiar? 

Rob Carpenter - John & Rosie's son 
- entered the business in 1975 when 
the family bought Lee Greenhouses, 
a wholesale operation in Dover, NH. 
Rob transitioned to the Newmarket 
business in 1985 when John & Rosie 
stepped down from running the 
day-to-day operations. However, 
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Member Profile 

Carpenter's Olde English Greenhouse & Florist 
Owner: Rob Carpenter 

220 South Main Street. Newmarket, NH 03857 (603) 659-3391 

both parents can still be found on 
the premises helping make the 
business a continued success. 

Carpenter's is also a full-service 
florist shop (Rosie's passion) 
located on the ground floor of the 
two-story family home. Although 
the shop is located directly in 
front of the greenhouse complex, 
the large house obscures the 
view of the greenhouses and Rob 
often feels that florist customers 

are unaware of 
the depth and 
breadth of the entire 
business operation. 
Web-based wire­
service offerings 
have expanded 
the reach of their 
florist business ... but 
Carpenter's has yet 
to create their own 
dedicated web site. 

Business Transition 
Time has changed 
the sales mix at 
Carpenter's. While 

wholesale once accounted for 
approximately 70% of the business, 
Rob estimates that retail now enjoys 
the lion share of sales at 60%. 
Geranium cuttings were once the key 
wholesale product but now, spring 
prefinished and finished annuals top 
the list. Carpenter's also wholesales 

Easter lilies and poinsettias but 
wholesale accounts in holiday plants 
are steadily declining except to 
'specialty' groups such as churches 
and civic organizations. 

As Carpenter's transitions toward 
increased retail sales, the utilization 
of greenhouse space has been 
dramatically impacted. Several large 
greenhouses located behind the main 
sales area were once full of stock 
plants and geranium cuttings during 
the winter months. These houses 
now sit idle while winter operations 
concentrate on the three main retail 
greenhouses. 
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GARDENS CAPE 
NURSERY'""· 

Building Relationships through Quality Plants from Select Growers ~---~; 

(802)751-8400 ~-

(802) 751-8124 fax SC H IC HT E L'S 
P.O. Box 350, St. Johnsbury, VT 05819 

info@newenglandnurserysales.com 

Diverse Inventories from Regional Growers, 
Every Week with No Minimums! 

12 

251 North Village Road 
Loudon, NH 03307 
603.783.9S61 
Fax: 603.783.9562 
www.dscolegrowers.com 

1-800-639-1722 

D.S. COLE 
GfowmIDnmn 

~~l 

Your New Hampshire Sales Representatives 
New Hampshire 

RICK BRASSOR 
802-257-8141 

Mobile: 802-380-2988 
Fax: 802-257-8142 

e-mail:Rbrassor@robertbaker.com 

• FLEXIBLE GUARANTEE 
PROGRAMS 

• JUST-IN-TIME DELIVERY 

NH - Seacoast 

TOM BUSH 
860-388-0357 

Mobile: 860-966-7283 
Fax: 860-388-0364 

e-mail:Tbush@robertbaker.com 

• COMBINED VOLUME 
DISCOUNT 

• LOW MINIMUM ORDERS 

The Robert Baker Company Medford Nursery 
·' 1700 Mountain Road, 560-A Eayrestown-Red Lion Road, 

. 
• . West Suffield, CT 06093 Medford, NJ 08055 ■; 
~ visit us on the web: robertbaker.com IZl ea, 

The Plantsman 
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Consumer Preferences 
Ah ... the customer. Rob finds the 
interactions with his customers - the 
sharing of information, informal 
kidding, and overall smiling faces 
- the most enjoyable aspect of the 
business. He likes meeting and 
greeting old and new friends, and 
retail sales provide a wonderful 

avenue for these interactions. In 
short, it's fun! 

As times change, so has the product 
mix that Carpenter's offers. Pack 
annuals dominance has been 
replaced with 4-inch Proven 
Winners. Perennials continue to 
climb with a steady increase in 4-
i nch and gal Ion-size containers. 

Rob has also noticed a shift in sales 
with his customer willing to wait 
until Memorial Day to make major 
purchases. In fact, Memorial Day 
weekend was his busiest of the 
season. Folks are also making plant 
purchases throughout the summer 

August/September 2007 

- extending the retail 
sales period. 

The Future 
As Rob gazes into 
his crystal ball, the 
images appear cloudy. 
He's not sure that his 
boys are interested in 
horticulture, which 
raises the question of 
business succession. 
This quandary is one 
felt by many multi­
generational business 
owners and may only 
be answered with the 
passage of ti me. 

Meanwhile, Rob will 
continue to expand 
the retai I side of 
the business while 
maintaining its current 
size. He feels the florist 
shop must become 
better integrated into 
the entire operation. 
This might require a 
change in the overal I 
design and layout of 
the complex. 

Overall, Rob feels 
lucky to own a 
business he loves. 
His advice to others? 
Success comes with 
the ability to accept 
change ... learning how 
to deal with the ups 
and downs ... and a 
willingness to continue 
moving forward. What 
will the next 57 years 
bring? 

Member Profile 
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Main NHPGA Homepage 

Embracing the W~b - www.nhpga.org 

leaderboard ad opens 
up another browser 

window with sponsor's 
homepage 

site search feature 

navigation quicklinks for 
users that know what 
they want and where 

they want to go 

industry news and 
events keep members 
and non-members as 

up to date as possible 
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13-15: Ne-. En9land Veget.abla •-,: CT Nursery a. Landscape 

an d Fruit Canfer■nc■ 

M.a nch■ rt■r. NH 
www.navbc._,. 

Ju sod ■tlo n WI nt.r S~mpo-s.lum 

■nd Trad• Show 
•hlllnQford, CT 

www.navbc • .,,. 

Member Login 

I order 
Ymr 
Cq,i, 

Tw&'llll"-.. .................. c.-. • .__ 

lJ- r..ry"iiM t,,.,la l.1 f 

Si ~J :a: 5u l• • iHril 1, 0fleloN, 

n-

FEATUREn 
mem'f5"er 

*Oahu 
garden ctnttr 

Where doeo Bill see lhe 
industr,- In LO years? direct link to horticultural 

endowment fund 
information tllew Hamp•hiN Plant C..Vwe1'9 A■•oclat:kln 

ZS -ri>-d Road 
Cont■ d: HHPGA I Pr111.acy Policy I T•rms of U•• I Site Map 

l'IIIMn"°"et, MH 03857 
I03-H9-41SS 

Main NHPGA Homepage 
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member login takes 
member to login page 
and on to member 
homepage 

high profile links to 
NHPGA 'Products & 
Services' page 

featured member 
graphic links directly to 
'Featured Members' 
page 

NHPGA partner links 
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NHPGA Member Homepage 

personalized welcome 

navigation quicklinks 
for members that know 

what they want and 
where they want to go 

link to 'President's 
Message ' page 

latest member information 

links to member-specific 
events page 

NHPGA Member Homepage 

Seal"Ch For: 

Ad1iurrtb11t with NHPGA 

Account lnhar-rnation 

Y~luntcer 

Pnt1ldent'1 Meuego 

New England Grow~! · , w:6 
0119 SIIIM, A dlDn lcla9s ·· '..J2::'. . c, 

--,yll ---2,- . ;ii:.;.; 
Member Exchange 

a.....tloggedf1'11.Ju~ 14, 2087 

""""'""""'Fifiiil'i'i'i'lllll!lii'iiii'mii'iil'iiiill'i'i'l• Latest Message from the President 
HemberJhip Directory 

Prvduru It Services 

Effnb 

Hember Pootlng• 

PlanUman H•oazlne 

In the J,,mw'Ji.,ly 2007 Plants.mu,. Pnisid•nt &rettAndN"S dlscuuH 
the concam arl!!l.a m.i-rserv owners haw.a ragarding th• lily leaf beetle 
•nd how we cah t.ak.e steps to prawnt lt .• rnore 

Membership Directory 
Click on our Qi,dckBtffl b11IG'lf t:o se~ rf any new me:mbeu ha'ole 

--t,..llllllllli,,l,ll;Jl;lli~-----i.gn~r••: 

.. _ 

~,a, 
C..lral•lalc11111 21 (Nll!w Adds") 

West:J:22 
Southi Sl 
Seaco.-t14t 

v ........ t11 (NewA.dd!IO 
t.anada1! 

Tntal numb•r o-f Whol-~1• MambeN111: 1-44 
Total Nuft'llbar •f R•t■ II Plfamb.ar-.i IU 

Upcoming Events 
Mcnth: 

Phone Numb a, w-
Months 
Date: V.nu• 

Phone Number 
Website 

Logout 

Aler1s1Notlces 
Lotest Plantsmon is out ..• 
lot'em ips...m dolor sit •mat. 
cons:ertatuer .adipisdn,g elrt. 
Quisque a m etus .• .m..-e 

Time to renew 
Jt's that time ag.ainl 
Membership re-newal in 3 
••sy dll!lps, •• l'hDl'9 

other members can 
help }OU ... 
T~• m•mb • r •xehang• t• -1 

greet pl•c• to po.st whet you 
n■ed ahd • •• if • memb•r 
can help, 

Exchanoe c.ataao.,....: 
- Equiplnent 
· Fw-rw .... --•­""""' .... ~ 

Support Us 
W• hav• • Hrlu ofpraducts 
that you can buy "h.olu■le fn~m 
uf' th« h•lp ruppcrt oYr wffa rt 
11,ay indudie1 

- Contalnar Mix 

- Kna■pad 

Com• visit our ord•r page to 
"et th■ d•t•ilr-... ~ 

.. _ _____ ,_ 

New Hampshire Pl.int CruwelS Assod•Uun 
U-..tRoad 

Cont,1ct NHPGA. I Prtvac.y Pollcv I Terms af Use I Site Map 

G 
Plant row,:m Newma,ket. NH O.llil57 

·•~·111·41'55 
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special alerts and notices 
features keep members up to 
date on issues ranging from 
membership to their 
Plantsman magazine 

this right column feature 
takes members to the 'Mem­
ber Postings' page 

this feature will take 
members to the 'Products 
& Services' page 
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As part of the redesign efforts 
of the new NHPGA website 
and the recommendations 
that came from the Web 
Assessment, the NHPGA 
Board of Directors has formed 
a Web Committee to lead 
the charge of our evolving 
web presence. Reporting 
directly to the Board, the 
Committee's primary role and 
responsibilities are to: 

• Be the primary liaison to the 
Board, sponsors, members and 
vendors regarding the web 

• Develop and oversee web 
policies, guiding principles, 
and priorities 

• Manage scope and ongoing 
evolution of the website 

• Approve the content for 
publishing on the Web 

• Develop a business strategy for 
the site 

The Committee is currently 
comprised of the following 
individuals, 
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• Rick Simpson, Board member 
• Bryan Wentworth, Board 

member 
• Nancy Adams, Executive 

Director 
• Daniel Truesdale, Dan 

Truesdale Designs 
• Darian Hendricks, Dan 

Truesdale Designs 

NHPGA Web Committee Report 

The web provides an opportunity for 
NHPGA to achieve these benefits 
over the long-term: increase in 
membership, new and additional 
value-added services/ resources, 
increase revenue opportunities, drive 
business to and awareness of our 
members, and reduce administrative 
overhead. 

To that end, the following tangible 
goals are to be achieved by investing 
in a more robust web presence: 

• Increase NHPGA visibility and 
awareness regionally by 15% of 
1295 average unique monthly 
visitors to the site, currently 

• Drive increased traffic to the 
site by 10% of 1295 average/ 
month visits currently 

• Increase membership by 5-7% 
of current 200 members 

• Be a financially self-sufficient 
suboperation of NHPGA 

• Improve member satisfaction 
w/ NHPGA (a baseline 
satisfaction measure to be 
determined by the current 
survey) 

• Drive business to our members 
(to be measured through e­
offerings and traffic divergence 
to member sites) 

The committee has developed 
a survey to measure the current 
NHPGA member climate with 
regards to satisfaction with 
organization, computer and Internet 

by Darian Hendricks 

literacy, and prioritization of online 
features that provide the most value 
to our members. The survey results 
along with input from our consultants 
and best practices will drive our roll­
out of additional site content. 

Simultaneously, we are embarking 
on developing a business case 
for generating revenue and the 
associated costs and cost savings 
with adding new functionality, 
features, and content. 

This web undertaking is leading to 
exciting opportunities for NHPGA 
to build a stronger association and 
provide more online programming 
to support member interests. In our 
next issue of The Plantsman we will 
share with you some of our findings, 
vision, research, and survey results. 

NHPGA is definitely taking a 
leadership role for our industry in 
leveraging the web in useful and 
desirable ways for our members. 

Please turn to pages 14 and 15 
for a full color look at our newly 
redesigned NH PGA website. 
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Spring 2007 Twilight Meeting 
June 26, 2007 
Lake Street Garden Center, Salem, NH 

We extend a special thank you to the Wolfe family and their 
wonderful employees for a delightful evening last month. 
We toured the 
garden center, 
visited with old 
friends , and 
thanks to UNH 
Cooperative 
Extension -
our co-hosts 
for this event 
- the group 
was brought 
up to date 
on the latest 
1PM concepts 
by Extension 
Specialists Dr. 
Cheryl Smith, 
Dr. Stan Swier 
and Dr. Cathy 
Neal. 

August/September 2007 

New Hampshire News 
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Tuckahoe Turf Farms 
Berwick, Maine 

For home lawns 
For gardens 
For athletic fields 
For parks & playgrounds 
For golf course projects 

Kentucky Bluegrass, Ryegrass, Fine Fescue 

Pallets or "Big Rolls" 
Sod handler delivery 
Roll out service 

~~~5~!--,35yearsofgrowing 
· Experience - - - - - -

Deliveries Monday through Saturdays 
500 sq. ft. to 50,000 per day 

Usable lawns within three weeks of installation 
I 

Sod it and be done with it. 
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CALL TOLL FREE 

1-800-556-6985 

See our web site for more information 
www .tuckahoeturf.com 

New England's Leading Full Line Seed House 

• Packet Seeds 

• Lawn Seed 

• Fertilizer 

• Grounds Maintenance Chemicals 

1-800-326-4278 

FAST, COURTEOUS SERVICE 

The Chas. C. Hart Seed Co. 
304 MAIN ST. 

WEATHERSFIELD, CT 06109-1826 
1-800-326-4278 

STONEPOST 
NURSERY 

Raymond, NH 

SPECIALIZING IN 

WHOLESALE 

PERENNIALS 

GROUNDED 

IN 
QUALITY 

1 and 2 gallon containers 

Call to request our current plant availability. 

Delivery available 

3 Split Rock Lane Raymond, NH Phone: 603-244-1224 

~o 

')uentwortfi~ 
greenhouses 

Year 1Round Garden Center 
and Wholesale Grower of 141 Rollins Road 
www.wentworthgreenhouses.com Rollinsford, NH 03869 

Wholesale (603) 742-1113 
Retail (603) 743-4919 

Rolling Green Nursery 
1000's of our own Perennials 

Annuals•Trees & Shrubs•Herbs 
Vines•Natives•Alpines•Aquatics 

Garden Ornaments•Pottery • 

64 Bre~;:~:11~:~~ou--; P 
Greenland, NH 03840 - - e 

(603l 436-2732 / info@rolllnggreennursery.com 

9 ACRES OF PURE INSPIRATION ... 
www.rollinggreennursery.com 
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New Hampshire News 

First Pioneer Recognizes Contributions of Gary R. Mateson of Epsom, NH 
by Robert Smith, 

Vice President, Public Affairs and Knowledge Exchange 

First Pioneer Farm Credit, the 
largest lender to agriculture 
in the Northeast, recently 
recognized the outstanding 
contributions of Gary R. 
Matteson, a cut flower grower 
from Epsom, New Hampshire 
for his service to First Pioneer. 
Mr. Matteson retired from the 
First Pioneer Farm Credit Board 
of Directors having reached 
is 12-year term limit as a First 
Pioneer director. 

"On behalf of the entire First 
Pioneer family of customers, 
directors and employees, I extend 
our deep appreciation to Gary for his 
outstanding service and commitment 
to First Pioneer. He has been a strong 
and effective national Farm Credit 
leader and innovator on behalf of 
agriculture and rural America," said 
First Pioneer President and CEO Bill 
Lipinski. 

Gary Matteson from Epsom, New 
Hampshire operates New England 
Anemones, a cut flower operation 
with his wife, Sabrina. He is credited 
with many accomplishments as a 
Farm Credit leader including efforts 
to initiate and carry out Farm Credit 
HORIZONS, a national project that 
analyzed changes in agriculture and 
rural communities and identified 
actions necessary to strengthen 

August/September 2007 

the Farm Credit System for future 
generations. Mr. Matteson testified 
in numerous hearings on policies to 
strengthen Northeast agriculture and 
rural communities. Through this 
fall he will be in Washington, DC 
working on the 2007 Farm Bill on 
behalf of the Farm Credit System. 

First Pioneer is a member-owned 
agricultural cooperative and part of 

the nationwide Farm Credit System, 
which is celebrating 91 years of 
service to American agriculture this 
year. First Pioneer's service area 
covers New Hampshire Connecticut, 
Massachusetts, New Jersey, New 
York and Rhode Island. First Pioneer 
Farm Credit extends $2.4 billion in 
loans from 15 branch offices. For 
more information, log onto www. 
Fi rstPioneer.com. 
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• Greenhouse Structures • Greenhouse Film 

·-. Q[eenhouse & Field 1,.,J-gation • Chemicals 
• Shadel;abric • Envi'9nmental Contrgp, 
• Heating & Venplatioh Eqrifpqie_nt-,, • -Fertilizers 

'• ' 
• Soil Handling Equipment • Safety Equipment 
• Plastic Containers • Crop Support Material 

• Soil-less Mixes • Sprayers and Mudl "?ore 

111E W .. H .. MIUKDWSKI, IN 
PLANT DEPARTMENT 

51 -.ro• 

Your Area Rep 
Jim Downie 

603-393-5536 ' 
Or Call Our 

Stafford Springs, CT 1 

Facility 

800-243-7170 

lllllh u.-

Many NCO products are: 

OMRr 
L I s t e d 

Offering Natural Fertilizers, Soil 
Amendments, and Environmentally 

Compatible Pest Controls 

Depot St. Bradford, VT 05033 
802/222-4277 FAX 802/222-9661 

Email: info@norganics.com 

Visit our web site @ 
http://www,norganics.com or call 

now for the location of our nearest 
wholesale distributor 
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WE DELIVER! 
Native, Wetland, and Nursery Stock 

_JIPIERSON 
.NURSERIES, INC. 

WE CARRY A FULL LINE OF 
WOODY & HERBACEOUS WETLAND PLANTS 

NATIVES ORNAMENTALS 
PERENN~LS GROUNDCOVERS 

SHRUBS VINES 
SHADE & ORNAMENTAL TREES 

CONTRACT GROWING AVAILABLI! 

CALL FOR SAMPLES OR QUOTES OF WETLAND & 
EROSION CONTROL FABRICS 

24 BUZZELL ROAD 
BIDDEFORD ME 04005 

phone (207) 499-2994 (207) 282-7235 
fax (207) 499-2912 

e-mail: piersonnurseries@prexar.com 

CALL OR WRITE FOR OUR CATALOG 

Providing the Best Plants. 

It's What We Do. 

Now in our 85th Year and 

Still Growing Strong. 

mston · 
~t'Ht:!i~~ ' EST.1923 

Unearth the Possibilities 

Commercial Sales 
Frankland Road/ P.O. Box 186 

Hopkinton, MA 01748 

Phone: 508-293-8028 Fax: 508-497-0743 

Email: CommSales@WestonNurseries.com 

www.WestonNurseries.com 
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WHEN IT COMES TO 
INSURANCE, KNOWING 

YOUR AGENT IS THE KEY ... 
The Robertson Agency understands the importance of doing business 
with people you know and trust. We offer Business and Commercial 
insurance, true Farm Packages, Auto, Workers Compensation, and 
most other lines of insurance. Our primary company, the Co-opera­
tive Insurance Companies, is based in Middlebury, VT. They have 
been serving New Hampshire's agri-businesses for many years. 
Through their wholly-owned subsidiary, UI Insurance Services, Inc., 
we also offer commercial insurance through companies such as The 
Hartford, Zurich, and Merchants Insurance Group. Chances are, you 
heard of us and we have heard of you. Give us a call or stop by our 
website, we would like to be your agency! 

THE ROBERTSON AGENCY, 1022 DOVER ROAD, EPSOM NH 03234 
( 603 )736-8562 or 800-427-5014 E-mail:Andy@robertsonagency.com www.robertsonagency.com 

200 gallon 

200 gallon 

- PUL Tanks 
Stainless steel spray 
tanks (50 - 1,000 gal) 
with mechanical 
agitation and 

- diaphragm pumps 
available. 

Specialty booms 
supplied or hose reel, 
gun if required. 
Diaphragm pumps, 
pto or engine driven 
5-45 gpm up to 600 psi. 

Many axle/wheel/pump/boom combinations 
available. Call for more information. 

See our website for details 
www.oescoinc.com 

or call for a demonstration. 
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Jacto J-400 
3 pt. hitch, 105 Gal. 
polyethylene tank 
with mechanical agl• 
tation, 37 gpm, pto 
driven centrifugal 
pump three outlet 
cannon head with 
hydraulic available. 
40 pto HP required 
60' plus swath. 

r::.1/ Spray Booms 
~ Wet and dry booms manufactured from 

~ sturdy steel tubing and powder painted. MSS P765 -150 gallon, 3 PTH 
!!!IJ!!""'" ubular frame is made to give adequate 
support to different accessories and add stability while in 
operation or in storage. 

Choose a pumping unit, a manual or electric control and 
a manual or hydraulic folding boom from the wide range 

of models. 

MSS P950E • 250 gallon, 3 PTH 

P.O. Box 540, Rte. 116 · Conway, MA 01341 
800-634-5557 • 413-369-4335 • FAX 413-369-4431 

info@oescoinc.com • www.oescoinc.com 

21 



"The Geranium Specialists" 

Wholesale Growers 
2 1 /2" Geraniums (year round) 

4" Pre-finished G eraniurn; 
2 1 /2" Ivy Geraniums & Fuchsia 
Martha Washington G eraniurn; 

Spring Hanging Baskets, Lilies/Bulbs 
Azaleas, Cyclamen, Poinsettias, Foliage 

J.B. CARPENTER & SON, INC. 
603/659-3391 

220 SOUTH MAIN STREET 

NEWMARKET , NH 03857 

J.P. Bartlett Co., Inc. 
Geranium Specialist 
Wholesale Grower 

Winter Crop 
Rooted and Unrooted Geraniums 

Prefinished 4" Geraniums 
Unfinished Stock 

Vinca Vine, Dracaena, Fuchsia 
Asst. Vegetative Plugs 

Spring Crop Sedum Geraniums 
Hangers 
Annuals 

Jumbo Annuals 

Excellent selection of 72s, 3" & 
containers for Green Roof, Garden 

Centers and Landscapers 

Cemetery Pans ~ 

578 Boston Post Road Sudbury, MA 01776-3301 
800.552.2278 Fax 978.443.8661 

www.BartlettGreenhouses.com 
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4,_ 
~ 
GARDEN CENTER 

1 Greenhouses, Nursery, Gift Shop 
Full Service Garden Center 
Phone: (603) 625-8298 

1 656 South Mammoth Rd. 
1 (Route 28A) 

Manchester, NH 03109 
Fax: (603) 622-4073 

7 ACRES OF TREES, SHRUBS AND PERENNIALS 

9 DUDLEY ROAD HOURS: MONDAY-FRIDAY 8-6 
' RAYMOND, NH SATURDAY & SUNDAY 8-5 

.scenicnursery.net 

The Ultimate Tool for 
Your Delivery Needs 

2006 FUSO FE 140, Automatic Transmission 

J... 
MfT'SUBISHI 

RJSO 

2007 FUSO FE 140, 

Automatic Transmission Box Van 

LIBERTY INTERNATIONAL TRUCKS 
OF NEW HAMPSHIRE, LLC 

1400 SOUTH WILLOW STREET · MANCHESTER NH 03103-4077 

PHONE · 603 - 623 - 8873 · 800 - 562 - 3814 
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Congratulations! 
You've successfully navigated 
through another busy (and 
hopefully profitable) spring 
season. Now that the mad rush is 
over and you've got some breathing 
room before the fall season starts, it's 
time for your mid-year check up. And 
no, we're not talking a physical check 
up, but rather an overall business 
check up. Here are some areas you 
should be evaluating at this time: 

t/ Record-keeping: Are you up 
to date with all the income and 
expense entries in your records? 
Have all the bank statements 
been reconciled? Are invoices 
for Accounts Receivable current? 
Do you have a formal system for 
following up on late receivables? 
Remember the GIGO principle­
garbage in = garbage out. Your 
records won't tell you anything 
meaningful if they're not accurate. 

t/ Business Results: Once your 
records are accurate, have you 
reviewed them? How do the 
2007 year-to-date (YTD) income 
and expenses compare to those 
of 2006 YTD or your 2007 YTD 
budget? What are the reasons for 
significant differences? Are there 
any expenses you can manage 
better? Have you reviewed your 
product mix to determine what 
the big winners and slow sellers 

were? Have you made notes of 
possible changes in product mix 
to assist you with planning for 
the 2008 season? Is there any 
stale inventory you should dump, 
rather than continue to carry it? 

t/ Customer Service: Presumably 
you've been collecting customer 
contact information over the 
season. Have you followed 
up with e-mails or a mailing 
to thank the customer for their 
patronage? Or to let them know 
about upcoming product for sale 
or even planned business changes 
that would impact them? Or sent 
out surveys to determine what 
you do wel I and what you can 
improve? Have you evaluated 
customer recommendations for 
possible implementation? 

t/ Processes: Most businesses 
have standard procedures for 
completing tasks. 

Pioneer Pointers 

Check Up Time! 

feedback to your employees in 
regards to their performance? 
And requested their feedback on 
your performance as a manager? 

There are many other areas besides 
those detailed above that you could 
and should be reviewing. Keep 
in mind that a periodic review of 
your business provides you with 
the necessary information to make 
informed and timely decisions about 
the direction of your business. 

First Pioneer Farm Credit provides 
financial services to the green 
industry. Their services include 
consulting, recordkeeping/accounting 
support services, tax preparation/tax 
planning, credit, leasing, appraisals 
and payroll. For more information 
about any of the above financial 
services, please call the Bedford, NH 
branch office at 1-800-825-3252. 
(KDK) 

Have you spoken 
with your staff 
to discuss what 
processes have 
worked well, 
those that could 
be improved, 
and suggestions 
for what those 
improvements 
might be? Have 
you provided 
individual 

Find all your plant needs at 
one location. 
• Northern grown trees , evergreens, shrubs & perennials. 
• We specia lize in heavy grade specimen plants. 
• Ba,k mulch, compost, & loam in bulk~ 

Dclivc,y sc,vicc fo, you, convicncc.(~'\ 
Call for seasonal hours . ~ ' 

Phone: 207 .839 .4262 
Fax: 207 .839.2290 O'DONAl?S 
email: onurscr l@mainc.rr.com 
Our catalog is onlinc www.odonalsnurscrics.com 
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GOLD.TAR 
Tree & Turf, LLC 

Trust the 250 West Road, Canterbury, NH 03224 
Growers of Premium Turf & Ornamental Tree 11 I ' +: ' ,..J~ j~~l ' J:l'':I I 1. : I 

,. , . n1~0,..Uelt;l~Jicl""•Qr;tdc:~' 
1;:..fi ~ 'I l• ~ j t 

1
i • -

Experts 
For over 30 years Gold Star Has Offered the 

Products and Services that Help Your Business Grow 

,"(' 

Fax: (603) 783-4596 

Landscapers and Garden Centers .. . 

See What SYLVAN has to offer! 

NURSER~ 

~ Trees, Shrubs, Groundcovers 
• Specimens 
""' Heather & Heath .« Native & Sea Shore Plants 
,-- Perennials, Grasses, Roses l 028 Horseneck Road - Westport MA 02 790 

508-636-4573 Fax 508-636-3397 
www.SylvanNursery.com Ca ll, Fax o r E-mail to request our catalog 

WHEN CATASTROPHE 
STRIKES YOUR 

HORTICULTURAL BUSINESS 
,-----------------····-···--·······--··--·-······-----------

fig. I 

Squeeze ic out. 

fig, 2 

Scream ic out. 

fig, 3 

Pull it out. 

--···-·-·-·-·-·---········---·-------···-·-·-----------------' 

··------------·--·-······ ··········-············----------·-------------------
option 2 (the wiser decision): 

CAL L HORTICA 

Horcica is the insurance company chat can guide you to identify ' 
your business' evolving risks and needs, as well as provide finely-

: tuned insurance and employee benefit solutions. Our 120 years in the 
horticultural world have made us experts in recognizing risks to your 
company before they can hurt your business. Of course, if something 
does happen we will pay your claims quickly ro get you back on your 
feet as soon as possible. Hortica is the only insurance company you can 
trust with every aspect of your business. • ! 
To gee a quote, visit hortica-insurance.com h Ort IC a I 
or call 800.851.7740. ,.,u ... ceoeMPLoYE""""" : 

••···•·····•·••••••••••••----- ----•·••••·•· .. • Toguldaandprawide •• l 

Newton Greenhouse 
Quality Plants Green & Flowering 

Cut Snapdragons & Lisianthus- Year Round 
Assorted Cut Flowers Available Seasonally 

32 Amesbury Road, Newton, NH 03858 
603-382-5289 FAX 603-382-0632 

Annual & Perennial Plugs, Plug & Ship, Geraniums, 
Pretinished Plants, Proven Winners, Bulbs, 

Holiday Crops, Flowering Plants 

Joseph Giannino Co. 
Representing fine growers of quality plant material 

17 North Road 
East Kingston, NH 03827 

Office (888)948-2001 FAX(603)642-9230 
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Work in the horticultural field 
for enough years and you 
begin to develop a valuable 
reference library. While nothing 
compares with hands-on 
experience, it's impossible to be 
well versed in all facets of this 
complex industry. 

Questions often arise as to which 
books should be found in a 
horticulturist's library. I'll offer the 
following as prime candidates. 
Although expensive, the wonderfu I 
photographs and comprehensive 
descriptions will surely help in 
identifying insects and diseases of 
trees and shrubs. If you'd like to share 
some of your favorite references, 
please drop me a line. 

The descriptions that follow are 
provided to us courtesy of Amazon. 
corn's web site. 

Insects That Feed on Trees and Shrubs 
by Warren T. Johnson (Author), 
Howard H. Lyon (Author) 
List Price: $79.95 

This comprehensive handbook, 
acclaimed when it was first published 
in 1976 as "one of the most useful 
reference manuals on diagnostic 
entomology yet produced," has 
now been completely revised and 
expanded to reflect recent advances 
in technology and the wealth of new 
information affecting the "Green 
Industry." 
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Book Review 

Books For Your Reference Library 

by Nancy E. Adams, Executive Director 

LOOK 1NSIDE!TM 

Augmented by 241 full-color plates, 
it gives the essential facts about more 
than 900 species of insects, mites, 
and other animals that injure woody 
ornamental plants in the United States 
and Canada, and provides means of 
quick visual identification of both the 
pests and the damage they cause. 

Product Details: 
* Hardcover: 560 pages 
* Publisher: Cornell University Press; 

2 Rev Sub edition (Apri I 1991) 
*ISBN-10:0801426022 
* ISBN-13: 978-0801426025 

Diseases ofTrees and Shrubs 
by Wayne Sinclair (Author), Howard H. 
Lyon (Author) 
List Price: $85.00 

First published in 1987, Dis.eases 
of Trees and Shrubs has become a 
standard reference for plant health 
specialists, plant diagnosticians, 
horticulturists, arborists, foresters, and 
their students. Now thoroughly revised, 
fully updated, and illustrated with 
more than 2200 digitally optimized 
color images in 261 full-color plates 
and more than 350 black-and-white 

photographs and drawings, the second 
edition is an unrivalled survey of the 
diseases of forest and shade trees 
and woody ornamental plants in the 
United States and Canada. The book 
is both an authoritative reference 
book and a powerful diagnostic 
tool. Organized according to type of 
disease-inducing agent, the second 
edition is also designed to be helpful 
in classroom and field instruction. 
Symptoms, signs, and cycles of 
hundreds of diseases are described 
and microscopic features of many 
pathogens are depicted in photos 
and line drawings. A searchable CD­
ROM included with the book contains 
bibliographic entries for more than 
4500 works that readers can consult 
for additional information or images. 
This remarkable scholarly work-­
praised as one of the best horticultural 
books of the twentieth century--lays 
claim to the same accolade for the 
twenty-first century. 

Product Details: 
* Hardcover: 660 pages 
* Publisher: Cornell University Press; 2 
Har/Cdr edition (November 2005) 
*ISBN-10:0801443717 
* ISBN-13: 978-0801443718 
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Current New Hampshire retailers 
selling New Hampshire Plant 
Growers Container Mix include: New Members 

Barn Store of New England LLC, 

Salisbury 

Barrett's Greenhouse, Swanzey 

Bedford Fields Agway, Bedford 

Churchill's Garden Center Inc., 

Exeter 

Cali's Garden Center, Jaffrey 

Demer's Garden Center, 

Manchester 

Dodges Agway, Hampton 

Evergreen of Rye, Rye 

Hillside Meadows Agway, Tilton 

House By The Side OfThe Road, 

Wilton 

- - -

J.B. Carpenter & Son Inc., 

Newmarket 

Lake Street Garden Center, Salem 

Longacre Nursery Center, Lebanon 

Mi 11 Gardens, Hanover 

Nicole's Greenhouse, Concord 

Rolling Green Nursery, Greenland 

Scenic Nursery and Landscape, Inc., 

Raymond 

Shady Hill Greenhouses, 

Londonderry 

Spider Web Gardens, Tuftonboro 

Warners Garden Shop, Newport 

Wentworth Greenhouses, Rollinsford 

Todd Hansen, Plant Peddlers, 
1 Melba Drive, Hudson, NH, 
03051, 603-321-3963 

John Babiarz, Earth Wares, LLC, 
1024 Main Street, Canaan, NH, 
03741, 603-304-8886 

Freya Fisher, Leap Frog Farm, 65 
Gear Road, Strafford, NH, 03839, 
603-332-9395 

Grow with us. 
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(And help us grow!) 

ALL-PURPOSE CONTAINER MIX 
READY TO USE, 

FOR INDOOR & OUTDOOR PLANTS 

The New Hampshire Horticulture Endowment (NHHE) was founded in 1997 as an extension 
of the New Hampshire Plant Growers' Association. Each year. the NHHE grants money to 

researchers working on related issues in the field of horticulture that will assist New 
Hamp,shire Plant Growers. Proceeds from the sale of this soil will help this fund grow. 

r'-' 

~i~t 
Growers 

QUALITY CAaD•N C&Nnas 
•G■OWHS 

And your support in making this purchase helps make 
New Hampshire a greener place to live. 

For more information, or to place an order, please contact 
John Gerken of Gerken Horticultural Sales, 

59 Old Rabbit Hollow Road, Swanzey, NH 03446. 
Telephone (6o3) 357·3734 

or email ugerken@worldpath.ne1 For each bag purchased, 
$1.00 go,es to horticultural 
research for New Hampshire. 

The Plantsman 



The Plantsrnan 

Many different methods 
of applying plant growth 
regulators (PGRs) have gained 
official label approval in recent 
years. The Bonzi (paclobutrazol) 
label lists several "chemigation" 
applications including drench 
treatments with spaghetti 
tube systems or with 
precision dosing equipment 
and application by ebb and 
flow subirrigation systems 
or saucers. However, practical 
recommendations are needed for 
growers on how to apply PGRs by 
these new methods. 

I've found that the growth of 
poinsettia, geranium, and grandiflora 
petunia can be successfully controlled 
by Bonzi applied in either a single 
treatment or in multiple applications 
by drench or subirrigation at low 
levels of active ingredient (a.i.). 

In this study, funded New Hampshire 
Plant Growers Association, I looked 
at the growth response of multiflora 
petunias treated with Bonzi in single 
or multiple applications by growth 
medium drench or subirrigation, with 
or without stock tank dilution, and at 
different stages of plant development. 
Multiple drench treatments were 
meant to simulate application of 
PGR by a spaghetti tube system or 
with precision dosing equipment. 
Application at different times during 

Research Report 

Treating Petunias With Bonzi By Drench or Subirrigation 
by Douglas Cox 

Plant, Soil and Insect Sciences University of Massachusetts, Amherst 

the crop were meant to determine 
whether stage of plant development 
had an effect on the level of growth 
control achieved by Bonzi using the 
various application methods. 

How the plants were grown 

Seeds of 'Primetime Mid-blue' 
petunia, a multiflora type, were sown 
in plug trays on January 10, 2006 and 
on February 13 the seedlings were 
transplanted to 4-inch pots of Fafard 
3B soil less mix. Plants were grown 
using standard practices and were 
fertilized with 20-2-20 at 200 ppm N. 
Plants were irrigated from overhead or 
were subirrigated from 5-inch saucers 
depending on treatment. 

Plants in all treatments were treated 
with Bonzi at 1.65 mg a.i./pot. 
Bonzi was applied in a single 
drench or subirrigation treatment, 10 
subirrigation treatments, or 10 drench 
treatments. Control plants were 
watered and fertilized from overhead 
with fertilizer solution containing no 
Bonzi. 

Single Bonzi treatments were made 
and the multiple treatments were 
started at three stages of plant 
development: when the plants were 2-
3" in diameter, when 1 or 2 branches 
had reached the rim of the pot, or 
when at least 2 branches extended 
about 2" beyond the rim of the pot. 
Multiple treatments are referred to as 
"early" (February 21 ), "mid" (February 
26), or "late" (March 6), respectively. 

Bonzi solutions were applied at 3.4 
fl.oz. (100 ml)/pot. In all cases this 
volume of solution was absorbed and 
completely retained with no drainage. 
The solutions used for multiple drench 
and subirrigation also contained 
ferti I izer. 

The Bonzi solutions used to treat 
plants 10 times contained the 
chemical at a level 10% of that used 
to treat plants once. To determine the 
effect of stock tank dilution on Bonzi's 
plant growth effects, plants were 
treated 10 times with solutions from 
tanks to which no fertilizer solution 
was added as the solution was used 
up (no dilution). In other treatments 
Bonzi solution was maintained at 
the starting volume by the addition 
of fertilizer solution each time the 
plants were watered to replace what 
was used to treat the plants. The latter 
solution was diluted to 20% of the 
original Bonzi concentration by the 
end of the experiment (i.e., 80% of 
the starting volume was replaced 
by fertilizer solution containing no 
Bonzi). This treatment was meant 
to simulate how a commercial 
subirrigation system might be 
operated where water is added to 
the storage tank to replace what is 
absorbed by the crop. 

Plant measurements were taken on 
March 2 9 one week after the last 
Bonzi treatment was made. Plant 
height, plant diameter, number of 
open flowers, number of branches, 
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and plant fresh weight were measured 
at this time. 

Results 

Regardless of the method of 
application or timing of application 
Bonzi drench (Table 1) and 
subirrigation (Table 2) treatments were 
effective in reducing the height, plant 
diameter, and shoot fresh weight of 
petunia compared to the untreated 
control. 

Most reductions in height and 
diameter were statistically significant 
compared to the control and the 
size reductions caused by Bonzi 
application were commercially 
desirable in all treatments. 

The number of open flowers and 
branch number were not significantly 
affected by Bonzi treatment, but there 
seemed to be a trend toward more 
open flowers with Bonzi treatment 
compared to the untreated control. 

Considering all treatments, plant 
height, number of branches, and fresh 
weight were not different between 

Association Officers 

President 
BRETT ANDRUS 
Churchill's Garden Center 
12 Hampton Rd., Exeter, NH 03833 
603-772-2685 

Executive Director 
NANCY ADAMS 
25 Riverbend Rd., Newmarket, NH 03857 
603-292-5238 
email: NHPGA@comcast.net 

Directors 
GLENN CARON 
Scenic Nursery & Landscaping 
9 Dudley Rd., Raymond, NH 03077 
603-895-0236 
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drenched and subirrigated plants 
(Table 3). Drenched plants were 
smaller in diameter and had fewer 
open flowers than subirrigated plants. 

More in depth data analysis (not 
shown) revealed that the method of 
drench application (single, multiple 
application with no dilution, multiple 
application with dilution) did not 
affect the height or width of petunia. 
However, when Bonzi was applied 
by subirrigation, height, but not 
width, was affected by method 
of application. When plants were 
subirrigated, they were shortest with 
a single application and tallest with 
10 applications of diluted solution. 
Compare plant size in Figures 1, 2, 
and 3. 

Timing of application had no 
discernable visible effects on height 
and width, but the "late" treatment 
resulted in statistically larger 
diameter plants with both drench and 
subirrigation and the "mid" treatment 
resulted in the shortest plants with 
subirrigation, but timing had no 
effect on height when the plants were 

ANN CARON 
Scenic Nursery & Landscaping 
9 Dudley Rd., Raymond, NH 03077 
603-895-0236 

ROBERT DEMERS 
Demers Garden Center 
656 S. Mammouth Rd., 
Manchester, NH 03103 
603-437-6336 

CHRIS SCHLEGAL 
D.S. Cole 
427 Loon Pond Rd., Gilmanton, NH 03237 
603-783-9561 

RICK SIMPSON 
Rolling Green Nursery 
64 Breakfast Hill Rd., Greenland, NH 03840 
603-436-2732 

Research Report 

drenched with Bonzi. 

Conclusion 

The results of this experiment with 
multiflora petunia and earlier ones 
with grandiflora petunia, poinsettia, 
and geranium demonstrate that 
Bonzi can effectively reduce height 
and other growth parameters when 
applied by drench or subirrigation 
in single or multiple applications. I 
did not find any additional benefit, 
such as increased plant uniformity, of 
multiple versus single applications. 
Therefore the decision to apply Bonzi 
by subirrigation, through a spaghetti 
tube system, or repeated use of 
precision dosing equipment would 
depend on individual circumstance. 
If a grower were to choose to apply 
Bonzi at every watering, no more than 
1 0% of the level recommended for 
one application should be applied at 
each watering. If subirrigation is used 
the stock tank should not become 
diluted more than 60% of the starting 
volume without risking loss of growth 
control. 

ARLENE LEACH 
Leach Perennial Field 
28 Bear Hill Rd., 
Chichester, NH 03258 
603-798-3365 

BRYAN WENTWORTH 
Wentworth Greenhouses 
141 Rollins Rd., Rollingsford, NH 03869 
603-742-1113 

Extension Liason 
CATHERINE NEAL 
UNH/Department of Plant Biology 
113 Spaulding Hall, 
38 College Rd., Durham, NH 03824 
603-862-3208 
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Table 1. Effects of method and time application on the growth of 'Primetime 
Mid-blue' etunia drenched with Bonzi. 

One drench Early 
application 

Mid 

Late 

10 drench Early 
applications 
Full strength. Mid 

Late 

10 drench Early 
applications 20% 
dilution. Mid 

Late 

2Means followed by a different letter are significantly different. (1 inch= 2.54 
cm) 

Table 2. Effects of method and time application on the growth of 'Primetime 
M"d bl ' . b" . d . h B . I - ue petunia su irrigate Wit onz1. 

Plant Plant No. of Fresh 
Application Application height diameter open No.of weight 
..... tl.n .l .: ..... , ..... , , ..... , ilnu,a.., l.•<>nrl...., {a,n\ 

Control --- 24.6 42.4 17 7.7 r63 

One subirrigation Early lU 11,..3_ 18 7.8 143 
application. 

Mid JJll J1....1 16 7.8 ill 

Late 1.L6 15.....8 20 8.1 1.19. 

10 subirrigation Early ll£ 34.0 25_ 8.1 143 
applications. Full 
strength. Mid 1.2,_8_ 14.....1 21 7.6 ill 

Late .1..8.A 16.,_fz 18 7.8 ill 

1 0 subirrigation Early 19.6 33.8 23 7.9 ill 
applications. 20% 
dilution. Mid 12.J_ .3..U 21 7.3 11Q 

Late 22.3 37.5 17 7.9 147 

2Means followed by a different letter are significantly different. (1 inch = 2.54 
cm) 

Table 3. Overall effects of applying Bonzi by drench vs. subirrigation 
on the rowth of 'Primetime Mid-blue' etunia. 

Plant Plant No.of Fresh 
Application height diameter open No. of weight 

Subirrigation 18.5 34.8 20.1 7.8 137 

Significance ns• ns ns 

2 Differences between drench and subi rrigation were not significant (ns) 
or were significant at the 1 % (**) or 5% (*) level. 

August/September 2007 

Research Report 

Figure 1. (Left to right). No Bonzi applied, one application 
by overhead drench, and one application by subirrigation. 
PGR was applied when two or more branches extended 2" 
beyond the rim of the pot. 

Figure 2. (Left to right). No Bonzi applied, 10 applications 
of dilute solution by overhead drench, and 10 by 
subirrigation. Treatment solutions were not diluted by 
adding water or fertilizer solution. PGR was applied when 
at least two branches extended 2" beyond the rim of the 
pot. 

Figure 3. (Left to right). No Bonzi applied, 1 O applications 
of dilute solution by overhead drench, and 10 by 
subirrigation. Treatment solutions were diluted to 20% of 
the original PGR concentration by adding water or fertilizer 
solution. PGR was applied when at least two branches 
extended 2" beyond the rim of the pot. 
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NHPGA 

Keeping Yo;!. J~ 
Growing! 

Wah:h your busines · gro h.h :.g- sp~c:ifu: re or-d-keepit1g from F-:um Credit. Wl1y tlo ti. ~ piliistaking work 

yom~ I when ·arm Rdi h,u, thr ::xperif:nai ind a. proven -st:oryo warkingwi · ngribu!illless owners for 

mo,: than 9 y au? W • under am agricultm anrl _ n 11implify all ;c11r financial · nm, tasks,,giving you 

more time in your d'll. o run your business. Farm redi Re o:rd-keeping th t keeps you growing! 

Bedord,NH 
603/411~355 
800/825 -3252 

Newp rr, vr 
802/334-8050 
800/37~2738 

White River Junction, VT 
802/295-3670 
800/37~3276 

Farm ere 

25 Riverbend Road 
Newmarket, NH 03857 
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