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Jennie Love

Seeing Beyond the Weeds
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Right about now you are likely in the thick of things 
at the farm. The weather is hot. The bugs are everywhere. 
The weeds are everywhere. The harvest takes up allll your 
energy. How, for the love of daylight, are you supposed to 
get everything done?

That saying, “Teamwork makes the dream work!” is not 
just a line blazed on an annoying positivity poster. It’s legit 
the only way to make the dream of a functioning farm work. I 
denied this hard truth for a long time. I hate managing people. 
I specifically got into farming because I was tired of office 
politics, team meetings, and group projects. I spent three 
seasons trying to convince myself that I could do it all on my 
own if I just pushed a little harder. Turns out there really are 
only 24 hours in a day! And there was no way to grow my 
business if I wasn’t willing or able to hire a team. 

It seems so overwhelming, the prospect of bringing on 
employees to your small business. First, can you afford to pay 
them? Second, how do you even go about hiring someone? 
Third, once someone is hired, how do you train them? Fourth, 
how to keep them working efficiently through the daily grind? 
And lastly, how to get them to stick around for more than a 
few months? Yep. Those conundrums are exactly why so 
many of us just decide to buckle down and try to squeeze a 
little more blood, sweat, and tears out of our own 
exhausted bodies.  

But here’s the thing. Your farm and business 
are SUPER vulnerable without employees. You 
get injured or sick, what happens? Really think 
about that. And you really can’t expand your 
business much at all without helping hands. I 
believe that the sooner you create a team for 
your farm and business, the easier it will be. Too 
often people wait until they are threadbare and 
overextended so they have no capacity to put the 
work into creating an effective hiring and team 
management process. I’m speaking from painful 
experience here.  

I spent years being a bad boss. I could tell 
you a handful of horror stories about how I made 
employees cry and quit on the spot. I was so tired 
and disorganized myself that I didn’t have the 
capacity to set them up for success. Because that’s 
the thing:  no employee, however passionate or 

experienced or driven, can do a good job if the boss doesn’t 
lay the foundation for them.  

After failing miserably for longer than I care to admit, 
here are the building blocks that have helped me develop a 
high-functioning team that returns season after season.  

1) Take the time to hire with care. Set aside time to really 
focus on the interview process. Make it a working interview 
at least an hour long where the applicant gets their hands dirty 
while answering your (prepared in advance) questions. Watch 
to see if they move with determination and if they can talk and 
work at the same time. You can train anyone to do most any 
task on the farm, but you can’t fix ingrained traits like listless 
walking or chattering with idle hands. And, perhaps most criti-
cal to making good hiring decisions:  call their references!  

2) Take the time to train with care. Trust me, I know 
how hard it is to slow down to a new hire’s pace and force 
yourself to stick beside them while they get the hang of a new 
task. It’s painful. But if you don’t do it now, you will just be 
losing ground all season long as they develop bad habits and 
do a subpar job. Things that are so obvious and simple to you 
are new and overwhelming to them. Don’t just say, “Fill up 
a bucket and go harvest the snapdragons.” Show them which 
bucket to fill up.  Then show them exactly how much water 
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to put in the bucket. Then walk them over to the snapdragons 
and do a complete harvest lesson that includes proper stage of 
harvest, how much of the stem to strip of leaves, how to hold 
harvested stems in their hand, and even how to put a rubber 
band around the bunch. Even if they worked for another farm 
before, still show them all of this minutiae because there’s a 
very good chance their last farm boss didn’t take the time to 
train them well. 

3) Take the time to explain the big picture. One of those 
times when I made a former crew member cry, she bawled at 
me that she wished she knew what the big picture was instead 
of just being told to go weed every day. At the time I bristled 
in defense and thought she was being nosy or something. 
Why did she need to know my entire grand plan for a season 
or for my farm’s lifespan? Took me a few years to finally 
come around and realize how powerful that big picture is 
for employees. Just like loyal customers who want to know 
more about you and hear your story, employees want to know 
more than just the mundane tasks assigned to them day to 
day. Sharing your vision and hopes is the difference between 
having laborers and having a team. The team buys into your 
mission and takes it on as their own. Together you work to 
piece that big picture together. You will no longer feel alone.  
They will feel empowered and invested.   

4) Take the time to explain time. All right, so this one 
single-handedly lost me a couple decent employees before 
I got my act together. When assigning tasks, don’t just say, 
“Go weed the yarrow.” and walk away. Instead, tell them the 
amount of time you anticipate it will take them to weed the 
yarrow. Repeatedly in the past, I would get really frustrated 
and eventually lose my cool with employees when they were 
taking way too long to do what I thought would be a quick 
task. One day, through tears (sensing a theme here?), an intern 
told me she had no idea how long weeding the yarrow was 
supposed to take her so how could I be so upset that she took 
so long to do it. Good point! Since then, I always give an 

anticipated time frame for each task on the team’s workflow 
for the day.    

5) Take time to write it down. For several seasons I 
would just rattle off tasks to employees as they came up to 
me and asked, “What’s next?” throughout the day. Do you 
do this, too? It sort of worked, but there were so many flaws 
to that “system” (or lack thereof). Often they would misun-
derstand me and then feel sheepish about coming back to 
me for clarification. Or there would be a “whisper down the 
lane” thing amongst the crew and the task would get done 
incorrectly because it got miscommunicated. I was typically 
rushing around and not thinking clearly so I would blurt out 
the first thing that came to mind, which wasn’t the actual 
thing that really needed done. Also, it was horribly inefficient 
to have them trotting back to me constantly across a 5-acre 
farm to get their next assignment. To top it off, I was unable 
to focus on my own tasks so at the end of the day I didn’t get 
my personal to-do list done at all.   

For the 2018 season I adopted a new system, which was to 
take the time each Sunday to write out a very long and detailed 
team email that got sent to everyone so they all had the same 
exact information in writing. The email was written after I had 
taken a farm walk with notebook in hand so I could jot down 
all the tasks that appeared to need doing in the coming week, 
and then I organized them into what seemed like the most ef-
ficient workflow. Those emails took a couple hours to write, 
but they helped the team function much more effectively. No 
one had to come ask me “What’s next?” anymore. It also gave 
the crew a real hard look at exactly how much work needed 
doing that week, which seemed to motivate them.  

But the weakness of the email was that it was stagnant and 
got sent on Sunday and lord knows a lot can change on a farm 
between Sunday and Wednesday!  The concept was good but 
the vehicle for communication was lacking. This season, after 
reading Daniel Mays’ book, I adopted a new method that I 
absolutely love! I now have a Google Doc (spreadsheet) that 

Digital Whiteboard



Jennie Love is owner of Love ‘n Fresh Flowers. 
Contact her at info@lovenfreshflowers.com

everyone on the crew always has ac-
cess to on their phones or on the tablet 
I keep in the barn. I call it our “digital 
whiteboard” since it’s just like a big 
ol’ whiteboard, but no one has to suf-
fer through trying to read my wretched 
handwriting! I can make real-time 
changes to it and the information is in a 
format that is easy to understand. Usu-
ally on my lunch break, I’ll open up my 
computer and do a two-minute update 
so the afternoon flows smoothly. My 
crew is loving it, and their efficiency 
is through the roof! I put my own tasks 
on there too, so they can see exactly 
how complex running the business is 
and how important and helpful it is for 
me that they are handling the weeding 
and harvesting so I can focus on mar-
keting, client relations, updating the 
online shop, bookkeeping, designing 
weddings, ordering supplies, etc.  

My favorite part about the digital 
whiteboard is that it’s also a system 
for recordkeeping. I make a separate 
tab for each new week so the previous 
weeks can all still be easily referenced, 
which is handy if I need to know when 
the last time we sprayed fish emulsion 
on the dahlias was or when those zin-
nias went in the ground.  And it means 
each season that database of recorded 
tasks will just get deeper and broader, 
so I don’t have to the reinvent the 
wheel. I anticipate some day handing 
off this digital file to a farm manager, 
which would make that transition 
vastly easier when he or she can re-
fer back to several seasons’ worth of 
weekly tasks and get a solid feel for 
what’s likely going to need doing in, 
say, Week 18 each year. 

There’s so much more to man-
aging an effective crew than what I can write here in this article, but hopefully these five touchstones will give you more 
confidence in your own hiring and managing efforts. It takes time to learn how to be a good boss. Don’t be hard on yourself 
when you feel like you fail. But also don’t be apathetic about it. Seek out training and best practices to emulate so you can 
be a little bit better at your job too each season.  And once you’ve got that team humming along, you’ll wonder how you 
ever did all this by yourself!

If you’d like to hear more discussion on team building and management, check out the No-Till Flowers Podcast for 
conversations I’ve had with other ASCFG members like Laura Beth Resnick and Joe Schmitt about their crews.
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Ellen Frost and Laura Beth Resnick

The Farmer and the Florist

Lessons Learned

 “Pandemic fatigue” is real for millions of people all 
over the world, including your two humble columnists. We’re 
still easily grumpy and generally exhausted. Our normal 
routines are within reach now as vaccines become available, 
and while we wait for fatigue to fade, we try to focus on the 
positive. Let’s all enjoy the good days and celebrate the wins, 
however small!

Locally-Grown Roses

EF:  For the first eleven years we were in business, we 
perfected the saying, “We don’t use roses because they aren’t 
grown locally.” I’ve probably said those words a thousand 
times or more. Three years ago we met a Baltimore City 
grower (Florxeight on IG) who was interested in growing roses 
as cut flowers. I was skeptical. All 
the growers we knew in our region 
who had tried roses as cuts gave up 
after a season or two. The process 
was too difficult, the costs were too 
high, and the rewards were few to 
none. But Lauren, “the rose girl”, 
as we affectionately call her, was 
not deterred. We said we would buy 
all the roses she had that first year. 
“All” the roses she had was no more 
than a couple dozen over the season. 
Truth be told, we mostly kept those 
stems for ourselves and our team 
because we didn’t have a lot of 
them, and we weren’t really even 
sure how to use them. While sales 
were slim, they were sales. Lauren 
took her earnings and bought more 
roses.

Year two, Lauren produced 
more roses. We were buying about 
a dozen or more a week. We started 
using them in bridal bouquets and 
arrangements ordered by our VIP customers. We liked how 
they looked and smelled...but...what about vase life? What 
about learning all the names? Would our customers like them? 

We still had a ton of questions but we were committed to using 
them rather than just keeping them for ourselves.

Here we are in year three, 2021. Over the winter, Lauren 
asked if we still wanted to buy all she had or if she should start 
offering them to other people. She had increased the number 
of plants she had and would have many more stems than in 
past years. We agreed to buy all she had for the third year 
in a row. Just a couple weeks into the season, and we have 
bought hundreds of stems of the most beautiful roses. We had 
so many stems we had to make a plan to get them out into the 
world. We put them in our subscription buckets, special event 
arrangements, wedding bouquets, boutonnieres, and more. 
And then...people started asking for them! GAH! Our clients 
loved them! There is no better feeling than that. Lauren and 
I are both giddy whenever we see or hear a customer’s posi-

tive feedback. And while our team 
is still learning about the best ways 
to design with them, we can truth-
fully say, “We now DO use roses, 
because they are grown locally.”

Farmer’s Choice

LB:  We offer a Farmer’s Choice 
mix to florists. Typically this works 
best for our customers who rarely 
buy local flowers. These customers 
aren’t familiar with many of our of-
ferings, so it’s easier if we just pick 
a nice assortment within their given 
budget. It’s hugely convenient for 
us because we can harvest whatever 
we want.

It took me years to get Farmer’s 
Choice right. We’ve done it with 
lots of different customers, and 
more often than not, I lost custom-
ers because they weren’t happy 
with what I picked out for them. 

Eventually I discovered a few tricks that make our selections 
more likely to please. This year, I finally feel like I understand 
how to nail it each time!
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Ellen Frost is owner of Local Color Flowers. Contact her at ellen@locoflo.com 
Laura Beth Resnick is owner of Butterbee Farm. Contact her at butterbeefarm@gmail.com

Here’s what we’ve learned:
● Although they’re so pretty, ornamental grasses like 

river oats are too wispy for Farmer’s Choice. We include only 
larger foliages and blooms that will have an impact.

● Lots of communication up front pays off. I always make 
sure to put in writing by email to the customer that Farmer’s 
Choice works best if they let us know what they liked and didn’t 
like. We can serve them better only if they tell us how!

● We try not to squeeze the flowers into the fewest 
buckets. Spreading the flowers out among more buckets 
makes the order look its size. It’s a small thing, but it helps 
with presentation.

● We write out what the customer got, including how 
each item is priced, and hand that over with the flowers. That 
way, the customer knows how to price the flowers in the shop.

● We ask before we include really expensive items like 
peonies that might eat up the budget quickly.

● We also ask for guidance on how much foliage vs. 
blooms the customer wants, and what kind of stem length they’re 
looking for. Most of our Farmer’s Choice customers are doing 
mixed bouquets for retail, so they need some good length.

● Finally, we ask if there’s anything the customer 
doesn’t want. Some don’t want bells of Ireland, since they’re 
easily available at the wholesaler. Others don’t want mint or 
basil, or anything that will be finicky in the cooler.

● We occasionally check in to ask how it’s going and 
see if there’s any feedback. Our customers are busy, and they 
might find it easier to cancel the order than take the time to 
give us constructive criticism. Best to ask!

Farmer’s Choice works only with certain customers, and 
I try to be aware of florists who ask for Farmer’s Choice but 
clearly have too many specifications for us to succeed. For 
example, if the customer wants us to choose the flowers but 
wants only “fluffy” blooms (this is a real request!), then I 
suggest the customer chooses her order from our availability 
list. What the heck is a fluffy bloom?!

Streamlined Deliveries

EF:  Before COVID we made only a handful of single 
order/subscription deliveries. There was nothing streamlined 
about our process. We were running all over the city each day 
with only a couple of orders. We were not making money but 
felt like this was a service we couldn’t easily ditch.

During COVID, we ramped up single order/subscription 
deliveries to about 80 orders a week. This service became the 
only safe service we could provide to our customers and the only 
work allowed for our staff while things were locked down. As a 
result, we were forced to become more efficient and maximize 
our economies of scale. First, we stopped offering delivery 
to zip codes that were far away or a pain to get to, or did not 
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produce many of our 
orders. Next, we orga-
nized orders by neigh-
borhood and delivery 
day. For instance, we 
offer delivery to Can-
ton (a neighborhood in 
South Baltimore) only 
on Thursdays. If you 
want flowers in Canton 
on another day, we can 
offer you a pick-up 
appointment Tuesday 
through Friday when 
our staff is in the shop. This allowed our delivery drivers to 
maximize the orders to one neighborhood on one day rather 
than going to Canton (about a 15-20 minute drive) each day. 

This might not seem like a breakthrough, but it really was. 
It alleviated a lot of stress for our delivery people, allowing 
them to make more deliveries in a shorter amount of time. This 
in turn has allowed us to actually make money on deliveries.

Campanula

LB:  I tried to grow campanula for years without success. 
I know, it’s not a hard one, but for some reason it stumped me. 
We started our own seed one year and had bad germination. 
Another year we planted too late in the fall, and it bloomed 
short and late in the spring. One year we forgot to net and 
had major floppage.

Last fall, we ordered plugs (both ‘Champion’ and ‘Cup 
and Saucer’) and got them planted in the unheated hoophouse 
in early October. On a tip from Love n’ Fresh Flowers, we 
planted one plug every six inches. We used landscape fabric, 
and in the spring we pinched any that didn’t look branchy as 
they started to grow. We put metal mesh netting on the minute 
the plants reached 6 inches. 

We didn’t grow any white campanula because we’ve had 
issues with thrips on our white spring blooms in the past. We 
also had Neoseiulus cucumeris shipped every two weeks for 
thrips control. We did have a small disease issue in one part of 
our campanula that was particularly dense and bushy; I attri-
bute it to botrytis from lack of air flow. I pulled out any plants 
that looked brown and mushy, and stopped watering that bed. 
That seemed to prevent the spread of the disease.

The campanula bloomed right when we had record highs 
of mid 90’s in mid May, and I was worried that they wouldn’t 
hold up well—would we get browning or wilting of those 
tender blooms? But thankfully they looked amazing despite 
the heat, and I’ve been thrilled with the tall stems and perfect 
bells. We’ll repeat this process in the fall!
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Grower PROFILE

Have Flowers, Will Ship

Jodi Helmer

In 2017, the team at Harmony Harvest Farm started boxing up bou-
quets and shipping them near and far with no idea how the flowers would 
fare in transit; each recipient recorded an “unboxing” video to share the 
condition of the bouquets.

Over time, lead grower and designer in chief Jessica Hall refined the 
packaging and shipping process, honing in on the correct cardboard weight 
and number of ice packs required to preserve the blooms, to establishing 
an assembly line that got the flowers from field to vase.

“It took a lot of trial and error to figure out what worked best for our 
farm fresh flowers,” Hall admits. “When you have orders coming in on 
the internet every single day, you have to develop a process to pull orders, 
pack orders, run payments, box things up, and orchestrate FedEx deliver-
ies. It’s a complex web but we did it.”

Harmony Harvest Farm is one of the few farms shipping fresh flowers 
nationwide. It was not a direction that Hall, who runs the farm with her 
sister, Stephanie Duncan, and their mom, Chris Auville, planned to take 
when she started Harmony Harvest Farm in 2012. 

Hall, a second-generation farmer, bought a 20-acre farm with plans to 
grow vegetables but, during her first experience at a local produce auction, 
she quickly realized it wasn’t a sustainable business model. 

Harmony Harvest Farm created a model that could change local flower farming. 
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“I spent an entire summer working on the farm, 
packed three wax boxes of green beans, went to 
our well-established produce auction and watched 
wagonload after wagonload of Mennonite families 
arrive…and pallets of wax boxes of green beans 
pile up,” she recalls. “I realized there was no way 
I was going to compete in our local market with 
vegetable production.”

Instead of giving up on her farm dream, Hall 
switched to growing local flowers instead.

Hall had no background in cut flower produc-
tion so she invested in a private mentorship with 
Dave Dowling. He made suggestions for where to 
locate fields, greenhouses, and high tunnels, and 
Hall got to work. She currently grows 200 variet-
ies of cut flowers on seven field acres, in seven 
greenhouses and hoophouses. 

Jessica Hall
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“[Dowling] has watched as we have 
continued to break barriers and heighten 
awareness within our own community, 
and now beyond,” Hall says.

The family-run farm quickly devel-
oped a reputation for growing quality 
cut flowers and, before long, the farm 
was selling its fresh blooms to local 
florists and shipping cut flowers from 
their farm in Weyers Cave, Virginia, to 
Whole Foods Markets up and down the 
East Coast.

saying, ‘You need to do retail.’ and even 
though we didn’t feel ready, we knew we 
had to do something.”

Hall, Duncan, and Auville added 
several options, including one-time bou-
quet orders, flower subscriptions that are 
offered from April to October, and DIY 
“Farmer’s Choice” boxes featuring 50 
stems of seasonal blooms in a cohesive 
color palette that can be turned into stun-
ning arrangements at home.

“As a farmer, it’s great—sometimes 
we have a few stems of something special 
that it’s hard to sell on a sell sheet.” says 

“I was watching boxes of frogs leave 
[the farm] and decided I wanted to apply 
that same principle to our business model 
and start shipping.” Hall recalls. “Without 
anyone else doing it, it was hard to figure 
out how to make the model work.”

Seeking Support

Scaling the farm required a signifi-
cant investment in time in capital—and 
Hall found a lot of help to make it happen.

“One of our mom’s great skills is 
money,” Duncan says. “She started find-
ing programs and once she uncovered 
one, she uncovered another and another. 
It’s incredibly time consuming to do but 
it’s so freaking worth it.”

 Harmony Harvest Farm has received 
grants from organizations like the Natural 
Resources Conservation Service, and 
Lowe’s. The funds have helped with 
projects such as purchasing high tunnels, 
installing water hydrants, and investing in 
woody plants to create windbreaks (and 
more plants to add to bouquets).

In 2021, the farm was awarded a 
FedEx Small Business grant. The farm, 
chosen from among 8,300 entries, re-
ceived $15,000 plus $1,000 in FedEx 
Office print services. 

“If you make time to pursue these 
kinds of resources; it’ll pay off over and 
over again,” Duncan adds. “It’s been 
monumental to our success.”

The Pandemic Pivot

Grant funding also helped keep the 
farm afloat when the COVID-19 pan-
demic hit. 

Harmony Harvest Farm applied for 
a grant through Lowe’s Local Initiatives 
Support Corporation, which offered 
funding to minority-owned and rural 
businesses. The flower farmers received 
much-needed grant funding that helped 
keep the doors open and employees paid 
during the pandemic; it also allowed the 
team to expand in a new direction.

“When COVID happened, events 
went away,” Hall says. “But we were 
still growing flowers, and my mom kept 

In 2016, the team at Harmony 
Harvest Farm added a second business, 
purchasing the exclusive manufacturing 
rights to produce metal flower frogs. The 
venture, which operates as Floral Genius, 
the Flower Frog Company, is the only 
manufacturer of Blue Ribbon Hairpin 
Flower Holders in the world. 

Acquiring that business—an op-
portunity the team learned about at 
the ASCFG national meeting—helped 
diversify their revenue and make the 
farm more sustainable; it also sparked 
the idea to experiment with nationwide 
floral deliveries.



Hall. “It’s worked incredibly well for us to manage our inventory, and to get our customers 
what they want.” 

Harmony Harvest Farm also opened its wholesale collections for retail sales. The bulk 
flower boxes feature 50 to 100 stems in four distinct color palettes:  soft, vibrant, blanc 
(white), or essentials (neutral shades) with prices starting at $125. 

Each weekly newsletter includes details about what’s in season and could be included 
in a bulk flower box. The retail boxes have proven popular with floral designers and DIY 
brides who want to feature fresh, locally-grown cut flowers at their events. 

“The shipping program has exploded on our 
farm so we’re trying to focus on it,” says Hall. 

Expanding into retail, and continuing to grow 
the shipping program has proven pivotal for the 
farm’s success but Hall hopes that the model she 
created on the farm will also benefit the entire local 
flower industry.

“We’re trying to grab people who are not tradi-
tionally into farming or gardening and bring them 
into our world.” she explains. “They buy a bouquet 
from us one time and with all of our content, we 
start telling them about the world that exists in their 
own backyard. For us, it’s about bringing more 
exposure to the whole industry so that everyone 
can benefit from the brand we’re building.”

Jodi Helmer is a freelance writer in North Carolina.  
Contact her at jodi@jodihelmer.com
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ASCFG Logo Caps and Shirts 

Order at
www.ascfg.org/membership/logoapparel/

$5 off caps and short-sleeved tee shirts
through August 30 or while supplies last.
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IPM Update

Lisbeth Riis

Tackling Thrips in the Greenhouse

Thrips, part of the Thysanoptera order, still remain one of 
the most challenging pests around the world and can feed on 
a large variety of commercial crops and ornamental plants at 
all altitudes and climates zones. Unfortunately, there’s no one 
simple management solution, but some farms do noticeably 
better than others. 

The pest’s highly polyphagous feeding behavior, high 
reproduction rate, and ability to vector plant viruses such as 
tospovirus have made it a source of constant global monitor-
ing. Importation hubs of fresh produce, in particular, remain 
vigilant for notifiable thrips species (such as the melon thrips, 
Thrips palmi), as direct feeding damage can make crops un-
marketable. With around 6,000 known thrips species world-
wide, greenhouse growers need to stay alert for any early signs 
of thrips development before an infestation becomes too costly.

Identify the threat—inside and out

“Resident thrips” and “immigrant thrips” can be found in 
greenhouse host crops, so understanding what’s in the crop 
is a key component of effective pest management. Resident 
thrips are thrips that have multiplied in the crop. If you observe 
thrips larvae during direct crop scouting, this confirms the 
presence of the resident thrips. The immigrant thrips, on the 
other hand, have come in from outside. These thrips derive 
from either “migratory thrips”—which migrate long distances, 
like passive floating aerial plankton at high altitude—or “local 
flyers,” which fly guided by visual cues. In greenhouse crops, 
growers are much more likely to find the local flyers that have 
come in through the doors, holes, and cracks in plastic walls 
or when lifting wall curtains for the purpose of ventilation.

Limit the damage with effective pest management

When adult and nymph thrips feed, they pierce and suck 
cell contents from flowers and fruits, which leaves behind 
silvery or corky scars, and can cause leaf deformation or 
chlorosis. This level of cosmetic damage, especially of flower 
petals, can ruin a grower’s chances of taking their ornamental 
crops to market, so it’s important that a zero-tolerance policy 
is adopted in the management of thrips. Our experience at 
Scarab shows there are particular intervention actions that, 
when combined, can help growers effectively manage and 
control the destructive power of thrips: 

Start clean and prioritize good greenhouse hygiene. The 
first stage in thrips management is prevention, and initial ef-
forts must start in the production area where cleanliness is a 
top priority. To successfully reduce the chances of bringing a 
new source of infestation into the greenhouse, it’s crucial that 
any new crops being introduced must be clean and free of 
resident thrips. The use of clean growing media and thorough 
inspections of any planting material will also help growers 
significantly reduce the threat of thrips during the early stages 
of crop cycles.

Position sticky traps to target thrips activity. For conve-
nience, growers tend to place sticky traps for monitoring thrips 
above the crop canopy where the tender plant tissue the pest 
feeds on is located, but with a slight adjustment, the number 
of captures could be higher. If growers bring the traps further 
down within the canopy and nearer to the ground level, they’ll 
yield more reliable data for monitoring thrips and will enable 
mass capturing as thrips adults emerge from pupae in the soil or 
growing media (research shows that 70% of flying thrips adults 
are captured at a height lower than 3.2 ft. [1 meter] from the 
ground). Sticky traps with a formulation of male-aggregation 
pheromone incorporated into the glue layer of the trap also can 
keep the thrips population under control by almost doubling 
the number of captures.

Beware of the leeward side. Thrips fly upwind during 
periods of light wind and fall shy of taking off during windy 
weather, which more than doubles the risk of thrips entering 
greenhouses from the leeward side than from the windward 
side. Researchers verified this when they used traps mounted 
on wind vanes and found that 75% of the thrips were caught 
on the leeward side. To account for this, we recommend that 
growers define the prevailing wind direction on the farm’s 
location so they can focus their efforts on stopping thrips from 
entering on the leeward side.

Reinforce greenhouse defenses to keep the thrips out for 
as long as possible. After identifying key thrips hotspots, you 
should reinforce your defenses to limit the pest’s infiltration 
into the greenhouse. The installation of double doors to cre-
ate a small airlocked room connected to the entrance of a 
greenhouse can limit the movement of thrips, but don’t forget 
to close the first door before opening the next, unless you’re 
letting in large machinery. Workers should also report, and 
immediately fix, any holes in the greenhouse plastic wall, es-
pecially near the ground level. Grass close to the greenhouse 
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should be frequently mowed and never allowed to flower, as 
thrips can easily move from there into the greenhouse. Growers 
tend to hang repellent substances, such as naphthalene balls, at 
head height on the outside of the greenhouse plastic wall, but 
we recommended placing them nearer to the ground to target 
emerging thrips. Scout all the outdoor plants on the farm for 
thrips, including bushes, trees and crops, and remove or replace 
the plants and even trees that are attractive to thrips—paying 
particular attention to the leeward side of the greenhouses 
and the farm.

Timely release of predatory mites. Once thrips are de-
tected, predatory mites can be a crucial biological control to 
keep the thrips population low, but it’s important to note that 
different mite species are only effective at certain stages in 
the thrips lifecycle. Neoseiulus cucumeris, Amblyseius swir-
skii, Amblydromalus limonicus and Transeius montdorensis 
predate only the larval stages, which means that they’ll feed 
only on the “resident thrips” offspring and help keep the resi-
dent population low. However, soil-dwelling predatory mites 
Stratiolaelaps scimitus (formerly Hypoaspis mites) and Mac-
rocheles robustulus feed on thrips pupae in the soil, and the 
predatory bug Orius laevigatus feeds on both adults and larvae.

This is where thorough systematic in-crop scouting and 
data collection of both thrips adults and thrips larvae will refine 
your control efforts. A good scouting system can calculate the 
proportion between thrips adults and thrips larvae, and help 
growers decide when to release the most effective mite species 
to control the thrips population.

Combine insecticides with effective entomopathogens. 
Fungi-attacking insects (entomopathogens), such as Verticil-
lium lecanii, are another biological control that can limit the 
spread of thrips in the greenhouse. The effectiveness of certain 
entomopathogens (Paecilomyces and Beauveria bassiana) can 
be further enhanced if combined with a mixture of conven-
tional insecticides, such as neem extract. Or add liquid sugar 
additives. Longstanding research indicates that liquid sugar 
additives can enhance the efficacy of nerve-acting insecticides 
against thrips. While the mode of action is still not clear, a dos-
age between 0.125% to 0.25% is recommendable. Dissolved 
solid sugar doesn’t have this effect.

Rotate MoA for each thrips generation. A chemical spray 
at least once a week can control the resident thrips, but it’s 
important to change to a new chemical with a different mode of 
action (MOA) every two weeks. Thrips can build up resistance 
against your chemicals, so sticking to one mode of action that 
lasts as long as the 19-day thrips life cycle (at 68F/20C) will 
ensure continued effectiveness.

Spray at dawn to maximize contact. Chemical sprays rely 
on contact with thrips to be effective, so timing is everything. 
Diurnal flight activity patterns of the adult thrips peak between 
8:00 a.m. to 10:00 a.m. and again between 2:00 p.m. to 4:00 
p.m. in greenhouses, so avoid spraying during these periods 
when the thrips adults can easily fly away. Instead, concentrate 
your sprays before 8:00 a.m., and between 10:00 a.m. and 

12:00 p.m. when thrips are active on the plant and can make 
contact with the chemical before it dries. However, be careful 
of spraying during strong midday sunlight, as this can increase 
the risk of scorching.

Thrips in unopened rose buds and the underside of devel-
oping leaves are far less exposed to insecticide treatment com-
pared to flowers with disc florets, so a thorough spray coverage 
of all plant parts (flowers and leaves) is recommended. To reach 
the underside of leaves, flat fan nozzles with an inclined spray 
angle 30 degrees have the best penetration and deposition on 
the underside of the leaves.

Manipulate greenhouse lighting to limit movement. As 
thrips orient themselves to the sunlight, filtering out some 
UV light will help control the pest’s activity and movement 
between plants. Growers can cover the greenhouse in UV-
absorbing plastics to discourage thrips from moving into the 
perceived dark spaces. Highly reflective, metalized ground 
mulch can also be spread on the ground outside the greenhouse 
periphery or be hung up as a skirt around the greenhouse from 
3.2 ft. (1 meter) down to disorient the thrips and limit their inva-
sion into the greenhouse. The mulch cover also kills off weeds, 
thus reducing the source of thrips in the nearby surroundings.

Intervene now and outsmart the elusive pest

Due to their small stature (1 to 1.5 mm), thrips can enter 
the greenhouse and quickly reproduce to dangerous popula-
tion levels before they’re discovered. At this point, you have 
limited opportunities to take back control and will most likely 
be left with greenhouse crops that are unmarketable. But a 
reliable scouting system and consistent intervention can help 
you turn the tables on thrips and safeguard your protected 
ornamental crops against the destructive pest throughout the 
entire crop cycle.

Lisbeth Riis is CEO of Scarab Solutions. 
Contact her at lisbeth@scarab-solutions.com

Reprinted with permission from GrowerTalks, April 2021.

An adult western flower thrips (Frankliniella occidentalis). 
Photo courtesy of Frank Peairs, 

Colorado State University, Bugwood.org.
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Ice N’ Roses®

Sabine Seeling
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Beautiful Cut Flowers

Heuger—the breeding company

Thank you to the ASCFG and all its members for selecting the Hel-
leborus Ice N’ Roses® series for the Fresh Cut Flower of the Year for 
2021! We are extremely honored and grateful to have our genetics 
recognized for this award.

Heuger is the breeder of the Helleborus Gold Collection® that in-
cludes the Ice N’ Roses® series.

The family-owned nursery, located in the northwest of Germany, is 
specialized in the breeding and production of Helleborus ssp. and 
Hydrangeas ssp.

Drawing from over 70 years of experience, the Heuger team lives by 
the motto to not compromise on quality, and bring only the highest 
standard to the market. 

The intensive breeding work and dedication led to over 200 patents 
and groundbreaking new cultivars that set industry trends. 
Heuger produces pre-finished and flowering plants, and provides 
young plants to customers in Europe, North America, and Asia.

Helleborus Ice N’ Roses®

Helleborus Ice N’ Roses® is a cross between Snow Roses (H. x 
ericsmithii) and Lenten Roses (H. x hybridus) named Helleborus x 
glandorfensis that combine the best characteristics of several species.
Helleborus Ice N’ Roses® plants are extra robust, extremely vigorous, 
and come in a wide range of colors. The varieties most commonly 
used are Ice N’ Roses® Red, Rose, White, Picotee, Barolo, and 
Merlot. Their colors range from white, rose, pink bicolor to deep 
red and burgundy.

Ice N’ Roses® are known for producing a wealth of flowers and a 
very long bloom time. Depending on your climate and growing pro-
tocol, they flower from December until April. They display stunning 
large outward-facing flowers on long, sturdy stems that make them 
attractive cut flowers. The series is popular because it’s easy to grow, 
more heat tolerant, and disease and deer-resistant.

Helleborus Ice N’ Roses® are sterile hybrids, uniform, true in color, 
and flower reliably the first year. The yield for cut flower production 
will increase when plants are more established in the second year. 

The Heuger team is working continuously on improving its genetics. 
For many years breeding hellebores for cut flowers has been one of 
our goals. Heuger is currently testing and selecting the best plants 
to introduce a special cut flower series in the future, following the 
demands of the cut flower market.

SPONSORED CONTENT
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Growing Ice N’ Roses®

Helleborus Ice N’ Roses® liners are available from our rooting 
partners in North America, mainly in early spring. 

Growing practices can vary a lot depending on your location and 
climate. Ice N’ Roses® for cut flower production can be grown 
outside directly in the ground, in bigger containers, or under glass. 
Hellebores thrive in cooler weather and should be protected from 
excessive heat to avoid stress. 

The key to a successful crop is optimal water management—no 
waterlogged conditions or dry downs. 

Sufficient fertilizer applications during vegetative growth in spring 
and fall are important and should be reduced during hot periods 
when plants shut down.

We are always interested in feedback from our customers. We would 
like to hear from you about your experiences growing our cultivars. 

Improving vase life

Helleborus Ice N’ Roses® cut flowers can last two weeks or longer 
with the correct postharvest care.

Flowers should be harvested when they are healthy, cool, and turgid. 
Place the flowers immediately in clean buckets with freshly chlori-
nated water (e.g., Chrysal CVBN chlorine pill—one tablet per liter) 
and move them into cooling for at least 24 hours at 36℉– 39℉. 

The ideal time to harvest Ice N’ Roses® is when a stem has at least 
1-2 unfolded flowers, with the first ring of stamens fully opened. 

Hellebore flowers are said to last longer if you harvest a more mature 
stage when seed pods are showing. 

To extend the vase life of your Ice N’ Roses®, consumers should 
re-cut stems to remove any dark tissue, change the water regularly 
and place the arrangement into a cool environment. 

For more information about our assortment, contact of rooting part-
ners, or cultural notes, please visit our websites or contact me directly.

Sabine Seeling
Product Consultant North America
Sabine.Seeling@Heuger.com
Phone (360) 941-1457
Heuger Gartenbaubetriebe
Münsterstraße 46
D-49219 Glandorf
http://www.heuger.com
http://www.helleborus.de



Manipulating Daylength and Light Intensity to Improve the Greenhouse 
Production of Specialty Cut Flowers

Caleb Spall and Roberto Lopez
Michigan State University Department of Horticulture

Specialty cut flowers growers in temperate regions cannot 
produce crops outdoors year-round due to harsh tempera-
tures and low light intensities during the winter. However, 
consumer demand for a consistent supply of locally-grown 
specialty cut flowers persists. In order to keep up with in-
creasing market demand for locally-grown specialty cuts, 
growers must utilize greenhouses equipped with electric 
lighting to provide adequate daylengths and light intensities 
to control flowering responses, or increase plant growth and 
yield, respectively. 

Many plants flower in response to the daylength, or pho-
toperiod. These plants can be categorized as either long- or 
short-day plants, with long days (>12 hours) or short days 
(<12 hours) promoting flowering, respectively. These catego-
ries can be broken down further into obligate or facultative 
responses, meaning that a specific daylength is required for 
flowering to occur, or flowering is accelerated under a specific 
daylength, respectively. Lastly, plants that flower regardless 
of daylength are categorized as day-neutral plants.

Additionally, as light intensity is the driving force for 
photosynthesis and thus plant growth and yield, it is critical 
to maintain sufficient light intensities during seasons when 
the daylength is short and overcast conditions exist in order to 
produce high-quality cut flowers. Daylength and light intensity 
are of paramount importance when it comes to growing high-
quality specialty cut flowers (flower size and number, and stem 
diameter and length) in greenhouses year-round; however, to 
our knowledge, limited cultural information regarding pho-
toperiodic and supplemental lighting of greenhouse-grown 
specialty cut flowers exists. 

Therefore, we sought to determine the juvenile period 
in which seedlings cannot be induced into flower and the 
daylength responses during the seedling (young plant) and 
flowering (finishing) stages of marigold ‘Xochi’ (Tagetes 
erecta); witchgrass ‘Frosted Explosion’ (Panicum capillare); 
and dianthus ‘Amazon Neon Cherry’ and ‘Amazon Rose 

Funded by the ASCFG Research Foundation.

Magic’ (Dianthus barbatus interspecific). We also quantified 
the influence of light intensity on yield and finished quality 
of witchgrass and both cultivars of dianthus.

In our research greenhouses, seedlings and flowering 
plants were grown at an average daily temperature of 68 °F 
(20 °C), with day temperatures of 72 °F (22 °C) and night 
temperatures of 64 °F (18 °C). We utilized low-intensity 
light-emitting diode (LED) screw-in lamps providing 2 to 
3 μmol·m−2·s−1 to either extend the natural daylength to 
various points throughout the night (day-extension lighting), 
or to provide a night interruption (NI) of four hours from 10 
PM to 2 AM (Fig. 1). To create our light intensity treatments, 
we used high-intensity LED supplemental lighting fixtures 
providing 120 μmol·m−2·s−1 from 8 AM to 5 PM to create 
a moderate light intensity. To maintain low light intensities 
similar to those found in northern latitudes in the winter, shade 
cloth was extended over individual benches (Fig. 2)
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Fig. 1. Low-intensity screw-in LED lamps were utilized to 
provide various day-extension photoperiods or a 4-h night 
interruption from 10 PM to 2 AM
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We found that marigold overcame juvenility and became 
capable of flowering after developing ≈6 nodes. We recom-
mend that marigold be propagated under daylengths ranging 
from 11 to 24-h or a 4-h NI and induced to flower under a 
10 to 12-h finishing daylength. These daylengths produced 
high-quality cut flowers with thick stems and sufficient 
length. Finishing daylengths longer than 12 h substantially 
delayed time to harvest of marigold (Fig. 3). However, longer 
daylengths produced stems with considerably longer length, 
which may be desirable to florists. We considered marigold 
stems harvestable once they were greater than 26 inches (65 
cm) in length with their terminal flower head 50% open.

Fig. 3. Time to harvest of marigold ‘Xochi’ grown under 
11-h daylengths during the seedling stage and finished under 
10-, 11-, 12-, 13-, 14-, 15-, or 16-h daylengths or a 4-h night 
interruption (NI). Time to harvest was significantly delayed for 
plants grown under daylengths greater than 12 h, or a 4-h NI.

Fig. 4. Time to flower of witchgrass ‘Frosted Explosion’ 
grown under 16-h daylengths during the seedling stage and 
finished under 10-, 11-, 12-, 13-, 14-, 15-, or 16-h day lengths 
or a 4-h night interruption (NI). Cut flowers finished under 
daylengths from 13 to 16 h or a 4-h NI reached sufficient stem 
lengths for harvest, whereas those finished under day lengths 
of 10 to 12 h did not.

Fig. 2. Moderate light intensities were created with high-
intensity LED supplemental lighting, and low light intensities 
were created with shade cloth stretched above benchtops.

Furthermore, we found that witchgrass became capable 
of flowering after developing ≈4 nodes. We recommend that 
witchgrass be propagated under daylengths ranging from 13 to 
24-h or a 4-h NI and finished under 13 to 16-h daylengths or a 
4-h NI. Combinations of daylengths ensure that high-quality 
cut flowers with sufficient stem lengths are produced. Day-
lengths shorter than 13 h during finishing caused premature 
flowering and subsequent short stems for witchgrass (Fig. 
4). We considered witchgrass stems harvestable once they 
were greater than 20 inches (50 cm) in length with a fully 
expanded panicle. 

Additionally, both marigold and witchgrass should be 
grown under a moderate light intensity of 10 mol·m−2·d−1 at 
a minimum, as witchgrass did not produce harvestable stems 
when grown under low light intensities ≤5 mol·m−2·d−1.

Both dianthus ‘Amazon Neon Cherry’ and ‘Amazon Rose 
Magic’ initiated flower buds after developing ≈17 nodes. 
Dianthus ‘Amazon Neon Cherry’ and ‘Amazon Rose Magic’ 
seedlings can be grown under any daylength from 9 to 16-h, 
and finished under any daylength from 11 to 16-h or a 4-h NI 
from 10 PM to 2 AM. These daylengths all produced high-
quality cut flowers with a similar time to harvest and harvest-
able stem lengths longer than 30 inches (75 cm). However, 
longer daylengths produced moderately longer stems. Both 
cultivars should be grown under a moderate to high light 
intensity of 10 to 15 mol·m−2·d−1 at a minimum to produce 
more harvestable stems, as low light intensities delayed time 
to flower and harvest, reduced yield, and produced thin stems 
with less attractive inflorescences (Fig. 5). We considered 
harvestable stems as those greater than 26 inches (65 cm) in 
length with the terminal inflorescence 50% open.
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Fig. 5. Dianthus ‘Amazon Neon Cherry’ cut flowers grown 
under either a moderate or low light intensity during finishing. 
Low light intensities delayed time to flower and harvest, 
reduced yield, and produced lower-quality cut flowers.

In conclusion, our research demonstrates the importance 
of controlling daylength with low-intensity lighting and 
providing high-intensity supplemental lighting when growing 
specialty cut flowers in greenhouses when the daylength is 
short and natural light intensities are low, respectively. When 
properly utilized, low-intensity day-extension or NI lighting 
can prevent premature flowering and subsequent poor quality 
finished short-day plants, or induce flowering in long-day 
plants when desired. Additionally, low light intensities can 
reduce yield and decrease cut flower quality. A combination 
of moderate light intensities and proper daylengths allows 
growers to produce high-quality specialty cut flowers for local 
markets year-round.

Special thanks to the ASCFG Research Foundation and 
BloomStudios for funding; as well as Raker-Roberta’s for 
sowing seeds, Hydrofarm for supportive netting, Ludvig 
Svensson for shade cloth, Signify for LED supplemental 
lighting fixtures, and Nate DuRussel and John Gove for 
greenhouse assistance.

Donate at www.ascfg.org/research/donate-to-the-research-foundation/
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NORTHEAST
Connecticut, Maine, Massachusetts, 
New Hampshire, New York, Rhode Island, and 
Vermont

Bailey Hale
Ardelia Farm & Co.
ardeliafarm@gmail.com
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Lisianthus Tips and Tricks for Northern Growers

As many of you know, I wear several hats. We have our 
farm in Northeastern Vermont, and we also have our plug 
brokerage business which I accidentally started one winter. 
(When Mother Nature demands that you take a six-month 
break from growing flowers you have to get creative). Both on 
the farm, and in the plug realm, lisianthus is kind of a big deal.

Lisianthus in its wild form is native to a number of the 
Plains States, extending into the Gulf States and northern 
Mexico. It occurs in dry sandy locations that get baked in 
the summer, but it occurs along stream beds where its roots 
penetrate deep into the soil to access water. When I’m trying 
to understand what a plant wants I always think about the 
native conditions first. It can be assumed that heat is no issue 
for lisianthus, but access to water is important, and cool roots 
are appreciated. 

I’m no lisianthus historian, but I do recall that when I 
started my floral and horticultural career in the early 90’s, 
it wasn’t a flower often encountered. It seems that breeders 
really started getting serious about lisianthus in the 80’s and 
90’s, and it took them a couple of decades to refine the plant 
to the commercial standard we enjoy today. You will still find 
a high percentage of retail customers who have never seen 
or noticed lisianthus before. Of course it’s an easy sell for 
those in the know, and most of what we grow in the U.S. is 
superior to the imports. The exception is of course the famed 
Japanese lisianthus. They have a few tricks up their sleeves 
that I learned when I visited growers in Japan in 2019. We 
now have access to the same varieties as the top Japanese 
growers so I hope these tips will help you to fine-tune your 
lisianthus production.

There are many approaches to lisianthus growing:  experi-
ment for yourself and find what works for you in your loca-
tion. My recommendations are based on my own trials in cool 
northeastern Vermont, but can be applied to most scenarios. 

Tunnels and Plugs

Grow in tunnels. It just works better. The big ruffly flowers 
hold water and are prone to spotting and rotting when grown 
in the field. Some grow in the field, but I’ve never had success 
outside of the tunnel. 

Buy plugs. Not because I’m a plug seller, but these things 
are simply tough to grow from seed. By all means get some 
seed and see how they go, but order plugs as well until you are 
confident that you are a lisianthus master. Some people with 
heated greenhouses succeed with seed growing, as do some 
with good indoor light systems, but they’re easy to mess up. 
Frankly I like to travel in winter, and I don’t want to have to 
stay home to baby seedlings for 3-4 months straight. I prefer 
the beach.

The Bump Up

For most crops and for most regions of the U.S. I recom-
mend ordering plugs of any sort when you intend to plant 
them, and planting directly into your prepared beds on arrival. 
With our short, 90-day growing season I have settled on get-
ting lisianthus early and bumping them into 50-cell trays. It 
is extra labor, extra potting mix, and it takes up bench space 
in the greenhouse, but it allows me to baby them for several 
extra weeks in our cool greenhouse until it’s safe to plant out 
into our high tunnels. We heat our greenhouse to just above 
freezing at night, and allow the sun to warm it in the day. 
Lisianthus copes just fine with the cool nights. I tend to get 
plugs about 8 weeks before intended transplant, and then grow 
them in the cool greenhouse until our weather turns and the 
soil is prepped. If 
your plugs arrive 
and you haven’t 
p r e p p e d  y o u r 
beds yet, or your 
weather prevents 
planting, bump 
them up. Don’t 
hold plugs in their 
trays for more 
than a week after 
arrival. 

If you plant 
directly from the 
plug tray, which 
is a completely 
valid approach in 
all but the coldest 

Plugs grown on in 50-cell trays, 
ready for transplanting.



____________ REGIONAL REPORTS_____REGIONAL REPORTS_____REGIONAL REPORTS_____REGIONAL REPORTS________ REGIONAL REPORTS_____REGIONAL REPORTS_____REGIONAL REPORTS_____REGIONAL REPORTS__________

The Cut Flower Quarterly                                                         25                                                              Volume 33, Number 3

locations, be ready to water. The root portion of a plug is only 
one inch tall, and the soil on top dries out very quickly. Drip 
irrigation will only help only once those roots have grown 
out into your existing soil. Sprinklers, misters, or a good 
old-fashioned hose will be necessary until they are rooted in. 

Fight the Fungus

Lisianthus is susceptible to a wide range of root rot patho-
gens. Fusarium is the most common, but not the only one. If 
your soil is well watered but you see sudden spotty wilting, 
suspect root rot. At first sight of symptoms, yank that plant 
out and send it to your state plant pathologist to determine 
what you’re dealing with. It won’t get better on its own, and 
will likely spread rapidly. 

Consider pre-treatment with a biofungicide or two before 
planting. These products inoculate the roots with beneficial 
fungi and bacteria to fight off pathogens. Different products 
have different modes of action, and they can be used together 
to create a protective barrier around the root zone of your 
plants. We still see losses to rot even when using biofungi-
cides, so for the first time this year we are trying a pretreat-
ment with a systemic chemical fungicide. I am not qualified 
to make product recommendations, but if I find something 
that truly works I might let it slip. 

Traditionally, chemical soil fumigation or soil steaming 
have been used to fight root pathogens. Chemical fumigation 
has some very negative environmental effects and is no longer 

fashionable. Soil steaming requires expensive and cumber-
some equipment, and burns a significant amount of petroleum 
to give the desired effect. There is no perfect solution so 
explore your options. Keep an eye out for root rot, and rotate 
your lisianthus to a new location every year.

Air Flow

Any crop that is susceptible to any fungus will benefit 
from good ventilation and consistent air flow. In Japan I saw 
that growers leave an open strip down the center of each bed 
to encourage air flow between plants. This may also slow 
down any possible fungal outbreaks, as the fungi are easily 
transmitted between neighboring plants and the gap will offer 
a barrier. We tried this in 2020 with good success and have 
planted accordingly this season.

Pinch Me—Don’t Pinch Me

I don’t pinch my lisianthus. I prefer to get one monster 
stem over several medium stems. You may be different. This 
will depend on your market. If you do pinch, simply remove 
the tip after you have a few pairs of leaves. I would space 
pinched plants wider than plants grown for single stems. 
Pinched plants get bushier, and 6” spacing is justified (4 plants 
per square foot). For single-stem plants I plant 8 plants per 
square foot and ultimately harvest 36” tall stems from most 
varieties. I always use a double layer of support netting, and 
I’m suspicious of those who don’t. 

Bud Trimming, for the Overachiever

It is fairly widely known that cutting out the first flower 
will allow more buds to open on each stem, resulting in a 
more marketable stem. You can wait until this flower opens 
to cut it (some will sell this bloom separately for short 
design work). In Japan, they remove this bud while still 
immature to direct the plant’s resources to the next set of 
buds. Japanese growers also prune their lisianthus to allow 
only a few blooms to develop per stem, resulting in much 
larger flowers. When your plants have achieved the desired 
height, select the 3 or 4 best buds that are all roughly grape 
sized and at the same height in the plant. Trim off all of the 
tiny buds growing above this bud, leaving one additional 
bud above your desired flower as insurance in case your 
selected flower becomes damaged. 

I don’t think anyone else is using this technique in the 
U.S., but I have noticed that lisianthus tends to grow especially 
large in northern latitudes, and a bit of additional fussing can 
result in a product worth a premium price. It’s extra work so 

Freshly transplanted with open gap for ventilation.
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Single stem resulting from bud pruning.

you need to charge accordingly. Japanese cut lisianthus sells at 
high end wholesalers for $5-7 per stem, so if you can achieve 
this quality you should be able to get an enviable price. 

Rebloom

Many report getting a second and third flush of flowers 
from lisianthus, but in the cool north this seems like pure my-
thology. I get one amazing stem per plant, and then it’s winter. 

Again, these ideas are simply what work for us. Have 
your own tips and tricks? Send them my way!

Wishing you a fungus-free lisianthus season!

MID-ATLANTIC
Delaware, Maryland, New Jersey, Pennsylvania, 
Virginia, and West Virginia

Michelle Elston 
Roots Cut Flower Farm
michelle@rootsflowerfarm.com

Managing Employee Expectations
 
As our industry becomes more popular and much more 

glamorized, finding employees whose job expectations match 
your expectations can be tricky. We love to joke, “There’s no 
tra-la-la in dresses and gathering baskets around here.” Yes, 
our work is beautiful and yes, our work is messy and hard. 
Here are a few ideas to help you find appropriate workers and 
manage their expectations.

1.  In your job advertisements, use words like “production-
oriented, fast-paced, energetic, multi-tasking, high energy.” 
Also be sure to include “willingness to work in all weather 
conditions” and “ability to be on your feet all day.”

2. Pair your job advertisement with real life farm pictures. 
Mud, sweat, boots, smiles. No jewelry, no over-the-shoulder 
armload shots.

3. At interviews and first few days, remind employees 
to bring adequate changes of clothing. It usually takes only 
one day of wet feet for this to really sink in. We provide 
lockers for staff to keep layers, dry shoes and socks, and 
other essentials on hand. People struggle to work when they 
are uncomfortable.

4. By the same token, provide all tools to do the job, 
including gloves. I ask people to not bring their personal 
favorite pruners, apron or whatever. The idea here is that if 
the tool breaks, it’s our problem; plus, we can train everyone 
on our most-efficient harvest and farming practices.

5. Be really clear on what the job is. For our farm, I try 
to make sure I articulate that our work is not terribly creative 
or artistic. While there is a little bit of that, we are mostly 
focused on consistency, quality standards, and a reliable 
product. This product is borne out of everyone following the 
same procedures and processes, not originality.

6. If you need people to be flexible, be sure you tell them 
ahead of time. At Roots, that means consistent start time and 
lunch time, but flexible end time on production days. Our 
orders have to be filled before people go home. Of course, 
there are exceptions for personal obligations. Remember, 
people do have lives outside of your farm bubble!



SOUTHEAST 
Alabama, Florida, Georgia, Kentucky, Mississippi, 
North Carolina, South Carolina, and Tennessee

Val Schirmer
Three Toads Farm
vschirmer3@gmail.com
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We have the best workers in the world, 
and (most days) they love their jobs. 

Communication is the underlying 
theme of all these tips. It is your job 

to communicate clearly and 
realistically to your crew.

7. I get lots of questions on managing times for specific 
tasks. My favorite trick (from the amazing Jenn Halpin) is to 
work alongside someone who is not meeting time standards. I 
find that people can really step up their pace when they observe 
what is possible. Make sure you articulate these priorities at 
hiring or early on. We talk about times all day, every day on 
my farm. Living systems require flexibility, but bringing task-
time everyone’s awareness does wonders for speed.

8. Advise your crew that they will be getting feedback, and 
be sure to give it. I like to say, “It’s never personal, it’s about 
the product.” (Side note:  your crew wants your feedback! 
People like to know where they stand.)

The obvious corollary to all of this is offering a great work 
environment and giving your employees a great experience. 
More on that next Quarterly! We have the best workers in the 
world, and (most days) they love their jobs. Communication 
is the underlying theme of all these tips. It is your job to 
communicate clearly and realistically to your crew.

Mother’s Day Sales:  The Good, the Bad, and the Ugly for 
our Southeast Regional Members

 
With things opening up around the country after what 

seems like forever in lockdown, I was curious about how 
Mother’s Day went for our members throughout the Southeast, 
so I emailed everyone in late May to see how it went. I love 
sharing their experiences and ideas! 

For us, it started out UGLY because our peonies weren’t 
blooming in time for Mother’s Day this, thanks to record 
cold days and nights in Kentucky. I was so bummed to have 
to turn down all the requests from so many customers who 
enjoyed our contact-free pickups from the porch and contact-
free deliveries last year. 

But, our Three Toads Farm Cutting Garden Collection 
pop-up on May 8 was a big success, followed by a private pe-
ony workshop on May 15 for 15 fun-loving guests! Together, 
these helped make up for our lack of Mother’s Day bouquets.

I’ve loved seeing more ASCFG members selling their 
own cutting garden seedlings! It’s a great way to bring in 
sales of the seedlings you’re planting BEFORE they even start 
blooming. It’s taken a few years to help people understand the 
difference between our deep six-packs of specialty cut flower 
seedlings and the bedding plants they see already in bloom at 
big box stores and nurseries—that’s where handouts, signage, 
and photos on social media really help. We don’t offer website 
sales of our plants (like lots of great growers do) and instead 
do an on-the-farm pop-up, with paid pre-orders as an option. 

This year has been pretty huge for us. I announced the 
4-hour pop-up on IG/FB just four days before the event (the 
weather was so uncertain) and was astonished to receive 
$4,000 in pre-orders (already paid via Square invoice). It takes 
a bit of hustling to pull each person’s order together, plus get 
everything organized and set up by variety with laminated 
signs (showing color photos, growing information) and hav-
ing the handouts printed up, so be sure to consider this if you 
haven’t done it before. In all, we had more than $6,000 in 
sales—three times what we’ve sold in the past.  
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Our prices were $18 for deep six-packs of lisianthus (including the new Japa-
nese varieties from Farmer Bailey), $20 for Scoop scabiosa (couldn’t believe how 
many home gardeners snatched them up!), $12 for six-packs of zinnias, cosmos, 
and marigolds, and $4 per 5” band pot of nasturtium and $4 for apple mint in 3” 
pots. We also packaged seeds (in “coin” envelopes with a color label showing the 
bloom and with growing information) for $4 each. I did these so that folks wanting 
to grow their own could do it more reasonably, but sold barely any! Everyone’s 
hungry for instant gratification, I think. Each person received a color handout 
showing each variety with planting and growing information, and each six-pack 
or pot had a wooden stick with the variety written on it. It’s not cheap having an 
office store print and staple the handouts ($1.87 each for 2-pages/2-sided color), 
but it’s so worth it in terms of customer education. 

The private peony workshop the next week was a total blast! This is our first 
year focusing on private workshops and this was the first one we held. We require 
a minimum of 8 participants to schedule one, with total payment—which is non-
refundable— due at the time of booking the day/time/number of guests. The peony 
workshop is $205/person and I was delighted they booked it for 12…and then paid 
for 3 more guests in early May! Private workshops—where everyone knows each 
other—provide much more of a party atmosphere. We’re going to stick with them 
this year and see how it compares. 

Okay, now on to what our Southeast members said their Mother’s Day sales 
were like. Hoping you’ll get some ideas to try out, or build on some of the things 
you’re already doing!

Katy Thelen, Happy as a Coneflower Farm, Pittsboro, North Carolina. 
I actually had a GOOD Mother’s Day in terms of sales to both professionals and 
retail customers. It has been more than six years since I’ve sold retail. I sold peony 
and sweet pea bouquets for $60 each to local customers and sold 50, which was 
all I could handle delivering myself in a few days! Additionally, I provided flow-
ers to about seven local florists. I’ve actually made more money so far this year 
than I did all of last year; 2020 was devastating financially for my business. I use 
Nextdoor to market my bouquets within a 5-mile range of my farm and it worked 
pretty well. The photo is my Mother’s Day bouquets.

Connie Barron, Connie’s Garden, Navarre, Florida. My Mother’s Day was 
so-so, considering I am a new grower (first year). I did have a florist ask for all I 
could bring of my yarrow, and ‘Chantilly’ snaps. All in all, I made money without 
having to do bouquets and 
that was great for me because 
I just don’t know bouquets 
very well. Maybe it was bet-
ter than so-so; good, even!

Sheila Walls, Walls of 
Flowers, Fisherville, Ken-
tucky. Mine was UGLY as 
well. No peonies (boo). Made 
do with bearded iris, Dutch 
iris, fall-planted bupleurum, 
foraged honeysuckle, and a 
viburnum! I have about 15 or 
so peonies in my landscaping 
and around 65 others that are 
too young to cut from yet.

Three Toads’ peony workshop 
the week after Mother’s Day, 

when peonies started to bloom.

Katy Thelan, 
Mother’s Day bouquets.

Sheila Walls added peonies 
to her market bouquets, 

the week after Mother’s Day.
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Mary Alford, Alive and Digginit, Rockford, Tennes-
see. I KILLED IT on Mother’s Day, even without the usual 
peonies (a scant few early bloomers) and roses (zilcho). 
Market opened at 8:30 a.m.; selling out of pre-mades by 10 
a.m. left me frantically creating on site for the next 1½ hours 
for anyone willing to wait (and I do love to talk).  

Loretta Ball, The Never Ending Flower Farm, 
Barnardsville, North Carolina. Mother’s Day was NOT 
GREAT. Everything was behind with our cold season, deer 
ate a few crops late winter (never had a deer problem before), 
I had weddings and we were trying to finish up our new cov-
ered shed area—it was crazy! Sold about 12 gift certificates 
for our you-pick for the season. I didn’t commit to any floral 
arrangements, but had a few friends reach out so I did about 
nine. I didn’t sell to any florists because I didn’t have anything 
extra—all went to my weddings. I honestly felt like a failure 
this spring. Next year I plan on having something for Mother’s 
Day now that we have our covered shed finished—maybe a 
tea with flower arranging? And I’m not going to take on any 
weddings Mother’s Day weekend!   

Peachey Trudell, One Wild Acre, Charleston, South 
Carolina. Our Mother’s Day was BUSY this year, so much 
so that I’ve already started planning crops and quantities for 
2022. The demand was high for wrapped bunches to pop 
up in partnering small businesses in and around downtown 
Charleston. I had grab-and-go bunches at three locations and 
my flower cart made its debut at a Mother’s Day event along-
side other vendors. It was especially sweet to observe and help 
children choose flowers for their mothers and grandmothers. 
While I did not have the bounty of foxglove as I did last year, 
my garden roses came into bloom just in time to add extra 
special stems to each bouquet.

Peachey Trudell’s new flower cart debuted on Mother’s Day.

Donna Yowell, Ex-
ecutive Director, Mis-
sissippi Urban For-
est Council, Madison, 
Mississippi. Our farm 
is less than a year old 
but the high tunnel is 
SLAMMED. And the 
pollinator field is amaz-
ing. Our pollinator field 
is a mixture that works 
for the South and includes 
cut flowers. We have cut 
a maze through the field 
that people love. These 
are first-year Asiatics 
along with calla, dahlia, 
gladiolus, and others in 
the high. Our Facebook 
page is Flower Growers 
of Mississippi; we still 
offer free Zoom classes.  

Karen Yasui, Petalland, Tullahoma, Tennessee. Moth-
er’s Day was GOOD here in southern Tennessee because the 
peonies and lots of other flowers bloomed just at the right 
time, and demand was strong.

Carly Reed, In Bloom Flower Farm, Georgetown, 
Kentucky. To quickly sum it up, I would say customers 
were HAPPY with flowers even though I didn’t have focals 
for bouquets. I offered deliveries this year and increased my 
smallest offering to $50. I was hoping this would keep sales 
even with last year, but cut back on the number of deliveries. 

I was wrong. I got 
more orders—
three t imes!—
compared to last 
year.  I t  was a 
good problem, 
but I didn’t pre-
pare for extra help 
needed. Lesson 
learned.

Niki Irving, 
Flourish Flower 
Farm, Asheville, 
N o r t h  C a ro -
lina. Mother ’s 
Day here  was 
GREAT—we sold 
every stem that 

Donna Yowell’s first-year 
Asiatic lilies shining 
in the high tunnel.

Carly Reed’s 
farm-fresh bouquets.
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we could cut to our local shops. Our ranunculus, anemone, 
Italian poppies, and butterfly ranunculus were at their peak! 

Lisa Jay, Modern Heirlooms Local Cut Flowers, Arab, 
Alabama. Mother’s Day was GOOD!  We are very small and 
in our third year, but Mother’s Day allowed us to partner with 
a local gift shop and we sold 56 bouquets and arrangements, 
and picked up several summer events from the advertising! 
This was also our first year growing delphinium and foxglove 
and we were amazed with how well they grew!

Lindsay Hufford, Kinship Flower Farm & Design, 
Columbia, Tennessee. Mother’s Day for me this year was 
SMALL AND SLOW. Our family recently relocated from 
Michigan to Tennessee, and I’m rebuilding my flower farm 
business from scratch. I chose not to offer arrangements for 
Mother’s Day. With the recent move and some family illness, 
I didn’t need the added stress. On a high note, our summer 

Lisa Jay added delphinium and foxglove 
to her bouquets this year.

Lindsay Hufford’s youngest “employee” (aka her son) 
helping with florist deliveries (the sign 
is on the side of the florist’s building).

bouquet subscriptions were a popular Mother’s Day gift, and 
I’ve started selling weekly to a florist in our new town. Here’s 
to putting down new roots!  

Tracey Lake, Triple Strings Flower Farm, Easley, 
South Carolina. I’m a new flower farmer this year, so I didn’t 
have much blooming for Mother’s Day. I planted peonies last 
fall but have to wait a couple more years on them. I’m selling 
bouquets at a local coffee shop and farmers market. I’m get-
ting some business for graduations and other special events. 

Sue Ellen Claggett, Petal Pushers Flower Farm, 
Princeton, Kentucky. I pretty much sell only to florists so 
it was a VERY BAD Mother’s Day. My peonies were very 
slow to open. I did not even contact several of my florists as 
I was so afraid I would not be able to meet the commitments 
of the ones who called me. It was very stressful, just hoping 
they would open. And the last few days it did warm up and 
I delivered all I promised! I’m 71 and really trying to retire 
to enjoy other interests I have. I am a Growing Kindness 
Ambassador 2021 and can’t even tell you how many peony 
bouquets I have given away since they really started bloom-
ing! A week ago I was making 20 peony bouquets to give 
away. My husband walked by and commented on how much 
easier it was to sell 200 to a florist than to give them away 6 
at a time. And I had the cooler stuffed! So I called up a florist 
right away and delivered 250 to her the next day! I wanted to 
give most away this year but I have picked over 3,000 blooms 
and it is impossible. 

Cathy Jones, Perry-winkle Farm, Chapel Hill, North 
Carolina. Our Mother’s Day was EXCELLENT. We had 
record sales that Saturday at the Carrboro Farmers’ Market. 
Our customers were buying every stem we brought.  We were 
able to re-open (closed since COVID) our “flower bar” at 
market and folks really wiped us out. 

Cathy Jones had record sales and was able to reopen 
their flower bar at market.
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And finally, perhaps my favorite note from a grower yet.
Kelly Garcia, Terra Flower Farm, Signal Mountain, 

Tennessee. I will rate mine as AMAZING also, GOODISH 
TO BAD. Of course my peonies weren’t blooming yet either 
and with having my kiddos home last fall, I wasn’t as prepared 
for the late spring to summer push. I didn’t have enough flow-
ers and bought some local orchids from a neighboring orchid 
grower. They completely elevated my arrangements. 

The really beautiful part of my weekend was going on 
the best delivery of my life. 

A longtime friend and fellow flower farmer who lives in 
British Columbia (not a member, sadly), ordered a bouquet 
to be delivered to his Momma here in Tennessee. She was my 
last stop. When I walked up, she was working in her amazing 
garden and very confused why I was there. She looked at me 
quizzically and asked, “Who are those from?” I told her they 
were from her son. She went on for a few minutes raving about 
how beautiful her son’s farm is, and then began crying. She 
said my bouquet was stunning and that it was the first time 
he had ever sent her flowers. 

What an honor it was for a flower farmer I truly admire to 
trust me to deliver the first flowers—Mother’s Day flowers, 
no less—to his momma. That’s really what Mother’s Day 
and flower farming is all about—those moments with people, 
connecting us all. 

Kelly, you worded it perfectly; this is what flower farming 
is all about. Thank you, everyone, for sharing your stories!

Kelly Garcia’s “best delivery of my life” is “… what Mother’s 
Day and flower farming is all about—those 
moments with people, connecting us all.”

Susan Rockwood
Arcola Trail Flower Farm
Susan@ArcolaTrailFlowers.com

NORTH AND CENTRAL 
Iowa, Illinois, Indiana, Kansas, Michigan, 
Minnesota, Missouri, Montana, Nebraska, North 
Dakota, Ohio, South Dakota, Wisconsin, and 
Wyoming

Ten of My Favorite Things

One aspect of farming I discovered I like is the ongoing 
search for solutions to make work easier, not harder. While 
some of my suggestions may be especially useful on a smaller 
farm, most would be helpful on any size farm. Many of these 
items provide efficiency while also preventing injury to your-
self or those who work on your farm.

1. Post pounder. This is a must-have 
piece of equipment for a flower 
farm. Whether you use C stakes or 
T stakes or rebar for hoop support, a 
post pounder is safer and easier than 
lifting a sledge hammer high enough 
to hit a four to five-foot stake into the 
ground, especially for shorter folks. 

2. Ear muffs. When pounding in T 
stakes or working with noisy equip-
ment, wear ear muffs to protect your 
hearing.

3. Hay bale hook. 
We have two old-
fashioned wrought 
iron hay bale hooks 
that enable us to 
stand upright when 
pulling up staples 
used to tack down 
landscape fabric 
and irrigation tub-
ing. This saves time 
and effort, espe-
cially when taking 
up fabric in the fall.



9. Drying racks. I had a 
couple of old-fashioned 
wooden clothes drying 
racks I bought in college 
that I resurrected to use 
for hanging flowers to 
dry. They are a space 
saver when you run out 
of rafter space or have 
limited room for drying.

10. Heated floors in the 
garage studio. My hus-
band built our garage/
studio and had the bril-
liant idea to use in-floor 
heating. It’s a great way to keep the heat steady, keep the 
floors dry, and survive a power outage.

If you want more information on any of these items, please 
let me know. I would love to hear what you have discovered 
that makes your farming easier, more productive, or safer.
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4. 48-inch watering extension. We plant mostly in six-foot 
beds with fabric and although we use drip irrigation, we 
often need to provide extra water during dry spell or for 
newly-planted seedlings. The long wands provide a more 
ergonomically safe process with limited reaching to keep us 
safe from injury.

5. Ursa wagon. Every farm needs wagons that can serve many 
purposes. I use my Ursa wagons every day for harvesting, 
planting, and hauling dirt and tools in summer and winter. This 
particular wagon was made in Minnesota but unfortunately is 
no longer being manufactured. It dumps and has a 360 degree 
turning radius that allows me to turn it around in the paths 
between beds. Not sure if there is anything as good as Ursa 
but try to find a good wagon or cart.

6. Rolling carts with shelves. I was able to find most of my 
green epoxy rolling carts with shelves through auctions for 
restaurants going out of business. I use them for heat mats and 
lights for germination, then roll them outside to harden off the 
trays. They are perfect in the walk-in cooler and for storing 
empty trays, buckets or just about anything. The casters are 
expensive but worth having the flexibility to move them easily.

7. Rectangular buckets to hold 6-inch staples. I was given 
some sturdy narrow rectangular buckets with handles that 
hold the 6-inch staples perfectly. The narrow design hangs 
closer to the body which makes them easier to carry when 
full of heavy staples.

8. Min/Max thermometer. For $12 you can monitor how well 
your cooler is keeping the temperature you desire over a 24-
hour period. It is also useful to monitor temperatures outside 
overnight when they dip close to freezing. 

SOUTH AND CENTRAL 
Arizona, Arkansas, Colorado, Louisiana,
New Mexico, Oklahoma, Texas, and Utah

Shanti Rade
Whipstone Farm
info@whipstone.com

Welcome to all the new ASCFG members—I am so happy 
you are here! It is summer, and hot as heck here in Arizona. 
We are waiting for the rains to come, as usual. I am in a bit of 
the summer brain fog, where I can’t seem to figure out what 
to write about.  

I still feel as if I am coming out of a COVID cocoon. Both 
physically—feeling more comfortable being around people; 
and business-wise—wondering how, when, and where the 
next big change will come. In some ways the many shifts we 
made in the last year and a half have been positive, like real-
izing we can change our business in big ways and still stay 
afloat. I don’t want to go too deep into that right now (I will 
save that for a future article). For now, I just wanted to share 
one micro part of our business model, because it’s easy, fun, 
and interesting:  edible flowers.
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Because  our 
farm grows both 
veggies and flowers, 
we are already con-
nected to wholesale 
customers like chefs 
and restaurants . 
They are probably 
our best customers 
for edible flowers, 
but our retail buyers 
like them as well. 
Cake makers and 
bakers would be 
good outlets, too. 
We have shipped 
some of our edible 
flowers to New York 
City and Los Ange-

les this past year. They can be used as a garnish in cold plates 
and salad, cakes, and pastries, and they look great in cocktails, 
even frozen in ice cube trays for drinks. 

Many of the flowers we use as edible are varieties we 
already grow as cuts. As I am sure you know, many flowers 
are also toxic, so please double check on the safety of any-
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thing you plan to sell as an edible flower, and don’t use any 
chemicals on them. Some of our favorite flowers to use are 
pansies, bachelor’s buttons, calendula, nasturtium, borage, 
and all the herbs. 

There are plenty of online resources on what to grow 
for edible flowers, but a great place to start is the Johnny’s 
Seed catalog. We package some as just the heads in clamshell 
containers; popping the heads off the flowers a few times can 
act like pinching or deadheading, encouraging longer, usable 
stems for future growth. Others we put into mason jar bouquets 
or full-sized wrapped bouquets. We label them as edible and 
don’t use any floral preservatives in them. 

They have been a fun add-on to our floral business and 
are a continual conversation piece. Please reach out if you 
have edible flower questions or if you are in my Region and 
want to chat. 

Erin McMullen
Rain Drop Farm 
raindropfarm@peak.org

WEST AND NORTHWEST 
Alaska, California, Hawaii, Idaho, Nevada, 
Oregon, and Washington

As we roll into the main part of our season, I’m struggling 
with one of the hardest parts of my job as a flower farmer. 
Planning? Harvesting? Marketing? Nope. Hiring. It’s not 
all that hard to find someone who thinks they want to work 
on a flower farm, but finding someone who actually can is 
another story.

The first employee we hired came to us as an enthusiastic 
learner. They reached out, as someone who wanted to start 
their own flower farm, to gain experience and see what flower 
farming is all about. What a learning curve, for all involved. 
Applying for an EIN, trying to figure out payroll, and then 
trying to think through all the things we do and determining 
what we needed the most help with.  

Over the years, our crew has grown and changed.  We’ve 
had long-term employees, and short-term ones, and a few that 
couldn’t even make it through their first week before realizing 
that the job wasn’t really for them. Although I still have lots 
to learn and am constantly working on myself as a manager, 
here are a few things that we’ve found helpful.

To get us off on the right foot, I am brutally honest about 
our work day. We start early. We work hard. We work in rain, 
sleet, sun, wind, fog, forest fire smoke, all the conditions. Our 
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Our jobs are physically 
demanding; there are a lot of 
repetitive motions—walking, 

bending, lifting. There are bugs 
and snakes and bees, and pretty 
much everyone gets stung once 

during the season.

tinue to train to your expectations until they are consistently 
met. I’m not saying that I’m consistently good at this, but it’s 
what I strive for—continually evaluating performance.

Another thing that I find really helpful is to be open and 
communicative about expectations and performance. And 
not just for employees. I expect for my employees to be 
receptive to constructive comments, and fully expect them 
to let me know if I need to do something better. We talk all 
the time; we work through things together. Everyone has a 
voice on our crew, and some of our best improvements, things 
that have been critical to our growth, have come from our 
crews’ suggestions.

jobs are physically demand-
ing; there are a lot of re-
petitive motions—walking, 
bending, lifting. There are 
bugs and snakes and bees, 
and pretty much everyone 
gets stung once during the 
season. 

We always do a phone 
interview (or Zoom as it 
became a thing this last 
year), and then a working 
interview. I let the potential 
employee know that we 
use this as a way for both 
parties to evaluate if it’s a 
good fit. No hard feelings 
either way. Sometimes we 
determine it’s not a good 
fit, sometimes they do; 
sometimes it’s mutual, like 
the person who told us that 
they couldn’t work in the 
rain because we’d all get 
sick and then where would 
we be? 

During this interview 
I usually tour them around 
the farm, walking at my 
working pace, and use the 
time to describe our busi-
ness model and answer 
questions. You can learn 
a lot about what kind of a 
commitment people want 
to make by the questions 
they ask.

Assuming the work-
ing interview goes well, 
we start the training pro-
cess. The very first ASCFG 
Conference I attended, in 
2014, I went to a session on 
employees although I had 
none at the time. One of the 
most valuable lessons that I 
took from that session was 
that when you train, it’s an 
ongoing process. First you 
train, and then you train 
again, and then you con-

Our crew is the number one reason why we can do what 
we do. There is no way that we would be where we are or 
where we’ve been without the dedication of our crew mem-
bers. We are a diverse bunch of teenagers, college students, 
moms, dads, friends, and family. It’s a joy to watch our 
employees grow beyond our farm, leaving to pursue school, 
or new careers, or farms of their own.  We try to show our 
gratitude every day and hope that they feel that. 

And that brings me to my last point about our crew. 
Although we wish that individual members stayed forever, 
we recognize that there is a time for everyone to move on to 
new adventures and our role is to send them off with love, 
and maybe a little more knowledge, and for sure a parting 
gift. That all being said, anyone know someone who wants 
to work on a flower farm? ‘Cause we’re hiring!
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CANADA 
Alberta, British Columbia, Manitoba, 
New Brunswick,Newfoundland and Labrador, 
Nova Scotia, Ontario, Prince Edward Island, 
Quebec, and Saskatchewan

Janis Harris
Harris Flower Farm
janisandmarkharris@hotmail.com

Don’t Deliver a Product, Deliver an Experience
 
COVID definitely changed parts of our business. Our 

online shop went from a space used once a year to sell sub-
scriptions to a daily ordering and delivering system.  

Last March when (the first) State of Emergency was de-
clared in Ontario by our Premier we had to figure out how we 
would get our soon-to-blooming flowers to our customers. It 
was unclear whether farmers’ markets would open. Weddings 
were being postponed and cancelled. How could we get the 
flowers to our customers safely and profitably?

To preface, I know this system is not feasible for every-
one. We are lucky to be surrounded by a few small towns, a 
medium city, and a larger metropolis. The population within 
a 35-40 minute drive from us would total over 500,000.  

In May 2019 we realized that using our personal minivan 
with multiple children’s car seats was no longer efficient for a 
growing flower farm business. We searched local classifieds 
and found a used 2008 Dodge Grand Caravan. We had been 
renting cargo vans from the local car rental business but they 
moved their cargo van department 30 minutes from us, and 
picking up and returning vans became a lengthy process.  

Our “new” delivery van was from a repair shop/deal-
ership, which stood by on a three-month warranty after 
purchase. The cost was $3999 before taxes. It was in good 
condition even with medium to high number of kilometers. 
It was still good and sound with a nice-looking body. Within 
the first couple months the van paid for itself to replace the 
rental costs, and the time spent picking up and returning 
the van.  

Our delivery van handles wholesale accounts, wedding 
deliveries, and plant moving. It is a very valuable piece of 
equipment.  

When COVID hit and we decided that it was best for 
us to deliver our flowers direct to customers, we naturally 
used the delivery van. The van has delivered so many smiles. 
Flowers cause smiles.  
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In  2021 ,  we 
hired a helper for 
our team specifi-
cally as a delivery 
driver. She is in-
sured with our insur-
ance company, and 
has a business debit 
card she uses to pur-
chase gas or small 
things that we need 
picked up. Having 
someone to deliver 
means that I don’t 
have to leave the 
farm during the day, 
or load up the kids 
after the workday is 
done. She is also able to pick up supplies or curbside orders 
(because we are in State of Emergency #3 here in Ontario). 
We do charge a minimal delivery fee to the customers for their 
orders. Sometimes we make extra, especially when orders are 
close by or multiple in the same area. Sometimes the delivery 
fee is probably short but it equals out, and it’s far better to be 
able to offer delivery.  

We have a business cell phone that stays in the van. We 
use an awesome app for delivery routing called Circuit. There 
is a free version, but we have the paid version because we can 
have many routes and more stops. We input the addresses into 
the app and it optimizes the route. When the driver gets to a 
stop it records the time. If there is any discrepancy with the 
delivery I can tell what time she was there. The app will save 
our subscription routes. We have three routes each month. 
There isn’t fumbling, it’s all there every month. The app can 
also be accessed from multiple phones at the same time.  

We get a 6 x 6 x 5 cardboard delivery box from the local 
florist supply, and place tissue in to steady the vase. I have 
had a water colour painting printed greeting card (painted by 
my aunt) made that can be added to the order for a personal 
note to the recipient.  

Our online shop functions as almost a full-service flower 
shop. There are three size options on the website. We have 
generic photos posted and a description explaining that the 
flowers and colours change with the season. You are welcome 
to check out our online shop at www.harrisflowerfarm.ca. We 
get orders daily and from customers worldwide. One day we 
had orders from people in three provinces and two countries 
to deliver locally. It is so great to be an option for people to 
send locally-grown, unique, in-season and amazingly beautiful 
flowers from anywhere in the world.  
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ASCFG News

Meet the ASCFG’s Newest Members

Sarah Bayer, Bayer’s Blooms, Perkins, OK 
Madeline Albertson, Owlhill Flower Farm, Mission, BC, CANADA
Sandra Alcorn, Rebel Run Fresh Cut Flowers and Herbs, Perry, GA 
Lynda Allen, Allen House Farm, Brooklin, ME 
Amy Ardizzone, Apex Acres Farm, Redkey, IN 
Jenny Arena, Fire Sky Flower Farm, Greenwich, NY 
Norma Babineau, De Fleur en Fleurs, Mundleville, NB, CANADA
Pia Baerg, Slow Bloom Bouquets, Abbotsford, BC, CANADA
Stacia Bartovics, May Queen Floral, Hillsboro, WI 
Margie Bishop, Bees and Willow Flower Farm, Henderson, NC 
Jennifer Britton, Bloomtown Flower Company, Arcadia, CA 
Sue Brock, Brock Family Farms, Winterville, NC 
Sheri Brooks, Maple Valley, WA 
Amber Brosi, White Barn Farm, Rocky Cape, TAS, AUSTRALIA
Sarah Brunner, Brunner Family Farm, McKinleyville, CA 
Margie Buchanan, Meg’s Flower Farm, Boaz, AL 
Karen Burke, Places In Time Flower Farm, Seville, OH 
Amanda Byrd, Crabapple Farms, East Earl, PA 
Emma Caldwell, Maple Holme Flowers, Carp, ON, CANADA
Diane Calhoun, Calhoun Flower Farms, Anthony, NM 
Olivia Campbell Andersen, Anderbell Acres, East Montpelier, VT 
Jamie Cantrell, Till We Gather, Illinois City, IL 
Kristin Casanave, Southern Flora Farms, Manchester, TN 
Michelle Case, Michelle Elizabeth Designs, Hygiene, CO 
Christopher Chastain, Rafter 6 Farms, Drasco, AR 
Jane Chen-Fulop, Oak Knoll Farm, Lexington, MA 
Debbie Cherdarchuk, Birchwood Meadows, Sturgeon County, 
     AB, CANADA
Charlotte Chumlea, Clifton Springs, Charlottesville, VA 
Noella Chung, Morningside Blooms, Kansas City, MO 
Rhoda Chute, Fat Cat Farm, Paso Robles, CA 
Hayley Clark, What’s in BLOOM, Crossville, TN 
James Clifford, Clifford’s Flowers, Scituate, MA 
Kelly Cole, Mossy Acres Flower Farm, Flat Rock, IN 
Renee Courtman, Farmlet Flowers, Cambridge, NEW ZEALAND
Chelsey Crawford, Flower Crush Farm, Hanover, PA 
Allison Creel, Blue Rooster Farms, Sterrett, AL 
Tammy Currin, Purple Bloomers Lavender Farm, Lillington, NC 
Heiddi Davis, Columbia, MO 
Pam Davis, Central Texas Sustainable, Dawson, TX 
Tonya Davis, The Flower Cart, Kennewick, WA 
Jul Dawes, Lava Creek Farms, Boise, ID 
Bo Dennis, Dandy Ram Farm, Monroe, ME 
Debbie Devereaux, Pink Paintbrush Flower Farm, Dolores, CO 
Kellie Dodd, POSY Florals, Manchester, MA 
Tracy Douthit, Saved by the Blooms, Russellville, AR 
Samantha Driscoll, Derry, NH 
Shannon DuLaney, Skye Flower Field, Hurst, TX 
Kay Eagleson, Eagleson Outdoor, Sheridan, IN 
Ann Eckman, Ann’s Flower Farm, Crawfordsville, IN 

Kevin Edberg, White Bear Lake, MN 
Jamie Edwards, Apple Valley Farm, Mendenhall, MS 
Elaine Elmore, Oak Hill Blooms, San Luis Obispo, CA 
Tricia Engelbrecht, Waverly, IA 
Sarah Esh, Lilly Lane Natural Products, Elizabethville, PA 
Kate Estwing, City House Country Mouse, Saint Louis, MO 
Krystal Fairbrother, Cassia and Olive Flower Farm, Greenville, NC 
Elaina Fales, Teshuva Fields, Crystal Lake, IL 
Kate Farrar, Foxtrot Flowers, Stanfordville, NY 
Larry Feller, Holly Hill Flower Farm, Glen Allen, VA 
Whitney Fischer, Irondale Acres, Crosby, MN 
Joanne Flitton, Heartstring Flower Farm, Grawn, MI 
Tammy Floyd, Growing in Grace Gardens, Loris, SC 
Frances Ford, Tuckerton, NJ 
Brooke Freeman, Brooke’s Fresh Cut Flower Farm, Goldsboro, NC 
Molly Friedland, Little Red Flower Truck, Ellsworth, ME 
Cheri Fullen, Abingdon, VA 
Taylor Funk, The Mustard Seed Flower Farm, Brighton, MO 
Alicia Gabbard, Oosey Dawn Flower Farm, Mount Sterling, KY 
Ayli Gates, Bayswater Flower Co., Plymouth, MA 
Jennifer Gebhardt, Bunny Love Flower Farm, Cochecton, NY 
Anna Gerrard, Peterson Farms North, Prince George, BC, CANADA
Marc-André Giroux, Giroux Farm, Marlborough, CT 
Virginia Goeke, Driftless Blooms, Viroqua, WI 
Natasha Graham, Yosemite Flower Farm, Mariposa, CA 
Christine Green, Suffolk, VA 
Tina Gregg, Alethia Fields, Bluff City, TN 
Heidi Guinn, Camino Meadows, Greenacres, WA 
Luanne Gutermuth, Good Spirit Farm, Round Hill, VA 
Erin Hamilton, Vera Rose Garden, Mascoutah, IL 
Stacey Harrell, Slabtown Petal Pickers, Elmer, NJ 
Lori Heenan, Wildflower Farm, Malvern, PA 
Ashley Hildebrand, Coastal Blooms Virginia Beach, Norfolk, VA 
Michael Hines, Skky Farm, Coon Rapids, IA 
Katherine Hoagland, Blue Flag Farm, Buxton, ME 
Jennifer Hoffman, Lightning Jar Farm, Lafollette, TN 
Eileen Hoover, Bottom of the Fox Farm, Siler City, NC 
Elizabeth Hoover, Cedar Hill Flowers, Valley Mills, TX 
Katelyn Horness, Enchanted Gardens, Alto, MI 
Diandra Hosey, 101 Bouquets of Flowers, Byram, MS 
Maggie Hyde, Petal Back Farm, Mindoro, WI 
Anna Isaacson, The Drunk Honeybee, Burlington, VT 
Lara Jackson, Wolfsong Flowers, Bogart, GA 
Jessica Jacobson, EchoRoots Farm, Adel, IA 
Kelsey Jahns, Old Blue Blooms, Othello, WA 
Britta Johnson, Mount Horeb, WI 
Rebecca Johnson, Dahlia Diva, South Berwick, ME 
Michaela Karutz, Steadfast Flowers, Dallas, NC 
Heather Keith, Cactus Creek Flowers, Van Buren, AR 
Kelli Kidd, K&Co Farms, Crossville, AL 
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Constance King, Prairie Belle Enterprises, DeWitt, IA 
Eva Kinnear, Singing Flower Farm, Hendersonville, NC 
Kendra Kluck, Morning Dew Flowers, Olathe, KS 
Katie Knipe, Red House Flowers, Victor, ID 
Larissa Koehn, Pick of the Bunch Flowers, Jonesboro, AR 
Krystal Kraczkowski, What Cheer Flower Farm, Providence, RI 
Ashley Laabs, Grass Bones, Wild Rose, WI 
Hannah Ladesic, Armful Flowers, Boston, MA 
Kristine Lang, South Dakota State University, Brookings, SD 
Debbie Leachko, Blooming Meadows Farm, Hiram, OH 
Alexandra Lekometros, Bungalow Blooms, Houston, TX 
Lanette Lepper, Armstrong Acres, Dudley, MA 
David Lopez Rios, South Bay, FL 
Katherine Lumbard, Cooper Flowers, Hollis, NH 
Dana Lyons, Calgary, AB, CANADA
Christine Mack, The Gardening Bandits, Bath, NY 
Michelle Maggert, Southern Charm Flower Farm, 
     The Woodlands, TX 
Ruth Ann Majauskas, Abundant Blooms Flower Farm, Dorr, MI 
Alyssa Marvin, Hawley Hill Gardens, Brainerd, MN 
Andrew Mashburn, Splendor Pond Flower Farm, Cornelius, NC 
Leah Mason, Fort Worth, TX 
Birgitta McAlevey, Cresson Hill Farm, Swanzey, NH 
Amanda McClure, Vallonia, IN 
Amber McGaffey, McGaffey Flowers, Quinlan, TX 
Jennifer McIntosh, North Shore Flower Farm, Sherkston, 
     ON, CANADA
Tracey Mcmullen, White Oak Flower Farm, Cincinnati, OH 
Erica Meadows, Ericott Mini Farm, Vienna, VA 
Jennifer Medlin, Honeysuckle Grove Flowers, Lascassas, TN 
Kathy Merrifield, Merrifield Meadows Flower Farm, Dryden, MI 
Sarah Miller, Smithers-Oasis, Kent, OH 
Rebecca Muller, Locaflora Design, Gettysburg, PA 
Whitney Muncy, Emerald Design, Evansville, IN 
Amanda Munro, Flowers on Rosehill, Bethesda, MD 
Lorraine Murray, Pollencraft, Bend, OR 
Kristen Nelson, Sprouted Roots Flowers, Ellensburg, WA 
Ranae Nightingale, Sunshine n Blooms, Apple Creek, OH 
Lisa O’Connell, Cape Cod Flower Truck, North Falmouth, MA 
DeAnna Olson, Loveland, CO 
Berthe Oweiss, Carnelia Flowers, Abu Dhabi, 
     UNITED ARAB EMIRATES
Elizabeth Payne, The Gardening Fairies, Maplewood, NJ 
Amy Petersen, Midtown Blooms, Idaho Falls, ID 
Jennifer Pettit, Peticote Junction, Southampton, NJ 
Lauren Pippin, Bunches of Blooms, Centreville, MD 
Jerome Plante, Plante Deseve ferme urbaine, Saint-Jerome, 
     QB, CANADA
Michelle Polson, South County Flower Company, Saint Louis, MO 
Krysten Powell, Winslow Farm, Portland, ME 
Paula Rankin, Painterly Farm, Poulsbo, WA 
Lucy Ransdell, Peacock Flower Farm, Bloomington, IN 
Lisa Riley, Wildlings Flower Farm, Oakland, MD 
Anna Roberts, The Flower Frog, Titusville, NJ 
Sunni Rodahaffer, Back Porch Blooms, Louisville, KY 

Krista Rossow, O’Flora Farms, Harrisburg, OR 
Emily Roush, April Sky Flower and Herb Farm, Indianola, IA 
Frances Rushing, Flower Peddle Farm, Kirklin, IN 
Kassandra Russell, Coulee Blooms Flower Farm, Drumheller, 
     AB, CANADA
Sheashah Rutherford, HoneeBee Flower Farm, Little Canada, MN
Linda Ruzga, Everyday Graces Flower Farm, Eagle, WI 
Kendra Sandberg, Dogwood Farms, Sugar Creek, WI 
Kamille Scellick, Kamille’s Flowers, Bellingham, WA 
Cullen Schneider, Fairwinds Florist & Merz Barn Farm, 
     Blue Hill, ME 
Dana Schoch, Starshine Botanical Farms, Leslie, MI 
Janet Schuhl, Flower Folly Farm, Kennett Square, PA 
Alanna Scissom, Anthea Gardens, Lapeer, MI 
Hilary Searcy, Blooms Around the Bend, South Bend, IN 
Sabine Seeling, Heuger, Seattle, WA 
Kelly Shepherd, Happy Girl Flower Farm, Grayslake, IL 
Heather Shouse, Bottle and Branch, Inc., Cary, IL 
Jo Ann Shults, Deer Creek Farm, Glenwood, IL 
Laura Shumaker, L & L Floral Province, Wichita, KS 
Celeste Shumrick, Village General Farms, Cincinnati, OH 
Penny Simmons, Farrell Farm, Little Rock, AR 
Julie Smith, Juju Bee H&E Co., Durant, OK 
Sherry Smith, The Cottage Nursery, Jonesboro, GA 
Carmen Snouffer, Delaware, OH 
Michele Sokoloff, Plantscapes U.S.A., Killingworth CT 
Samantha Sollenberger, Samantha’s Flower Farm, Annville, PA 
Caleb Spall, East Lansing, MI 
Cindy Spangelo, Longmeadow Flower Farm, Victoria, 
     BC, CANADA
Michelle Sparks, Petal Ridge Farms, Thaxton, VA
Kara Stafford, Branch and Bramble, Cottage Grove, OR 
Marlo Stein, Round Table Farm, Hardwick, MA 
Sandra Stockwell, Hope and Dahlias Flower Farm, Allen Park, MI 
Gina Strathman, Longer Table Farm, Sebastopol, CA 
Julia Studier, Tower Hill Farm, Sodus, MI 
Margaret Sudderth, Fort Worth, TX 
Jenny Sullins, Sunflower Sky Farm, Bennett, CO 
Teri Sutton, Petite Fleur, Central Point, OR 
Toni Swaim, Sweet Petals Flower Farm, Dunn, NC 
Emily Syme, Broad Brook, CT 
Diane Tamboia, Redding, CT 
Stacy Taylor, Secret Gardens Flower Farm, Batesville, AR 
Valerie Taylor, Gatherings by the Sea, Shallotte, NC 
Kelly Teacher, Little Pebble Farm, Wurtsboro, NY 
Kayla Thacker, Mount Sterling, OH 
Joyce Thompson, Kendallville, IN 
Tina Tijan, Bear Claw Flower Farm, Underhill, VT 
Rachel Tucker, Tucker Farms Flowers, Venango, NE 
Robin Tucker, Grammar’s Garden, Reedley, CA 
Melissa Tungett, Bee and Bloom Cut Flower Farm, Brighton, IL
Angelica Tupper, Five Blossoms Farm, Clover, SC 
Michelle Umrysz, Dent-de-Lion Botanicals, Mystic, CT 
Hannah Upham, Phytology Flowers, Salida, CO 
Devon Van Dam, Moonstone in Bloom, Trinidad, CA 
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Meet the ASCFG’s Newest Members (continued)

Robyn Vantreight, Bliss in Bloom, Victoria, BC, CANADA
Ellen Weatherholt, Posegate Farms, Tulsa, OK 
Kelsy Webber, Three Blondes Flower Farm, Bloomington, IN 
Liz Wegbreit, Green Springs Flower Farm, Louisa, VA 
Dorothy Welbourne, Pittsfield, IL 
Robin Welch, Pluffmud Petals, James Island, SC 
Sydney Wemple, Between Two Bridges Flowers, 
     Willow Creek, MT 
Carolyn Whipple Fraser, Marblehead, MA 
Wendy Whitfield, Orange, VA 

Jessica Wiles, Wilesflower Farm, Cutler, IN 
Mary Wilhelmus, Japena, Nicholasville, KY 
Mark T. Williamson, Painterly Farm, Hudgins, VA 
Soley Wilson-Merrill, Crescent Acres Farm, Oak Harbor, WA 
Rachel Winkel, R and K Real Food Farm, Winder, GA 
Traci Wittke, Poppies & Petals Farm, Forestville, CA 
India Wolf, Eagle Nest Farm, Ridgway, CO 
Teresa Workman, Petal and Pine Farm, Corbin City, NJ 
Beth Youmans, Farmyard Flowers, Forsyth, GA 
Molly Young, Heart Hill Farm, Rhinebeck, NY 

President (2022, 2023, 2024) ____________________________________________________

Val Schirmer, Three Toads Farm, currently Southeast Regional Director
I first joined the ASCFG in 2000 after launching our little farm with a great family friend 
in 1997, and then pretty much just floundering around — until joining this amazing or-
ganization and going off to my very first conference. That was the turning point for us. 
Since then, my role has been to GO, to see people and places in person, to listen and try 
to learn, then try out new ideas. Through almost this entire time, I’ve also worked in the 
corporate world, which has been a challenge to juggle, but also made many things possible.

Until recently we grew on 2 ½ acres (in the field and in two Stuppy greenhouses) on two 
farms. It’s not surprising that we’ve gone through a lot of changes since 1997. Today, 
we grow small-batch style (just like Kentucky bourbon) on one farm:  our home. From 
the beginning we’ve tried “to grow the kinds of flowers that could stop people in their 
tracks,” and that’s never changed. Even though we’re tiny, we try hard to live up to being 
named one of Martha Stewart Wedding’s top ten farmer-florists a few years back. 

This organization is a BIG reason we’ve been successful and I’ve been very thankful to try to give back by serving as your 
Southeast Regional Director, and an active member of the board for the past five years. In this time, our Regional member-
ship has grown from 138 to more than 400, while our global membership has gone from just over 1,000 to nearly 2,600. 

In these five years, I’ve worked to help uncover and bring together great ideas, share best practices and learnings, develop 
our first strategic plan and put together great conferences and events to connect growers large and small, so we all can keep 
learning, getting better and stronger every year. 

After originally retiring from my (non-ASCFG) role leading global communications in 2012, I returned in 2016 for 2 ½ years 
and went back again in late 2019. I’ve just now permanently retired from my off-the-farm work, but I can’t complain. What I 
learned and put into practice at work has helped us grow our own flower business, and also been useful in my work on the board. 

The last 16+ months have been exceptionally challenging for all of us, and rewarding for many of us, too. While we learned 
a great deal about how to connect our members virtually, we also realized just how much we miss connecting in person. No 
matter the size of your business or how long you’ve been at it, this is a GREAT time to be a flower farmer. 

It’s an even better time to be part of the ASCFG. 

ASCFG 2021 Election Slate

This year, all members will have the opportunity to vote for ASCFG President and Vice President, and those in the West and 
Northwest Region will elect a Regional Director. Please review this information, and take just a few minutes to cast your 
vote when you receive an electronic ballot later this summer. Your participation is vital!
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Vice President (2022, 2023, 2024) _________________________________________________

Mimo Davis, Urban Buds, currently Vice President
I am co-owner of Urban Buds: City Grown Flowers, an urban flower farm located in the 
heart of St. Louis City. Our farm consists of eight contiguous lots growing more than 70 
varieties of cut flowers in year-round production. I have been a flower farmer for over 20 
years, and an ASCFG member for most of that time. This organization is one of the best 
farming resources available—sharing knowledge, camaraderie, and fostering community. 
I have served on the board for a number of years as North and Central Regional Director 
and am currently Vice President. I am interested in pursuing programming to expand our 
outreach to a more diverse and under-served audience looking to add cut flowers to their 
production. Education has always been, and continues to be, a focus for me. I’d like to 
see the Mentor Program expanded, and more educational opportunities made available 
to growers both online and in person.  

This organization has meant the world to me, and the knowledge gained through the camaraderie and educational forums has 
helped make our business the successful farm it is today. I’d like to continue to pass that on and am interested in the position 
of Vice President. I look forward to continued service to this amazing organization.  

Post COVID, I think we are all raring to go!

Carolyn Snell, Carolyn Snell Designs, Buxton, Maine
Hiya from Maine!  I grew up on my family’s vegetable farm, and always had an eye on 
the rows of flowers we grew for farmers’ market. I’ve been expanding that part of the 
business for about 10 years. I grow about four acres of flowers for sale at farmers’ market 
twice a week, and run a delivery route to nearby florists and designers. I believe orange 
flowers are the best flowers.

Joining the ASCFG was a turning point for me as a flower farmer. This organization has 
connected me with amazing farmers around the world and encouraged me to take flowers 
seriously and embrace the intellectual puzzle of being a farmer florist. I’m very grateful 
to the ASCFG for all the support and information over the years and am eager to pay 
forward that care to other flower farmers. 

West and Northwest Regional Director (2022, 2023, 2024) _____________________________

Kelly Gregory, Fiddlin Frog Flower Farm, Marysville, California
What do you love about flowers? I love Mother Nature’s special way of sharing her creative 
beauty through the simple perfection of a flower. My passion is in the art of arranging 
flowers. I am fascinated by the idea of planting a seed and discovering the beauty that a 
flower shares. I was raised in the construction business and went to work for my dad when 
I was 17 years old. This was before computers, the internet, and cell phones.  Beginning 
as a file clerk I worked my way up and eventually started my own construction company.  
I soon discovered that owning your own business can be one tough gig but the lessons I 
have learned can only be discovered by going through the problems. After a successful 
20-year run and enough stress for a lifetime, I needed to find a new adventure. I bought 
a few packs of summertime seed, my husband plowed up a row, added water, and by 
golly, flowers began to bloom. That was the spring of 2017, and the addiction continues. 

Fiddlin Frog Flowers is named after the bullfrogs that call from the creek on the hot summer nights which is music to my 
ears. We are on 12 acres fed by the fresh waters of the Yuba River. I grow in an open field, roughly one acre of heavy clay, 
in 100-foot rows with lots of weeds.



I believe in sharing information and helping others. The ASCFG Mentor Program has been such a wonderful gift of knowl-
edge and friendship. I have found a dear friend in my Mentor, Brenda Smith.

I have found growing a flower business is so much more than learning to grow a few packs of summer seeds; it is real, and 
it is competitive, encompassing all the burdens of any other business. I have sold at farmers’ markets, a local grocery store, 
a fruit stand, wholesale direct to designers, and am still looking for the right markets that make good business sense for me.

I have accepted the nomination as the West and Northwest Regional Director because the ongoing development of the As-
sociation’s Education and Mentor Programs are important to me. I’d like to help continue the growth of ASCFG’s network 
of professional business tools, contacts, and markets that shape local flower access across our country.

Erin McMullen, Rain Drop Farms, Philomath, Oregon
It has been a wonderful experience to serve as the West and Northwest Regional Direc-
tor for the past few years. One of my passions, outside of growing things, is education. 
From an early age I loved learning, and as I have grown, I have realized how much I enjoy 
passing on and facilitating learning for others. This makes the ASCFG a natural fit for me. 
Our focus on community and education are the perfect blend of how I like to spend my 
time—learning and teaching, and connecting with people.  

My passion for plants started in college, when I worked at a nursery and learned more 
Latin names than I ever thought I could. From there, farming was the next step, and that 
was a steep learning curve, for sure. Over the past 22 years, we’ve grown from a backyard 
market veggie farm into almost 12 acres of specialty cut flowers, adding beauty to tables 
and events through our wonderful customers throughout the Northwest.

I look forward to delving deeper into our work as a Board, creating and implementing educational opportunities for farmers 
everywhere, and helping to grow awareness about how important locally-grown flowers are. Thank you to all of you who 
have reached out and connected over the years; I look forward to many more years being a part of this wonderful organiza-
tion and would be honored to serve on the Board for another term.
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Woody Cut Stems
Presented by Karl Vahrmeyer

of Green Park Nurseries
Ridgeville, Ontario

Monday, July 12 
8:00 p.m. EST

The Right Flowers 
for Your Markets 

Presented by Adrianne Gammie 
of Marilla Field and Floral 

Ann Arbor, Michigan
Monday, September 13

8:00 p.m. EST

Complimentary for members only!

Ask an Expert



FRESH
Hellebore Ice N' Roses series
Plants are crosses between Helleborus x ericsmithii and 
Helleborus x hybrida, and are strong, long-lived grow-
ers. Flower in this series range from a white, pinkish 
rose to a deep red, and are carried on 24-inch stems. 
One plant can produce more than a dozen tall, multi-
flowered stems!

WOODY
Snowball viburnum
Viburnum opulus ‘Roseum’
Many plants are called “snowball bush,” but Viburnum 
opulus ‘Roseum’ is the original. It’s easy to see why: 
in mid to late spring, it bears huge, rounded clusters of 
pure white flowers that do indeed resemble snowballs. 
Elegant lobed foliage provides a timeless look equally 
at home in event work, bridal, retail, and farmstand 
applications. This deciduous shrub is hardy in USDA 
Zones 3 to 8, and can grow to about 12 feet.

BULB
Ranunculus ‘Cloni™ Hanoi’
This extremely popular cultivar carries very large flowers 
made of soft, paper-like petals on sturdy, thick stems. 
The powdery pink blooms make every bride’s blush 
flower fantasy come true. It’s pretty much the “Queen 
of the Cloni™”. Because of the cloning techniques used 
to propagate this variety, corms will produce a very ho-
mogeneous flower, with stunning results. Besides that, 
‘Hanoi’ is a strong performing variety with a long vase 
life. Not only a queen—also a workhorse!

FOLIAGE
False blue indigo
Baptisia x variicolor
‘Twilite Prairieblues’
The blue-green foliage, bicolored violet and yellow 
blooms, and ornamental seedpods make this variety a 
multi-purpose cut flower. Plants produce straight, strong 
stems about four feet tall, and are hardy in Zones 4 to 
8. Flowers May through June.
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These Members Have Been with 
the ASCFG for Ten Years!

Anne Bertinuson 
Rosebud Estates 

Monrovia, MD

Darlanna Besecker 
Hope Valley Gardens

Greencastle, PA

Vanessa Campbell
Full Sun Farm
Leicester, NC

Terri Carstens 
Dream Dirt Florals 

Reardan, WA

Amy Conrad 
Conrad Farms 

Cary, NC

Nicole D’Agata
Painted Tulip, LLC 

Waterbury Center, VT

Christin Deener 
Eastern Shore Flowers 

Franktown, VA

Sudie Elder 
Blossom Berries Family Farm 

Blackstone, VA

Thomas Heaton
NuFlowers, LLC 
Woodland, CA

Jane Henderson
Commonwealth Farms 

Concord, NC

Prudence Heston
Salt Air Farm, LLC 

Cutchogue, NY

Marjorie Illingworth 
North Pole Peonies 

North Pole, AK

Ron Illingworth 
North Pole Peonies 

North Pole, AK

Vicki Lander and
Jack Oglander
Flower Hill Farm 

Beaufort, MO

Evelyn Lee
Butternut Gardens, LLC 

Southport, CT

The Cut Flower Team 
Johnny’s Selected Seeds

Winslow, ME

Diane Van Acker-Hopp
Tyger Valley Farm

Woodruff, SC

Beth Ann Van Sandt
Scenic Place Peonies

Homer, AK

Photo unavailable 

Nick Warmerdam
Lakeland Flowers Ltd. 

Abbotsford, BC

Katharine Hannigan
Florabella Gardens

Earlysville, VA

Christa Stosiek
BridleWood Blooms

Hillsdale, NY

Theodore 
Van Essendelft

Dual Venture Farm, Inc.
Pantego, NC
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Meet Your Local Cut Flower Farmer
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Whether it’s Monday or any other day of the week ASCFG Members are special and unique. 
We want to share your story! Tell us a little about you, your farm, and your flowers, and upload a few photos. 

We’ll share these on ASCFG social media sites. 
Submit your information at www.ascfg.org/member-monday/

Member Monday

Promote your farm and your fellow ASCFG Members! LocalFlowers.org profiles are 
posted weekly on ASCFG social media to help flower buyers find the freshest and most 

beautiful flowers—from ASCFG growers, of course!
Submit your information at www.ascfg.org/localflowers-profile/



June 29, 2021
Roots Cut Flower Farm TOUR FILLED, REGISTRATION CLOSED
Michelle Elston
Carlisle, Pennsylvania
www.rootsflowerfarm.com
We are focused on supermarket bouquet production, and serve a dedicated local following via farmers’ market 
and on-farm pop-up shops. While not large by any means, we are bigger than many other ASCFG farmers, and 
can offer insights into efficiency and crew management. Lean farming is my passion—as is making money!

Last year we sold 26,000 supermarket bouquets from about 5 acres, with very little mechanization, as well as lots 
of DIY bulk buckets, 500 Christmas wreaths, and much more.

Our crops are “unique” in that they are brighter, bolder, old-fashioned, farm flowers, not the trendy ones. We grow 
lots of celosia, sunflowers, gomphrena, asters, and marigolds, and very few dahlias, ranunculus, or lilies. Sustain-
ability and yield are achieved through growing reliable, climate-appropriate varieties. We have one high tunnel, 
and no heated greenhouse space.

July 21, 2021
Rain Drop Farms
Erin McMullen
Philomath, Oregon
www.raindropfarms.net
We grow a wide range of annuals, perennials, and woody crops for wholesale flower production. Our flowers are 
sold in the Portland Flower Market and through the Seattle Wholesale Growers Cooperative, as well as regional 
grocery stores, local farmers markets, and through a CSA model. We specialize in dahlias, with almost 20,000 
plants in our fields, garden roses, and other crops that are not readily available from conventional wholesalers.
 

2021 ASCFG 
Farm Tours
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We’re pleased to present this lineup of in-person Farm Tours, generously hosted by your fellow ASCFG members. 
Considering the variety of cut flower crops, production methods, and marketing and sales systems that will be 
highlighted on these tours, you’re likely to learn a little bit of everything from the host, and from other attendees.

Attendance for all meetings is strictly limited, and will be processed on a first-come, first-served basis.  
Register at www.ascfg.org/2021farmtours/



July 28, 2021
Butterbee Farm TOUR FILLED, REGISTRATION CLOSED

Laura Beth Resnick
Pikesville, Maryland
www.butterbeefarm.com
We’re a five acre cut flower farm in the suburbs of Baltimore City. We grow year round in heated tunnels as well 
as unheated tunnels and field. We sell most of our products to florists, making several trips a week to DC and Bal-
timore. We’ll talk about how we plan our crops and successions, our no-till methods using occultation, how we 
approach labor, and more!

August 12, 2021
Two Boots Farm TOUR FILLED, REGISTRATION CLOSED
Elisa Lane
Hampstead, Maryland
www.twobootsfarm.com
We are a small scale cut flower farm focused on production for florists, farmers’ market, and CSA. We grow a wide 
variety of annuals, perennials, and woodies, utilizing no-till, intensive growing techniques to produce over $200,000 
worth of flowers annually. We grow on two acres of land and have four high tunnels and one greenhouse. We’ll 
discuss our approach to farming and our focus on sustainability, which allows us to give back to the land and soil, 
and provide a living wage for ourselves and our employees.

September 18, 2021
Petal Pusher Farms
Jeri Irby
Purcell, Oklahoma
www.petalpusherfarms.com
Going on our fifth year of growing cut flowers in the unpredictable Oklahoma weather, we’d love to share our suc-
cesses and challenges to fellow farmers. Farmers can see how we have set up our fields and tunnel for 12 months 
of growing, what we’ve found does well in our soil type and climate, and how we get the perfect flower pictures 
for our 7000+ combined Instagram and Facebook followers. We have found that zinnias and dahlias are the best 
crops for us to grow in our warm climate, though we have had super successful ranunculus crops that make florist 
and farmers’ market customers swoon! We are an agritourism site so we draw many people from Oklahoma City to 
the farm to see where the beautiful flowers they purchase at the farmers’ market come from. Our farm continues 
to grow each year and we still have a hard time meeting the flower demand from florists, Flower Share members, 
and farmers’ market customers. Come out and see the beauty of what Oklahoma Grown can produce!

October 17, 2021
Texas Specialty Cut Flowers
Frank Arnosky
Wimberley, Texas 
www.texascolor.com
Our farm produces wholesale cut flowers for grocery stores in Texas, as well as operating a very successful on farm 
retail market at the Blue Barn, where we offer cut flowers, potted plants, and bedding plants, all grown on the farm.

We farm 20 acres on this location, as well as 20 acres of peonies in Minnesota and west Texas.

Our tour will be held during the fall “Dia de los Muertos” (Day of the Dead) celebrations. We are one of the largest 
producers of marigolds for the fall season, and have many acres planted around our Blue Barn market. We also 
produce a wide range of other fall crops such as celosias, salvias, lilies, zinnias, and sunflowers.

We’ll feature the cultural diversity and importance of marigolds in the Latino community, as well as the south Asian 
use of marigolds for the fall Diwali celebrations. In both cultures marigolds are an icon that are largely overlooked 
in U.S. flower production.

We’ll also discuss how we flipped our business during COVID from a wholesale operation to a business that is now 
majority retail, with the Blue Barn as a “destination” farm for both the Austin and San Antonio areas.

We are located within an hour of either the San Antonio or Austin airports.
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“The Family That Cleans Together . . .”

From the DIRECTOR

Judy M. Laushman

I come from what would now be considered a “large” fam-
ily. But in the 50s and 60s in the upper Midwest, five daughters 
and three sons were fairly average for a Catholic household. 
My godparents have 12 children; one kid in my high school 
graduating class had 17 siblings.

As such, our childhood house was large and old and well 
lived in, as expected with that many people, plus assorted 
dogs, cats, canaries, guinea pigs, hamsters, and transient garter 
snakes and toads. Every Saturday, our mother would cheerfully 
assemble as many of us she could find, and assign that week’s 
cleaning chores. There was furniture dusting with Pledge, 
window cleaning with Windex, and scrubbing the back steps 
with a mysterious polish or wax solution that gave the cleaner 
a faint buzz for a good twenty minutes. It’s undoubtedly been 
removed from the market by now, but was fun while it lasted.

“Remember,” Mom would unnecessarily remind us, as 
she had just the Saturday 
before, “In a big family, 
everyone has to chip in.” 
So we would turn off what-
ever Looney Tunes we were 
gathered around, pick up our 
various cans and buckets and 
rags, and fan out do our best 
to remove the grime that we 
had all deposited through the 
house during the week.

“Pretend the pope is com-
ing for a visit!” was another 
of her inspirational themes. 
No matter that northwest 
Iowa was an unlikely destina-
tion for the Bishop of Rome; 
we were certain that he would 
choose our house because the 
back stairs were so shiny.

Remarkably, it seems that not one of the eight of us ever 
ventured to ask our mom how small families kept their houses 
clean; apparently we assumed that only multi-child families 
were potential stops on the pope’s itinerary and we must live 
up to that standard.

It’s often been said that the ASCFG is a family, and after 
33 years, it’s larger than ever. What has been maintained and 

strengthened through this growth is the sense of generosity, 
initiative, and support that members provide each other, and the 
organization as a whole. 2020 threw challenges at all of us, and 
here we are on the other side, because our members chipped in.

The Mentor Program has matched 23 new growers with 
experienced partners in the last five years. So far this year ten 
members have completed Mentor applications—and we would 
love to see ten more! Many of these Mentor-Member pairings 
have resulted in friendships that will continue long past the 
cycle of their mentorship; they have become more like family.

The Ask an Expert sessions, first hosted on Facebook 
and now on Zoom, have featured presentations by more than 
30 members, each graciously contributing knowledge and 
experience.

Thirty-nine growers are participating in the ASCFG’s 
acclaimed Cut Flower Trials in 2021; more than 200 have 

been Trialers since its incep-
tion in 1993.

When we put out the call 
just last month for farm tour 
hosts for 2021, six members 
applied almost immediately, 
and three of those events 
were sold out within two 
weeks. We’re pleased that 
we’ll be able to offer these 
meeting opportunity well 
into the fall, thanks to the 
generosity and initiative of 
these growers.

You’ll find the nominees 
for this year’s Board of Di-
rectors election on page 38. 
Yet again, ASCFG members 
are chipping in their time 
and energy to help direct the 

organization through the next years. If you’re thinking about 
this for the future, contact some of these folks to hear what 
they’ve learned by serving on the Board.

The best part is that ASCFG members don’t need to be 
reminded that in a big family, everyone must chip in, or hope 
that the Pope visits their farm. They just do it because it’s the 
right thing to do. 
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The Marriotts circa 1962






