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I am amazed how fast this year seems 
to be flying by. I�m not sure why that is, 
but before we know it, the National 
Conference will be upon us. I want to tell 
all of you about this year�s Conference in 
Tulsa, Oklahoma and I hope you will all 
give the thought of attending serious 
consideration. 

First, just a small bit of history regarding 
conferences in general. For each of the 
past four or five years, we have seen a 
decline in attendance, yet on surveys, 
national conferences always rate highly on 
how important they are to you, the 
members, and how valuable they are. Not 
to mention the face-to-face networking. 
We have tried conferences on various 
dates with mixed results, probably because 
we have met at the chosen location when 
there is something to see on the tours. 

So, in Tulsa, we are trying some new 
things. First of all, the Conference will be 
in November (8-10), after most 
markets are finished and most growers 
have had a freeze, yet before the 
holidays. The Oklahoma weather can 
be absolutely wonderful at this time too. 
Second, the main part of the meeting 
will be two days, to keep the total costs 
to attend down and to keep it affordable. 

Something special this year will be 
an on-farm Growers� School. It is 
designed for growers who desire more 
information on the basics: seed sowing, 
succession planting and planning, insect 
I.D. and control, etc. This will be held 
at Bear Creek Farms in Stillwater, 
where attendees will be able to actually 
see insects, touch soil and plants and 
learn at an on-the-farm setting. 

We�ve also planned some new 
workshops for growers wanting 
detailed information on other 
topics. These meetings will include 
a QuickBooks training session 
(50 laptops provided), and a social 
media talk that will compare all of the 

different ones, what they can and can�t do 
and ideas how to use them the best for your 
business. The afternoon workshops will 
include current and future wedding trends 
with lots of demonstration and will be 
presented by Anne-Marie Foy, a designer in 
Tulsa who does only weddings. You will learn 
lots of tricks and receive tons of ideas! The 
second afternoon session will be presented 
by Bernadette Hammelman. Bernadette will 
discuss different ways to improve your 
marketing and give a great demonstration 
on how to successfully pack flowers 
for shipping. 

The main conference will be the 9th 
and 10th. There are many topics, including 
sessions on organic/sustainable soil health, 
insect control and hoophouse management. 
We are trying to cover topics and to do 
different things at this conference that YOU 
have told me personally that you would like 
to have, primarily more organic topics. 

Finally, on the afternoon of the 10th 
will be an optional tour of Bear Creek 
Farms. This visit will offer more in-depth 
information on some of the things we 
always do and some new things we are 
trying. Since Bear Creek Farms has six 
heated greenhouses, there will be lots to 
see. Some crops will be blooming, some 
will be growing and you will get to see how 
it�s all set up. We will have time to cover 
more information on specific crops and 
answer lots of questions. 

Let me quickly (if I can) tell you how 
excited I am about all the speakers we 
have and why. Dr. Carl Whitcomb will talk 
about some of his latest horticultural 
projects and new plant material he has been 
breeding. Bear Creek is going to test this 
new plant material this summer to see if it 
will make a great new cut. Lynn Byczynski 
will also be speaking. Lynn always has great 
information to pass along as well as her 

knowledge, experience, positive attitude 
and love of flowers. How can anyone 
not be excited about that? MaryLee 
Johnson will be speaking and for those 
of you who don�t know MaryLee, she 
is a walking, talking plant encyclopedia 
and is a wealth of information. I challenge 
anyone to stump her when it comes to 
plant material. 
    Patricia Banner will be talking about 

dahlias and Bear Creek should have a 
lot of their dahlias blooming in the 
greenhouses which you will be able to 
see up close and personal. If you need 
help or ideas for dahlias, Patricia is your 
answer. Janet Foss will be speaking on 
cut flower mums, which is a �new� 
crop for many growers and worth 
looking at. I put Janet in the same 
category as MaryLee. Janet has been 
growing flowers for many years and 
knows so much about so many different 
flowers, you won�t want to miss her 

 Continued on page 15 

Caladiums at Bear Creek Farms 





lilies to improve the color 
possibilities. Oriental lilies will 
remain very important for at 
least another decade, but OT 
(Oriental-Trumpet) lilies will 
become more important. OT 
lilies are disease resistant, heat 
tolerant, fast growing, upfacing, 
have a full color range, big 
flowers and                        a 
pleasant scent�all desirable 
features. Peterse also expects 
that LA (longiflorum-asiatic) 
lilies will remain popular, but 
new crosses are showing 
promise as well.  LO 
(longiflorum-oriental) lilies and 
OTLA (oriental-trumpet- 
longiflorum-asiatic) lilies have 
high potential for the future. 

Peterse was one of 
several outstanding speakers 
at the Lilytopia full-day 
symposium on May 24. 
The lineup included Bill 
Miller from Cornell 
University; Ron Beck, 
flower bulb manager at Fred 
C. Gloeckner Company; 
John Dole from North 
Carolina State University; 
and Talmadge McLaurin, 
publisher of Florists� Review. 

Bill Miller heads the 
Flower Bulb Research 
Program at Cornell and 
reported on his group�s recent 
findings on lily problems such 
as leaf yellowing and bud 
necrosis (brown spots on 
buds). Leaf yellowing in 
potted lilies can result from 
stresses such as warmer night 
than day temperatures, or high 
shipping and holding 
temperatures. The use of 
�Fascination� �a gibberellin 
product�can reduce 
yellowing. Bud necrosis is a 
common warm-season 
problem, often caused by 
moving lilies from the 
warm outdoors immediately 
into a cooler. Allowing lilies 
to cool more gradually helps 
prevent this problem. 
For more on their 
extensive research, go to 
www.flowerbulbs.cornell.edu. 

Ron Beck provided a 
fascinating history of U.S. lily 
breeders. Although most lily 
breeding (except Easter lilies) 
is now done outside the U. S. 
(primarily in the Netherlands), 
it all began here. The U. S. lily 

breeders were truly pioneers 
in lily hybridizing. Besides this 
history, Beck also gave some 
tips for commercial success 
with lilies and discussed the 10 
most common grower 
pitfalls�such things as 
improper lighting, spacing and 
planting depth. 

John Dole reported on 
recent research on 
postharvest lily treatments. 
Just a few of his team�s 
interesting findings are: 
water stress (even mild) 
during the growing period 
reduces lily vase life; 
high night temperatures 
(20 degrees C) while growing 
reduces lily vase life; 
professional pre-treatments 
designed specifically for 
bulbs really do extend 
storage and vase life 
of lilies; and ethylene 
inhibitors (STS and 1-MCP) 
increase lily vase life. 

Talmadge McLaurin 
provided the American 
floral industry�s 2010-2011 
floral trends forecast 
focusing on colors, lines and 
containers. He presented 

some trendy design examples, 
using lilies of course. The day 
ended with a buyers� panel 
(grocery        and wholesale 
florists) moderated by Chris 
Beytes of GrowerTalks. The 
buyers agreed that pot lilies are 
accounting for a growing share 
of lily sales. One buyer 
suggested trying colored lilies 
in pots rather than just white 
lilies for Easter sales. 

During the day, 
Longwood�s floral designer 
demonstrated a number of 
ways to design with lilies. 
To me, the most intriguing 
idea was her use of damp 
play sand instead of floral 
foam. She claimed that the 
flowers last much longer in 
the sand and that it was 
easier to use, especially for 
shallow containers. 

I came home from 
Lilytopia more enthusiastic 
than ever about lilies.  I 
hope that you can attend 
next year�s event�you will 
be glad you did 

Now I have to get to 
work trying to sell my 
cooler full of lilies. 
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CULTURE 
Bill McKinley, AIFD and Bruce Wright 

Kangaroo paws 
Anigozanthos spp. 

Profile 

Few flowers will generate as much 
conversation from your customers as 
kangaroo paws, with their distinctive form 
and texture. As you might guess from their 
common name, kangaroo paws are native 
to Australia. (Included in the state floral 
emblem of Western Australia, the 
kangaroo paw has also been featured on 
several stamps and other official state 
insignia of Australia.) The long, tubular 
buds covered with fine hairs do indeed 
resemble kangaroo toes. 

That would be a very colorful 
kangaroo, with toes that range from 
yellow to burgundy, including several 
bicolor combinations. (The green and red 
kangaroo paws are sometimes called 
�parrot� paws; 
green and black 
hybrids are 
particularly striking 
and much sought 
after.) During the 
1990s, kangaroo 
paws increased in 
consumer popularity, 
which led to an 
increase in breeding 
and variety 
improvements. 
There are now over 
40 varieties of 
kangaroo paws on 
the market! Some 
varieties, of course, 
are more widely 

Availability: year round 
Vase life: 10 to 14 days 
Bunch size: grower bundles, not sold by stem count 
Colors: burgundy, green, yellow, pink, orange, and 
several bi-color combinations 

available than others, and some are 
seasonal. One variety or another, however, 
will be available year-round. 

Tall and thirsty 

Although kangaroo paws hail from 
Australia, and are often grown in warm, 
dry areas together with proteas (native to 
South Africa), it�s important to realize that 
the flower doesn�t handle like a protea. 
�It�s more like a rose,� says Mel Resendiz 
of Resendiz Brothers Protea Growers in 
Fallbrook, California. �They�re thirsty 
flowers.� When a shipment of cut 
kangaroo paws arrives, the stems should 
be recut immediately with clean, sharp 

knives and treated with a hydration 
solution, then kept consistently in flower- 
food solution until they are used in design. 
These care and handling steps will keep 
the stem from getting soft and the furry 
flower bud from losing color. 

When they are well-established, some 
kangaroo paws are known as drought- 
tolerant landscaping plants, and are 
favored for that reason in areas like 
southern California. The secret lies in their 
underground rhizomes, which retain 
moisture and allow the plant to survive 
dry spells. But kangaroo paws� native 
habitats include both dry and very wet 
parts of Australia. �I�ve seen them 
growing in Queensland where they get lots 

of rain,� says Mel, 
�and grow to 
enormous heights.� 
In the forest, the tall 
stems of kangaroo 
paws allow them to 
thrust their colorful 
flowers above the 
nectar to the birds 
that pollinate them. 
Their height, 
however, means that 
cut kangaroo paws 
must draw moisture 
through a long 
straw. Any blockage 
can easily result in 
wilting. 
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While some kangaroo paws can grow 
to five feet or more, the stems of paws 
grown as commercial cut flowers are 
typically 20-30 inches long. The flowers 
offer vivid color and texture�but they 
too, even though borne in clusters, are 
slender rather than voluminous. As a 
result, designers tend to use kangaroo 
paws primarily as line material. Some 
varieties are more branchy than others, 
with a terminal structure like hat trees, 
adding further line interest to the 
elongated stems and fingerlike flowers. 

Open wide 

The decorative value of kangaroo 
paws lies in the stems and velvety buds; 
a casual observer might not even notice 
the wide-open, six-petaled flower at the 
end of the bud that gives the flower its 
Latin�or rather, Greek�genus name: 
anigozanthos, from two Greek words 
meaning �an open flower.� It�s 
recommended, however, that florists 
purchase kangaroo paws with at least one 
flower in each cluster beginning to open. 
This indicates a sufficient state of maturity 
for optimum stem strength and color. 
Properly harvested and shipped, kangaroo 
paws should last for two weeks in the 
vase, according to Mel Resendiz. 

A final note of caution: after handling 
the stems of kangaroo paws, your hands 
may itch. It�s not that kangaroo paws are 
toxic, it�s simply that they are covered 
with fine hairs. Wearing long sleeves, or 
gloves, or both, may be a necessary 
precaution if your skin is sensitive. 

Reprinted with permission from 
Flowers& magazine, July 2009. 

Care tips 

Select flowers that are not wilted or 
limp, an indication of improper 
shipping. Purchase kangaroo paws 
with one or two flowers in each cluster 
beginning to open. The smaller flowers 
will not open, but they add fullness and 
texture to the stems. 

Re-cut stems, removing one to two 
inches, and treat with a hydration 
solution following manufacturer�s 
instructions. The use of a hydration 
solution is especially critical if the 
flowers are wilted. Condition flowers 
for one to two hours at room 
temperature. 

Store in a high humidity floral 
refrigerator at 36 -38 degrees. 

Kangaroo paws are wilt sensitive, so 
keep the stems in water at all times 
prior to adding to designs. 

Kangaroo paws may be dried by 
hanging them upside down in a low- 
humidity, low-light area. The drying 
process will take from two to three 
weeks. Spray with a sealant to 
prevent insects and moisture damage. 

! 

! 

! 

! 

! 
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SMALL Things Considered 

Follow Postharvest Instructions Carefully 

Gay Smith 
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The green dragon of envy crawled 
up my leg as I watched John Dole give 
his postharvest presentation at the 
Lilytopia Growers� Symposium at 
Longwood in May. His easy style and 
smooth delivery contrasted sharply with 
how I feel when I give presentations. 
Sometimes the flow is smooth. Other 
times I feel more like a teenage trying to 
master the combination of clutch release 
while shifting gears. It�s unnerving to see 
confusion flash across faces in the 
audience. Am I squeezing in too many 
topics? Mea culpa! It is difficult to 
discuss differences and similarities of 
treatments without referencing other 
variables involved, such as temperature, 
sanitation, cutting stage, etc., all which 
affect vase performance. 

Postharvest recommendations are 
not stand-alone decisions. I work as the 
tech consultant for Chrysal USA and in 
that capacity, I mention specific Chrysal 
products because I know the line and have 
data to back my claims. I cannot speak 
as comfortably about competitors� 
solutions. Please use my recommendations 
as a springboard, rather than an 
endorsement, and test different brands. 
Comparison testing is the best 
way to determine what 
product works gives the best 
results under your conditions. 

Take dosage information, 
for example. Slow-release 
chlorine pills work great for 
zinnias, but the pills are one product for 
which the dosage is a moving target. For 
gerberas, the dose is strong, 1 pill per 2 
quarts (½ gallon water). For all other 
flowers, 1 pill treats 4 to 6 quarts water, 
reducing the chlorine strength considerably. 
Recently, a grower contacted me saying 
her flowers looked terrible although she 

was using the product recommended for 
zinnias. Zinnias are very susceptible to 
bacterial pollution, which causes the fibrous 
tissues to �disappear� and stems to 
collapse�it�s almost like the bacteria 
�eats� the xylem tissues. Working with the 
philosophy, �If a little is good, more is 
better,� she was treating each bucket with 
two pills, and the high level of chlorine 
was causing stem browning and foliage 
burn. Simply reducing the dose solved 
the problem. 

Growers Chime In 

No solution will make a bad flower 
better or give it supernatural power to 
perform beyond its inherent genetic 
potential. The (vase life) clock starts 
ticking with cultivar selection. Post- 
harvest solutions simply maximize the 
vase performance so blooms reach 
full potential. 

North Carolina member Gary Calder 
recently addressed this very point in an 
ASCFG Bulletin Board posting:  �When 
SOMEONE (ahem) forgets to properly 
hydrate BEFORE cutting a group of 
plants, the result doesn�t always show 

itself in the cutting or processing stage or 
even necessarily in the delivery part, but 
(only) after they have been delivered and 
used do the flowers wilt down. When you 
don�t properly hydrate a flower before 
cutting it (keeping in mind that a stem is 
basically a straw that has been cut, and 

that it has cell walls that MUST be 
turgid), the problem won�t manifest itself 
like   some other problems might. It�s our 
responsibility to manage all aspects of the 
culture of our plant material.� 

Sometimes cut stage determines the 
best solution to use. For example, if 
sunflowers are cut before the petals 
emerge�maybe rain is forecasted or the 
sales window needs to be extended to 
maximize prices�and the cut point is 
super tight, a low-sugar flower food is 
needed to ensure petals emerge and flowers 
color up fully. Conversely, if sunflowers 
are cut when open, treating them in a 
hydration solution or slow-release chlorine 
(neither contain sugar) are better options. 

During the Portland Conference in 
2008, our guide at Swan Island Dahlias 
recommended boiling water for dahlia 
postharvest. Such an old-fashioned method 
of treating was surprising since there are 
better and easier options that give perfect 
results. I conducted a series of tests over 
three months at a large grower on 
California�s central coast a few years back, 
comparing Chrysal and Floralife hydration 
solutions on different colors of �Karma� 
series. Consistently, the best results were 

achieved with Chrysal 
Professional gerbera pills or 
Chrysal Professional #1 as 
first drink overnight and then 
Professional #2. The flowers 
were given 4 days simulated 
wet-pack transport at 34F and 

Chrysal Professional #2 was compared with 
Floralife Professional in the second phase 
of the tests. Other summer beauties like 
callas, centaurea and celosia respond to the 
solution sequence that gave good results for 
the Karmas. Hydration gets the flow going, 
flower food keeps colors vibrant and 
controls stem splitting in callas. 

No solution will make a bad flower better 
or give it supernatural power to perform 

beyond its inherent genetic potential. 



High temperatures during summer harvest make it super 
important to rebalance water relations fast. One hydration 
solution choice to get flow into carthamus, asters, matricaria, 
sinuata statice, solidaster, gentiana and cotinus, regardless 
of harvest temperature is Chrysal OVB (note: Floralife does 
not offer a comparable product.) Like any hydration formula, 
OVB is all about getting flow going and keeping the solution 
clean. It gives a neutral pH and contains no sugar which 
means after 3 days, it�s important to transfer flowers into 
flower food so buds have the carbo-boost needed to open. 
Frank Arnosky, Texas Specialty Cut Flowers, swears OVB 
allows him to harvest when temperatures soar over 100F. 

Swishing Isn�t Enough 

Another part of the vase life matrix involves sanitation. 
Recently, a distribution center flower quality control 
inspector told me about tests he made comparing gerbera 
vase life of various cultivars. He made 4 replications using 
tap water as the solution. In two sets of vases, he dipped his 
cutters into cleaner solution prior to cutting every time he 
transferred flowers to the next phase of the test. Using a 
second set of cutters, he purposely did not dip to see how 
clean tools affected the vase life. Regardless of the cultivar, 
the flowers cut with disinfected cutters stood 1.5 up to 3 
days longer than those cut with non-disinfected shears. 
Sanitation makes a difference at every step. 

It is important to respect the difference between cleaning 
and disinfecting. A water swish doesn�t do either. Cleaning 
is removing organic material, grease and lime deposits. 
Disinfecting is killing bacteria and fungi. To clean and 
disinfect, add a small amount of bleach to your detergent- 
based cleaner solution or scrub with a cleaner and dip 
buckets in a bleach solution. 

Polly Hutchison recently shared the way she prevents 
cross-contamination during harvest: she places a bucket 
containing disinfectant solution and clippers at the end of 
the row so the harvesting team can easily exchange used 
tools for clean ones as they finish a row. 

Bacteria block flow of water and nutrients. Remind 
customers to avoid consolidating used solutions when 
consolidating displays�a very common procedure in both 
retail and wholesale. The clarifiers in flower solutions are 
quickly overwhelmed when blooms are placed in dirty 
buckets or when old solutions are poured together. 
Recommend they always store blooms in some kind of 
solution to control bacteria and top-up with fresh solution, 
not water or ice. 

Happy summer! 

Gay Smith is the Technical Consulting Manager for 
Chrysal USA. 

Contact her at gaysmith@earthlink.net 
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Flower Color Preferences 

RESEARCH 
Megan Bame 

Update 
Funding for this column is provided by the ASCFG Research Committee 
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Understanding color preferences for cut flower purchases 
� specifically, the color association with holidays and special 
occasions - can help floral retailers market certain flower colors 
for certain events. This strategy may lead to increased sales, if 
such color preferences can be assessed. This study looked at 
data gathered over a 13-year period (1992-2005) to identify 
consumer preferences for flower color as associated with 
calendar occasions, such as Valentine�s Day, Easter/Passover, 
Mother�s Day or Christmas/Hanukkah, and personal occasions 
including birthdays, anniversaries, get well, sympathy and 
expressions of love. 

This research analyzed data, collected nationwide, including 
demographics information, floral products, floral gift recipients 
and holidays and noncalendar holidays. Only data for single 
stem purchases were used in this research so that purchasing 
decisions could be associated with a single color, which would 
not likely be the case for a bouquet or arrangement. The 12 
flower colors  were grouped into six categories: BluePurple, 
RedBronze, PeachPink, White, Yellow, and Other. The data 
included 24,640 transactions of single stem purchases 
accounting for 22.09% of all cut flower purchases. 

Overall, RedBronze accounted for the most purchased color 
with 39.34%, followed by PeachPink (23.77%), then White 
(11.31%).  BluePurple (10.74%) and Yellow flowers (10.01%) 
were purchased the least. Seventy percent of the single-stem 

Occasion Male Female 
Anniversary RedBronze RedBronze 
Birthdays RedBronze RedBronze 
Cemetery/Memorial PeachPink White 
Get Well PeachPink PeachPink 
Expression of Love RedBronze RedBronze 
Sympathy RedBronze White 
Christmas/Hanukkah RedBronze RedBronze 
Easter/Passover White White 
Mother�s Day PeachPink PeachPink 
Valentine�s Day RedBronze RedBronze 

The research also found that consumer age and 
income affected flower color preference. Females 
40 to 54 years old liked BluePurple flowers while 
those over age 55 favored PeachPink flowers. 
Females in a higher income category preferred 
White, BluePurple and PeachPink compared to the 
other color categories. 

These results may be useful in targeting 
advertising and marketing based on the occasion 
and the sociodemographic status of the consumer. 

Yue, C. and B.K. Behe, 2010. �Consumer Color 
Preferences for Single-stem Cut Flowers on 
Calendar Holidays and Noncalendar 
Occasions� HortScience, 45(1), pp. 78-82. 

buyers were female, of which 44 percent made purchases for 
themselves. Ninety-four percent of single-stem purchases made 
by men were given as gifts. Males were more likely to choose 
flowers in the RedBronze category, compared to women whose 
color preference was quite diverse. 

The following chart identifies the single-stem cut flower color 
most often chosen by males and females on various occasions. 



Ranunculus asiaticus is a spring- 
blooming, field-grown cut flower. This 
study evaluated the effect of saline 
irrigation water, at two pH levels, on the 
plant growth, and quality and resprouting 
ability of the tuberous roots of ranunculus. 
Many cut flower species, including 
Antirrhinum, Celosia, Chrysanthemum, 
Gypsophila, Helianthus, Limonium and 
Matthiola have been grown successfully 
with irrigation water with moderate to 
high salinity. However, the quality of 
ranunculus tuberous roots has decreased 
in California where recycled municipal 
wastewater, which may contain salts and 
have a high alkalinity, is used for 
irrigation. The reduced quality is 
threatening the sustainability of the crop. 

Ranunculus �Yellow ASD� and �Pink 
CTD� were grown in greenhouse sand 
tanks at the U.S. Salinity Laboratory in 
Riverside, CA, transplanted in November. 
Treatments applied one week after 
transplant consisted of solutions with 
added calcium, magnesium, sodium, 
sulfate and chlorine to provide electrical 

Ranunculus Sensitivity to Irrigation 
Water with High Salinity, High PH 

conductivity (EC) readings of 2, 3, 4 and 
6 dS/m. These solutions were maintained 
at a pH of 6.4. A second trial using EC 
readings of 3, 4 and 6 dS/m were not 
regulated for pH, which averaged 7.8. 

Stems were harvested in February 
when the petals of the terminal flower 
were completely extended. Data collected 
included number of stems per plant, 
length of stem, number of flower buds, 
leaves per stem, diameter of stem, 
diameter of terminal flower and dry 
weight. Following harvest, seven bulbs of 
each cultivar were selected, planted and 
irrigated with a complete nutrient 
solution. Spouting percentage for the 
tuberous roots was calculated. 

Plant growth, the number of flowering 
stems and the number of flower buds was 
significantly reduced by increasing salinity. 
However, both cultivars met the 
commercial standard stem length 
requirement for cut flowers (41 cm, or 16 
in.) when pH was maintained at 6.4, despite 
a high EC of 6 dS/m. 

Based on the decrease in plant growth 
with only a slight increase in EC, this 
study concluded that ranunculus is 
hypersensitive to salinity. While overall 
plant quality declined, flower quality was 
acceptable. An EC higher than 4 dS/m 
affected the viability of ranunculus tuberous 
roots resulting in decreased shoot 
emergence. Continued cultivation using 
degraded water for irrigation would be 
improved if the recycled water were blended 
with high quality water and the alkalinity 
of the water controlled by acid injection, 
addition of organic soil amendments or use 
of acid reaction fertilizers. 

Valdez-Aguilar, L.A., C.M. Grieve, J. Poss, 
M.A. Mellano, 2009. �Hypersensitivity of 
Ranunculus asiaticus to Salinity and Alkaline 
pH in Irrigation Water in Sand Cultures.� 
HortScience, 44(1) pp. 138-144. 

Evaluation of Postharvest Treatments for Viburnum 
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Viburnum tinus is an evergreen 
perennial shrub with lightly scented white 
cymes used in the United States as a 
woody cut flower. This research 
performed in Greece aimed to determine 
the optimal harvest stage of viburnum 
inflorescences and evaluate the effect of 
anti-microbial and anti-ethylene 
compounds on the postharvest 
performance of cut stems. 

Inflorescences were harvested in 
February and March from 5- or 6-year- 
old plants. The three developmental stages 
identified were: 10 to 30% open flowers 
(Stage 1), 30 to 50% open flowers (Stage 
2), and more than 50% open flowers 
(Stage 3). Two sucrose vase solutions (1% 
and 2%) were tested. Three anti-microbial 
treatments were trialed: a vase solution 

containing 100 mg/l DICA, and a twenty- 
four hour pulse treatment of 20 or 40 mg/ 
l silver nitrate, or 100 or 200 ml/l 
methanol. A treatment of 10 µl/l 1-MCP 
for 24 hours at 20°C was tested as an anti- 
ethylene approach. Vase life was 
terminated when more than 50% of the 
flowers were dropped down or abscised. 

While the results indicated that 
harvest stage significantly affected flower 
opening (greatest percentage: stage 3) and 
flower abscission (lowest percentage: 
stage 1), no differences in vase life were 
recorded.  Stage 1 was suggested as the 
optimal harvest period to achieve least 
flower abscission and gradual opening for 
a better flower display. 

The sucrose solutions did not extend 
vase life nor promote flower opening. 
None of the anti-microbial treatments 
increased flower opening; however the 
methanol treatment displayed reduced 
flower abscission, while the silver nitrate 
reduced flower abscission and extended 
vase life (2 days longer than the control). 
The treatment with 1-MCP significantly 
improved vase live (4.2 days longer than 
the control) and reduced flower 
abscission. 

Darras, A.I., A. Akoumianaki-Ioannidou, 
N.E. Pompodakis, 2010. �Evaluation 
and improvement of post-harvest 
performance of cut Viburnum tinus 
inflorescence.� Scientiea Horticulturae 
124, pp. 376-380. 

Megan Bame is a freelance writer 
in Salisbury, North Carolina. 

Contact her at 
meganbame@yahoo.com 



GROWER 
Megan Bame 

Profile 

Diana Doll 
StrayCat Flower Farm, Burlington, Vermont 
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In 1988, Diana Doll and some friends 
set out on a cross-country ski in 
Burlington, Vermont. As they travelled, 
they collected dried stems and conifer 
clippings to make wreaths when they 
returned. Diana found that she so enjoyed 
making the wreaths that she bought seeds 
for dried flower species, grew them, dried 
them in a neighbor�s barn and created 
more wreaths that she sold at craft shows 
and the Burlington Farmer�s Market. At 
the time, she was working at a bakery and 
the flower business was just a hobby. 
Approaching her late twenties, she put 
some thought into how she envisioned life 
in her fifties. It wasn�t at the bakery. 

About that time she ventured into 
fresh cut flowers, growing on land rented 
from the city�s parks and recreation 
department. She kept the job at the bakery 
as she learned more about growing 
flowers. She was initially timid to join the 
farmers� market to sell her fresh cuts 

because she knew 
the other flower 
vendor and wasn�t 
comfortable creating 
competition (she 
since has a different 
philosophy). Instead 
she launched her 
flower business as 
a street vendor, 
selling off a 
wheeled flower cart 
for four years 
before joining the 
thriving Burlington 
Farmer�s Market, 
this time to sell 
fresh cuts. 

Tunnels and Crates 

In 1990, Diana learned about more 
land that might be available, as a former 
dairy was looking to lease parcels. The 
dairy was located on Intervale Road, 
�intervale� meaning �the land between 
two cliffs.� The Intervale property is 
actually a flood plain of the Winooski 
River, which flows into Lake Champlain. 
The dairy farmer slowly sold her property 
to the non-profit Intervale Center which 
now controls leasing of the property to 
14 farmers. The individual parcels range 
from 2 to 40 acres (Diana farms 2 acres), 
and the farmers are part of a cooperative 
that allows them to share equipment and 
rent the equipment to individuals outside 
the cooperative. The entire property is 
certified organic. The soil is quite sandy, 
losing lots of nutrients each year, but the 
farmers continually cover crop to build 
organic matter. Diana even �employs� 

three pigs to provide nutrients and weed 
management on the property. The 
Intervale is only a couple miles from 
Diana�s home in town, but it is still a 
challenge to overcome the inefficiencies 
of record keeping from a home office and 
working in the field. 

Diana has a 65-ft. by 30-ft. 
�greenhouse� that she no longer heats. 
Instead, she uses heat mats for 
propagation and row-cover tunnels over 
the seedlings. She plants some �hardy� 
annuals that will survive the Vermont 
winter under the protective greenhouse 
cover in the ground for early harvest when 
the temperatures finally warm. She also 
grows successive bulb plantings in crates. 
About one-third of her crop variety 
consists of woodies, which she uses 
frequently for her weekly accounts at 
restaurants and offices. Another third are 
Vermont-hardy perennials, such as Lenten 
rose, false turtlehead and obedient plant. 
While these are interesting, identifiable 
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Why �StrayCat�? 

The Intervale is at the edge of town and 
is also home to the Intervale Compost 
Facility. By nature, there are lots of 
stray cats feasting on the mice that 
make their home at the compost 
center. Diana is a member of the 
Green Mountain Animal Defenders, 
who trap feral cats in a have-a-heart 
cage to get them spayed or neutered, 
then adopted or released.  Hence the 
name �StrayCat.� 

plants to her customers, she�s taken by 
the notion that they help build her identity 
as a �Vermont farmer.� The final third 
consists of annuals. Although she has 
grown fewer and fewer annuals over the 
years, she�s found that many market 
shoppers won�t buy flowers if they don�t 
recognize or connect with the blooms. She 
considers annuals like sunflower and 
zinnia, �reliable, workhorse varieties.� 

Unlike many farmers, it isn�t the 
unpredictability of the weather that 
challenges Diana the most, it�s the 
predictably cold winters that give her 
pause. She has one full-time employee 
who she would like to retain year-round, 
but growing organically through the 
Vermont winter is a decision she hasn�t 
committed to just yet. She says, �It would 
be a dream to have the time to read and 
respond to the ASCFG Bulletin Board to 
see how other northern growers, like those 
in Wisconsin and Maine, handle the issues 
associated with a winter season.� 

Furthermore, there is that issue of 
farming in a floodplain. The Intervale 
floods to some degree every year. 
Because Diana has seniority as one of 
the longest Intervale farmers, she has been 
able to select higher ground. She recalls 
three floods in the past 10 years where 
the entire Intervale was under water, 
enabling her to canoe over the shrubs in 
her fields. If the flooding occurs while the 
ground is still frozen, it isn�t a big problem; 
the water simply flows to the river. 
Diversity of plant material helps the 
business �stay afloat.� 

At Market and Online 

Diverse markets is another business 
strategy Diana uses. Again by thirds, her 
business is split between the Burlington 
Farmer�s Market (one year it rained 12 
of 13 Saturdays), weekly wholesale to 
grocery stores and restaurants, and 
business generated from her web site for 
weddings and local delivery. 

It was only five years ago when she 
launched  www.straycatflowers.com, which 
directed the business to a new level. She 
offers florist services by providing same- 
day deliveries for small, medium or specialty 
arrangements. The web site provides eleven 
sample arrangements, each named for ease 
of ordering or conveying a preferred style. 
Deliveries are typically within Burlington; 
Diana�s not afraid to charge a delivery fee 
for further distances. 

They provide floral services for 
around 20 weddings a year. Some are full 
service including rentals, others are bulk 
orders of loose stems for DIY brides. This 
year StrayCat has set up shop in a studio 
at the old railway depot on the Intervale. 
Not only will it provide a place to store 
rental supplies and glassware, it will offer 
a �face� for the farm, which is not easily 
accessible, and provide a professional 
location for wedding consultations, 
previously held in Diana�s home. 

Diana is not looking to expand the size 
of the farm. In fact she�d rather become 
smaller and more efficient. In addition to 
the full-time employee, her husband helps 
with the equipment and she employs 

several part-timers 
who each have carved 
his or her own niche in 
some aspect of the 
business�designing, 
field work or weddings. 
Though she gets lots of 
applications each year, 
she�s found that it 
is a tough task to find 
folks who move fast 
enough to keep up with 
her pace. 

Looking toward the future, she has a 
10-year goal of developing an employee- 
ownership structure that would depend on 
more shared responsibilities and result in 
shared profits. From flour in the bakery 
to flowers in the field, Diana has built a 
business and developed business 
partnerships that will allow her to move 
toward this new entrepreneurial approach 
that will help her be where she wants to 
be in her fifties. 

Megan Bame is a freelance writer 
in Salisbury, North Carolina. 

Contact her at 
meganbame@yahoo.com 



! Train your customers - if coupons are 
successful, consider having a monthly 
or weekly coupon promotion to keep 
driving sales. 
! Publish a coupon calendar - print or 
email your coupon specials and rules 
(as above) in advance of when they�ll be 
out or consider making magnets or some 
other reminder token. 

! Partner with another vendor and 
combine coupons or discounts. 
! Use a rewards card - give customers 
a punch card that acts as a coupon 
when they achieve enough sales. 
! Try a �coupon crawl� - partner 
with several vendors of non- 
competing items at the farmer�s 
market.  When they use your coupon 
to buy a product, you give them a 
coupon for the next vendor, where 
thay can then redeem it for a savings 

and vice versa. One great way to do this 
is matched with recipes so that the items 
purchased create a complete meal - 
all at  a coupon-saver price! 

To your prosperity! 

Reprinted with permission from Farmers� 
Market Today, November/December 2008 

BASICS 
Sarah Aubrey 
Back to 

Using Coupons Drives Sales 
for Services or Products 
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Penny-pincher, Bargain-shopper, 
Coupon-junkie, and I dare say it-Cheap. 
Is this what comes to mind when you think 
of coupon savers?  Is this what family and 
friends accuse you of being when you �clip 
and save�?  If so, who cares, anyway? 

Being a little frugal in a tighter market 
may mean spending a little less on certain 
items, but it still means spending and it may 
mean spending more in other areas with 
the precieved value of saving money. 

As direct-to-consumer retailers, 
we deal daily with the joys of 
knowing more customers intimately 
and the fickleness of the 
marketplace.  Because successful 
farm marketing involves immersion 
into the local demographics and the 
local economy, we are a group that 
is quick to benfit from spikes in 
consumer interest (such as a new farmers 
market or community event) and we hurt 
financially right along with our customers 
when there is a local economic downturn 
(like a manufacturing plant closing). 

At Aubrey�s Natural Meats, LLC, we 
live near a relatively affluent area of 
central Indiana.  However, I�ll be honest; 
our retail price beef sales at this summer�s 
farmers markets were off while our more 
wholesale-priced sales (such as quarter 
and half beef) were stable to slightly up. 

Why?  Customers told me that it was 
price per pound that made the difference. 
While some individual customers chose 
to spend more money, their purchase cost 
less per pound giving them a feeling of 
saving money. 

If your business is suffering from 
either tighter margins or consumer 
confidence concerns, you�ve got to help 

your customers see value to stay 
profitable. So, when things get frustrating, 
try coupons - a tactic that both sellers of 
services and products can use. 

Consider the following tips which I�ve 
broken down into suggestions for your 
side of the business, and ideas for 
marketing coupons to the consumer. 

For you: 
! Don�t over discount - know how 
much you can afford to take off the price - 
keep a close eye on cost of goods sold! 
! Set a timeline - if you leave te coupon 
open ended, you run te risk of being out 
of your product or worse, holding 
inventory too long. 
! Have parameters and publish them - 
keep the rules the same for everyone to 
avoid complaints and other problems. 

Market to your customer: 
! Bundle a coupon with another sale at 
full price for more return. 
! Get your message out - don�t have 
coupons ready at point of sale - email 
customers in advance to take advantage 
of preorders. 

Sarah is a freelance writer on 
agriculture and rural lifestyles and 
the author of �Starting and Running 

Your Own Small Farm Business�. 
For information or to order the book, 

write Sarah at 8570 N 750 W, 
Elwood, IN 46036 or email her at 

sarah.aubrey@att.net. 



talk. Lane Greer and Diane Szukovathy will talk about new woody 
plants with tons of potential�that means ones that make money! 
I promise this talk will be filled with energy and so many ideas 
you�ll want to record it so you won�t miss anything. 

Mark Cain will be speaking on organic hoophouse 
management and organic soil management. Mark is certified 
organic and has been doing great things at his farm in Arkansas 
and producing fabulous flowers. Darrell Johnson will be speaking 
on moneymaking greenhouse crops and believe me, you will leave 
with lots of information and ideas to make great money with your 
greenhouses. And Ray Cloyd will be discussing IPM ideas for all 
growers wanting to move from traditional chemicals to organic. 
He will also discuss many organic pest control ideas for the field 
and hoophouses. 

Those are just a few for starters. Beware of one fact about 
this conference: since we are meeting for two days, we are 
offering as many sessions and options as we possibly can in that 
time period so you will get the most for your money. Be prepared 
to be brain dead when you leave and I hope everyone can function 
on just a few hours of sleep. 

We have special things happening at the banquet and live 
auction which are a secret and I can�t tell you. And for those of 
you that are new to conferences and our organization, we have a 
silent and live auction to raise money for the ASCFG Research 
Foundation. All of this money goes to more cut flower research. 
Members donate items for the silent auction and our wonderful 
vendors donate items for the live auction and bucket raffle. So, 
does anyone want to have a stephanotis plant to take home with 
them? We will have some there! How many of you need bulb 
crates? Are you able to drive to Tulsa and in a van or truck to 
haul crates home? We will have them there, as many as you 
want. More details on that to come. 

If anyone has any questions about the Conference or the 
auctions, please email me at bear_creek_farms@yahoo.com and 
I will be happy to answer anything. Start planning to attend the 
Conference and plan to bring something from your farm to put in 
the silent auction. It can be anything but you know that other 
growers love plants, seeds, and bulbs, anything that�s different 
and fun. 

With all that said, I think I am out of space. Come to Tulsa in 
November and join us for tons of fun and so much information it 
will make you dizzy. I�d love to see you all there! 

Letter from the President continued 
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Cut Tulips: Winter Income from High Tunnels 

CORNELL 
Chris Wien 

-copia 
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Many of us growing cut 
flowers in high tunnels 
harvest our final crop in 
early November (Zone 5), 
heave a sigh of relief, and 
relax until spring fever hits 
us in February. But during 
that period the tunnel sits 
empty, and its valuable 
space is not used. With 
relatively little extra work in 
the fall, we could increase 
our late winter income from 
that structure by growing cut 
flower tulips. 

Two things are essential 
for such an enterprise: a high 
tunnel that will withstand the 
winter storms and a means 
of keeping the planting watered over the 
winter. For the former, check with your 
tunnel manufacturer for their winter 
guidelines. For winter irrigation, we need 
to assume that a trickle irrigation line 
could freeze on cold nights. We therefore 
need a way of easily shutting 
off and draining the water 
line needs that needs to be 
provided. With those factors 
in place, tulips are 
remarkably little work, and 
will yield superior quality 
stems about 3 weeks before 
they could be harvested from 
outside plots, depending on 
weather conditions. 

We explored the 
potential of high tunnel 
tulips in the winter of 2008/ 
9 at the urging of Dr. Bill 
Miller, head of the Dutch 
Bulb Research Program at 
Cornell. In that first trial, 
tulips planted directly in the 

tunnel soil about 4 inches deep performed 
better than bulbs in crates in the tunnel. 
In 2009/10, we investigated the effects of 
additional low tunnel protection within 
the high tunnel, and soil mulching on 
earliness and stem length, using 5 tulip 

varieties donated by Dr. 
Miller�s program.  In early 
November, 2009, we 
prepared the plots by digging 
down about 5 inches and 
placing 35 bulbs of each 
variety in an area of 18 by 36 
inches. Low tunnels 
consisted of number 9 wire 
hoops covered by a single 
layer of spun-bonded 
material (1 oz./yd2). A straw 
mulch about two inches deep 
was used as soil cover on 
some plots. All treatments 
were repeated in 3 places to 
avoid location effects. 

As expected, the choice 
of variety made a big 

difference in earliness and stem length. 
�World�s Favorite� was both early and tall, 
with a smooth deep orange calyx lined 
with yellow. Although later, �Strong Gold� 
had a sturdy stem and a flower that stayed 
somewhat closed throughout the life of 

the flower. �Ad Rem� looked 
like a later version of 
�World�s Favorite�, but was 
susceptible to petal injury by 
cold weather. 

Among the treatments 
applied, the low tunnel 
hastened flowering by only 
two days, and had no effect 
on stem length (not shown). 
Straw mulch cooled the soil, 
delaying plant emergence, 
and delaying flowering by 4 
days. Although at first glance 
a disadvantage, mulching 
was helpful to spread out the 
harvest over a longer market 
window. In addition, the 
mulch stimulated the plants 

Tulip varieties �Strong Gold� (foreground), �Ad Rem�, 
�Double Focus� and �Border Prince� in the high tunnel. 

�Double Focus� tulips in the high tunnel: on bare ground 
or mulched with 2 in. of straw. 



Chris Wien is Professor of Horticulture 
at Cornell University. 

Contact him at hcw2@cornell.edu 
Many thanks to Liza White and Andrew 

Hoffman for assisting in this experiment. 
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Table 1.  Effect of variety and straw mulch on earliness and stem length in a 
high tunnel experiment over the 2009/2010 winter. 

 Date of Flowering         Stem length 

to stretch, adding 3 inches to the stem length. One drawback of the straw 
mulch treatment could be increased mouse damage, if mice are already 
frequenting the high tunnel. 

Our results indicate that producing cut flower tulips in a high tunnel can 
result in the production of high quality flowers in a small area. Although the 
flower harvest was compressed into a short period, selecting later-flowering 
varieties as part of the mix could extend the harvest period, especially when 
combined with straw mulch and low tunnel treatments. 

Variety/Treatment 

Ad Rem 12 22 
Border Prince 9 15 
Double Focus 13 16 
Strong Gold 12 21 
World�s Favorite 9 23 
Statistical significance (vars) *** *** 
Not mulched 9 18 
Straw mulch 13 21 
Statistical significance (mulch) *** *** 

�World�s Favorite� and �Double Focus� in the vase. 



ARCHIVES 
Paul Sansone 

From the 

Originally printed in �Lemons and Lemonade� January 1995 

Gooseneck loosestrife 
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One of the worst things about 
growing specialty cuts is the short 
availability season for many of our crops. 
It seems to me that just about the time 
my customers remember what the product 
looks like and become familiar with how 
to use it, the bloom is finished for another 
year. Different regions tend to produce 
blooms at different times, and this helps 
build a more constant supply for our 
customers. Still, the short 
bloom period is a difficult 
marketing barrier. For a new 
flower to become more 
widely used, a longer 
availability is necessary. It 
would be nice to find a 
happy medium: from two 
weeks� availability to always 
being available like our 
boring competition (roses, 
mums and carnations)! 

Lysimachia clethroides 
is an excellent cut flower. It 
is a prolific bloomer very 
usable in bouquets, vase 
work, and floral 
arrangements using Oasis. This flower 
reacts very favorably to a postharvest 
treatment with silver. We use Rogard 
sustaining solution with Regard RS, and 
the blooms practically grow in the vase. I 
have seen arrangements with a 3-week 
vase life! If properly cooled and 
conditioned, this flower ships very well. 
Its straight shape packs well, yet loosens 
up when removed from the shipping 
sleeves enough to be flexible in 
arrangements. 

The common names �gooseneck 
loosestrife� and �goose goes walking� 
describe the charm of this flower in 

arrangements. It is fluid and moves, adds 
hard-to-find white, and lasts. 

Lysimachia could replace overused 
flowers like gypsophila and �Monte 
Casino� asters, if the bloom period could 
be extended. 

The flowering stems range from 16- 
48" with white flower racemes between 
1" to 6" long. The range is dependent upon 
how old the plant is, how it is grown, and 

how it is pinched. This flower must be 
netted to get straight stems. Lysimachia 
is very prone to iron chlorosis. It is a heavy 
feeder. We have found that a very heavy 
spring application of hot cow manure (2 
inches) will eliminate most of the 
chlorosis and produce the rich blue-green 
foliage that too much nitrogen often 
produces. In most plants this would invite 
serious aphid or white fly infestations, 
but lysimachia seems to be immune to 
these pests. 

The problem with lysimachia is that 
if it is grown as a perennial in a garden 
bed, the plant will flush heavily for two 

weeks, and be done for the season. 
Furthermore, the first year the bloom will 
be moderate, the second year very heavy 
with nice stem length and girth, and the 
third year a decline will set in, with flower 
size and stem girth decreasing. The 
fourth season undivided is not 
usually marketable. 

How do you tame this wild beast? The 
goal is get a profitable cut with an 

extended bloom period, 
producing a good stem 
length with a nice-sized 
flower. In conversations with 
other growers, and from my 
own experiences, several 
things become clear. 

Lysimachia must be 
constantly lifted and divided. 
I now divide all beds after 
the second year. The second- 
year plants produce the best 
blooms and stem size. 
First-year plants give some 
bloom, usually 3 to 4 weeks 
later than the second year 
plants. In addition, fall- 

planted divisions bloom earlier than spring- 
planted divisions. The bloom can be 
further extended by holding some 
divisions in cold storage (28F), and 
planting out 4-6 weeks later. This 
combination will extend a two-week 
flowering period to over two  months. 

The only limitation to forcing 
lysimachia seems to be daylength. The 
shorter days of fall in Oregon begin to 
cause extensions of the green flower 
bracts and a flattening of the flower spike. 
I have observed the same flattening in 
late-blooming veronicas. It�s my bet that 
this problem could be corrected in a cold 
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frame or greenhouse with carnation-type 
daylength lighting (60-watt incandescents, 
6' on center placed above the planting beds 
and set to extend daylength to 12 hours). I 
would love to hear from anyone with 
experience doing this. Maybe this would be 
a great research project for the ASCFG 
Research Foundation. Donations, anyone? 

After conversations with Gerard Smit 
of Smit Greenhouses, in the Vancouver, BC, 
area, I have experimented with sequential 
pinching to stagger the bloom within a 
specific planting. In our first attempt at 
pinching we cut half of a planting back to 6" 
when all the plants had reached about 18". 
This retarded the bloom of the pinched 
section by 4 weeks, but produced twice as 
many stems which had smaller flowers and 
thinner stem diameter. The product was 
marketable because no other lysimachia was 
on the market. 

A preferred approach is to wait until the 
beds have grown 6" or higher, and to cut 
sections back to the ground every two 
weeks. The resulting regrowth is not so 
spindly and flower size is larger. The trick 
here is not to pinch back so late as to retard 
the bloom into the short days when you no 
longer get a good bloom. This will vary by 
area and must be learned through personal 
experimentation. 

Help spread the word about 
local cut flowers! 

Be sure your florists, wholesalers and 
event planners have the 

2010 ASCFG Buyers� Guide. 
Contact the ASCFG at ascfg@oberlin.net 

and we�ll send copies directly to your buyers. 



On-Farm Growers� School                                                                                                                        8:00 a.m. - 5:00 p.m. 

The Growers� School will be held at Bear Creek Farms in Stillwater. Sessions  will cover topics like soil 
management, infrastructure setup, seed germination, insect and disease control, succession planting, 
postharvest handling, equipment selection and marketing. The farm location will allow first-hand observations 
of important processes and structures at one of hte country�s most productive cut flower producers. Plan for 
a full day of terrific speakers (John Dole and Gay Smith at the same microphone!) and intensive learning. 
Lunch included. 

Morning Workshop 
QuickBooks Quickly                                                                                                                                  8:00 a.m. - 12:00 noon 

There�s no accounting for taste, and for many growers, there�s no taste for accounting.  QuickkBooks can get you 
out of the columns and back in the rows where you belong, doing what you do best, growing cut flowers. Expert 
instructor Damona Dove will start you off on the right track. 50 laptops will be provided; attendees may bring 
their own (QuickBooks 2010 required). Use of social media is on the rise, but how do growers use these tools to 
connect with customers? This session will explore how to use YouTube, Facebook, Twitter, Flickr and Slideshare 
to interact with your clientele. Craig Wood, University of Kentucky Extension, will share the secrets of online 
marketing. Lunch on your own. 

Afternoon Workshop 
Wonderful Weddings                                                                                                                                        1:00 p.m. - 3:00 p.m. 

Born and educated in France, Anne-Marie Foy explores her European heritage through the creation of floral 
artistry unlike any other in Oklahoma.   Anne-Marie�s inspiration includes the European masters she studied and 
the French designers with whom she regularly trains. A member of the society of American Florists and American 
Wedding Association, Anne-Marie is redefining floristry for her growing lists of clients with a unique style, and 
will demonstrate how she achieves this. If weddings are part of your business, you don�t want to miss this one- 
of-a-kind talk and demonstration. 

Improve Your Marketing Potential                                                                                                              3:30 p.m. - 5:00 p.m. 

Who grows better flowers than ASCFG members? How often do you take advantage of your ASCFG membership 
by buying from and selling to your fellow members? Bernadette Hammelman, a floral industry member for more 
than 20 years, will explain the benefits of partnering with other growers, how to talk to customers, how to 
handle shipping and how all of this can increase your business. She will also demonstrate the secrets to packing 
fresh flowers so they arrive in perfect condition.  Dinner on your own. 

Lessons Learned:  If I Could Do it Again                                                                                                     7:00 p.m. - 9:00 p.m. 

Bring your best new ideas (and your worst old ideas) to share with other cut flower growers in this informal 
and lively discussion. Cash bar and hors d�oeuvres. All attendees are welcome. 
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Tuesday: 
8:00-8:15 a.m. Welcome 

Vicki Stamback, Bear Creek Farms, Stillwater, ASCFG President 

8:15-9:00 a.m Innovations in Horticulture and Plant Material 
Carl Whitcomb, Lacebark Inc. Horticultural Research, Stillwater 

9:00-10:30 a.m. New Varieties and ASCFG Trials Report 
John Dole, North Carolina State University, Raleigh 

10:45-Noon Concurrent Sessions 
Moneymaking Greenhouse Crops 
Darrell Johnson, Johnson Greenhouses, Duncanville, Alabama 
Organic Hoophouse Management 
Mark Cain, Dripping Springs Garden, Huntsville, Arkansas 
The Comeback of the Mum 
Janet Foss, J. Foss Garden Flowers, Chehalis, Washington 

Noon-1:30 p.m. Lunch on your own 

1:30-2:15 p.m. A Passion for Flowers 
Lynn Byczynski, Growing for Market, Lawrence, Kansas 

2:15-3:15 p.m. Get Them Buggers: Implementing Pest Management Strategies to Deal with Insect 
and Mite Pests 
Ray Cloy, Kansas State University, Manhattan 

3:45-4:45 p.m. Concurrent Sessions 
Moneymaking Field Crops 
Dahlia - Patricia Banner, Banner Flower Farm, Allegan, Michigan 
Other Crops - MaryLee Johnson, Windswept Acres, Cecil, Wisconsin 
Organic Soil Management 
Mark Cain, Dripping Springs Garden, Huntsville, Arkansas 
Eight Woody Cuts Your Should be Growing 
Lane Greer, Oklahoma State University, Stillwater 
Diane Szukovathy, Jello Mold Farm, Mount Vernon, Washington 

6:30 p.m. Reception, Banquet and Benefit Auction 

Wednesday: 
8:00-Noon Trade Show 

Continental breakfast is included. 

12:00-1:30 p.m. Lunch on your own 

1:30-5:30 p.m. Tour of Bear Creek Farms, Inc. 
A huge variety of crops will be in production for our visit, including dahlias, mums, calla, 
ranunculus, freesia, sweet peas, lilies and potted and cut poinsettias. If you can�t attend 
the Growers� School on Monday, be sure to register for this exclusive tour! Or go both 
days- you don�t want to miss anything. 
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Growers� School 
Monday, November 8 
Register by October 1. Limited to 85. 
$150 Member, $175 Non-member 

Workshops 
Monday, November 8 
Prices to be announced 

Full Conference Registration 
Tuesday-Wednesday 
November 9-10 
T-W Sessions, Banquet 
 Trade Show, and Tour 
Growers� School not included 
$395 Member before 10/1/10 
$520 Non-member before 10/1/10 
$440 Member after 10/1/10 
$595 Non-member after 10/1/10 
$100 Student 

Tuesday Only 
Tuesday-Wednesday 
November 9-10 
$350 Member before 10/1/10 
$450 Non-member before 10/1/10 
$450 Member after 10/1/10 
$550 Non-member after 10/1/10 
Includes Banquet 

Tours Only 
Wednesday, November 10 
$100 Member before 10/1/10 
$130 Non-member before 10/1/10 
$120 Member after 10/1/10 
$145 Non-member after 10/1/10 

Additional Banquet Ticket 
Tuesday, November 9 
$55 Member, $75 Non-member 

I�d like to join the ASCFG today! 
$175 
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MID-ATLANTIC 
Andrea Gagnon 

LynnVale Studios 
andrea@lynnvale.om 

NORTHEAST 
Polly Hutchison 
Robin Hollow Farm 

polly@robinhollowfarm.com 

REGIONAL Reports 
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After years of lusting after Chas Gill�s 25' x 200' unheated 
high tunnel from Haygrove, I can finally say I have met my 
duty as a Northeast Regional Director and joined the club. It�s 
so great that, as Frank and Pam Arnosky proclaim, �We�re 
Gonna be Rich!�.  Seriously though, a tunnel you can drive a 
tractor in is a beautiful thing. 

How did I get it? The USDA/NRCS High Tunnel funding 
through the Environmental Quality Incentives Progmam, EQIP. 
This program is in several states and all over the northeast region. 
Rules vary by state, but in Rhode Island the maximum grant 
was for funding the lion�s share of a 30' x72' house. The point 
of this pilot program was to show that there are benefits in terms 
of reducing inputs, but also that you can increase production 
(and help the local productivity of agriculture). Mike and I didn�t 
need convincing, we have several �cheapo� and regular tunnels 
in current use. It helped that there were no restrictions against 
building a larger one, as long as you didn�t expect any extra 
money. We jumped at the chance to subsidize the kind of tunnel 
we could really use. 

As you can see from the photo on my website, our tiny 
farm has its fair share of plastic construction, part of it in 17� x 
64� Inflation Buster hoop tunnels, and part of it in cheap-but- 
unsteady PVC pipe tunnels that are much better than no tunnel� 
and much worse than a real one. 

I�ve heard a few people say they don�t have enough help 
to put up a high tunnel, or they don�t have the skills. There are 
ways around this! Trade hours with another small farmer, or 
hire someone for those few hours that has already done it. Barter 
flowers for help, like a weekly or biweekly bouquet for the 
season. These tunnels are fairly easy to put up. We figure the 
Haygrove took about 45 person-hours to put up, and part of 
that needed to be 3-4 people together. Those tall bows are 
insanely heavy. The 17-footers are much, much easier, about 
15-20 hours total and you would need a second person for only 
a few hours. 

Hoophouse production needs a tight scheduling plan to 
maximize the most valuable real estate in the field. Of course, 
things happen, like the warm spring pushing the crops along, 

but it�s not too hard to make plans for the bulk of the year. This 
means that you need to be able to turn your beds around quickly, 
before the weeds or other issues bog you down. 

The tunnel is a little mesoclimate. The benefits and you 
need to pay more attention to all the factors: water, fertilizer, 
cooling, insect and disease pressure. I really recommend the 
series of articles in Growing For Market this spring, particularly 
the March and April issues, for more specific information. 

July Regional Meeting! 

Please try to make room in the busy summer schedule to 
come to the Northeast Regional Meeting. We are starting at 
1:00 p.m. Monday, July 19, and touring great farms in Ithaca, 
New York, eating and talking flowers in the evening, and 
continuing the next morning (July 20) at the wonderful Cornell 
research plots (including the excellent research by Prof. Chris 
Wien on what else�tunnels!) and then you have the option of 
lunch and the afternoon program of Cornell�s Floriculture Field 
Day. It�s action-packed, it�s not on the weekend, and I hope to 
see you there! 

When I was growing up, we looked forward to certain 
seasonal pilgrimages with great anticipation. In the winter my 
mother, a true �Julia�s child�,would tow us along to the Williams- 
Sonoma store to ogle all the culinary extravangances she might 
enjoy in her own kitchen. And in the spring, we�d almost always 
make it to Longwood Gardens, with of course a trip to their 
fabulous gift shop. Whether it was books, seeds or plants, the 
thought that you could bring a  small a piece of Longwood�s 
magic into your own world was considered with unique 
reverence.  My mother limited herself to only a few indulgences 
each year and fostered these with great care. 
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Equally inspired, my father 
stood at the ready as head 
groundskeeper. He spent an 
entire summer hunting and 
gathering rocks for what I 
remember as the �summer of 
terraces.� When people ask me 
how I got into growing, it�s these 
early experience of dreaming 
�outside the box� with my 
mother, father and Longwood 
that come to mind. 

So, when I called my father 
in January to tell him that I�d just 
gotten off the phone with Sharon Loving, the director of 
horticulture at Longwood and longtime ASCFG member, and 
that we�d be having our Regional Meeting at Longwood this 
spring, I was met with a sharp intake of breath and stunned 
silence. It�s always so fun at any age to surprise your parents. 
He was speechless.  We both wished that my mother were alive 
to enjoy the moment as she passed away when I was twelve. He 
knew as well as I that �This was big!� A meeting at Longwood, 
a dance through through Lilytopia, this would be magic! 

And it was! Thousands of lilies set in visionary displays 
created an incredible venue to host the assembly of the world�s 
top lily breeders, retailers, designers and growers at the Lilytopia 
professional symposium. Of particular interest to me on this 
day was the fascinating history of the early lily breeding in the 
U.S., presented by Ron Beck of Gloeckner. A horticultural 
newbie, I�ll admit my  eyes began to cross when Arie Peterse of 
Marklily gave a presentation on lily breeding efforts in Holland; 
there are so many interesting crosses to look forward to. His 
enthusiasm for lilies and and the tidal wave of new varieties set 
to flood the beach was staggering. 

Held the next day, our Regional Meeting attracted an 
intimate assembly of regional and national growers and 
horticultural gurus from the Mid-Atlantic and across the country. 
For a new grower just getting into production and marketing, 
this would have been a particularly inspiring meeting to attend. 
Thanks to all our speakers�Dave Dowling, Patricia Banner, 
John Friel,and Gay Smith�for  taking the time to share their 
expertise on growing calla lilies, propagating dahlias,  growing 
grasses as cuts and postharvest treatments. We were treated as 
well to two presentations from Longwood�s landscape designers, 
describing their recent construction efforts on their �living wall� 
wing of restroom facilities and just what it takes, as well as the 
extensive multi-year planning involved in designing the �Making 
Scents� exhibit. Our day was rounded out by behind the scenes 
tours of their production areas where we  had a unique look 
into their composting efforts, propagation/breeding areas, chats 
with the head of IPM management and more. 

What I realized is that, to me, there is really no one person 
�behind the curtain� at Longwood but many, and their combined 
efforts create the magic at Longwood that all can enjoy. I also 
realized that for this event the person that held �the curtain� for 

us was Ko Klaver of Zabo Plant, 
whom I am convinced is one of 
identical triplets. There is no way 
that he could have been in as many 
places that I saw him in any one 
given hour during our two days. 
We are in his debt for his efforts to 
cheerlead, organize and deliver this 
event for us and for Longwood, so 
Ko, a big thank you. 

As a Regional Director, 
planning a meeting at any time 
during the season seems a 
daunting task, especially when 

your farm is screaming for attention. A special thank you to 
Judy and Linda who continue to make the process easy. For my 
small part, I returned to the farm rejuvenated and inspired to a 
pile of wedding proposals. I picked the one off the top, from an 
adorable young couple set to get married in September. I had 
met with them in April and they were virtually jumping off the 
couch in excitement�ah, young love. 

They shared with me their engagement story. The groom 
wasn�t sure where to ask her but wanted it to be special. So he 
got online looking for �top destinations� in the country as he 
dreamed of surprising her. Where else did he choose but 
Longwood!  Neither of them had ever been there, she was 
ecstatic at the visit and he confessed he was too nervous to 
enjoy the gardens. So perhaps they�ll return to Longwood in 
the future, start their new life together, maybe start a garden of 
their own and dream, be inspired, and share Longwood�s magic 
as we have over the years. 

A brief addition to our 
Grower Grant summary. Here 
in zone 6 we had a long cold 
wet 2010 winter. In spite of 
reading how Helenium likes 
wet soils, all varieties but one 
succumbed  to the winter 
weather. We lost almost all 
'Coppelia', 'Red Shades' and 
'Flammenspiel'. The Blooms of 
Bessingham early-blooming 
variety 'Mardi Gras' however, 
did overwinterwell. Helenium 
is a native of the eastern United States. 

SOUTHEAST 
Susan Wright 

Shady Grove Gardens & Nursery 
sggarden@skybest.com 



MIDWEST 
Quinton Tschetter 

Tschetter�s Flowers 
qct@mahaska.org 
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�Grandpa, Daddy, Mommy, Grandma...me stuck!� hollered 
two-year-old granddaughter Olivia into the audio monitor in 
her upstairs bedroom one evening. When no one ventured up to 
�un-stuck� her, she fired up her voice, uttering loudly, �ME 
STUCK�. Finally when I could not help feeling sorry for her, I 
trudged up the stairs, knowing full well she was not really stuck. 
She had intentionally lain sideways in her crib with her head 
against one side and her legs stuck out of the opposite side. 
After I gingerly assured her that she was not stuck, moved her 
to the normal crib position, tucked her in with her favorite 
blanket and told her �nite-nite�, she was fine and went to sleep. 

As flower growers, prior to finding and joining the ASCFG, 
Carolyn and I often felt �Stuck!�. We also would have hollered 
�ME STUCK�, but we didn�t know whom to holler to so we 
continued on the best we could. Then, EUREKA! In 2002, we 
found the ASCFG�or should I say they found us, and invited 
us to a Midwest Regional Meeting at Mimo Davis� WildThang 
Farm in Ashland, Missouri. This became our new security 
blanket and an ongoing learning experience. Whenever we feel 
�STUCK�, someone, some conference or meeting helps us turn 
ourselves around in the proverbial crib. 

In 2002, we attended our first ASCFG National Conference 
in Madison, Wisconsin. Prior to attending, we had no idea of 
what to expect. After the conference we knew that we were in 
the right place to expand and improve our business. Since then 
we have gleaned important insight and knowledge that have 
helped us improve the quality of our product from every 
conference that we have attended. Plus we have become friends 
with some fantastic people! 

Since our degrees are not in horticulture, marketing, graphic 
design or business, we relied on others� expertise. Our daughter, 
Christie, who has a degree in marketing, greatly helped us in 
marketing as well as in business aspects. Carolyn will never 
forget the market day when we came home empty-handed and 
were very proud of it. Christie said, �Mom, you never want to 
sell out, then people don�t have any choices.�(Very true, from 
our observations.) Now I fill the Sprinter as full as possible and 
Carolyn can proudly tell Christie that our customers had choices, 
clear to the end of the market�.and Carolyn can complain as 
we load the remaining inventory back into the Sprinter, �Why 
did we bring so much?� 

Our web site had been �stuck� for some time, until finally 
Carolyn said, �Zap it, we can live without a website.�  Then we 
heard Becky Devlin give her talk at the Long Island conference 
on Wedding and Event Marketing.  One important message from 
Becky was �Brides are ON LINE today!� . We were impressed 

with her expertise in web design, so we hired her to design a 
website for Tschetter�s Flowers. 

The research promoted by the ASCFG is outstanding. 
Information gathered from John Dole at North Carolina State, 
along with others, has contributed much to our success in 
growing outstanding cut flowers. The Cut Flower Quarterly 
overflows with information on all aspects of flower culture from 
seeds, to planting, to harvest, postharvest and marketing. 

The Bulletin Board is another source of education and help 
we have depended upon. The expertise of other growers is shared 
willingly with others who may be seeking information or help. 

This last January we were in San Francisco for three weeks 
with now 3-year-old Olivia and her big sister, Sydney. Olivia 
now sleeps in her big girl bed like her sister and, of course, is 
so proud!  Any night she can freely venture out of her bed to 
come downstairs for an extra good night kiss,  whatever else 
she can think up. Yes, she has a lot to learn about life but the 
growing-up experiences allow her more freedom and 
independence and that proud feeling. We have also been growing 
up in the cut flower business and like Olivia, enjoy more freedom 
to venture out into new avenues and yes, to experience that 
feeling of pride when we are successful. For much of that 
we must give credit to the ASCFG for helping us to grow 
and expand. Thank you to all involved with the ASCFG. Thank 
you for sharing. Thank you for helping and thank you for 
being there. 

SOUTH-CENTRAL 
Josie Crowson 

Josie�s Fresh Flowers 
josie@josiesfreshflowers.com 

See Josie�s Lilytopia article on page 4. 



NORTHWEST 
Diane Szukovathy 

Jello Mold Farm 
diane@jellomoldfarm.com 

WEST 
Christof Bernau 

UCSC Center for Agroecology 
christof@ucsc.edu 
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For many of us in the West, the season has gotten off to a 
slow start. Weather forecasters had been predicting a significant 
El Nino event this winter, but in most places out West we 
received  only slightly more precipitation than normal. Due to 
myriad microclimatic effects, seasonal totals were, of course, 
highly variable across the region. Officially, the water year runs 
from October 1 through September 30, but in most years our 
Mediterranean climate pattern means that we will see no rain 
from early May until late September. NOAA maintains an 
incredible website for the West with rain year to date totals: 
http://www.cnrfc.noaa.gov/monthly_precip.php 

Looking at this site, you can see quite a range of rainfall, 
from Long Beach at 15.65" or 125% of normal, Reno at 7.29" 
or 129% of normal, Tahoe at 28.65" or 95% of normal, Death 
Valley at 3.27" or 178% of normal, King City at 13.94" or 
117% of normal, Santa Cruz at 30.7" or 103% of normal and at 
my home in the Santa Cruz mountains 50.9" or 111% of normal. 
There were of course both wetter and drier places but on the 
whole, this winter was fairly normal and only slightly wetter 
than usual. In a place like Death Valley, where the splendor of 
the ephemeral Spring wildflowers is so dependent on 
precipitation, 178% of normal should bode well for a spectacular 
show of color, but the spring display is dependent on a 
combination of factors: both the timing and amount of rainfall, 
the temperature patterns in spring and on the presence or absence 
of strong, drying winds. This bloom season has been a good 
one in Death Valley, but with almost no rain in the beginning of 
the winter, the rains mostly concentrated in January and 
February, and a relatively quick rise in temperatures this Spring, 
it has not proven to be the outstanding display that 3.78" could 
portend. 

While it has not been an excessively wet year, closer to 
home, our rains continued with unsettling frequency and far 
later into spring, than many growers would like. In most years, 
we can typically count on a window of opportunity where we 
have appropriate soil moisture, somewhere in the range of 50- 
70% of field capacity, sometime between early March and early 
April. This allows for major soil operations: mowing, spading/ 
discing, and pulling beds, when we can actually enhance soil 
quality rather than degrade and compact our most precious 
resource by working ground that is too wet. This season, 
however, we had between an half and one inch of rain every 5- 
8 days from mid February through mid May and temperatures 
have been abnormally cool. 

Placing soil health as an utmost priority and truly desiring 
to avoid compaction and crusting, this has meant that many a 
vegetable and flower transplant has languished in the greenhouse 
hardening off area and that many direct sown species were as 
much as six weeks behind schedule when the seeds finally did 
make it in the ground. 

Although we are fortunate not to have our growing season 
strictly bounded by hard frosts, each spring we gamble with the 
patterns of rainfall and dryness, hoping for enough precipitation 
to keep our cover crops and overwintered cash crops happy 
enough so we do not have to think about irrigation, but at the 
same time hoping that high pressure and the jet stream will take 
a favorable turn by early February, that warm temperatures and 
wind will draw moisture from our soils and that we will be able 
to cultivate and plant early. Sometimes, this is indeed what 
happens. Sometimes it is not at all the case. In Santa Cruz we 
only received 103% of normal, but because of the consistently 
late delivery of rain, we have started 2010 off remarkably slow. 
Were it not for perennials and bulb crops, most growers in our 
region would be in very dire straits.  How thankful we all are 
for the iris, tulip, daffodil, crocosmia and other bulblike stalwarts 
from underground.  And for the ever-reliable anigozanthus, 
alstroemeria, achillea, nepeta, phygelius, physocarpus and of 
course the rose. 

Here�s hoping for a long and productive summer, with the 
consolation of knowing that we have had a good season of 
groundwater recharge. 

Like we didn�t already have a heaping platter of unchewed 
work in front of us, Jello Mold Farm launched into selling retail 
this year. Whee hee! We started a CSA bouquet program and 
have been selling in two farmers� markets. There is some method 
behind our madness. Last year I grew tired of having a too- 
often-pretty compost pile, being at the whim of our wholesale 
customers� buying habits and probably the recession as well. It 
seemed like good stable business sense to add a retail leg to our 
selling options. 

The CSA program has gone very well. We divided our 
growing year into three seasons: spring, summer and fall. Each 
season contains eight weekly deliveries to a couple of 
neighborhoods in Seattle. We charge $320 for a season if the 
customer picks up at a drop spot and $400 for doorstep delivery 
within those same two neighborhoods. We�re talking small scale 
here, starting this spring with seven subscriptions. Even so, the 
influx of several thousand dollars in the spring has been very 
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helpful for managing cash flow. Also, the process of scouring 
the farm each week for the newest floral offerings has brought 
me more in tune with our crops and the beauty we live around 
every day. 

Thanks to generous postings on the ASCFG Bulletin Board, 
we�ve been able to cut down on some of the learning curve for 
selling at farmers� markets. Still, our two markets, both young� 
one in an arty and well-to-do Seattle neighborhood, the other 
across the lake in downtown Bellevue�have shown themselves 
to be so distinctly different from each other that I decided to 
call around to some of our members who are more seasoned at 
this game and see what their experiences have been, how this 
year is stacking up when compared to last and just to hear their 
tidbits of wisdom. 

Kathryn O�Brien of Cedar Moon Farm sells at her local 
Saturday market on Whidbey Island. Whidbey is both a middle 
class rural community and a vacation getaway spot, Seattle�s 
Martha�s Vineyard in a way. I would have thought it�d be a 
fairly affluent market and it is for Kathryn: on any holiday 
weekend when she can easily sell in excess of $600. Other 
weekends, though, it�s a challenge to make half of that. Partly, 
it�s been the weather this spring, redefining cold and dreary 
even for the Pacific Northwest. To help boost her sales, Kathryn 
has been �wildcrafting� roadside greens and grasses such as 
wild huckleberry and salal to bulk up her bouquets. Also, since 
she doesn�t grow many peonies, she is considering buying some 
in next year from a fellow ASCFG member, a practice allowed 
with disclosure at her market. She also diversifies and extends 
her season by making wreaths and selling herbs. 

Nick Walrod of Dancing Moon Farm (I called all of the 
moon names first) in Hood River, Oregon, has experience selling 
at both rural and big city markets. When I checked in with him 
last winter, he was discouraged by slumped sales at the main 
Portland Saturday farmers� market. This spring he is upbeat. 
Sales are way up. Nick�s low water mark for acceptable sales at 
the city market is $400 and he likes to see it quite a bit higher. 
He attributes this year�s increased sales to improvements in the 
economy with more families attending the market, fewer flower 
vendors selling and improvements to reduce congestion made 
by the market staff. Nick also remarked that he gets a lot of 
business from being listed on the Portland Farmers� Market 
website. 10,000 people attend that market each week, whereas 
just 700 on average show up for his local Hood River market. 
There, he sells a mixture of vegetables and flowers. 

Paula Rice of BeeHaven Farm has been sending her two 
daughters to sell at market in Sand Point, Idaho. When I spoke 
with her, the market had just started and she�d just given birth 
to a healthy baby boy. They�ve been having the same cold, wet 
weather we�ve had in the Puget Sound area, only colder. In the 
third week of May they were still getting frosts to 25 degrees 
and she didn�t have a lot to sell at that first market. Still, she�s 
optimistic about the coming season. She likes the market in 
Sand Point because it�s in a park with live music. People can sit 
down on the grass and it creates a good mood for selling flowers. 

She doesn�t bother to sell at her local market in Bonner�s Ferry. 
Too much pavement and not enough customers. 

For Paula, a good market brings $400-500, but she likes to 
see it at $1,000. She says, hands down, �quantity sells!� If she 
packs the truck light, she sells less. If she brings more, it�ll sell. 
Her #1 sign for selling flowers at the market says, �Where are 
you going tonight that you can take flowers?� 

Marc Kessler of California Organic Flowers has been selling 
at their local market in Chico for years. He says, �Farmers� 
markets for us are up about 15% this year, which continues a 
trend that has been occurring since the downturn in the economy 
began. Our biggest challenge this year is bringing enough 
flowers to meet the increased demand!� Go Marc! 

In the realm of great market tips, Andrea Gagnon (LynnVale 
Studios in Virginia) has been singing the praises of PAYware 
Mobile, an iphone application with card slider which allows 
market vendors to take credit cards wirelessly. I purchased this 
�payment solution� for $150 at our local Mac store. It�s paperless 
and will e-mail a receipt instantly to your customer if they wish. 
If you sell at markets, check it out! At our Thursday market last 
week one customer bought flowers just to see the new 
technology in action. 

Already, I can tell that our Queen Anne/Seattle Thursday 
market is going to be a keeper. People are loving all of our 
unusuals and willing to pay our asking price of $2-3 per stem 
for peonies. The market staff are keeping the number of flower 
booths to just two in a market with 45 vendors. Our customers 
have been discovering that I am the crazy gal who attached 500 
jello molds to a Seattle building twenty years ago and they love 
that. Even more they love that their kids grew up to Dennis� 
songs as part of the children�s music group Tickle Tune Typhoon. 
We�re having fun and we�re selling plenty of flowers. 

The Bellevue Saturday market is more challenging. 
Although it is in a downtown location, the clientele seems to be 
mainly from the suburbs, and more conservative. The market 
manager is crackerjack smart and loves our botanical diversity. 
However, in a market of about 45 vendors, there are six flower 
sellers. Last week, with the first nice weather in ages, most folks 
were happily buying the $5 twice-the-size-of-a-basketball 
H�mong grower bouquets. We made just $188. We had a few 
garden-savvy customers very excited to see us there, but we�re 
wondering how steep the slope will be until we can make $600 
at this market, whether it is a wise business choice for us to 
invest that time and whether we can really shine in this different 
environment. 

There has been a dynamic thread on the Bulletin Board 
recently, titled �To Specialize or Not,� discussing the merits 
and drawbacks of selling retail versus wholesale, whether to do 
both and if so, how to strike a balance at it. I�ve enjoyed reading 
different flower growers� viewpoints on this topic, and talking 
with the growers who shared their experiences for this article. 
For us so far, our foray into retail has proven to be a work in 
progress and basically a good idea. The compost pile is looking 
quite drab and we�re planning to keep it that way! 
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2010 ASCFG Board Election 
ASCFG News 

The ASCFG Welcomes its Newest Members 
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Charlotte Adkins, Adkins Farms, Booneville, MS 
Clydette Alsup-Egbers, Missouri State Univ., Springfield, MO 
Juli Atkinson, Juli�s Field of Dreams, Rogue River, OR 
Beverly Barker, Earthworks Farm, Palmer, AK 
Deb, Barron, Barron Farms, Prescott, WI 
Pamela, Basconi, Peter Pam Plants, LLC, Versailles, KY 
S. Kristine, Braman, Univ. of Georgia, Griffin, GA 
Romayne, Byrum, Batten Bay Farm, Carrollton, VA 
Karla, Childers, Mudville Farms, Meridian, CA 
Olly, Chuchryk, Charing House Gardens, Ottawa, ON 
Angie, Clark, Tiawichi Creek Farms, Kilgore, TX 
Teresa, Cuperus, , Soldiers Grove, WI 
Periodicals, Department, Ohio State ATI Library, Wooster, OH 
Melissa, Feveyear, Terra Bella Flowers, Seattle, WA 
Beverly, Gerdeman, Wash. State Univ. Ext., Mount Vernon, WA 
Katherine, Grear, Lady Luck Flower Farm, Asheville, NC 
George, Hart, Hart Hydroponics, Missoula, MT 
Lyn, Hicks, Harmony Hill Gardens, Sellersville, PA 
Thomas, Hurtgen, Hurtgen Meadows Farm, Hillsborough, NC 
David, Jewell, Syngenta Flowers, Gilroy, CA 
Bob, Landis, Sunrise Sunflower Farm, Harleysville, PA 
Michael, Makinajian, Makinajian Farms, Inc., Huntington, NY 
Jessica, Martin, Wild Craft, Lancaster, PA 
Joan, Mazat, Ball Horticultural Company, West Chicago, IL 
Patrick, McNulty, , Creve Coeur, MO 
Jeff, Nameth, Fred C. Gloeckner & Co., Inc., Arden, NC 
Cindy & Ron, Oliver, R/C Farms, Dallas, TX 
Michelle, Ovans, Ovans Peony Farm, Merrill, WI 
Ed, Rose, Ball Horticultural Company, Nipomo, CA 
Carolyn, Snell, Carolyn Snell Designs, Bar Mills, ME 
Marianne, Stahl, Wegmans Organic Farm, Canandaigua, NY 
Kalea, Taylor, , Gilbert, AZ 
Doug, Trott, Prairie Garden Farm, Starbuck, MN 
FJ, Trzuskowski, Teleflora - Stems and Bunches, Stamford, CT 
Nancy, Viseth, South County Flowers, Charlestown, RI 
Karen, Volckhausen, Happy Town Farm, Orland, ME 
Carol, Williams, Chicora Organic Farms, LLC, Buckatunna, MS 

An ASCFG Regional Meeting 
is Coming to Your Area! 

Midwest - July 5, 2010 
Blooming of Beloit, Beloit, Wisconsin 

Northeast - July 19-20 
Cornell University and Ithaca-area farms 

__________________________________ 

This year the ASCFG will be choosing a Secretary 
and Treasurer, and members in the Northeast, Mid-Atlantic 
and Southeast Regions will vote for Regional Directors. 

Serving on the ASCFG Board of Directors not only 
supports your own membership organization, but has 
proven to be a rewarding and fun experience for those 
who have been on the Board. You�ll become friends with 
growers from across the country, visit farms you might 
otherwise not see, and learn more about the ASCFG and 
the floral industry than you would if you had not served. 

The Board meets only twice a year, at a time and 
place of the members� choosing. Travel and lodging are 
paid for. Board members also receive complimentary 
registration to the National Conference and Trade Show. 

Regional Directors serve a three-year term, Officers 
two years. Directors are responsible for Regional Reports 
in The Cut Flower Quarterly, coordinating Regional 
Meetings, and serving on Board Committees. Secretary 
takes notes at and creates minutes of Board meetings, 
and serves as Chairperson of the Membership Services 
Committee. As Chair of the Finance Committee, Treasurer 
develops the annual budget in cooperation with the ASCFG 
staff and Finance Committee. 

The ASCFG has contributed to your success as a 
flower growers, now it�s time for you to give back to the 
ASCFG. For more information 
about the ASCFG Board, 
please contact ASCFG Vice- 
president Leah Cook at 
lscook@earthlink.net 

If you want something done, 
ask a busy person to do it. The 
more things you do, the more 
you can do. Lucille Ball 
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ASCFG Forum: Fresh Flowers: Health Insurance 

                  By Jennie Love (6b verging on 7) (Jlove) on Wednesday, June 23, 2010 - 04:41 pm: 
Sorry to put this in the fresh flowers thread but I didn't know where else to put it... 

I am struggling with getting health insurance as a new full-time grower. There was a thread on the board here from 2002 that recom-
mended the National Association for the Self Employeed and I'm going to check that out. But I wanted to ask what other growers do 
presently for health care, particularly those without any employees so that you need coverage just for yourself/family. I would love any 
reviews of providers/plans. I don't need anything extensive, but want to be sure that if I ever have need for a hospital, I will be well covered. 

Thanks!!!! This has been by far the biggest headache of setting up my business. 

                  By Jennifer Tidwell (Jtidwell) on Wednesday, June 23, 2010 - 04:55 pm: 
It's one reason I will have a hard time giving up my full time job once my business takes off. I have excellent insurance. 
You might look at www.ehealthinsurance.com to get quotes or even look into setting up a medical savings account. 

http://www.irs.gov/pub/irs-pdf/p969.pdf 

                  By charles gill (Chas) on Wednesday, June 23, 2010 - 04:56 pm: 
We have tried the NASE program and were not happy with it. We are using Blue Cross Blue SHield with a catastrophic type plan. 
$15,000 deductible for about $450 month for family of four with one over 50. That would be me!!   Good luck 

                  By Farmhouse Flowers & Plants - Zone 7, MD (Davedowling) on Wednesday, June 23, 2010 - 05:46 pm: 
I have my health insurance through an agent in Wash, DC who advertises "Insurance for the Self Employed" My policy is with Assurant 
Health, a product of Time Insurance Co. It costs me about $185.00 per month for a single 50yr old. (Ouch, I hate saying that "50" number) 
It's not cheap like a policy from a union employer or government job, but it will cover Dr's appointments and anything major.... I hope. 

                 By Diane Szukovathy, zone 6B (Jellomoldfarm) on Wednesday, June 23, 2010 - 06:09 pm: 
Dennis and I have catastrophic coverage (something like a skimpy bikini in terms of coverage!) through Regence Blue Shield. We pay 
approx. $250/mo. Sounds about like what Chas has. 

                  By Patty Hendrick (Phendrick) on Wednesday, June 23, 2010 - 06:44 pm: 
We are taking a Dave Ramsey class at church about financial management. He recommends an HSA - a Health Savings Account which 
is a tax-sheltered savings account for medical expenses that works with a high deductible insurance policy. You might look into an HSA 
and see if that would work for you. - Patty 

                   By Andrea Gagnon (Zone 6b/7) (Agagnon) on Thursday, June 24, 2010 - 07:21 am: 
We have "small group" coverage as our business is set up as an llc, my husband and myself as managing members/separate employ-
ees. I carry the children, my husband is a separate employee. Check with your state as to small group requirements, in some they allow 
"small groups" of one. We pay roughly $750 per month (it has been as high as $1250 per month for cadillac coverage) we now have high 
deductible but compared to catastrophic coverage it's great and has significantly better underwriting process, etc. 

With children, it's not a question of if you're going to need the ER, it's when, health insurance, next to ASCFG membership is the easiest 
check I write every month. 

Although we don't have health insurance through the following group,all our other coverages are with the following - try: 
The Piedmont Group 
301-865-6411 (office) 
301-865-9033 (fax) 
47 E. South St Suite 101 
Frederick MD 21701 

They have sponsored our regional meetings a number of times AND have a special focus/interest in Agriculture industries. They may write 
coverage in your state. 

                  By Nellie Gardner (Ngardner) on Thursday, June 24, 2010 - 10:08 pm: 
I have applied to HealthyNY for health insurance which is a decent plan for a few hundred dollars a month, single plan, no deductible and 
low copays. This plan is through Blue Cross but supported by the state. There is a category for self-employed sole proprietors. I would 
think other states may have something like this? Nellie, Flower Fields, NY 

BEST of the BULLETIN BOARD 
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Penn State University 
University Park, Pa. - A total of 1,553 

(Survey 1) and 1,518 (Survey 4) 
participants residing in metropolitan areas 
of New York City, Philadelphia, 
Baltimore, Washington D.C., and 
Richmond, and who reported that they 
were the primary food shopper for their 
household, were surveyed on what types 
of food products they purchased, where 
they purchased these products, and what 
factors may have affected their purchasing 
behaviors.  Pertaining to Survey 1, one 
question asked participants to select from 
a list of retailers (e.g. grocery stores/ 
supermarkets, supercenters, discount 
stores, farmers� markets/CSA�s, 
convenience stores), the retailer(s) where 
they primarily purchase produce. 

In Survey 4, participants were asked 
to indicate whether or not they shopped 
at farmers� markets.  In both Surveys 1 
and 4, data analysis revealed that a 
significantly greater percentage of female 
participants shopped at farmers� markets 
(Survey 1; 71.1% of females vs. 65.5 
percent of males) and selected farmers� 
markets and Community Supported 
Agriculture farms as their primary 
produce retailer (Survey 2; 36.4 percent 
of females vs. 30.4 percent of males), 
compared to male participants. 

Although those who participated in 
Survey 1 may not have participated in 
Survey 4, and the two questions discussed 
are not identical, the results are indicative 
of a trend of shopping behavior at 
farmers� markets between male and 
female consumers in the mid-Atlantic; a 
trend that all involved in the produce 
industry in the region may be interested 
in knowing.  Additionally, our results show 
(across four surveys) that approximately 
75 percent of participants who indicated 
that they were the primary food shopper 
for their household were female.  With 

INDUSTRY News 

Tunneled acreage in the USA is 
increasing rapidly and as more growers 
adopt this technology, the highest profits will 
go to the best managers. British growers 
have been �tunneling� for years and 
American growers can learn the techniques 
that make them successful by touring British 
tunnels September 26-29, 2010. 

Tunnels can provide an excellent return 
on investment but there is a learning curve. 
This tour will shorten your learning curve 
by highlighting cost effective production 
methods and the latest tunnel innovations 
while providing you with the opportunity to 
question experienced growers. Invest in your 
future now by joining this educational tour. 
Sign-up deadline is Aug. 13.  $599 double 
occupancy, $699 single, airfare not included. 
For more information, call 866- 
HAYGROVE or visit www.tunnelbuzz.com 

Haygrove Tunnels 
British Tour 

Gender Differences in Farm Market 
Customers Assessed 

women recognized as initiating 80 to 90 
percent of household purchases, and often 
referred to as the �gate keeper� of the 
household, it is imperative that all involved 
in the supply chain pay particular attention 
to their needs and wants and how to best 
market their products to appeal to them. 

To be added to the Mid-Atlantic 
Specialty Crops Research Initiative list 
serve and receive bi-monthly updates 
contact specialtycrops@psu.edu or 814- 
863-5567.  To view past updates and 
related Mid-Atlantic Specialty Crops 
Research Information, visit 
www.midatlanticspecialtycrops.com.  For 
more information about USDA Specialty 
Crop Research Initiative information, visit 
the National Institute of Food and 
Agriculture web site:  www.nifa.usda.gov 

__________________________ 

Forecast Calls for 
Improvement 

When SAF asked members in mid- 
March to forecast their sales for the next 
six months, they were already showing signs 
of optimism before promising news from 
the retail sector began to make headlines. 

In each category, the percentage 
forecasting sales improvements has risen 
dramatically from a year ago.  Of the 
three industry segments, retailers remain 
the most cautious.  And with substantially 
more retailers responding, their result are 
the most reliable. 

Reprinted from the June 2010 
Floral Management, with permission of 
the Society of American Florists 
www.safnow.org 

Question:   What are your 
expectations of your sales 
over the next six months? 
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Judy Laushman 
From the 
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As a media junkie, I�m bombarded with a lot of news 
each day. On the radio, from newspapers (some of us still 
subscribe to and read them), online�it�s easier and faster 
than ever to get my daily fix of local, national and 
international news. Not to mention Dear Abby and Bizarro. 

Lately, the economic news has been so conflicting it 
taxes my already overburdened brain. The United States is 
coming out of the most recent recession. No, wait: it�s 
actually entering a third �Great Depression.� Manufacturing 
employment continued to trend up over the month of June, 
but construction employment decreased by 22,000. Retail 
buyers are cautiously optimistic, but spending decreased 
by 1.2% in May. 

Closer to (the ASCFG�s) home, the Society of American 
Florists� survey on page 33 shows that growers, wholesalers, 
and retailers surveyed thought that sales would improve 
throughout 2010. But retailers were less optimistic than 
growers and wholesalers. 

What�s a cut flower grower to do with all this 
information? If you�re like a typical ASCFG member, (if 
there IS a �typical� ASCFG member) you roll with the 
punches (I mistakenly typed �bunches�, which is even more 
appropriate) and you adapt. 

Some growers who had never considered farmers� 
markets before are setting up Saturday morning booths this 
year. Some are expanding their florist routes to neighboring 
cities. Some are knocking on wholesalers� doors, knowing 
that their flowers are of higher quality than what that buyer 
may be getting from distant sources. A truck or van full of 
just-picked sweet peas and lisianthus helps seal the deal. 

As I talk to ASCFG members around the country, I am 
always impressed with your resilience, resourcefulness, and 
dedication. Not much can be done about late frosts or 
drought or hail storms, but regardless of the big picture, our 
growers continue to find solutions to the changing market. 
May your businesses remain as healthy as your flowers. 

Katie�s nominee for ASCFG Cut Flower of the Year 



ATTENTION! 

Ph: 1-800-868-0426  Fax: 1-910-762-4148 
E-Mail:  orders@bulbmark.com 
Website:  www.bulbmark.com 

Commercial Growers 

�The basics of growing� 

Flower Bulbs direct from 
the grower in Holland. 

Pre-cooled or non-cooled 
Flower Bulbs for: 

Greenhouse production 
Field production 

Support and service to growers. 
Specializing in Dutch Iris, Lilies and Tulips 



Association of Specialty 
Cut Flower Growers, Inc. 
M.P.O Box 268 
Oberlin, Ohio 44074 


