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I
t is never easy to predict how successful 
your spring season will be due to many 
factors such as weather, consumer pref-
erences and input costs. But each year, 
GPN surveys a group of growers to 

gauge what kinds of problems occurred and 
what can be done to resolve them. We also 
try to find out what varieties performed well 
and kept the customers coming back for more. 
This year, we surveyed about 75 growers and 

learned that overall, the season went well, 
aside from a few familiar hurdles.

Struggling With Weather and Energy 
More than 30 percent of the growers we 

surveyed cited weather-related issues as their 
biggest challenge this past spring. Because 
of colder temperatures early in spring, some 
growers were forced to hold product longer 
than anticipated. Doug Cole of D.S. Cole 
Growers in Loudon, N.H., shared, “January 
and February are very tough for young plants 
as far as shipping goes. Because of cold tem-
peratures, we had to hold product longer due 
to weather constraints. In late April, when fi n-
ished product kicks in for wholesale centers to 
garden centers, we had some weather issues 
when it got cold again.” 

But not all growers struggled with weather. 
For example, Bobby Barnitz, Bob’s Market 
& Greenhouses, Mason, W.Va., stated, “The 
timing of the weather actually worked to our 
benefit because at the end of March we had 
some warm weather that allowed us to ship 
out some of our early finished products,” 
he said. However, it wasn’t a perfect spring. 
Barnitz did confess to having two bad weeks 
in April. “[Weather] is the one factor, even 
though we grow in a controlled environment, 
that still determines how our season is going 
to be — either growing, selling or a combina-
tion of both.” 

Overall, weather and its impact on pro-
duction varied across the country. Nearly 40 
percent of respondents said weather had a 
positive impact, about 33 percent said it had 
a negative impact and 27 percent said weather 
had no impact at all.

Other challenges growers faced this spring 
included energy costs, meeting product 
demand, hiring quality help and struggling 
with competition. After weather-related issues, Despite a few cool weeks early in the season, growers were able to move product off the racks quickly.

To get a better understanding 

of this year’s selling season, 

we surveyed a group of 

growers across the country. 

Despite erratic weather and 

rising input costs, sales 

were strong and varieties 

performed well overall.

By Jasmina 
Radjevic
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POINSETTIAS AND JALAPEÑOS
MAKE TERRIBLE ROOMMATES

We understand that no two plants are alike. That’s why our greenhouses, including the 
Rainbow® Plus, can be customized to meet the specifi c needs of your plants. From vents 
to heaters to curtains, the Rainbow Plus will help you maximize yields. Benefi ts include:

• Installation is Fast and Easy • Heavy-Duty Construction Lasts for Years

• Easy to Expand as Your Business Grows • Customizable for Educators and Growers

Call your local Stuppy representative to learn more about our entire product lineup.

 S T U P P Y  G R E E N H O U S E  M A N U FA C T U R I N G     8 0 0 - 7 3 3 - 5 0 2 5     W W W. S T U P P Y. C O M

The Mid-Wing vent is specially designed to increase
the effi ciency of the Rainbow® Plus greenhouse.
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Baccto.  A better variety.

We’re always looking for ways to cultivate something better for you.  To prove it, we’ve expanded 

our product line to better meet your needs, with a new Professional Grower’s Mix, available in 2.8 cubic foot 

loose-filled bags.  A 3.8 cubic foot compressed bale. And an 70 cubic foot bulk bag. All feature Baccto’s unique, 

lightweight sphagnum peat moss, harvested from our Michigan bogs. A highly consistent mix, bag after bag.  

Our signature pH stability.  And a healthy balance of air and water holding capacity, creating the ultimate 

growing environment.  For the promise of consistent performance, choose a 

better variety of planting mix. Baccto.

MICHIGAN PEAT COMPANY

P.O. BOX 980129 • HOUSTON, TEXAS 77098-0129  

800/324-7328 • FAX 713/522-9060 

www.michiganpeat.com

© 2007 MICHIGAN PEAT COMPANY
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dealing with energy costs was the second 
most popular response. For many growers, 
cooler weather meant higher heating costs. 
However, not all growers were affected the 
same way. According to Niles Reese of Glass 
Corner Greenhouses, Grand Rapids, Mich., 
“Energy costs probably did not affect our 
operation as much as last year.” Barnitz, on 
the other hand, said costs were substantially 
more than last year because of six weeks of 
cold weather in February and March. 

Increased Prices
With input costs increasing every year, 

it is no surprise that 63 percent of respon-
dents admitted to raising prices. According 

to Cole, prices in his operation were raised 
and held throughout the season. “We’re at a 
point now where we’re only making minor 
gains in increases — very minor increases.” 
Barnitz’s business also increased prices, by 
about 3 percent. For the most part, it seems 
like growers’ prices held throughout the 
season across the board. Nearly 48 percent 
of respondents said there was no need to 
discount items, and about 35 percent dis-
counted items late in the season.

Of the 63 percent of growers who 
increased prices, only 1 percent said they 
increased prices drastically. Barnitz sees this 
as a problem in the fl oriculture industry. “We 
have to become better business people,” ➧ 
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With Baccto Baled  

Professional Grower’s Mix. 

This lightweight, ready-to-use  

3.8 cubic foot baled mix starts with 

unique, high-quality sphagnum  

peat moss from our Michigan bogs,  

carefully screened for consistency.   

A wettable formula, it offers a balance  

of key nutritional elements with  

everything you need to give your  

plants a healthy start, and to provide 

the ultimate growing environment for 

your crops. It’s just another reason 

Baccto is a better variety.

Performance.
Start to finish.

MICHIGAN PEAT COMPANY

P.O. BOX 980129 
HOUSTON, TEXAS 77098-0129   

800/324-7328 
FAX 713/522-9060  

www.michiganpeat.com
© 2007 MICHIGAN PEAT COMPANY
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What was your biggest 
challenge this spring?

How were your prices 
this year compared to last year?
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he said. “People have to realize if input costs 
are going up, you have to raise your prices, 
and there is not enough of that done.” He 
believes too many growers don’t take into 
consideration the cost of doing business 
and remain reluctant to raise prices, in spite 
of factors like minimum wage increases. 

Recent Immigration Issues
Although many growing operations 

employ a large number of immigrant 
workers, only about 13 percent of respon-
dents said the recent immigration debate 
had an effect on their operations this 
spring. Earlier this year, it seemed like 
Congress was about to reach an agree-
ment regarding immigration. But as of 
yet, no decision has been made regarding 
the future of immigration in this country. 
Reese summed it up when he said, “Cer-
tainly not now [the immigration debate] 
hasn’t affected us, but it could have a 

huge impact down the road depending 
on which way it goes.” 

Cole explained that immigration has 
not affected his operation at all because his 
operation is located in an area that has few 
Hispanic immigrants. “We have a number 
of refugees — Yugoslavians, Bosnians, Croa-
tians — that are fantastic workers,” he said. 
“They are totally legal, with refugee status. 
We have just enough to supplement with 
our locals. This is defi nitely not the same 
kind of immigration issue.”

Although his operation is one of the 
largest growing spaces in the country, Bar-
nitz stated, “We are probably one of the 
few on that list that does not have Hispanic 
labor.” Like Cole’s operation, this is pri-
marily because it is located in an area with 
very little Hispanic immigration. “We’ve 
always been fortunate to be able to hire 
local people,” he said, “but that is becoming 
more of a challenge” as the Hispanic ➧ 
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New 26/36 Fungicide, 
with its dual active ingredi-
ents, dual modes of action
and dual plant move-
ment, is double trouble
for a broad spectrum of
tough to control diseases
like Rhizoctonia, Alternaria,
Botrytis, Fusarium,
Helminthosporium,
Colletritichium and
Cylindrocladium. And the
benefits don’t stop there!  

Safe on a Wide Range of
Ornamentals – Over 89 Species* 
26/36 Fungicide may be applied safely to a wide
range of ornamental flowering and foliage plants,
either as a foliar spray, drench or dip. Plant tolerances
have been found to be acceptable in over 89 specific
genera and species*.  

Proven Performance
Iprodioine and Thiophanate-methyl (TM) are both
proven chemistries for ornamental disease
management.  Combined, they are even better.
University trials have demonstrated that 26/36
Fungicide delivers results – even when TM resistance
is present. Recent trials at both North Carolina State
University and Penn State University in 2005 showed
that 26/36 controlled TM resistant Botrytis from 14-28
days depending on rate. 

The Advantages of 26/36 Fungicide
26/36 Fungicide can clearly strengthen a disease
control program with the following benefits:

•  Broad spectrum disease control
•  Two modes of action – contact (localized

penetrant) and upward systemic
•  Can be applied safely to a wide range of

ornamentals
•  Long-lasting control
•  No growth regulation
•  Apply it your way: as a foliar spray, drench or dip
•  Improved resistance management
•  Easy to measure and easy to use
•  Can be applied through sprinkler irrigation

systems (not in CA)
•  12 hour REI
•  Proprietary formulation of Iprodione and

Thiophanate-methyl

For more information on 26/36, contact your local
distributor or visit www.clearychemical.com. 

Introducing NEW Broad
Spectrum 26/36 Fungicide™

To the Ornamental Market

*It is not possible to evaluate every species or variety of ornamental plant for its tolerance to
26/36 Fungicide. The user should test for possible phytotoxic responses in other plants on a
small area basis using recommended rates prior to commercial use.
Read and follow all label directions carefully. The Cleary logo and 26/36 fungicide are 
trademarks of Cleary Chemical Corporation.
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Did you discount products?

As energy costs continue to rise along with other input costs, some growers are fi nding the need to increase their 
own prices.



C E L E B R A T I N G  7 0  Y E A R S  O F  I N N O V A T I V E  T E C H N O L O G Y   | U N P A R A L L E L E D  C U S T O M E R  S E R V I C E

Read and follow all label directions. The Cleary logo is a trademark of Cleary Chemical Corporation. TriStar is a registered trademark of Nippon Soda Company LTD. ©2007 Cleary Chemical Corporation.

Cleary. Because plants this beautiful 
shouldn’t be left to chance.

There’s no room for guesswork when it comes to effective control of insect pests. That’s why growers everywhere
have come to depend on Cleary’s solutions to keep their plants protected and beautiful. Backed by a 70-year tradition
of excellence in product research, innovative formulation and unsurpassed customer service, Cleary products provide
you with the confidence you want and the protection you need to keep your plants, and your business, growing
healthy every day.  

Discover TriStar® – the #1 Foliar insecticide growers have trusted for years.
Count on Cleary’s TriStar® for effective, broad spectrum control of key,
economically important insect pests like aphids, mealy bugs, caterpillars, scales,
whiteflies, thrips, leaf eating beetles and leafminers. Odorless and fast-acting, 
this nicotinyl insecticide provides the longest lasting foliar spray effects 
on the market today.

Don’t trust your plants – and livelihood – to anything 
but authentic Cleary products.  Discover all the
advantages of new TriStar® insecticide and our complete
line of ornamental products by contacting your local
distributor or visiting www.clearychemical.com.
We’ll make your day look better than ever. 

LOOKS LIKE A CLEARY DAY.LOOKS LIKE A CLEARY DAY.
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Write in 768
Request our new catalog today! 

Call 800-955-5644 or visit our website firstclassplants.com.
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Selecta has all the color you need.
We offer 284 varieties in 27 different crops including MiniFamous™
Calibrachoa, FlowerPower™ Osteospermum, Moonlight™ and Sunrise™ 
Zonal Geranium, Magadi™ Lobelia, Mohave™ Bracteantha, Bonfi re™ 
Begonia, and many many more.

One hundred and one    

  colorful ideas

  www.gpnmag.com
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population has recently increased in 
the area. Barnitz said he is consid-
ering tapping into this group as his 
business moves forward in the next 
few years, but as of right now, the 
immigration debate has not affected 
his operation. He is, however, 
keeping an eye on it for the future.

Varieties That 
Made a Difference

It is never easy to guess which 
varieties will outsell others. 
Sometimes you plan on one 
variety being the big seller, but 
another one turns out being more 
successful. That is why we asked 

growers to share which varieties 
surprised them this year.

According to Cole, the zinnia 
Magellan series by Goldsmith was 
extremely successful for his busi-
ness. “Even though I’m not a prop-
agator of them as a fi nished plant, 
they were really popular.” Many 

begonia varieties were popular as 
well, but they usually plan for that 
each year. Other items that moved 
well were foliage items, such as 
rex begonias, succulents and ferns. 
Although they are not color items, 
Cole said there was good demand 
for these types of items. 

Cole said the Bonfi re begonia 
was a variety he tried for the fi rst 
time this year that he will defi -
nitely grow again next year. “It 
was a little tough to make a really 
good 4-inch pot,” he explained. 
“It was best for hangers, combos, 
fi nished pots and summer pots.”

For Barnitz, cernua ‘Live Wire’ 
by PanAmerican Seed was a new 
variety that he would like to grow 
again next year. This new fi beroptic 
grass is available in seed form, and 
performed well in its fi rst year.

The Elatior begonia was a big 
seller this spring, according to 
Reese. Another popular variety 
was Proven Winner’s euphorbia 
‘Diamond Frost’. New Guinea 
impatiens, on the other hand, were 
not as popular as other years. “It 
was kind of confusing because 
in years past they had done very 
well, but this year they were just a 
little slow,” explained Reese.

Jasmina Radjevic is associate editor 
of GPN. She can be reached at (847) 
391-1004 or jradjevic@sgcmail.com.

It is never easy 

to guess which 

varieties will 

outsell others. 

Sometimes you 

plan on one 

variety being the 

big seller but 

another one 

turns out being 

more successful.




