
The State of Perfection
Touring

This is the view of Mt. Hood from Sester Farms 
near Gresham, Ore. With its beautiful mountains, 
lush valleys, rolling foothills, adequate rainfall and 
temperate marine climate, it’s no wonder pioneer 
farmers saw Oregon as the promised land.
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Thanks to its ideal climate, Oregon 
represents the perfect place to grow the 
greatest variety of top-quality nursery 
stock in the least amount of time. 

Hence the nickname: The State of 
Perfection.

But aside from climate, there’s 
another ingredient contributing to the 
high quality of Oregon nursery stock. 
The people.

Oregon growers love what they do. 
They also know how to take advantage of 
the state’s shorter winters, mild summers, 
abundant rain and rich Willamette Valley 
soil. But most importantly, they know that 
no matter the advantages of Oregon prod-
uct, their success ultimately is all about 
serving and responding to the customer.

Quality. Value. Passion. Insight. 

Diversity. And service. These are the  
values that drive Oregon’s nursery 
industry. 

Join us on the next several pages 
as we get to know six growers who 
help to make Oregon great. You’ll 
learn about how they started, how they 
evolved and what they are doing today 
to drive the industry forward.

Then, don’t just take our word for 
it. Read about why some Kentucky 
nurseries believe in doing business with 
Oregon growers.

If you love plants, this journey 
through the State of Perfection you’re 
sure to enjoy.

We asked the growers profiled in 
this issue to talk about their favorite 
plants. You can view the results at 
www.diggermag.blogspot.com.  
A new video will be uploaded  
every week.
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Oregon’s Willamette Valley is an 
expanse of flat, temperate farmland situ-
ated between the Cascade Mountains 
and the Oregon Coast Range. 

Known for its excellent growing 
environment, the valley provides a tem-
perate climate with near perfect year-
round rainfall and long days of warm 
sunshine in the summer months. Soil 
fertility is outstanding, thanks to a series 
of massive Ice Age floods. 

In the center of the valley, you’ll 
find one of the more compelling pieces 
of evidence that things grow well here. 

Woodburn Nursery & Azaleas, 
founded by Bob and Jean Fessler in 
1967, is a nursery powerhouse by any 
definition. With 85 acres of greenhouse 

Woodburn 
Nursery & 
Azaleas Woodburn, Ore.

production and 400 acres of outdoor 
container production, the nursery is 
unquestionably huge. There are five 
different growing areas, all in the same 
geographical area.

 “My dad always wanted to be 
diverse, so if one division of the busi-
ness was down, another would bring it 
through,” co-owner Tom Fessler said.

The company’s most important phi-
losophy is to deliver value: the best quali-
ty for a fair price. “The bottom line is that 
the customer has to be successful with 
our product, or we’re not going to be 
successful in the long run,” Fessler said.

As the name suggests, Woodburn 
Nursery & Azaleas has two main lines 
– container and B&B nursery stock, and 
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Tom, Bob and Rick Fessler (l-r) are among the 
Fessler family members involved in day-to-day 
operations at Woodburn Nursery & Azaleas.  
Bob and wife Jean founded the nursery in 1967.

Quality doesn’t mean the cheapest price; it means the 
best product for the money. Woodburn Nursery & Azaleas 
concentrates on providing that across all of its product  
lines – florist azaleas, greenhouse azaleas and nursery stock.
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▲  WooDbURN NURsERY & AzAlEAs

florist quality azaleas. The florist aza-
leas are sold two ways – in bloom for 
florists, and “ready to force” for green-
house operators. 

Nursery stock is shipped to 
34 states as well as the District of 
Columbia and four Canadian provinces: 
British Columbia, Alberta, Ontario and 
Quebec. The florist-quality azaleas are 
shipped throughout the country and 
have been featured as an indoor plant 
at the White House.

“We’re really like two operations, or 
almost three,” Fessler said. “The nursery 
stock goes to a certain set of custom-
ers, the ‘ready-to-force’ florist azaleas 

Azaleas long have been the stock in trade 
for Woodburn Nursery & Azaleas. Thanks to 
Oregon’s climate, the nursery can pre-cool them 
naturally and get them to bud for shipment 
Christmas through Easter.
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go to another set and the blooming (in 
color) florist azaleas are shipped to re-
wholesalers and florists. For additional 
excitement, we farm, too.”

The Fessler family’s 2,500-acre farm-
ing operation, which grows grass seed 
and an assortment of vegetables (green 
beans, broccoli, corn, peas, cauliflower 
and onions), can hardly be considered a 
mere diversion. Its roots go back to the 
19th century, when Bob’s grandfather 
settled in the area (though not on the 
same land) and started farming.

The nursery part of the operation is 
now entering its fifth decade. It started 
out on land previously used for straw-
berries, filberts and cane berries. “In the 
beginning farming was really hit and 
miss,” Tom Fessler said. 

To diversify their business they 
began growing azalea liners for the 
florist trade. By the 1970s, the opera-
tion had expanded into foliage plants 
to meet the demand of the houseplant 
craze. The family also grew geraniums 
and poinsettias, selling to local garden 
store chains as well as Kmart and Fred 
Meyer stores. 

In 1972 the nursery added florist 
azalea liners, which were sold to green-
house operators, who then finished and 
sold them to retailers. The foliage plants 
were dropped by the end of the ’70s.

In 1979, the Fesslers made a big 
decision for their expanding company 
by purchasing the former Salem Nursery 
property near Woodburn, 40 acres, from 
Ball Seed. According to Tom Fessler, the 
nursery’s biggest growth was soon to 
come, in the 1980s and 1990s. In 1980, 
the family started growing container 
plants for landscape production. They 
added field rhododendrons in 1985. 

In 2000, Woodburn Nursery made a 
huge investment in pot-in-pot produc-
tion, converting 185 acres to this new 
growing method. This shrewd invest-
ment has paid off due to the changing 
preference in the trade for container 
grown plants.
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Quality Container Grown
• Ornamental Grasses 
• Hardy Perennials 
• Broadleaf and Conifers 

www.broadmeadnursery.com

Toll Free: 877-843-2155
     Fax: 503-843-2232

 
8610 Broadmead Rd. * Amity, Oregon 97101
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As successful as the nursery’s con-
tainer stock has become, Woodburn 
Nursery & Azaleas still may be best 
known for its azaleas. The Fesslers credit 
Oregon’s mild summers and winters for 
allowing them to produce the highest 
quality plants in a cost-effective manner. 

“This is probably the best place in 
the country to grow azaleas, because 
Mother Nature helps us out a lot,” 
Fessler said. “In warmer climates, florist 
azaleas need to be put in coolers to help 
the budding process. Here in Oregon we 
can naturally pre-cool the plants, allow-
ing them to produce buds for shipping 
from Christmas through Easter.”

Today, the nursery employs 200 
people year round and 20 seasonally. 
Many of the employees have been with 
the company for 20 or even 30 years. 

Several of the Fessler children are 
employed with the operation. Tom is in 
charge of general operations and over-
sees the nursery stock. Rick is in charge 
of azalea production and sales. Karen 
is the bookkeeper; Sandy works in the 
accounting department; and Jodi is in 
charge of human resources. Bob and 
Jean still come to work at the nursery 
every day as well. 

▲  WooDbURN NURsERY & AzAlEAs
G row e r s  of  N orth  A m e r ica’s

Finest Blueberry
Nur s e ry  S to ck

G row e r s  of  N orth  A m e r ica’s

Finest Blueberry
G row e r s  of  N orth  A m e r ica’s

Finest Blueberry
G row e r s  of  N orth  A m e r ica’s

Finest Blueberry

Liter pots • #1 Containers 
503-873-1200

sales@oreblueberry.com
www.oreblueberry.com
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Rick Fessler talks about the nursery’s florist azaleas 
in a video posted at the Daily Digger blog, 
www.diggermag.blogspot.com
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Although many of Oregon’s grow-
ers, such as Woodburn Nursery and 
Azaleas, find a location on the floor of 
the Willamette Valley to be advantageous, 
others thrive on being located at the val-
ley’s edge, in the Cascade foothills. 

Sester Farms of Gresham, Ore., is 
a perfect example. 

The nursery is perched on a 
series of rolling hills with Oregon’s 
highest peak, Mt. Hood (11,249 feet), 
looming to the east. A portion of the 
property is perched overlooking the 
Sandy River canyon. From this van-
tage point, herds of elk occasionally 
can be observed along the riverbank 
hundreds of feet below. 

It’s an appropriate location for 
a nursery best known for its ‘Sester 

Sester Farms

Dwarf’ blue spruce and other hardy 
conifers – mugo pine, Austrian pine and 
ponderosa pine among them. But loca-
tion is only one of many factors that 
have made Sester Farms so successful. 

Insight is another factor. 
Sester Farms develops its own 

machinery, blends its own potting soil, 
ships as efficiently as possible, and was 
one of the first nurseries to practice 
root pruning.

Gordon Sester founded the nursery 
in 1972, on farmland that had been in 
the family since 1898. He still runs the 
nursery, but now has help from his 
sons Tim and Ted, who serve as pro-
duction manager and sales manager.
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Sester Farms made its name with root pruned 
conifers but has expanded to offer shade 
trees and shrubs as well. Some are field 
grown then transferred to containers, while 
others are grown in containers from the start.

Gordon Sester (center) and his sons Ted (left) and 
Tim run Sester Farms in Gresham, Ore. Ted manages 
sales, while Tim is the head of production.

Gresham, Ore.
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▲  sEsTER FARMs 

When the property was a farm, the 
family grew berries, grain and potatoes 
– mostly potatoes. However, farmers 
in Western Oregon had a hard time 
competing against potato farmers from 
Eastern Washington, Eastern Oregon 
and Idaho. The area was better suited 
to ornamental plants, so the Sesters 
switched to nursery stock.

“I remember the last year of potato 
harvest,” said Tim, who was 4 at the 
time. “It’s been nothing but nursery 
ever since.”

In the early years, Tim and Ted 
were the only ones working on the 
property other than Gordon. From this 
experience, they developed a passion 
for the nursery industry that prepared 
them for success.

“After school, I was out here work-
ing,” Tim said.  “I dreamt about it (the 
nursery industry). I ate and slept it. It’s 
everything I ever knew.”

The boys performed manual labor 
and operated machinery.

“I got to do every facet of the 
farm,” Tim said. “As a kid, I was always 
thinking of ways to do things better.” 

As a result of this experience, Tim 
grew up to become the nursery’s in-
house machinery expert. He has devel-
oped several machines that are unique 
to the nursery business, including an 
under-the-row root-pruning machine 
that prunes four rows at once.

In the early years of the nursery, 
Gordon was also working for Iseli 
Nursery in nearby Boring, Ore. as a 
production manager. Working with 
famed and innovative conifer grower 
Jean Iseli no doubt provided him with 
knowledge that has paid dividends.

Almost immediately, Sester Farms 
became one of the first conifer grow-
ers to practice root pruning (along with 
Iseli Nursery). This practice involves 
digging the conifers out, pruning the 
roots, and then transplanting them into 
wider rows.

“That’s how we get our full and 
tight conifers,” Tim said. “We don’t get 
it from shearing. We get it from root 
manipulation.”
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This method not only improves the 
trees’ growth habit, but increases the 
survival rate. The tighter root mass also 
makes plants easier to ship.

For the first decade, Sester Farms 
concentrated exclusively on field-grown 
Colorado blue spruce, Austrian pine 
and mugo pines. By 1981, Sester Farms 
was successful enough that Gordon 
could leave his job at Iseli and devote 
his full-time efforts to Sester Farms.

Around this time, the nursery 
expanded its conifer line and began to 

invest in container production. Some 
trees are entirely container grown, 
while others are grown in the field until 
their last year, then transferred to con-
tainers to establish their roots.

In the 1990s, a deciduous shade 
tree line was added in bare root and 
containers. Finally, about five years ago, 
Sester Farms expanded its conifer and 
shade tree offerings again, and started 
offering shrubs.

These additions to the company’s 
offerings have spurred greater growth. 

The variety makes it easier for customers 
to build an order and get more for their 
freight dollar. As a result, Sester’s greatest 
growth has come in the last decade.

Today, Sester Farms has a broad 
customer base, selling to garden cen-
ters, growers, landscapers and munici-
palities. Trees and shrubs are offered in 
containers or bare root. Specimen sized 
trees go to garden centers in the United 
States and Canada, while the smaller 
ones are sold as liners to growers all 
over the world.

“We have a little something for 
everyone, but the main focus is selling 
to high-end garden centers and quality-
conscious growers,” Tim said.

Another of Sester’s innovations 
comes into play at shipping time. The 
nursery has a scale at its loading area, 

Sester Farms grows its trees and shrubs 
with tighter rootballs, which improves plant 
quality and helps more of them fit on a 
truck. The nursery works hard to lower the 
customer’s delivered cost per plant.
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▲  sEsTER FARMs

which is used to make sure that every 
load is as full as allowable by law. 

If there is more space on the truck, 
the nursery will call the customer and 
find out if more plants can be added to 
the order. This lets the customer lower 
their delivered cost per unit. 

In Tim and Gordon’s view, Oregon-
grown product is worth the cost even 
without this added efficiency. “Things 
grow much better in the Willamette 
Valley than in other areas of the coun-
try, and that’s due to temperature, 
weather and greater rainfall,” Tim said. 

Oregon winters are sufficiently cold 
to trigger dormancy, but they start later 
and end sooner.

“In the spring, a garden center can 
buy product from us and it looks fresh, 
because we have a longer growing sea-
son,” Tim said.

“We grow a larger variety of plants 
in Oregon than any other states,” 
Gordon said. 

Picea pungens ‘Sester Dwarf’ is the namesake 
plant at Sester Farms in Gresham, Ore. You can 
learn more about it by watching a video at  
www.diggermag.blogspot.com.

The Original Root-Pruning Container System.®

RootMaker®  Products Co., LLC
1-800-824-3941    www.rootmaker.com

                  

RootMaker®

  

                            

From Start to Finish 
this 4-inch diameter willow oak 
was grown in the  RootMaker® system.  

RootMaker®

Make it happen.®
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Nurseries have a choice. They can 
follow the herd, or they can blaze their 
own path without feeling obligated to 
grow what everyone else is growing. 

There’s little doubt which approach 
Bizon Nursery of Hubbard, Ore., has 
followed. The nursery, owned by three 
brothers, has become very successful by 
offering difficult-to-grow conifers and 
grafted ornamentals, and by adhering to 
strict quality standards. 

“Most people will not do the 
work,” co-owner Paul Bizon said. “If it’s 
an easy plant to grow, we don’t want 
to grow it. That’s what we’re good at – 
taking the time and doing it right.” 

Another commitment the nursery 
has made is to finish rotations – “Once 

Bizon Nursery

you start it, you don’t stop,” Paul said – 
rather than chasing whatever is current-
ly short in the industry. The brothers 
have found that chasing trends doesn’t 
work. If something isn’t selling, then the 
nursery holds it until, inevitably, busi-
ness heats up.

“I feel fortunate we’re able to hold 
the material during this down time, so 
we can take it to another level again,” 
Paul said.

While Bizon Nursery believes in 
finishing rotation, the management 
has been known to throw out trees in 
the early stages of growth that are not 
meeting quality standards. The belief is 
that a poor tree now will not become 
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Bizon Nursery prides itself on growing unusual 
plants, before they become commonplace. Shown 
here are several thunderhead dwarf Japanese 
black pines (Pinus thunbergii).

The Bizon brothers – Paul, Pat and Steve – make 
up the ownership team at Bizon Nursery. Paul 
founded the nursery in 1979 and later was joined 
by the other two.

Hubbard, Ore.
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▲  bIzoN NURsERY

Soluble Concentrate

WOOD’S ROOTING COMPOUND
Our unique formula uses only the highest quality 
ingredients which results in instant absorption of 

both IBA & NAA to your cuttings.

4 oz. / Pint  / Gallon

Continued excellence from our family owned company for over 30 years

Call Today For A Distributor Near You   
503-678-1216

P.O. Box 327
Wilsonville, OR 97070
www.earthscienceproducts.com

ROOTING COMPOUND

3 Convenient Sizes:

3 SIZES!

a quality tree later on, regardless of 
the cultural techniques that are used 
to improve it. “We throw away a tree 
before it goes to the field or to the 
cans,” Paul said.

The story of Bizon Nursery began 
in 1979. Paul Bizon, then 25, was work-
ing in the landscape trade and selling 
turf. He decided to enter the nursery 
business by selling grafted liners.

“It was unusual,” he said. “They 
were hard to get your hands on.”

Bizon started out with 40 acres, 
on the farm where his grandfather had 
grown agriculture crops. Many of the 
products the nursery started out with 
were unusual at the time. 

“All those plants that were unusual 
have cycled through and are very 
conventional today,” Paul said. “Now, 
the things we’re growing today are as 

unusual as the things we were growing 
back then.”

Paul purchased his first grafted lin-
ers from Klaas Ellerbrook of Ellerbrook 
Nursery and relied on advice from Will 
Lighty, an extension agent who man-
aged Oregon Turf & Tree Farms and 
has since retired. 

In the years since then, the growth 
of the business has been slow, but 
steady. The fact that the company 
has done almost everything out of 
cash flow, rather than borrowing, has 
allowed Bizon Nursery to stay true to 
the business.

The plant most instrumental to the 
nursery’s growth has been Picea pun-
gens var. glauca ‘Bizon Blue’. Paul dis-
covered it in a seedling lot a few years 
after the nursery was founded. It was 
the only blue one in the entire field. 

He knew it was special right away. 
Even today he likes to say it is the blu-
est spruce available other than Picea 
pungens ‘Hoopsii’ (which Bizon also 
grows), and the most formal looking. 
“This tree stuck out like a sore thumb,” 
Bizon said. “It’s blue to the core.”

‘Bizon Blue’ was successfully intro-
duced to the market several years later, 
but only after the nursery felt the tree 
and the market were both ready for 
each other, thus ensuring that it would 
establish a strong reputation.

“We held it to get it to a certain 
level of quality,” Paul said.

Paul’s brother, Pat, joined Bizon 
Nursery in 1988. 

Bizon grew everything in the field 
until the early 1990s, when brother 
Steve Bizon joined the company and 
started the container division. The nurs-

Ken Borts of Bizon Nurserystands among a group 
of Hinoki cypress (chamaecypanis obtusa).
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ery grew smaller grafted material in 
cans, as well as certain cultivars that do 
better in containers than in the field.

Today, the three Bizon brothers – 
Paul, Pat and Steve – own the nursery 
together. Greg Anderson is their long-
time production manager. The nursery 
has 300 acres of field production, which 
accounts for 70 percent of their plants 
sold, plus some 50 acres of containers, 
accounting for the remaining 30 percent.

The majority of the trees Bizon 
Nursery sells are headed for high-end 
garden centers located all over the 
country. The remaining trees go to 
rewholesale yards serving the land-
scape trade. 

The company works with Phin 
Tuthill (among other independent sales 
representatives) to get its plants sold.

“He makes us better growers,” Paul 
said. “He is a connoisseur. He knows 
what a plant’s got to look like to go to 
the sales yards.”

Bizon regularly makes new plant 
introductions – an average of about 
nine per year. “Stay ahead of the 
curve,” Anderson, the production man-
ager, said. “It’s something we always 
strive to do.”

Like Sester Farms, the Bizons are 
devout believers in root pruning for 
healthier trees with a tighter root ball 
and better branching habit. “It’s vital,” 
Paul said. “Wave of the future.”

Tighter roots also mean that more 
trees can fit on a truck, giving the cus-
tomer a lower shipping cost per piece.

Although the Bizons pride them-
selves on the pursuit of quality, they 
acknowledge that their location in 
Oregon’s Willamette Valley is one of the 
biggest factors behind that quality. 

Including the all-important dor-
mant season, trees have four seasons 
of growth every year, which is not the 
case in most other nursery states. Land 
is abundant and water is excellent. All 
of these factors make Oregon a great 
place to grow trees.

“We can get a plant up to size at 
two years if not four years faster than 
on the East Coast,” Paul said. 

www.farmwholesaleag.com
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4’ X 900’
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Roll-ups Poly Exhaust Fans

Wire Lock Poly Carbonate Bench Tops

Injectors Shade Cloth Code Structures

Heaters Ground Cover Gutter Connects

Celebrating over 20 years of Covering 
Nurseries throughout the west

• Greenhouse pots, bedding plant inserts and trays, 
propagation trays, tree cell trays and liner pots

• Outdoor nursery containers from 1-300 gallons
• Wood tree boxes, stakes and trellises
• Shade cloth, ground covers and growing systems

Nursery Containers
For All Your Growing Needs

Inside Sales:  Erin Rivers at 888-981-1727
  e-mail: erin.rivers@trlcompany.com
Outside Sales: Nicole Fielding at 916-616-4281
  e-mail: nicole.fielding@trlcompany.com

www.trlcompany.com

Biodegradable 
Fertilpot! 
Preserves natural root 
structure and decreases 
landfi ll waste

NEW

2830 Progress Way, Woodburn, Oregon
Toll free: 888-981-1727

Trust & Reliability for Over 40 YearsRice Hull Pot! 
100% biodegradable 
and compostable
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Just down Boones Ferry Road from 
Bizon Nursery lies another nursery 
operation that started as a hobby, but 
soon blossomed into a green industry 
juggernaut. And just as Bizon is best 
known for its ‘Bizon Blue’ spruce, 
Bountiful Farms is well known for its 
dazzlingly creative topiaries.

 On the Bountiful lot, sculptured 
animals (deer, cougars, giraffes, ele-
phants, bears, bulls, you name it) com-
pete for space with college logos, stars, 
cacti, hearts, patio screens and even 
tennis players – just to name a few. 

But topiaries are just the beginning 
at Bountiful. “Topiaries are a very small 
part of our business,” co-owner Brent 
Nelson said. 

Bountiful 
Farms

True, but they do reflect the enor-
mous passion the Nelson family pours 
into their business.

“We love what we do,” Brent said. 
“It’s exciting, it’s enjoyable, it’s interest-
ing, it’s wonderful to work with plants.”

“It’s a great life,” co-owner Todd 
Nelson, Brent’s brother, said. “It’s a 
wonderful livelihood. I couldn’t ask for 
a better job.”

Based in Hubbard, Ore., Bountiful 
Farms started with nine acres and now 
has a whopping 500 acres in nursery 
production, comprised primarily of 
unusual grafted ornamentals and conifers 
in addition to those signature topiaries. 

Lately, the company has been add-
ing columnar, espalier and fastigiate 
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The Willamette Valley’s rich soil quality, derived 
glacial deposits left behind by Ice Age floods, was 
prized by pioneer farmers. It’s also valued at the 
appropriately-named Bountiful Farms, which has 
410 acres in field-grown nursery production. 

Two brothers – Brent (left) and Todd Nelson – are 
responsible for the day-to-day at Bountiful Farms, 
which their father Jay founded in 1969. Their dad, 
a retired orthodontist, still helps out with advice 
and chemical formulations.

Hubbard, Ore.
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fruit trees to the mix, keeping up with 
the current trend towards edible plants.

Bountiful’s operation includes 410 
acres of field-grown material and 90 
acres of pot-in-pot production. 

Close to 70 employees work there. 
Many have been with the company for 
more than 20 years, and the Nelson 
family believes these employees share 
responsibility for the company’s success 
and growth.

“We’d be sitting here looking at 
each other if it wasn’t for the talents our 
employees bring to us,” Brent said.

When Bountiful Farms began, it 
wasn’t a nursery at all. Back in 1969, 
Brent and Todd’s father, Jay Nelson, 
an orthodontist (now retired), started a 
hazelnut orchard as a hobby. He was 
hoping for some retirement income. 

Jay and Brent then started the nurs-
ery business in 1980, and eventually, 
all the hazelnut trees were removed in 
favor of nursery stock. 

In those days, the Nelsons relied 
on the help and advice of other Oregon 
growers, such as the Fessler family, 
Richard Bush and Steve Germany.

“One of the things that’s wonder-
ful about Oregon nurserymen is the 
willingness to share ideas and material,” 
Brent said. 

“We now have been able to help 
others in the same way,” Todd said.

In 1999, Todd joined the business 
and became a co-owner. Since then, it 
has been ruled by triumvirate – Jay, 77, 
Brent, 50, and Todd, 36. They find the 
varying ages in the ownership group 
are a huge advantage in their decision-
making process. 

“It kind of gives you a well-round-
ed way and keeps us on all perspec-
tives,” Brent said.

Todd is in charge of sales and 
production, Brent is in charge of man-
agement and finance, and, in Brent’s 
words, Jay “keeps us out of trouble.” 
He also works on the mixing of liquid 
fertilizers. 

“We work well together, and 
between us, we balance out well,” 
Todd said.

Brent’s son, Blake, recently earned 
his degree in agricultural business from 
Utah State and plans to join the busi-
ness, too. “We’re on our third genera-
tion,” Brent said.

In the beginning, Bountiful special-
ized in growing conifer seedlings for 
Christmas tree growers, reforestation 
and nurseries. 

The next step was to move into 
grafted liners in the field. The busi-
ness expanded and grew from its 
initial 9 acres to the 500 acres in pro-
duction today. 

“We hoped it would become what 
it has become,” Brent said. “So far, 
we’ve been blessed. We just keep plug-
ging along and expanding.”

Bountiful still does all of its own 
propagation and grafting. 

The nursery ships to every state 
except Hawaii, and also sells into 
Canada. The Nelsons consider their 
Oregon location to be a huge advan-
tage in every market in which they sell.

“We know there’s a lot of mate-
rial grown on the East Coast,” Todd 
said. “In Oregon, our product is grown 
quicker; it’s fuller; it has deeper color. 
They say you can tell when an Oregon 
product lands. You can see it, you can 
smell it, you can feel.”

“We don’t have to deal with a 
harsh climate,” Brent said. “The plants 
thrive here.”

The nursery is working on moving 
more of its production over to socket 
pots. This reduces transportation costs, 
because canned trees weigh less than 
B&B, plus the pot-in-pot stock can be 
shipped at any time of the year. 

There are some plants which tra-
ditionally are not grown in contain-
ers, but the Nelsons said they have 
worked out ways to grow them in 
cans and get good results.

“We can grow as good as, if not 
a better plant, than in the ground,” 
Todd said. “A lot of that is due to test-
ing and trials.”

“One of the things we’re trying to 
do is keep up with new ideas and stay 
ahead of the game,” Brent said. 
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As we have seen, Oregon nursery 
growers are known for giving their 
customers quality plants, outstanding 
value, diversity in the plants offered, 
a passion for what they do, and the 
insight to do it better.

But one attribute that many Oregon 
nurseries have in common holds all of 
that together, and it may be the most 
important of all. Service.

Dan and Linda Nelson own and 
operate Hans Nelson and Sons 
Nursery. Now occupying some 180 
acres in the Cascade foothills between 
Portland and Mt. Hood, the nursery is 
located in prime nursery territory. As 
a result of this location, as well as the 
grower’s passion and insight, the nurs-

ery can offer plants with outstanding 
quality, value and diversity. 

However, from where Dan sits, 
service truly is king. It’s all about the 
customer.

“We have more variety than we’ve 
ever had, and more unusual varieties 
for customers, ones that are hard to find 
throughout the market,” Dan said. “Any 
change we’ve made has been customer 
originated.”

The nursery’s customer loyalty and 
friendships are so strong that custom-
ers often will tell Dan, “If you can grow 
this, I’ll buy it from you.”

“The interaction with many people 
has been very rewarding,” Dan said.

The nursery was founded 
40
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Hans Nelson and Sons Nursery specializes in 
catering to customer needs. Owner Dan Nelson 
has been known to grow something specifically 
because a customer requested it.

Dan and Linda Nelson own Hans Nelson and Sons 
Nursery, which was founded by Dan’s father in the 
1930s. Their son Jesse (left) hopes to carry on the 
family tradition. 
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Boring, Ore.
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by Dan’s father, Hans Nelson, in 
Troudale, Ore., a town just east of 
Portland on the Columbia River. 

Hans had moved from Minnesota 
to Oregon in the 1920s. Upon arriv-
ing, he became involved in the nurs-
ery trade. First, he went to work for 
Lewis and Simpson Nursery, then A. 
McGill and Son Nursery. With experi-
ence under his belt, he was ready to 
strike out on his own.

Upon founding Hans Nelson 
and Sons Nursery in the late 1930s, 
Hans initially grew deciduous and 
evergreen shrubs. World War II inter-
rupted his business temporarily, as 
he enlisted in the U.S. Coast Guard. 
When the war ended, Hans returned 
home and resumed his business. 

In the late 1940s, he added roses 
to his offerings, and by 1960, that was 

all he grew. However, he and other 
Oregon rose growers had trouble 
competing against rose growers from 
California and Arizona. 

Winter cooling is beneficial 
for most of the plants grown in 
Oregon – it provides dormancy – but 
extreme cold isn’t good for roses. 
Consequently, Hans dropped them 
from his lineup and switched again. 

This time, he took up shade, 
flowering and ornamental trees. In 
1964, Hans purchased a nursery on 
Sandy Blvd. in Portland from Merrill 
Femrite. He then purchased the nurs-
ery’s current location in Boring in 
1965. 

Dan took over the family business 
in 1978. Hans passed away in 1996 
at age 84. The nursery has grown 
modestly since then and now has 180 

acres in production of one- and  
two-year shade, flowering and orna-
mental trees.

“As the economy got better, we 
added more land and greenhouses to 
our production mix,” Dan said. 

Several employees have been 
with the nursery for many years. 
“We’re really fortunate,” Dan said. 
“I’ve got a group of people who can 
do whatever we need done.”

Hans Nelson and Sons Nursery 
grows the majority of its trees bare 
root, with the exception of certain 
species, including magnolia and 
sweetgum, that do better in cans. 

Dogwoods are a specialty. The 
nursery works with numerous new 
plant introductions such as the 
Samaritan® dogwood (Cornus kousa 
‘Samzam’).

Hans Nelson and Sons sells pri-
marily to nurseries that shift the trees 
up to larger sizes, either in the field 
or in pots. The nursery’s largest mar-
ket is Ohio. 

“We sell very little in Oregon and 
the Northwest,” Dan said. 

Because the trees are almost all 
grown bare root, freight per piece is 
very inexpensive. “We can get thou-
sands of trees on a truck,” Dan said.

And because the trees are grown 
in Oregon, they’re ready sooner, 
thanks to the state’s long growing sea-
son and ideal conditions. “We can get 
it to where you want it to be in a year 
or two years,” Dan said. “A lot of peo-
ple have been successful here because 
they can do it quicker.”

The Nelsons’ son and daughter, 
Jesse and Laura, have of late become 
more involved in the business. They 
are interested in following in their  
parents’ footsteps. The Nelsons appre-
ciate the fact that their business gives 
them an opportunity to stay close as  
a family.

“It’s been a good life,” Dan said. “I 
think my kids realize that, and as long 
as this keeps working, they want to 
keep doing this. It’s hard work, and it 
has been very rewarding.” 
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Many nurseries that are huge today 
were started as a hobby or out of pas-
sion. Their owners continued to work 
the day shift elsewhere while spending 
nights and weekends pursuing a dream 
until it took off. That’s definitely the 
case with Pohlschneider Nursery of 
St. Paul, Ore.

Sam Pohlschneider is part of the 
third generation of the Pohlschneider 
family, which has farmed in the north-
ern Willamette Valley since 1932. 

That year, his grandfather 
and great uncle immigrated from 
Germany and couldn’t speak English. 
Their main connection in the United 
States was an uncle who was already 
farming in Oregon.

The two brothers established a 

Pohlschneider 
Nursery

farm which, to this day, still produces 
corn, wheat and livestock (including 
cattle, swine and sheep). The farm 
eventually passed into the hands of 
Alfred Pohlschneider, Sam’s father, who 
still works there every day.

Sam is one of five children. After 
growing up on the farm, he attended 
Oregon State University and graduated 
with a bachelor of science degree in 
agriculture. He went to work for a local 
chemical company, consulting other 
farmers as a crop advisor. Then, he 
took a job with a large area nursery and 
gained knowledge.

In 2000, Sam decided to estab-
lish his own business, Pohlschneider 
Nursery, on five acres. 
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Small and nimble – those two words describe 
Pohlschneider Nursery. Owner Sam Pohlschneider 
prides himself on offering a large variety of plants 
in many different container sizes.
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Sam Pohlschneider grew up on his family’s 
Willamette Valley corn, wheat and livestock farm. 
He still works there, but he decided to start his 
own nursery in addition to that. His wife Laura 
serves as bookkeeper.

St. Paul, Ore.
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“The goal that I had was to have a 
business I could live off of, to have a 
nursery that could produce a comfort-
able living,” Pohlschneider said. “It’s 
something I wanted to do. I  
had interest and enthusiasm for the 
nursery industry, and I had interest  
in agriculture.”

Sam continued to work at the larg-
er nursery, but after five years left that 
position to work full time on the fam-
ily farm as well as his own nursery.

Pohlschneider Nursery has grown 
thanks to the constant efforts of Sam 
and his wife, Laura, who handles 
the bookkeeping for the business. 
Although they bear responsibility for 
the business, they could not have suc-
ceeded without help from others in the 
industry who lent a hand or showed 
them the way.

“I’ve had a lot of help from peo-
ple, both from a growing perspective 
as well as a business perspective,” 
Pohlschneider said.

In addition to Sam and Laura,  
the nursery has two full-time employees.

One would not expect a new  
business to specialize in diversity,  
but Pohlschneider has done that in  
many ways.

One, the nursery offers many 
different grafted ornamentals, includ-
ing conifers and various types of 
maples. Aside from the maples, the 
nursery grows boxwoods, cedars, 
Chamaecyparis, dogwood, beech, 
spruce, pine and arborvitae.

Two, the business also is growing 
grass seed. 

And three, the plants are offered 
in many different forms. Field grown, 
B&B, liners, band pots, 1 gal., 2 gal, 
3.gal, 6 gal. – Pohlschneider Nursery 
offers them all.

“What’s different about us? It’s the 
range of sizes we offer,” Pohlschneider 
said. “If you take a mix of our con-
tainer product and B&B product, we 
try to maximize the load capacity as 
much as possible, with a lot of money 
on the truck.”
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By Elizabeth Peters
Nursery and greenhouse growers 

in Oregon help green businesses across 
the country. In 2008, Oregon’s nurs-
ery and greenhouse growers produced 
$820 million in sales. Three quarters of 
that was shipped across state lines to 
enhance the sales of other growers, dis-
tributors, re-wholesalers, large retailers 
and independent garden centers.

But how well do Oregon growers 
supply other businesses? And what do 
plant buyers in other parts of the coun-
try think of Oregon nursery products?

Digger had the opportunity to 
answer these questions on a trek to 
Louisville, Ky. last winter. We saw how 
Oregon plants played a key role in 
helping each business meet customer 
needs.

At Snow Hill Nursery in 
Shelbyville, Melvin, Ernestine and 
Mason Moffett operate a 350-acre 
wholesale tree and shrub nursery that 
serves area landscapers, garden centers 
and re-wholesalers. Formed in 1970, the 
business enjoys approximately $1 mil-
lion in gross annual sales of shade and 
ornamental trees, flowering shrubs, and 
evergreens.

“Seventy five percent of the mate-
rial we grow comes from Oregon,” said 
Melvin during a tour. Driving through 
rows of trees, he explained why he 
buys so much plant material from  
the Northwest. 

“Oregon nursery stock saves us a 
lot on labor,” Melvin said. “The trees 
are already pruned – and pruned right. 
The height is greater and it already has 
a central leader.” 

He noted that Oregon plant mate-
rial matures faster than other regions of 
the country, which allows him a much 
shorter turnaround. “Your growing sea-

son makes it the best,” Melvin said. “We 
can save at least a year by buying our 
liner material from Oregon.”

Wallitsch Nursery & Garden 
Center, lodged in an upscale neigh-
borhood of Louisville, sports purple-
painted wooden benches that highlight 
foliage on display and provide a back-
drop for bright color material.

Owner Jim Wallitsch and his wife, 
Mary, took over the family business 
from his parents in 1994 and have both 
a garden center and a landscaping 
services firm. They grow most of their 
own color material in expansive rows 
of greenhouses behind the main shop-
ping area. 

This “lifestyle” center offers an 
array of garden products and services, 
including a “glass house” gift shop, 
local handcrafted items, tools, clothing 
and ornaments. A separate building is 
reserved for classes and boutique items. 

Work was in progress to transform 
15,000 feet of production greenhouses 
into covered shopping. We want to cre-
ate a place where our customers can 
feel good, take a leisurely walk, and 
enjoy the quiet,” Jim said.

The company meets its customers’ 

hardy plant requirements by sourcing 
from a small, select group of Oregon 
growers, and they use a broker. 

“We tend to get our early- to mid-
spring shipments of plant material 
from Oregon,” said Jim. “At that earlier 
time of the year, we get a bigger, more 
robust plant from that region.” 

Wallitsch looks to local sources of 
material when the weather heats up, as 
he feels the plants show some tempera-
ture impacts. “When we get into sum-
mertime the plants from Oregon have 
a harder time with the longer travel. 
Setting out a plant that has been in a 
cooler for several days into 95 degree 
temps doesn’t help it much.”

With six locations throughout 
Louisville, Frank Otte Nursery and 
Garden Center touts its ability to pro-
vide a huge selection of plant material 
and supplies, as well as full service, to 
a wide range of customers. 

Operations Manager Kurt Graeser 
shared that the company buys 25-30 per-
cent of its plant material from Oregon 
growers. “I think the West Coast is more 
cost effective,” he said. “For example, 
the first week of March we’re looking for 
azaleas. At that time of the year, you get a 
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oregon-grown plants are well received in kentucky and elsewhere
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Jim Wallitsch places most of his early-to-mid-
season orders through Oregon growers.
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The OAN would like to thank 
these people and businesses 
for joining our association.

 NEW MEMBERS
Pivot Group
Mark Fordice
Mailing: po Box 1326
wilsonville, or 97070
Phone: 503-575-5215
Email: mark@askpivot.com
Web: www.askpivot.com
Chapters: at large, clackamas
Member Type: associate

Tarps & Tie-Downs Inc.
David Lee
Mailing: 26304 corporate ave.
hayward, ca 94545
Phone: 510-782-8772
Fax: 510-782-8774
Email: sales@tarpstiedowns.com
Web: www.tarpstiedowns.com
Chapter: at large 
Member Type: out-of-state

Perennial Plant Association
Steven Still
Mailing: 3383 schirtzinger rd.
hilliard, oh 43026
Phone: 614-771-8431
Fax: 614-876-5238
Email: ppa@perennialplant.org
Web: www.perennialplant.org
Chapter: at large 
Member Type: out-of-state

KeyBank
Jennifer Nezovich
Mailing: Mailcode; oh.01.27.0321, 
127 public square
cleveland, oh 44114
Phone: 216-689-5520
Fax: 216-689-5132
Chapter: at large 
Member Type: associate

Triton KoolBak Inc.
J Kane
Mailing: 18220 willamette dr.
west linn, or 97068
Fax: 800-354-2179
Email: jbkane@koolbak.com
Web: www.koolbak.com
Chapter: clackamas
Member Type: associate

DesigningFocus dba Garden Gear
Terri Sager
Mailing: 9655 sw sunshine ct., ste. 100
Beaverton, or 97005
Phone: 503-641-4955
Fax: 503-520-1490
Email: info@gardengear.com
Web: www.gardengear.com
Chapter: willamette
Member Type: associate

Experienced Materials
Gina Nash
Mailing: 7842 se grant st.
portland, or 97215
Email: gina@experiencedmaterials.com
Chapter: at large
Member Type: regular - category 6

Strategic Financial Solutions
Howell Hughes
Mailing: 15621 sw Bowmen ct.
sherwood, or 97140
Email: halhughes@verizon.net
Chapters: sunset, willamette
Member Type: associate

Nationwide Freight Logisitcs LLC
Stacy Hollinghurst
Mailing: 2594 east Barnett rd., ste. e
Medford, or 97504
Phone: 541-734-5610
Fax: 503-405-7207
Email: stacy@nfltrucking.com
Web: www.nfltrucking.com
Chapters: at large, central oregon, 
clackamas, christmas tree, emerald empire, 
greenhouse, Mt. hood, retail, sunset, 
willamette
Member Type: associate

Molecat LLC
Cheryl Reitenbaugh
Physical: 11243 s Beutel rd.
oregon city, or 97045
Mailing: po Box 982
oregon city, or 97045
Phone: 503-656-7768
Fax: 503-650-4832
Email: cheryl@molecat.com
Chapter: clackamas
Member Type: associate

Maplewood Nursery
Stewart Wilson
Mailing: 311 Maplewood lane
roseburg, or 97470
Phone: 541-672-4151
Fax: 541-672-0699
Email: maplewoodnursery@douglasfast.net
Chapters: emerald empire
Member Type: regular - category 6

Moss Adams LLP
Linda Apling
Mailing: 975 oak st., ste. 500
eugene, or 97401
Phone: 541-686-1040
Fax: 541-686-9673
Email: eugene@mossadams.com
Web: www.mossadams.com
Chapters: emerald empire 
Member Type: associate

The nursery sells its liners most-
ly to other growers in the Pacific 
Northwest, while selling its canned 
and B&B plants to retailers in the 
Midwest and the East, as well as some 
re-wholesalers.

“Our field grown stock is 
planted as a 1 gallon plant and is 
then watered using a drip system,” 
Pohlschneider stated on his Web site. 
“We feel this keeps the majority of 
the feeding roots within the plant ball 
for shipping, helping make transplant-
ing more successful.”

The drip system not only reduces 
water waste, but allows the nursery to 
fertigate the plants. The nursery’s cul-
tural methods combine with Oregon’s 
climate and long growing season to 
produce the best plants in the shortest 
amount of time.

“Our mild climate favors the 
plants,” Pohlschneider said. “We can 
get two pushes out of our maples.”

At first blush, a down economy 
may not seem like the best time to 
grow a recently-established business. 
But just as winter dormancy charges 
trees up for vigorous springtime 
growth, a recession allows a nursery 
or any other business to consolidate 
its strengths and prepare for the 
return to prosperity.

“I think it’s a good time for us to 
look for opportunities,” Pohlschneider 
said. “It’s easy to be gloom and doom, 
but there are a lot of moves made in 
down times to make a business stron-
ger coming out of it.” 

▲  PoHlsCHNEIDER NURsERY

Pohlschneider Nursery ships most of its field-
grown stock to the Midwest and the East.

Continued from Page 42
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Specimen Trees

Specializing in Quaking Aspen
& Wind-Breaking Poplars.

2019 SW Park Lane
Culver, Oregon 97734

541-546-9081

www.mcpheetersturf.com

Flowering & Shade Trees
Specializing in Quaking Aspen

& Wind-Breaking Poplars.

much nicer one out of Woodburn (Ore.) 
than anywhere else. “Oregon has a nicer, 
fuller plant. A one gallon is probably 
twice the size of what I get from other 
states. The foliage is better, too.”

Graeser stressed the importance of 
costing the plant material by the unit, rath-
er than focusing on shipping costs alone. 

“I think some people overrate the 
costs of freight,” he said. “ Looking at the 
total package, I find better value from 
Oregon. If you compare apples to apples, 
your freight isn’t that big of a deal. I 
watch units pretty closely, and am able 
to work with growers from out there to 
make sure we get good value both early 
in the season and later, too.” 

According to Graeser, restocking with 
Oregon plant material can be more com-
plex due to travel distance. “You pay quite 
a bit more for racking and fast turnaround 
when you order on Monday and need it 
by Friday,” he said. But the West is getting 
a lot better at shipping. I can’t remember 
the last time I had a claim on damage 
from shipping from Oregon.”

Graeser made a point to tell us he’s 
impressed with Oregon material grown in 
the pot-in-pot system. “Great program,” 
he said. “Much easier to handle than the 
typical B&B material, and you get a big-
ger, nicer plant. There’s a noticeable dif-
ference. The top is fuller and nicer.”

“We’ve reached a point where we 
can’t increase prices on the plants, so we 
look for value. I look for people who are 
taking costs out of production, and giving 
me a better plant. I’ve noticed a much 
nicer total package coming out of the 
West Coast.”

Conclusion
After the tours, we got a glimpse 

of the full cycle of Oregon’s partici-
pation in Kentucky’s green industry. 
In addition to direct purchases from 
Oregon growers, both garden centers 
buy from at least one local grower 
who sources its liner material from – 
you guessed it – Oregon. 

From liners to specimens, Oregon 
really is the nursery state. 

▲  DEsTINATIoN: EVERYWHERE

Schurter
Nursery
503-932-8006 

B & B CONIFER

Arborvitae - Emerald green  
4'-5', 5'-6', 6'-7', 7'-8', 8-10'

Virescens 
4'-5', 5'-6', 6'-7', 7-8', 8-10'

Boxwood - 
various sizes & varieties

Arborvitae–Emerald green
Virescens
Boxwood

Japanese Maples
Otto Luyken
Skip Laurel 

Various sizes & Varieties
503-932-8006

DIGGER 
Marketplace

Small Investment.
Huge Impact.

Reach over 8,000 Digger 
subscribers with an ad in the 

Digger Marketplace.

Contact  csweet@oan.org
Chris Sweet 800-342-6401

866-868-1238
www.itsbooms.com

IRRIGATION SYSTEMS
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