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It’s a BIG Deal
Another growing season has begun, which 
means another set of Griffin Expos is in the 
history books. Griffin hosted two Grower & 
Retailer Expos this year: August 27-28 in 
West Springfield, Mass., and September 16-
17 in Lancaster, Penn.

The Expos are an annual staple for Griffin 
customers, dating back to 1981. The shows 
serve to kick off the booking season with a 
broad range of Expo-only promotions and 
specials representing each of Griffin’s three 
divisions: hard goods, green goods and retail 
supplies.

Building on the success of 2013, each of this 
year’s shows was extended to two full days. 
The extra time proved valuable for attendees 
— there was so much to see, hear and do!

Expo attendees have come to expect big 
things from the shows: big selection, big sav-
ings and big new products, all of which were 
in great supply. More than 150 exhibitors 
were on hand to display new and top-selling 
products, answer questions and, of course, 
take orders — often with a significant dis-
count given for booking at the Expos. 

Attendees at the Penn. Expo were welcomed 
not only to a bigger show, but a new venue! 
The show was held at the Lancaster County 
Convention Center, a larger space that of-
fered many improvements for customers and 
exhibitors alike.

Big ideas were also flowing via the Expos’ 

lineup of educational sessions. Griffin put 
together a strong program, with a dynamic 
lineup of speakers covering an array of topics 
to educate and enlighten.

Renowned researcher and writer Dr.  
Allan Armitage delivered an inspiring keynote 
address on Day 1, sharing his perspective 
on the state of the green industry — who 
we are, where we’ve come from and where 
we’re headed. Dr. Armitage is an incom-
parable storyteller; his session drew many 
knowing nods, along with several laughs, 
from the audience.

John Kennedy, an internationally known 
consultant with more than 20 years of lawn 
& garden experience, headlined Day 2 with 
his session titled, “The Great Game of Busi-
ness.” His seminar showed growers and 
retailers how they can boost staff morale and 
engagement — while also increasing sales 
and decreasing expenses.

Griffin’s in-house experts were on hand to 
share their knowledge as well. Jeanne Svob, 
seed business manager for SHS Griffin, 
shared highlights from the 2014-15 class of 
new plant varieties. GGSPro manager Rick 
Yates closed out the educational sessions 
with his talk on pest control, which qualified 
for pesticide recertification credit.

Sincere thanks to all who participated in the 
2014 Griffin Expos! We’re grateful that you 
could join us and we look forward to seeing 
you again next year.
 

By Tracey Gorrell, Marketing Communications Lead

2014 Griffin Expos in Review:



By Beth Engle, SHS Griffin Assistant Product Business Manager

Exposing herbaceous perennials to cold temperatures, also known 
as vernalization, can yield a range of effects. The spectrum of 
responses to vernalization varies depending on genus, species and 
even variety: from plants that won’t flower without it, to those that 
have no problem flowering without being vernalized (Campanula 
carpatica ‘Blue Clips’). Some plants are affected not so much in a 
yes-or-no response of flowering, but rather that vernalization de-
creases the time to flower, compared to those plants not vernalized 
(Rudbeckia ‘Goldsturm’). 

Research has shown that some plants need to have a certain 
number of leaves (maturity vs. juvenility) to even perceive the cold 
for flowering. On top of this, evidence suggests that some plants 
are affected by not just vernalization alone, but a correlated mix of 
cold and day length. It can be very confusing for growers, especially 
considering the diversity needed for a good perennial product mix! 
Thankfully, SHS Griffin and many of our young-plant suppliers offer 
great resources to help you determine whether it’s beneficial to buy 
in vernalized liners, or if you can get away with non-vernalized plants, 
and when to book some of each for your sales windows.

Over the past 15-20 years, perennial breeders have placed much 
emphasis on developing varieties that are first-year flowering without 
the need for vernalization; many of the new varieties of Gaillardia and 
Lavandula are perfect examples. But remember: Vernalization may 
only be part of the equation. These plants may still require long-day 
conditions to flower. 

First, consider whether you want to sell flowering perennials or plants 
not in color. If you’re producing plants that don’t need to be in flower 
for sales, especially in smaller containers, then you may be able to 
get away with planting in winter/early spring. You may not really need 
vernalized liners. For flowering perennials in small pots, you might 
consider plants that the young-plant producer has already vernalized 
for you. This may induce flowering in the plant, while not having to 
worry so much about growing in to fill a large container. 

Generally, perennials for flowering spring sales fall into two cat-
egories: those that you should plant late summer/fall, and those 
planted in winter/spring. Depending on where your production 
is located in the country, those planted in the summer/fall may 
naturally vernalize as part of your production cycle. Summer/fall 
planting also has the benefit of giving the plants time to ‘bulk up’ 
and fill out their pots in preparation for spring flowering.

Perennials that typically flower early in the year benefit from a 
fall planting, for example many of the perennial Iberis. If you’re 
growing in larger containers (one gallon and up), you may want to 
plant in the second half of the year just to ensure they’re of size 
in spring. Some examples of herbaceous perennials that I would 
recommend for fall planting would be most varieties of Aquilegia, 
Dianthus and Phlox subulata. Achillea, when grown under the 
shorter day lengths of fall, will really bulk up and have the potential 
to produce more flowers in the spring and summer of the following year. 

Vernalized liners, depending on which young plant supplier you’re 
ordering from, usually begin to become available in December or 
January – subject to when the cold weather starts in their area. 
Most young plant suppliers are not vernalizing in coolers, but 
letting Mother Nature do the vernalizing for them, so they too are 
at the mercy of the weather, and may or may not guarantee their 
liners are vernalized. Larger vernalized liners generally allow you 
the option to plant in late winter/early spring and both fill your pot 
and have product in color.

While my space here is limited to discuss these topics in depth 
and make recommendations, I highly recommend the book 
Perennial Solutions by Paul Pilon. It’s a wonderful reference guide 
for perennial production, capturing both Paul’s own research 
on perennials, as well as the research conducted by myself and 
others at Michigan State University and other perennial research 
programs across the country. Of course, your SHS Griffin sales 
representative and the GGSPro technical service team are also 
valuable resources for perennial production advice. Good growing!

To cool or not to cool? 
That is the question...

Desert Eve Terracotta achillea

Barbarini Red dianthus Amazing Grace phlox Sunrita Scarlet Halo gaillardia Snow Cone iberis3



Trends to watch  
and tips to f ind your niche

Be Known for Something!

One topic I’ve heard a lot lately, in conversations and elsewhere, is 
the perceived lack of diversity in the foods we eat, the flowers we 
buy and the gadgets we use. It seems we all want the same thing 
– which can simplify production and create efficiencies, but it may 
not always be the right approach.

We’ve seen increased insect pressure on trees (emerald ash 
borer), crops and flowers which means, as a grower or retailer, one 
of the key messages that you can push is the diversity of plants 
you offer. As larger growers/retailers focus on a lean product offer-
ing, the ability to differentiate with an expanded product line will be 
beneficial – but you’ve got to be wise about it.

Make the Most of Color
Color is one of the key attributes that a consumer uses when 
selecting flowers – below is the color breakdown for Proven Win-
ners sales this past season. For years, Proven Winners has been 
surveying customers on their favorite flower colors and it’s great to 
see the industry’s choices coming in-line with consumer preferenc-
es. At one time, red flowers were the top choice for the industry. 
Be sure to note the popularity of bicolor flowers.

You’ll notice that our national combination for 2015 – Bahama 
Beach – includes purple, blue and a yellow/white bicolor, taking 
advantage of a huge segment of the top color preferences. 

Plants for a Purpose
As the economy continues to improve, there remains a segment 
of shoppers who are looking for a reason to “splurge” on plants 
– and this doesn’t mean they’re looking for a sale. Often, they’re 
looking for a solution provider or an idea to spark a new planting. 
This past winter was brutal for many, and many tender shrubs 
and perennials were lost, as well as trees. As people begin doing 
more outdoor patios and decks, we have to let them know of 
the benefits of containers/planters. Rather than focusing on the 
price and container size of your offerings, provide them with a 
reason or idea for buying. Consider signage which coveys these 
thoughts:

•  Finish Your Patio Off with a Beautiful Planter
•  Let’s Create a Sanctuary for Butterflies
•  All Decks Need Planters – We Can Help
•  Lost a Boxwood? We Know What to Plant.

I like what our friends at Spring Meadow Nursery have done with 
their containers-made-easy program. With the trend of outdoor 
living spaces, and the shrinking yard sizes, container garden-
ing continues to increase in popularity and function. Container 

Purple Total 20%

Pink Total 20%

White Total 18%

Bicolor Total 12%

Yellow Total 10%

Blue Total 9%

Red Total 7%

Orange Total 4%

By Marshall Dirks, Director of Marketing & Public Relations, Proven Winners

Bahama Beach  
2015 National Combo

"Understanding  
what is driving  
the consumer's 
purchasing 
decisions is 
critical to 
gaining and 
maintaining  
sales."
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and tips to f ind your niche

gardens are no longer relegated to annuals, but shrubs are joining the 
party as mono-plantings, too. Spring Meadow is encouraging garden 
centers to sell 10% of their shrubs in decorative containers meant to 
last only a season or two. Not only is this a low commitment in terms 
of time and energy, but also very functional for the novice gardener 
who is just looking to decorate with plants. 

Practice What We Preach
It’s strange to observe that, during the recession, some growing and 
retail operations have chosen NOT to plant their own properties. We 
need to not only plant, but show different ideas for combining plant-
ings with architectural/structural elements and be strategic about 
those plantings. As our friend Judy Sharpton has noted, a 50-foot bed 
of Supertunia Vista Bubblegum is more valuable than any TV ad!

I just love what Garden State Growers in New Jersey has done with 
these oversized baskets on this beautiful post. I wonder how many 
requests they get for “that pink petunia” or questions like, “Can you 
build that for me?”

Accountability – It’s Important
Apple, Domino’s and even Budweiser have joined the age of account-
ability. Customers want to know more about the products they buy, 
how they were created and where they came from. Buying local is 
NOT a fad, but rather a trend towards stewardship and sustainability. 

People are more interested in knowing they are purchasing something 
locally grown/manufactured than if the plant is in a 3.5” container or a 
6” container. Understanding what is driving the consumer’s purchas-
ing decisions is critical to gaining and maintaining sales in all segments 
of the industry. At Proven Winners, our top selling point-of-purchase 
(P.O.P.) materials (besides those involving color groupings), is signage 
promoting “locally grown.” Claim it and sign it!  

What are You Going to Do?
What is your business known for? Diversity? Roots in the local com-
munity? An amazing garden? Incredible staff? Whatever it is or isn’t, 
your customers need to know. Spend some time asking those in your 
community what they think about your business – you may be sur-
prised by what they say. Once you’ve got a solid idea of what people 
think of your business and you are in agreement, find ways to promote 
that even more. 

Petunia display at Garden State Growers
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Is it time to exhale 
from this past 2014 
selling season? You 
may think so, but 
don’t get too com-
fortable just yet. 
While it was great to 
see a better weather 
pattern that finally 
allowed us to see a 
decent spring and 

summer season, there are assessments 
that should be made right now to correct 
long overdue improvements to your garden 
center. Improving the shopping experi-
ence for your customers should always 
be a priority in your store planning every 
year. Taking a good assessment of the 
store’s operation and an honest mainte-
nance review should include many cus-
tomer amenities. The following are just 
some questions that you may want to ask 
in your store assessment.

Store flow: Was traffic flow congested in 
main aisles, walkways and register zones? 
Can modifications be made to expand 
these areas to help movement? Are there 
blind spots which prohibit good visuals 
for staff? Are entrances and exits clearly 
defined by signs? Now is a great time to 
alter some of these fixtures and tables, and 
reconsider spacing needs for store flow 
before the next selling season. It is a time 
when product is sold down and soon to be 
replaced with seasonal merchandise for fall 
and winter holidays. 

Fixture conditions: Are your metal or 
wood gondolas in need of repair? Should 
they be replaced or repainted? Is there a 

need to reduce the size or length of gondolas 
to allow better movement of customers? Is 
your pegboard or slat board holding up or in 
need of replacement? Our team represents 
many fixture and plant table companies.  We 
can quote any of your needs for your store, 
nursery, or greenhouse. Now is a great time 
to consider “flood bench” tables instead of 
hand watering your geraniums and you can 
save on your labor cost. Is it time for drip irri-
gation for your hanging baskets, as well? You 
may get your return on investment sooner 
than you think!

Fabrics: What is the condition of your nurs-
ery’s groundcover fabric? Does it need more 
pins or tacking? Should you replace by order-
ing materials now? Is it time for shade cloth 
replacement inside greenhouse or outside in 
the nursery? Does the percentage of shade 
still apply to what plants you are protecting? 
Where might you need additional shade for 
your customers/plants? Would you consider 
upgrading to “covered shopping” by install-
ing a new shade structure? Do you need a 
construction quote from our Griffin team on 
fabric needs?

Point of Sale: Are retails and inventory cor-
rect for the next selling season? UPC mainte-
nance is an ongoing procedure, but are there 
products that are not registering correctly in 
your system? Can we (Garden Market) help 
with omissions and corrections before your 
new spring product arrives? 

Carts: What is the condition of your carts 
and wagons? Is it time to upgrade from wag-
ons to expanded holding power of two-tier 
carts?  Do you have enough in numbers to 
support your clientele? Can we offer a quote 
on adding 6-12 more to your store? There is 
an advantage to a yearly purchase of carts 

By John Johnston, Retail Education Manager

and most pay dividends within the first year 
of use by your customers.

Signs: Are they still relevant to your store’s 
message? Are they in good condition and 
supported properly? Would you consider 
upgrading or changing your communication 
methods/signage? Are your signs depicting 
entrance, exit, parking and store hours avail-
able and relevant? Our marketing team offers 
customized banners and core board options 
at great prices. Your images or ours! Contact 
us for free quotes on your specific needs.

Lights: Are your lights working properly 
and efficiently? Is there a need to upgrade 
to cost-saving bulbs like LED or CFL types? 
(Note: Soon incandescent bulbs will be 
unavailable and maybe a change at this time 
is recommended.) You may want to investi-
gate whether your utility company is offering 
energy credits or reduced cost upgrades to 
convert your existing lights to newer stan-
dards.

Cleanliness: What is the condition of the 
floors? Are there walls, doors and trim that 
could use painting or touch up? Can your 
displays be shopped by your customers 
without obstructions being in the way? What 
does it look like behind the registers? Is there 
a mess that customers shouldn’t see?

These questions shouldn’t wait until the end 
of the year. Review. Plan. Execute. Our Griffin 
team has many great buys well suited to your 
store's needs. Remember the slogan…Fall is 
for planting? My hope is that I planted some 
seeds for you to consider some important 
store changes. 

The Griffin team stands Altogether. Better. 
to assist your business in many ways.  
Good selling!

Store  
Review, Plan and Execute

Maintenance: 
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Peters Professional S.T.E.M. has been the horticulture industry’s standard 
micronutrient supplement for more than 50 years. Now, Everris is introduc-
ing a new, improved version that’s even easier for growers to use—Peters 
Professional Liquid S.T.E.M.
 
“Growers can sometimes overlook the importance of micronutrients like iron 
and manganese,” says Fred Hulme, technical services director for Ever-
ris. “However, many common crop nutrient deficiency symptoms are due 
to shortages of these neglected elements. We developed our new Liquid 
S.T.E.M. product to make it more convenient for growers to provide micronu-
trients in the right amounts and at the right times for optimal crop quality and 
value.”
 
Peters Professional Liquid S.T.E.M. provides the same high-quality, micro-
nutrients as its predecessor, but copper, iron, manganese and zinc are now 
in soluble and available chelated forms and the entire product is in a handy, 
ready-to-mix, liquid formulation. As a “C” (Customizing) component, it can 
be used with all Peters Professional formulations. In fact, Liquid S.T.E.M. is 
compatible with most fertilizers, making it a simple, effective way to improve 
almost any plant nutrition program.

Liquid S.T.E.M. is effective as a drench or a foliar spray, and growers can 
apply it as a continuous feed or use it as a “rescue treatment” for stressed 
plants suffering from micronutrient deficiencies. Because it’s already in liquid 
form, Liquid S.T.E.M. goes easily from the jug to the tank in one step with no 
solubility issues.
 
“At Everris, we’re constantly looking for ways to help growers improve the 
efficiency and profitability of their operations,” Hulme added. “Peters Profes-
sional Liquid S.T.E.M. demonstrates our ongoing commitment to developing 
new products that are driven by innovation and inspired by nature.”
 
To learn more about Peters Professional Liquid S.T.E.M., contact your Griffin 
sales representative.

 
 
 
Provides Micronutrients In Convenient 
And Cost-Effective Liquid Form

New Peters® ProfessioNal  
liquid s.t.e.m.™™ From EvErris®  
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About a year 
ago, GGSPro 
initiated work 
on a Bee Safety 
project. Our 
goal was simple: 
to provide grow-
ers with the 
tools and infor-
mation needed 
to make wise 

pesticide choices and demonstrate 
good stewardship. Our initial work 
focused on developing an easy-to-use 
system indicating products that should 
be given special attention with respect 
to bee toxicity and identifying best 
practices to recommend to growers. 
The GGSPro Bee Safety Codes were 
born from this effort. The Codes quickly 
and clearly indicate toxicity risk and 
exposure routes, identifying chemicals 
with special application concerns. 

We understood bee safety to be an 
important issue and recognized that 
our industry had a role to play. We also 
expected the growing public interest to 
impact our industry. However, we could 
not have predicted what was to come. 
The issue of bee health has exploded 
in both traditional and social media out-
lets, and has become a dominant news 
story. Science-based experts agree 
that a complicated interaction of factors 
impact bee health. These experts also 
agree that pesticide exposure is not 
the most important factor driving the 
worrisome decline in bee health. Within 
the media, however, the focus quickly 
turned to pesticide use, specifically the 
role of neonicotinoids in bee health. 

Essentially, the public debate has landed 
well ahead of the science and tends to 
ignore other important factors, including par-
asites (such as Varroa mites, tracheal mites 
and phorid flies), diseases (such as Nosema 
and assorted viruses), loss of suitable forage 
and other hive management issues (such 
as long-distance transport and hive nutri-
tion). The end result has been a reactive 
ripple across our industry, reaching from 
retailers to regulators. Necessary attention 
has been given to strategies to meet con-
sumer demand, including the decision by 
some retailers and garden centers to avoid 
neonic use. Also, significant effort has been 
focused on influencing the legislative and 
regulatory communities. The growers find 
themselves in the middle of the controversy 
with surprisingly little practical guidance from 
the most vocal parties.

Most discussions regarding bee health and 
pesticide use follow the same pattern. First, 
the economic and environmental impor-
tance of both managed and native bees are 
explained. Without a doubt, pollinators are 
critically important to both our food supply 
and ecosystem health. The data speaks for 
itself on this matter: Bees pollinate more 
than 130 food crops, contribute to over $15 
billion in annual crop value and impact 33% 
of the food we eat. Pollinators, including 
bees, also impact ecosystem function at 
the most basic level, playing a critical role in 
reproduction of most flowering plants and, 
therefore, have a profound impact on the 
foundation of the food web. 

Next, changes in pollinator populations 
are identified and theories are presented 
to explain the decreases. In a nutshell: 
Managed hive counts have decreased over 

recent decades in the U.S. due to changing 
demographics, managed colony losses in 
the U.S. appear to be higher than average 
in recent years and native bee populations 
have been negatively impacted by human 
activity. For underlying causes, it’s under-
stood that habitat loss and loss of forage 
have direct impact on both managed and 
native bee populations. It is also recognized 
that some pesticides present a toxicity risk 
to bees and these pesticides must be used 
judiciously and wisely. Real-world experienc-
es are shared, many questions are posed, 
many opinions are offered and much dis-
cussion occurs. Nearly always absent from 
these conversations: clear, easy-to-under-
stand action plans for growers wishing to 
simply do the right thing while they continue 
producing quality crops for their customers. 
GGSPro has been actively discussing bee-
friendly pesticide use for nearly a year. We 
continue to watch both the mainstream 
media and the scientific literature for new 
information. We research this information, 
evaluate it and adjust our recommendations 
as needed. Based on our current under-
standing of the science and social factors 
at play, we are recommending the following 
bee-friendly practices:

1.  Avoid use of pesticide sprays on  
outdoor crops while bees are in flight  
in and near crops. 
Restricting applications of all foliar pesti-
cide applications on blooming plants to 
early morning or as dusk approaches in the 
evening greatly reduces direct exposure to 
bees and demonstrates an awareness and 
respect for bee health. When weather con-
ditions allow, restricting treatments to times 
when the temperature is below 50˚F also 

By Tami Van Gaal, GGSPro Technical Specialist

& Protecting Bees:
Protecting Crops

Recommended Actions Cover Both Bases 
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reduces the chances of direct contact with 
bees. These practices are also consistent 
with existing protocols to reduce the chanc-
es of phytotoxicity for most pesticides. 

2.  Avoid use of pesticides with higher 
toxicity risk in landscapes. 
Unless required for control of highly nox-
ious pests or to protect human health, we 
strongly discourage landscape-based use of 
products presenting a moderate or greater 
risk of residual toxicity to bees (Orange and 
Red Bee Codes with exposure codes 2 or 
3). We also strongly discourage landscape-
based use of products with direct toxicity 
risk during times when bees are active, gen-
erally from sunrise to early evening (Orange 
and Red Bee Codes with exposure codes 
1 or 3). Note that native bees tend to be 
ground dwelling, so applications to the soil 
may impact bees. Always avoid pesticide 
application to flowering weeds.

3.  Use systemic products with higher 
toxicity risk in a manner that limits 
potential exposure to bees. 
Systemic products move into plant tissue, 
and the more water-soluble products may 
move into pollen and nectar. The degree of 
exposure via pollen and nectar is not well 
understood. For this reason, we recommend 
that application of systemic products with 
Orange or Red Bee Codes be timed so that 
the exposure risk period will be exhausted 
prior to bees having access to flower-
ing plants. Water solubility varies greatly 
by product, so generalizations should be 
avoided. GGSPro can help you understand 
the relative water solubility of systemic prod-
ucts with Orange and Red Bee Codes and 
help you plan bee-friendly drench and spray 
applications. 

Note: When drenches are applied properly 
and early in production, we do not expect 
chemicals to migrate from the potting media 
into surrounding garden soil or potting 
media in planters. Chemistry will have either 
been taken up by the plant or will be tightly 
bound to the media and unavailable to 
neighboring plants.

4.  Select products with no or limited 
residual exposure risk for application to 
maturing and open flowers that may be 
visited by bees.  
To avoid a residual exposure risk, the use 
of products with moderate to high residual 
toxicity (Orange and Red Bee Codes with 
exposure codes 2 or 3) should be avoided 
on open flowers and buds in outdoor pro-
duction or on crops that will soon be out-
side. While specific data regarding the risk 
periods are not published, GGSPro can rec-
ommend bee-friendly application timelines 
and provide application strategies to greatly 
reduce exposure risk. 

5.  Implement strong IPM practices  
for early and effective control. 
Early scouting and quick, effective treatment 
reduces pesticide use by preventing popu-
lation explosions and come-from-behind 
treatments. Several biological control agents 
(BCAs) provide strong control of insect and 
mite pests, and can greatly reduce reliance 
on chemical use. Employ these strategies 
when appropriate. 

6.  Employ practices to reduce drift. 
Calibrate your equipment and use appropri-
ate nozzles. 

7.  Provide a 48-hour notification of 
intent to spray to neighboring beekeepers.

8.  Recognize the position of retailers 
and support their business choices. 
Retailers stay in business by providing the 
products their customers want. If you are 
asked to avoid products with residual toxic-
ity to bees, respect this request. Contact 
GGSPro for assistance in selecting alternate 
products. 

9.  Use refined marketing strategies  
and leave your options open. 
If you choose to promote your bee-friendly 
policies, we encourage you to promote your 
commitment in a positive manner and avoid 
highlighting a single class of chemicals, 
such as the neonicotinoids. Remember that 
neonics differ in their systemic behavior 
and residual toxicity: not all neonics present 
the same bee hazards. For example, acet-
amiprid (TriStar) does not present a sys-
temic or residual toxicity risk. Also, remem-
ber that neonics are very important tools for 
control of some noxious pests and can be 
used in a manner safe for bees. Avoid feed-
ing the frenzy and demonizing an important 
chemical class. Do promote wise use of all 
chemicals that present a hazard to bees. 

10.  Support AmericanHort and their 
efforts to position our industry in a 
more positive light. 
AmericanHort and SAF are working to 
develop a voluntary bee-friendly stewardship 
program with a national marketing cam-
paign. These organizations are also work-
ing to support sound, scientific research to 
answer the questions most important to our 
industry. Your support of this effort, both 
by adoption and promotion of the pending 
stewardship program and through immedi-
ate financial support, will help our industry 
and your business. Make a donation to sup-
port this work at http://americanhort.org/. 

The concerns about bee health are 
legitimate and deserve great attention. By 
employing some simple strategies, we can 
continue to produce high-quality crops while 
promoting strong stewardship and demon-
strating our concern for the long-term health 
of pollinators through action. 



When it comes to silicon, greenhouse growers may 
not know what they’re missing. Research shows 
that this simple but powerful element gives plants a 
considerable edge: Plants grown in silicon-enriched 
soilless growing mixes develop stronger stems, 
improved root mass and increased disease resis-
tance, among other benefits.
 
Twenty years of research supports the value of 
silicon in plant growing. Sun Gro Horticulture’s 
research dates back to the 1990s, when the 
company initially developed and patented silicon-
enriched mixes. Interest was renewed in 2005, 
when new research at Oklahoma State University 
showed the value of silicon in greenhouse crop 
production. More recently, in 2012, the Association 
of American Plant Food Control Officials (AAPFCO) 
designated silicon a beneficial substance for grow-
ing plants. These efforts have paved the way for 
silicon-enriched mixes to enter the professional 
horticultural market. 

As elements go, silicon is as common as dirt. It’s 
the second most abundant element in the Earth’s 
crust and one of the most common components of 
natural soils. But not all types of silicon work. Some 
forms are accessible for plants to take up and use, 
while other forms are inaccessible. Native, mineral-
rich soils contain accessible forms of silicon, but 
what about soilless growing mixes?
 
Silicon isn’t significantly present in soilless mix. 
Common organic potting soil components like 
peat, coir and compost, are mineral-poor. And 
even though some mixes contain components like 
sand, perlite and vermiculite, the silicon in these 
minerals are in forms that are unavailable to plants. 
And research confirms it: Studies show that the sili-
con content in plants grown in soilless mix is lower 
compared to the same plants grown in native soils.

Sun Gro has responded to these findings by 
enriching many of their popular professional brand 
mixes with Resilience™, their name for patented, 
silicon-enriched mixes. These include select Metro-
Mix®, Fafard® and Sunshine® brands that are 
already well-known among growers nationwide.
 
Resilience-enriched growing mixes have the power 
to improve horticultural plants in a one-step, eco-
nomical, organic way—giving potted plants, packs, 
flats, hanging baskets and container-grown plants 
an edge. Resilience provides structural reinforce-
ment to make plants tougher and more robust, 
which helps them cope better with environmental 
stresses. Stronger stems mean plants are more 
durable and wind resistant. According to university 
research, silicon-fortified foliage helps plants resist 
certain foliar diseases and pests, as well as drought 
stress. 

Attentive growers will likely see more compact 
plants requiring fewer plant growth regulator (PGR) 
applications. In turn, more compact plants mean 
more “cart-friendly” plants able to fit more densely 
per square foot area.

Resilience-enriched growing mixes offer grow-
ers and consumers big benefits — plants with 
improved stem diameter and better form, improved 
root growth and longer dry-down times — saving 
growers time, money and worry, while providing 
consumers with better plants for their homes and 
gardens.
 
The research surrounding silicon-enriched grow-
ing mixes is ongoing and the benefits continue to 
become increasingly clear. Silicon can and should 
become an integral part of any professional grow-
ing production plan to allow plants to grow more 
naturally resilient in any growing environment. 

For more info, contact your Griffin sales rep. 

©2014 Sun Gro Horticulture Canada Ltd. All Rights Reserved. TM 
Resilience and Organic Strength are trademarks of Sun Gro Horticulture 
Canada Ltd. ®Fafard, Sunshine, Metro-Mix and Sun Gro are registered 
trademarks of Sun Gro Horticulture Canada Ltd.

Sun Gro Resilience™ Leverages Benefits of Silicon-Enriched Mixes
From High Tech to High Tunnels:  

Better rooting with Resilience.  Left geranium is grown  
without Resilience, right geranium grown with Resilience.  

Increased shelf life with Resilience.  On the left, salvia is grown 
without Resilience. On the right, salvia grown in Resilience mix 
shows delayed wilt with increased shelf life.

Increased stem diameter with Resilience making a stronger plant. 
Top stem grown with it, bottom is grown without.
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Several new insecti-
cides and miticides 
are either in the last 
stages of the registra-
tion process or are 
already offered for sale 
by Griffin. State regis-
trations occur faster in 
some states than oth-
ers, so ask our cus-
tomer service team or 

GGSPro to check on the status in your state. 
Each new product brings unique properties 
to help growers control pests. Perhaps the 
best news of all is that they offer new modes 
of action (MOAs) that, if used in proper rota-
tion, will reduce resistance pressure on many 
important greenhouse and nursery pests. 
GGSPro is ready to help you build rotations 
that reduce the risk of resistance. Key attri-
butes of each new product will be shared 
below, but it is the applicator’s responsibility 
to read and follow the entire pesticide label.

Sultan SC from BASF Spider mites are 
legendary for their ability to build resistance to 
miticides. Sultan’s active ingredient, cyflume-
tofen, represents a brand new MOA (group 25) 
for ornamentals in greenhouses, landscapes, 
interiorscapes and nurseries. Foliar sprays of 
Sultan effectively control two-spotted spider 
mites, spruce spider mites and European 
red mites. The soluble concentrate formula-
tion provides residual contact activity against 
all life stages for up to four weeks, but does 
not provide translaminar or systemic activity. 
Quick knockdown stops mite feeding fast, as 
soon as 12 hours after the application. Plant 
and bloom safety has been excellent through-
out the trials. Fogging applications are under 
study, and early results have been excellent. 
Sultan has demonstrated good safety for bees 
and many biological control agents, including 
the key mite predators Phytoseiulus persimilis 
and Amblyseius andersonii. Resistance man-
agement label requirements limit applications 
to no more than two per crop, made at least 
14 days apart. This important restriction will 
help to preserve the effectiveness of Sultan for 
many years to come. The label prohibits most 
tank mixes. Sultan is rainfast after 1 hour and 
has a 12-hour REI. The addition of a high-
quality surfactant, such as CapSil, will improve 
performance. The Griffin item number for the 
16-oz. container is 70-3045. Sultan SC is in 
stock and available for sale in many states.

Rycar SC from SePRO This product has 
an MOA that is classified as unknown (UN) 
by IRAC, but the manufacturer refers to it as 
an Insect Behavior Modifier (IBM). Affected 
insects stop feeding soon after treatment 
but may take several days to die and fall 

off the plants. Pyrifluquinazon is the active 
ingredient. It works primarily through both 
contact and ingestion and provides trans-
laminar activity. Rycar is currently labeled for 
use on greenhouse ornamentals only. Foliar 
sprays are effective against important insect 
pests for up to 21 days, including aphids, 
chilli thrips, leafhoppers and whiteflies (B and 
Q biotype). Rycar may be applied through 
high- or low-volume fogging equipment but 
not by smoke or aerosol generators. The label 
has a limited number of approved crops but a 
supplemental (2ee) label adds several more. 
SePRO indicates that Rycar is safe on many 
important biological control agents including 
several predator mites, Aphidoletes, Encarsia 
and Orius. Pollinator safety is also reported to 
be good. Resistance management require-
ments on the label call for a maximum of two 
applications per crop, at least 10 days apart. 
The addition of a high-quality surfactant, such 
as CapSil, will improve performance. Rycar 
has a 12-hour REI and is in stock and available 
for sale in most states. The Griffin item number 
for the 8-oz. container is #70-2900.

XXPire WG from Dow In XXPire, two 
active ingredients with different MOAs team 
up to control 39 labeled insect pests and 
provide suppression of spider mites. XXPire is 
applied as a foliar spray to greenhouse, non-
residential landscape and nursery ornamentals 
to provide a quick knockdown and two weeks 
of residual control for most pests and up to 
four weeks for aphids. Most insects stop 
feeding or die within 12 hours after treatment. 
Translaminar action redistributes XXPire within 
treated leaves and xylem movement helps 
transport it upward to protect new foliage. 
Important controlled pests include chewing 
and sap-feeding insects such as aphids, cater-
pillars, mealybugs, scale, thrips and whiteflies.  
About the dual active ingredients:

Sulfoxaflor (MOA 4C) - is not a neonicotinoid 
(MOA 4A), but they are in the same sub-
group. Although rotations with neonicotinoids 
are permissible, from a resistance manage-
ment standpoint it is best to avoid this use pattern. 

Spinetoran (MOA 5) - shared mode of action 
with Conserve. Rotation with other MOAs will 
be important to avoid resistance.

The label calls for no more than six applications 
per year of XXPire in greenhouses. In addition, 
there needs to be at least 14 days between 
applications and no more than two consecu-
tive applications before rotating to alternate 
MOAs. In the nursery, the yearly limit is four 
applications with a maximum of one applica-
tion to plants in bloom. Plant and bloom safety 
is outstanding. Over 300 species of plants 
were tested at rates up to four times label rate 

with no reported damage. This product does 
present a bee hazard, but only for about 3 
hours after the application. With careful atten-
tion to avoid application when pollinators are 
active in the crop, XXPire can be safely used 
on outdoor-blooming crops. Consult GGSPro 
for tips on maximizing pollinator safety for this 
and all products. Biological control agents for 
the most part need the 3-hour set back to 
avoid damage as well. XXPire leaves no vis-
ible residue, has virtually no odor and requires 
a short, 12-hour REI. The addition of a high 
quality surfactant, such as CapSil, will improve 
performance. XXPire will be for sale in most 
states during September in 16-oz. packages. 
Griffin item is # 70-9700.

Mainspring SC from Syngenta The active 
ingredient, cyantraniliprole, represents a brand 
new mode of action (MOA 28) for green-
houses and interiorscapes for broad-spectrum 
insect control on ornamentals. Mainspring is 
a muscle paralyzer, causing a rapid end to 
feeding followed by death within a few days. 
Foliar sprays exhibit strong translaminar move-
ment and drenches add upward systemic 
movement into new foliage. The label includes 
instructions for applications through ebb and 
flood irrigation systems. Many important pests 
are controlled, including, but not limited to the 
following: aphids, caterpillars, lacebugs, thrips 
and the B and Q biotype Bemesia whiteflies. 
Drench or media broadcast spray treatments 
add white grub control. Foliar spray intervals 
are 7-14 days. Drenches (in containers only) 
are long lasting. Avoid leaching for 7 days 
after drench applications. Mainspring is rain 
fast when dry. Foliar sprays benefit from the 
addition of a high-quality surfactant such as 
CapSil. Trials indicate excellent plant safety. 
Mainspring is classified by EPA as a reduced-
risk pesticide, requires no signal word, and 
has just a 4-hour REI. Mainspring is labeled 
for greenhouse and interiorscape applica-
tions only. Although the product is toxic to 
bees, when used according to the label it will 
have no impact on bee health. It is important 
to know that bees will not be harmed after 
treated plants are placed outside, once the 
spray residue is dry. Safety with biological 
control agents is still under study but predator 
mites, lacewings and Orius should prove to be 
compatible. Mainspring is not yet available for 
sale, but it will be offered in a 16-oz. container.

New Insecticides & Miticides

Aphid colony on  
calibrachoa

Heavy whitefly infestation  
on poinsettia

By Rick Yates, GGSPro Technical Services Manager
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P.O. Box 36, Tewksbury, MA 01876-0036  
 

on these great products!
Special Savings 

Item # Description Regular Price
74-2124  Strip-It Hvy Duty Acid Cleaner 2.5 Gallon $153.30
74-2125  Strip-It Hvy Duty Acid Cleaner 5 Gallon 243.97
74-21230  Strip-It Hvy Duty Acid Cleaner 30 Gallon 1,252.03
74-21101 Kleengrow Greenhouse Wash 1 Gallon 67.68
74-21151 Kleengrow Greenhouse Wash 5 Gallon 280.35
74-21301 Kleengrow Greenhouse Wash 30 Gallon 1,500.13

10% Off
Pace 49 Greenhouse Cleaners and Disinfectants

Promo Code: GG414

Order by December 15, 2014, to receive the discounts. 
Call Customer Service to order: 800.659.4346

15% Off
Item # Description Regular Price
80200053 Ames Jackson 6CF Heavy Duty  

Wheelbarrow with Poly Tray
$72.32 

 

15% Off
Item # Description Regular Price

80200026  Ames 24” Greensweeper Rake $6.69

Strip-It is a powerful combination of cleaning and wetting agents 
that effectively remove whitewash coatings, algae, dirt, calcium 
and other hard water deposits. Once plants are removed, Strip-it 
can also be used to safely remove deposits from irrigation systems 
when used according to label directions. KleenGrow is a mild qua-
ternary ammonium chloride greenhouse wash that is different than 
the other “quats” on the market. It is longer lasting and safer on 
plant material. KleenGrow is an essential component of any green-
house sanitation program and should be applied after cleaning with 
Strip-It to ensure best results.




