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Pinch-Waist Glass Hummingbird Feeder
One of the nation’s best sellers!
Features four feeding ports, a four-way perch, a built-in 
bee guard, and an 8-oz. nectar capacity. Use the included 
hanger to hang it from a branch or hook.

Item #  80190052

Special Price:   $7.54
Regular Price:   $9.17

Antique Bottle Glass Hummingbird Feeder
Holds 10 ounces of nectar and features a clear glass 
bottle with brushed copper accents. In addition, the 
feeder features four decorative flower feeding ports 
surrounding its base.

Item #  80191179  

Special Price:   $11.75
Regular Price:   $14.23

Order by April 20, 2014, to receive the discounts. 
Call Customer Service to order:  800.724.4343

Instant Nectar Concentrate
This convenient, easy-to-use instant hummingbird 
feeder mix makes sweet nectar that will bring  
hummingbirds back again and again!

Item #  80190046    

Special Price:   $1.30
Regular Price:   $1.57

Cover Photo
Garden mums Gigi Snow, Gigi Yellow 

and Gigi Dark Pink from  
Syngenta Flowers

All articles and material featured in this 
Gazette cannot be duplicated without 
written permission.  Copyright © 2014 
by Griffin Greenhouse Supplies.

Griffin 2014 Expo Dates

MA Expo - August 27-28, 2014
Eastern States Expo Center
West Springfield, MA 

PA Expo - September 16-17, 2014
New Location 
Lancaster County Convention Center
Lancaster, PA  
 



products

Visit GGSPro.com or Call 888-GGSPRO-1

Now available! The GGSPro Technical 

Reference Guide serves as a go-to 

resource for both experienced and 

novice growers. Written by Griffin’s 

GGSPro technical team, the Reference 

Guide focuses on identifying problems 

and providing solutions. Topics were 

selected based on the thousands of 

technical inquires that the GGSPro 

team fields each year including: 

insects, diseases, weeds, biological 

control agents, plant growth regula-

tors and crop nutrition. The Reference 

Guide is full of color pictures, detailed 

product information as well as easy-

to-use charts and tables.  

At 160+ pages, the new Reference 

Guide is nearly 50 percent larger than 

the previous edition!  This includes an 

entirely new section on crop nutrition 

and fertilizers that addresses water 

quality, water and media testing, 

troubleshooting tips and remedies. 

Numerous charts provide easy-to-

follow guidance for mixing and using 

fertilizers. 

The GGSPro Technical Reference 

Guide has heavy-duty, water-resistant 

pages allowing growers to keep it 

where it's needed the most. 

 

Answers to your most frequently 

asked questions are available at your 

fingertips. Order your copy today!

Reference Guide
Technical

Technical Reference Guide - 3rd Edition
Over 160 pages of detailed technical information with charts and photos.

Item #  98-401 Price  $139.00 + S & H
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Achieving 100 years in business is a huge accomplishment for any company but perhaps 
even more so in our industry, where change is constant and consolidation is widespread. 
This year marks the centennial of George Didden Greenhouses of Hatfield, Penn., a longtime 
Griffin customer.

Didden’s is a fourth-generation family business, owned and operated by the Ruch family. 
Founded by George Didden and his wife, Laura, the operation came from humble begin-
nings. A century later, Didden’s is thriving with 200,000 square feet of greenhouse space, 
and roughly three acres of production area — more than 20 times their starting capacity.

What’s the secret to a century of success? We checked in with General Manager Ken Ruch, 
as he reflected on Didden’s longevity, his hopes for the future and advice for young growers. 

It starts with the right people
“My great-grandfather started this business with an entrepreneurial spirit that carries through 
to today,” Ken said.

The right mix of people and perseverance continues to serve Didden’s well. “Each genera-
tion of leadership has been willing to sacrifice and work hard to move Didden’s forward.” 
Ken explained. “We’ve also had some wonderful, dedicated staff over the years. With the 
help of the Lord, we’ve worked hard to grow top-quality plants and deliver them with excep-
tional personal service.”

The Didden’s team expects high value from their vendors as well. “Griffin has been our main 
supplier over the years and has supported our growth,” Ken said, “through presenting new 
and innovative hard goods, new plant varieties, and valuable consulting on our pest- and 
disease-control programs.” Their relationship with Griffin dates back more than 80 years, to 
the beginning of E.C. Geiger, which was acquired by Griffin in 2002.

Never stop innovating
Innovation has been critical to Didden’s staying power; their business focus has evolved 
with each generation. Starting with cut flowers and holiday plants a century ago, Didden’s 
then moved into a wholesale-only model and developed their own strains of several popular 
crops including cineraria and verbena.

Third-generation leadership saw the industry moving away from individual potted plants, and 
led Didden’s to become an early adopter of pack production. In the 1990s, Didden’s razed 
their glass greenhouses, replacing them with a modern gutter-connected structure to posi-
tion the business for continued growth. Today, Didden’s is an industry leader serving IGCs 
and landscapers.

“As the market has changed,” Ken summarized, “we’ve had to change with it.”

Diversification can be a valuable component. “Each product has a life span; after a time, it 
will become a commodity and making a reasonable profit will become difficult,” Ken rea-
soned. Didden’s has found success by supplementing their core offer with elements bor-

By Tracey Gorrell, Marketing Communications Lead

Celebrating a Century:
GeorGe DiDDen Greenhouses

Photo: 1941 Didden Greenhouses

George Didden circa 1920
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rowed from other markets including vegetables, succulents and flowering bulbs.

Though the future may bring different challenges, Ken predicts that innovation will maintain 
its importance. “Change is normal, so continue to look at what you can do to set yourself 
apart,” he advised.

As each generation becomes further removed from our farming roots, the industry must 
work harder to promote the value and health benefits of gardening. “The challenge for the 
next generation of growers is to make our products relevant to the next generation of con-
sumers,” he said.

Take the long view
Ken cautions current and future growers to resist the “race to the bottom,” where green-
houses give in to price pressure, even in the face of rising operating costs. Slashing prices 
not only cuts into profitability, he says, but often comes with compromises in quality which 
hurt the industry as a whole.

“If consumers are buying half-dead plants that don’t grow well, they’ll think they have a 
black thumb and the industry will have lost a customer for the long term,” Ken reasoned. 
“Our concern is that every gardener is successful, no matter where they buy their plants. 
When consumers are successful, the industry has won a new gardener and that benefits all 
of us.”

Didden’s has chosen to take the high road, focusing on quality with an eye for long-term 
growth over short-term sales. “We’ve chosen to look at our product as a value-added prod-
uct; we don’t even attempt to be the cheapest on the block,” Ken said. “It isn’t only about 
the latest transaction, but a relationship we want to build with our customers. When our IGC 
and landscaper partners are successful, we’re successful.”

Tread lightly for the future
Stewardship is a high priority for Didden’s, a value the team applies in several ways. From 
resource consumption to the running of their business, their commitment can be seen in 
many of their decisions and actions.

“We believe we’re stewards of our business,” Ken explained. “We’re not just here to suck 
out as much money as we can, but to care for and grow the company in a way that contin-
ues to be healthy and strong for the next generation.”

With regard to their operation, Didden’s works to continually upgrade their facilities and 
develop their staff to best position the company for the future. The Ruch family also works 
to develop their leadership team, building management skills and business acumen as fifth-
generation family members join the business.

“Transitions between generational ownership can be especially tricky,” Ken stated. “Such 
transitions are often stumbling blocks to business continuity. My brothers and I have been 
intentional in looking at this.”

The Didden’s team also applies their stewardship responsibilities to the environment. “We’re 
always looking for ways to conserve and have as light a touch as possible on the environ-
ment,” Ken said.

To this end, Didden’s uses a variety of recycled and recyclable inputs, including jumbo mar-
ket packs made from recycled newspaper. They reuse water whenever possible and com-
post extraneous plant material. The business also utilizes an integrated pest management 
(IPM) program that pairs beneficial biologicals with chemistry that is relatively low-impact on 
the environment.

While green initiatives have become trendy in recent years, the Didden’s team has long 
been ecologically minded. “It’s funny how the earth-friendly products have come back into 
vogue,” Ken laughed. “We have always done these things!”

You get what you give
Philanthropy is another important part of Didden’s culture, both in their community and 
beyond. The business supports their local community in a number of ways, sponsoring 
sports teams and community gardens, and donating plant material to several non-profit 
groups in their area. The staff also lends a hand beyond their backyard when the need 
arises, contributing to efforts like Hurricane Katrina recovery.

“We believe giving back should be a priority in our lives,” Ken explained. “We have been 
blessed and we want to be a blessing to others.”

New Product from BioSafe Systems, 
Introducing OxiPhos!

BioSafe Systems is excited to introduce 
OxiPhos, a systemic and contact broad-
spectrum bactericide/fungicide. The 
phosphorous acid and activated peroxide 
combination provides growers with an 
effective and environmentally responsible 
solution for disease pathogens. Oxi-
Phos’ combination chemistry works both 
systemically and on contact to control 
and destroy plant diseases like Downy 
Mildew, Phytophthora, Pythium and bac-
terial blights, all of which may cause root 
rots and blights. This dual mode of action 
is unique in that it facilitates the active 
ingredients to have a broader effect on 
target organisms. 

A 2013 study conducted by Michigan 
State University tested the efficacy of 
OxiPhos in controlling Downy Mildew on 
impatiens. Results showed that OxiPhos 
reduced Leaves with Sporulation by 70% 
and reduced Leaf Area with Sporulation 
by 50%. 

Labeled for horticultural applications 
in greenhouses and nurseries, as well 
as on commercial turf and landscapes, 
OxiPhos can be applied throughout 
the growing season on a wide variety 
of ornamental and bedding crops. Rob 
Larose, CEO of BioSafe Systems said, 
“OxiPhos takes disease control to a 
whole new level by providing a one-two 
punch against many plant diseases.” 

OxiPhos is available in 2.5, 5.0, 30, 55, 
and 275 gallons.

Call Customer Service to order:  
800.659.4346

Greenhouses
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Why don’t garden centers stock more hard goods or retail products? 
A common response is that there’s “not enough space” in the store. 
At first glance, this might appear to be true. But, let’s take a closer 
look: Hidden possibilities and techniques can help you capture more 
sales without breaking ground for a major expansion of your retail space.

We sometimes become so busy or consumed with managing that it’s 
easy to overlook even basic sales opportunities. Every national retailer 
is vigilant to improve sales throughout the year. Some even bring in 
merchandising teams and regional managers to tour stores, with a 
critical eye toward helping the retailer improve and gain a consistent 

edge in growing sales. With multi-store operations, consistency is what they strive for. Why 
would our industry be any different? Are we looking to constantly improve our displays? Are 
we analyzing both indoor and outdoor displays? Do we have an achievable plan to drive 
sales and profits? Some fixes are easy and don’t cost a cent in capital-improvement monies.

One simple adjustment you can make is to the dreaded “dead-air” space on store shelves. 
This occurs when we stock product across a shelf without regard to product height. As a 
guide, the space between top of product and next shelf above should be enough to insert 
three fingers together. This allows the consumer to grab the product without asking for 
assistance (or a crow bar).

Retail has changed the way we shop, including supermarkets. What supermarket features 
shelves all set at the same height throughout the store? All of them provide staggered shelf 
sets to define products, maximize holding power and allow consumer eyes to scan without 
fatigue. How else could they pull off a 48-60 foot gondola run? The most common areas we 
can maximize space are chemicals, fertilizers, grass seed, pond products, pots and sau-
cers, birding, and houseplant items. By moving product to shelf space that’s a bit tighter, 
we can possibly gain one or two more shelves to display upon. This could equate to an 
extra two to 24 facings of product per four-foot section!

Some other factors to consider when changing up your shelving: Keep heavy products on 
lower shelves, high-profit items within the “hot” zone (30-48” from floor and larger sizes 
to the right (because we are predominately right-handed). Also think about grouping your 
products in categories “by need.”

Much has been written about accessories and their placement in retail trade magazines. 
Keep an eye out for “retail fracture,” which is caused by having the primary product too far 
away from the accessory (or tie-in) products. This is very common in our industry; green-
houses and nurseries often have their hard goods far, far away from their plant material. 
Many stores position checkouts or outdoor registers ahead of where these extras become 
visible to customers.

These “hidden” sales opportunities can be brought forward by either cross-merchandising 
at the point of decision or by providing a sales sign to make the recommendation within 
the store. Many retailers through the years have experienced a sales gain of ten times the 
product volume by cross-merchandising at the point of decision versus the same item sold 
indoors. To prevent “shop worn” or UV-faded product, create a brightly colored display box 
or crate and stack vertically. You may also consider topping the crate with hard acrylic or 
plastic to keep water out.

Another opportunity exists in maintaining display quantities at the point of decision. You 
can’t sell from an empty bench, and customers won’t buy from one or two items on the 
shelf if they might think those items are part of the display and not for sale.

One final suggestion is to walk the return path FROM your plant yard or greenhouse. Once 
inside the store, can the consumer see your end caps, perimeter walls and category  
signage? If not, you may want to turn these towards that doorway or return entrance to 
entice your customer into the store for add-on sales. When you have lots to offer and want 
more sales, seeing is believing for your customers!

Good selling!

By John Johnston, Retail Education Manager

Get More Sales from the Space You Own

Display  Analytics -
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Although spring has barely sprung, it’s already time to firm up your summer production plans. 
Whatever you’re thinking for the fall, winter and early-spring sales seasons–annuals, perenni-
als, garden mums or pot crops–SHS Griffin is your source for liners, URCs, plugs and/or seed. 
Read on for tips to enhance your offer for 2014 and even early 2015.

Make Fall Mum-Believable
Syngenta Flowers-Yoder Mums has long been a market leader in garden mums. Eight new 
garden mums join their lineup for 2014. Susan Coral Pink is an all-new addition to the Yoder 
assortment, featuring large spider-shaped flowers. This richly colored variety is the first of its 
kind among garden mums! Susan Coral Pink is a breeding breakthrough that’s sure to capti-
vate consumers.

Other highlights include Makayla Yellow, Makenna Orange and Makenzie White. These stunning 
standalone varieties time well together for the early season extender window.

For more details on these and Syngenta’s other new mum varieties (including pot mums!), con-
tact your SHS Griffin sales representative. As an agent for Syngenta Flowers-Yoder Mums, our 
team offers unparalleled knowledge and experience with these varieties.

Capitalize with Cool-Season Annuals
Broaden your fall-planting offer with cold-tolerant annuals. Pansies, violas, ornamental kale, 
dianthus, osteospermum, snapdragons and ornamental grasses add color and texture to mixed 
containers. They’ll also freshen up tired flower beds with color that will last through a light frost.

With a little bit of protection in colder zones, pansies, violas and dianthus will reappear when 
the snow melts, delighting the home gardener with soul-revitalizing early spring color! Our favor-
ites include Colossus pansy for the biggest fall flowers and Delta pansy for the broadest color 
range. The Delta series includes several fabulous mixes that you can pair with Scrumptious 
Blends point-of-purchase (POP) materials to further entice shoppers. Trailing pansies like 
WonderFall and Cool Wave are stunning in baskets and beds. Endurio viola has a mounding, 
spreading habit and flowers in short days, extending color late into the fall and jumping back to 
life in very early spring.

Arrow snapdragon has the extra height needed for long-day snap production and looks great 
finished in bulb pans and pots. Delight your customers with something unexpected: Try the 
new Candy Showers trailing snapdragon series in baskets, bowls or combinations.

Diabunda dianthus is another terrific choice for fall sales! This annualized D. barbatus series fin-
ishes quickly, producing an abundance of flower clusters for irresistible packs and 4” pots.

All of these outstanding fall crops are available in seed or plugs. Book now with your SHS Griffin 
sales representative or Customer Care representative to take advantage of the best availability. 

Eye-Popping Perennials for Early Spring
Looking to add some jewel tones to your early spring color program? Consider these eye-
popping options: The Axcent aubrieta series offers a range of reds, blues and purples, with 
enough shades to make the Easter Bunny happy. The Alpino and Touran saxifraga series offer 
ruby reds, pinks and whites for the early spring palette. Both saxifraga series not only have the 
colors to put a gleam in the eyes of your customers but also have great pot fill, so consumers 
know they’re buying quality. Alpino and Touran create mats of color that are hard to beat, and 
hard to miss!

Not to be out-shown, now is also the time to book the diamond white of Snow Cone and Snow 
Surfer iberis. Snow Cone offers some of the largest flowers in this class, on a compact plant. 
Snow Surfer is a bit larger plant, with a plentitude of clean, bright flowers. 

The aubrieta, saxifraga and iberis mentioned above are available exclusively through SHS Griffin 
as URCs, and through many young-plant growers as liners. They do require vernalization, so in 
the North it’s best to have them potted by late August/early September. Growers in the South 
will want to have these crops potted by late September/early October. 

Your SHS Griffin sales representative is a valuable resource in program planning, with sugges-
tions that range from tried-and-true to off-the-beaten-path. To explore these ideas and more, 
count on our team. 

Chill Out!
New Varieties and New Ideas for Cool-Season Sales

Snapdragon Candy Showers Red

Saxifraga Alpino Pink and Alpino White

Iberis Snow Cone

By Jeanne Svob, Seed Business 
Manager; Dennis Meisch, Assistant 
Product Business Manager; and 
Beth Engle, Assistant Product 
Business Manager

Top Photo:  Garden mum Makenna Orange
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Ratios & Recipes
Injector Basics:

Growers rely on injectors to deliver nutrients 
and chemicals in the concentration intended. 
Fortunately, today’s injectors provide many 
years of reliable service with a small amount 
of maintenance. You wouldn’t think of skip-
ping injector maintenance, but have you 
considered periodic staff training, too? As 
wonderful as injectors are, they only do what 
we tell them to do. A slight miscalculation 
can mean a large over- or under-application 
of product, which can have rapid or elusively 

slow negative effects on crops and budgets. With the busy season 
at hand, it’s worth taking a few minutes to review injector use and 
stock tank preparation with your team.

Understanding Injector Settings
First, ensure that all staff members using injectors understand the 
basics of setting the injector and what the numbers mean. The most 
important thing to understand is that the numbers printed on the 
stem of the injector represent injection ratios, not ppm of solution 
delivered (see pictures below). An injector set at 1:100 injects one 
part stock solution into 100 parts water, resulting in a 1% solution. 
An injector set at 1:200 injects one part stock into 200 parts water, 
creating a more dilute solution from the same stock solution. Injector 
settings can be shown as percent or ratios. The table below lists 
injector percent and comparable ratio. 

Injectors are most commonly set at 1:100, or 1%, simply because 
most product use rates are provided in terms of 100 gallons. 
Therefore, use of a one-gallon stock solution containing the amount 
defined per 100 gallons will generate a final solution of the correct 
concentration. For nearly all non-fertilizer applications, using the 

1:100 setting will greatly simplify calculations and reduce errors. 
When applying fertilizers, altering the injection ratio on the fly allows 
application for variable fertilizer rates to different crops without the 
need to prepare multiple stock solutions. Still, most growers set their 
injectors to 1:100 and seldom change the setting. 

Calculating Stock Tank Recipes
Understanding the injection ratio leaves just one more step to get 
the right concentration of product applied to the crop: creating the 
stock solution. For products with rates defined per 100 gallons, 
such as acid, chemigation-labeled fungicides and chemigation- 
labeled plant growth regulators, stock solutions are simply calcu-
lated by multiplying the per 100 gallon amount by the volume (in 
gallons) of the stock needed. For example:

Product rate for a fungicide drench application is 2.5 oz/100 gal. 
500 gallons of solution is needed, and the injector is set at 1:100. 
How much product is needed?

1. Divide the total gallons desired by the injection ratio: 500/100 =   
 5 gallons stock needed
2. Multiply the value from Step 1 by the rate: 5 x 2.5 = 12.5   
 ounces of product required
3. Prepare a 5-gallon stock solution containing 12.5 oz of fungicide  
 and apply through the injector set at 1:100. 

Calculations for fertilizer stock tanks require just a few more steps 
and a little understanding of fertilizer basics. Fertilizer rates, such as 
200 ppm, generally refer to the concentration of nitrogen supplied, 
so calculations are based on the first number in the N-P-K formula-
tion. Knowing the injector setting and % N in the fertilizer will allow 
for calculation of a stock tank recipe. It is important to remember 
that stock recipes are not interchangeable between fertilizer formula-
tions with different N values. 

Ounces of fertilizer to be added per gallon of stock for listed 
injector settings to provide 100 ppm N.

The table above lists amounts of fertilizer to be added to a stock 
tank to generate a 100 ppm solution under various injector set-
tings for fertilizers with 19 and 20% N. Note that the values differ for 
formulations with 19% N compared to 20% N. A full table, listing 
values for formulations with N of 5-35% is available on the GGSPro 
Fertilizer Poster (see ggspro.com for more information). Product 
specific information is often printed on fertilizer packaging. Using this 
information, a fertilizer stock recipe can be calculated. For example:

A five-gallon stock tank will be used to apply 200 ppm N of 20-10-
20 with an injection ratio of 1:100. How much fertilizer should go 
into the stock tank?

1.  The 20-10-20 formulation is composed of 20% N. Referring to the  
 table, see the row for %N=20; the value for 1:100 injection is 6.8.
2.   Adjust for the desired 200 ppm rate, dividing the desired rate by  
 100: 200/100=2
3.   Multiply the value from Step 1 by the value from Step 2: 6.8 x 2   
 = 13.6 oz fertilizer
4.   Multiple the value from Step 3 by the volume of the stock tank:   
 13.6 x 5 = 68 oz fertilizer
5.   Add 68 oz (4.25 lb) of 20-10-20 fertilizer per five-gallon stock tank  
 and inject at 1:100 to apply 200 ppm N.

A little staff training can go a long way toward preventing an injection 
error. An informed team is one that can spot and correct problems, 
making for a more successful season.

Contact GGSPro for recommendations for fertilizer and injector 
selection to fit your operation’s needs. 

Percent N 1:100 1:128 1:200
19 7.1 9.1 14.2

20 6.8 8.6 13.5

Image Caption: Injector settings indicate injector ratio (L) 
or percent (R). 

Injector Percent Injector Ratio
2.0% 1:50
1.0% 1:100
0.78% 1:128
0.5% 1:200

Comparable injector settings

By Tami Van Gaal, GGSPro Technical Specialist
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Recommended families for combinations:

Ursula garden mum family Sunny Ursula (Yellow), Fancy Ursula Orange, Ursula Lavender, Jazzy 
Ursula Coral

Jacqueline garden mum family Yellow Improved, Orange Fusion, Pink Improved, Peach Fusion (Coral), 
Pearl (White)

Chelsey garden mum family Yellow, Pink, White (skip the Coral for combos) 
Note: Chelsey and Danielle families can be used together!

Danielle garden mum family Red, Purple 
Note: Chelsey and Danielle families can be used together!

Gigi garden mum family Yellow, Gold, Orange, Dark Pink, Coral, Snow (White)

Stacy garden mum family Dazzling Stacy Orange and Stacy Pink

Wanda garden mum family Lavender, Purple, Red (wine)

Cheryl garden mum family Sparkling Cheryl Yellow, Golden Cheryl, Spicy Cheryl Orange, Jolly 
Cheryl Red, Cheryl Pink, Regal Cheryl Purple, Frosty Cheryl (White)

Emma garden mum family Orange Bicolor, Coral Bicolor

As consumer and retail interest is increasing for garden mum combination containers, more growers are 
asking how they can produce them. There are two key principles to making a good garden mum combina-
tion. By following these simple steps, production of high-quality combinations is easy and repeatable.
The first key is to use varieties that match in terms of flowering response, plant habit and plant vigor. While 
there are some instances where individual varieties can be combined well, the easiest way to match differ-
ent colors is to build combinations within a family. Because families are color sports of an original variety, 
they are easily matched for flower timing, plant shape and finished plant size. By using families, the colors 
match up for blackcloth and natural-season crops and work every year, regardless of weather conditions.

Look for families that already work in your current single-color container programs or families that meet 
the flower timing and vigor needed for your new color-combination program. With minimal exception, 
be confident that any combination within a family will finish well together. (As an example, Chelsey Coral 
garden mum is a bit slower than the rest of the Chelsey family and, therefore, not recommended.) We have 
two families that can be combined to broaden your color options: The Chelsey and the Danielle garden 
mum families work well together as both single-color and multi-color pots in blackcloth and natural-season 
programs. This is a great way to make a red and white combination!

The second key is the same for any multi-cutting container, no matter single color or multi-color. After all, 
when using families for combos, the planting and growing is just like a multi-cutting single-color container. 
We have found for many years that planting cuttings closer together in the center of the pot will help to 
reduce splitting of the finished container. The reason for this is the cuttings planted close together learn to 
grow with each other at an early stage of development. The plants will be less prone to separating when 
they flower. The Gigi and Cheryl families are more likely to weave together while growing, which results in a 
blended look while the other families will grow as more individual bands or blocks of color.

A good guideline for cutting spacing is 1 to 3 inches apart. For growers who start with unrooted cuttings, this 
allows for the cuttings to be stuck in the same cell for propagation and then transplant one multi-cutting liner 
into the final container. For other growers who start with rooted cuttings or find it easier to mix the cuttings 
at transplant rather than at stick, cuttings are planted in the center of the pot with the root balls touching or 
slightly spaced. Both techniques can be successful. The best option for you will depend on how many cut-
tings are needed for the pot and your preferences for space and labor. 

Overall, garden mum combinations are a simple way to create something different with little change to your 
current growing practices, and have the potential for a higher selling price. Syngenta Flowers, Inc., garden 
mum families allow all growers to be successful from the start with a new combination program. 

All photos are the property of Syngenta unless otherwise noted. ©2014 Syngenta. Some or all of the varieties listed herein may be protected under one or more of 
the follow: Plant Variety Protection, United States Plant Patents, Utility Patents, and/or Plant Breeders’ Rights and may not be propagated or reproduced without 
authorization. All trademarks displayed or otherwise used herein are trademarks of a Syngenta Group Company. 

By Mark Smith, Technical Service Representative, Syngenta Flowers

Simple Secrets
to Mum-Believable Combination Containers2 

Stacy Combo

Ursula Combo

Wanda Combo
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Many growers entered the spring 2014 
season with swords drawn, anticipating 
another fight to the finish with western flower 
thrips (WFT). Rampaging thrips can leave 
scarred blooms, deformed leaves and spread 
tospoviruses in their wake. Not too many 
years ago, growers would occasionally dump 
an entire planting of impatiens due to a high 
level of infection with the thrips-transmitted 
viruses, TSWV and INSV.  At the time, a lack 
of effective pesticides combined with the 

huge host range of the thrips led to these two diseases threatening 
the economic health of our industry.
 
The tide turned when Conserve® received a greenhouse label and 
quickly proved to be just what the doctor ordered. Outstanding thrips 
control, excellent plant safety and a four-hour REI seemed almost 
too good to be true for growers weary from doing battle with thrips. 
Conserve’s long list of good qualities may have also proven to be its 
Achilles’ heel. Growers began to use it almost exclusively for thrips 
control, leading to a significant decline in its effectiveness. 

This article covers the insecticides currently showing good activity 
on WFTs, but please avoid the temptation to skip over the next few 
paragraphs to get there. Resistance management labeling and good 
pesticide stewardship dictate that we cannot simply hammer away 
with pesticides as our “silver bullet.” If pesticides are the beginning 
and end of our control efforts, then I predict we are setting ourselves 
up to revisit the troubles from the past. With respect to WFT, we still 
have a few arrows in our quiver. Before we let them fly, we need to 
take a holistic approach to WFT control. 
 
Scouting, exclusion, sanitation, rotating pesticides and biological 
control agents (BCAs) have been the battle cry of educators for a 
long time. Integrated pest management may not be new, but it re-
mains the framework on which effective pest control is built.
 
Examination and Exclusion | The centralization of young plant 
production, much of it off-shore, brings some challenges. Stock 
producers may have the same crops in production year-round. This 
makes executing a good pesticide rotation strategy more difficult, as 
many labels limit the application count per crop or per year. Addition-
ally, it's possible for even the most diligent young plant producers to 
have some level of pest pressure in their plugs and liners. Treating the 
same pest population for a long time makes resistance more likely. 
Therefore, prudence dictates that we never let our guard down when 
it comes to incoming plant material. 

Strive to create a separate growing area where incoming shipments 
can be segregated long enough to evaluate the plant material for 
insects, mites and diseases. Yellow sticky cards can be placed 
just above plant height as soon as the shipping boxes are opened. 
Educate yourself about incoming crops and draw on your past 
experiences to focus your scouting efforts. If you know the primary 
vulnerabilities of a crop, then you know what to watch. After expend-
ing time and money keeping your production areas clean, don’t just 

open the doors and turn new plant material loose until it has been 
evaluated and treated if needed.

Scouting | Examining incoming shipments is just the beginning of 
a good scouting program. Thrips reproduce so rapidly that detect-
ing a population early is imperative to make control effective and 
less costly. Early detection is important whether utilizing pesticides, 
BCAs or an integrated approach. We can debate which color of 
sticky card will best attract thrips, but the most important thing is to 
use the cards. Mount them close to the top of the crop canopy at a 
rate of one 3x5 card per 1,000 sq ft. Read and record the results on 
a regular basis. Plan to read and replace cards on a weekly basis. In 
the midst of a serious problem, you may choose to read the cards 
more often to evaluate the effectiveness of treatments being made. 
Sticky cards that have been in the greenhouse so long that there 
are no more sticky surfaces left are not being used correctly and do 
not provide useful information. Blue cards may be somewhat more 
attractive to WFTs, but the yellow cards still work well and attract a 
wide array of insects for monitoring. Growers utilizing BCAs know 
that yellow cards can also be useful in monitoring the populations 
of beneficial insects. Whether you hire a scout or train your own 
dedicated employee, the benefits of scouting far outweigh the as-
sociated expenses.
 
Cultural Practices | Thrips control requires a holistic approach that 
leads us to examine every aspect of our growing practices. Re-
search indicates that several insect and mite pests reproduce more 
rapidly on nitrogen rich tissue. Monitor crop nutrition to make sure 
fertilizer levels meet crop needs but are not excessive. Thrips repro-
duce more rapidly when pollen is readily available. Florel®, a PGR 
used to increase branching, can be used to time bloom of many 
crops, thereby reducing the amount of pollen available to thrips early 
in production. Early blooms rob plants of energy needed to make 
vegetative growth, contribute to Botrytis when they decay and kick 
thrips reproduction into overdrive. Use every tool at your disposal to 
reduce the number of thrips in our greenhouses.
 
Biological Control Agents | This article won’t hold all that needs 
to be said about the success being enjoyed using BCAs to control 
thrips. However, GGSPro assists growers to utilize BCAs whether it 
is a “pesticide first” program that adds nematodes to bolster thrips 
and fungus gnat control or a “BCA first” program that may include 
certain compatible pesticides in an integrated approach. GGSPro 
recently updated our BCA-compatible pesticide database and we 
look forward to helping interested growers utilize BCAs.

Pesticides | Thrips have a well-deserved reputation for developing 
resistance to pesticides. Practicing a sound rotation strategy is an 
important part of slowing the progression of pesticide resistance. 
The pesticide information in this article is believed to be correct but it 
is the applicator’s responsibility to read and follow all label instruc-
tions. Labels do change without notice. Not all of the products men-
tioned in this bulletin are registered in all states. Some pesticides are 

Thrips Control: Unleash the Arsenal
By Rick Yates, GGSPro Technical Services Manager

Image Captions: 
Top left: Heavy thrips feeding damage to verbena 
Top right: INSV infected lobelia baskets headed for disposal
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restricted use in some states or regions and not others. Contact 
GGSPro or your state’s Department of Agriculture to verify regis-
tration status. Pesticides other than those mentioned may be safe 
and effective.
 
GGSPro works closely with many growers regarding pest control 
programs. The resulting feedback provides valuable insight into 
which products are working well and how best to utilize them. The 
following products and application strategies are currently among 
the most successful for thrips control:

•  Pylon® | Foliar applications are typically made two times, seven 
days apart before rotating. Certain fruiting vegetables are on the 
label. A total release aerosol version is now available. Both formu-
lations are for greenhouse use only.

•  Avid® | Tank mixed with a neem-based insect growth regulator 
(IGR), such as Azatin®, AzaGuard® or Molt-X®, and applied as a 
foliar application is effective when applied 2 times 7 days apart.

•  Overture® | A slower acting insecticide, taking up to seven 
days to see significant reductions in adult thrips populations from 
a foliar application. Growers often use this product after faster act-
ing options have reduced the population. Greenhouse use only.

•  Kontos® | Drench applications show very good results, though 
they are slow to take full effect (up to three weeks). Several weeks 
of control have been noted. GGSPro has developed a drench-
ing calculator to accurately determine stock solution recipes and 
drench volumes. Foliar spray applications have given variable 
results and are not recommended for thrips control. Geraniums 
and dracaena are among crops damaged by Kontos.

•  Nematodes | Steinernema feltiae have been assisting growers 
to control the pupal stages of western flower thrips. GGSPro rec-
ommends applications to the media every 2-3 weeks to augment 
other control efforts. This approach adds excellent fungus gnat 
control at the same time.

•  Microbial Insecticides | BotaniGard® provides good results 
when applied frequently as foliar applications. Met52® EC is a 
newer product, so we have less experience with it. In addition 
to foliar applications, media treatments may control the pupal 
stage of thrips; more research is needed to confirm effectiveness 
of media applications.  Both BotaniGard and Met52 EC have 
certain edible crops on the label. Grandevo® PTO is based on a 
Chromobacterium and is showing good promise for thrips control. 
It is OMRI-listed and recently received approval to be used on 
many edible crops except in NY and CA.   

•  IGRs | Pedestal® has long been a part of thrips control 
programs, causing death at the point of molting. Enstar® AQ is 
also labeled for thrips, but we have very limited experience with it. 
IGRs are generally used in combination with adulticides or after a 
good knockdown has been achieved with other products.

•  Others | Certain neonicotinoid insecticides, such as Flagship®, 
Safari® and Tristar®, have shown effectiveness against thrips. 
This mode of action is already heavily used for a variety of other 
greenhouse pests, so GGSPro typically doesn't recommend them 
for thrips due to overuse concerns. For many years, Mesurol® 
was one of the more effective products for thrips control, but 
results have been more inconsistent in recent years. Mesurol is 
a restricted-use pesticide in all states. Aria® is a feeding blocker 
that is labeled for thrips suppression but will not provide an im-
mediate knock down.

Many factors must be considered when making pesticide 
decisions. While efficacy is very important, bee safety, impacts on 
biological control agents, plant and bloom safety, visible  
residue and other characteristics need to be considered. GGSPro 
is available to help you work through the decision-making process.

Decorative Products 
Where style and function meet.

Color Pots
Planters, Bowls & Baskets 
Sizes:  Full Assortment 
Colors: Clay & Mocha 

Call Customer Service to order:  800.659.4346

Ultra
Planters and Hanging Baskets  
Sizes:  11" HB and 11.5" Planters 
Colors: Brick & Vintage Indigo 
While supplies last

Centabella
Decorative Urns 
Sizes: 6.5" & 12.5" 
Colors: Pink Grapefruit,  
Green Banana  
& Apple Cinnamon 
While supplies last

See pg. 87 of the 2014  
Griffin catalog for more info

See pgs. 85 & 89 of the 2014  
Griffin catalog for more info
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P.O. Box 36, Tewksbury, MA 01876-0036  
 

Special Savings &Water-soluble 
Fertilizers

Injectors

Order by April 20, 2014, to receive the discounts. 
Call Customer Service to order:  800.659.4346

Order 20 Bags of Peters, Plantex or Jacks 
Water-Soluble Fertilizer and SAVE 10%

Special Price:   $379.00

Item #  33-2415   

Regular Price:   $406.05

Features  
• Water-powered, non-electric 
• Consistent fertilizer injection 
• Proportional: compensates for  
   changes in water flow and pressure

Special price on the 
14 GPM Dosatron Injector

Fertilizer Promo Code: WS14   |   Dosatron Promo Code: DI14


