
Cornell Multidirectional Sprayer
(continued from page 4)

FIGURE 4. Unit showing metal plate in position to block at 2 nozzles A
& B

FIGURE 5. Tungsten carbide plate

FIGURE 6. Metal type orifice plate. Orifice has worn and gpm delivered
has increased.

5. The usual orifice size for greenhouse spray nozzles
is 0.05 - 0.125 inches. The spray disc or cap num
bers represent the diameter of the orifice in %4's of
an inch so that:

Number 3 disc is %4" or 0.045 inch.
Number 10 disc is 1%4" or 0.156 inch.

6. If wettable powders leave an unsightly deposit on
the foliage, try an emulsifiable concentrate of the

same chemical—on a small scale first—this will
leave no visible residue.

7. Don't mix up more chemical than you actually need
to do the job.

A periodic check of the spraying equipment including
the pump and spray nozzles will insure you of getting
proper delivery of spray material. In spraying "too much
is just as bad as not enough."

Non-Pathogenic Fungi in the
Green House*

Les Nichols

Extension Plant Pathologist
Pennsylvania State University

"GROWERS OFTEN become alarmed when they see
large masses of fungi growing on the surface of seed flats,
on peat pots, or on the lower stems of snapdragons or
chrysanthemums growing under moist crowded condi
tions. Most of these fungi are non-pathogenic and will
cause little or no damage to the plants. Some of these non
pathogenic fungi are as follows:

Fungi growing on the surface of seed flats: When soil
is steamed in seed flats, most pathogenic and non-patho
genic fungi are killed. An unbalanced situation then ex
ists and heat resistant non-pathogenic fungi of the Pyron-
ema group often grow luxuriantly over the surface of the
soil. A thin, whitish, moldy growth first appears, and then
reproductive structures are formed which give the whole
area a bright orange or yellow color. These fungi are
harmless to the seedlings and usually disappear within a
few days. Other harmless fungi such as the bread molds
or Mucors also may grow over the surface of the soil of
seed flats.

Fungi groiving on the outside of peat pots: The surface of
peat pots seems to be an ideal medium on which the Pr-
ronema fungi will grow. A thick coating of these fungi
may be found growingon the outside of peat pots in moist
areas. They will not harm the plants growing in the pots.
Fungi growing on lower stems of snapdragons and chry
santhemums: Pure white lacy strands of a fungus often
are found growing on the lower leaves and stems of ma
ture snapdragon and chrysanthemum plants growing in
crowded moist conditions. This is Botryosporium fungus
and is harmless to the plants.

Slime molds: A low form of fungi known as the slime
molds may grow in the soil of pots or benches. When the
slime mold reproduces, it grows up from the soil onto the
lower stems and leaves of plants and a variety of gray to
black fruiting masses are formed. These masses may be
only one-eighth of an inch in diameter or they may be sev
eral inches long. The large black-colored masses are very
conspicuous but they do not harm the plant and usually
can be washed off with a stream of water from the hose.

*Reprinted from the Pennsylvania State Flower Growers Bulletin
170, April, 1965.
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Non-Pathogenic Fungi

(continued from page 5)

"Flying Fungi": Occasionally growers may find gummy
black balls slightly smaller than BB-shot (small buckshot)
appearing on leaves and stems of plants and even on the
surface of the pots. These structures apparently come
from nowhere. Actually, they are the fruiting bodies of
Sphaerobolus, a form of wood-attacking fungus found in
older wood-framed greenhouses or in newer houses where
bark or sawdust may be used. The fungus itself is found
on moist portions of wood and is rather inconspicuous.
When the fungus reproduces black spore cases are formed
which are forcefully ejected and may fly through the air
for up to 18 ft. where they may land on the plants and
pots. Hence, the apparent mysterious appearance of the
black balls. The spore cases are harmless to plants."

Review of Articles
The following information from "Regional Flower

News" of the Massachusetts Cooperative Extension Serv
ice may be worthy of trial by those growers interested in
producing "something different" in potted plants on a
year-round basis.

"New light has been shed on the flowering requirements
of fuchsias according to Roy M. Sachs and Charles S.
Bretz, U.C.L.A. scientists, who report that lighting fuchsia
plants for a period of 4 hours in the middle of the night
(10:00 p.m.-2:00 a.m.) results in normal flowering dur
ing the winter. Ten varieties were tested, three of the ever-
blooming type. The latter produced over twice the num
ber of flowers during the short day season when given
supplemental light. Flower production was obtained on
most plants when only 6-10 inches tall within 40-50 days
after beginning lighting. Greenhouse temperatures were
maintained at a minimum of 60°F.

"This technique of producing flowering fuchsia plants
on a year round basis may be commercially advantageous
for at least two main reasons.

1. Fuchsias in flower might be used to stimulate tradi
tional early spring sales. Plants normally are with
out flowers this time of year even though peak sales
occur during this period.

2. Flowering fuchsias may well compete favorably with
potted chrysanthemums and poinsettias for the mid

winter trade."

C.G.

Marketing Flowers
A report released last year by the U.S.D.A. offers much

valuable information for the florist. Marketing Flowers:
Credit and Financing Problems of Retail and Wholesale
Florists in Four Iowa Cities, by Jules V. Powell and Vic
tor G. Edman, while confirming some generally held
notions about flower marketing, provides some new in
sights on the subject of florist credit.

The amount of uncollectables among 46 retailers in the
study averaged only 0.9 percent of gross sales. In view

of most of the other "expenses of doing business," this
one does not seem to be overwhelming. But averages can
sometimes be deceiving. For example, one florist reported
uncollectables at 12.8 percent of gross sales, a rate high \
enough to jar any businessman into speedy and decisive >*L"^
action.

More important than simply the magnitude of uncol
lectables uncovered by this study, though, are the credit
practices followed by the florists. Retailers were grouped
according to their ratios of bad debts to gross sales. Low-
ratio operators ranged up to 0.3 percent, medium-ratio
florists up to 0.6 percent, and high-ratio retailers up to a
minimum of 12.8 percent.

The most significant difference in practices between
these three groups lay in the area of authority for grant
ing credit. The bestowing of credit by the low-loss florists
was mainly a function of management. On the other hand,
authority to give credit in the high-loss firms was often
delegated to staff members below the management level.

This fact points up a situation in the retail florist busi
ness that needs attention. It is likely that the florist can
reduce the level of his non-collectables over a period of
time by restricting the authority to OK credit sales.
Granted, such a move places more work back on the
shoulders of the owner-manager, and may even lead to
some temporary delays in the consummation of a sale.
However, the advantages to be realized in lower bad debt
losses and avoidance of unpleasant dealings with "no-
pay" customers weigh heavily in its favor.

Another practice which was shown to be related to the ^i
level of bad debts was the use of c.o.d. Proportionately
more low-loss than high-loss florists placed their slow ac
counts on a c.o.d. basis. This action, of course, was taken
only at such time as the account had been declared delin
quent. (The definition of delinquency varied among flor
ists but most retailers said that any unpaid bill became
delinquent 90 days after the purchase was made.) This
finding certainly emphasizes the usefulness of the c.o.d.
method of sales in keeping non-collectables down to a
reasonable level.

Interestingly enough, "get-tough" policies did not seem
to help in maintaining a low bad debt ratio. The turning
over of delinquent accounts to collection agencies and the
following of other forms of customer harrassment, in fact,
were done most by retailers in the medium and high-loss
shops. Neither were the exchanging of names of poor
credit risks among florists and the adding of a service
charge to delinquent accounts very effective in holding
bad debts to a minimum.

The U.S.D.A. study goes on to discuss several other as
pects of flower retailing and wholesaling but the most sig
nificant additional area is one that deals with sources and
types of financing. For these and other findings write for
a copy of, Marketing Flowers: Credit and Financing Prob
lems of Retail and Wholesale Florists in Four Iowa Cities,
Marketing Research Report No. 704, April 1965, by Pow- \
ell and Edman, ERS, USDA. >«J

Dana Goodrich


