
NEW YORK STATE

FLOWER
INDUSTRIES, INC.

_ NYSFI Annual
Meeting Held

Kasting Jr., Brookins Elected

The annual meeting of New York State Flower Indus
tries, Inc. was held on October 12 in conjunction with the
1970 NYSFI Convention in Syracuse. Mr. Herbert For-
bach, Jr., presided. In addition to the regular business,
officers and directors were elected and a proposition to
change the location of the principal office was considered.

1970 Elections

William L. Kasting, Jr., President of the William F.
Kasting Company, Inc., Wholesale Florists, Buffalo was
elected President of New York State Flower Industries
and John L. Brookins, President of Jerry Brookins, Inc.,
Orchard Park, was elected Vice-President, both for one-
year terms.

Also elected were three directors, each for three-year
terms. They were Alfred Celano, Sales Manager, Dauern-
heim, Inc., Wantagh; Clem Haines, Indiana Glass Com
pany, New York; and Fred Yamaguchi, Melville Green
houses, Melville.

Continuing in their capacity as two-year directors are:
Richard Chapin, Chapin Watermatics, Watertown; Car
men Cosentino, Cosentino Florist, Auburn; and T. Paul
Newman, West End Greenhouses, Olean. Continuing as
one-year directors are: Gisbert Auwaerter, Bayport
Flower Houses, Bayport; George Kobylarz, George's
Greenhouses, Newark Valley; and Don Vandenberg,
Liberty.

A vote of appreciation was extended by the member
ship to the retiring Officers and Board of Directors.

Principal Office Relocated
The principal office of New York StateFlower Growers,

Inc. was previously registered in the State of New York
as Orchard Park, Erie County. It was voted by the mem
bers of the new corporation, New York State Flower In
dustries, Inc., to change the principal office from Orchard
Park to Prattsburg, Steuben County, New York.

1971 NYSFI CONVENTION

SEPTEMBER 25-27, 1971

SYRACUSE, NEW YORK

Number 5, November 1970

Secretary, Charles Wilton, Prattsburg,

Steuben County* New York 14873

Participation and
Communication:

Highlights of Kasting's Address
I am grateful for the honor bestowed upon me this day

and would like to share a few thoughts with you about the
coming year and the success of this organization, the
New York State Flower Industries, Inc.

For the past few years, a committee has been working
and trying to establish a meaningful manner in which the
floriculture segment of New York State Flower Industries
could convene for the purpose of promoting, fostering and
encouraging the betterment of their industry within the
State of New York. As of July 1,1970, we are officially es
tablished as the New York State Flower Industries, Inc.
We are, of course, in our infancy but we do not intend to
remain there. Much energy has been expended on our be
half and much more is yet to come. We will be looking for
ward to building an organization that not only will stand
out among like organizations on a national level but cer
tainly will be a strong representative of all floriculture in
New York State.

In order to accomplish this, we must become active in
our participation—/ mean all of us—grower, wholesaler,
retailer and related suppliers. I'm preaching to all of you
here. What you and I know is we're already sold on the
benefits of such an organization or we wouldn't even be
here. Our job, therefore, is to promote this feeling in the
others of our industry who are not here today.

Wouldn't we want to have them share our feelings?
Wouldn't we want to be able to communicate with them
about the reasons for our feelings? About the necessity
of their participation? About the benefits to all con
cerned ?

Let's do that! Let's spend the next year communicat
ing—communicating between segments of the industries,
communicating with our competition, communicating
with our Board of Directors, communicating our needs,
wants, likes and dislikes. Let's use our newly formed or
ganization as the tool to accomplish that means.

Last month, I had the opportunity to serve as a mem
ber of a panel at the Florida Flower Growers Association,
Inc. Convention. In this capacity, I was expected to pro
vide outside help and experience tohelp solve some of their
industry problems. Believe me, the problems they have are

(continued onpage 5)
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Notes

for the

Retailer

Sequence of Bloom oi Perennials, Biennials,
And Bulbs Bulletin Available.

This bulletin, prepared for a home gardener, will help
him select those perennials and bulbous plants that provide
a continuous display of bloom from early spring until the
killing frosts in autumn. The list of perennials is limited
to those that are generally hardy in most sections of New
York State. An average height is given so that persons un
familiar with certain species will know whether the plants
are low-growing and belong in the foreground or are tall
and should be planted in the background. The flowering
period is based on average dates as observed for ten years
in central New York State. These dates may have to be
adjusted for other areas such as Long Island where the
season is generally earlier or the Adirondack area where
the season is later. Moreover, in any area early spring
flowering dates are approximate because much would de
pend on whether the season is an early or late one. The
sequence of bloom will, however, be the same in any part
of the State.

Probably no one garden would include all the species
listed. The smaller the garden, the more the choice must
be limited to plants with an extended period of bloom.
If you are a beginner, you may start with the seven so-
called "backbone plants" and have a continuous flower
display. These, in order of bloom, are: daffodils, tulips,
iris, peonies, delphinium, perennial phlox, and hardy
chrysanthemums. To these you may add others, as dic
tated by space and personal preference, as well as by time
and energy maintenance.

Consult the current list of Cornell Extension Bulletins,
Agriculture for additional material on annuals and other
plantsused in landscape planting.

Cornell Extension Bulletin 1190,Sequence of Bloom of
Perennials, Biennials and Bulbs is available from your
local Cooperative Extension Agent or Mailing Room,
Building #7, Cornell University Research Park, Ithaca,
New York 14850.

Flower Sales in 1969 Increased 7 Percent
Prof. Pfahl of The Pennsylvania State University re

cently reported that retail flower sales in1969 increased 7
percent over 1968 according to the latest governmental re
tail trade survey. This compares very favorably with all
retail store sales which increased only 4 percent. Did
your sales increase 7 percent?

Information on Dry Flower Arrangements Available
This fall you'll probably receive numerous requests for

information on the design and sources of dried materials
for dried flower arrangements. The principles used for de
signing arrangements with fresh flowers also apply for
dried materials. The Cornell 4-H Leaflet H-7-3i, Fresh
and Dry Flower Arrangements and written by E. F.
Schaufler is available from your Cooperative Extension
Agent or Mailing Room, Building #7, Cornell University
Research Park, Ithaca, New York 14850. It outlines very
well the definitions of the terms used in flower design, use
of color, selection of containers, holders for flowers, use
of the setting or background to compliment the design,
types of arrangements and suggestions for arranging. In
addition, procedures for drying flowers and foliage mate
rial are outlined. All retailers should write for a copy of
this bulletin and have it on file to help answer some of the
inquiries they receive. Single copies are available at no
charge to New York State residents; additional copies are
15 cents each.
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Editors Note: To list events in The Florist's Calendar,
send program title, dates, and location to
Editor, New York State Flower Industries
Bulletin, Department of Floriculture, Cor
nell University, Ithaca, N. Y. 14850.
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11

12

December

2

2

3

8

January

14

19

Northeastern New York Coop. Ext. Bus
iness Seminar, Chateau de Louis, Route
9, South Glens Falls.
Northeastern New York Coop. Ext. Re
tail Business Seminar, Valley House, Al
bany.

Western New York Coop. Ext. Flower
Growers' Christmas Crop Clinic, Tread-
way Inn, Batavia.
Northeastern New York Coop. Ext. Bed
ding Plant School, Valley House, Al
bany.
Hudson Valley Coop. Ext. Bedding Plant
School, Dutchess County Farm and
Home Center, Millbrook.
Hudson Valley Coop. Ext. Poinsettia
School, Newburgh.

Information 71—Flowers and Foliage:
For Florists, Research Open House,
U.S.D.A. Agricultural Research Center,
Beltsville, Maryland.
Western New York Conference For
Flower Growers,Treadway Inn, Batavia.
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Part V - The Retail Garden Supply Business Today-and Tomorrow

Practical Inventory Costs
Ransom A. Biakeley

Assistant Professor of Horticulture, Purdue University*

Editor's Note: Parts I, II, III and IV appeared in the
June, July, September and October issues of . . . Bul
letin, respectively.

Reducing Ordering Costs
1) Develop decision rules to reduce time required to

make decisions while improving the quality and consist
ency of decisions.

2) Proportion time spent in reviewing and controlling
inventories according to sales volume. Typically 20 per
cent of all items account for 75 percent of sales volume.
Therefore, spend about % of your inventory management
time with these items and only_a quarter of your time with
the remaining 80 percent.

3) Set up a regular inventory review procedure.
For the basic high volume sellers, use triggered rather

than fixed period reordering where possible. Set safety
stocks item by item. Review periods should be frequent
enough to avoid customer-triggered reordering, but not
so frequent as to eliminate all stock-outs.

For lower volume sellers, triggered ordering is still de
sirable, but group items by supplier and reorder when the
group order reaches a minimum dollar volume, or mini
mum shipping weight. Review periods can be 4 to 5 times
longer than for basic items. Some customer-triggered re
ordering and a higher level of stock-outs should be tol
erated.

4) Label each display bin or sales area so you know
what was there, even after the last one was sold, to speed
review and reordering.

5) Avoid small orders, but don't waste time struggling
for exceptionally large orders. The second unit ordered
reduces ordering costs/unit by 50 percent. The third unit
by y3, and so on. By the time you order 50 or 100 units
the additional savings per unit are quite small.

6) Phone orders to local suppliers to save the cost of
correspondence.

7) Plan for deliveries before they arrive.
Request deliveries be made during the mornings and

early in the week to avoid conflict in the parking lot, or
delays to customers, and so that labor will be available for
receiving.

Establish a standard receiving plan to include:
Where merchandise is to be unloaded.
Who will do the unloading.
Who inspects and signs for receipt.

8) Streamline payment procedures
Pay all bills over $10 by check.
Look into combinedcheckwriting and accounting systems

to save bookkeeping.
Use a suspense file to hold bills until due.
Pay bills on time to take advantage of discounts.
Use a cash forecast to plan cash needs.
Arrange for financing to meet needs before they arise.

♦Formerly Extension Associate, Department of Agricultural Eco
nomics, Cornell University

Reducing Carry Costs
1) Interest costs are usually the most significant carry

ing cost.Know what money tied up in inventory is costing
you, and how much you might save by reducing inven
tory and ordering more frequently.

2) Buy only what you can reasonably expect to sell.
Don't let quantity discounts or aggressive salesmanship
push you into buying too large an inventory. Beespecially
cautious to avoid being loaded up at the end of a season,
or with slow moving items. On basic items try to arrange
for quantity price discounts on a yearly basis, instead of
order by order.

3) Take merchandise on consignment to avoid tying up
your own money.

4) Weed out slow sellers, and those with low margins.
Establish a dollar sales limit below which products are
dropped or special ordered only. Sell out current stocks
without reordering. A "Dog Sale", during your peak sell
ing season would provide maximum customer exposure
for these items. Allocate sales space to faster selling items.

5) Reduce end of season carryover.
Increase promotion and advertising as soon as you sus

pect your sales target may not be met, and while people
still want that type of merchandise. Stress the quality,
seasonality and abundant selection of your line. Avoid
mention of price or inventory reduction.

Reduce price only as a last resort. Use price reductions
on high margin items, and items which may become obso
lete or deteriorate during the off season.

Reducing Stock-Out Costs
1) // you have no stock-outs either your inventory is

too large, or your review period too short. In either case
total inventory costs will be higher than with a modest
number of stock-outs.

2) Use triggered reordering rather than fixed period re
ordering.

3) Review basic items frequently to keep stock-outs to
a practical minimum. Review slow movers only y4 or y5
as often and permit higher stock-outs.

4) Offer to back order or special order, especially with
more expensive items. This reduces your need for inven
tory and builds customer loyalty. Provide customers with
printed cards with space for their name, address, phone
number and the item ordered. Then you can call or mail
a card to notify them when the item arrives.

5) Know your suppliers. Learn how long their lead
time is, and how dependable they are. If they have sched
uled deliveries in your area mark these on your calendar.
Then you can make definite promises to your customers
and be reasonablysure of following through.

6) Phone in orders to reduce ordering time, safety
stock requirement, and the likelihood of stock-out during
lead time.

7) Have clerks list items to reorder when they note an
item is below the safety level. A clip board near the cash
register is one convenient way.

(continued on page 7)
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Pesticide Disposal —Some Considerations
J. E. Dewey and R. F. Pendleton

Chemicals-Pesticides Program, Cornell University

With the passage of legislation further restricting the
use of pesticides it is only natural that interested and con
cerned people desire to collect pesticides such as DDT for
safe disposal to avoid further contamination of the envi
ronment and to prevent harm to pets or children. Before
making a decision to launch a pesticide collection pro
gram, there are several points requiring careful thought
and consideration.

The first question that must be resolved is "How are
the pesticides to be disposed? At the present time we do
not have a satisfactory means for public disposal of large
quantities of pesticides in our state.

High temperature incineration is believed to be best,
but we do not have all the necessary information at this
time. We do know that temperatures of 900°C or higher
are necessary if a wide range of materials are involved. We
know that the exhaust stacks must be equipped with scrub
bers to wash the contaminants from the exhaust, and that
leaching beds and lagoons are necessary for absorbing the
by-products from the scrub water before it is returned to
our rivers, lakes, and streams. We know that the water
and air effluents need to be monitored regularly to make
certain everything is working properly, otherwise we may
be contributing to pollution. Many incinerators will
handle only liquids. We know that people experienced
with pesticides must be in charge of the operation. We do
not know how the ash resulting from incineration should
be handled. Research is in progress to devise the best
methods and solutions.

Even in the event that the answers to these questions
are known we do not have the incinerators available in
the state to do the job with the possible exception of one
or two. If such incinerators were available it would be
necessary in advance of the collection to set the standards
for inventorying and repackaging the materials for dis
posal if handling is to be satisfactory. Not all can be fed
through an incinerator at the same rate. For example, ar-
senicals can be fed through only at a slow rate as com
pared to some of the chlorinated hydrocarbons. Classifi
cation of compounds, identification, and repacking will
be necessary before incineration. The requirements prob
ably should include the following:

1. Solids packed separately from liquids.
2. An inventory as to total weight, percentage of active

ingredient, and formulation of each item must be
kept. This prevents overloading of the incinerator
and resultant environmental contamination.

3. Arsenicals and heavy metals must be separated from
other pesticides since they require processing at a
very slow rate so as to avoid environmental contami
nation.

4. Highly restrictive materials may not be acceptable
due to explosive possibilities.

When it is found that satisfactory incinerators are not
available, there will be the natural reaction and desire to
build one to do the job. We must remember that the dis
posal of surplus pesticides is only temporarily a big job.
It is large at this time because we are concerned with the
disposal of a group of "hard" chlorinated hydrocarbon
pesticides which have been in use for 25 years and have
been piling up on shelves and in storage. These are per

sistent and have the ability to accumulate in the food
chain. Once these have been disposed of, future quantities
will be rather small. Legislative restrictions will reduce
sales and surpluses of such materials in the future, thus
any incinerator constructed at this time should be planned
for the future and for its ability to adequately dispose of
other chemicals and plastics if the pollution problem is to
be resolved. It seems likely that commercialpollution con
trol firms will offer pesticide disposal in the near future.

Presently the only other method available to us for dis
posal is the use of a sanitary land fill. Although we have
"approved" sanitary land fills available for the disposal
of empty containers, we do not in New York State have
approved fills for surplus pesticides other than for a few
pounds at a time. Accumulating large quantities and dis
posing of them at one time and in one place adds to the
problems of possible contamination and lowers the
chances for breakdown by chemical degradation and mi
croorganisms. A problem was encountered in Maryland
a few years ago as the result of a housing development
being built on the site of a former land fill area and in
which several cases of poisoning did result—some of
which were believed to have been caused by pesticides.
The dumping of small quantities over a relatively large
area and over an extended period of time to provide min
imum concentrations and maximum opportunity for
breakdown by microorganisms would occur, minimizing
any hazards that might result from other uses of the land.
Such a means of disposal might best be accomplished by
having the homeowner, providing he has only a few
pounds of surplus, wrap it in several layers of newspaper
and place it in the disposal can just prior to pickup. Pick
up crews should be notified and disposal should be only
in approved land fills to minimize stream and under
ground water pollution. In some areas this will not be per
mitted or satisfactory land fills will not be available. Local
regulations (county, town, and city) should be reviewed
to make certain that your plan conforms to these regula
tions.

If the owner can hold surplus materials in a safe place
which can be locked until more satisfactory disposal means
are available, this would be preferred to collection and
storage of large quantities in a single place unless unusu
ally favorable storage places are available.

If none of the above methods are available to the indi
vidual, repugnant as it might be to us, discreet use accord
ing to label directions probably creates less hazard to the
environment or to ourselves than poor disposal.

If you decide in favor of a collection, storage will be a
major consideration whether it is short term for the pur
pose of accumulating and inventorying the surplus or
whether the materials are to be held at a central point
until adequate means of disposal are available. The mate
rials collected will not be limited to just DDT or chlori
nated hydrocarbons which in handling are primarily a
threat to the environment, but will contain some that are
highly toxic to humans such as parathion, sodium arsen-

(continued on page 7)

DO NOT GUESS — SOIL TEST!
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Pesticide Disposal—Some Considerations
(continued from page 4)

ite or some of the mercurial materials. Some may also be
highly reactive and can spontaneously ignite in storage
once the package is opened and partially used. These in
clude the chlorates and borates which are used as soil
sterilants and are sold to homeowners for use in drive
ways, under fences, etc. Many of them also contain oils
or solvents. Spills in and around the storage area may be
a hazard to children or pets.

In case of fire pesticides may give off fumes or smoke
which are highly toxic to fire fighters and residents in the
area. Fumes from some herbicides may cause injury to
plants some distance away. Run-off water from firefight
ing is likely to be highly toxic on contact to humans,
domestic animals, and wildlife. Run-off into ponds,
streams or lakes may cause long lasting contamination of
the environment. For these reasons it is most important
to have a locked, fire resistant, isolated storage which is
so situated that^in case of fire fumes will not endanger
nearby residents and run-off water from firefighting will
not drain into local streams and waters. Fire, police and
health departments should be consulted and notified of
plans for storage and the location of the storage.

(To be continued in a Utter* issue)

Practical Inventory Costs

(continued from page 3)

Effective Selling
1) Allocate sales space for individual basic items, or

groups of slower movers in proportion to sales volume
and profit margin.

2) Use mass displays for high volume items to attract
attention and give the feeling of abundance and wide
selection. Group slower movers by type of merchandise to
achieve the same objective.

3) Carry two lines—A price line, and a quality line.
Then whichever the customer wants can be found at your
store. Carrying two lines makes it easier for the customer
to compare and see whether extra quality is worth the ex
tra price. Customers often sell themselves on the higher
quality item after such comparisons. Seldom will both
lines sell equally well but you need one to sell the other.

Adding a third line only confuses customers, increases
their decision making time, and compounds your inven
tory management problems.

4) Add new items cautiously.
Keep a list of items customers ask for. Don't be over-

influenced by one or two loud requests, but pay attention
when requests for an item mount.

Accept untried items on consignment, or with a guar
antee of a full cash refund for unsold items at season's
end.

5) Select suppliers on the basis of:
Mark up.
Discounts and terms.
Allowances for promotion and advertising.
Short, dependable delivery time.
How well their products serve your customer's
needs.

Use their products yourself so you can tell customers
what you like about them. Read reviews by consumer test
ing agencies such as Consumer Reports so you are sure
the products are safe, and know what features to stress.

The Wholesaler's C
U. S. Economist Forecasts "Search for
Quality" at WF&FSA Luncheon

o

r
Dr. Carl H. Madden, Chief Economist, Cham- f^

ber of Commerce of the United States, keynoting
the luncheon, spoke on the dynamics of "Flower ^
Power in the 70's." His acute sensitivity to the „
problems and challenges of the coming decade I
left luncheon guests quite spellbound. His ad
dress provided attendees with an indepth, encompassing
perspective of the Nation's economic future and he per
ceptively outlined the role that the floral industry could
assume, given the forecast for the 70's, if it moves for
ward in response to the changing environment. Dr. Mad
den commented that "even though economic growth can
be confidently expected, stemming from the fruits of tech
nology, accumulated capital, and a better skilled labor
force, the 1970's is likely to be marked by a search for
quality in both social and economic life and innovative
pressure for renewal and reform of major institutions,
including business."

In discussing the role of the floral industry, Dr. Mad-
dent stated that "there may be an increasing revulsion
to and rejection of more traditional uses of flowers. .." He
went on further to state that ". .. the concern for improv
ing the environment means a change for the existing
flower industry, opportunity of a new dimension for as
tute businessmen who grasp its significance, and possible
marketing losses to florists who complacently conclude
that such large currents of public thought have no mean
ing for them or their businesses." Looking to the future,
Dr. Madden suggested that "if the floral industry follows
the well-observed pattern of change in other industries,
an educated guess would forecast increased emphasis on
modern management as reflected by business school grad
uates, a decline in the number of wholesalers, but a rise
in the average size and volume of survivors, increased em
phasis on rationalizing production and marketing and
other such developments to gain economies of scale."

Wholesalers/Growers Explore Market
at WF&FSA Workshops

The WF&FSA pre-convention workshop/forum pro-
gfamrwas devotedTST defining andnexploring~the whole
saler/grower relationship in order to develop feasible
means of improving any areas needing revision. The ulti
mate objective of the program was to develop a more
orderly marketing process for the mutual benefit of all.
The workshop was geared for maximum individual par
ticipation. Under the leadership of a team captain, partic
ipants had the opportunity to express their opinions on
subjects related to the program theme, "Defining Mutual
Responsibilities Between Wholesalers and Growers," as
well as listen to the ideas of fellow industrymen and col
late all of the thoughts expressed. Team captains served
on a panel presenting the ideas and/or conclusions ac
quired in the workshops. Panelists then entertained ques
tions and points of discussion from the audience. Robert
Eldridge, General Manager of Rivermont Orchids, Signal
Mountain, Tennessee, and a member of WF&FSA's Board
of Directors was Chairman of WF&FSA's 1970 Annual
Meeting Program.

SOIL TEST REGULARLY
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'
Industry News and Views
by Ralph N. Freeman

Hubbard White Appointed to Serve
On AFMC Committee

Mr. Hubbard White of White Bros. Rose Corporation
in Medina, New York was recently appointed to the Amer
ican Florists Marketing Council Committee. Other new
appointees to the Committee include Frank Kuwahara,
Southern California Flower Growers, Inc., Los Angeles,
California and Hubert Wolfe, Allied Florists Association
of Illinois, Chicago, Illinois. Mr. White has been in the
florist industry since 1931. He grows roses and potted
flowering plants under his 350,000 square feet of glass in
Medina. He has two wholesale houses in Rochester and
Buffalo, New York bearing the same name as the Medina
firm, White Bros. Rose Corporation. He is a former
Board member of the Society of American Florists, has
served on SAF's National Affairs Committee and is a
member of Roses, Incorporated, Wholesale Florist and
Florist Suppliers of America, and the United Florists of
Western New York.

Pesticide Compatibility Charts Are Available
One concern to all growers is the mixability and com

patibility of two or more insecticides or combinations of
insecticides and fungicides when using these materials. To
help producers have some reference material available, we
would like to refer them to the latest Spray Compatibility
Chart available from Meister Publishing Co., Willoughby,
Ohio 44094. They are available at 50 cents each. Not all
pesticides used in floriculture are listed, but most of the
common ones are.

Florist Information Council Offers New Brochure

A new brochure Do Not Buy gives businessmen a new
look at anti-business promotion. The brochure—telling it
like it is—shows how a 'do not buy' campaign could
grip their own business and industry. The brochure poses
this question to businessmen: "If your customers are told
not to buy your product, not to patronize your service,
what would you do?" The brochure then sets forth the
precedent-setting case facing florists—involving Please
Omit and in lieu of flowers. Examples are given as how a
similar 'do not buy' campaign could strike businessmen
like editors, candy distributors, giftware dealers, theatre
managers, restaurant owners, and others.

All florists should familiarize themselves with the con
tents of the leaflet and then distribute and discuss it with
local business leaders. Single copies of Do Not Buy are
available free of charge from Society of American Flori-
ists, 901 North Washington Street, Alexandria, Virginia
22314.

Long Island Flower Growers Hold Conference
The Long Island Flower Growers recently held their

1970 Florists' Conference in Plainview, Long Island. The
conference centered around discussions on Marketing;
Cost Accounting; Soils and Crop Nutrition; and Fuels
and Heating Systems. The conference, with nearly 100
registrants, also centered their attention for one day on
the theme Meclmnization for Profits. This portion of the
program devoted one-half day to a unique equipment dis
play at Paul Schneeberg & Sons, Sayville, and a tour to
Environmentals in Cutchogue, a containerized nursery
stock operation; plus Walter Teresco's Chrysanthemum
Farm in Cutchogue. Mr. Teresco is a producer of 300,000
outdoor pompon plants. Some of the equipment displayed
was: irrigation controllers, solenoid and hydraulic
valves; germination room; automatic potting machine;
plastic bench fabric; soil cube machines; monorails; clip
stringing machine; fiberglass; plant protection system to
avoid frost damage; insect control equipment; stem strip
per; and many other types of equipment.

Matheson Appointed Director in New York State
Agricultural Department; Duncan Retires

John L. Matheson was
recently appointed Director
of Marketing in the New
York State Department of
Agriculture and Markets
by Commissioner of Agri
culture Don J. Wickham.
Mr. Matheson of Albany,
succeeds retiring Spencer
G. Duncan. He is well
known in the floral indus
try and many other pro
ducer organizations and

John L. Matheson of the Division of Market-

has been assistant director
ing for the past 10 years. He is a native of North Carolina
and has worked for many years on the East Coast and
lately in the Northeastern States in Federal and Federal-
State agricultural programs.
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