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These young guns of Oregon’s nursery industry represent the future

S ome are carrying on the family business. Others are starting first-generation  

nurseries from the ground up. Regardless of how they began, these future  

leaders of Oregon’s nursery industry are proving that they’ve got the vision and 

ambition it takes not to just survive, but thrive. We asked them to answer some questions  

so we could better understand their perspectives on the industry. Here are their replies. 
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If you have a greenhouse, look no 
further than T&R!

Alan White at 503-758-8535

Anthony Kinen
29, owner/manager, 

Kinen’s Big & Phat  

Special Plants, 

Gresham, Oregon

Why did you choose a career in the  
nursery industry?

I am more of an accidental nurs-
eryman. My background is in interna-
tional business and marketing. My father 
Norbert Kinen passed in 2011. I decided 
to take over the nursery. Thus far, it has 
been quite the learning experience. 

What could the nursery industry do today 
to better prepare for conditions and  
opportunities five years from now?

I think the next five years are going 
to be busy for the nursery industry. As 
America continues to pull out of the 
recession and new construction con-

tinues to grow, the demand for quality 
nursery stock of all kinds will increase. 
Because no one has created a way to get 
a plant to market overnight, we need to 
focus on being prepared for an increase 
in demand for plant material.  

What does leadership mean to you, and 
why is it important in guiding the nursery 
industry forward?

Leadership is always looking for-
ward for opportunity, weighing the pos-
sibilities of all paths to determine the 
best plan of action, and having the right 
people in the right places. 

A good leader needs to possess the 
ability to pick up after they fail, learn 
from failure, and continue to the end 
goal. For Oregon’s nursery industry, we 
all need to be leaders in innovation, 
and we need to keep people interested 
in trees. 

Who have your mentors been in the nursery 
industry and what did they teach you?

My customers. Many are willing 
to take some extra time and do some 
teaching on the side.

Ben Verhoeven 
30, owner/president/

general manager, 

Peoria Gardens Inc., 

Albany, Oregon

How are you helping to change the  
nursery industry for the better?

I believe by paying our employees 
a fair livable wage, by providing health 
insurance, and by providing a pension, 
we are helping to raise the bar for nurs-
eries as places to grow not just plants, 
but a community.
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Please join us
 You are cordially invited  to the 
Oregon Association of Nurseries’ 

2014 One-Day 
Convention & President’s 

Awards Banquet
Friday, October 24, 2014, 

at The Oregon Garden, Silverton

Annual Membership Business Meeting
 — 2:00–4:30 p.m.

President’s Awards Banquet — 
6:00–9:00 p.m., $65 per person

Fireside Lounge — 9:00 p.m.–midnight

RSVP by October 20 online at www.oan.org 
or by calling the OAN offi ce at 503-682-5089 

Stay the evening and make your reservations at The Oregon 
Garden Resort by calling 503-874-2500. OAN members receive a 

special, discounted room rate ($69 plus tax), which includes garden 
admission and breakfast for two. Please mention code “OANMTG” 

when calling. Hurry! Room block expires on October 1, 2014.

Kathy LeCompte, 
Brooks Tree Farm
Convention Co-Host
OAN Past President, 2001 

Bob Terry, 
Fisher Farms
Convention Co-Host
OAN Past President, 2008

29751 SW Town Center Loop W, Wilsonville Ore. 97070
www.oan.org/convention

What is the most important lesson you 
have learned in the last two years?

The last two years have shown me 
the importance of balancing thinking 
ahead with thinking on your feet.

What could the nursery industry do today 
to better prepare for conditions and  
opportunities five years from now?

Social media is important. Websites 
are important. Technology is important, 
and certainly to be embraced. But if we, 
as an industry, get caught up obsessing or 
competing with the latest gadget or way 
to reach a consumer, we might miss an 
opportunity to present a contrast to the 
ever-busy world. Much like the slow food 
movement, maybe there should be a slow 
gardening movement. Take a break from 
your phone, and plant something.

What is the most satisfying part of your 
job as a nursery professional?  

The plants we grow here at Peoria 
Gardens provide good Oregon jobs for 
our employees as well as good health 
for our gardeners and their communi-
ties. What could be better? 

Chris Robinson
30, manager,  

Robinson Nursery, 

McMinnville, Oregon

Why did you choose a career in the  
nursery industry?

For as long as I can remember, 
I have always wanted to work in the 
nursery industry. When my brother and 
I were younger and all the kids were 
playing cowboys and Indians, Josh and I 
were playing nursery workers. 

I started working at the nursery the 
summer before high school and began 
working half-days by my senior year. I 
decided that I didn’t want to attend col-
lege and went straight into the nursery. 
A few years in, my dad told me that if I 
ever wanted to manage the company I 
would need to get a business degree, so 
I got my degree at Linfield College. 



IS THERE 
MORE GREEN  
IN THE HOUSE?
Energy upgrades in your greenhouses can yield more 
than energy savings. They can boost productivity and 
earn cash incentives from Energy Trust of Oregon, too. 

Talk to your greenhouse vendor, or visit  
www.energytrust.org/ag for more information.

Serving customers of Portland General Electric,
Pacific Power, NW Natural and Cascade Natural Gas.

+
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What is the most important lesson you 
have learned in the past two years?

To make sure that you are always 
nurturing the culture of your company. 
In order to make great things happen in 
your company, you must first make sure 
that your company’s culture is healthy 
and thriving. If you can make this hap-
pen, anything is possible. 

Also, make sure that you are meeting, 
if not exceeding, the expectations of every 
stakeholder in your company — employ-
ees, customers, vendors and competitors.

What does leadership mean to you, and 
why is it important in guiding the nursery 
industry forward?

Leadership is creating a vision. 
Without it, we are lost at sea. I have 
learned there is a difference between 
managing and leading. Leaders inspire 
their employees to bring life to the vision. 

Who have your mentors been in the nursery 
industry and what did they teach you?

My greatest mentor is my father. 
He has taught me that it is possible to 
be stern and compassionate at the same 
time. He has also taught me the impor-
tance of going through your day with 
intention and keen observation. 

Scott Renfro
37, nursery sales 

agronomist, Wilbur-Ellis, 

Woodburn, Oregon

What is the most important lesson you 
have learned in the last two years? 

Don’t let operational decisions over-
ride horticulture science or basic plant 
physiology. The two should be in a 
constant state of parity, but horticulture 

should always triumph. If you’re under 
pressure to rush plants to market, you 
can’t possibly guarantee quality. Plants 
shouldn’t be forced to a size or shape 
that is unnatural to the species. The top 
may be beautiful but it’ll deteriorate in 
harsher conditions. If the roots are accli-
mated to a broader temperature range, 
you will produce a more resilient plant 
with a high survival rate. 

The other lesson I have learned 
is to not only grow plants but, more 
importantly, grow people. To be a good 
manager, it is important to grow the 
people around you with the same dedi-
cation and nurture as you would grow 
the plants you are producing.

What could the nursery industry do today 
to better prepare for conditions and  
opportunities five years from now?  

We have to raise prices. It is nec-
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essary in order for people to make a 
living. One way or another, labor and 
energy costs will eventually be reflected 
in the prices of our products.

We also need to start developing and 
documenting the successes and failures 
of biological pesticides. This can only be 
accomplished by an open and ongoing 
collaboration among nurseries that are 
currently exploring this type of alternative. 
It is definitely achievable, but one nursery 
cannot develop the entire program alone. 

Troy Youngblood
43, owner,  

Youngblood Nursery 

Inc., Salem, Oregon

How do you see your role evolving with 
your company from now into the future? 

Getting our business started 
involved working long hours and doing 
many of the work duties ourselves as 
a family business. With the passage of 
time and the growth of our business, it 
has become very important to hire key 
employees and allow them to take on 
more of the responsibilities. This will 
allow Youngblood Nursery to grow in 
the future as a company and continue to 
provide better services to our customers 
and the industry as a whole. 

What is the most important lesson you 
have learned in the last two years? 

It is extremely important to have 
customers you can count on through the 
easy times and especially when times 
get a little tougher. Our close connection 
with our customers and their willingness 
to communicate their needs and wants 
in a timely manner has helped us to pro-
vide the right products during a chang-
ing business climate. 

What is the most satisfying part of your 
job as a nursery professional?  

Seeing the plants grown successfully 
and having them find a permanent home 
in a landscape somewhere. Traveling up 
and down the Willamette Valley I often-

times happen upon plants in a landscape 
which I know originally came from 
Youngblood Nursery. Especially when 
they were rare offerings of varieties we 
helped make readily available to the 
mainstream retail customer and seeing 
them used and enjoyed always puts a 
smile on my face.

Who have your mentors been in the nursery 
industry and what did they teach you?

The industry as a whole is full of 
people who are willing to help with good 
advice, friendship, and even providing a 
good example. Oregon has a great nurs-
ery association (OAN, of course), which 
has been a vital part of learning the indus-
try and providing a great climate for our 
nursery to be successful. 

Josh Zielinski
31, assistant manager, 

Alpha Nursery,  

Salem, Oregon

Why did you choose a career in the  
nursery industry? 

I went into the nursery industry after 
a brief stint in marketing (at Quiksilver 
Clothing) and ad sales (for a small fit-
ness magazine). I grew up on the farm 
and I missed that connection associ-
ated with creating a crop, tending to 
it from start to finish, and then selling 
it. A great sense of pride comes out of 
that when you compare it to pushing 
paper around and selling ads that don’t 
even yet exist. I loved the outdoors 
and I found myself well suited for the 
job with my degrees in business and 
Spanish. I also get to work with lots of 
great folks and I am faced with new 
challenges every day, so it’s never dull. 

What is the most important lesson you 
have learned in the last two years?  

I’ve learned the importance of lis-
tening to customers and sales, deliver-
ing value, paying attention to details, 
and going the extra mile. After a few 
tough economic years that involved 

some creative solutions and a lot of hard 
work when it came to dealing with inven-
tory gluts, it seems things have begun to 
turn for the better over the past couple 
years. It’d be easy to kind of relax a bit but 
now it is more important than ever to stay 
focused and put in the extra effort that 
will set our nursery apart from competitors 
going forward. New products, excellent 
quality, good value, the right amount of 
material at the right time, and superior 
service — we have to do it all. 

I’ve also learned to better balance 
my workload with other outlets in life: 
I got married and took up competitive 
long-distance running.

Who have your mentors been in the nursery 
industry and what did they teach you?

My mom and dad, who founded the 
nursery over 35 years ago, have shown 
me the importance of working hard, being 
fiscally balanced, and being good team-
mates. Other influential people who have 
taught me a good deal about this industry 
include R.J. Tancredi, the entire crew at 
Alpha, and many local nursery indus-
try leaders. All of these folks demon-
strate passion for what they are doing 
and it shows in how they cultivate both 
crops and relationships.

Jason Hupp
31, owner, Western 

Evergreen, Silverton, 

Oregon; production 

manager, Drakes Crossing Nursery, 

Silverton, Oregon

Why did you choose a career in the  
nursery industry?

Working with plants has always felt 
like second nature. I really enjoyed the 
production side of the industry from an 
early age working on the family nursery 
and Christmas tree farm. 

As I learned more and more about 
the ornamental side of the industry, I 
really fell in love with the plants them-
selves. It’s an amazing feeling to create 
something so beautiful with your 



• Custom Blending 
• Dry Fertilizers 
• Liquid Fertilizers 
• Organic Amendments 
• Fertilization Programs 
• Pest Management 
• Testing & Analysis 
• Equipment Painting 
• Seed Cleaning 
• Sand Blasting 
• Animal Feed
• Lime and Dolomite 

Application

Our team has the knowledge  
and experience to assist you  
in making sound decisions.

Farm Store 
20160 Main Street, St. Paul, Oregon 
503-633-4281 • 1-888-814-5727 
Home of the St. Paul Rodeo

Main Office 
7746 St. Paul HWY, St. Paul, Oregon 
503-678-5932 • 1-800-648-2718
www.marionag.com

keep 
Calm 

and

Stay
Green Marion Ag Service is proud to partner  

with Harrell’s, LLC to bring you Polyon™  
controlled release fertilizer
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own hands, and then guide it towards its 
full potential. In what other industry can 
you have so much fun and earn a living 
at the same time?

How do you see your role evolving with 
your company from now into the future?

Over this past year, my roles have 
changed significantly. With my own nurs-
ery, I have focused on marketing, label 
programs and nursery software to become 
more organized and efficient. It’s clear 
I will have less and less time to devote 
to pruning, grafting and moving plants 
around. With the nursery growing so 
rapidly, I spend most of my time taking 
orders, sending confirmations, invoices, 
pulling orders, and arranging shipping. 

With the family nursery, my role has 
evolved into making more production 
decisions with seed planting and product 
offerings, while trying to expand into 
new markets.

What is the most important lesson you 
have learned in the last two years?

The need to be flexible. When my 
wife and I started our nursery 10 years 
ago, we had a different vision for what 
we wanted to grow and sell. With the 
recession, being flexible to grow what our 
customers were asking for kept us going. 

Another is the value of a consistent, 
high-quality product. Keeping our stan-
dards high has helped earn repeat cus-
tomers and a strong reputation for quality.

Who have your mentors been in the nursery 
industry and what did they teach you?

I would often trade free delivery 
to other nurseries for a tour of their 
farm and a chance to pick their brains 
about nursery production. A few include 
Talon Buchholz (Buchholz & Buchholz 
Nursery), Larry Stanley (Stanley and Sons 
Nursery), Jim Boyko (Boyko Nursery) and 
Paul Halladin (Iseli Nursery). 

But my most significant mentors 
have been other family members. My 
grandparents, my uncle and aunt. They 
all encouraged me to plan for the future 
and to keep quality and customer service 
as the top priority. 
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