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Crispin’s Creations
			 Nursery

curt kipp

Crispin Silva

By Curt Kipp

Founded: 1998
Principals: Crispin and Karen Silva
Known for: Unique containerized trees
and shrubs, including several dogwood
and snowbell introductions
31997 S. Ona Way, Molalla, Ore
http://crispinscrea.tripod.com/
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It takes time to find truly unique
plant introductions that live up to the
hype, but nursery owner Crispin Silva
believes it is worth the investment.
“That’s what I’m putting my effort
into every day — trying to see which
plants could work,” he said. “It takes years
to say, ‘OK, this plant is worth it.’”
Some plants don’t meet expectations, but others exceed them. These
become “Crispin’s Creations,” and
Crispin’s Creations Nursery is already
well known for several.
“We developed two different Styrax
(snowbell trees) — the ‘Fragrant Fountain’,
which we patented through PlantHaven,

and ‘Frosted Emerald’,” Silva said.
Silva also holds the patent on two
Chinese dogwoods (Cornus kousa)
— ‘Summer Gold’ and ‘Tri-Splendor’ —
each offering variegated leaves and stunning color changes in the fall. He works
with Fred Hook, a plant explorer, on
some of his selections.
Crispin’s Creations Nursery grows
mostly 1-gallon plants and sells them
to larger nurseries. Some are shipped
in containers up to 2, 3 or 5 gallons. A
few others are shipped bare-root. All
are propagated from seed.
“We sow seed every year — Styrax,
Ginkgo, redbud, Acer palmatum, Acer
griseum,” he said.
While some of Silva’s offerings are
his own introductions, others have already
been on the market or were introduced
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by others. Two of his favorites were
redbuds developed by Dennis Werner —
Cercis canadensis ‘Merlot’, a redbud with
deep red leaves and bright lavender flowers; and C.c. ‘Ruby Falls’, a weeping selection. Of late, he has emphasized selections
for smaller spaces, in keeping with the
trend of smaller homes and yards.
New doorways open
Silva’s aptitude for developing new
plant selections is all the more remarkable, considering that horticulture is not
the field in which he trained.
Silva was born in Mexico, where
he trained as an electrical engineer and
earned a college degree. He went to
work as quality control inspector for a
company in Toluca, Mexico that made
vehicle axles for Volkswagen.
“One of the things I didn’t like
about it was the environment — a lot of
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metal dust,” he said. “It was just awful.”
Despite the unpleasant conditions,
it was a good job and he never considered trying something else. However, a
visit with his brother in the United States
caused him to change his mind.
“I thought I was going to be (in the
states) a couple of months,” Silva said.
It was around this time that he
met his future wife, Karen, who was
American. He decided to pursue
American citizenship, which he earned
by 2001. The process was smooth. “For
me, it was easy to do,” he said.
Employment was an issue, however.
“When I came up here, it was hard
for me,” Silva said. “I couldn’t speak any
English. I didn’t have any way to communicate. I tried to find a job in my degree,
but it didn’t happen.”
Finally, he found a job on a nursery
crew. One day, the foreman asked the

crew if any one of them knew how to fix
a greenhouse. “I can fix it,” Silva said.
He did, and the company asked him
to become their builder of greenhouses.
“I said, ‘Sure. Just give me the tools.’”
Noticing that Silva was a quick study,
the company next asked him to try to
germinate some seeds. “They handed me
a book and a bag of seeds,” Silva said.
“I started reading from there. Some were
very hard. Some, just a few nurseries
were able to generate.”
Founding the nursery
Silva’s success proved to him that
this was the work he should be doing,
but he wanted to be his own boss.
“I had to try to do something on my
own,” he said.
He founded Crispin’s Creations
Nursery. In 1998, he purchased a fiveacre parcel near Molalla, Ore. “It was
just bare land,” he said.
Oregon’s nursery industry, known
for its friendly and cooperative spirit,
welcomed him. Experienced operators such as Mark Krautmann (Heritage
Seedlings) and John Lewis (JLPN Inc.),
shared advice and even material.
Silva will always remember that,
and he tries to pay it forward. “I’m
always willing to share or trade,” he
said. “You get sometimes, and sometimes you get back as much or more. I
say God helps me in different ways.”
More than a decade after its founding, Crispin’s Creations Nursery remains
small enough to provide personal service, yet big enough to leave a sizable
footprint of innovation. Along with
its owner and founder, the company
includes his wife, Karen Silva, who provides marketing and bookkeeping, and
key employee Fernando Uriel Tello.
Silva is proud to be part of an
emerging group of Hispanic nursery
entrepreneurs. In addition, he will keep
working hard on future plant selections
that will delight and entice customers.
Already, he has several in the pipeline.
“My hope is that in another year or
two, we will be introducing a couple
more unique plants,” he said.
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Robinson Nursery

curt kipp

Chris, Rick and Josh Robinson

By Curt Kipp

Founded: 1984
Principals: Rick and Roxanne Robinson
Known for: large variety of bare root
ornamental shade trees and shrubs; unique
Grow Ready line of netted liners
9365 S.W. Trestle View Lane, Amity, Ore
www.robinsonnursery.com
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By the age of 16, Rick Robinson
knew that he would become a nursery
owner one day, but he didn’t know the
eventual reality would become far bigger than he ever dreamed.
“The nursery just kept adding on
and adding on and adding on and adding on,” he said. “And then we kept
growing. We never really had a down
year until 2007.”
Robinson Nursery grows a wide
variety of bare-root and containerized
shrubs and trees on 500 acres of prime
Willamette Valley farmland. The nursery
also offers a line of Grow Ready material, an alternative to containerized liners.
The plants are shipped in a biodegradable net.

Most of Robinson’s material is
sold to growers in the eastern half of
the United States, who then finish the
material in the field, or in containers,
for retail or landscape applications. A
smaller portion goes directly to retailers.
Founded in 1984 by Rick and his
wife, Roxanne, the nursery enjoyed
consistently strong annual growth until
the recession hit — and since then, the
company has done better than most.
“This year, we’re going to dig
everything we grew,” Rick said. “That’s
a testament to these boys (sons Chris
and Josh) staying on top of what’s selling and what’s not.”
The two brothers are being
groomed to take over the operation one
day. Josh is in charge of sales, while
Chris is in charge of production, inventory and grading. Rick serves as com-
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He was right, but first he had a
long career path to follow, learning the
ropes with several employers.
He went on to college and earned
a Bachelor of Science degree in horticulture from Michigan State University.
After graduation, he worked for landscape company Theodore Brickman Co.
in Illinois, garden center/landscaper/
grower Halla Nursery in Minnesota, and
finally Bailey Nurseries.
Rick started with Bailey in Minnesota,
but soon was moved to Bailey’s farm in
High school job becomes a calling
Yamhill, Ore., where he worked for 15
It all began when Rick — son of
years. While still working for Bailey, he
a firefighter and a teacher — took a
and his wife founded Robinson Nursery
high school job with Zelenka Nursery,
a prominent wholesale grower in Grand in 1984 on two acres near Dundee, Ore.
The upstart grower began with
Haven, Mich. “For me, it was part time
fruit trees and a few shade tree selecwork that was available,” Rick said. “By
tions. Within a few years, the company
16, I knew someday I’d have my own
OAN Digger - Sun Gro Stop the Line ad HHDPS.pdf 4/7/2011 12:27:55 PM
outgrew its initial site and moved to a
nursery. I didn’t know how.”
pany president, while Roxanne plays a
supporting role.
Others playing key roles include
office manager Robbi Kirkpatrick, production manager Gabriel Mendoza, and
propagation manager Alberto Padilla.
These are just a few of the many
employees with long term tenures at
Robinson. “Their experience makes us
tick,” Rick said. “Without our employees, we would be done.”

larger one in Carlton, Ore. The nursery moved again to Yamhill, Ore. in
1992, and finally to a 143-acre alfalfa
field near Amity, Ore. in 1998. Since
then, the nursery has purchased
more fields based on need.
Why has Robinson Nursery
grown so quickly? According to
Rick, it’s because the nursery always
had a five-year plan in mind, with
concrete goals. Growth won’t happen unless one plans for it, he said.
A plan to grow isn’t worth anything, however, unless a nursery
delivers on quality, and Robinson
makes sure of that.
“We try and do everything in
house,” Rick said. “We pick seeds.
We do our own propagation. I’d say
90 percent of what we plant is stuff
that is self-propagated.”
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trees and shrubs, including maples,
serviceberries, birches, hornbeams,
redbugs, dogwoods, hawthorns, tree
hydrangeas, crabapples, ninebarks,
oaks, willows, lilacs, lindens and elms.
Several are licensed, named varieties.
The nursery’s roots as a fruit tree
grower also continue; you’ll find several
varieties of apples, cherries, apricots,
peaches, pears and plums in the fields.
All in all, the nursery grows some
300 different varieties. Digging season
begins at the end of October. Once
dug, the plants are held in cold storage until the start of shipping season in
January. Shipping continues until May.
And it all happens in a state that
has unmatched growing conditions.
“You can’t reproduce Oregon,” Josh
said. “We can grow stuff in half the time
in Oregon than they can on the East

Coast.” The state’s chief assets include
low humidity and a long, steady growing season, he said.
Innovating for the future
In recent years, Robinson has
added more varieties to its Grow Ready
program. Selections are propagated in
air pruning containers so that they will
have well-developed, fibrous root systems. When it’s close to shipping time,
the pots are removed and a machine
wraps the rootballs in netting.
Once netted, the liners can be loaded on a truck. They take up less truck
space than container or B&B material,
and they don’t need tree protectors.
Once they arrive at their destination,
they can be planted with the biodegradable net on.
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In terms of deciding what to grow,
Robinson Nursery has always emphasized variety. “We don’t want to be in a
narrow mold,” Rick said. “We’re trying
to be wider and less deep.”
Ornamental shade trees are
Robinson’s most important product.
Most are grown bare root; others are
grown in containers. In addition to top
sellers, Robinson grows several varieties that are outside the norm, such as
Nyssa (black gum, tupelo tree) and
Oxydendrum (sourwood or sorrel tree).
“If you’ve got stuff people want,
they’re going to come,” Rick said.
“That’s Sales 101 — find out what people want, and give it to them.”
Robinson’s customers are mostly
growers. About two-thirds of them field
plant the material. The rest can it up.
Robinson grows a wide variety of
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SMALL PLANTS,

BIG IMPACT
New for Spring 2012:
‘Lilac Chip’ and ‘Ice Chip’!
Call Spring Meadow
Nursery today to add
these fast-selling
plants to your spring
liner order!

800-633-8859
www.colorchoiceplants.com

®
Chip’
Lo & Behold ‘Blue

‘Lilac Chip’
‘Ice Chip’

Performance
You Can Rely On!

Top Quality
Injection-molded
Nursery Containers
Sizes #1 – #25
Bamboo Poles
3', 4', 5', 6'
Call For Information
and Free Samples

1-877-587-7370

2600 Pringle Road SE (Salem, OR)

nurserypots@msn.com • www.discountnurserysupplies.com
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According to the Robinsons, Grow
Ready selections acclimate to the field
soon after transplanting, and grow quickly.
“They’re ready to plant right off the
truck,” Chris said. “I’m not sure on the
numbers, but it’s a pretty good savings
for the customer.”
With its recent enrollment in the
OAN Lean program, Robinson Nursery
will continue to look for innovative
ways to serve customers better, while
reducing costs. Josh and Chris look to
be a big part of the company’s future.
Chris, the older of the two, knew
early on that he wanted to work in the
nursery industry. “I grew up watching
the company expand enormously,” he
said. “I wanted to get on board.”
He worked at the nursery during
and after high school, then went to
Linfield College and earned his business degree.
“I love working here,” Chris said.
“My dad is a great person to learn from.”
His skills complement those of
his younger brother, Josh. Chris is the
more analytical of the two, while Josh
is more social, but they know how to
work together.
Josh was always interested in a
nursery career, but decided to try something else first after graduating from college the same year as Josh.
“Just out of college, I tried to get
a coffee shop going, a drive through,”
Josh said. “It was a laborious effort, one
that barely broke even.”
With that experience under his belt,
Josh decided it best to, in his words,
“learn from the man.” He hasn’t regretted it.
“After getting the love of plants, I
wouldn’t care to do anything else, ever,”
Josh said. Recently he has expanded
his duties with some work in new plant
development, in addition to sales.
Watching his sons grow in the business has been one of Rick’s most satisfying experiences. “I have to say how
proud I am,” he said. “It’s a blessing
from God to see kids that are happy to
come to work.”
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Highland Heather

curt kipp

Janice Leinwebber

By Curt Kipp

Founded: 1994
Principals: Janice Leinwebber and
Dennis Bauermeister
Known for: Heathers, heaths and companion plants
8268 S. Gribble Road, Canby, OR 97013
www.highlandheather.com

Rooted in a love of plants
Leinwebber grew up on a farm in
northern Idaho. “As a small child, I grew
up loving plants,” she said. “I made moss
gardens in jar lids. All of my science projects included plants.”
Her family then moved to an irrigated farm in eastern Washington. “I
grew up as a teenager changing water,”
she said. “I drove a wheat truck.”
After high school graduation, she
attended Washington State University
and studied fine arts, but transferred to
24
JANUARY 2012

▲

DIGGER

▲

When she was a little girl, Janice
Leinwebber was a daydreamer. “When I
got to school,” she said, “I would think
about what I would do when I got
home from school — outside.”
Kids like that usually grow into
adults who can’t wait for the weekend.
Janice, however, owns her own nursery
and takes a different attitude.
“Every day I get up and I look
forward to doing the work,” she said
“because it’s what I enjoy doing.”
Highland Heather Nursery is located on one acre outside Canby, Ore.,
and as the name would suggest, it specializes in growing dozens of different
varieties of heathers and heaths, which
bloom in a rainbow of colors.
“There’s so many heaths and heath-

ers that people don’t know about,” Janice
said. “They bloom at all different times of
the year. We’re one of the few nurseries
that offers some of them. There are more
than 1,000 varieties out there, and many
not in wide circulation. I try to pick out
the best ones and grow those.”
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The Evergreen State College, a liberal
arts college in Olympia, Wash. that is
known for self-directed learning.
“I got a general bachelor of arts,”
she said, “but I remember taking a class
on native plants and really enjoyed that.”
After she got married, she moved
to Oregon where her husband had
found employment. “When we moved
down here, the heart of the nursery
country, I really was in awe,” she said.
She took a job as a bank teller
in downtown Portland. “The banking
was driving me crazy,” she said. “I was
inside all day.”
She soon started applying to
nurseries and landed a series of jobs.
For five years, she gained experience
while performing all sorts of duties.
At the same time, she took classes in
ornamental horticulture from Mt. Hood

Community College and learned about
nursery production. Her goal was to
learn enough to start her own business. “I felt like between the experience
and the education, I was looking for a
niche,” she said.
She settled on heaths and heathers,
and started collecting plants. In 1994,
she founded Highland Heathers.
“This was something that was not
being grown,” she said. “It was a small
plant, it was interesting, it flowered,
it had interesting foliage, it’s drought
tolerant, it’s deer resistant, it’s resistant
to pests. I felt it was an underutilized
plant. I could grow it without a lot of
equipment in a small area.”
Two years later, the nursery moved
to its current location. Business has
been good ever since. All production
takes place in containers on about one

acre of land. Leinwebber propagates all
of her own plants from cuttings.
“As it turns out, it was a pretty
good choice,” she said. “It all worked
out pretty well.”
Janice’s husband, Dennis
Bauermeister, has a day job in software
engineering, but helps out with the
business as he can. He does bookkeeping and computer work, lays out the
catalog, builds greenhouses, and works
on irrigation systems and wiring.
“He grew up on a farm, so I think
he enjoys it,” Janice said.
She joined the Oregon Association
of Nurseries in 1998 in order to take
advantage of exposure and learning
opportunities, including the OAN Nursery
Guide and the annual Farwest Show.
“OAN has been a huge help as far
as the marketing,” she said. “It’s our
main form of advertising. It’s really been
important to the growth of our business.”
Branching out
Highland Heather sells wholesale to
landscapers, garden centers and plant
brokers. Janice has customers all over
the United States, with a good portion
in California and on the East Coast.
“I have sent plants to probably
almost every state,” Janice said.
Leinwebber also sells at retail plant
sales in the Portland area. Her heathers
have proven popular with customers.
“When I take them to a plant sale,
the comment always is, ‘Oh, I had no idea
there were so many heaths and heathers,’”
she said. “They’re just not available.”
Recently, she has begun to expand
her plant line beyond her bread and
butter heathers. Her new, non-heather
offerings generally are other members
of the Ericaceae family, including some
smaller Pieris selections, as well as pernettya (Gaultheria mucronata).
“I’m looking for small, interesting
shrubs that will fit into smaller yards,”
she said. “That’s the way they’re building things.”
“Starting a nursery has been a good
choice,” Leinwebber said. “It’s what I
enjoy doing, so I’m glad it’s my job.”
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Youngblood Nursery
curt kipp

Troy, Jeanne and Don Youngblood

By Curt Kipp

Founded: 1990
Principals: Don, Jeanne and
Troy Youngblood
Known for: Dwarf conifers, daphnes,
perennials, rare and unusual ornamental
trees and shrubs.
8125 Windsor Island Road N., Salem, Ore.
www.youngbloodnursery.com

A love of farming
Much as Troy always wanted to
work in a nursery, his father Don
always wanted to farm.
Don grew up on a small farm in
the Dayton, Ore., area. His dad farmed
and drove a gravel truck for Yamhill
County. Don worked summers on the
11-acre farm and loved what he was
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It would be accurate, though misleading, to call Troy Youngblood a
second-generation nurseryman.
Second-generation farmer, yes. After
all, he did grow up on a Willamette
Valley farm that his parents, Don and
Jeanne Youngblood, owned.
But when Don and Jeanne decided
to go into the nursery business, Troy
got in on the ground floor. He became
a principal in the new effort, along with
his parents. “People tell me, ‘You’re
so lucky. Your parents taught you the
nursery business,’” Troy said. “But we
didn’t have a nursery growing up. It
wasn’t something taught to me. We all
learned it together.”
They learned well, as one can see
from the success they have experienced.
Founded in 1990, Youngblood

Nursery has earned a reputation for
high quality, unusual varieties, and personalized service.
The nursery is particularly known
for dwarf conifers, daphnes, hebes, and
marginally hardy material that will work
in the Northwest, such as cesterum or
pineapple guava. Youngblood continues
to add to a growing lineup of perennials, as well.
“The thing we’ve always done is have
the right variety so it’s easy for people to
meet the minimum order,” Troy said.
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Crop Production Services supports the nursery
industry by supplying:
Chemicals
•
•
•
•

Horticultural Supplies such as:

Dry Fertilizer
Liquid Fertilizer
Controlled Release Fertilizers
Growth Regulators

•
•
•
•
•

Greenhouse Films
Nursery Containers
Fertilizer Injectors
Decorative Pots
Propagation Trays

Contact Kathleen O’Hollearn 503.572.2932 • George Mercure 503.519.7030
Gresham Office: 503.663.0164

Youngblood Nursery

doing. By the time he was in high
school, he was eagerly enrolled in the
ag program and growing his own crops.
When he married Jeanne, she
joined him in the venture. The year
was 1962. As a young couple they first
rented property. “Despite the advice
of one banker to continue to rent, we
started buying adjacent farms in 1965,”
Jeanne said.
They grew vegetables and strawberries, mixing in grain sometimes as a
rotation. In the 1970s, they expanded
their horizons and started growing an
Oregon mainstay — hazelnuts — which
they still grow today.
The Youngbloods became interested in buying a 140-acre farm in Mission
Bottom, near Salem. It was planted
with row upon row of hazelnut trees.
There was one problem — it was on
the wrong side of the river. To reach it
from their existing property, they had to
cross on the six-car Wheatland Ferry.
Nonetheless, they completed the
purchase around 1980.
A transition to nursery
On the property was a small container nursery. The nursery’s operator had leased the land from the prior
property owner, and continued to lease
from the Youngbloods. Eventually,
though, the lessee wanted out.
“They gave up because the ’80s
were so bad,” Troy said.
Troy saw it as a good opportunity.
“I always swore I wasn’t going to
work on the family farm, after irrigating
all summer,” he said. “In nursery, there
are a lot more business decisions to
make. You’re not just growing the crops
and then taking them to market.”
The family took over the operation
and formed Youngblood Nursery.
At the time, Troy was a college student. On weekdays, he would attend
classes. On the weekends, he drove a
route and sold plants to local, independent garden centers in western Oregon
and Washington. His parents, Don and
Jeanne, took charge of growing the plants.
Youngblood Nursery’s first offer-
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ings were fairly common — a 1 gallon
Photinia and a 1 gallon arborvitae.
The company traded for some mugo
pines to get a third variety. “That’s what
taught me,” Troy said. “Having what
everyone else has is a tough sell.”
The nursery changed its strategy
and started looking for unusual cuttings
and liners to grow. “We try to grow
unusual plants now,” Don said. “We
swing the opposite way.”
“Some plants are tough to sell, and
certain plants sell themselves,” Troy said.
At first, Troy drove around in a truck
filled with plants grown on speculation.
“I hated the driving but loved going
around talking to people,” Troy said.
“And sometimes I’d pick up a new
plant. People would hand me a plant
and say, ‘You should grow this.’”
Advance orders soon filled the
trucks, leaving no room for spec plants.
Retailers now had to place orders.
“We decided it was good for our
customers if we delivered more often
and had fresher material,” Don said. “It
may be less efficient, but if it’s good for
our customers, then it’s good for us.”
Strong growth
For a period of time in the 1990s
and early 2000s, sales grew by at least 20
percent a year. Some years, it doubled.
“We were fortunate in our timing,”
Don said. “We happened to start during
good nursery years.”
Youngblood Nursery added trucks
and drivers to handle the business. By
2001, Troy’s responsibilities kept him on
the farm, so he had to stop driving the
truck. Don and Jeanne were kept busy,
as well. He concentrated on equipment
and logistics, while she managed the
office, payroll and human resources.
“For a 9–10 year time frame, we
were expanding buildings and facilities at a pretty quick pace, just to keep
up with demand,” Don said. “We were
building 10–20 cold frames a year.”
Bit by bit, the company shifted
some of its land out of filberts and into
ornamentals. The initial 13 nursery acres
grew to today’s 40 acres, though 80

acres are still used to grow nuts. Along
the way, the Youngbloods sold their
land near Dayton.
In 2003, the nursery made a big
move with introduction of delivery
routes into California’s Bay Area.
Most of Youngblood’s business
continues to be on the West Coast.
The Seattle and Portland areas are the
company’s best markets, along with
California. West Coast retailers can still
place orders up to the day of shipment, and get what they need, practically immediately.
“If you make somebody wait two
weeks, you’ve lost a sale,” Troy said.
The company augments its West
Coast delivery business with shipments east of the Rockies, representing 30 percent of company sales.
Plants arrive custom tagged and
pre-priced, which helps sales and turnover. Customers have been known to
grab plants off the truck and go straight
to the register.
“It actually happens quite a bit,”
Troy said. “It shows you the end consumer has the knowledge and wants
the freshest stuff.”
By delivering freshness and quality, Youngblood encourages faster sale
of its plants at retail. “A big part of
our business is based on reorders and
restocking,” Troy said.
Although recent years have been
lean in the nursery industry overall,
Youngblood has weathered the storm
by growing a wider variety of plants.
Retailers will commonly order five of
this and five of that and see what sells.
“In this day and age, that has helped to
keep us strong, because a lot of those
big orders have dried up,” Troy said.
The company also maintains an
e-commerce website, www.tinytreasuresnursery.com.
A simple ethic will continue to
guide Youngblood Nursery into the
future. “We try to do whatever is good
for our customer,” Don said. “If we
send them good plants they can sell,
then there’s a reorder. That’s good for
them and good for us.”

Propagation
Frustration?

Cut Your Losses:
CONTACT US.

HERITAGE
seedlings, inc.

4194-71st Ave. SE,
Salem, OR 97317 USA
(503) 585-9835
toll free fax: (877) 643-0110
sales@heritageseedlings.com
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