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GROUND BREAKING FOR OSU/OKC'S
AGRICULTURE RESOURCE CENTER

OSU-Oklahoma City broke ground Thursday,
Jan. 25, on its new Agriculture Resource Center. This
event will alow OSU-OKC's to expand its growing
agriculture program. Hosted by OSU-OK C President Dr.
Jerry Carroll, guest speakersincluded OSU System Presi-
dent and CEO Dr. David Schmidly, OSU-OKC Agricul-
ture Division Head Dave Edwards, and Christian K.
Keesee, grandson of John E. Kirkpatrick.

Construction should be completed spring 2008,
and was made possible by a$1 million gift from John E.
Kirkpatrick. The Kirkpatrick family’s support for the
OSU-OK C campushasalong history. The 33,000 square
feet Agriculture Resource Center, will include horticul-
ture, agriculture and veterinary classes on the OSU-OK C
campus.

The need for increased space is due to thriving
classes, particularly in “urban agriculture” —an emerging
field of study that expandstraditional agricultureto activi-
tiesfor an urban lifestyle. OSU-OK C offers programsin
urban agriculture including floral design and turf grass
management. Included in the facility are state-of-the-art

OSU-OKC- Breaking ground on the new
Agriculture Resource Center are: (LtoR)
L.E. “Dean” Stringer, Dr. David Schmidly,
Dr. Jerry Carroll, Christian K. Keesee and
Dave Edwards.

OSU-OKC's New
Agriculture Resource Center

classrooms, labsand of ficessplitintotwowings, joined by
an open areathat will serve as a conservatory for indoor
plantsand exhibits.

“Thisnew buildingwill hel pusreach our potential
asleadersin urban agriculture. It will allow our Horticul -
ture department to potentially increase enrollment by 50
percent —and double enrollment in our V eterinary Tech-
nology department.”, said Dr. Jerry Carroll during the
ceremony.

Graduates will be prepared for a variety of
careerswithretail floristry, parks, greenhouses, zoos, golf
courses, or veterinary clinics. And local organizations,
community groups and businesses also will benefit from
the center. The space will be used by garden clubs and
various other groupswithin the agricultureindustry.

The total cost of the Agriculture Resources
Center will be$5.5million. Capital bond money fromthe
Oklahoma Higher Education Promise Act of 2005 will
provide$3.7 million of theproject’ sfunding.

For more information on the
agriculture programs offered at OSU-OKC,
visit www.osuokc.edu/agriculture/.
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Hello OGGA Members,

Spring shouldbeal most uponuswhenyoureceivethisnewsl etter.
Theiceandcoldleft damageinit’ swakefor many greenhousegrowersand
establishments. Hopefully new structures have been built and plantsare
showingthesignsof awakening. Springawaysremindsbeof therenewal of
earth’ sspiritsand new beginnings. New plants, new products, new ideas,
new andfamiliar customersiswhat wewant to seeinthecoming months.

Inthe OGGA wewant to hel pour members. TheOGGA isworking
ontheJuneShortcourseat OklahomaStateUniversityinOK C. Thedatesare
Junel7thand 28th. Arethereany educationa seminarsyouareinterestedin
having? Arethere speakers or topics you would like to see at any of the
OGGA events?Pleasedropusalineeither by mail oremail. Wewouldlike
tohear fromyoul

The* OklahomaRising” Conventionand Trade Show isSeptember
27thand 28th at the Cox Convention Center in OklahomaCity. Keynote
speaker Rick Darkewill bediscussingthe*LivableLandscape’ and Lee
Manzer will returnon businesspractices. Y ouneedtobeat theconvention
andtradeshow. Thereiseducation, aluncheonfor al attendees, your vendors
and networkingamongyour industry peers. Mark your calendarsnow.

TheFd | Updatewill beWednesday November 7thattheHoliday Inn
inStillwater, detail stobefollowing. Thereisalot of planninggoingonand
the OGGA welcomesideasand hel p.

GiveOGGA ashoutandjoininthefun.
Thankyou,

OGGA ExecutiveDirector

‘\ 2007 CALENDAR

JUNE 27th & 28th

OGGA Shortcourse; OSU/OKC

(405) 942-5276

SEPTEMBER 27th & 28th
ONLA/OGGA* OklahomaRising” Convention

& Trade Show; Cox Convention Center
Okla. City, OK (405) 942-5276

JULY 19th
ONLA'sLandscapeContractorsDay ;
SandersNursery & Distribution 9-3pm
(405) 942-5276

AUGUST 9-11

(ATTENTION: A

If your company is
holding seminars or
classes that OGGA
memberscouldattend,
please contact the
OGGA officesoitcan
bepostedinthenews-
letter at no cost for

OGG,\?OmCemabrzzl SNA... TheWorld' sShowcaseof Horticulture®
call (405) 942-5276 GeorgiaWorld CongressCitr, Atlanta, GA
\- /' SEPTEMBER28-OCTOBER2

GardenWritersAssociation Symposium
OklahomaCity, OK
www.gardenwriters.org

OGGA website
http://www.ogga.org
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Merchandising Displays That Work

One of the best strategies for increasing perennial
salesat retail garden centersisthrough the use of creativeand
innovative merchandising displays. Admittedly, they do take
more effort than simply loading up sales bencheswith peren-
nialsorganizedinalphabetical order or accordingtotheir sun-
shade requirements, but the benefits will be realized almost
immediately inincreased sales.

Color

Aneffectivemerchandising display isonethat gener-
ateslotsof impulsesalesand assuch, thefocus should always
be on the effective use of color. Color provides the WOW
factor that drives sales. Providing you have an arrangement
with your suppliersfor the ongoing delivery of fresh perenni-
als, thereshould alwaysbelotsof material onhandfromwhich
tochoose. Atthosetimesof theyear, especialy inearly spring,
whencolorisnotyet plentiful, substitutewith giftwareor other
accessoriesthat are accumul ated over time expressly for this
purpose. Supplier-provided signage and POP materials are
another good source of background color.

Accessibility

A goldenrulefor the creation of effectivedisplaysis
to ensure that all plants are easily accessible. Assume there
will be no staff on hand to grab those hard-to-reach plants.
Make sure your customer can reach every plant that's
displayed. Customers always want the plant in the back —
that’ sjust the way it goes. And we all know that afrustrated
customer represents a lost sale.

Simplicity

The construction of the display does not need to be
complicated. Infact, itisalwaysbest to keep it simple. Once
you have some basic ideas and the materials are on hand, it
should take two people no more than three or four hours to
assemble adisplay.

Step oneintheactual construction of thedisplay isto
get organized. Make sure the areais neat and tidy. Start by
rakingupall leavesand other debris. Determinethesizeof the
display and the plants to be used. Have fresh plants easily
accessible. Ensurethat the* bones” areappropriatetothesize
of thedisplay and the size and types of plantsto be displayed.
Get creative

Steptwoistheassembly of thestructure. For obvious
reasons, ensure it hasastable base. \WWooden crates of various
sizesanddimensionsareideal, asareretired benchesor pieces
of outdoor furniture. Antique and even yard sale items can
makeinteresting display fixtures. Occasionally, furnitureand
accessories that did not sell in previous years get a second
chance to be useful when pressed into service as display
props.

For Sale items do not need to be limited to plants.
Garden accessories such as arbors, trellises, statues and
benchescanall addinteresttodisplayswhilestill carryingafor
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sale sign and price sticker. Be sure, however, that if you plan
to sell items such as benches from your display, that they are
not damaged by heavy plantsor wet soil, etc. whichwill detract
from their salability. The props in a display can provide
inspiration for catchy slogans.

The most effective displays are those with well-
massed plants. Unlessit’ salarger plant, one of akind doesn’t
work well. Always showcase a minimum of three or more
larger pot sizes and at least five or more of smaller pot sizes.
The assortment of plants and the number per variety really
depends on the size of the display.

Nothingwill detract from adisplay asquickly assome
poor quality plants; ongoing maintenance and watering must
alwaysbeapriority. A good policy is that whoever createsthe
display isalsoresponsiblefor itsmaintenance, asthat personis
most familiar with its structure and design intent. It is the
responsibility of al staff, however, toimmediately removeany
unsightly or wilted plants.

The real key to effective merchandising displays is
creativity and it is management’ s responsibility to encourage
their staff to beimaginative. Trial and error isamust. Givethe
staff a chance and some time to develop their creativity. Ask
other people what they think and be open to other ideas.

To be effective, you must be prepared to change
displays every two weeks, although in the very busy spring
season, this can be stretched to once every three weeks.
Customers learn that you will have something unique and
different for themtolook at every few weeks. They takehome
our ideasand usethemintheir owngardens. Selling perennials
throughdisplaysiseffective, but it requiresan ongoing commit-
ment.

DR. CARL WHITCOMB AWARDED
THE HENRY A. WALLACE AWARD

Dr. Carl Whitcomb was awarded the 2006 Henry A.
Wallace Award from lowa State University College of Agri-
culture. This award was established to honor lowa State
University alumnus who have made an outstanding contribu-
tiontonational andinternational agricultureinwriting, teaching,
research or leadership.

His many accomplishmentsinclude his devel opment
of air-root pruningof trees. Currently millionsof plantsarenow
growninanassortment of air-root pruning containersmarketed
under the name Rootmaker. Also, hepatented theformulafor
a micronutrient fertilizer (Micromax) for use in the unique
environment of a container. Many now known cultivars of
crapemyrtlewere patented by Dr. Whitcomb. Hehasauthored
numerous books, including the "Know It and Grow It 111",
lectures and consults on nursery issues and is the recipent of
many awards.

CONGRATULATIONS, DR. WHITCOMB!



Sz Trials-Oklahoma Sate Univer sity Oklahoma City
Date planted: mid-late May, 2006

Top 5-10 cultivars through mid-July, 2006:

1. NemesiaBerries& Cream Sachet (Paul Ecke) carried
awonderful fragranceinitsabundanceof flowers. Plants
wereabout seveninchestall bearingtheir del ectableblooms.
Inmoderateshade, they thrived despitetheheat.

2. LobeliaHot Lilac(Cohenc/oAgrexco) waslikewisea
surprisefor summer performance. Thecompact plantswere
about twelveinchesacrossandsixincheshigh, profusewith
bright petals. Theseweretrialedinshade.

3. Osteo Sunscape Daisy Crescendo Primrose (Paul
Ecke) crescendoed from pale near the disc to a cheery
intenseyellow at thetipsof theray. Thecentreitself was
loudly coloured. The ensemble was threeinches across,
supported twelve to sixteen inches high. This plant (and
othersintheseries) played anamazing performanceinthe
shadeandinthesun.

4. AngeloniaSerenaM ix (PanAmerican) excelledinthe
hot sunwithabeautiful complement of four colours, nearly
matchedfor height. Thel ook wasalwayscompl etely poised
andimmaculately fresh.

5. Petunia Happy Mini Sivan (Cohen c/o Agrexco)
achievedaquick and convincing coverage. Thefoliar look
wasclean, pert and glimmering. Plantswerefiveto eight

incheshigh. Thepurpleflowers, whichcontinually appeared
asthoughthey werestill opening, wereone-and-a-quarter
inchesindiameter.

6. VincaPacificaBur gundy Halo (PanAmerican) el ectri-
fieduswithitsvibrancy and depth of colour. Flowerswere
generousinnumber andinsi ze, exceedingtwoinchesdiam-
eter. Plantsweresixteeninchestall.

7. Celosia Prestige Scarlet preserved a great deal of
honour by producing plumes numerousand quite bright.
Consistency and durability were excellent, keeping it a
summer favourite.

Weather conditions:

Therewasnoraininthelast threeweeksof May. Rainsin
Juneand July werefew but mostly substantia. Temperatures
ranwarmwithmany triple-digitdays.

Unusual occurrences:

Theheat and drought were pronounced, but thenumber of
entriesdoingwel | despitethoseconditionswasremarkable.

Haldor Howard, Manager, Greenhousesand Gardens
OklahomaStateUniversity-OklahomaCity
John E. Kirkpatrick HorticultureCenter

( )
“ OklahomaRising" HELP US
. . KEEP YOU UPDATED
Br I ngS R| Ck Dar ke on al your Association's educational
Convention and Trade Show events, by sending us an emall
or our recordsto:
OklahomaONL AOGGA @aol.com
This year we are proud to announce that Rick We can notify you of our happenings!

Darkeisthe Keynote Speaker for the Trade Show. RICK
DARKELLC, isawidely published author, photographer, Growingispublished by theOGGA
lecturer and consultant focused on regional landscape 400 N. Portland, Oklahoma City,
design, planning, conservation, and enhancement. Blending OK. 73107. Publications will be
art, ecology, and cultural geography, Darkeisdedicated to issued February, May, September
the design and conservation of the livable landscape. He conference issue and December.
has studied and photographed North American plants in Advertising rates asfollowswith ()
their habitatsfor nearly 30 years, and thiswork isreflected indicati ng conferenceissue rates:
inhisarticlesand booksincluding The American Woodland Full page $100 ($125)
Garden, which has received the American Horticultural 2/3 page $70 ($100)
Society’s Book Award, the Garden Writers Association 12 page $55 ($75)
Golden Globe Award for book photography, and the Na- 1/3 page $40 ($60)
tional Arbor Day Foundation's Certificate of Merit. 1/6 page $25 ($50)

. . . Bus. card $15 ($25)
Check out his website at www.rickdarke.com . Classified free to membership ($35)
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