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Welcome!
In this edition of the TreE-Blast you
will find the following articles:
Nursery Survey Results
PNWCTA nurseries identify ways to help
growers ordering seedlings

Christmas Tree Sales Survey

SERF Program Update
Learn more about planned updates to the
the sustainability certification program

National Christmas Tree Association
Update
An overview of recent activities

Review the latest data in tree sales

Member Benefits
Christmas Tree Promotion Board
Update
2017 Annual Report and Long-Range Plan
Task Force

PNWCTA Officers & Directors
TreE-Blast FAQs
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Nursery Survey Results
John Tillman, Tillman Tree Farm
GOT SEEDLINGS?
One of the biggest challenges growers and nurseries face these days is the demand for Christmas tree
seedlings.
We recently sent a survey to nursery members of the PNWCTA to help growers know what to expect
when ordering seedlings. Click here to view what the nurseries had to say!
In addition, Brooks Tree Farm composed a projection of seedling availability thru 2020 and advice for
navigating the future of seedlings.

Christmas Tree Sales Survey
This article is excerpted from the recent report released December 5, 2017, by Evercore, which stated
most Christmas trees are sold in the first two weeks of the selling season. The data was gathered from 24
contacts across the U.S., and includes regional Christmas tree associations, farmers, and retailers who
rate sales relative to the same week last year. The theory is that people will buy additional wreaths,
garlands, a larger tree when times are good, and avoid the extra purchase when times are tough.
The first survey of the 2017 season saw tree sales up +10.0% y/y. Sellers reported a robust holiday

weekend with strong sales, as many participants cited favorable weather and increased consumer traffic
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continue to look for larger 8-11 ft. trees, as well as 6-7 ft. Frasier Firs, and many contacts are experiencing
strong sales of garlands, wreaths and centerpieces, as farms with retail gift shops saw spending vastly
improve over last year. Overall, pricing was mixed with some sellers increasing prices while the majority
have held pricing steady. While tree sales are off to a good start, some participants fear they may sell out
earlier than usual due to the high demand, and miss out on additional sales due to the inability to restock
inventory.
In the 2017 week #2 survey, tree sales were up +8% y/y, as continued mild weather for many led to good
traffic and solid sales. Some retailers commented they would be closing this week due to strong early
sales, while others stated they could sell more trees if they were available. Since it takes 7-10 years to
grow a tree, many farms planted fewer seedlings after 2008, when consumers pulled back spending. Tree
retailers continue to report solid demand for garlands, wreaths, and other trimmings, and while shortages
have been reported in some regions, consumers are willing to pay more for bigger trees as those above 6'
demand a premium and are generally quick sellers.

Evercore lSI Christmas Tree Survey
Sales YN% Change

2008 Marked a Shift in Tree Sales
Historically, tree sales would increase as we moved through December typically peaking during week #3.
However, since 2008 that pattern has changed as consumers begin thinking about, and preparing for, the
holiday earlier than they used to. More and more participants tell us that they now typically sell the
majority of their trees during the first two weeks of the season. A few have even reported that they will
most likely wind down their holiday sales over the next week or so due to declining traffic as we near
Christmas. At +8% y/y, our 2017 week #2 reading is solid, similar to last year's reading, and remains
above the historic average of +6% y/y for week #2

Evercore lSI Christmas Tree Sales Survey

Weeks 1&2

Weeks 3&4

The PNWCTA encourages you to contact Evercore
or another group such as NASS to contribute
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Christmas Tree Promotion Board Update
CTPB Long-Range Plan Task Force | February 21, 2018
Annual Report 2017
THE TASK AND THE TASK FORCE
At the direction of current board chair and vice chair, Jim Rockis and Rex Korson, and with the support
and input of the CTPB board overall, a cross-section of Christmas tree growers was convened in
Willsonville, Oregon, on February 21, 2018. The task force was appointed against a backdrop of decadeslong declining demand and ongoing cycles of supply ups and downs; it was charged with identifying and
recommending a few specific, actionable strategies that can be expected to ensure the real Christmas
tree industry survives and thrives for the next generation of producers.
In addition to Korson and Rockis, participants included Chirstmas tree growers: Jamie Jones, Jeff Larcom,
Jane Neubauer, Scott Powell, Amber Scott, Michael Stiers and Jim Wilson. Courtney Weick, senior at
Washington State University, participated as an interested representative of the millennial audience and a
student of marketing. Tim O’Connor and Marsha Gray represented the board’s management team. The
day-long workshop was facilitated by John Armato and Dan Barber of Fleishman Hillard International
Communications.
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Prior to meeting, the task force was given several documents to provide context and provoke thought. The
documents included:
Industry Situation — An overview of economic, cultural, and industry planning factors affecting supply and
demand and putting the 2017 selling season into a broader context.
2016/2017 Consumer Research Summary — An annual survey of consumer perceptions and purchase
patterns related to real Christmas trees.
“The Supply is Tight” – An Op-Ed by Tim O’Connor in response to misrepresentations of supply
“shortages” in the media during the 2017 selling season.
Workshop Whitepaper — A 15-page exploration of factors outside of the Christmas tree industry itself.
The whitepaper explored the historical nature and patterns of industry disruptions and provided a selection
of cases studies related to mature industries’ attempts to overcome those disruptions.
In addition, a larger cross-section of industry stakeholders was invited to respond to a survey designed to
assess current perceptions about the viability of the industry, opinions on issues facing the industry and
possible responses to them. Thirty-five people responded to the survey.
We are selling an experience, yet to get that opportunity we must debunk environmental myths.
CONSUMER RESEARCH OVERVIEW
Tim O’Connor kicked off the session with a review of the most recent consumer research. Of note was
that only 32% of Millennials had a real Christmas tree growing up vs. majority of Baby Boomers. Younger
adults are most likely to repeat their childhood experience. Related to that, children in the household is still
a driver for purchasing real Christmas trees.
Overall, consumers believe that artificial trees are better for the environment than real trees. (While
counter-intuitive, this finding suggests there is a persistent carryover from children learning early on that
“cutting down trees” is bad for the environment. Deforestation, however, is of course dramatically different
from harvesting a crop grown for a purpose. Overcoming this misplaced belief is a significant challenge for
the industry.)
More than half of real Christmas trees purchased in 2017 were from a tree farm (27%) or chain store
(26%). It is significant for future planning to recognize that 75% of trees sold each year are not being
purchased at farms.
INDUSTRY SURVEY OVERVIEW
John Armato presented the findings of the pre-workshop survey in detail. Headlines included:
The majority believe the industry is thriving or in a temporary slump.
Two-thirds are optimistic about the future. None say they are pessimistic.
Shifts in the consumer landscape and misconceptions far exceed other perceived threats.
In response to the open-ended question “What problem does the industry need to solve,” demand
characterized nearly 40% of responses, followed by environmental messaging and retail issues.
Similarly, in response to the question “what would you do strategically to ensure the future of the
industry,” demand rose to the top again, followed by consumer education and
production/innovation ideas.
Nearly all agree that “capturing the millennial consumer is critical to the future success of the
industry.”
A strong majority – well over two-thirds – agree with the statement “The industry needs to actively
recruit promising young talent to lead the next generation of Christmas tree producers.”
About two-thirds support the statement “We need to focus more on product innovation (for
example, developing varieties that reduce needle drop); there’s very little new for consumers to
buy.”
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problem.
We need to improve our understanding of sales, prices, demand, and consumer
perceptions.”
About half support the statement “The industry should dramatically increase investment in
production research.”
Nearly all disagree with the statement “The industry should do marketing and promotion only when
there is excess supply.”
STRATEGY DISCUSSIONS AND PRIORITIZATION
Driven by the research and survey findings, five possible areas provided
the focus for the rest of the workshop:
1. Retail & Customer Experience
2. Demand Creation & Marketing
3. Production Research & Innovation
4. Industry Intelligence & Data
5. Grower Development & Best Practices
For each of the five, the facilitators drew from 10 probing questions to
initially structure the group discussion, but then followed the conversation
along the paths that emerged organically, while guiding the group to translate their discussions into
possible strategic recommendations.
The discussions ultimately yielded a list of 10 possible strategy statements. Using a 2x2 matrix approach,
the facilitators guided the group to prioritize each statement using an X axis of low-to-high impact and a Y
axis of low-to-high feasibility. This process generated a tremendous amount of additional conversation
and, as is often the case, allowed the group to cluster some strategy statements into one and break others
apart into multiple statements.
At the end of the process, only those statements that plotted in the highest corner of the upper right
quadrant (both highly feasible to implement and likely to produce high impact) remained in consideration
for recommendation.
RECOMMENDATIONS
By the end of the day, as a result of this process and with all of the inputs provided in advance and
presented at the start of the workshop as fodder, the task force unanimously agreed on four strategies to
recommend to the board for its consideration:
Related to Demand Creation & Marketing
Reach millennials, especially those with families (defined broadly), and especially with an appeal to the
experience and environmental advantages of buying real trees vs. artificial.
Related to Production Research & Innovation
Enhance our research initiative by adding committee structure, setting priorities (including innovative
product for the next generation) and continually sharing information.
Related to Industry Intelligence & Data
Explore the feasibility of collecting more accurate and more comprehensive industry data (e.g., planting
and harvest volumes, sales, etc.)
Related to Issues, Crises & Emergency Situations
Anticipate and plan for issues that could disrupt our members’ business.
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SERF Program
Angie Smith, PNWCTA Executive Director
Recently, a workgroup comprised of ODA, OSU and PNWCTA representatives met to discuss an updated
and improved sustainability certification program for Oregon Christmas tree growers. The voluntary
program – Socially and Environmentally Responsible Farm (SERF) – provides Christmas tree growers
with a three-year certification for those who wish to be acknowledged for their sustainability efforts.
The workgroup is reviewing current eligibility requirements, the market driven needs for certification
standards, and ways to promote the program to retailers that buy from SERF growers.
Certification guidelines include your development of a sustainability plan for your farm. ODA and WSDA
provide inspections and review farm practices to assess if your farm conforms to SERF goals. There is a
fee associated with each inspection.
If the farm and sustainability plan passes, the farm is certified by a review committee. Certification is
maintained and facilitated by the Pacific Northwest Christmas Tree Association.
Click here to learn more about the current program. Additional information will be passed along as the
revised program develops. If there is there is sufficient interest in developing a SERF plan, classes or
webinars will be developed for assistance. Contact Chal Landgren at chal.landgren@oregonstate.edu for
more information.
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National Christmas Tree Association Update
April 2018
Here is an overview of NCTA’s recent activities:
Signed on to a Senate letter seeking an $8 million increase
in specialty crop research funding which would enable a 50
percent increase in the number of projects funded.
Working on report language for nursery and Christmas tree crop disaster programs and other elements of
the 2018 Farm Bill as it is being developed in the House Ag Committee.
In a dialog with the Missouri Department of Insurance seeking to eliminate Christmas tree burning
demonstrations as part of their insurance agent continuing education program.
The Spring/Summer issue of the American Christmas Tree Journal is printed and in the mail. A special
version of the Spring/Summer issue is being sent to growers who aren’t NCTA members in some states to
invite them to join NCTA. We are rotating the states that receive these special issues to maximize our
outreach to non-member growers across the country over time.

Subscribe2018 Membership
Past Issues
renewal follow up mailings are being sent to past NCTA members who have not

Translate

renewed.
A 2018 NCTA membership directory will be produced this summer. All paid 2018 NCTA members will be
listed. Be sure your 2018 dues payment has been made to be included in this important resource.
Advertising space will also be offered in the directory.
The Pennsylvania Christmas Tree Growers Association will host the 2019 NCTA meeting and National
Christmas Tree contest in conjunction with their meeting, similar to the Wisconsin Christmas Tree
Producers Association’s hosting of the 2017 NCTA meeting and National Christmas Tree contest.
The NCTA Executive Committee is seeking state and regional organizations interested in hosting the 2021
NCTA meeting and National Christmas Tree contest to begin discussions.

PNWCTA MEMBER BENEFITS
INDUSTRY INFORMATION:
Join with other Christmas tree growers, buyers, retailers, educators and suppliers to
exchange ideas, information and methods.
A free subscription to the Christmas Tree Lookout magazine, considered the top publication
of its kind in the industry. The Lookout contains informative articles on all aspects of the
Christmas tree industry, as well as information on association activities.
A copy of the annual PNWCTA Membership Directory, a ready resource containing
fellow member contact information, and types of trees or services they provide.
A free subscription to the TreE-Blast electronic newsletter for timely receipt of industry
news.
EDUCATION:
Educational programs are held three times per year. Events include the Short Course in
February, the Summer Farm Tour in June, and the Tree Fair & Trade Show in September.
At these events, experts discuss topics such as new growing and harvesting methods,
pesticide and safety information, business practices, and tax implications for those in the
industry.
At the September Tree Fair, retailers have a chance to share in advanced sessions
designed to provide retailers with best business practices and increase profits.
MARKETING & ADVERTISING:
Members have the opportunity for direct market exposure at the September Tree Fair &
Trade Show, the largest show of its kind in the industry. The show allows buyers and sellers
to connect, and features industry equipment and supplies on display, as well as retail lot
demonstrations, research and marketing information.
Advertising opportunities in the Lookout magazine and the Buy-Sell Directory at a 15
percent discount.
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information and types and quantities of trees available. The Buy-Sell Directory is published
in May and distributed free of charge to prospective buyers in the U.S., Canada, and
Mexico.
Choose & Cut operators may purchase a listing on the PNWCTA website that includes farm
contact information, locator map, types and quantities of trees and services provided.
Website listings can be enhanced and customized with photos, farm details, and link to
the farm website.
Members have the opportunity to purchase a mailing list of potential buyers. The list is kept
current, contains several thousand names of interested buyers, and is sortable.

DISCOUNTS:
A 15 percent discount on advertising in the Lookout magazine and the Buy-Sell Directory.
Low group rates on liability insurance for retail lots and/or choose & cut operations.

OFFICERS & DIRECTORS
PRESIDENT
Phil Hunter
The Wreath Works, Port Orchard WA
VICE PRESIDENT-WASHINGTON
Kristi Scholz-O'Leary
Snowshoe Evergreen, Puyallup WA
VICE PRESIDENT-OREGON
Casey Grogan
Silver Bells Tree Farm, Silverton OR

SECRETARY/TREASURER
Mark Schmidlin
Schmidlin Farms, Banks OR
Terry Muilenburg
Green Valley Farm, Molalla OR
Rick Thompson
Holiday U-Cut, Eatonville WA
Jim Puffer
Northwest Evergreen, Inc., Molalla OR
Chris Aldrich
Natives Northwest, Onalaska WA
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Matt Snyder
Kirk Company, Beavercreek OR

TreE-Blast FAQs
We are very excited to launch this new method of communication to provide up-to-date industry
news to our members. We hope you will find it both informative and timely. Keep in mind, this is a
new venture for us and it will be a bit of a work in progress as we figure out how to make it better.
What is the TreE- Blast?
The TreE-Blast is an electronic (email) newsletter sent out to PNWCTA members. These are
commonly referred to as an "e-blast." We felt TreE-Blast was more appropriate for our members.
How often will I receive the TreE-Blast?
We will be sending out between three and six TreE-Blasts per year. We will send out a TreEBlast only when we have new, relevant information that will directly benefit our members. The
TreE-Blast will contain no more than five topics so it does not become too cumbersome.
Does this mean we will not be getting the Lookout magazine?
No. The Lookout magazine has been a staple of this association for many, many years. It will still
be printed and mailed several times per year. There may be some duplication of articles in the
TreE-Blast and the Lookout.
What if someone did not get this newsletter?
Please ask your PNWCTA friends if they received a copy, and if not have them contact Angie
Smith.
What if I do not want to receive this newsletter?
If you do not want to receive this newsletter, simply unsubscribe using the link at the bottom.
Will there be a chance to advertise in the TreE-Blast?
As we launch this new communications tool, we are currently ad free. We are considering the
possibility of a limited number of side bar and banner ads to be included in the future. The focus of
the TreE-Blast will always be information.
What if I have an idea, story, challenge or suggestion for the TreE-Blast?
We welcome and encourage your input. Your experience, questions and suggestions are all very
important in making this TreE-Blast the best it can be. It’s as easy as contacting any board
member at the email links provided. We look forward to hearing from you!
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PO Box 478, Wilsonville, OR 97070
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Phone: (503) 364-2942
Email: smith@pacwestcom.com
www.pnwcta.org
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