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us and the costs, both finan-
cially and emotionally, are
sometimes great. Statistics
reveal that the number of de-
clared major disasters nearly
doubled in the 1990s com-
pared to the previous decade.
How quickly we can get our
personal lives and business
back on track is clearly an indi-
cator of how prepared we are
for the unexpected emergen-
cies. Even though each situa-
tion is different and unique in
its own character, families and
organizations are better pre-
pared if carefully constructed
emergency plans are written,
practiced, and implemented.
The office of Homeland Secu-
rity shares, “Knowing what to
do during an emergency is an
important part of being pre-
pared and makes all the differ-
ence when seconds count.”

June 1st marks the begin-
ning of the new hurricane sea-
son. However, earthquakes,
fires, tornadoes, flooding, or
other man-made emergencies
can occur at anytime. Here at
Haviland, we prefer to focus on
positive aspects of business
organizations and the fine peo-
ple who work in and contribute
to our industry, but we feel it is
important to help you become
better prepared for an unex-
pected emergency. We want to
be a positive partner in helping
you develop a family and or-
ganizational communication
plan. The brief information
included in this newsletter is
not to be considered final or
complete, but rather a starting
point for you, your family, your
organization, and your employ-
ees and their families. We
hope you will find the facts,

tainly, putting a plan in motion
will improve the odds that your
business will survive and fully
recover from unexpected disas-
ters or emergencies.
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How Prepared Are You For
An Emergency?

Take the quiz (at
www.whatsyourrqg.org/) de-
signed by the federal govern-
ment, Office of Homeland Se-
curity, to determine your readi-
ness in dealing with disasters.
The quiz is ten questions and
will take approximately 3 min-
utes to complete. Your results
will reveal your readiness, or
your RQ (Readiness Quotient),
for an emergency, and tell you
how you stack up against the
national average and others
who take the quiz in your zip
code area as well as nation-
wide. The RQ Test scores you
on what you know and have
already done to get prepared.
It also provides you with the
simple steps to take to

Becoming Prepared

The Office of Homeland Security
suggests that there are three major
steps in becoming prepared to help
yourself, your family, your business,
employees families, and your commu-
nity before, during, and after an emer-
gency strikes. The three steps are:
Step 1: Create A Crisis Plan. Step 2:
Communicate and Practice the Plan,
and Step 3: Protect Your Business.
The Office of Homeland Security and
the American Red Cross have partnered
in preparing ready-to-use templates and
a detailed template plan for businesses
and families to use to become better
prepared. Visit the following websites:
www.redcross.orgBeRedCrossReady
and www.ready.gov/busines/plan/
beinformed.html for details. These
detailed suggested plans provide valu-
able information about types of disas-
ters, preparing for the emergency, and
help after the disaster.

In addition, the Southern Nursery-
men Association (SNA) has established
a hotline telephone tree for instant
help. The sales forces of the container
companies have taken the lead and are
prepared to assist nurseries should a
disaster hit your specific locale through
communication and logistics. Marty
Thomas, the National Sales Manager
for HPP, says, “Hope we never have to
put into action our plans, but all of our
sales team members are ready to as-

sist you.”

improve your score and
increase your prepared-
ness.

On a positive note, the
nation’s collective level of
preparedness has in-
creased to 4.14 out of a
possible 10. The survey
found that the biggest
gains were in the public’s
level of preparedness
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Four Generations
And StiCl Growing

Strong

Sixty miles south of Chicago lies the
city of Kankakee, lllinois. Mayor Don
Green says, “There is a lot to love about
Kankakee. Our lifestyle is a blend of rural
and urban influences. The beautiful
Kankakee River winds through town form-
ing a backdrop for recreation and relaxa-
tion all year long.” The City of Kankakee
has a long history of agriculture and com-
merce. One of the beautiful, long-
standing traditions of the city is the suc-
cessful Kankakee Nursery. Kankakee
Nursery is known for its “consistent qual-
ity, fair dealings, promises kept and good
prices.” Everyone associated with the
nursery is proud to be a part of
Kankakee’s landmark and the excitement
is heard in their voices as they share their
role in the nursery. Indeed, it is one of the
colorful and bright spots in the city of
Kankakee.

1925—A Historical Background

In 1925, Calvin Coolidge’s Inaugural
Address was the first to be broadcast on
radio, and Len Small, who was elected to
a second term as the Governor of Illinois,
was from Kankakee. He was elected in
1920 because he promised to bring state
internal improvements, principally the
building of a state highway system and
the construction of the lllinois Waterway.
During his first term, over 7,000 miles of
highway was paved which paved the way
for new commerce for the state as well as
his hometown of Kankakee. But, his life-
long love was farming. He promoted the
Illinois Horticultural Society where he
served as the state secretary. His work on
behalf of the Kankakee Inter-State Fair
contributed to his appointment to the
State Board of Agriculture. Even though
his successful tenure was clouded by
allegations of misfeasance, the hometown
folks of Kankakee loved him!

Kankakee Nursery—The Story

That same year, two high Kankakee
school chums, Lloyd Pottinger and Clyde J.
Worth, followed their love of farming and
formed Kankakee Nursery, beginning with
twenty acres. Their corporation was

formed and they supported themselves by
hand digging trees. In 1929, however, the
two friends, turned business partners, real-
ized that their small enterprise would not
support two families as the national econ-
omy continued to plummet. Pottinger de-
cided to move to Indianapolis where he
started Pottinger Nursery, and Clyde Worth
remained in his hometown to continue his
work at Kankakee Nursery. During the next
two decades, Worth, with the help of his two
young sons, Phillip and Robert, and only five
field helpers nurtured the nursery and
leased out nursery acreage, as needed. The
nursery specialized in bare root and fruits,
but they also farmed the land and sold
home grown vegetables as well.

The 1950s brought dramatic growth to
the nursery. Phillip returned from serving in
the U.S. Army and joined his father in their
family business focusing on production and
land management. He and his father pur-
chased an additional twenty acres. Clyde
now, an already
highly respected
businessman in the
community, could
now devote more
time to volunteer

“...the ‘old bread and butter’ plant has
gone by the way of the past. When
customers come to buy plants today,
they want the most color, the newest

of Robert, describes his uncle and father’s roles.
“Phil was older and the visionary. He was the risk
taker. He was a progressive thinker. Dad was
younger and he got things done in the field. He
cultivated a lot of new business, expanded sales
territories and developed new customer bases.
Dad implemented many new production practices
that had not been done before. They were close—
they worked well and closely together.”

The sons grew the real estate and realized the
new potential and opportunities within the nurs-
ery. Buying out Lloyd Pottinger’s stock opened
the door to new land acquisitions and a new busi-
ness plan for the nursery.  Phillip and Robert
realized that they needed a “product” to help
support them through the cold winter months.
They introduced a new product line, called “Wil-
Gro.” This product enabled them to maintain
their workforce, even during the cold months, as
well as provide an innovative product for the in-
dustry. They dipped bare root plants in wax and
then packaged them for re-sale in garden centers.
However, as containerized growing became more
popular, this product found a sunset after a dec-
ade of serving an important purpose. Addition-
ally, the sons recognized the quality and out-
standing work ethic of a major sector of their
workforce— Latinos. They are proud when they
share that they were the first
business in Kankakee to promote
Latino workers to leadership posi-
tions within the nursery and in the
community. They instantly share
that the Mexican work force con-

variety and plants

work and working
with community
organizations, which
he enjoyed. In
1954, Clyde passed
away knowing that

with the most
pizzazz.”
Dick Worth

tinues to be a vital part of the
nursery and share a big part in
the success of the operation.
Worth says, “None of us could
have expanded without the contri-

he was leaving his
legacy and his farm
in good hands. His younger son, Robert,
joined Phillip in the nursery upon completing
his duty in the U.S. Navy in 1956. Robert’s
role focused on sales, shipping, and harvest-
ing. Together, the two sons made a great
team and their diversity became their
strength in the Kankakee organization.
Today, Phillip and Robert’s vision is shared
as the primary tool for the nursery’s long
success record. Dick Worth, Vice President
and Production Manager, and the son of

butions of the Mexican labor.
They came to us in the 60s and
as we grew, their prominence grew with us.”

In the same decade, on the national front,
Lady Bird Johnson convinced Lyndon Johnson
that her highway landscaping initiative would
make a positive impact on America’s highways
and a powerful environmental statement during
his administration in the 60s. Kankakee Nursery
was instrumental in supplying landscape material
for the nationwide beautification project.
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Kankakee Nursery products were in
demand all across the nation because of
the quality of the material and assurances
of delivery. Municipalities, landscape
contractors, and other nurserymen were
reaching out to Kankakee for both prod-
uct and guidance. The far reaching rela-
tionships that were built in the 1960s are
still strong today! “We built our nursery
on our name and our commitment,”
smiles Worth.

As technology became available in the
70s and changed the nursery industry,
Kankakee Nursery was a leader in execut-
ing and advancing the research findings.
The Worth brothers continued to expand

the nursery acreage and were constantly
introducing greater varieties of plant ma-
terial. The nursery initiated a “budding”
program fashioned after the practice that
was used in the Pacific Northwest. “We
are able to do it here because of our cli-
mate,” continues Worth. This initiative
remains one of the leading features of the
nursery today. They bud approximately
80,000 trees annually, which allows them
to control the quality and availability of
their product lines. Phil's daughter, Linda,
found her niche in the business becoming
the company’s Comptroller and Robert’s
son, Dick, with a recent degree in Orna-
mental Horticulture, joined the business
in 1977. After earning a degree in Busi-
ness Administration, his brother, Steve,
also became an important member of the
operation in 1979.

The container operation for the nurs-
ery was also born in the 1970 with five
acres and eight poly houses dedicated to
containerization, a new concept for the
nursery and the industry. This new dimen-
sion would grow over the next two dec-
ades and today accounts for one quarter
of the nursery population. With this new
innovation, the nursery again expanded by
building loading docks, housing facilities
for its workers, and adding new drip irriga-

tion and overhead watering systems. This
increased acreage and production re-
quired the hiring of a full-time sales team,
which is still in place today.

The Nursery Today

Today, the nursery provides the indus-
try with leadership and the consumers with
one of the most complete product lines.
More varieties of trees, shrubs, evergreens
and perennials are added annually. The
Worth brothers were instrumental in pro-
viding guidance and leadership in green
industry worker education, training, and
protection programs. Dick Worth proudly
conveys, “The Kankakee Nursery tradition
of supporting the industry is still strong
today.” They are proud to host the lllinois
Nursery Association (INA) and lllinois
Green Industry Association’s (IGIA) an-
nual two-day apprenticeship program for
horticultural students. They open their
nursery and their hearts to offer guidance
and hands-on experience to future nurs-
erymen. Both Bob and Dick have proudly
served as President of these associa-
tions. “Last September, we hosted the
regional meeting for the International
Plant Propagators Society (IPPS),” says
Worth. The nursery supports and partici-
pates in trade shows and state and na-
tional nursery associations. They proudly
share their team effort in receiving the
Distinguished Service Award.

The nursery continues to grow in size.
It totals approximately 3,000 acres today
with about 1,200 acres planted with nurs-
ery stock. They build on their solid product
lines and specialize in field and container
grown shrubs and evergreens. Their ship-
ping area is primarily the northern Midwest
from Denver to Detroit. The Kankakee
Nursery team, now totaling over 125
strong, matches consumer trends and
follows and implements research findings.
Dick says the fourth generation of
“Worths” are in place. “The next decade, |
wish | know that one. We will continue to
diversify our product mix. We always want
to open up new markets, but that is easier
said than done.” Worth continues, “This
recession has caused all of us to look at
how we are doing business, look at effi-
ciencies, mechanization, and labor, which
is our greatest cost. We have to find a way
to get more things done, with less people.
We know mechanization is the way.”

At Kankakee, Dick says, “Right now we
are in a pretty good position. We will con-
tinue to grow geographically and we know
the ‘old bread and butter’ plant has gone
by the way of the past. When customers
come to buy plants today, they want the
most color, the newest variety and the
plant with the most pizzazz. Our job, at the

nursery, is to see that far in advance and
have that product available for them.”

The fourth generation will help ensure
the nursery’s success and continue to build
on its strong name and history. “The
strength of our company and our success is
because of the people we have in place.
There are a lot of people who have been here
for 25 or 30 years. They are the reason we
are able to go into the fourth generation of
Worths with confidence,” says Dick.

Suggested Emergency
Supply List

Keep enough supplies in your home to meet your
needs for at least three days. Assemble a Disaster
Supplies Kit with items you may need in an evacuation.
Store these supplies in sturdy, easy-to-carry contain-
ers such as backpacks, duffle bags or covered trash
containers. Include:

® A three-day supply of water (one gallon per
person per day) and food that won't spail

®  [Ine change of clothing and foot-wear per per-
son, and one blanket or sleeping bag per person

®  Afirst aid kit that includes your family's pre-
scription medications

®  Emergency tools including a battery-powered
radio, flashlight and plenty of extra batteries

®  Anextra set of car keys and a credit card, cash
or traveler's checks

e  Sanitation supplies

e  Special items for infant, elderly or disabled
family members

e Anextra pair of glasses
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Those spring gardens are producing
great vegetables just in time for the
summer BBOs and picnics. Tomatoes
are abounding! Here is great way to
celebrate summer and enjoy the fruits
of your garden.

Simple Tomato and Mozzarella Salad
4 medium tomatoes

Fresh Basil

1/2 pound fresh mozzarella cheese, sliced thin
1/2 teaspoon salt

1/4. teaspoon ground pepper

Dlive Oil and Balsamic Vinegar

[On a serving plate in a circular fashion, alter-
nate tomato and cheese slices. Top with freshly
chopped basil. Sprinkle with salt and pepper.
Just prior to serving, drizzle olive oil and
balsamic vinegar over tomatoes.

Yum! Yum!

Haviland Plastic Products is a family-run company committed to the nursery industry.
We work closely with our customers to reduce the cost and time spent in the ordering process.
Our customers, know when they place an order, they will hear the same friendly voice. Our

commitment to you is our quality product and excellent service!

|HPP Announces Used Container Recycling Programl

The HPP Nursery Container Division is pleased to be implementing an inclusive program to recycle used HDPE
containers. This ambitious program will be a big plus for both the grower and our environment. Our container recy-
cling program is an opportunity for nurserymen to remove used/unusable containers from the nursery site avoiding

clogging our landfills, dumping charges, and freight costs, while earning valuable purchase n

credit.
HDPE

Program Guidelines
®  The containers can only be the blow molded HDPE, which is the #2 recycle logo.

L] Because foreign material can cause havoc in our grinders, it is important that the con-
tainers be clean. This can be accomplished by lightly rinsing or wiping the interior of the pot
with rags or brushes. This will remove any sand, bark, fertilizer particles, etc.

® |t is essential for the containers to be palletized to accommodate handling ease and shipping efficiency.
Please note that each pallet height needs to be at least 100 inches but cannot exceed 106 inches.

®  Afull truckload of containers coming to HPP is essential for our program’s success. Therefore, the minimum
pick-up is one-half of a truckload, usually 12 pallets. Coordination or partnering with a nearby nursery will be ex-
tremely beneficial for logistics.

®  HPP will arrange and pay for the freight charges from your nursery to our facility. It is important that loading
take place in a timely manner to avoid any trucking detention charges, which HPP can not bear responsibility. We
will extend a $100.00 per ton credit to your nursery to be used against future container purchases.

Once your containers have arrived at our facility, we will evaluate your used pots for cleanliness, material
uniformity, and weight. Credits will be issued at this time. In order for us to continue and expand the program, it is
again essential, that the containers arriving at Haviland for reprocessing are collated, clean, and palletized on a well
loaded truck. For questions, guidance and logistical help, all of HPP’s field representatives are ready, willing, and
able to assist you in any aspect of this process.

Here at HPP, we are not viewing this important program as a profit center for either of us, but
rather as an opportunity, with both of us in partnership, to become even more proactive as a green
industry. With successful trials already behind us, we are confident that with full attention from both of
us, this eco-beneficial project will be a winner for all, especially our environment. The landfill reduction
and energy savings per recycled load are very impressive and will make a big difference. We welcome
comments and suggestions as we move forward with this important program. Please direct all ques-
tions and comments to Marty Thomas at 336-547-3956 or via his e-mail address at:
mthomas@havilandplastics.com.




