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828-963-7700 
4417 NC Highway 105 S • Boone, NC 28607  

pioneerinsurance.com 

ALL FORMS OF INSURANCE 
Home ▪  Auto ▪  Health 
Business ▪  Farm ▪  Life 

Coverage you can 
count on and an 
agent who cares. 

CHRISTMAS TREE
NURSERY

LANDSCAPE

TOOLS & SUPPLIES

www.greenscapetools.com   •  info@greenscapetools.com

Hand Pruners • Replacement Parts • Shearing Knives• Gloves
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SHIP SAME DAY!

Greenscape Tools, Inc.
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Fleetwood, NC 28626
Toll-Free: 888-314-2672
Fax: 336-877-2673



�Limbs & Needles • Spring/Summer 20�5

At Fraser Knoll we select and offer 
the best-working products for your 

Christmas Tree business.

Now! Fraser Knoll is the exclusive distributor to the NC Christmas Tree 
Association of these unique holiday items by Keystone Products.

As experienced growers and retailers,
we can help you select the products you need.

www.fraserknoll.com or 1-877-352-7355

Products to help make your business productive and profitable
Balers & Netting, Wreath-Making Supplies, Shakers, Tree Stands,

Tags, Banners, Shearing Machines, Removal Bags & More.

Tree Topper (12”)
Large Star (21")

Lighted Stars for 
treetops or entryways. 
Twist-n-Lok™ stars 
assemble in minutes.

Jingle Bells 
Shotgun Shells™

Lights made with 
real shotgun shells.
10, 20 & 35 light sets, 
garland & wreaths.

Needle Nabber™

Custom tree-shaped 
wrap with drawcords 
for taking a live tree
INTO or OUT OF the 
house.

Santa’s Magic 
Water Spout™

The best way to 
water a Christmas 
tree. Dipstick to   
check water level. 
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Dear Members,

As a second generation Christmas tree Farmer, 
I’ve grown up with the North Carolina Christmas Tree 
Association. My parents, Earl and Betsy Deal, became 
members of the NCCTA in 1971, when I was just one 
year old. My first recollection was the summer meeting 
in Jackson County in 1976; my sister and I sat in the 
back seat of the dark green NC Forest Service bus, as we 
wound our way up to Little Canada. Over these many 
years I have seen the association evolve and adapt to 
meet a new and ever changing industry. 

The Fraser Fir Promotional Committee and the 
Board of Directors met in January in Valle Crucis at our 
annual leadership retreat. Our budgets were set and new 
plans were made for the coming year. I would like to 
express my appreciation to all of the Committees and 
Board Members for their hard work and commitment as 
volunteers for the better good of the Association. 

I was glad to see all the Christmas tree farmers, allied 
business representatives, and association partners that 
braved the cold and snow for our 2015 NCCTA Winter 
meeting. The raffle for the Go-Pro, won by Carrie Mc-
Clain, from Hart-T-Tree Farm, raised just over $4,000 for 
research. Thank you to all who supported this effort. 

Amber Church Scott is the new chair of the Fra-
ser Fir Promotional Committee (FFPC) and is working 
hard to give every member a voice in our association. 
The FFPC will be asking for your expertise, experience, 
and ideas within the meeting breakout sessions in order 
to bring ideas from all segments of the industry to the 
NCCTA Board of Directors so that the NCCTA fulfills 
the needs of its diverse membership.

The summer meeting will be held in Alleghany 
County this year August 28–29. Lynn Smith, Second 
Vice President will be chairing our meeting; the dates 
are August 28th and 29th. The Alleghany CTA and 
summer meeting chair, Lynn Smith are working hard 
to plan an interactive and engaging meeting and trade 
show that will be based at Kathy Shore Nursery in Spar-

ta, NC. I hope that each of 
you will be able to attend 
the NCCTA Summer Meeting and discover new con-
cepts to advance your own operations, as well as share 
your ideas with other growers, network and support our 
allied businesses, and build partnerships within your in-
dustry. 

I look forward to serving you as President for the 
next two years, and I hope to see everyone at the sum-
mer meeting in Alleghany County.

President’s Message
Earl “Buddy” Deal III

GRA-MAC
Distributing Co.

IRRIGATION
CONSULTING

DESIGN • SALES
INSTALLATION

2310 NC Hway 801N.
Mocksville, NC 27028

336-998-3232 | 336-998-3800
Fax: 336-998-3111

Toll-Free: 800-422-3560
gramacirr@yadtel.net

www.gramacirrigation.com

See the Latest News:
NCCTA.blogspot.com
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Over the past six years, NCCTA has been awarded 
a total of nearly $250,000 in Specialty Crop block grant 
funds from the NC Department of Agriculture & Con-
sumer Services. In 2014, another grant application was 
submitted and approved for funding beginning January 
1, 2015 in the amount of $181,000. This grant cycle will 
be January 1, 2015 – March 31, 2017.

The current grant, “Optimizing Fraser Fir Christmas 
Tree Promotions”, provides funding for advertising, point-
of-sale materials as used in the past (Fraser Fir banners, 
Fraser Fir care pads, Real Trees Make Scents brochures, 
etc.), trade and consumer shows, and an exciting new 
project working with the UNC Kenan-Flagler’s Student 
Teams Achieving Results program (STAR Program) 
that began January 1.

This will be a two-year project; Year one of the proj-
ect focused on the internal needs of the association and 
strategic planning. Year two of the project will focus on 
marketing and promotion. The STAR program will help 
NCCTA to determine how to position ourselves to bet-
ter market our product.

The Board of Directors and Fraser Fir Promotional 
Committee are very excited about this project and will 

be providing you with additional information and find-
ings as the project progresses.

A brief overview of the Students Teams 
Achieving Results (STAR) team: 

UNC Kenan-Flagler’s Student Teams Achieving Re-
sults program, or STAR, is a hands-on learning program 
in which students learn by doing as they take on the role 
of consultants to real companies. We are redefining the 
boundaries of consulting and education as we execute a 
relentless pursuit of learning and business impact. Our 
goal is become the premier project-based learning expe-
rience—internationally recognized by students and cli-
ents alike.

 STAR sends teams of top MBAs and Undergradu-
ates to build comprehensive and actionable strategies for 
corporations and not-for-profit organizations seeking to 
strengthen their competitiveness. Teams are typically 
comprised of 5-7 students, undergraduates and MBAs 
(with one of the MBAs serving as the Project Leader). 
All teams are guided by both a faculty advisor with sig-
nificant business consulting/corporate experience and 
an executive from the client organization. 

See more at: http://www.kenan-flagler.unc.edu/lead-
ership/star#sthash.iZkXIBpb.dpuf

Executive Director’s Report
Jennifer Greene

STAR Team students and 
NCCTA STAR work group 
members at the Upper 
Mountain Research Station 
in Laurel Springs.
Front row, left to right: Brandon Gilbert, Jennifer 
Greene, Joe Freeman
Middle row, left to right: Della Deal, Jessica 
Lawley, Ben Liebtag, Rodney Buchanan, Tony Stiers 
Back row, left to right: Dustin Cripe, Dale Cornett, 
Bill Glenn, Philip Spelman, Buddy Deal, Jeff Owen
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Tree Contest Changes
APPROVED! The NCTA Board approved the 

new contest rules and they are being distributed to all 
members and state/regional association contacts. The 
most important change is that in July 2015, TWO Co-
Grand Champions and TWO Reserve Champions will 
be named. There will NOT be a contest in 2016. A total 
of FOUR growers will be awarded and given the chance 
to provide either a White House tree or Vice President’s 
residence tree.

Membership
409 renewals for 2015 through March. Renewal 

deadline has passed and those who have not yet paid 
dues for the 2015 year no longer have access to benefits 
and resources on the web site.

Questions about Login Credentials:
Credentials to the new member center have previ-

ously been sent out. If you do not have your login creden-
tials, have login issues, or need your password reset, you 
can contact the NCTA office.

Summer 2015 Event
The Mid America Christmas Tree Growers, com-

bined with the Wisconsin CTA and the Illinois CTA 
are meeting July 24-25 at the Richardson Tree Farm in 
Spring Grove, IL. NCTA will have a 1-day seminar in 
conjunction with that event at the Holiday Inn Confer-
ence Center in Gurnee, IL. We will offer 1 day of pro-
gramming (speakers, meetings, etc.) the day prior and a 
large majority of folks who attend that day would also 
attend the MACT meeting as well. Attendance at both 
will not be mandatory, folks can choose one or the other 
or both. The national tree and wreath contests will also 
be held at that event.

American Christmas Tree Journal
The E-news publication called “ACTJ Monthly” is 

still being distributed to all NCTA Members and all 
members of any state/regional association which has sub-
mitted a current membership list.

NCTA Visioning 
Task Force

The NCTA Board appointed a Task Force following 
that visioning session to begin the process of reviewing 
NCTA’s structure and its role in serving members and 
the industry once the checkoff is up and running. Here 
is a summary of that Task Force’s thinking:

The intention all along has been to make member-
ship (levels, dues, benefits) in NCTA simpler, cleaner 
and easier to understand, and more equitable among 
the various businesses. We’ve looked at costs of benefits, 
along with cost of doing business as an association (what 
some would call “overhead”) and based the different 
tiers of membership on that cost. We’ve been working 
on structuring the levels and dues based on the cost of 
benefits and services. 22 Major Grower Section members 
paid 19% of total dues revenue last year, and that’s not 
even accounting for Protection & Advocacy donations 
or legislative fund donations. Starting in 2016, the bigger 
farms / companies will be writing a bigger check than 
smaller farms to the checkoff fund. One of the main 
goals of the Task Force was to envision how to make 
NCTA sustainable once the checkoff, and it’s per tree 
payment formula, is in place. 

The group is working to develop a new membership 
model for NCTA. Along with this change will come 
amendments to the bylaws, a change in the national 
Board structure, but mostly a more efficient and effec-
tive way for growers and retailers to get involved with the 
national association at a level and price that meets their 
needs. We would like to propose this to the Board and 
get a final vote on it at the meeting held in July so we can 
implement a new system in 2016.

To provide input, contact Task Force Chair, Tom 
Dull at dulltree@gmail.com.

Fire Codes
After the story was first told of the tragic fire, Mr. 

Frank Gouin, professor emeritus of horticulture at the 

National News
Cline Church

Continued on page 8
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University of Maryland and Christmas tree farmer in 
Maryland, was quoted in the local newspaper stating 
that the fire was really bad because the tree was a Fraser 
fir. “The Fraser fir generates a tremendous amount of 
pitch and pitch are hydrocarbons — they burn like cra-
zy,” Gouin said. See full article at: http://bit.ly/1NDifXo.

In response, NCTA staff coordinated with volunteer 
members of the Scientific Research Committee on a letter 
to the editor stating that the consensus of the research 
community was that species didn’t make any difference, 
and that sap content is far less important to the combusti-
bility of conifer foliage than moisture content. You can see 
the full letter published here: http://bit.ly/1aZYR5A.

Mr. Gouin responded to that, once again being 
published in the local paper. See it here: http://bit.ly/
1b002SD.

National Board of Directors
The following chartered associations will need to 

elect/reelect a director this year: Florida, Inland Empire, 
Massachusetts, Illinois, Indiana, Minnesota, New York, 
North Carolina, South Carolina, Southern, Tennessee, 
Virginia, and Washington. There will also be elections 
for one of the two Major Grower Section representatives, 
a Wholesaler representative and a Choose ‘N Cut Rep-

resentative. The newly elected/reelected directors will 
begin their terms on January 1, 2016.

Thank you,
Cline Church

Article provided by Rick Dungey, Executive Director 
of National Christmas Tree Association

7916 Unionville-Brief Road Monroe, NC 28110
704-753-4919 800-735-1523

www.hhspray.com hhspray@vnet.net

Each sprayer 

Custom Built 
to your speci�cations

Each sprayer 

to your speci�cations

Start with a heavy-duty frame and mount the parts
you need from leading manufacturers. You choose
the size and components, and build your ideal
sprayer without lifting a tool. H&H has built custom
sprayers for satis�ed customers since 1982.

�  Skid, 3 PT or Trailer Mount  

�  8 Gallon Clean Water Tank  

�  Garden Hose Fill

�  Various Tank Sizes

�  Honda Engines

�  UDOR Pumps

�  Various Hose Lengths 
available  

�  200-300 foot x 3/8,
Manual Reel Standard

1-800-4-PRUNER Call to order or request our catalog
www.treeteck.com

Quality
Products

Made in
the USA

MotorizedLow Pro
Driller

 Motor Protected from 
Weather, Dirt & Sawdust
Super-Low Lift Height
Very Low Energy 
use Motor

 Durable Farm Duty  
1725 RPM Motor

Twine
Baler

Available
with or without Motor!

 Ease of Handling 
Twine Wrapped 

Trees
 150 Tree Baling 

Capacity
before

reloading
 Uses
Large
90 lb.

Tensile
Strength

Twine Balls

Bailer.Driller Ad.indd   1 4/14/14   1:16 PM
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MITCHELLWREATH RINGS.COM

A strong foundation 
for a beautiful 
wreath!

Specially designed clips hold 
tight and prevent wreath 
materials from turning.

. . . provide years of 
uninterrupted service
even in high volume 
operations. Available in 
three models: The Mitchell 
“Original” Clamp Machine, 
The “No-Hammer” Clamp 
Machine and The Craftmaster. 
Precisely manufactured to 
exceed expectation.

                 . . . feature
               ring wire designed      
         to be strong and 
       resistant to sagging 
  or warping. No other 
wreath rings offer the 
same performance value!

Mitchell Metal 
Stands (sold separately) 
feature a powder coated finish  
and large aluminum top.  
Strong & reliable for even the 
most demanding production.

Strong welds ensure smooth 
wreath making operations.

Count on Mitchell for all your 
wreath making and wreath 
equipment requirements!

Mitchell Metal Products
905 South State Street

Merrill, Wisconsin 54452

sales@mitchellwreath
rings.com

Mitchell 
Wreath Rings are 

simply the best 
available!

1-800-967-RING
(7464)

Mitchell
High Quality 
Clamp Machines 
and Stands

Mitchell
 Wreath 
Rings

www.mitchellwreathrings.com

Visit our website to see our full line of 
Clamp, Double and Crimped Rings plus a wide 
variety of Specialty Rings. Watch video demon-
strations, download our complete product 
catalog, or explore our Online Ordering and 
Account Management capabilities.

Mitchell Wreath Rings LimbsNeedles.indd   1 5/27/14   5:43 PM
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The 114th Congress convened on January 6, 2015. 
Congressman John Boehner was re-elected Speaker of 
the House and Senator Mitch McConnell will become 
the Senate Majority Leader. There are Republican ma-
jorities in both the US House and Senate.

A twelve member Christmas Tree Promotion Board 
(has been commonly referred to as the “checkoff” board) 
was appointed on January 15, 2015. Della Deal, Con-
rad “Cubby” Steinhart and Jim Rockis were appointed 
from the Eastern region to serve on the board. We are 
fortunate that they have accepted this challenge and I 
am confident they will work diligently to promote our 
industry. 

NATIONAL ISSUES: 
Affordable Care Act: (Obama Care)

A short review: The Health Care Reform Bill was 
signed into law by President Obama on Tuesday, March 
23, 2010. Although some see it as beneficial to many 
small to medium family farmers, the employer mandates 
present serious demands on larger operations and to the 
thousands of family and/or small labor intensive opera-
tions.

Many in the Christmas tree industry, for example, 
employ large numbers of workers for short periods either 
directly or through farm labor contractors. Provisions in 
The Health Care Reform bill do not recognize the sea-
sonal and migratory labor issues unique to agricultural 
production. 

• The Act mandates that everyone must have health 
care.

• By law the employer has to inform the employee that 
they are required have health insurance. It is best 
done in writing.

• Includes H-2A and H-2B (seasonal workers.)
• After entry into the country, a worker or employer 

has 90 days or 3 months to obtain insurance. This 

may be an advantage for seasonal harvest workers 
—they may be leaving the country before the 90 
days are up and may not have to apply. 
Last year I suggested that you keep meticulous pay-

roll records in order to compute your full time workers. 
There is a formula that you may use to find out if your 
employer is a full time employer (working more that 30 
hrs per week) Any workers that you employ for more that 
6 months will need to have insurance. 

E-Verify: 
The House Judiciary Committee moved HR1147, the 

Legal Workforce Act, out of committee in early March. 
As I prepare this report it is unknown when, or if, it will 
move to the House floor. The entire Agriculture Work-
force Coalition opposes this act because it includes man-
datory e-verification and other enforcement side provi-
sions without addressing the existing workforce: The 
sponsors promise they will address Agricultural needs 
“soon” but say they need to pass these enforcement-only 
bills first. If these enforcement-only bills pass but the 
follow-up agriculture bills were to stall, the result would 
force many agriculture businesses to cease operations. 

I strongly suggest that you call your House member 
and urge them not to pass HR1147 as currently written. 
When you contact their office, ask to speak with the 
person handling the e-verify issue.

Talking Points that you may want to reference:
• An enforcement-only or enforcement without reforming 

our broader immigration system will have a devastating 
impact on rural economies across America. 

• Agriculture needs a solution for our current workforce 
and a redesigned guest worker visa program for future 
needs that will serve all U.S. producers, NOT an ex-
emption from mandatory E-Verify.

• Based on a farm labor study conducted by the American 
Farm Bureau Federation (AFBF) in 2014, the impact 
of an enforcement-only approach to immigration would 
cause that agriculture to lose access to its workforce. 
Agricultural output would fall by $30 to $60 billion.

Legislative Update
Pat Gaskin
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Note: 60 senators sent a letter known as the “Newberry 
Letter” to House Speaker, John Bohner and to Congress-
man Goodlatte, Chairman of the Judiciary Committee voic-
ing concerns about the negative effects that this E-Verify bill 
will have on Agriculture and the economy of Agriculture 
producing states.

Please see information under State Issues about 
movement of an e-verify bill in the N.C. General As-
sembly. 

Estate Tax Bill: 
The House voted Thursday, April 16 to repeal the 

estate tax, a longtime priority of Republicans. The 240-
179 vote broke down largely on partisan lines, with seven 
Democrats voting to repeal the estate tax and three Re-
publicans voting against it. The bill does not appear to 
have the 60 votes necessary to break a Democratic fili-
buster and get through the Senate.

Separately, the House also voted to permanently 
extend a deduction for state and local sales taxes that 
lapsed at the beginning of this year, a $42 billion mea-
sure.

The White House has threatened to veto both mea-
sures.

Regulatory Issues: 
The Associated Press reported on 4/2/15 that the 

Maryland Fire Department has scheduled controlled 
burns of Christmas trees as part of a continuing investi-
gation into a mansion fire that killed six people Annapo-
lis MD. It is reported that the fire started as an electrical 
fire and spread to 15 foot Fraser Fir Christmas tree.

Good News Update from NCTA: Dr. Gary Chas-
tagner, member of the NCTA Scientific Research Com-
mittee and plant pathologist at Washington State Uni-
versity, spoke to Special Agent Dave Cheplak, who is the 
AFT spokesman out of the Baltimore office. He report-
ed: “Based on Mr. Cheplak’s comments, I would say that 
the test conducted by the ATF is going to be an affirma-
tion of the long standing message that the Christmas 
tree industry has put out relating to the effectiveness of 
proper tree care in minimizing fire risks associated with 
the use of fresh cut trees, even if the trees are exception-
ally large. It’s hard to imagine that the Christmas tree 
industry could have asked for a better outcome.”

STATE ISSUES: 
[N.C. General Assembly] 

E-Verify: 
House Bill 318 - Protect North Carolina Workers 

Act is an act to increase the number of employers who 
are required to participate in the Federal E-Verify pro-
gram. It would change the exemptions from 25 workers 
down to 5 workers. 

Farm workers are exempt. Definition of a farm 
worker - An individual who maintains farms, crops, or 
livestock by doing physical labor or operating machinery 
under the supervision of a farmer, rancher, or other agri-
cultural manager. The term includes those who perform 
tasks related to growing and harvesting grains, fruits, 
vegetables, nuts, Christmas trees, and other agricultural 
crops. It does not include processors.

Highway Safety/Citizens Protection 
Act: House Bill 328 

A North Carolina House committee easily approved 
House Bill 328 (2015) that would grant driving permits 
to NC undocumented residents. ”This bill has nothing 
to do with immigration, immigration law or immigra-
tion reform,” said sponsor Rep. Harry Warren, R-Rowan. 
“This is a bill about law enforcement and public safety.” 

It would:
• reduce the risk of identity theft and make it easier 

for law enforcement to identify criminals through 
a new state database of undocumented people in 
North Carolina.

• make producing or selling counterfeit identification 
documents a felony— it is currently a misdemeanor.

• Driving privileges would be attached to the restrict-
ed ID, provided applicants pass a state driving test 
and obtain liability insurance coverage.

• Although it would allow holders of this restricted 
license to drive on North Carolina highways, the 
restricted ID could not be used as a form of iden-
tification to vote, apply for public assistance, access 
government buildings or board a plane. 

Outdoor Heritage Act: House Bill 640 
The “Outdoor Heritage Act: would allow Sunday 

hunting—but only on private property. The bill passed 

Continued on page 12



�2 Spring/Summer 20�5 • Limbs & Needles

the House Wildlife Resources Committee on Wednes-
day April 15th in a 10-3 vote. Chasing deer with dogs 
and hunting migratory waterfowl would still be illegal on 
Sundays. There are strong feelings on both sides of this 
issue. You may want to call your House or Senate mem-
ber and let them know how you feel. 

H-2A Guest worker Note: 
(From Libby Whitley, Mas Labor)
“DOL/OFLC is preparing to publish a Notice of Pro-

posed Rulemaking (NOPR) under the Wagner-Peyser 
act to repeal the grandfather clause on permissibility of 
pre-OSHA farmworker housing. That is, all farmworker 
housing built before 1981. Even if it comports with the 
regulations in effect at that time (ETA regs), it will no 
longer be acceptable for housing H-2A workers. Pre-
OSHA housing is probably 75% of the F/W housing cur-
rently used in H-2A’s eastern states. It is possible in some 
cases to renovate housing to meet the ETA standards, 
but in others it will be impossible.”

I will follow this issue with NCAE and update NCC-
TA members.

Pining for more money?
Accept credit cards with PayAnywhere

Christmas tree season is right around the corner. 
That means it’s the most wonderful time of the year 
to increase your payment options by partnering 
with PayAnywhere. Accept credit cards anytime, 
anywhere – all while supporting the NCCTA through 

every transaction!

© 2014 PayAnywhere, LLC. All rights reserved. PayAnywhere (“PA”) is a registered 
ISO of Wells Fargo Bank, N.A., Walnut Creek, CA. American Express may require 
separate approval. PA is currently available only in the United States. iPhone and 
iPad are registered trademarks of Apple Inc. Android is a trademark of Google Inc.

Simple pricing
Just 2.69% per swipe for all card types with next
day funding. No setup, monthly, or hidden fees.

Be versatile
Add multiple users, add discounts and tips,
email receipts, and generate sales reports.  

A true partner
We’ve got you covered with live support.

Contact us day or night by phone, email, or chat.

Sign up today at PayAnywhere.com/nccta or 
Call 1-877-259-2941 and mention NCCTA!

Fan Us
or follow us!

Visit Our Website To Link To Us

North Carolina
Christmas Tree Association

www.NCchristmastrees.com
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Semi-Annual
Meeting,

Tradeshow
& Farm Tour

August 28 & 29
2015
Sparta, NC
Alleghany County

Don’t miss out on 
this year’s summer 

meeting and the 
opportunity to come 

together and network 
with fellow growers, 

allied businesses and 
industry friends.

Early registration deadline is
August 20, 2015. 

Be sure to pre-register
by the deadline for

discounted registration prices!

Meeting registration form and exhibitor information form available at www.ncchristmastrees.com/members/meeting-information

Make your reservations early to receive 
the discounted NCCTA lodging rates:
Alleghany Inn, Sparta
Located 1.6 miles from meeting location
All Room Types:  $65.90 +tax

For reservations call: (336) 372-2501 
Group Code: NCCTA2

You can also make reservations online at:
www.alleghanyinn.com 

Sponsorship opportunities are available.

THANK YOU FOR YOUR SUPPORT
You are a vital part of the real, farm-grown Christmas tree industry.

Friday, August 28:
Business Meeting, Speakers, Demonstrations,

Tree & Wreath Contest, Trade Show
Location: Kathy Shore Nursery, Sparta

Friday Evening:
Come out Friday evening to the River

for a Pig Pickin’. Event starts at 6:00pm
with live entertainment. 

Saturday, August 29:
Alleghany County Farm Tour includes: 

Kathy Shore Nursery, Carolina Fraser Fir Co.,
Papa Goats Tree Farm,

and Murphy’s Tree Farm & Nursery

Christmas Tree
REGISTER NOW
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No Wilding Pull  
in 2015

Desperate for any seedlings, 
many Fraser fir growers eagerly 

awaited the Roan Mt. wilding pull this spring. However, 
it was not to be. There simply were not enough seed-
lings in the designated area to justify a sale. Some former 
seedling beds were filled with small Fraser fir trees that 
ranged from 3 to 10 feet tall. Other areas were domi-
nated by young red spruce trees. Blackberry thickets cov-
ered some areas where the Fraser fir overstory had died. 
In healthier stands of fir, few seedlings grew in the deep 
shade.

When Jeff Vance, 
Mitchell County Extension 
Director, and Jerry Moody, 
Avery County Extension 
Director, initiated discus-
sions with the US Forest 
Service (USFS) about hold-
ing the sale, initial response 
was discouraging. USFS staff had concerns about seed-
ling supply based upon their surveys of the forest. Fur-
ther, seedling collectors had complained last year about 
not being able to pull all the seedlings they had bought. 
Based upon these two factors, a decision had been made 
to cancel the sale.

District Forester Matt McCombs spoke to growers 
at the Avery Mitchell winter meeting about the situa-
tion. He characterized the supply of seedlings as “un-
sustainable” based upon USFS surveys. However, when 
informed of the severe shortage of planting stock across 
our industry, Mr. McCombs was willing to reopen the 
discussion. If NC Cooperative Extension personnel could 

verify an adequate supply of seedlings, he would consider 
permitting seedling sales for 2015 and 2016.

On March 16, four NC Cooperative Extension per-
sonnel, Jill Sidebottom, Jeff Vance, Jerry Moody, and Jeff 
Owen, visited Roan Mt. and the designated wilding sale 
area. We conducted spot checks from Balsam Road that 
runs through the lower edge of the spruce-fir forest and 
from the main road that goes to the top of the mountain. 
We walked through enough of the designated area to 
know that a successful seedling sale was impossible.

However, to our great frustration, other areas of 
Roan Mt. did appear to have seedlings. We wondered 

why the designated area 
couldn’t be shifted to a more 
suitable portion of Roan 
Mountain. As it turned out, 
what seemed like a simple 
decision to us was impos-
sible because it involved the 
management of endangered 
species on Roan Mountain. 

The Carolina northern flying squirrel is a primary con-
cern in native stands of Fraser fir across the southern 
Appalachians. The squirrels feed on fungi and lichen in 
the Spruce-fir forest across much of Roan Mt. However, 
no squirrels have been found in the designated pulling 
area. That is the only reason a sale was permitted there 
in 2014. The Fish and Wildlife Service made a conces-
sion to allow any harvest of seedlings on the mountain 
at all. 

Faced with what appeared to us to be an arbitrary 
boundary to the pulling area, we sought further discus-
sion with the US Forest Service. Jeff Owen met with 
Matt McCombs late on March 16. Jill Sidebottom and 
Jeff Owen met with personnel from the US Forest Ser-

Jeff Owen
Area Christmas Tree Extension Specialist, 
NC State University

As we look to our future 
relationship with Roan Mt. and 

the US Forest Service, we need to 
‘keep a seat at the table.’

Roan Mountain
A Resource in Jeopardy
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vice and the Fish and Wildlife Service on March 23. The 
greatest hurdle to expanding or changing the designated 
area for a seedling sale is the requirement for a Federally 
Endangered Species Act (FESA) impact assessment. Be-
cause endangered species are documented in other parts 
of the forest on Roan Mountain, this process is legally 
required if those areas are involved in any sale. The US 
Forest Service does not have the funds or personnel to 
conduct an assessment which can take six months or 
more to conduct. While no one said this directly, the 
sale of 75-100,000 Fraser fir seedlings is inconsequential 
compared to timber sales on the forest and cannot offset 
the cost of an impact assessment. Without political or 
other kind of public pressure, any further seedling sales 
on Roan Mountain are clearly in jeopardy. 

Seed Collection at Risk 
The same issues come into play with seed collection 

on Roan Mountain – endangered species and sustain-
able supply.

Along with the Carolina northern flying squirrel, 
Roan Mountain is a home to the spruce-fir moss spider. 
A very small tarantula, it lives in moss on rocky outcrop-
pings and rocky seeps in the shade of the forest. Distur-
bance of those areas during seed collection is a concern 
for those who manage this endangered species. 

The declining health of mature stands of Fraser fir 
on Roan Mt. is an even greater concern. Much of the 
mature Fraser fir on Roan Mt. is roughly eighty years old. 
The forest regenerated in even aged stands after clear 
cuts were conducted in the late 1930’s. Fraser fir trees 
only live so long -- even without stressors like climate, air 
pollution, or the balsam woolly adelgid. As the overstory 
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declines and dies, there are areas with no mature trees to 
produce seed. While young Fraser firs are present, it will 
be some time before they begin to produce cones.

However, current limits to seed collection arose 
from another issue entirely. When tree climbing was still 
permitted, flagrant abuse of the forest occurred. Work-
ers climbed trees and sawed or broke out branches with 
cones for workers on the ground to pick. This abuse 
ended the allowance of climbing. Subsequent cone col-
lections were limited to what could be picked from the 
roads using bucket lifts. However, it has been several 
years since even this curtailed collection had occurred.

Our Relationship  
to Roan Mountain

To a great extent, the NC Christmas tree industry 
was born on Roan Mt. Many of us have treasured memo-
ries of going up to Roan Mt. to collect cones, to pull 
wildings, and for a few old timers – to harvest Christmas 
trees. Our industry was a presence on Roan Mt. every 
spring to pull wildings and any fall when there was a 
cone crop. At one time, Roan Mt. was the only read-
ily available source of Fraser fir seedlings and cones to 
be had. As nurseries and seed orchards developed, the 
supply from Roan Mt. became less desirable. The seed-
lings tended to go into transplant shock. They harbored 
balsam woolly adelgid. The genetics were merely aver-
age. Our industry had better options. By the turn of this 
century, the size of seedling and cone sales had shrunk 
significantly. When the oversupply hit our industry, 
growers stopped pulling seedlings completely. 2006 was 
the last wilding pull until the need arose in 2014. 

As a source of genetically un-improved seed and 
seedlings, we can question the value of Roan Mt. plant 
material. Our industry should move to genetically im-
proved stock that provides more consistent quality in 
shorter rotations. In the normal order of things, Christ-
mas tree growers shouldn’t use Roan Mt. genetic mate-
rial any more.

However, Roan Mt. seed and seedlings represented 
a reserve we could go to if we ever needed to, if our seed 
orchards failed, or if the supply of commercially grown 
seedlings fell short. We put that assumption to the test 
this year and it failed. But, the truth is -- we have largely 
ignored Roan Mt. for nearly a decade.

To maintain a supply of seedlings and/or cones on 

Roan Mt, we are going to have to approach the prob-
lem differently. It may take some form of active manage-
ment to produce either healthy seed or seedlings. Our 
industry has already invested in genetically improved 
seed orchards elsewhere. Maybe we could identify and 
manage smaller stands of Fraser fir on Roan Mt. that are 
still healthy enough to provide wild seed and seedlings 
-- stands that are not currently impacted by endangered 
species. Any such effort would require leadership and 
collaboration with our government partners. The Mt. 
Rogers seed orchard serves as a successful example of 
past cooperation among state and federal forest services 
and the Christmas tree industry.

For most of us, the Fraser fir forest on Roan Mt. is 
just a resource to be used when needed. Those values 
are reflected in the current USFS plan for Roan Mt. The 
current FS plan contains specific objectives to carry out 
seed and seedling sales to support the Christmas tree 
industry. Without our involvement, these objectives are 
unlikely to carry through to the next USFS forest plan.

The Forest Service answers to many different groups, 
many of which are quite vocal, some of which are liti-
gious. To proceed with any sale of timber or of seedlings, 
the USFS must be absolutely correct in their procedures 
– especially where endangered species are involved. To 
not do so is to invite a lawsuit. As a result, the Forest 
Service seldom proceeds without a process for public dis-
course such as a series of public hearings. Environmental 
groups make sure their voices are heard. Our voices need 
to be heard as well.

As we look to our future relationship with Roan Mt. 
and the US Forest Service, we need to “keep a seat at the 
table.” We need to be represented attend any public hear-
ings regarding Roan Mt. We need to attend meetings of 
stakeholder groups like the “Friends of Roan Mt.” or the 
local chapter of the Sierra Club. Perhaps we should even 
report their meeting minutes in this journal. But before 
we can do that, we need to discuss our concerns for the 
mountain amongst ourselves. We need to determine a 
reasonable course of action for our industry that also 
honors the historical significance of Roan Mt. 

Become a Member!
Discover the advantages and 

benefits at NCchristmastrees.com
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THROWBACK FROM THE ARCHIVES...

Those of you that have been in the Christmas tree 
industry for any length of time probably recognize that 
we are in the strongest seller’s market in many years, if 
not the strongest market of all time. This can be attrib-
uted to a number of factors. First and foremost seems 
to be an increased demand from consumers for a real 
Christmas experience, which cannot be had with arti-
ficial trees. Other factors include decreased availability 
of other species of Christmas trees, especially Noble fir 
from the Pacific Northwest. There was a lot of concern 
a couple of years ago about Fraser fir from other states 
and Canada, but those trees serve mostly to fill local and 
regional demand in the North and Northeast.

There are a lot of advantages for growers of North 
Carolina Fraser fir in a market like this, but there are 
also some serious pitfalls. Hopefully you all have taken 
this opportunity to increase your prices, and to negotiate 
better terms with those “problem” customers that seem 
to plague us all. I also hope that you have been able to 
expand your base of customers and potential customers. 
We will never have a better opportunity to increase our 
profits and our market share than we have right now.

The real test for all North Carolina Growers will 
come in future years. Will we be able to maintain higher 
prices and a bigger share of the market? History can pro-
vide many examples where growers had the opportunity 
to lock up markets for generations, but did not. Two you 
might be familiar with would be the Balsam fir grow-
ers in Nova Scotia in the 1920’s, and nursery growers in 
Middle Tennessee in the 1980’s. In both cases short-term 

profit considerations caused many growers to let their 
standards go by the wayside, and they are still paying 
the price by having a reputation for questionable quality. 
We owe it to future generations to not let this happen to 
North Carolina Fraser fir’s hard-earned reputation as the 
Perfect Christmas Tree!

How do we keep our reputation as providers of the 
best tree in the world? Consistency, quality, and service! 
Before this season is over you will have customers beg-
ging, pleading, threatening, and using every trick at their 
disposal to get you to sell them product that you may not 
have. You still need to under-promise and over-deliver. 
Do not let your standards slip to make a quick dollar. 
You may be using the USDA Standard for Christmas 
trees, The American Standard for Nursery Stock, or like 
most, some combination of the two, with your own ideas 
thrown in, to grade your trees. No matter what system 
you use, it still has to be “an acknowledged measure of 
comparison” that you and your customer agree on. Trees 
that would have graded out as a five-foot number two 
trees in 1997 do not need to miraculously become six-
foot number ones this year.

Not every customer wants or needs premium, heavy-
density, 85% taper trees. You have developed a rapport 
with these folks over the years as to how what you grow 
fits into their needs. You have a standard that your cus-
tomers have become accustomed to, so stick with it. 
That’s why it is called a standard! Make sure that your 
new customers understand what they will be getting also. 
Be honest about what you have. Be consistent with your 
quality standards, and provide a high level of service.

You have a once-in-a-lifetime opportunity to lock up 
market share for generations to come. Do it right, and 
your grandchildren will thank you.

August 1, 2001
Bill Glenn
Marketing Specialist, NCDA&CS

Standard: an acknowledged measure of comparison 
for quantitative or qualitative value; a criterion
Grading: to determine the quality of; to evaluate
—The American Heritage College Dictionary, Third edition

Maintaining Market Share in a Strong Market
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Looking For An Old Friend

This past winter, I took time 
to review some old scouting re-
ports that I had kept through the 
years. These were field observa-

tions made from beating tree foliage and looking for twig 
aphids and predators as well as sweeping ground covers 
looking for predators. This work was conducted from 1996 
through 2000 and was funded largely through NCSU In-
tegrated Pest Management mini-grants.

I thought it was important to look at past observations 
because pesticide use has changed so dramatically in the 
Fraser fir Christmas tree industry in western NC since 
that time. In 2000, half the acreage was being treated 
with granular Di-Syston 15 and nearly a quarter sprayed 
with Lindane each year. Only 6% was being treated with 
the bifenthrin product Talstar. Now, half the acreage is 
treated with Dimethoate and half with bifenthrin prod-
ucts including Talstar and Sniper. Di-Syston and Lindane 
are a thing of the past.

The use of granular Di-Syston probably had little ef-
fect on natural predators or the wasp that parasitizes the 
elongate hemlock scale. But Dimethoate, bifenthrin prod-
ucts, and Asana are all broad 
spectrum materials that will 
kill out the good bugs as well 
as the bad.

How have these changes 
affected pests? It’s been since 
the early 2000s that elongate 
hemlock scale became a problem. According to grower 
surveys, in 2007 only 4 % of growers considered scales to 
be more of a problem than they were 5 years before. In 
2014, 57% of growers did. 

Based on my old scouting reports, there appears to 
have also been a fundamental shift in the natural preda-
tors found in tree fields during this time. Table 1 is a sum-
mary of those old predator observations. The predators 
that I no longer see are the dusty wings. In fact, I can’t 

remember the last time I saw a dusty wing. And 15 years 
ago, they made up 30% of the total predators observed.

Don’t worry if you are not familiar with dusty wings. 
Even folks that specialize in pest control often aren’t. 
These insects belong to the same insect order as the more 
familiar antlions and lacewings – the Neuroptera or “net-
winged” insects. They feed on aphids, spider mites and 
scales and like to live in tree habitats. Not much is known 

about them and they are of-
ten overlooked. However, in 
a survey of potential preda-
tors for the elongate hemlock 
scale in hemlocks in Ten-
nessee and North Carolina, 
the dusty wings were noted 

as being important (1). Other important predators found 
during that survey include the Harmonia lady beetle and 
twice-stabbed lady beetle. 

It is also important to note in Table 1 how few preda-
tors were found in April and how many in May. It takes 
a while for predators to come in once twig aphids start 
to build up. That’s why although predators eat a lot of 
twig aphids, they are often less effective at preventing 
needle curl.

Jill R. Sidebottom
Area Christmas Tree Extension Specialist, 
NC State University

based on my old scouting reports, 
there appears to have also been 

a fundamental shift in the natural 
predators found in tree fields

Predator April May Total % of Total

Hover flies 2 69 71 45 %

Dusty wing 11 36 47 30 %

Lady beetle 1 20 21 13 %

Lacewing 9 8 17 11 %

Aphid midge 0 1 1 1 %

Table 1: Summary of 57 field visits made from 1997-2000 
to observe natural predator occurrences as either eggs, 

immatures, or adults of hover flies, dusty wings, lady beeltes, 
lacewings and aphid midges in Fraser fir Christmas trees in 

Avery County, North Carolina.



�9Limbs & Needles • Spring/Summer 20�5

It is impossible to know for certain if the loss of these 
little predators is causing increased problems with elon-
gate hemlock scale in Christmas trees, but I am scouting 
more this year specifically looking for predators such as 
dusty wings that might control elongate hemlock scale 
and other pests. I am also looking in more fields for the 
tiny Encarsia wasp that parasitizes the scale. While I’m 
out looking for good bugs, I’m also scouting for pests, tak-
ing note of what flowers are blooming, and continuing 
observations on bees. 

So wish me luck as I try to find again an old friend—
the dusty wing! You can keep up with what we’re seeing 
in the field on my blog: fraseripm.blogspot.com and by 
liking NCSU Christmas Trees on Facebook. Learn more 

about predators in tree fields at: http://christmastrees.ces.
ncsu.edu/christmastrees-pest-predators/

Special thanks to the North Carolina Christmas 
Tree Association for funding of this predator/bee sur-
vey. Thanks also to extension personnel: Travis Birdsell, 
Christy Bredenkamp, Brad Edwards, Jerry Moody, and 
Jeff Vance and the almost 20 growers who are letting me 
work in their trees.

Reference:
Lynch, C., Lambdin, P., Grant, J., Reardon, R., and Rhea, R. 
2006. Survey for potential predators of the elongate hemlock 
scale in Tennessee and North Carolina. Florida Entomologist 
89(4), pp. 527-528.

Brad Edwards scouting for twig 
aphids, predators and bees in an 
Alleghany County field.
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We carry all of your decorating and tree mainenance supplies.
Some of our most popular items include:

Visit our online store at shop.northwoodsevergreen.com
to browse our complete product line!

Call today for a free catalog: 1-800-377-9591
Northwoods Evergreen is located in beautiful Merrill, Wisconsin, USA

Garland Equipment
-WASP II Garland Machines
-Garland Winder (100ft/min.)
-Spool and paddle wire by the

case or by the pallet

Grower Supplies
-ARS Long Reach pruners
-Felco clippers
-Dexter cutlery
-Chaps and gloves
-Diamond sharpening steels

Sharp Edge Knife
“The sharpest knife in the field!”
-Tough rosewood handle
-16” stainless blades
-Straight or Serrated
-100% made in the USA

Northwoods Evergreen & Wire LLC
Established 1971

Balers • Netting • Tree Life Nutrient • Tree Removal Bag • Coloring Books  
Tree Tags • Colorant • Needlehold • Load Divider & More!
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Fan Us
or follow us!

Visit Our Website To Link To Us

North Carolina
Christmas Tree Association

www.NCchristmastrees.com



Over the last several years, Dr. Lilian Matallana has 
been working with John Frampton on improving Fraser 
fir—by understanding our key species at a genetic level. 
The main goal of Dr. Matallana’s research is to find mo-
lecular markers that allow the recognition of trees –in 
particular Fraser fir– that retain needles better after har-
vesting and can potentially be used as Christmas trees. 
Discovery of these markers will significantly improve the 
quality of the final product that consumers buy, reduce the 
time that farmers need to establish plantations of good-
quality trees, and build a pipeline to analyze sequencing 
data of Fraser fir for further molecular analysis.

Dr. Lilian Matallana grew up in her tropical home-
town of Bogotá (Colombia) free of any snow and 8500 
feet closer to the stars. She became hooked on science 
in elementary school with the spectacular backdrop of 
the Andes Mountains covered by walnuts, patula pines, 
Australian blackwood, and southern blue gum trees. 

Most Colombians celebrate Christmas traditions 
that reflect their Spanish cultural inheritance. However, 
Christmas trees are not grown in their mountains and 
people in Colombia traditionally use fake trees often col-
ored white at the needle tips to simulate winter condi-
tions to decorate their homes. The market of real Christ-
mas trees in Colombia is very limited, with only a few 
small farms located to the east of the Western Mountain 
Range cultivating pines and selling them as Christmas 
trees. 

Dr. Matallana came to NC State’s Molecular Tree 
Breeding Lab via a much different route than most 
American researchers. She had her first experience with 
plant biotechnology as an undergraduate. Motivated to 
travel and learn more about plant science, she traveled to 
Germany and had the opportunity to study at the Max 
Planck Institute of Molecular Plant Physiology as a PhD 
student. As a research assistant, Dr. Matallana focused 
on the standardization of different in vitro (in sterile 
flasks with media) techniques applied to the propagation 
and commercialization of tropical fruit crops, as well as 
evaluating secondary metabolites with pharmaceutical 
and agricultural applications. 

Over the past six years, genetics technology in plant 
science has drastically improved. Next generation se-
quencing technologies provides powerful and rapid tools 
for identifying the genetic basis of agriculturally impor-
tant traits as well as the ability to develop models to pre-
dict the breeding value of individuals in plant breeding 
programs. During her Ph.D. program, Lilian was able to 
learn technical and analytical molecular skills working 
with the genetics of model plants. Her goal was the mo-
lecular characterization of a transcription factor and its 
targets during natural and induced senescence of plants. 
Many of those targets genes are also part of leaf and fruit 
abscission, programmed cell death (PCD) and xylem 
vessel differentiation, revealing the complexity of those 
gene regulatory networks.

Following her stay in Germany, Dr. Matallana joined 
an ambitious project leaded by Drs. John Frampton and 
Ross Whetten, both Professors at the Department of 
Forestry and Environmental Resources at NC State Uni-
versity, in Raleigh, North Carolina. They are working to 
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Dr. Lilian Matallana
Postdoctoral Scholar, Forestry and Environmental Resources
Department of Forestry & Environmental Resources

Christmas Tree Researcher Profile:

from Colombia



improve the sustainability and prof-
itability of the U.S. Christmas tree 
industry by using next-generation 
sequencing technologies to enhance 
the production of low cost, high 
quality Christmas trees with proper-
ties desired by consumers. This was 
a huge challenge for Dr. Matallana, 
who had been thinking for a while 
about jumping from the work on 
model plants to the study of crops 
and agriculturally important species. 
This allowed her to come back to a 
field of work that gives her the pos-
sibility to interact with the industry 
and producers. In 2013, Dr. Matal-
lana initiated the reorganization of 
the molecular lab in the Forestry de-
partment directed by Drs. Whetten 
and Frampton. Together they turned 
it into the Molecular Tree Breeding 
Lab. The main goal of Dr. Matallana 
is to find molecular markers that al-
low the recognition of trees –in par-
ticular Fraser fir– that retain needles 
better after harvesting and can po-
tentially be used as Christmas trees. 
Discovery of these markers will significantly improve the 
quality of the final product that consumers buy, reduce 
the time that farmers need to establish plantations of 
good-quality trees, and build a pipeline to analyze se-
quencing data of Fraser fir for further molecular analy-
sis. 

Dr. Matallana works actively in other projects relat-
ed to the establishment of DNA/RNA high throughput 
extraction methods for pines and other tree species for 
Next Generation Sequencing (NGS). She also actively 
participates in Genotyping by Sequencing (GBS) applied 
to a “breeding without breeding” experiment which aims 
to identify single nucleotide polymorphic (SNP) markers 
to establish full pedigrees in open-pollinated Fraser fir 
families. Other projects include the evaluation of new 
protocols to study chromatin structure in tissue and/or 
cells from pines, and recently, the reactivation of the in 
vitro culture work that was previously conducted by Dr. 
Frampton. The principal goals of this project are to offer 
a short practical course for graduate students that are  

 
interested in learning in vitro culture techniques, and the 
establishment of somatic embryogenesis for Fraser fir. As 
a complement to her scientific work, Lilian created the 
website of the Molecular Tree Breeding lab (http://re-
search.cnr.ncsu.edu/sites/moleculartreebreeding/). This 
website is under construction but she is working enthusi-
astically to offer a link where forestry scientists, growers 
and the general public have access to information about 
the different projects that are going on in the lab. 

A critical aspect of science is to be able to combine 
different areas of knowledge and translate them into ap-
plied knowledge that solves problems. Liliań s long term 
goals are to study connections between plant physiology 
and molecular biology to understand the mechanisms 
that control specific developmental traits. She also hopes 
to generate knowledge that helps in field situations, to 
develop closer links between farmers, academy and in-
dustry, and to transmit her knowledge and experience as 
a foreign researcher to future scientist generations with 
the aim to drive sustainable development.
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Liliań s long term goals are to study connections between plant physiology and molecu-
lar biology to understand the mechanisms that control specific developmental traits.
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Members. They are the lifeblood of every associa-
tion. Each year associations look for ways to enhance 
the value proposition that is provided to their members. 
These come from a variety of different sources. Some-
times they are through educational offerings, sometimes 
through expos and events, and sometimes through stra-
tegic relationships. One benefit of particular value that 
North Carolina Christmas Tree Association (NCCTA) 
offers is its strategic relationship with First Benefits In-
surance Mutual (FBIM). 

Over 20 years ago, the North Carolina Retail Mer-
chants Association (NCRMA) created a workers’ com-
pensation company and made it available exclusively to 
its members. Initially a self-insured fund, the company’s 
reputation grew based on outstanding service and com-
petitive rates. Additional organizations began to make it 
available to their members as a member benefit. 

The relationship with NCCTA and FBIM doesn’t 
go back quite 20 years, but they have partnered together 
recently to provide a valuable workers’ compensation in-
surance product. As a current member of NCCTA, you 
may be eligible with no other membership requirements. 
This allows you access to one of North Carolina’s best 
kept workers’ compensation secrets.

North Carolina law states that all businesses with 
three or more employees, and farm operations with ten 
or more employees, are required to purchase a workers’ 
compensation policy. Although these numbers dictate 
when you have to purchase coverage, your liability to 
your employees begins when you hire the first one. Pur-
chasing workers’ compensation insurance is the smart 
thing to do, and when you purchase a policy through 
FBIM your purchase is providing an additional layer of 
support for your association.

If you don’t have your workers’ compensation 
through First Benefits Insurance Mutual, you should! 
Contact North Carolina Christmas Tree Association for 
additional information, or contact FBIM for an agent in 
your area!

Your Membership Allows You Access
to One of North Carolina’s Best Kept Secrets

Richard Suddarth CIC, AIC, AIS
VP of Marketing
First Benefits Insurance Mutual, Inc.

North CarolinaWorkers’ Compensation

Your Association endorses FBIM as a 
member benefit based on our commitment 
to North Carolina business owners.

First Benefits Insurance Mutual, 
Inc. (FBIM) is a North 
Carolina-based workers’ 
compensation insurance 
company. We understand your 
concerns as business owners. 
Our experienced staff prides 
ourselves on personal service, 
sound underwriting and 
aggressive claims management.

Our clients have peace of mind knowing 
that FBIM is secured by an A+ (Superior) 
rated international reinsurance company.

Visit our website to find an
agent in your area:
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I’ll be retiring in a little over a year, after 25 years 
and wanted to thank everyone I’ve worked with for the 
opportunity it provided me. It was an honor being recog-
nized for my work at the Winter Meeting by being pre-
sented with the Outstanding Educator Award. 

I would like to share a thought - It was my good 
fortune to have the chance to join with Jill Sidebottom 
and participate in the bringing of the IPM philosophy to 
Fraser fir production. 

Beginning in 1990, when the industry was only about 
25 years old, we had the opportunity to learn a smart-
er way to manage pests; Integrated Pest Management, 
a newer science based approach to pest management. 
Fortunately, IPM turned out to also be a most profitable 
approach to growing Fraser fir. That doesn’t happen in 
all crops and it was certainly 
one reason IPM was quickly 
implemented by you guys, 
the growers. 

 I’ve always thought it 
was a perfect storm,; A pe-
rennial crop with no soil 
disturbance between crop 
harvests, with a weed sup-
pression system. This is an 
ideal crop to grow on the 
slopes of these mountains. Managing insects with the 
system you and Jill Sidebottom designed has absolutely 
minimized insecticide inputs compared to other crops. 
How much more “Sustainable” can you get!!

 I’ve enjoyed watching how the growers that joined 
the Avery County IPM program early on, were hanging 
their IPM Farm signs on their gate posts within a few 
short years saying proudly, they were an “Environmen-
tally Friendly Farm”. What can you say, “The timing was 
about perfect”. It happened at the same time the bumper 
stickers appeared, “Farmers - the First Environmental-
ists”. How true! I remember Jill saying at a meeting in 

about 1993, “I am an environmentalist! What I’m not 
is an enviro-emotionalist”, an important distinction we 
understand.

Since the beginning of the IPM era some of us in Ex-
tension have discussed IPM Certification. We weighed 
the hassle vs. the benefit and thought it would have to 

be your call, the growers. In 
my opinion, North Carolina 
Fraser firs are grown with 
more environmental re-
sponsibility than any other 
Christmas tree in the Unit-
ed States. Virtually all NC 
Fraser growers now use the 
IPM practices. Virtually ev-
eryone chemical mows and 
manages the insects effec-

tively and efficiently. My concern is that you guys have 
never let it be known what environmentally responsible 
growers you are. It is past time to get the credit you de-
serve! 

IPM certification may be your most effective way 
to market this important information and use it to en-
hance the sales of your sustainably grown, “real trees!” 
The growers in my IPM Program have used it for years. 
I wish all the growers in Western NC would sign up for 
IPM certification and be recognized. It has saved a lot on 
production expenses and it can sell a lot more real trees. 
Keep practicing IPM, and wear it proudly.

Keep Practicing IPM
Douglas Hundley
Integrated Pest Management (IPM) Technician
NCSU, Avery County

IPM certification may be 
your most effective way to 

market this important 
information and use it to 
enhance the sales of your 

sustainably grown, ‘real trees!’
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The 2015 NCCTA Grower Survey reflects a chang-
ing tide and an increase in optimism among NC Christ-
mas tree growers. Sixty-three growers answered sixteen 
questions in an electronic survey this past winter. The 
purpose of the survey was to track grower’s perceptions 
of both the Christmas tree market and NCCTA promo-
tional activities. Survey results will be used to document 
impacts associated with the NCDA Specialty Crop Block 
Grant that has funded NCCTA promotional efforts these 
last two years. For many questions in the survey, we can 
compare responses between 2013 and 2015 surveys. 

Sixty-three growers completed the survey in 2015 
as compared to fifty-three in 2013. Firstly, growers were 
asked to classify their business (please note that respon-
dents were asked to choose all categories that applied 
to their business). Fifty-seven respondents (91.9%) sell 
trees wholesale, just under a third of respondents (29%) 
operate retail lots, a third of respondents (33.9%) have 
Choose & Cut operations, and about ten percent add 
mail order to their diversified marketing strategies. 
These results are presented in Figure 1. It’s important 
to point out that twenty-six respondents (42%) utilize 
two or more business strategies with several employing 
all four. The portion of growers who utilize multiple busi-
ness strategies was greater for the 2015 pool of respon-
dents than for those who responded in 2013.

The survey included a question about age. Age has 
implications for both association membership and the 
future supply of Christmas trees. In NCCTA surveys 
conducted over the last decade, approximately a third of 
respondents had stopped planting trees. Along with de-
creasing market access, increasing age has been a driving 

factor in the decision to quit planting Christmas trees. 
However, the average age of growers reported by the 2015 
respondents was lower than that reported by the 2013 
pool of respondents. In 2013, more respondents were in 
the 56 to 65 age class. In 2015, the greatest number of 
respondents was in the 46 to 55 age class. No mystery, 
this trend has been apparent as we see the next genera-
tion of growers attend meetings and take on leadership 
roles in the NCCTA. 

Growers were asked to report the acreage of trees 
they produce by acreage category. Use of categories makes 
the divulgence of personal information more anonymous 
but far less exact. The average farm size among the sixty-
two respondents was 200 acres. However, farms of 250 
to 499 acres represented the most acreage of any class 
followed by farms in the 500 to 749 acre class. The 2015 
respondents reported 2,430 acres more based on class 
midpoints than did the 2013 respondents. This reflects 
a different population of growers rather than any real 
change in industry acreage. These acreage numbers are 
highly influenced by representation in the largest acre-
age classes. The nature of our industry is such that a 
few major growers represent a very large portion of both 
acreage and trees. Inclusion or absence of these individu-
als from a survey has a disproportionate effect. 

Growers reported on their pattern of planting Fraser 
fir in 2014 compared to the previous year. Nearly 60% of 
respondents maintained the same level of planting as in 
2013. Eighteen percent of respondents increased plant-
ing with an equal number planting no trees at all. Only 
6.6% of growers decreased their rate of planting in 2014. 

When the question of planting Fraser fir was shifted 
to 2015 as compared to 2014, growers were more optimis-
tic. Nearly 30% of growers planned to plant more in 2015 
than in 2014 (a 12% increase). Five growers planned to 
plant less in 2015 than the year before (one additional re-
spondent). Forty-six percent of growers planned to plant 
exactly the same number of trees this year as the year be-
fore (a 16% decrease). Sixteen percent of growers were go-
ing to plant no trees at all in 2015 (one less than in 2014). 

When 2014 and 2015 planting trends are compared 
to 2012 data from the 2013 NCCTA grower survey (Fig-
ure 2), the increase in planting is more apparent. From 
2012 to 2015, those planting more Fraser fir jumped from 

2015 Grower Survey Results
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AN ANALYSIS OF 2014 DATA AS COMPARED TO PREVIOUS YEARS
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13.7% to 29.5%. Those not planting Fraser fir dropped 
from 27.5% to 16.4% and growers who planted less than 
the year before dropped from 11.8 to 8.2. These changes 
likely represent a shift from pessimism to confidence.

Growers were also asked to report the number of trees 
they harvested in 2014 by tree number classes. Based upon 
class midpoint, survey respondents harvested 2.2 million 
trees in 2014 with a potential range of 1.3 to 3.3 million 
trees. While more growers (18) reported harvesting be-
tween 5,000 to 50,000 trees, ten growers harvesting be-
tween 50,000 and 100,000 trees generated the most trees 
in any class (750,000). Twenty-nine growers in the three 
lowest categories (up to 5,000 trees) generated 60,000 
trees or 2.7% of the total estimated harvest. The single 
major grower harvesting 300,000 trees represented 13.5% 
of the total harvest captured by this survey. 

Growers reported on their pricing for the 2014 sea-
son including an indication of the level of increase (Fig-
ure 4). Out of fifty-two responses, thirty-nine increased 
tree prices (68%), seventeen maintained prices (30%), 
and only one decreased prices (2%). Among those in-
creasing price, 36.1% raised their prices less than 5%; 
over half (55.6%) raised their prices between 5 and 10%; 
and 8.3% raised their prices between 11 and 20%. No 
growers raised their prices over 20% in 2014.

When the pricing question shifted to anticipated pric-

ing for 2015 (Figure 5), confidence was even greater. Of 
sixty-one responses, forty-eight growers (79%) planned to 
increase prices, twelve growers (20%) planned to main-
tain prices, and one grower (1.6%) planned to decrease 
prices. At least half of the respondents who planned to 
increase prices in 2015 will be doing so for the second 
year in a row (this assumes that all of those who plan to 
maintain or decrease price in 2015 already raised prices 
in 2014). Clearly, this is a very positive trend.

While a majority of growers intend to increase price 
this year, many will still be making up lost ground to re-
gain pre-2008 tree prices. At the worst of the oversupply, 
there was as much as a $16 dollar difference in the price 
growers were receiving for a 6 to 7 foot Fraser fir. Some 
growers have a much longer climb out of their price-war 
to reach a positive pricing structure. At the other end 
of the spectrum, a few growers may already be charging 
more for their trees than they did before the glut. 

When asked to identify their customer base by se-
lecting any that applied (Figure 6), Sixty-seven percent 
of respondents identified both garden centers and fund-
raising groups as part of their customer base. Almost as 
many, (64%) identified retail lot operators as a part of their 
wholesale customer base. Fewer wholesale growers identi-
fied either box stores (23%) or grocery stores (13%) as part 
of their customer base. Growers attributed 46% of their 
consumer sales to their own retail lots, 38% to their choose 
& cut operations, and 13% through mail order sales. Com-
pared to the 2013 survey, the percentage of growers target-
ing every customer base increased across the board, sug-
gesting that the 2015 sample of growers are engaged in 
more diverse sales to different types of customers. 

How would you classify your business?
Wholesale

Retail

Choose & Cut

Mail Order

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

91.9%

29.0%

33.9%

9.7%

Increase
Decrease
Same

More

Less
No planting

Same

0

20

40

60

2012
2014

2015

Less than 500

500 - 2,500

2,501 - 5,000

5,001 - 50,000

50,001 -
100,000

100,001 -
200,000

200,001 -
300,000

More than
300,001

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

4.8%

27.4%

14.5%

29.0%

16.1%

6.5%

1.6%

36%

56%

8%

< 5%

5-10%

11-20%

0 20 40 60 80 100

NCCTA Twitter

NCCTA Blog

Nursery Trade Show Exhibits

Tree Care Pads

Real Tree Brochures

Consumer Print Ads

Wholesale Print Ads

NCCTA Facebook Page & Ads

Consumer Show Exhibits

Fraser Fir Banners

Online Wholesale Ads

Online Consumer Ads

C & C Directory

Buy-Sell Guide

NCCTA Website

16.7

20.4

33.3

39.3

40.35

44.64

46.43

49.1

49.1

50

51.92

58.62

63.79

67.74

83.87

Choose & cut
customer

Retail lot
customer

Retail Lot
buyer

Garden center
buyer

Box store buyer

Grocery store
buyer

Fundraising
group

Mail order
shopper

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

37.7%

45.9%

63.9%

67.2%

23.0%

13.1%

67.2%

13.1%

Figure 2. 
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Planting 
Trends: 
2012, 
2014,
& 2015
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Figure 3. Number of 
trees harvested in 2014
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The ranking of growers’ customer bases is very use-
ful information for the NCCTA. Many association ac-
tivities are directed to one specific customer group or 
another. This ranking will help NCCTA leadership to 
prioritize promotional efforts that could help the greatest 
number of members. 

Grower also identified the regions to which they sell 
and deliver trees (Figure 7). Of course, North Carolina 
was the predominant region at 82.3%, followed by adja-
cent states (77.4%) and the South Atlantic (75.8%). The 
number of growers who sell to a region declines with in-
creasing distance from NC, but it is encouraging to see 
Fraser fir going to every region.

Several questions on the survey explore growers’ per-
ceptions about NCCTA promotional activities. Figure 8 
displays how respondents ranked promotional activities 
from most effective to least effective. The NCCTA web-
site is considered by far the most effective at 84%. This 
is a reflection of the trend toward web-based advertising 
and also exemplifies widespread support amongst both 
wholesale and choose & cut growers. The Buy-Sell Guide 
and Choose & Cut Memories directory each serve only a 
segment of the NCCTA, but are still rated highly at 68% 

and 64% respectively. Another interesting pattern in the 
ranking of effectiveness is the greater popularity of on-
line advertising compared to print (50-60% vs. 40-50%). 
While growers see an advantage to online advertising, 
social media tends to face mixed reception among grow-
ers. Facebook advertising has achieved a level of appre-
ciation equal to consumer show exhibits (49%) but blogs 
and twitter rank at the bottom of all activities. While 
attending nursery trade shows is only considered to be 
effective by a third of respondents, we need to keep in 
mind that the Buy-Sell Directory was ranked second in 
effectiveness. Trade shows are still a primary method for 
distributing the Buy-Sell Directory. 

Many of the NCCTA promotional activities are in-
terconnected and are used together to drive a broader 
campaign. The printed and online versions of the Buy-
Sell Guide are closely linked, as are the various methods 
of advertising them. Same for the Choose & Cut Mem-
ories Directory. With limited resources, the NCCTA 
must always choose which specific advertising to invest 
in. But instead of balancing a baker’s dozen of promo-
tional activities, there are really only three initiatives: 
consumer promotion, wholesale promotion, and retailer 
service (point-of-sale materials). The NCCTA can effec-
tively maintain these promotional initiatives even as the 
use of specific activities waxes and wanes. 

As the NCCTA continues to conduct grant-funded 
promotional activities, develop a new strategic plan, and 
provide leadership to our industry, the work continues. 
An evaluation tool like this survey can help us to stay on 
track to make wiser decisions in the future. 

Figure 6. Customer base identified 
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Figure 7. Sales by region.

North Carolina 82% 
Adjacent States (VA, TN, SC) 77%
South Atlantic (GA, FL) 76% 
Northeast 52%
Gulf States 45% 
Central Midwest 39%
Lake States 29% 
Canada 13%

Southwest 11%
Rocky Mt. States 11%
Great Plains 7%
South America 3%
Northwest 3%
Mexico 2%
Caribbean Islands 2%
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Figure 8. Perceived effectiveness of NCCTA 
promotional activities
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If you would like to join this effort by making a contribution to the  association’s fund
and/or fund a named endowment, email cnr _ development@ncsu.edu or call 919.513.7734.

Christmas Tree Research
Endowment Fund

“Sustaining a future for the Christmas Tree Industry”

$210,000 pledged to date

NC State Natural Resources Foundation, Inc.

Thank You
North Carolina Christmas Tree Association

The Deal Family
New River Tree Company

Powers Tree Farm
Cline Church Nursery

Yates Christmas Tree Farms
Dale & Ruth Shepherd

Mt. Rogers Christmas Tree Growers Association
The Barr Family

Sanford and Deborah Fishel III
Fred and Dot Wagoner

The Hudler Family
Tucker Tree Farms 



Sponsors:
Gold $750
Carolina Farm Credit
Crop Production Services

Silver $500
New River Tree Company

Bronze $250
Yates Christmas Tree Farm
Happy Holiday Christmas Trees
Hudler Tree Farm
Greenscape Tools, Inc. 
Cornett Carolina Trees
Fraser Knoll

Friends of NCCTA $100
Keystone Products
Grouse Ridge Trees
Miller Supply, Inc.

NCCTA Winter Meeting 
Exhibitors:
Thank you to each of our exhibitors and allied business 
partners for their support of the real Christmas tree industry 
and the North Carolina Christmas Tree Association.

AGRIfinancial Services
Business Exit Strategy Team
Carolina Farm Credit
Cornerstone Institutional
Crop Production Services
Dayton Bag & Burlap Co.
First Pioneer Insurance Agency, Inc.
Fraser Knoll
Granmabecca’s
Greenscape Tools, Inc. 
H&H Farm Machine Co, Inc.
Keystone Products, Inc 
LifeStore Insurance
Mountain Kubota of Boone
NCDA&CS - Agronomics Division 
NCDA&CS – Pesticides Division
NCDA&CS – Plant Industry Division
NRCS/NC Wildlife Resources Commission
Southern Ag

N C C T A  2 0 1 5

Winter Meeting Highlights
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Research Raffle
Thank you to everyone who supported the 
research raffle that raised over $4,000 for 
Christmas tree research projects!

Congratulations to Carrie McClain of 
Hart-T-Tree Farms, winner of the GOPRO 
HERO4. 
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At a young age, Rodney has already served the 
North Carolina Christmas tree industry through organi-
zations such as the Mitchell/Yancey County Association 
of Christmas Tree Growers and Nurserymen and the 
North Carolina Christmas Tree Association. Rodney 
serves as the chairman for multiple volunteer commit-
tees within the NCCTA. He is currently the chairman 
of the Long Range Planning Committee and the Fire 
Codes & Regulations Committee. He is the Immediate 
Past President of the NCCTA, former chairman of the 
Fraser Fir Promotional Committee, and he continues to 

serve on numerous committees and work groups within 
the NCCTA. 

Through Rodney’s leadership, service and dedica-
tion, he has fundamentally contributed to making these 
organizations stronger while earning the respect of his 
peers in the industry. He is always willing to lend a help-
ing hand and makes himself readily available whenever 
he is called upon. 

Charles Fowler presented Rodney Buchanan with the 
Outstanding Service Award. 

NCCTA Awards
Outstanding Service Award:

Rodney Buchanan
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NCCTA Awards

Doug Hundley is the Integrated Pest Management 
(IPM) Technician for Avery County and has been 
teaching and implementing IPM since 1991 when very 
few growers, if any, had ever heard of IPM. An IPM grant 
opportunity through Mike Linker at NC State Univer-
sity funded his position initially for a temporary project. 
However, due to Doug’s diligence, perseverance, and in-
credibly hard work, the County of Avery decided to pay 
for his entire salary once the project was completed. Av-
ery County now has over 5,000 acres under IPM strate-
gies and Doug has worked with around 60 growers per 
year since its inception. With Doug’s IPM program, he 
works closely with a grower for three years on their IPM 
implementation, “graduates” them after they demon-
strate proficiency, and continues to work with them and 
follow up on their progress. During his tenure as the IPM 
Technician, Doug and his group of IPM growers devel-
oped chemical mowing. Chemical mowing is the prac-

tice of using low rates of Roundup to suppress the growth 
of weeds without killing them. It has now been taught 
throughout North America and parts of Europe. Chemi-
cal mowing not only keeps groundcovers low, reduces 
erosion, and favors establishment of dutch white clover 
(a free source of nitrogen), it has an additional benefit of 
slowing down the progression of phytophthora root rot. 
Doug’s ability to teach is only second to his dedication 
to the growers that he works for. He has the unique abil-
ity to teach someone without making them feel insecure 
about their knowledge. He is a consummate teacher and 
without him, IPM in Fraser fir may not have become as 
widely accepted as it is. His recognition as Outstanding 
Educator for the North Carolina Christmas Tree Asso-
ciation is timely and well-deserved.

Jerry Moody presented Doug Hundley with the Out-
standing Educator Award.

Outstanding Educator Award: Doug Hundley
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NCCTA Awards

Each year, the NCCTA selects a farmer that exem-
plifies a commitment to the environment on their Christ-
mas tree farm. This year, the NCCTA Farm Stewardship 
Award was granted to Joe Freeman, owner of Mistletoe 
Meadows in Laurel Springs, NC. 

Joe obtained a bachelor’s degree in fisheries and wild-
life science from North Carolina State University and has 
applied his environmental knowledge throughout Mistletoe 
Meadows. Joe is always looking to reduce his impact and 
improve his Christmas tree farm through innovation and 
research. Joe maintains an Integrated Pest Management 
(IPM) program that includes scouting to determine insect 
thresholds prior to treatment; groundcover management 
to reduce erosion, decrease fertilizer input, and provide 
habitat for beneficial insects; prescription fertility planning 
through soil and tissue samples; and leaving riparian buf-
fers to protect water quality and provide wildlife corridors. 

Instead of burning wood waste from land clearing 

and cleanup, Joe uses a horizontal grinder to generate 
mulch that he sells and utilizes throughout the farm. Joe 
actively participates in research studies including the 
2014 NCSU/Wildlife Commission small mammal initia-
tive that tagged and tracked small mammal movements 
throughout his farm.

Many NC Christmas tree farmers are passionate stew-
ards of their farm environment, but Joe Freeman takes it a 
step further. Joe is an active Farm Management Contrac-
tor and his knowledge moves beyond Mistletoe Meadows 
to the many farm acres he impacts throughout the year. 

Joe’s implementation of Best Management Practices 
(BMP) not only improves the sustainability and habitat 
at Mistletoe Meadows but also proves being an Environ-
mental Steward is an important step in producing award-
winning trees. 

Buddy Deal presented Joe Freeman of Mistletoe Mead-
ows, with the Environmental Stewardship Award.

NCCTA Awards
Environmental Stewardship Award:

Joe Freeman
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Centennial, Colorado – The Christmas Tree Promo-
tion Board held its second face-to-face meeting in the 
Chicago area, May 19-21. Much was accomplished over 
the three day period and board members are anxious to 
update the industry on their forward progress.

“Having the opportunity for the board to meet for 
a few days was tremendously beneficial.  It was an effec-
tive way to work through foundational items such as by-
laws and policies, as well as giving us the time needed to 
examine the bigger questions about where the industry 
stands and the future we would like to see,” commented 
CTPB chairperson, Betty Malone.

Strategic Planning
The strategic planning session was a highlight of the 

Chicago meeting. Fully understanding the value of eval-
uating the current market and retail climate for Christ-
mas trees, board members then used this background 
to begin visioning the desired future for the Christmas 
tree industry. Executive Director, Tim O’Conner led 
the group through a series of questions and scenarios to 
help identify priorities for the Christmas Tree Promotion 
Board. This work led to the development of a mission 
and vision statement.

Vision Statement: The Christmas Tree Promotion 
Board will enhance the value and demand for cut Christ-
mas trees creating and increasing opportunities for growers, 
importers and others in the industry.

Mission Statement: The CTPB is focused on improv-
ing the future of the industry by increasing the value and 
demand for cut Christmas trees through promotion, research 
and education. 

The vision and mission statements will guide the 
board in all future decision-making; with all activities 
and resource allocations being held to the standard of 
these guiding principles. 

As the board continued its strategic planning, they 
established a series of goals and areas of focus that will 
serve as a platform for its efforts. They also identified 
challenges to overcome in order for the board to achieve 
success for the Christmas tree industry. (These items are 
outlined in the accompanying side bar.)

Establishing a Foundation
One of the first items on the agenda of the May 

meeting in Chicago was a presentation by John Paul 
Koch and Brad Miller of Metropolitan Bank, who pro-
vided a comprehensive overview of the services available 
through the bank and how they will work with CTPB. 
While together, the CTPB Executive Committee and 
bank representatives took part in the signing of docu-
ments on a line of credit offered by Metropolitan Bank 
to provide operating funds needed until the board be-
gins collecting assessments.

“I was very impressed with the services offered by 
Metropolitan Bank.  They are experienced in working 
with commodity check offs and offer very personal ser-
vice,” commented CTPB treasurer, Cubby Steinhart. 
“Their willingness to offer a line of credit to this new 
venture is greatly appreciated by the board.” 

Bylaws and an extensive list of board policies were 
reviewed and approved at the meeting as well. These 
documents, although maybe not the most exciting part of 
the board’s work, form a critical foundation from which 

Christmas Tree 
Promotion Board
Sets Priorities

This chairman’s gavel and block was custom-made for the Christmas 
Tree Promotion Board. The gavel was turned from Oregon Douglas Fir 

and the block is a section of North Carolina Fraser Fir.
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the board will operate and undertake promotional and 
research work. The policies also outline the procedures 
for assessment collection.

Next Steps
Throughout the summer, the board will continue 

its forward progress and hold bi-weekly conference call 
meetings. Chairperson, Betty Malone will continue to 
identify growers and other industry representatives to 
serve on the various committees of the Christmas Tree 
Promotion Board.

The board will also be busy this summer actively 
reaching out to growers across the country as they attend 
a number of summer meetings and field day events. This 
will give growers an opportunity to learn more about the 
promotion board and for promotion board members to 
answer questions and gather input from producers. The 
board is planning its next face-to-face meeting in North 
Carolina in late August in conjunction with the North 
Carolina Christmas Tree Association meeting. 

The Christmas Tree Promotion Board, back row from left: Mark Steelhammer, Mark Arkills, Rex Korson, Bentley Curry, Jim Rockis, Chris 
Maciborski, Della Deal and Paul Battaglia. Front row from left, officers: Beth Walterscheidt, Cubby Steinhart, Betty Malone and Jim Heater.

For More Information Contact: 
Tim O’Connor, Executive Director 
303-229-9198
tim@timoconnormarketingandstrategy.com

Christmas Tree Promotion Board 
Strategic Planning
Goals to achieve the future we seek to create:

• Enhance value and demand for real Christmas 
trees

• Improve the consumer attributes of real 
Christmas trees

• Build the tradition of real Christmas trees
• Connect CTPB’s programs with growers and 

industry

Challenges to overcome:
• Removing barriers to choosing real trees 
• Overcoming the “no tree” choice 
• Connecting real trees with millennial consumers.
• Engage growers/industry to use CTPB’s programs 

with retailers and consumers. 

Creating alignment
Alignment means the vision is the driving force behind 
all of the CTPB’s activities. All goals, objectives and 
tactics should be evaluated on their contribution to 
achieving the CTPB’s vision



�6 Spring/Summer 20�5 • Limbs & Needles

The Lifetime Achievement award, when given, is 
one of NCTA’s highest honors, recognizing a person’s 
years of dedication and service to the Real Tree industry. 
2014 was no exception. 

Surrounded by several hundred friends and peers of 
the industry, Thomas Beutell of Wolf Creek Tree Farm 
in Tuckasegee, was presented the Lifetime Achievement 
Award during the summer meetings held in Allegan, MI 
in July 2014. 

Thomas “Tommy” Beutell began growing trees in 
1948 in Jackson County, NC and has been involved in 
every aspect of the operation since. His farm started with 
transplant production as well as growing their own seed 
orchards and seedlings to supply millions of Christmas 
tree consumers. Tommy has avidly supported and been 
involved in both state and national Christmas tree asso-
ciations since their conception. He was on the national 
committee that made revisions to the USDA grades of 
Christmas trees which are still in effect today.

Other North Carolina recipients of the NCTA Life-
time Achievement Award since 2002 include, Sam Cart-
ner and Dale Shepherd.

Thomas Beutell
R E C E I V E S

NCTA Lifetime
Achievement Award

Reprinted with permission from the Fall/Winter 2014 Edition

of the American Christmas Tree Journal

“I have known and had the pleasure of doing business with, Tommy and JoAnn for over 35 years. I appreciate 
that Tommy Beutell and Wolf Creek Tree Farm have always supported the North Carolina Christmas Tree As-
sociation as well as the National Christmas Tree Association. I don’t know of any family that supports and realizes 
the value of our associations any more. I have the highest respect for the Beutell family. They have been true pioneers 
of the Christmas Tree industry in North Carolina.”

—Cline Church
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“First I want to say congratulations for this most excellent and 
well-deserved honor! Over the years, I’ve observed Tommy’s dedica-
tion, leadership and passion for the Christmas Tree Industry within 
county, state and national arenas.

When meeting Tommy in 1997 as Jackson County’s new and 
very green Extension Agent, I quickly grew to respect and appreci-
ate his knowledge of Fraser fir production, his desire for research, his 
future perspectives of the Christmas tree industry, his passion for good 
stewardship of land and wildlife, and staying the course to his vision 
for Wolf Creek Tree Farm. 

Considered the first Christmas tree grower of Jackson County, 
Tommy Beutell has mentored many of today’s veteran tree growers 
and over the years, countless more who have gleaned wisdom from 
his expertise and benefited in collaborative efforts during harvest sea-
son. 

On behalf of the Jackson County growers and Jackson County 
government, we applaud Tommy Beutell for this most prestigious 
award!”

—Christine Bredenkamp

“Tommy was very active in the early days of 
NCCTA and was instrumental in the development of 
the Fraser Fir Promotional Committee in the 90’s. He 
was one of the first growers to initiate sales relation-
ships with mass merchandise stores. He has always 
been a very progressive Christmas tree farmer, con-
stantly finding ways improve techniques and farming 
methods. Tommy has always has been “ahead of the 
game” with his vast understanding and foresight of Na-
tional trends as related to the industry. He is a fountain 
of knowledge and is continually willing to share that 
knowledge with hungry peers. He continues to actively 
and financially support NCCTA and NCTA.”

—Harry Yates

“Tommy has excellent knowledge of all aspects 
of the tree industry from production to marketing to 
involvement in the Associations. He has been and 
remains involved and supportive of the NCTA and 
NCCTA. Wolf Creek supports the check off program 
and Tommy was involved in the first attempts years 
ago to complete a check off program. His knowledge 
of check off was an inspiration and great help to me 
as I worked on the current check off. He has through 
the years helped me as I was getting started in the 
tree industry. He has helped with knowledge as I had 
problems or concerns. I am so grateful to him for his 
help to me and the industry. Tommy Beutell is a true 
asset to the entire Christmas Tree Industry.

—Charles Fowler

Asheville news article on Joan and Tommy Beutell; November 26, 1982; 
Image courtesy of Christine Bredenkamp
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Your Complete Source For Christmas
Tree And Wreath Supplies

Visit our website or call for a catalog to see our full line of
tree planting, farming equipment and supplies.

www.kelcomaine.com
800-343-4057
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Christmas tree production is classified as a business 
sales asset under section 1231 of the Internal Revenue 
Code. This is a taxation method for assets held longer 
than a year and can be used in a trade or business. Fur-
thermore Section 631 is the area specifically related to 
Forest Production and the section that Christmas trees 
are a part of. It has two parts (a&b) which are associ-
ated with calculating taxation for the management and 
harvesting of most Timber products. These rules can be 
somewhat ambiguous for Christmas tree producers but 
can greatly affect your tax liabilities. The three catego-
ries that determine your business activities for Christ-
mas tree management are whether they are considered a 
hobby, investment or business related for terms of taxa-
tion. For Christmas tree growers it is almost always con-
sidered a business rather than an investment or hobby, 
even for the weekend warrior with a seasonal choose and 
cut farm. The situation can be different for silent inves-
tors, but for operators the business classification is ad-
vantageous from a taxation point of view. The definition 
of timber includes evergreen trees that are more than 6 
years old at the time of being severed from the roots and 
are sold for ornamental purposes. It does not include dug 
ornamental trees (1) or smaller stock (seedlings). 

Claiming Capital Gains
Treatment

For tax purposes, capital gains treatment is the most 
desired method of treating the sale of Christmas trees for 
sole proprietors and pass-through entities such as Lim-
ited Liability Corporations and Partnerships. Due to the 
Tax Reform act of 1986 it is not possible for most C-Cor-
porations to declare Capital Gains and therefore most of 
these business structures do not hold or invest in capi-
tal assets (13) unless special provisions are designated 
which will not be discussed here. Section 631(a) is used 

by those who harvest their own trees or hire contractors 
to do it, while section (b) is used by people who sell trees 
on the stump in the field for an agreed upon price, but 
is rarely used. The stumpage value of trees is determined 
by the value of trees on January 1 of the harvest season. 
The added value of tree growth in the year of harvest is 
considered ordinary income and not a capital gain. This 
revenue is handled differently than capital gains. Under 
certain circumstances such as whole field sales or maybe 
some choose and cut; Section 631(b) can also be used, 
but due to payment scheduling this is nominal for most 
Christmas tree growers and therefore won’t be discussed 
in depth. Even though both Sections 631 (a&b) are han-
dled the same in principle, the basis calculations differ as 
do how harvest timing and expenses are accounted for 
and who pays for it. 

As stated above, only capital gains can be assessed to 
prior years’ tree values minus the capitalized basis. This 
means all income realized in the year that you sell the 
asset is not considered a long-term capital gain/loss. This 
includes Value Added Products (VAP) such as wreaths 
and garlands as well as trees purchased in the same year 
of harvest. This type of production should be consid-
ered ordinary income and not capitalized on their sale. 
Likewise, land leases made for hunting are considered 
ordinary in nature and not included (2). The difference 
for these business operations have to do with how costs 
are assigned as well as different tax rates on any gains 
from their sale.

Further Description
of Section 631(a)

Section 631(a) applies to most Christmas tree pro-
ducers. A fair market value of Christmas trees must be 
assigned on January 1 of the year which trees will be 
sold (In November). The current year’s growth (Janu-
ary until November) is considered ordinary income for 
revenue purposes and offsets the operating expenses for 
the year. The IRS allows several methods to assess what 
values can be made and below are the most commonly 

Financial & Tax Considerations
For Christmas Tree Production

Christopher M. Carpenter
Masters Degree Candidate,
Beijing University Forestry College
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used (3). They include; prices of comparable quantities 
and qualities of trees in the area during the same year 
of the valuation date, offers to buy and sell trees from 
non-related parties, appraisals for the purpose of prop-
erty taxes as well as estate and gift taxes. Additionally 
the discounted price based on the growth period is also 
allowed. Schudel vs. Commissioner [33 CCH Tax Ct. 
Mem. 1155, 1975; P-H Tax Ct. Mem. - 74,262 (1974)] 
Provided by TimberTax.org*

Capitalization Operating
and Management Expenses 
for Basis:

There are two types of expenses. The first is capital-
ized expenditures which are those costs added to the tree 
value which are deducted at the sale or harvest—also 
known as the basis. The second is annual operating ex-
penses; those that are always deducted in the year which 
they are incurred. Capitalized costs are the expenses in-
curred that establish and/or improve a crop of trees (7). 
Examples of these are seedlings, land maintenance and 
up-keep and production costs to the land or trees. Oper-
ating (and management) expenses are those that occur 
annually, such as labor for tree care. Selling expenses are 
deducted directly from the sale and not counted as either 
capital or operating expenses. These typically include 
the harvesting and transportation costs (6). 

Capital Expenditures
The process of Capitalizing is assigned as an invest-

ment basis to an asset. This means that the cost associ-
ated with growing the tree is accrued annually and used 
to offset the gain/loss from the asset (Christmas tree) 
when it is sold. Whereas recognizing an expense is to 
written off annually as the cost doing business in the 
year it is realized (5). This seems straightforward, but for 
some items in tree management the assignment of cost 
can be tricky. Since the capitalized cost must be held for 
the life of the asset, the economic costs associated with 
keeping money tied up in the property must be assessed 
when making a business decision. The expenditures for 
capitalization should be kept in a recording manual. Tree 
inventory and spraying recording application manuals 
are the best ways to keep this information together. Ex-
amples of these expenditures include the seedlings and 
proportion of the depreciation and the equipment used 

in the establishment the trees (e.g. use of the tractor and 
setter). Such costs are added to the basis as a pro-rated 
amount of depreciation from them for the year that they 
incur. Also land preparation costs can be added to these 
expenditures. For most Christmas tree growers who are 
in a continual rotation these costs arise on an annual 
basis and the sales of their trees are used annually to 
offset their gains on the sale of trees. Even though the 
actual cost recovery for this practice might be several 
years away, the carrying basis is reflected in past years 
operating costs in the stumpage basis.

Operating Expenses
Operating Expenses are those related to the annual 

operation of a Christmas tree plantation. As a general 
rule, labor for maintenance and care are allowable annu-
al expenses and not capitalized for the basis as are mow-
ing, fertilization and spray costs (labor as well as cost 
of chemical) (12). Additionally any expenses associated 
with the production of greenery (wreaths and garland) 
are deductible annually. This can sometimes be tricky 
when contractual labor provides both a good and service 
such as contract setting but these instances are very rare 
and a pro-rated accounting method for the actual costs 
should be used. For many seasonal jobs, most of the em-
ployees are considered contractors. However, it should 
also be mentioned that qualified employee rules apply 
to labor and withholding of social security and self-em-
ployment taxes maybe be required; depending upon the 
relationships with the laborers. Please review IRS Publi-
cations 334 and 225 for small business owners and farm-
ers for more details about this. Other allowable annual 
expenses include: Tools under $100 in value, Ordinary 
Business Expenses; such as office and incidental busi-
ness expenses, like the care of automotive or agriculture 
equipment. This also includes the expense of operating 
an office and expenses of utilities and communications 
related to the trade or business and insurance. Travel ex-
penses can be deducted under some circumstances. This 
includes travel to and from your farm if it is further than 
one day or 100 miles from your tax home. Trips to supply 
stores and meetings directly related to your business are 
also allowed. For travel longer than one day, the cost of 
your transportation, half of the meals and “reasonable” 
lodging rates are deductible (4). If a portion of the travel 
has “other” motives such as vacations or for personal rea-
sons, then the travel expenses can still be deducted how-
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ever only half your meals and entertainment expenses 
and only for the part of your trip that is engaged in the 
trade or business-- not your vacation. The key term used 
to decide this in the official revenue code is “Directly 
Related to Income Potential” This means that your ac-
tivities must improve your ability to make or save money 
on the farm. Please refer to IRS Publication 516 for a list 
of allowable business deductions. 

As Christmas tree growing is a business and busi-
ness deductions are advantageous to investment rules, 
capitalization of carrying charges are rarely used from 
the producer’s standpoint. However passive activity rules 
apply to anyone with an ownership interest in a Christ-
mas tree farm and they do not materially participate 
in the business. This includes non-active land leasers, 
non-active partners and trusts or estates. This basically 
means that non-active partners cannot deduct expenses 
that arise from the Christmas tree operations for income 
generated from other business if they are not active in 
the management of the farm, unless they also have other 
passive income to offset it (7). Passive activity rules can 
be complex, so you should refer to the IRS for additional 
information.

Depreciation Expenses:
Depreciation Expenses are Capitalized and deduct-

ible over the service life of assets used to conduct a 
trade or business. The pro-rated deductions are allowed 
as operating expenses in the period which they occur. 
This includes all property and assets such as equipment, 
buildings and land improvements. Land, as a general 
rule, is never depreciable; however, improvements to it 
such as the construction of loading docks, (excluding 
land grading) temporary road services and fencing/cor-
als are depreciable. The IRS has provided estimates for 
depreciation rates of different business items in their 
tables for useful life depending upon what type of asset 
it is: see IRS Publication 946. The two typical types of 
depreciation rates for tax purposes are Modified Asset 
Cost Recovery System (MACRS) and the Straight Line 
method (11). The MACRS rates are accelerated and al-
low for a faster write-off period; therefore most people 
prefer them for tax purposes. Further explanations of 
these two methods can be found online and at the IRS 
sites to provide guidance as to how assets costs can be 
recovered for different types of assets and their useful 
tax life. 

The government has also provided a Section 179 
deduction that currently allows for an annualized deduc-
tion of up to $25,000 (10) on depreciable assets. This has 
been greatly reduced from previous years. Additionally, 
some losses such as seedling death might be deductible 
depending upon the situation. Furthermore if the value 
of the asset is in access of $200,000 then the value of the 
Section 179 is reduced dollar for dollar on the amount 
exceeding $200,000 for the basis of the asset put into 
service. The Section 179 deduction cannot exceed the 
total income of the trade of business for the same year. 
However you can carry forward unrecognized section 
179 amounts in following years. Section 179 also has 
a specialized expense section applicably to trucks and 
sport utility vehicles in excess of 6,000 lb. but less than 
14,000 lb. and commercial trucks as well as farm equip-
ment. It does not apply to smaller cars.

Additional Considerations:
The business structure, partnership rules and pay-

ment schedules also affect revenue recognition. Expen-
ditures for most tree growers’ situations for reporting 
lease payments to land owners (passive/active partner vs 
rental) and how they are taxed should be considered. 
Christmas trees are also subject to Alternative Mini-
mum Taxation requirements for high earners. And there 
are special rules for Conservation Easements and spe-
cialty government reporting under some circumstances 
(CRP, crop insurance etc). This alters the reporting re-
quirements as well as revenues and allowable deductions 
under many different circumstances. The tax code and 
rates are continually updated, therefore situations could 
differ depending upon which year they are applied. Af-
ter reading this hopefully it will shed some light on the 
process for calculating taxes for Christmas tree produc-
tion. The current tax code is one of the most compli-
cated bodies of legislation and enforcement tools in the 
US government and it is very easy to make a mistake 
even by the most qualified professional. It is important 
to always keep good records for all your revenues and 
costs each year and the description of assets purchased 
which has a useful life for more than one year. Always 
ask for help from a qualified professional if/when such 
situations arise. 

Continued on page 42
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Disclaimer:
This article was written as a simple informative 

guide for the basic principles of taxation and for most 
Christmas tree growers. Due to the complexity of the 
tax code a qualified tax professional should always be 
consulted when addressing specific issue. 
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gov/taxmap/pubs/p535toc.htm

6.) IRS Publication 535 Chapter 9: http://taxmap.ntis.
gov/taxmap/pubs/p535toc.htm

7.) IRS Publication 551: http://taxmap.ntis.gov/tax-
map/pubs/p551-001.htm#TXMP1393940d

8.) IRS Publication 925 Passive Activity Rules: 
http://taxmap.ntis.gov/taxmap/pubs/p925-000.
htm#TXMP0e98a382

9.) IRS Publication 946 Chapter 1: Depreciation 
http://taxmap.ntis.gov/taxmap/pubs/p946toc.htm

10.) IRS Publication 946 Chapter 2 179 Expense: 
http://taxmap.ntis.gov/taxmap/pubs/p946toc.htm

11.) IRS Publication 946 Chapter 4: Depreciation 
Methods: http://taxmap.ntis.gov/taxmap/pubs/
p946toc.htm

12.) IRS Revenue Ruling (shearing Trees): Revenue 
Ruling 71-228, 1971-1 C.B. 78

13.) Tax Reform Act of 1986 And the Cost of Capital: 
Alan J Auerback pg 74-76 

Cecil Douglas Clawson
Cecil Douglas “Doug” Clawson, age 79, of 4944 Highway 194, Boone, passed away 

Thursday evening, May 28, 2015, at his home.
Mr. Clawson was a retired Dairy and Christmas Tree Farmer, and a current mem-

ber of NCCTA. Mr. Clawson was known in the Boone area as the “Peach Man” having 
sold produce, in the area, for many years. He was the owner and operator of Clawson’s 
Choose & Cut in Boone.

Doug was an NCCTA member and supporter since the mid 90’s. 

Samuel Avery Miller
Samuel “Sam” Avery Miller, age 93 of Laurel Springs, NC died Tuesday, April 7, 

2015 at his residence. Sam was the owner of Sam & Edna Miller Christmas Trees in 
Laurel Springs and was a longtime supporter and member of NCCTA.

in Loving MeMoRy q

This article was submitted by Chris Carpenter, a graduate student in Beijing, 
China, to satisfy requirements for his completion of Masters in Forestry.



��Limbs & Needles • Spring/Summer 20�5

10785 84th Avenue
Allendale, Michigan 49401

(616) 892-4090
Fax (616) 892-4290

email: brian@boschsnursery.com
www.boschsnursery.com,

Norway Spruce Transplants

Fraser Fir Transplants

FRASER FIR
   Per 1,000 Per 1,000 at

Age Size Rate 25,000 Rate
 (3-0) .............6-12”........... $225.00 ..........$185.00
 (3-1, PL+1) ........8-14”........... $575.00 ..........$525.00
( 2-2, PL+2) ........8-15”........... $725.00 ..........$645.00
 (3-2, PL+2) .......10-18”.......... $750.00 ..........$670.00

NORWAY SPRUCE
   Per 1,000 Per 1,000 at

Age Size Rate 25,000 Rate
 (2-0, 3-0) ........10-16”.......... $175.00 ..........$165.00
 (2-1) ............10-16”.......... $495.00 ..........$450.00
( (2-1, 2-2) ........15-24”.......... $650.00 ..........$600.00

For a complete list call or write us.

Calendar of Events 2015
August 27

Board of Directors and Fraser Fir 
Promotional Committee meeting 

Blue Ridge Electric Membership Corp., Sparta

August 28–29
Summer Meeting, 

Tradeshow & Farm Tour 
Kathy Shore Nursery, Sparta

September ��–20
Mountain State Fair • Fletcher

October �–��
Cleveland County Fair • Shelby

October �5–25
NC State Fair • Raleigh

October 2�–25
PMA Fresh Summit Convention & Expo. 

Atlanta, GA

November ��–22
Southern Christmas Show 

Charlotte, NC
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PayAnywhere ...................................................................................12
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Tri-State Distributors of Statesville, Inc. .......................................... 38
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Ag Loans / Home Loans / Land Loans / Appraisals / Financial Planning / Crop Insurance / Life Insurance / Leasing

Call us about financing for:
Land, lots, & farms
Fertilizer & plant materials
Irrigation systems
Vehicles & equipment
Home purchases & 
construction

Loans for land, homes & living.
carolinafarmcredit.com

800-521-9952
          NMLS# 410620 | 

Farm Credit knows a thing or two about lending, 
and we’re a friend you can depend on. We’ve been 
a consistent, stable source of financing to rural 
North Carolina for almost 100 years. Whether it’s 
financing for land, a lot or a new home, we know 
your needs are as diverse as the landscape across 
our state. Call us. We’re the experts.

Supporting Rural North Carolina Since 1916


