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Summary of Professional Contributions and Scholarship: Kristin Krokowski 

The focus of my position is commercial horticulture. My primary stakeholder groups include the commercial green 

industry, fruit and vegetable growers and farmers’ market managers. I was originally hired as academic staff as the 

Commercial Horticulture Educator in 2001.  This position was converted to a faculty position in 2006 due to staffing 

changes within the Waukesha County UW-Extension office.  

Improving the Sustainability and Success of Agricultural Direct Marketers through Education 

Eighty-six percent of farms in Kenosha, Milwaukee, Racine, and Waukesha Counties are less than 40 acres in size 

and most gross less than $50,000 per year. Many farmers depend on direct marketing to maximize their profitability 

on these small acreages.  Farmers’ markets are a critical sales venue to this agricultural community. There are over 

40 markets ranging in size from five to 125 vendors in a four county area that serve as the primary retail outlets for 

many fruit, vegetable, meat, dairy and egg producers. To assess their educational needs, I conducted interviews with 

these direct marketing agricultural producers. During interviews, this group identified farmers’ market managers as 

key in creating successful farmers’ markets. Direct marketers felt improving the skills of managers through 

educational programming would add significantly to their economic potential. 

The first workshop for farmers’ market managers in southeastern Wisconsin was held in March of 2004 in response 

to the need identified during farmer interviews.  Rose Skora, Agriculture Educator for Racine and Kenosha Counties 

and I gathered input from market managers, identified topics and secured speakers for this workshop.  As a result of 

the overwhelming support of market managers and their desire for additional education, I formed a coalition of UW-

Extension horticulture, agriculture and nutrition educators to address the needs of southeastern Wisconsin farmers’ 

markets identified through workshop evaluations. 

On behalf of the coalition, I prepared an application and presentation for a proposal to secure funding available from 

the Dean of Extension for projects in the Quad Counties (Kenosha, Racine, Milwaukee and Waukesha).  Funding in 

the amount of $75,900 over two years was awarded to conduct a series of three comprehensive surveys of farmers’ 

market managers, vendors and customers to determine the current status of farmers’ markets and identify the 

educational needs of each group. 

Working with Rose Skora, I created farmers’ market manager, vendor and consumer survey instruments and 

oversaw data collection by a third party, who was hired to avoid bias.  After surveys at each market were completed, 

I compiled, analyzed and interpreted the survey data.  I then utilized this information to write an overview report of 

the results (Exhibit 1) and an individual report for each market (Exhibit 2).   

Consumer surveys were conducted at 18 of the 36 markets in southeastern Wisconsin (Exhibit 3). Surveys (n=428) 

showed overall consumers seek markets with fresh, high quality produce (76%) and farmer contact (64%).  Less 

than 20% of respondents indicated price affected their visit (Exhibit 4).  Consumer survey data also indicated the 

average market consumer spends between $10 and $20 per visit and travels less than ten miles to the market. 

The vendor data were collected from vendors at 22 markets (Exhibit 5).  Vendors who sold at multiple markets 

were surveyed regarding each market they attended (Exhibit 6).  Sixty-five percent of vendors (n=218) reported 

they attend 1-2 farmers’ markets weekly with the majority (68%) traveling less than 25 miles to a market.  Only 

45% of vendors rely on agriculture as their primary source of income and only 23% use the cost of production plus 

mark-up as their pricing strategy. Most vendors did not know their costs of production.  

Farmers’ market managers were the third group surveyed as part of this research study (n=15).  Results showed that 

73% are paid to manage the market by a local government, business improvement district or other not-for-profit  
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Improving the Sustainability and Success of Agricultural Direct Marketers through Education (cont.) 

entity and on average are able to devote less than 10 hours a week to the market during the market season.   

Volunteer managers make up another 20% with the remaining 7% being market vendors.  The greatest challenges 

and educational needs identified on the survey were related to marketing and promotion of the farmers’ market.  

Those methods of marketing that managers felt were effective to very effective included brochures (65%), websites 

(61%), email (50%), newspapers (42%) and banners or posters (41%). Many markets were not engaged in any type 

of marketing or promotion. 

The data collected from these surveys were critical to assessing farmers’ markets in southeastern Wisconsin and 

helped to connect farmers’ markets and managers to Cooperative Extension and its resources. These data also served 

to strengthen relationships with markets already connected to their local county offices.  Although specific 

recommendations were not implemented, attendance at educational workshops for both vendors and managers 

(Exhibit 7) has more than doubled from 25 to and average of over 60 participants from around the state, which is 

likely due to the improved relationships and offering education that addresses the clients’ needs. 

In 2007, I authored a grant application, created a budget and garnered letters of support from market managers to 

apply to the United States Department of Agriculture (USDA) Farmers’ Market Promotion Program (FMPP). I was 

awarded $69,729 to fund a three part program focused on imparting promotion and marketing skills appropriate for 

farmers’ markets to market managers from around the state (Exhibit 8). The project included a marketing and 

promotion study tour (Exhibit 9), a self study guide entitled “New Directions in Marketing for Farmers’ Markets” 

(Exhibit 10), and a two day marketing and promotion short course (Exhibit 11).  

The Farmers’ Market Managers Marketing and Promotion Study Tour and Short Course solicited applications from 

market managers statewide. Rose Skora and I developed the application and interview questions (Exhibit 12) to 

determine which managers were most prepared and willing to initiate marketing and promotion improvements at 

their markets. We interviewed and ranked all 40 managers who applied to determine the 16 that would participate. 

 

The study tour focused on the marketing and promotion activities of 16 markets in the San Francisco Bay area. I 

selected farmers’ markets in cooperation with the Pacific Coast Farmers’ Market Association for their diversity of 

size, location and marketing niche. During the study tour, I facilitated bus and evening meeting discussion sessions 

to engage managers in reflection about the marketing and promotion strategies they had witnessed during the day 

and how they might apply those strategies to their markets. 

 

All aspects of the study tour were rated highly by participating managers.  On a one to five point scale, with five 

being the highest, the market tours were rated 4.43, tour facilitation 4.64, tour organization 4.68 and networking 

value 4.71. At the conclusion of the study tour, I asked each manager to set three marketing and promotion goals for 

their market during the 2009 market season (Exhibit 13). A total of forty-eight goals were set by the managers. 

Follow-up evaluation showed that the market managers accomplished 61% of these goals, made progress toward 

accomplishing 30% and intend to address the remaining 9% in the future.  

 

In order to share valuable information gathered on the study tour with the over 200 Wisconsin farmers’ market 

managers who were unable to attend the tour, I published a self study guide entitled “New Directions in Marketing 

for Farmers’ Markets” in collaboration with a hired marketing consultant.  I was awarded the state and national 

publication category award for 2010 by the Association of County Agriculture Agents for this publication. The 

guide became available through the UW-Extension Learning Store in January of 2010 and has sold 756 copies in the 

past ten months.  The PDF of this publication is also available through the Learning Store website. Ninety-six 

percent of managers surveyed from throughout the state (n=33) indicated that the guide helped them to improve their 
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Improving the Sustainability and Success of Agricultural Direct Marketers through Education (cont.) 

 

marketing and promotion skills.  They also said that it was easy to use (92%) and that they could apply the strategies 

in the guide to their own farmers’ market (92%).  Managers’ comments included, “It’s a very informative guide, I’ll 

 be using many of the suggestions”, “Beautifully done” and “This guide was very easy to understand and use which 

are both key to the actual use of this guide”.  

 

The third aspect of this grant was a short course that combined the knowledge acquired during the study tour and the 

information contained in the study guide.  The purpose was to build and expand on the information introduced in the 

guide to give 32 market managers in attendance a deeper understanding of how to successfully apply these methods 

to their markets. I collaborated with our marketing contractor to identify topics and nationally recognized experts to 

speak at the workshop. During the workshop I facilitated and participated in discussions and helped to infuse the 

perspective of the farmers’ market vendor into discussions. In all topics, managers (n=28) showed a 20% to 61% 

increase in their level of knowledge and comfort level applying marketing and promotion tools (Exhibit 14).  The 

topics where managers indicated the greatest increase in their knowledge included plan-o-grams (61% increase), 

techniques of collecting market data (41%) and creating a focused and meaningful mission statement (34%).  As a 

result of the course, 88% of market managers indicated that they would either be writing or updating their farmers’ 

market marketing plan for the 2010 season. The educational event was rated overall as a 6.1 on a 7 point scale.  

 

An unanticipated outcome of my interaction with market managers during the study tour and the past three years of 

annual farmer’s market manger workshops was the realization of the value of networking and sharing information 

between managers.  Market managers found it very rewarding to be able to discuss their markets’ specific issues and 

gather information from other managers and from me. In response to this situation, I applied for and received a grant 

for $ 35,296 to assist Wisconsin managers’ to form a statewide association focused on sharing information and 

resources.  This grant also included the development of a website to promote Wisconsin farmers’ markets, as well as 

provide an outlet for communication and information sharing by managers. The website and association 

development are currently in progress in cooperation with Wisconsin farmers’ market managers.  

Once the association is established, farmers’ market managers will administer both the website and the association. 

As a UW-Extension representative, I will serve as the educational advisor and assist the association with developing 

educational materials and holding educational workshops.   By developing the association, I intend to increase the 

reliance of farmers’ market managers on their peers for routine matters, such as developing market rules, finding 

vendors and market start-up.   This shift will allow me to focus on research and education projects that will help 

grow and develop farmers’ markets in the state.  My focus for the near future includes a research study assessing the 

economic and nutritional value of accepting FoodShare, Wisconsin’s version of food stamps, at farmers’ markets. 

In addition to education for farmers’ market managers, I have developed other programming and resources to 

support agricultural direct marketers and UW-Extension colleagues around the state.  These include annual 

workshops, the SavorWisconsin.com website, and printed materials including farmers’ market production budgets 

(Exhibit 15). The annual workshops, held for farmers’ market managers and direct marketers selling at farmers’ 

markets are offered in cooperation with Rose Skora, Agriculture Educator from Racine and Kenosha Counties and 

Peg Reedy, Agricultural Educator from Walworth County (Exhibit 16). I have also given seven farmers’ market 

related presentations for UW-Extension colleagues, around the state and nationally in the past four years to a total of 

nearly 300 participants (Exhibit 17). 

The SavorWisconsin.com website is a resource that assists the long term sustainability of direct marketing in 

Wisconsin. I originally developed the prototype for this site as the Wisconsin Farm Direct website.  This site has  
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Improving the Sustainability and Success of Agricultural Direct Marketers through Education   (cont.) 

  

been further developed and expanded with funding through the Department of Agriculture Trade and Consumer 

Wisconsin apple, berry and fresh market vegetable growers (Exhibit 18). This searchable website connects 

consumers with direct marketers throughout the state by allowing them to search for products, agricultural 

businesses and farmers’ markets by location. To maximize accessibility, there is no fee for listing a farm or farm 

business on this website.  My role, in cooperation with Rose Skora, has included consumer focus group testing, 

promoting the site to farmers and populating the farmer database, farmer evaluation of the site and working with 

grower groups to direct site development and website promotion. 

 

Website traffic has increased dramatically since the site’s launch in January of 2007, with June through October 

being the most popular months for site utilization.  In October alone, site usage increased from 24,000 in 2007 to 

over 37,000 in 2009, a 54% increase over two years.  The number of return visitors has also increased.  Between 

October 2009 and March 2010, there was a 664% increase in return visitors over the same period in 2007-2008. 

Print materials to support agricultural direct marketers were developed in response to specific needs identified in the 

initial farmers’ market survey work.  Surveys showed few farmers or customers were familiar with the costs of small 

scale agricultural production; therefore the first pieces I developed were farmers’ market production budgets.  The 

initial nine production budgets developed address fresh market vegetables and fruits with the goal of educating both 

farmers and consumers about the differences in the costs associated with industrial versus local fresh market 

production.  Rose Skora and I chose products, reviewed and gathered grower input then developed these budgets in 

conjunction with Dr. Craig Chase, Farm and Agriculture Field Specialist with Iowa State University Extension. The 

budgets will be reformatted this winter into a consumer friendly format, printed and distributed to county agents, 

farmers, farmers’ markets and consumers to further their understanding of product pricing.  

In developing these budgets, the lack of actual production cost information became evident.  Production and 

marketing costs vary substantially by state and region. Gathering accurate and up to date production information 

may help growers to better asses their economic input into each crop and establish a more effective pricing strategy. 

It may also help farmers’ determine which crops they grow and which are not economically feasible. Because fresh 

market growers do not currently collect yield and sales data by crop, financial compensation will be needed to 

justify the collection of this data. I am currently seeking grant funding for this project.   

Provide Consistent and Up to Date Research Based Information to Green Industry Professionals and the 

Public 

I conduct two educational programs that are the primary source of research based education for green industry 

professionals in southeastern Wisconsin: the Landscaping and Grounds Maintenance Short Course(LGMSC)  

(Exhibit 19) and the Trial Garden and Plant Health Field Day (Exhibit 20). In the past four years the 2,986 

attendees of these two courses have  included arborists, municipal parks workers, foresters, grounds keepers, 

landscapers, lawn service technicians and other related horticulture professionals.   

The Landscaping and Grounds Maintenance Short Course is planned and conducted collaboratively by 

educators/agents from Waukesha, Sheboygan, Racine and Kenosha Counties. We utilize evaluation data and 

industry professional input to determine course topics and speakers.  I have facilitated this course in Waukesha 

County since 2001 and in Milwaukee County since 2008. Every year these two locations host approximately 170 

professional horticulturists during each session. The total number of educational contacts for the Milwaukee and 

Waukesha locations each year is approximately 680 for the four session short course.  University specialists and 

other professionals are utilized to address timely issues related to landscape maintenance and management.   
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Provide Consistent and Up to Date Research Based Information to Green Industry Professionals and the 

Public (cont.) 

Evaluations of the content and appropriateness of the information presented at the Landscaping and Grounds 

Maintenance Short Course are measured annually by session and overall for the course.  Participants rate their level 

of knowledge for each topic prior to the course and then at the conclusion of each session on a one to five scale, with 

5 being the highest. Attendees are also asked to evaluate their current landscape management practices and indicate 

if, given the educational content of the session, they will be changing their existing management practices.  

Evaluation data (Table 1) show consistent increases in knowledge, usefulness and change in practices.  

Table 1. Combined Milwaukee and Waukesha County LGMSC Evaluation Data for 2007 through 2010. 

Year n= Increase in Knowledge Usefulness (1-5 Scale) Change in Practices 

2007 74 21% 4.23 30% 

2008 30 21% 4.07 51% 

2009 89 23% 4.37 34% 

2010 79 20% 4.05 57% 
 

The second educational program, Trial Garden and Plant Health Field Day, is a one day session held annually in 

August.  This field day emphasizes plant material and design and is planned cooperatively between UW-Extension 

Quad Counties horticulture educators and Boerner Botanical Gardens. As the lead member of this team, I organize 

and facilitate planning meetings, utilize evaluation data and green industry professional input to help determine 

topics and speakers and conduct and interpret participant evaluations. Approximately 135 professionals attend this 

event annually. Evaluation data are collected on a one to five scale (five being the highest) to determine session 

usefulness, increase in attendee knowledge and how attendees would change their landscaping practices. Attendees 

rate their level of knowledge before and after attending each session. Evaluation data (Table 2) show consistent 

increases in knowledge, usefulness and changes in practices for attendees. 

Table 2. Trial Garden and Plant Health Field Day Evaluation Data for 2007 through 2010. 

Year n= Increase in knowledge Usefulness (1-5 scale) Change in Practice 

2007 52 18% 3.90 46% 

2008 53 28% 3.97 34% 

2009 37 20% 3.75 36% 

2010 44 12% 4.33 46% 

 

I developed a website (http://greenindustry.uwex.edu) focused on research based information pertinent to the 

green industry in conjunction with UW-Extension Technology Services to support commercial horticulture 

educational activities (Exhibit 21) . Website content and design were reviewed by colleagues from around the state 

prior to the sites launch. This site connects green industry businesses around the state to information about research, 

diagnosing woody plant problems, business licensing and pesticide application training and certification information 

specifically for Wisconsin.  

My primary role in site development was the diagnostic key portion on the site.  This part of the site was developed 

to supply industry professionals with regularly updated pesticide recommendations. Based on the “Woody 

Ornamental Pest Management in Wisconsin” (A3597), which is no longer regularly updated, the diagnostic tool  

 

http://greenindustry.uwex.edu/


6 

 

Provide Consistent and Up to Date Research Based Information to Green Industry Professionals and the 

Public (cont.) 

helps professionals diagnose plant problems by season, plant part affected and plant species.  Pictures are utilized to 

help confirm the diagnosis.  I provided the information for the key including pest description, life cycle, appropriate 

treatment times, treatment products, pesticide toxicity level and chemistry information. I also supplied information 

for the pesticide application training and certification and business licensing sections of the site. 

 To expand the diagnostic tools’ capability from woody ornamentals to also include herbaceous, greenhouse and 

cultural pest problems, I applied for and received grant funding which was used in 2010 to expand the diagnosis 

capabilities of the site. The information in this tool is complete and currently being reviewed by university 

specialists to ensure the accuracy of pesticide recommendations. The information on this website is also used by 

green industry professionals to provide accurate, research based information to thousands of their customers, 

evidenced by increased traffic on the site (Graph 1) since its launch in May of 2009.  I will continue to update and 

develop this website in accordance with green industry needs and colleague input. 

Graph 1. Wisconsin Green Industry Website Usage Data for June 2009 through September 2010. 

 

 I offer general horticulture programming for the general public in two primary ways.  The first is through 

horticultural diagnostic services which support customers of the green industry.  I am responsible for telephone, 

email and walk-in diagnostic services for the public in Waukesha County. I train and supervise five to eight Master 

Gardener Volunteers to provide telephone and email services for 900-1,200 residents annually.  Caller satisfaction 

based on follow-up survey results concluded 95% of callers were satisfied to very satisfied with the quality of 

service that they received.  I also cooperate with Milwaukee, Racine and Kenosha Counties to offer basic and 

advanced Plant Health Advisor trainings to Master Gardener Volunteers annually. I teach Basic Plant Health 

Advisor Training, a basic orientation to the diagnosis process, in conjunction with the Horticulture Educators/Agents 

in the Quad Counties. The topics for the advanced course are identified cooperatively by agents/educators utilizing 

observed volunteer need and diagnostic inquiries. 

I also provide walk-in diagnostic services to the residents of Waukesha County in addition to the volunteer staffed 

phone line and email service.  Consumers and commercial clients bring in samples of their plant, insect and other 

yard or garden problems for identification.  I analyze an average of 100 – 200 walk-in samples per year and provide 

research based solutions. Members of the public who evaluated this service after diagnoses (n=31) felt that I was 

knowledgeable and 97% felt that the information that I gave would help them effectively deal with their horticultural 

problem. Comments included “very knowledgeable”, “This was quick and painless” and “Thank you for providing 

this service”. 
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Provide Consistent and Up to Date Research Based Information to Green Industry Professionals and the 

Public (cont.) 

The second means that I use to educate the public is through presentations, either for Master Gardener Volunteer 

trainings (Exhibit 22) or public talks primarily hosted by municipalities. I deliver three to five public talks to a 

combined total of approximately 245 individuals each year. Trainings focus primarily on identifying and managing 

plant pests and invasive plant and insect species.  Topics presented at Master Gardener Volunteer General Training 

Programs have included an introduction to plant pathology and identifying home garden disease and insect pests on 

fruit and vegetable crops.  Attendees of these trainings (data combined) found the information to be interesting 

(91%) and easy to understand (96%). Evaluation results (Table 3) show a significant and consistent increase in 

Master Gardener Volunteer knowledge as a result of the training.  

Table 3.  Master Gardener Volunteer Evaluation Results for Three General Training Sessions  

 

Training  

Less than 

25% 

Increase 

25% Increase 

in Knowledge 

50% Increase 

in Knowledge 

75% Increase 

in Knowledge 

100% Increase 

in Knowledge 

Plant Pathology 101: 

Milwaukee/Waukesha 

(n=88) 

 

1% 

 

11% 

 

27% 

 

37% 

 

24% 

Diseases & Insect Pests 

of Home Gardens 

(n=24) 

 

4% 

 

11% 

 

44% 

 

30% 

 

11% 

 

Expand Educational Opportunities that Improve the Sustainability and Growth of Green Industry Businesses 

A variety of prior green industry survey data have indicated a need for human resource training in the green 

industry. Green industry workers commonly move laterally from company to company within the green industry. 

Workers indicate this is a result of dissatisfaction with management. Current green industry managers have training 

in horticulture, but lack skills in hiring, retaining and mentoring new employees.  This leads to high employee 

turnover and loss of productivity and profitability for companies.  To address this situation, I applied for and 

received funding to hold a four week short course (Exhibit 23) which I conducted in March of 2007.  I initially 

surveyed businesses to determine the most sought after topics, developed the program, identified and acquired 

qualified human resources speakers, assisted in the development of class content and assisted in class delivery by 

providing examples and exercises that related the class material to green industry businesses.  

A follow-up survey (Exhibit 24) that I created and sent to attendees was conducted one year after the conclusion of 

the short course. One hundred percent of respondents (n=12) had made some change in how they related to 

employees as a result of the course. The survey results indicated (Exhibit 25) that some of the more common steps 

that businesses had taken since participating in the class included, improving listening and communication skills 

(100%), creating a more open environment for communication (92%) , conducting performance reviews (62%), 

instituting criteria for performance assessment (58%) and drafting or finalizing job descriptions (50%).   

Fifty-five percent of businesses said that overall the course had helped their business save money in the past year. 

Eighty-nine percent stated that it helped in finding employees, and seventy-five percent said it helped them to retain 

current employees and improved their work environment (92%).  I continue to receive requests for this course to be 

repeated.  Attendee comments on the course include: “We have changed many things since the course and at first 

they were difficult but things are going smooth now”, “Made some advances in leading by example and passing on 
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Expand Educational Opportunities that Improve the Sustainability and Growth of Green Industry Businesses 

(cont.) 

responsibility, using positive feedback to promote more decision making by employees” and “I felt the program was 

well worth the time.  I picked up loads of valuable information “.  

This training also identified a need for greater understanding between Anglo and Hispanic workers. Hispanic 

workers are estimated to comprise more than 50% of the green industries labor force in southeastern Wisconsin. To 

meet this need, I developed a day long class titled “Working Together: Gaining a Cultural Understanding of the 

Motivations and Challenges of Hispanic/Latino Workers” in collaboration with Waukesha County UW-Extension 

Office colleagues, Marcia Jante, Office Director/Family Living Educator and Juana Aviala, Multi Cultural  

Community Educator. I assisted in identifying topics, developing case studies and identifying speakers for this 

workshop (Exhibit 26).  Landscaping industry focused case studies (Exhibit 27) were developed for facilitated 

round table discussions by Juana Aviala and me to highlight cultural differences and foster understanding between 

Hispanics/Latino and Anglo culture. Although the green industry had identified this need, enrollment was not 

sufficient to hold the class.   

In response, the approach to addressing this need has been adapted.  The case studies created for round table 

discussions will be utilized to develop five video presentations.  These presentations will explore the perspective of 

the Hispanic/Latino participant and the Anglo participant and discuss options that will foster success in cultural 

understanding.   These videos will be posted on my UW-Extension Green Industry website and available as a DVD. 

Increase Skills and Knowledge of Green Industry Professionals in the Areas of Pesticide Selection and 

Application to Reduce Pesticide Resistance and Environmental Impact 

In 2003, I assumed responsibility for the Statewide Greenhouse and Nursery Pesticide Applicator Training program, 

private category 104 and commercial category 3.1.  To address deficiencies in the training and convert it from slides 

to power point, I undertook a major rewrite and redesign of the training. Presentations that I created, that are unique 

to this course, include plant diseases, insects, weeds and integrated pest management. These updated presentations 

were combined with select General Farming Pesticide Applicator Training presentations, converted and distributed 

statewide in 2005 on CD’s in cooperation with the Pesticide Applicator Training Office in Madison.  In 2010 these 

presentations were updated and additional slides addressing selection and use of back pack sprayers were added to 

the “Calibrating Spray Equipment” presentation (Exhibit 28), which is included in the General Farming Pesticide 

Applicator Training DVD.  

I am also responsible for revisions and updates to the Greenhouse and Nursery Pesticide applicator training manual, 

specifically for Chapters 1 through 4 and Appendices F through I (Exhibit 29). These updates occur every 5 years in 

conjunction with the training DVD update.  The most recent update occurred in 2009.  

In addition to the production of the training manual and DVD, I conduct statewide in-person training for both private 

and commercial applicators for an average of 25-50 people annually. This gives potential applicators the ability to 

ask me questions and discuss specific issues related to their businesses. 

My plans for future updates for the Greenhouse and Nursery Pesticide Applicator training include modifying the 

General Farming Pesticide Applicator training presentation “The Pesticide Label”.  This power point presentation 

currently includes the pesticide label utilized by row crop farmers but not those in the greenhouse and nursery 

industry.  This presentation will be updated to refer to the label (Talstar: Nursery Flowable Insecticide/Miticide) 

included in the Greenhouse and Nursery Manual.  


