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InVas.ime' S;pemes Are xStli" Found in Today s Marketplace

ﬁﬂ": R e e ;,

p £l . Vi o
r-" " T :5"--3 i = } J"
3 ¥

. "'-..'!- l__,..
L m ﬁlﬁ p: ..:'llr Ia-

- - ** There afe Iong-term
e o )ﬁﬂ =financial benefitsand
B.5 i e, A —
marketlng advantages

N AR,
_ b
QI ' to re Iacm mvaswe
i e . ..

-

e - el

v."h_,,._‘f_' 1 + ",
l Tgr,- q::.‘_.-_.“r.-zﬁ:-_ !
gk I
Sy pIants in"yo your
S A

, Ry mventory ",.i ~ o
\q-.-'-'}‘»uh!. w‘.. .c : ! = _.C . -‘__- o

o

i s bl S8 Y
Growers and se/lers play am role in_slowing the spread of invasive
“species. - :
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WHAT GROWERS AND SELLERS NEED TO
KNOW ABOUT INVASIVES WHAT YOU CAN DO

e Do not purchase, sell, or propagate
known invasive plant species and
cultivars.

Do not purchase or sell plant or
landscape material you suspect may
contain invasive species.

Purchase, sell, and propagate species,
cultivars, and varieties known to be
less susceptible to invasive pests.

Plant propagators, wholesalers, and
retailers should educate themselves
and their customers about invasive

plants, insects, and diseases.

WHAT DOES THIS HAVE TO DO WITH
GROWERS AND SELLERS?

More research is needed to identify

current and future potentially invasive
plants.

For more information on this and other Urban Forestry groups (landscapers, arborists, gardeners, designers), visit the Urban
Forestry Best Management Practices at: http://council.wisconsinforestry.org/invasives/




