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I n this industry, there is no shortage of 
incredible family stories, and Wasson 
Nursery in Indiana is one of them. This 
garden center may not be the oldest one 

out there, and it may not have third, fourth or fifth 
generations taking the reigns (yet), but don’t let that 
fool you.

Dan Wasson Sr. started the business in 1977, 
and, with the help of sons Dan Jr. and Bob, the 
business opened its second location in 2008 
followed by its third location this spring.

After spending a few hours at the grand 
opening of its newest garden center in Fishers, 
Indiana, I have one word to describe Wasson 
Nursery: momentum.

After the event I caught up with Bob Wasson, 
president of operations, to share a little bit more 
about the history of the business and why now 
was a great time to expand. 

     : Celebrating 40 years in business is a huge 
milestone. Can you discuss how you have gone 
from one location to three?

Bob Wasson: My dad started the business in 
1977 in Union City, Indiana, which is a tiny, tiny 
town — it now has a population around 3,000 — 
that’s where he still lives and the original office is. 
We still do landscaping and lawn care and just a 
little bit of retail out of that store.

Anniversary
Expansion

&
By Abby Kleckler

This year Wasson Nursery in 
Indiana is celebrating 40 years 
in business and the opening of 
its newest location.

Wasson Nursery owners, family members and representatives from the city of Fishers, 
Indiana, celebrate at a ribbon cutting ceremony for the company's third location. 
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In the ‘90s, the Muncie area was starting to get 
built up and new home construction was on the 
rise. Dan and I had just graduated college, and we 
decided to build a new store in the Muncie area 
because that’s where all of our traffic was from. 

So, in 2008, the height of the economic 
downturn, we opened up in Muncie a 10-acre 
garden center/nursery that complemented our 
landscaping services. It was kind of a scary time 
to open up a new store. Obviously we didn’t plan 
for the economy taking a turn for the worse, but 
2008 was our best year ever up to that point and 
then going forward, each consecutive year has 
been our best year ever. 

It was a great move to open that store up. 
Eventually we added more landscaping crews 
and then some of our other services to be 
routed out of that Muncie office, which now 
that office is our home base. It’s kind of our 
corporate headquarters.

The business has continued to grow, and  
it’s allowed us to expand down to the Fishers  
area where once again we were following the  
same strategies. 

There’s a lot more construction going on in the 
Hamilton County area than in the area surrounding 
Muncie and Yorktown where our current store 
was, so we’re kind of following the traffic and 
took a lot of stuff that we learned from opening 
up the Muncie garden center and applied it to the 
Fishers store.

Fishers has a lot more of a focus on outdoor 
living and fine gardening and indoor décor as well. 
Our whole goal behind the garden center is that 
we obviously want it to be a profitable business 
in and of itself, but our whole concept is we want 
to set it up to draw in customers and show them 
the cool landscaping-type work that we can do 
and convert these garden center customers into 
landscaping customers as well. 

     : For the grand opening event, you brought 
in local wineries, breweries, bands and more. Do 
you plan on continuing these local partnerships 
throughout the year?

Wasson: What I want to spend the most 
marketing dollars on is getting people into the 
store. I think probably the best way to do that is to 
spend that money on the events and make each 

Take a look ... One of Wasson Nursery’s 
displays is featured on the front of this 
month’s issue.
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Air plants are hot, and Wasson Nursery had them on 
display in an easy but eye-catching way. 

The garden center's "Central Park" area was filled with people enjoying 
pizza, music, wine and a relaxing atmosphere at the grand opening.  

Angled benches and covered shopping 
gave the outdoor area a clean look. 
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Over the past 26 years, Troy Miller has 
watched his business grow into an iconic 
landmark with a solid reputation as far as 
50 miles in every direction. Troy’s 12 bay 
Matterhorn greenhouse, along with his free-
standing greenhouses and shade structures 
are the foundation of his thriving, NY-based 
landscaping supply and garden center.

R E A D  M O R E  A B O U T  T R O Y ’ S  S T O R Y  A T 
R I M O L . C O M / T R O Y S

MY RIMOL
GREENHOUSE

Matterhorn Greenhouse

My Pass i on.  My Journey.

Troy Miller, Troy’s Landscape Supply

event a really cool experience that people are going 
to have a great time at and go back and tell five 
friends about how neat the place was, how pretty it 
was and how much cool product we had. 

I think there’s a lot better return on investment 
with your advertising/marketing dollars that you 
spend on actual events and customer experience 
versus throwing an ad in the newspaper or 
throwing an ad on a billboard. I feel like you’re 
wasting half your money — and you don’t know 
what half — when you do that kind of stuff. 

With the events, you get actual feedback from 
customers. You get people tagging themselves 
on social media and sharing with their friends. 
And it’s not just the customers that come in but 
these breweries, wineries and bands too. They’re 

all telling their friends, family and fans on social 
media what they’re doing and where they are. 

It expands exposure, and of course they’re going 
to promote the fact they’re out there at our store. 
It’s this network of community members that are 
all promoting the same event and you’ve got the 
power of leverage. 

I love events, and that’s kind of our theme  
in Fishers. We want to do at least two big  
events a month. It’s just all about creating a 
customer experience.

Something we harp to our staff all the time is 
it’s all about reactions over transactions, so that 
customer experience is more important than any 
sale. I’d rather have someone come in and have a 
good experience.      

Wasson Nursery's new containers tell shoppers 
the plants they're getting are extremely local. 

Circle 108
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