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GCA’s Key Connections: Member Profile 
Matt Porter, Garden Operations Manager 
Molbak’s Garden + Home, Woodinville, WA 
 

Molbak’s Generates Hours of In-store Entertainment & Shopping for Its Customers 
 

Molbak's Garden + Home has been a hallmark in the independent garden 
center industry for 60 years. When Molbak's bought the Woodinville, WA-
based property in 1956, the retailer built up the 10 original greenhouses 
that were on-site, evolving them into a 130,000-square-foot retail store 
that includes a plant information booth, indoor and outdoor plant areas, 
patio furniture, home decor, apparel, accessories, hardgoods, pet supplies 
and a leased cafe. 
	  
Molbak's Garden Cafe, leased by Northwest Chef Russell Lowell, offers 
coffee drinks, regional wines and farm-fresh fare daily, making the retailer 
that much more of a destination. 
	  
"We're a really big store," Matt Porter, Molbak's Garden Operations 
Manager, says. "You could spend hours here, and a lot of people do." 
	  

Molbak's never stops improving on its facilities to make for a better experience every time 
customers walk in the door. "We're always working on things," Matt says. "We've been 
revamping our brand the most in the last couple of years. Signage was a big part of that – both 
plant and directional signage." 
	  
Matt explains how they built a plant database to use for plant signage, which is now being utilized 
on the plant display tables. Other cosmetic changes were made, such as updates to walls and 
flooring, as well as to the employees' uniforms. A new store website will debut some time this 
year. 
	  
Last June, Matt attended the GCA Summer Tour to Portland, OR, where he garnered more tips 
and tricks that he could take back to Molbak's and implement right away. "Each store that we 
went to was different and really inventive," he says. "There were little gems at each store. It 
reminds me to look outside the box and not get stuck in a rut – to keep trying to tweak things to 
make it even better."	  
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He says he took away "quirky" ideas and tips on merchandising items like bulk product and 
vegetables. "I had a great tour," Matt says. "I enjoyed it quite a bit. There was a lot of great 
networking, too." 
	  
When he heard about the GCA Summer Tour and all of its networking opportunities, Matt 
decided to sign Molbak's up as a member of Garden Centers of America. "I thought we should be 
involved to support anybody in our industry," he says. "We want to be an asset to the IGC 
community, and learn from everybody as well." 
	  
Perfectionists at Heart 
	  
Green goods are Molbak's hottest category. Indoor plants, especially, have been emerging lately, 
as well as edibles. "There's a new gardener emerging, and they want local and organic," Matt 
says. "They're finding out that they can do that – on their own – for cheaper than buying it at the 
store." 
 
Until four or five years ago, Matt says, Molbak's had its own 
production facility, where 90% of the store's product was 
grown. The retailer opted to sell its production facility and 
buy from local growers. "We have so many growers here, it 
was tough not to buy from them as well," he says. 
	  
He continues, "It was really hard trying to grow everything 
up to our standards, as opposed to picking four crops and 
saying, 'We're going to have the best of these four.' We had to do it for everything, so it was a bit 
labor intensive for us. I guess we're perfectionists." 
	  
And it's that perfectionist nature and attention to detail that has put Molbak's on the map for so 
many years. "We pride ourselves on our quality and service," Matt says. "Our people really make 
us who we are. We have great team members. Our customers know that they're going to get a 
high quality item and that someone is going to help them get what they need, as well as the 
supplies they need to be successful." 
	  
Assembling this knowledgeable team of associates is a process, and it starts, Matt says, with 
hiring great people. Then, they have a system for the rest, so that every employee is on the same 
page. 
	  
"We use a training card system that sets the expectation of who we are and how we do things," 
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he says. "We also conduct a new hire orientation, then go through several topics, such as the 
Molbak's way, safety, selling and retail operations. We also 
do product training, and that's on-going." 
 
Matt has been a part of the Molbak's team for about seven or 
eight years, moving from a position at Roger's Gardens in 
California to the Northwest after the birth of his children. He 
first moved to California to attend college, then pursued a 
career in the hospitality field. But, one day, he decided he 
needed to do something different. 
	  
"I've always been into gardening," he says. "I was in a 

position to change jobs, and I ended up walking into a garden center." 
	  
It's All About the Fun 
	  
In an effort to enhance the in-store customer experience and to attract more potential customers, 
Molbak's is revamping its events, moving from primarily lecture formats to more experiential 
types of events, such as harvest festivals and growers' nights out, says Matt. 
	  
"We really look at whom we're trying to attract to the store and work backwards from that," he 
says. "We try to bring in a little bit of something for everybody to do, so that it's fun for everybody. 
We're starting to get young families coming in, and that's 
what we really want to see." 
	  
And with a new apartment complex opening up behind the 
store, Molbak's could see a flock of new customers in the 
coming years.	  
 
"We've started bringing food trucks in, because everybody 
loves food, and experimenting with wine and beer tastings," 
Matt says. "The beer tasting went really well with the chili 
roasting event we had. Food seems to work really well." 
	  
He continues, "We're doing a lot more fun stuff to get people to come in who maybe aren't garden 
center people." 
 


