
The Way We See It:
Finding the Right Bank

Cut `n Clean Greens is the leading 
grower and processor of conventional 
and organic cooking greens in the 
United States.  The company has 
developed proprietary processes to 
provide fresh, pre-washed, pre-cut 
salads, salad mixes, and ready-to-cook 
greens that have set the standard for 
the industry.  Serving markets across 
the United States and Canada, Cut ̀ n Clean offers 19 varieties 
of greens, including a seasoning blend that takes the guesswork 
out of fl avoring cooked greens.  Cut `n Clean products are 
sold in convenient clam shells that keep them fresh and clean.  

Roy Nishimori and Jan Berk own San Miguel Produce of 
Oxnard, California, the company behind “Cut `n Clean 
Greens.”  They also operate Nishimori Family Farms 
with Roy’s cousin Steve and his wife, home of the “Jade” 
brand of specialty ready-to-cook Asian vegetables.

Nishimori Family Farms has developed proprietary 
technologies to clean and dry delicate Asian vegetables, 
allowing them to be sold pre-washed and pre-cut for the 
fi rst time.  Jade offers several varieties of bok choy plus dau 
miu, gai choy, gai lan, and other vegetables that are cleaned 
and dried using proprietary vacuum cooling processes and 
other methods. Jade also offers a stir fry kit that includes 
mixed greens and a seasoning kit.  The Jade brand, which 
was launched in June 2011, is the fi rst and only ready-to-
cook line of Asian greens.  It is aimed at consumers who 
love fresh Asian foods without the hassle of preparation.

Morrison & Company has worked with San Miguel and 
Nishimori Family Farms to develop feasibility studies, 
business plans, and USDA grant proposals to assist with 
the introduction and expanded marketing of several 
new products.  Learn more about the companies 
at www.cutncleangreens.com and www.jade88.com. 

Good banking relationships have always been 
important but rarely more so than in this unsettled 
economy.  We have seen several successful, 
fi nancially sound companies struggle to secure loans 
and other services that would have routine just a few 
years ago due to nervousness about the economy, 
recent regulatory actions, or “orders from on high” 
that on-the-ground bank personnel have to live with.  

We also see a lot of dedicated bankers who 
are committed to providing top notch services.  
Even among those, though, not all may fit 
your needs.  Here are a few things to consider:

1. Take an inventory of the services you need.  
Most businesses need checking, lines of 
credit, and term loans, but do you have 
international transactions?  What automated 
services do you need?  Do you have a 
significant expansion planned? What are 
your cash management needs?  A full 
assessment of your current, foreseeable, and 
desired banking needs is a good fi rst step.  

2. An understanding of your business and industry 
is important. Challenges arise when a bank isn’t 
familiar with what you do; a client that is a large 
grower-owned cooperative recently dropped 
its new bank because it could never understand 
the company’s equity structure, impacting their 
lending limits.  Repeatedly explaining the 
fundamentals of your business gets old and 
makes a good relationship diffi cult to maintain.  

3. Consider both your current and long term 
needs.  Can your bank handle your growth 
and other reasonably foreseeable needs?  

4. Find out how decisions are made and 
where.  Local banks can be nimbler than 
larger institutions but that’s not always the 

case.  We recently helped a client with a 
situation in which several larger banks were 
able to make lending decisions faster than 
the local bank our client initially preferred.  
Don’t jump to conclusions based on size.

5. If your needs go beyond the basics, have 
one point of contact that can guide you 
through the maze.  A company we currently 
work with deals with several divisions of their 
bank – and no less than a dozen different 
people.  When we need to know who to talk 
to, we call “June.”  If you have a question you 
don’t want an 800 number, you want “June.”

6. Fees, rates, and costs are always important but 
we list them last for a reason.  A fraction of a 
percentage point on interest won’t seem like 
much if it takes two weeks to fi nd out who you 
need to talk to and another two weeks to get an 
answer.  Bargain hard on rates and fees, but look 
for overall value for your interest and fee dollars.

Choosing a bank is not fun, but fi ght the urge to 
make a quick decision without considering all critical 
factors.  Don’t be afraid to shop around from time 
to time to make sure you’re getting good value, but 
it’s much less disruptive to get it right the fi rst time.

San Miguel Produce and 
Nishimori Family Farms: 
Innovation In Produce 

syngas, biodiesel, coal substitutes and other 
products from crop residues: the trick is to do 
so economically and in suffi cient quantities to 
justify the cost of needed technologies and 
infrastructure.

Aside from the technological issues, the 
collection, harvest, storage, and transportation 
of both biomass feedstock and fi nished 
products is a major challenge.  Crop residues 
are typically left in the fi eld rather than brought 
to a central location as the result of processing 
as with rice hulls, nut shells, fruit pits, and 
other byproducts of processing.  Suitable and 
economically viable methods of gathering, 
storing and handling are critical to any effort 
to use crop residues in large volumes.

Silica content, moisture, minerals used in crop 
production, and other factors pose problems 
for many applications.  For example, a major 
Midwest power company we consulted has 
tried several coal substitute products made 
from crop residues and is working to overcome 
issues with ash, the chemical composition of 
the residues, regulatory issues, dust, water 
absorption, fl owability, energy output, and 
other factors that currently make such products 
less effi cient than coal.  

There are also bright spots.  For example, we 
had wheat straw and prairie hay tested with 
technologies to make bio-oil and torrefi ed 
fuel pellets developed by Mississippi State 
University.  While not yet economically viable 
without government support, the bio-oil can 
be further processed into syngas, ethanol, and 
other products as technologies advance. 

Ultimately our fi ndings indicated a workable 
business model with the potential to provide 
both badly needed alternative energy sources 
and additional income for growers.   We look 
forward to future collaboration with Biomass 
Working Group to help make this a reality.  
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