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, , INTRODUCTION® - ) ~
O A : b -
How.are you going to use yaur job skills after you finish
school? - . , \

. ' \ ) - r ‘ .l
R g .

[4

“Have you ever thod&ht about starting your own flower and
plant store? .

N

.

. =

4 : AR J

'This:module.describes people who have started and managed
: flower and plant stores. It gives you an idea of what they

* " do and some of the special skills they need.

You will read about
planning a flower and plant store
choosing a location
getting money to start
being in charge ‘
buying and keeping ttack of supplies
gsetting prices
advertising and selling - -
keeping financial records .
keeping your businéss successful f.

N -

You will also have a chance to-practiee some of the things
that flower and plant store owness do.

v ‘-
« - Then you will have a better idea of whether a career as a
flower and plant stQre owner is for you. .

. Before you read this module, you mi&tt want to study, “’
" Module 1; Getting Down to Business: \What's It All About?
< :

L

2.

When you finish this module, you might want to read
Module 7, Getting Down' to Business: Apparel Store;
Mqule 8, Getting Down to Business: Specialty Food

Store;
Module 9, Getting Down to Business: Travel Agency;
;Hodule 10, Getting Down to Business: Bicycle Store.

»
. These modules are related to other retail businesses.

-

» ;

\] -
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Planning a Flower and Plant Store
- ! M N - : . 1

: ° . . '\‘

L. ‘ “
. ‘ P . . .
. rS L

To Jhelp you organize and plan your flower and plant ) .
store.

«
ObJective 1: Describe the produc ', services, cus-

\
omers, and competition of a flower and plant,
store.

Objective 2: List the personal qualities of-a
* " successful flower and plant store owner.

Objective 3: List three ways to help yoyr business ) :

compete successfully with other flower and plant =
stores. « . o ) - = . .

Objective 4: List one'or.qore,lgggl'requirements .
for operating'a flo%er and plant store.

\ K

¢ 4
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OHN AND CHARLES PLAN-A FLOWER AND PLANT STORE

A J
A

Jotin Pollini and Charles Deane met in 1968 when they
were both in their late.twenties. John was working part-
time fin a florist shop in-downtown Albuquerque, New Mexico.
He real}y liked working with flowers, selling the right
flowers and plants to people who would’appreciate them.

But “the store was too small to hire him full time, and he
didn't have enough money to open his own shop in the down-
town 'area. He started looking for something else to do.

Charles was also at loose ends.® He;had been working
for an ingurance company. He hat'ed his “job and Jhated—the
city.., He had just quit his job whem John 2sked ‘Charles if
he would be interested in setting up a flower and plant
store. . He said yes, right away . .2

. N . >, A ¢
‘It was clear that they didn't have enough money to open
a store in the downtown area. BothX*John-and Charles had
spent a lot of time in Taos, and both of them liked the
small-town'feel of the place. It was a very active town;
everyone was triendly and seemed to know each‘other.

When Johﬁwizgked up "Florist's” in the Yellow.Pages, he
found only two gther businesses lisdted. $Six.other busi-

jnesses were listed under “Plant Stores, - and ‘another six
‘were listed under "Garden Centers.” It looked as if the
best 'way to compete would be to decide on the type “of cus-

tomer John and Charles wanted:to attract and then to select

plants-and flowers that would appeal to them.

The laws for opening their shop were simple. After
they: signed as lease, they, had to pay for a sales tax

license and a business~”licenge, as well &8s a membership ih. -’

‘the Wholesale Flower Market in Albuquerque.
. . N . Y §

.

ikl
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Planning a FElower and Plant Store

. , ™
There age five main things gohq and Charles pust do when they seri-

ougly start planning their. shop: (1) decide whether running,a flower and

plant’shoﬁ is 'right for them; (2) take a close look at their competition;

(3) decide who their customers will be and the types of flowers and

plants they will«carry, (4) choose an image and a name ‘that customers

‘will notice and re@ember, and (5) learn about the laws. for opening and

4

‘running their businesss . .o

’

)
Products, Customers, and Competition
) -~

. ’ \
Products. -Over the past ten years, sales of flowers and indoor

.plants have grown steadily. For some people, (plants and flowets are ways

of decorating rooms and offices.‘ For other people, it 1s a fascinating
hobby . ' : h

.

[ 4

Plant stores are unlike flower shops and garden cénters.‘ The majorit§
of blantustores'sellacnly decorative houseplants and related accessories.
A flower shop, on the other hand, specralizes in cut flowers and blocming
plants. Much of a florist's business is done on the phone; therefore, a
fast and efficient delivery service is essential Garden centers and

nurseriés sell beth indoor and outdoor plants as well as insecticides,

fertilizerszfgarden furniture, and tools.

. [N

. / N
Smsrl plant stores that helﬂ%d make ‘plants popular three or four

years ago today face tough competition. Supermarkets, garden centers,

*depsrtment stdres, and even drug stores now sell many kinds of plants. ,

Florists haye also begun to carry houseplants.'ﬁﬁor ttiis reason, many
plant stores have started selling,cut flowers. Store owners are‘having

to expand’ their inventory in order to compete successfully.

.

. .
\ o . /
N . A
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buy it.”

. 3
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~ The business of running a flower and plant store is tough To suc~
ceed, you must follow customer tastes qlosely. As one plant store owner

says, "Remember ‘what your castomérs asked for that you didn't ﬁave, and
. .

} .
- Customers. All t}pes ofepeople-—young‘and old, rich and\not-so4rich-f
buy plants and flowers these days.t One 'reason is that, as eities growg .
people feel they qan t coutrol their exterior environment._ Tﬁerefore,‘ﬁ
they want to control their interior environment. The more concrete there
—_—
is around thgm, t the more people buy plants to soften the hardness. 5

In general, flower and plant stores sell to the full rahge of pos

sible customers. To succeed, however, you should decide on the type of

. customer you parficularly want to attract and then seleet your ﬁpoducts,.'

services, and store image to appea1 to éhis\group For example, 1if yours_

target customers, are suburban women with expensive tastes, you might want
»,

to stock exotic p1ants, ornate pianters, and extra,decorative’items for
the home. If you want mainly to se¢rve the busy young working set”: (many

of whom 1ive.in apartments), you might specialige in house plants that

- -

are hearty and easy to-care for and flowering piants that grow well in _

small pots on balconies. . “; . '
. & " . .
4

e . ~

- ° ' * .
Competition. Supermarkets, drugstores, department stores, and nur-

series all compete with flower and plant stores. Supermarkets now 9€Tl

manx different kinds of plants "and flowggs; 'department stores often

decorate their houseware sections with blants and flowers; even drug

. . \ . . . .
gtores and gift stores will sell plaztsjand fiowers as sidelites.

at

@

3y ] .
These big businesses and stores give the /small flower and plant store

owner a lot of competition. However, these is still a p1ace»for the 2

small plant store owner in this jungle. ‘Oﬁfering a variety of flowers

and plants together.with personal service is the key.to your‘successf

-

-




Helpful Personal Qual::zés v

If you have a "green thumb” and like gardening, then owning a flower
and plant store is a way of mixing busiﬁess with p1e§sure¥ But being in
the business world is very different from growing plants at home. In
addition to gardening skills, you must know how to-buy,.sell, care fo}ﬂ

and arrange flowers and plants. You should also have good “business

sense." ’ K

’

-

v

"It is helpful to have work'experiencé in other plant stores. If you
have studied ornamental horticulture and botany, you can use this infor-
mation when you talk t6 your customers. This experience will help you

convince customers of your knowledge and professionalism. -

-
©

« 77— As a flower and plant store owner, spraying, watering, -trimming,
pruning,'feeding, and repotting your plants will be daily concerms. The
goal. of ai}‘this work is custometr satisfaction. The details of plant

care must be spelled out to each customer. To run a successful flower
and plant store, yoy must liEg/people. You will be educating.youé cus-
tomer about the plants they buy as well as selling the plants to them.
¥ .t

You will alse have to learn many business basics. You will need to
keep track of your inventory,.income, and expenses. Unlike many busi-
nessés, running a plant store will let you combine your personal-enjoy-
ment- of growing things with a healthy dose of business basics and a lot
of hard work and enthusiasm. John's experiences in a florist shop and

.

Charles' experiences in business will help them in their new store-

How to Cbmpete Well

A
Wise flower and plant store owners must look closely at fﬁeir compe- .
tition. D&Lthgge other stores sell quality merchandisé? Do the& sell :
many different f;pes of plénts and flowers? What are their prices? What
services do they provide? What is their reputation? 1If they are suc-

7

cessful, why? On the mext page are'somé3ways you can give your store an

*"edge" (f your competition.

~
| ' . 15
” T : 8
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f : 13 : L . .t
| ° 'pesign the outside of ydur stote in ways that will capture the

. ~1 ., . .
‘ . . ‘attentiop of passers-by and make them waht to come i‘nside. A . .

¢

. . window dzsplay‘is the first contact a customer has dith your

. ”
" flower arnd plant store. N 0T '

= e , Use displays that inclpde many different types of plants and ' \{b
\flowets or focus on their decorative uses. Change your displays =
. , . weekly to‘prevent plants from pooping OPt and to hold the inter-
est ochustomers who pass by often. ’ . °
- e - Offer your customers special services not offered by'your compe—
' tition., Xour.plants and flowers may bé the same as everyone
else's, ‘but yoat:setvices can make yodr store unique. Sope .
flower andeplant stores have been vgry successful ofﬁ%qing‘ser-
vices such as classes in plant care angd flower arranéing, plant
. c cs*for "sick” plants, plant-sitting services’for people who
: are away from home, repotting services, delive$§ gservices, and .so

on.
~

i ‘ '
- . A
. ¢ .

L . - . LIEN

'. Le&al‘ Requi rement‘s .

» < »»
- .

<

R Get ih touch with your state 1icen§ing agency to learn about the ) R
c »

licenses, taxes, and permits you wi11 need to-start a flower and plant .

store. " Here is a list of things that may be required:

. o a sales permit;. ‘ ’ , , c .
‘ ' a bdsiness license, avaiiable @{om the city hall or county court— )
‘ ”

-

house;

*

® an Emplqyer 8 Identificatione(EI) number from the Internal

Revenue Serviaé and ° i )
s e a anral association‘market badge, which allows you to buy plants ..
: : at the flower- mgrkets : '
e - ,
. There are city and' county zoning laws to be considered. These laws ’ v
' R . ;
| . tell you what you can and cannot do to the outside of your store.
. ~ . < N i ‘
| You will also need.to buy'insurance to protect your store. A basic s
‘ plan may inclllxde ‘£ip insu'r'ance,\ liability— insurance, crime coverage, ] )

'\)4‘ i -» .. ) o 9,14 3 " ) ' "
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_ automobile insurance (for company owned cdrs), workers' compénsation

-insurance, and business interruption insurance.

Sunmar

v . 4

- »
To start a flower and‘piant store requires a lot of planning. First,
.you -have to deéide'that owning this kind of business is.right for you.

. Then you ‘have to decide who your customers will be, what types of plants
and flowers to carry, how to’ competem and what legal requirements to
meet. There is a lot‘of competition in the fIOWer and plant stoJe busi—

-uness. To a great extent, the reputation of your "store will depend on the
quality of your merqhandise, ‘the services you effer, and the personal

*

attention and cafe you,give your customers.




¢ Learning Activities *

. _ . N

. Individual Activities :
“ o I}

<

< .

1. Look up "plaqf stores” in the Yellow Pages of your phone book. If
you located in your hometown, which storés would probably be your

competition? Call one or more and ask about the special services

N . A

\

N 2. Do you have the right personality and interests: to open and run‘a
$

they provide. Do the same for "flarists.”

]

plant store? List three personal qualities or experiences that you

think would help make ¥ou successful: 2 .

t

o - |

-~

3. Whéﬂfsubjects are you studying now théc’yould help you run a plant

store? .

Discussion Questions . ‘

* v

2 1. Discuss the reasons why flower and plaﬁt Bgores are risky businesggs.
What are some of the ways you can make your flower and‘plant store
successful? '

[ 4

2. Who would be the customers for your flower and plant store? WhaE_

are some reasons why they would be interested in buying plants and

o flowers? -

’

<)

3. "Discuss the Ysys pldnt stores are different from flower stores. How

. are plant stores different from nurseries?

E 4

3

11

ERIC L ' 18
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Group Activity .

Interview a flowgr.and plant store owner in your community. If
‘possible, choose a smal},,privatély owned -shop. Tell how the owner'
stérsed the store and what hé or she mast do to manage it successfully.
Include such .important details ag the following: X
(1) who owns the store, and ‘how the business was started;
(2) services offered (including delivery, credit, and gift wrapping);

2 .
v (3) ogher products offered in addition to flowers and plants;

2

(4) the total number of employees; .

(5) the training and experience of the owner and the employees;

\

- \ (6) where the shop gets its plants;

-

L7 sgécihl "gsecrets" for successy and
(8) problems of the business. ]h\

ek
-1 .
'\v_

,
&,
=




Goal:

UNLT 2

E 4

Choosing a Location

-

To hglp\you choose the right location for your
flower gnd plant store.
Objective 1: List three basic things to think about
in deciding where to locate your flower and ‘plant
+ Store. ) ' ’
Objective 2: Choose the best location for opening
—a flower and plant store.
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JOHN AND CHARLES CHOOSE A LOCAYIQN -  ?#

, N

p ~

After John and Charles decided to open tneir shop, they
found a tiny attic area to rent above an arc gailery in
Taos, New Mexico. It had its own doorway on tne main
street in town. The rent was only $50 a wontn, ~and it fit
their pocketbooks perfectly. The location seemea perrect
for their "bucket shop”+—a great place to display and sell
beautiful cut flowérS/fn large buckets. They decjded to
call their store Living Interiors.

-

It was late spring wnen John and Charies opened tneir
Living Interiors’bucket shop in the room above fhe art
gallery. They got a dozen large tin caus, painced them
green, and filled them with cut flowers. They arraugea the
cans on ladders surrounding the doorway that led upsc(i;s
to their shop. . )

’
»

Upstairs they. had more buckets of’;lowers. They also
built shelves for flowering and green plants.

Many- people who stoppea by the ﬁgz\gaﬁlery poug nt
flowers and plants at Living Interiors. The flowers were
healthy and colorful, and caught the eyes of mauny of.the .
downtown shoppers. The weather was béautiful throughdut
that spring and simmer, and John and Charles found that
,window shoppers and the downtown business people wvere auong
their.best customers. . .

N

<



) tant decision.

K

Choosing A Location ,

. Deciding where to locate your flower and plant store is a very impor-
The number of plantSsand flowers sold is directly related

to the Iocation of ‘the store.
Choosing the Area for Your Store

¢

Before you ¢hoose a location for your store, you will need to do some

t - ¥

a3

[

~

homework. If you‘phoose a shop simply because it's close to home or is

the first vacant store you find, you may be in for trouble. )

Successful store owners know they neced to cqnsider a number of fac

abbut the area where their stores are located. These inclade:

) 'lthe neighborhood's potential.for growth{ .f
° the ages, incomes, aod.iﬁterests of the residents; ’ h »
e the competition in the area; and . ’ . : L

¢ the type.of heighborhooo--urban, surburban, or commercial.

3

] . .
There dre many-places where you can get info;mation on good areas to
open flower and plant stores.
mation, and chamber of commerce and utility company reports all provide

iof ormation on the areas you may considerﬁ

'

-~ '

. .
N )

. S .
Questions to’ Ask When You Choose Your Site i ot

v

Consider the next’ list of questgons when you pick the specific site

«

for your -plant- store. ’ . b
. - .
¢ Who are ydur-target customers? . R

. Whak business was in this location before *you, and why "41id it

~close (or move)? o
SRR L2l |

\ : Y

€ommunity banks, newspapers, census infor- )

o’
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v i » . ... P - i . ‘l. d *
e How much competition w#ll you have from similar stdres in the area? ?
. ) bepartment stores and drug stores? Flower shops?° Ndx‘serles”

. @ Do a lot of peoble walk by this site? 1Is public parxing availaple'
e _ In what condition is the styeet or store? Are repairs ‘needed? -

’ ¢ How much space will you need? 1Is there room to expand later on?

4

™ What other kinds of stores are there in the neiéhborhood? Do they

have many customers? -
L S

e How good is-the' heating, lighting, and ventilation of the building?

-9 What are the local zoning rules and regulations? ~ .
3 . ' ’

1 .
”*5 ) . » . <

City locatlons where there are many apartment buildings and offices
are good‘Blasfs to open‘a plant ox flower store.* Since flowe; and plant

.

stores depend qQnk" drop in!' customers for about 80% of their business, the

score must be located on a busy street in town. The store should be

easily seen by passers-by; a cornenﬁmlght bé ideal.

. v
<
%,

Locating near other busy retail stores will help attract customers to
your fiower and plant store.. If you are close to a busy shop or‘restaur-

.ant, you might be able to enjoy the “spill over" from their businegs.

Mauny of the shoppers that buy 'flowers and plants in the Living Lnteriocs
score are customers of the art gallery. . '
v

.

The condition of the store is also important. You should check on
4

the amount of light you will get?* Will your plants get norning or after-

noon sunshine? How much natural lfght comes in through the.yindowé?

«

\

Flower and plant store owners have to spend a lot of #ime-away from
their stores in order to find and buy the right plants and flownrs«for_
their customers. The plant store owner must consider ho; closely the
store is located to the flower and plant market suppliers and nurseries.
How much time will be spent shipping the plants? Will they suffer iF
they have to travel long diBtances through all kindg of weather?

. - —
v . N r
. Store owners who are far away from their -suppliers agree thatwdis-

tance limits the selection of plants. Certain plants do not "travel

-,

." // . -~ - 22 ' ™~
. B . . . ©
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se\;/idveitising.

" Summa . C .

»\\Xell." The distance will also add to operstihg expenses and will boost

the price you must charge for your plants and flowers.

-~ . N . - ,’
Renting and Leasing a Store

: : ’

After you find a good- location, you must arrange a lease with the
buildin§’owner. These agreements are usually quite complex agd may run
ovet 40 pages. Lease oi!Fental agreements should be reviewed by 2 lawyer

£

and an insurance agent ore they are signed. ‘

.
.

. . . )
Under a flat rental system,:you will pay the building owner a fixed

amount of rdnt each month.:- Rent may also be paid under a percentage of

sales agreement. In this case, you agree to'ggx,a base amount and a per-
cencage of the monthly sales. This type of syst@m is often used in shop-

- - .

ping centers.
. ¢ . ) ’ ‘
Rent is a wmajor expense. You must decide how much you can afford to l
pay on the basis of the amount of customers a location will attract. If
you think a_bgsy downtewn site will bring you lots of customers,;the
extra money you'll spend on rent may pe worth it. If, however, ydu think .
you'll have trouble paying rent in this "ideal” locatiom, choose a\

slightly chapter shoﬁ that's not quite as central--and do a better job of
P ) ’ *

A little logic and a lot of homework wi11 go a long way when looking .
for the best location .for your plant store. gy highly visible downtown
location’with wal -in traffiq will often be ybuf best choice, even when .
the rent.is high{ The.kinds o neighboring etores amd the physical .
condition of - the building are also important factors t3 consider when

~

choosing a location.

. 23 g
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Individual Activities

l. List four sources of information that can be used\In deciding where

Learn}ng Act i\\z'itie 8

~

‘

é *

”

* to locate a plant store:’

ae
b.
Ce

d.

sales agreement?

o

r

»

\\ -

t 2

-

3. What are the advantages of loeating tire Living Interiors store qver

.-
an art gallery?

The disédvantages?

~

-

N

2. What is the difference between a flat yeﬁtak~rate and a percentage of

9

4,

You have taken a traffic count to see how good a particular site is

for your new flower and plqgs store.

An average of 100 cars pass by

:,the gite every hour.

An average of 75 people walk by every hour.
What further information would you like to get about this site before

you make your fjMal decision?

2y
.

- L Y
Discussion Questions . ' \‘{
1. Brainstorm and list alllthe information you would want to know about
a store location before you sign a 1lease.
\ -
~ ) -
¢ , 4 )
) ' ) .
é
- . 22 19 -
- -

-




. T
Chooge three.towns or areas that are close to your school. Answer

~

these questiods about the areas: .

’

a. How manszeople-live there? —

b. Where do most people go to do their shupping?
7

c. “How many plant stortsy flower stores,’urseries, and garden
centérs does each one have?

d. 1Is the area growing? How can you tell?

. - ¢
»

.

Based on what you found out above, which 'area would be the best one

in which to locate a flower and plant store? Ifd’one -of them is very

good, can you suggest another area? \

Group Activity

a
) .
i

-

‘Make a checklist that you could use it evaluating a possib]e B*re for

a flower and plant stote

ERI!

Aruitoxt provided by Eic:
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ERIC .

Aruitoxt provided by Eic:

SECI Getting Money to Start

QIT 3

.
7 .
N

-~ ™

Goal:/?To help. you plan how, to get monef to start your

fllower and plant store. -

Objective 1l: "Write a business plan for your flower
and plant store.

v

© Objective 2: Fill out a form showiﬁs,hob much money

you need to start your store. ]
’ -
L Y

h 1]
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.business point of view, their store was a mess.

JOHN AND CHARLES GET A LOAN
_ oA ‘
John and Charles pooled their money to open the Living
Interiors store. Their opening expenses were actually very
low.
room, they bought $200 worth of flowers and plants, They
found two dozen tin cans and painted them green. They then
bought some plastic buckets, -a few rolls of tin foil and
wrapping paper, a stapler, and two pairs of flower clip-
persssand they were in business. In all, they spent" $400
to open their store! ’ . »
During the first few months, John and Charles went
back to the flower market every day to get new plants and
flowers to refill their buckets. Business was great! But
after five months, the weather started changing. The
strollers and walking traffic started dropping off--and so
did business? .
Lately they had been getting requests trom customers
for formal flower arrangements, corsages, and unusual green
and flowering_plants. But to keep those plants and flowers
on hand and to display them better to the customers, they
needed a refrigerator unit, a greenhouse, and a new store.

By this, time, John and Charles realized that they
couldn t continue this way. Things were too casual and
unorganized. It had been a great beginning, but now they
had to .start making real business plans.

They figured that to buy the equipment, pay rent on a

new place, remodel, and restock their inventory, they would -

need at least § \)6 000. They had about $6 000 of their own.
Where would they get the rest of the money to keep their
flower and plant store afloat?

John and Charles went to their local bank and filled
out a loan application for $9,000. They completed a busi-
ness plan--an outline of what their business was like and
how they would run it. 7Again they were lucky. It was a
small town, and the bank president knew them personally. .
She knew they were both hard ‘workers even though, from a
The bank
agreed to lend them the money,

In addition to the $50 they paid to rent the upstairs.

»
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“ All new businesses need money to get started. Your own savings and

loans from family or friends will be impor&é;t sources of funds. How-

ever, you may also have to borrow some of your

starting capital” from a
bank or a government agency. In this unit, you wfll\learn something
about how to apply for money to start a flower and plant store.

N ¢«
A s

Y

. The bank will want t; know a lot about you and your business plan
/%éfore it will lend you money: You will have to show that you are a good

S businegs risk. You will be asked to pfovide the following information:

}.\ personal background informatiom; .

2. a deséription of your busi&ess (the business plan); ?nd

ead, .

- 3, a statement ofeyfinancial

o3

% 1Y

=,

Iy ] v o

Personal information is often written in the form of a résumé. A
résumé shows your education and experience and gives names of references.
This module won!t give you any more informationﬁaboug,xisunés. Instead,

N it will deal.with the description of your business ,and the statement of
A financial need. . L .

Preparing a Business Plan - .

. P . 7

~

- Wh%p you ask for a loan, the lender will want to know what kind of

L3

store you want to sta{; and how you plan to run it. The lender will be

‘looking at how carefully you have planned your business. .

[y . 4

Your business plan sHould be clearly and simply written. You should’
include the following ‘lnformation. . < ., -
* ) the kind“iand name) of store you warit -to open; ' i

e the’ services you will provide; .
’ v - ) 4

29 : 5 " /
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the area and site of yépr business,” and why you chose it}
the target customers.(the market) you want td att}act;

your competition in the area;

your management plan and strategy for success; and

the number of empléyees you plan to hire;

e

This {nformation will help show the lender that you have planned well

and your business is a good'fiﬁk.

. -~

Statement of Financial Need . €

~

.

Ny

v

- !
How much money do you have on hand to open your store? How much more

money will you need? As a rule, banks expect you to .provide half the

start-up money. John and Charles had $6,000 of their own money to invest

in their store.

- hd
.

The men did some careful planning to decide the total amount of money ]

they would need to open their store. @

o

Starting expenses. John and Charles made a detailed list of their

starting expenses. Here it is:

¢

Opening Costs

Beginning Inventory - $7,500 °
Remodeling Costs o 2,000
Subtotal $9,500 ,

. Operating Costs (three months)

Rent - $1,500 i
Advertising ) 400
Insurance : . 200
Licenses & Taxes a: 250
Employee Salaries 1,700
Working Capital : 2,000

Subtotal . $6,050

p .

TOTAL START-UP COSTS $15,550 ’



The two tybes of expenkes you will have are opening costs and oﬁerat-

. 1ng costs. Opening costs include the initial invento'gy (planEs, flowers, ‘

. and accessories) you buy. They also include the costs to remodel the

inside and outside of your store to make it more attractive to;&pstomers.
N A

' .

Remodeling costs'also include the gbsts of fixtures and equipment. 7

You‘shodld‘make'sure you have all of the following:

° Sales area display fixtures; shelves, carts, ladders, and {‘

_decorative racks that add personality to the store.

‘0 ‘Workroom equipment° tools, fertilizers, plant foods, sink, work- .

tgble, shelves to store back stock, a refrigerator unit to store

,
. ‘the cut flowers, and perhaps'a small greenhouse,

' ¢ Business equipment: a check-out counter as well as office equip-

ment—-a cash register, an adding machine, a file cabinet, and a

card file. -

.

Operating expenses-include all the costs of opening and running your
store. :Yéur»;argest expenses will be your rent and the salaries for your
emplﬁ)y‘ees.‘ Operating expenses also include the cost of insurance, ) lﬂ’ '
licenses, taxes, and advertising. You should have a large amohnt of money |
for working capital--the‘money you have on hand to pay for unequcted
expenses. .

“ ‘ .
‘ : -Sample statement of financial need. On the next page is a sample

. form you may'have to fill out when you apply ﬁgr a loan. The form lists

¢ a few of your basic expenseé. You maf have to prepare a ‘more complete
form for your bhsinesq. Fo; examble, you may wish to list phone and
utility costs separately. You may hire ;h interidr decofator and want to

»' 1ist this cost separately, too.

*

@

;




STATEMENT OF FINANCIAL NEED

Starting Expenses Money on Hand .
Salaries $ ' Cash on Hand $
Building Expenses ( ) Gifts or Personal Loans ..
'Repairs ;pd Kenovatipns . Investment by Others -
Equipment” and Furniture . TOTAL -~
Inventory or Supplies , A ¢ S e’ .
Advertising '
. Other ~ ‘
0TAL '§  °  TOTAL STARTING EXPENSES $
) ) TOTAL MONEY ON HAND
‘ TOTAL LOAN MONEY NEEDED $ ;
4 . © ‘ ' »~
Summa :
b g S

When you apply for a loan to'start your flower and plant store, you
will needrto provide a business plan and statement of financial need. A
‘business plan glves you a path to follow and gilves you“bank the detaiis
of your business: The banks will need to know your specific financial
plans in order éo lend you money.  The amount of money you will nged to
start a flower and plant store will depend on the cash you have avail-.
', ablé, the size of your beginning inventory, your rent and remodeling 7

|3
costs, and the store's operaﬁing expenses. »




- . . .
Individual Activities

l.. Pretend you are writing the business plan for the Living Interiors

D store. What additional information would you like to have about John

s and Charles' business before writing the_plan?
2. In addition to a business plan and a’statement of financial need,
what other kinds of information would a lender want to know before g

giving John- and Charles a loan? Why? -

»

3> Make a detailed list of equipment and inventory you'd need to start a -

Id

flower and plant store. If you can, list approximate costs.
& . ‘ .

biscussion Questions " *

" .
\ - s

“1l. Were John and Charkes very realistic and businesslike wheh they first *

AR |

opened thgir store? What plans sfould they have been making at.that
. . time? : - '

2 If.L;ving Interiors..had just ope eﬁ in a new city, how would a
¢

+ detailed business plan édd to John and Charles' chances of getting a

loan? Why?

3. Do you think it-wpuld be difficult to apply for a loan? What are
N\ - mome of the thfngs you ca? do to prepare for an interview with a' loan

' ‘officef? ®

u



e

Group Activity i

. . .

7 .
Role play-the loan interview between Mrs. Washington (the bank presi-

dent), and John and Charles. The persons playing John and Charles should
present convitcing reasons’why their new business idea is a good risk for
the bank. Mrs. Washington ;hould analyze the information and decide
:;~ﬂhether she/agreeh. Evaluate yourself on how well you played your role.
Did you.present good argumenfs for your side? Did you treat the other

individuals politely, professionally, and warmly? )
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UNIT 4

o Being In Charge

“

To help you select and manage your employees.

-

Objective 1: Decide ‘how to di&ide the work of your °
flower and plant store among your staff.

[

Objective 2: PICK the best—salesperson for your
plant store.

[y

Objective 3: List three ways to keep your people
happy. '



JOHN AND CHARLES TAKE CHARGE

.

When Living Interiors first openad, both John and
Charles did all the jobs. They both sold flowers and
plants to customers, traveled to the flower and plant
markets, took phone orders, and arranged- corsages and
floral arr ements. 'However, after a while it became
clear that the two of ‘them had talents in different areas!

John.ggg good working with people. He was an outgoing
person and a skillful'salesman. He knew how to express - ,
himself clearly and sincerely. He was genuinely. concerned
about his customers. He always tried to make ‘sure that
they were happy with what they bought and how they were
treated in the store. John knew how to take $imple ideas
and expand them so that the plants and flowers he sold were -
often a lot more elaborate g;an the customer original}y
expected. N - )

N I ©

Charles, 6n the other hand, was shy: around people. . He
was not a good salesman, but he loved working ‘with plants
and floral arrangements. - He kdéw .how to put together the
arrangements that John and his customers dreamed-up.

/}harles enjoyed working .with color designs ‘and Styles in

original and creative ways., ) - : .

John started taking charge of the plant store showroom
and the contacts with customers. Charles worked .
mainly in the back room—-repotting, caring for plants, and
creating corsages and floral arrangements. Charles. also -
started taking charge of the flower and plant ‘market trips.
With Charles' careful planning, they were able to reduce
their daily trips to the flower and plant markets to only
two or three times each wéek and still keep a complete-
selection of plants and floG?rs in- the store.

4

o

‘ . . // —~
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Being fn.Charge

-

Owning and running a flower and plant store involves many responsi-
bilities. Charles and John were able to dividé anﬁ organfze their work
tesponsibiflties effectively, since they recognized they had talents in
different areas. If you don't have a pattnet, you will probably have to

hire and supervise one or more salespeople in your flower and plant store.

’
In this unit you will learn about:

1. thé/lmportance of a well-managed sales staff;
2. ways of recruiting and hiring salespeople; and
3. keeping your people happy. T

-

The Importance of a Well-Managed Sales Staff

Good managemént of your salespeople can mean better sales and profit
for yoeur business. Well-managed salespeople can help you in many ways.
i’hey can: . !‘ | |

‘e sell skillful

provide customers with usefu%zsuggestions that will build sales

y to customers to increase your sales;

and imptove customer satisfaction,

assure that customer needs are met so that few plants are returned;

develop a loyal followiug of customers who will tetatn;;P your
store and send their friends; a K
keep financial and other recdfa (inventory, bookkeeping,

accounts, bills, etc.) so that losses through carelessnesgs are .

kept low. S

13

In fact, a floqet and plant store's strongest selling point is its 5

‘To,compéte with larger, impersonalized stores, you may .want

-

salespeople.

to create a casual, intimate storeé gﬂyitoument and good customet/clerk

-
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relatibnshgps. Developing a friendly‘atmqsphere requires sympathetic and
interested salespeople. Good salespeoplé will entourage people to browse
among the greemnery, ask qgésbions about the plants, return for help with
problem plants, and come/to you with special plant needs.

~ ) g °
Shoppers are often confused by the different growing requirements of
different plants;'they may have trouble seeing which flozers and colors
go together best, or deciding what types of flowers they want to buy for
that special occasion. They ofteneneed the ert advice of a sales-
person sdlthey can chooge plants that w11;1£?§i for them or flowers that ¥
will fit the occasion. In addition, a well-trained saleéperson can
encourage multiple sales by pointing out accessories that might accompany
the plants or flowers selected--such as decorativé”baskets, watering

v

cans, fertilizers and plant foods, and so on.

-~

: - A
You can see how important-good salespeople will be for your flower *

‘and plant store. .You will ndﬁ leafn how to hire them.

&

-

"Hiring Salespeople

Since you will want to hire well-qualified and reliable salespeople,

you will hd¥e to screen job applicangg\ffrefully. The reputation of your
agore may depend on doing this job well.™

Screening. When you screen people for a job, ask them to:
e fill out a detailed job application; .

. come in for a personal interview; and
e give you a list of personal refereﬁces.
Pirst, make a list of the qualities and attitudes you are looking for
in your salespeople and write a detailed’aescription of the job to be
_ filled. Make sure the applicants get copies of this job description~--it
tells them what 1ig expected., '

-~
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Then talk to the applicants--make an effort to find out what they are -
really 1i Remember, they will have to deal with people in situations ,
where first impressions are critical.’ Are.they polite? Well-groomed?

Are tﬁey besable torespond to customers in a helpful and cooperative '
d way? Do théy know about flowers and plants so they can answer the cus-
tomers' questions? What do they know about color_design and floral
-arrangements? Are they aware of the basic steps in seliing? Let the
qpplicaﬁts Ealk. When you listen,* consider how you would react as a

o~ customer.

Where will you find these people? Many flower and plant stores depend
on walk-ins or referrals when hiring people. You Ry find that a "Help
! Wanted” sign in the front window wilk attract job applicants. Other
séufces of possiblé salespeople are the classified ads sectio;.of the
newspaper, espec 1y local and eommunity papers. Or you may contact

employment agencies or placement centers at schoolss - .

. Hiring pgrt:time;people.erou may want to use part—time help to keep
your costs down. If you are aware of/customer shopping patterné: you can
effectively schedule your selling help. Additional salespeople may be

needed at certain times of the year like Christmas, Mother's Day, and
. ’

Valentine's Day. . .
< )

However, there may be a lot of turnover among part—time help. Fa'st

turnover may work against personal relations with customers. Part-time
k] “

salespeople may also need more supervision and training, and they may not
be as reliable as your full-time salespeople. < ‘
K / “
eeping Workers Happy - v,

v Q
' A flower and plant store, as any other business, must keep its workers
happy to stay -in business. As the owner, you can keep your people happy
in these ways:, C

e provide enough training;

)

39
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. o‘ offet g@d salaries and benefits; and

&
~>~<z=>///~—___;;;; clearly stated policies. ‘ i ‘

-

- «

Training. Some people are "natura}s".when it comes to selling.
Other people need to be teugﬁt. You may ueed to help train inexperlenced
.~people in the basic steps of selling, especially in the area of plants

and flowers. In addition, you should get together regularly to discubs®

problems and new m ndige. This will help keep the sales team ‘well

husiastic.* ' N

°

Salaries and benefits. Salaries are'one of the largest expenses you

“ﬁ © will have. To attract top—notch help, the salary you offer must be coni~
petitive or slightly better than docal departmentlor chain #rores. Fgdll-
time employees ghould also be offered some kind of health insurance and

retirement p1anl

Store policies. A clearly stated store policy wiii/tell .ypur staff

» what is expected of them. A written store policy will tell your staff .
.about employment requirements (health, insurance, courses), work assign-
ments and how they are made, your dress code, fringe bénefits,\working

hours, and overtime compensation. Then, when everyone knows the “rules

and regulations,” follow them in’a business-like way. o

-
i

. . -

Sﬂary “ ’ . ES a

+
[

gsales staff can help your store\grow and profit.,'Screening and inter-
viewing job applicants, providing training when necessary, eszablishing

comnunication channels, offering good'salaries, and defining your store
policies are basic to tne success of your store. Keeping your employees

happy contributes to the positive reputation of your store.

\

¢ 7 a . ‘ 40 \‘ * &

Divi&ing work responsibilities and’building and managing an effective

N
i
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Learning Activities

"Individual Actfvities

~

1. List three things a good salesperson can do to help business.

a. o /)
b. . ¢

Ce
’

' #

Why did Jéhn and Charles divide~up the responsibilities for the jobs

around the Living Interiors store? Give one advantage and one disad-

¢

vantage of this system. .

Are the following statements true (T) or false (F)? Explain your

answerss. - . . %

a» The store owner dqlegates repponsipilitfés to the employees

and gets yﬁgp is left over. i .
/ b. Job-aﬁplicants need not fill out .applications for small

?

stores. -
d N 4 v

* . "

List three negative quaii%iés that could show up in a personal inter-

view for,a job but not on an application form.

b Y

¢ <
Discusgsion Questions

a
-

1. Wﬁaﬁgmuép a good éﬁiespetson do before he or she makes any sugges-

%

_#tions to-a customer? °°

o




2. You own a flower and plant shop in the downtown érea. Ybu have just
interviewed a job applicant. Your impression is that he is well
qu#lified for the job« However, one of hi's references tells you that
he is not very reliable—-he often comes in late and calls ii sick.
What should you do? .

N *

.

3. Discuss why 1t is important to have clearly stated’policies for your

- employees.

Group Activity
, In groups of two, develop a set of interview guidelines for an
employer to use in hiring employees. Then role play the fdllowfng situa-

tion: Gloria Tanner has applied for a sales position Ln‘Living Inferiors.

!

" " Her application shows that she has Had four years of experience’ working

in another- flower and plant store,‘and her references.are good. However,
she h;s been uneﬁployed for the;past yeatr because of "various health i
problems.? \ ) 7 - .

) 9 _ : S

- ’ < M
.

1
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UNIT 5

Buying And Keeping Track Of Supplies

To help you gelect your inveuntpry and develop an
inventory control system. P

Objective 1: Select the best flower and plant
supplier, decide how much you will buy, and
develop an ordering schedule.

Objective 2: Complete the total amount of a pur:\>
chase order for your store. ’

Objective 3: Compute the amount of inventory on hand
on a certain date.

3



" JOHN AND CHARLES ORDER AND KEEs TRACK OF SUPPLIES

&
9

When John and €harles opened their first bucket shop, "
. their supply System was simple. Each day they went to the
flower market and: bought enough flowers and plants to keep
their ‘buckets and shelves full. But-when they moved into
their new store, divided up the job'responsibilities, and
started to qxpand, they found that they couldn't use thig
systeme It cost too much and took too much time.

. John and Chiarles set,up their new store very precisely.
All the plants in small pots were arranged on one shelf,
while plants in larger pots were on another shelf.
Terrariums werer placed in a pyramid in one corner, and
hanging plants were arranged symmetrically across the
ceiling. The buckets of flowers were kept in a refrigera-
tion unit. -

[}
Un*nv this system, John and Charles could keep tabs on
" which plants were the’ fastest, sellers and which ones were,
the losers. e flower buckets were always kept full, -and
extra flower;mggzs)stored in the back room.

€ v
.~

When they started running low on a particular plant or
flower, they would.simply call the nursery or flower market
and place an order. In this way, they were able to cut
down trips to the suppliers to only two or three times a
week and still keep their store stocked with the most popu-
lar items. s

LY
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Buying and Keeping Track of Supplies

-

Ib a lafge extent, the reputation bf your flower and plant store will
depend on the quality of }our merchdndise. Your most important concern

This is not

at all like other stores, where you can rely on brand-name products. You

is to buy and maintain top notch green plants and fl%wers.

must handpick high-quality plants and flowers from reputable suppliers.,
. . - e ) ¢ . .

- . A »
—

Some suppliers'may specialize in plants or cut flowers, while others
may deal only with sﬁbplies.__Many suppliers handle a full line of

flowers, greenery, and supplies. Your choice of supﬁliers will depend on

what merchandise and services you plan to emphasize and the services each

supplier offers. 1In this unit you-'will learn how to choose your merchan-

I 4 s .
dise and suppliers, and how to manage and control your inventory.
' " T %
[y [ .&
,

Inventory Selection - ' .

1

. Here are some basic points to keep in mind when deing plants and

~

flowers.,

° Buy what you know will sell. .Standard ornamentals--philodendrons,

ferns, jade trees, ivies, and coleuses——are very ﬁoﬁulaf and fom
a good ‘basic piant inventory. Carnations, roses, g1§dio}i, and
chrysanthemums are agong the most popular flowers. Howe&er, each
flower and plant store sells, to different customers. What will
sel; in one store Péy not sell in another. You should buy what

your customers wante. )

o Keep a small selection of ﬁspecimen";plantg‘and flowers. Specimen
items are usﬁally the larger, éore expensive plants and flowgrs.
Tﬁe; add color and character témé store. You may not séll many
of these speciméns, but  they can add_ébaracter and variety to

your inveatory. . .

° .
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® Include gome rare and exotic plants and flowers. Store owners

know that customers tire quickly of the “same old stuff." To
fight this boredoﬁ'and to add a little variety to your store, you
may wish to add plants like burio'satails or staghornlferns, or
somé/of the mére unusual orchids. If you include a selection of
herbs in your inventory, you will really be adding a "little bit

of spice” to your- store.- -

e Buy what you like, but keep you} cuatoﬁers in mind. Store owners

often buy the plants and flowers they like; But when in doubt,
the customers' tastes must come first. '

® ‘Be flexible. You.cannot always éo to your suppliers with a list
of what _.you want to carry in your ;tore. Growers and suppliers
may nothhave those plants and flowers in stock. You will have to
keep an open mind about your stgre'§ inventory. This is actually
an advantage--when you go to your grower, you might just happen

to see a plant you wouldn't have noti€ed otherwise.

e Don't overbuy. Once in a while, a grower or supblier might have(

a special on certain plants or flowers. You might be tempted to
buy many of these plants. Avoid loading up on too many plants or
flowers. What you can't sell may die, or you may simply end up
boring your customers. Affer all, what®”can you)do with 200

L] .

cactuses?

Choosing Suppliers

(G

Plant store owners get. their supplies ang inventory from three dif-

~

ferent sources. e
.

e Plant growers and wholesalers supply plants and flowers.
. . T3
e Wholesale flower markets offer a wide selection of cut

flowers and plants. .

°® Garden supply distributors se11 "hard goods such as pots, plant

foods, and potting soil. J

Before you open your stbre, you will have to find reliable flower and

¢

plant suppliers. Most flower and’plant étdre&owners will have accounts
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with eight or more plant growers. However, if there is a wholesale
flower market in your area, you may be able to buy all ydur cut flowers ‘

and plants in one place.
1

To buy quality merchand;%e, you will often have to spend mornings
away from the store. It is wise to try to find growers within easy
o
traveling distance to your store. In this way, you can visit two or
thrée in the same morning.
cT’ne wholesale flower market distributes the flowers and greerery that
come from the growergs A wholesale market may be able to supply all the

inventory needs of gjour store. This ig simpler than trying to buy your

inventory from many ddfferent growers. However, you may lose out on the
special benefits, services, and individualized attentiongthat comé from
buildingwpersonal relationships with growers and supplieys. Also, the
;rides may gzzbomewﬂht higher for the same merchandise.
' Yéﬁ should keep the number of suppliers small. Here are some consid- :
erations in choosing them. . ' o | . .
e Some growers will let store owners call-in their orders before
pickiné them up. This will cut down on the time you have to
spend away from the store. - < N , ’ ~
e Some growers will deliver to your store, depending on the size of
the order. '
° Suppliers will favor their more loyal customers, especially if
they know you personally. . You may be given preferential treat-
. ment in flower and plant selection and delivery service. The N .
supplier w;ll be more helpful if, fog any ¥ea§on, the customer is '
not satisfied with an order. You will hear t/ps on plants in -

stock "from the horse's mouth.” You will get/ better attention

for special orders for your customers. /' s -
~ -~ s
. ..
» i Y N ©
Purchase Orders ) .
You now have enough information to £fill out a purchase order. This .

“tg the form that John and Charles used to record their purchases. «

“ N |

R YA ' -
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PURCHASE ORDER .
TO: DATE:
‘ PURCHASE ORDER NUMBER:
REQUIRED DELIVERY DATE: °
- SHIP TO: ] ! SHIP VIA:
L]
Quantity | Unit Description Unit Cost | Total Cost
L)
i s TOTAL i
% < l Signature . y

g ' L ¢

&
~

The form-you use may.be slightly different. The important thing is
that you have accurate records of what you purchase and the money you

sﬁend.

y A
.

v
7

Inventory Control

~ .
» .
v

. \
It's great to get lost in your own green jungle. To many flower and
plant store owners, keeping track of- inventory means a return to the

ordinary world of numbers. |, o

-~

_There are several reasons.to have some kind of inventoxry control

Syst em.: . t
" @ to keep track of plants and flowers that go into and out.of a

store;

e to help you plan for future orders;

. to give you an idea of the dollar value of your inventory; and
. . . -
e to let you know which plants and flowers sell well and which ones

are "losers.” - - <.

-

S
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Keep your inventory comtrol system simple. Personal obseryation is ™

* one way of keeping track of stock. By arrahging your displays in a cer- .
. tain order--four inch pots on one shelf, six inch pots on another--you ‘

can tell by looking what -has been sold and what needs to be reordered.

This. is the system that John and Charles used.

-

\

You can also take physical inventory counts to get a precise number

of items still on the shelf. This should be done on a regular basis,

perhaps weekly. . '
.

! '

Store owners must ﬁ:ap accurate records of their. sales. :This is a .

. sample inventory card you can use to record your purchases and sales:

INVENTORY CARD =
Item
Supplier 7 : ) .
* Reorder Point . Reorder Amount - i
AMOUNT RECELVED AMOUNT SOLD AMOUNT REMAINING
Date Amount Date Amount Date ~© Amount
3 }
. , »
&
. - »
Summary /\“”\\\ o
It is important to find reliable Suppliers of your plants and
flowers-—whether you buy from individual growers or at a flower market. ) ('

It 1s also very import?nt to keep accurate and up-to-date records of your

purchases and sales. &

hd 3
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Learning Activities

Individual. Activities

1.

2.

L)

" 3.

o
LN b

Jdn your opening inventory. ) ¢ /

-

0
- 2
.

Consider the flower and plant store you would like £o open. Make a .

list of the different types of plants and flowers you would include
4

Check your Yellow Pages and list some of the suppliers/growerg in
your area that you could contact to purchase your initial inventory.

Look under Florists—-Wholesale, Nurseries——Wholesale, and Florists'

- Supplies, and a&y othen\categories you can think of.

On March 10, 1982' The Green Thumb--a nousepIAnts— nly shop-—ordercd
the followin& from Mary Mead Nursery 10 6" Creepi%g»Eﬁarlies at $3 v,
—apiece; 5 8" grape ivies at $5, and 5 6" Boston ferns at $4. Deliccri

is de&ired by truck March 20. Fi11l in the following purghase

I . NS
‘order. . . g ) . ,
~
' : : PURCHASE ORDER ., ™
T0: - _ DATE: > ° C
L : PURCHASE ORDER NUMBER"’ e
o REQUIRED Dér:IVERY ‘BATE: . - .
SHIP TO: SHIP VIA: 7. .2, ; .
4 > R -~ -
rd ’. . & é \ a -
Quantity | Unit " Description @ |Unit Cosf | Total Cost |
& .
4
/ ' | ’ tth.
~ - « '

‘\\\ - i .
/" TOTAL -

Signature
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4. On March 20, The Green Thumb's order (described in #3 above) arrived.
The shop was totally out of Boston férns by then, so the delivery was .
important. On March 22, two ferns were sold, and on March 23, two

more. Fill in this inventory card for Boston ferns. '

v . ~
s F INVENTORY CARD &
Item
Supplier
| 4 . : . }
AMOUNT RECEIVED AMOUNT SOLD . AMOUNT REMAINING \\\\
Date Amount Date Amount Date Amount

Discussion Questions '
< N ¢ /

1. What are the advantages of buying from a few individual suppliers/

growers? The disadvantages?

-

2. What are the agyantages of buying from a whoiesale flower and plant
market? The disadvantages?

.

§ -~

3. Do you think John andt Charlzig way of ordering and keeping track of . '
supplies 1s a good one? What methods described in this unit do they

use?

lGroup Activity ,

Discuss the advantages of an inventory control-system. See if you

R c¢an come up with a better system than the one John and Charles set up.
R Your goal is to know what sells\ 8o you can have a high turnover in your
i;;entory. Slowwi;ving items shquld be kept to a minimum since they "tie® -
- up" your money Some slow-moving items may be valuable, however. ‘
® ’ Discuss what these could be. ’ ’ N

Q '2 . SOE51 o -
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Goal:

UNIT 6 +

;

v

Setting Prites

.

To help you decide how to set prices for your
merchandise. %.

Pick the best price for your -

Objective 1:
/ «

merchandise. ®

) -
Objective 2: List three reasons why' markdpwns may
contribute to the success of your store.,

»
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JOHN AND CHARLE/@—SET PRICES

When John and Chafles first opened their bucket shop,
they priced and sold all items at a 100% markup. ‘So if the
-flowers cost them 50¢ each, they sold the flowers for $1.00
to their customers. .

However, as time passed and they moved into their new
store and expanded their inventory, they found that they
‘just weren't making enough money to stay in business. They
had to raise their prices.

Over two years, théy had moved their store twice, each
time to a better location. But they were now paying $500
per month for rent. They had remodeling costs to consider,
and their cut-flower display and refrigeration unit had
cost them $2,000. Also, the price of gasoline had doubled.
Although they were able to cut down on the number of trips
they made each week to the-“suppliers, they were paying more
for gas to run the truck.

"To make things more interesting, two nev¥ flower and
plant stores had opened up downtown. John and Charles'
prices had to be competitive with those of these new
stqres, or-they w0u1d lose all their loyal customers.

John and Charles set a 300% standard markup price on
all their plants. However, they limited their markup,on'
flowers to 200%Z. This way they hoped to keep their loyal
customers who usually came in “to buy flowers but often
ended up buying plants as well. \>

.
& .

(S
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"Pricing

. Setting Prices

.~

There are fgur main things to consider in setting the prices of the
plants and flowgs%’in your store: ., C

° the wholesale cost of your merchandise;

e . -the labor and operatiné costs of your store; /

. the _amount of profit you want to make on your sales; and

e  your competition' s‘prices.

_In this unit you will learn_ about ho¥ to set prices, including mark-

. ing up and marking down prices. You will also learn about stock turn-

over, an important sign of your store's success. - . -

~ f .

A basic step in making a profit in your store 15 selling plants and

flowers for more than they cost you.‘ But how to decide .on prices that
are competitfve, will bring customers in, and are profitable for you is a
real challenge for many f£1ower and plant store owners. v "

The wholesale prices of plants ang flowers may go up~and down daily,
without‘any warning. A plant that costs you $10 on Friday may cost $15
on Monday. And there are often flowér and plant shortages. When this
happens, you have to choose between going without amd trying to find the
plants and flowers at other suppliers or growers who may be 1ess re1iab1e.

A} ¥ '

As a result of these problems, some flower and plant store‘owners
change their prices often. But this involves a lot of work. Other plant
store owners rely on standard markups to cover their expenses. The dif‘ .

ference between the wholesale cost of the merchandise and the retaii/

‘price is called markup. John and Charles qhose to use. a standard markup

to figure the  prices for their plants and flowets.

- 3 : I!
' % 54 : C
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, The prices on your plants and flowers. have to stay within a competi-
tive’ range or your customers will start buying at other stores. °But

¢ prices must be set high enough 8o that your operating and selling expenses
are covered. The best policy for your store may become clear to you only

after a very careful look at your business practices and your competition.

-
L3

The ‘most common pricing,strategy is called gross profit pricing.

Gross profit 1s the amount you add to the wholesale cost of your merchan-
dise. (Here, gross profit eqhals markup.) .For example, if the cost of a
philodendron is $8 00 and“you sell-it for $20.00, your gross profit is

$12 00, or 607 of your se11ing price.

i

<

You can use the following formula to calculate your gross profit
percentage: ; . N

. : S

»

Selliqg:?fiee - Wpolesale Cost Gross Profit Percentage‘
Seiling Price -

$20.00 - $8.00 _ ,
~ $20.00 60% ' ’ SN

“

Remenmber, though, that your net profit wifl be much less than this

figure. The store's operating expenses must come out of the gross profit.
g op ng 0 gross proiit

These expenses may include: . A - =
e transportation .costs; oo .
. e rent for the store;‘ N .
¥ . ,salaries of salespeople; R

° adGertising and promotion costs; and

\

e utilities, insurance fees, and taxes.

-
L4 -

N

‘Markups on plants and flowers will _vary from one storelto another.
Most flower -and plant store owners mark up their plants and flowers
between 100% and 300%.' Hard goods are .usually marked up_around 100%.

N
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Markdown Sales - : co : . N

selling times for plants and flowers.

.
.
. . . . . ¢

If your plants anq.flowers are not-selling, you may consider marking
them down for quick sale. Remember, flowers wilt with time, and plants - .
age and die. It may take more effort on your part to try to bring a
plant Back to life than it is worth. And unsold flqwers wi¥1 eventually

~

have to be thrown out. ‘ ‘
. . H . |
You may also consider msrking‘gown prices om plants that sre healthy
but slow-moving. If you hold on to slow-moving stock, you freeze:the”
money you need to buy newer, more appealing\kinds of plants and flowers.

£
— -

Some plant stores have special corners to handle their markdowns and
sale items. Other stores may have two to four big sales each year.

There are man& kinds of sales. Certain holidays are particularly good

There is a large demand for piants at Christpas time. .

[y

i
Day is also a favorite day to send flowers to loved ones. But the day ‘
when the largest number of plants and flowers are sold 1is Mqther's Day!

. « h
~

If a'plant has been around for a long time, you may ev®En chsider :
selling it below cost. These pfants and flowers may be used to attract .
Eustomers to your store. Although you will not be making money on the

sale, you may be making some surprised custbmer very happy.- You will .

»

also be dlearing the store for newer and’fresher plants and flowers. o

/ ’

. B N .
e ~
f
.

Stock Turnover ’ . .-

Stock turnover is the number of times a store's inventory is sold and

has to be replaced in a given time period*-usually a year.

. . '4
- A healthy flow of goods in and out of yeur store is important for its

-
success. Stock turnover is one sign of a successful flower and plant N ' .
14

_store ope~9tion.
. / . 3 2 '58
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Most stores try to sell their merchandise as fast as they can. This

‘ way -they—have readyWcash to huy_.nev&_merchand_iée and to improve their

. inventory. Here is:how to figure your turnover rate:

|
14

..Lost of Goods Sold in One Year
Average Cost of Inventory Carried
& 0 . . .

s .
;
= Turnover Rate ,

- %

j~To figure yogr'average inventory, add the yholesale costs of~a11 your

>

'« inventory on hand on January l. Include all ‘'your plants, flowers, and -©

“* hard goods (plant foods, fertilizers, accessories,band S0 on). Then ) '

~ ’ ©  ‘count and add the wholesale.costs of your end-of-month. inventories for

-7 the next 12" months. Add these two figures_together and divide by '13. -

‘ Average turnover rates can be used to see how well your business is

doing. 1In general flowent and plant shop owners come up with turnover ’ ¢

rates of between 9 and 12 times a yeat. — .
~ Q [ . » .

~

’ ]

1f vour turnover rate is higher than this, it may mean that you need

. . to buy° in larger quantities- On the other hand, a low r_urnover rate may
‘ mean slow sdles or a poor choice of inventory. An average turnover rate .

wi11 tell you, that you have bought well. You have a well planned stock

that_meetsithe‘demands~of_ygp;ugg§tomers.7_

. . Summary . . - .
N -~ s - ' .

¢ .

* ‘There are four main'things to consider wheh‘setting prices for your

3

plants and flowers: wholesale costs; operating costs; competition; and

i

- profit. A well-planned, competitive pricing policy should help your

storé show a good profit- In addition, a healthy stock turnover 'is a..

good measure of the success of your store. ' <. o

-
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Learning Activities

Individual Activities

| - 2
l. Define the terms gross profit.and stock turnover. )

Y - ~

2. 'The flower and pladf store around the corner carries a line of mer-
chandise that is similar to yours. This is a big store, so it can
¢ gell plants‘and flowers at a lower price than you can. List three
«Ehings you can do to attract customers and to cdqnter;ct these dis-
count prices.
a:
b. N .
co . , B
v . ) f S ‘l.
— - -3+ Describe four situations in which you might consider reducing the

price of your plants, flowers, and "hard" merchandise.’ \

o

. 2

e ————— e e .

.4.-3LEEE~Eﬁ;éé &iffé;énﬁ kinds of éaiesg}bdﬂﬁight have at your flower and

plant store. When would it be appropriate to have these saleé?\ >

a4
N

- -
s .
2

Discussion Questions

’ ¢

1. What are the advantages and d{sadvantages of having a standard .
pricing policy? Of changing the prices of'plants and flowers as the

L
costs to.you change? , ) ) ———

< r * .
4 R N :
. -~ \

2. Discuss the advantages and~disadyantages to marking down prices. ) =

« ' What are some reasons store owners would do this}

~

at s

.
-
. . q) . -
. . [ & Bl .
h . .
4 -
. N N
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3. What can a J;ry high or a very low turnover rate mean for a flower
and plant store? Discuss and list the reasons why 1t may not be wise

14

to keep old, unsold merchandise around.

4, Discuss the advantages and disaavantages of buying your inventory in

. elther very small or very large quantities.

Group Activ;hy - | i ‘ )

. Bring in advertisements and sales announcements of plant stores in
your area. Compare these advertised sales. What types of sales are
they? , What kind of price markdowns do they offer? What kind of merchan-
dise is on sale?

| - 599 N\
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Goal:

<

Advertising and Selling

To help you learn ways to sell your merchandise and
advertise your flower and plant store.

Objective 1: Pick one way to advertise your flower
and plant store. . . ,

Objective 2: Design a prirted ad for your flower- and
plant store. L N

Objective 3: Describe one way to sell merchandise
to your customers. .

A




JOHN AND CHARLES "SPREAD THE WORD"

During their first year, John and Charles advertised
their Living Interiors store in the local newspaper. They
designed a distinctive logo that they used to announce
special events, sales, and the servicés of the store.

During the second year, they added a wire order service
for their customers. A number of other florists in the
area also used this service. The ad- they designed to tell
people about this service was very simple and to the point.
Unde? the logo, they listed all the florists who cooper-
atively offered this service to their customers..

s . .

As time went on, However, moré and more of the business
at Living Interiors started coming in through personal:
~ references. Customers liked how they were treated and

%ould tell their friends about the store. This word-of-
mouth advertising r 11y paid off when there were special
Tor example, Yefores
creating a bridal bouquet John would try to see Xhe
bride's wedding dress and then would ,specially design
bouquets that would complement the color and cloth of the
dress. Cfistomers really liked.this special attention to
detail.
The store had:developed ‘a strong reputation for quality
products and personal service. Also, John and Charles,
started becoming very active.in community social events and
politics. They often donated plants for local charity auc-
tions and benefits. In this way, not only did the Rhari-
ties get money, but people were introduced to the store.
Living Interiors was well on its way to becoming a success—

ful and profitable flower and plant store. RN
s i .

3
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' Adverti%fég ’ ) .
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’

L .
Advertising and Sélling

-

Advertising and selling are very important to the success of‘a flower
and plant store. Adverfiéing is a way of teiiing people about yﬁur
store-—the plants and flowers you carry, sEore services, special sales,
anq prices. Selling {8 done person-to-person with the customers you have

attracted through adverfising. -In"this unit you will learn about the

- best ways ta advertise, the qualities of good advertising, and the basic

steps in gelling.

-~

« * B
.

The purpose of advertising is to attract customers. When you have

n

decided on your store image, price range, and' customer services, you are

ready to tell customers why they should shop in your stote- Wh&f//;e the

_ most effective ways to advertise your store? You may want to ask your—"

self ghese questiqns before you put your ad éampaign togethég. =
e What business am 1 in? ’ ¥
') How'is-Py store different from my competition?
e What quality merchandise do I sell? :
e ~What kind of store,iéage do'i want to advertise?

e~ What customer services do I offer? .

Who are my customers? . ~ .
- What are their tastes, and why do they buy plants and flowers?
e Why do they buy from.me?’

Choosing HoQLgp Advertise -
o
‘.:‘ ‘ t r

Before you set up your.advertising campaign, you should:
e identify the customers you want to reach; and

o decide how you can best get &heir attention.

64 .
62 .
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] Although direct mail s expensive for the number of people it

format .of gthe éds, but they:

~ R . ) ] /
There are advantages and disadvantages to the various advertising

ia yoa can use to tell people about youi store.

a

}eaches, its

¢ reaches a seleeé\audieﬁce (your target customers);
L °ié likely to be noticed and kept;

. is effective for attracting mail order bdsiness, announcing new

products and/or services, welcoming new customers, and announcing

special events and sales; and -
. offers a great range of different formats (catalogs, letters, .

fliers, coupons, brochures).

Ads in newspapers get the message to maﬂy different grpubs of poten—
1 customers. Prices will véry, depending on the circulation and size

your ad. Although these ads- have relatively short lifespans, they:

-

e reach a large number .of people;

3 . .
.
N wr demmarcammad e £ R
Nt inexpensive for the large number they ré§2!§
‘ .

¢ -are easily and quickly changed;

[
W
(]
1]}
’.-l
a
cr
(3
<
e}
’.-l
.

[V

. can be placed in'a particular seétiﬁn or paper to reach a select
audience; and ’ ‘

& are available in various formats;-asrclassified'ad%,.inserts to
reguiér editiqﬂh, and speciél editions such as shoppefs' guides.

Television!commefcials are very expensiGE{ local radio announcements

more reasonable and hit more defined<i9diencest'

In addition, directofies (such as the Yellow Pages) can be:used .to

ertise your store. ' Directories usually offer little variety in the

e have long lifespans; and

.'--‘:‘ 0,
¢ are.easily available to the public.
\ o

,

These are some of the ways stores ce1I"EEé public ubout themselves.
addition, you may éonsiderytranéit advertising in buses or trains and
. e
~ ‘ /
% 63
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‘specialty advertising such as calendars, T-shirts, balloons, buttomns, and

Z W
ew
>

Many plant stores use effective and imaginative advertising gimﬁicks ) N

matches.

< - N
4y

/‘ that cost very little. For example, on special days, ﬁass out carnations

to<passers-by. Become active in community affairs such as neighborhood

cleanup and beantification projects. Donate flowers and plants.to public '
service ‘and charity auctiOns, as John and Charles didf ,Give floral
arrangements to local social and political events. Keep a mailigg list
of, your loyal customers, and send eéth a coupon for_a free flower on

<

' their birthday. ' . .

Word;of-mouth, however, is the be§t°way of advertising you& store.

Satisfied customers w}ll spread the news of your store's quality and

‘ gservices to tﬁéir friends. If you!really want to advertise effectively, s
spend time with each customer in your store. Give your customers‘the s
personal’attention;aad service they appreciate. John and Charles . .

found that this type ¢

heir T*"iqg Interiors

iy 4

store.

Qualities of a good ad. 'Here'are éome tips you can usé when you

begin to work up your printed ads. These can help you put “punch” into .

»

your advertising.
. ® » Make your ad‘sigple, informative and:truthful. ¢
e Use an att;active layout and d:amétic illusttatioﬁs, if possible.
1 . Develop 3 logo--a“ distinctive sign--that can be identified w;th\\\-
your stove. Use it in ads and on shopping bags and wrapping
paper.. That way people will be able to recggnize your store at -

a sihgle glancé.

2

® Show the benefit of

Customers want to know

‘ L]
opping at your store to the reader.

"what's in it for me?" _ .

- @ Feature the "right" itfem.

Show merchandise that is timely, -

in stock,

- wanted, typical of your, store.

e State a price or range of prices. 1f brices are low, tell people

why--becguse of sales or speéial purchases. Consider-including

3
s
v
.

® Make sure every ad lists your store's ndme, address, telephone .

66 64 B

discount coupons.

number, and store hours.
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"results. In deciding on the best way to advertise, think about the cost

“
\ o~

. va

o Use words that stimulate prompt action. For example, mention v
limited quantities or limited time periods for a special sale to
encourage people to come to your store right away.

~

Costs. The local media (newspaperd/ radio stations, and direct mail

printers) will tell you about tﬂhir services, costs, and the expected

of each ad, the size of the audience, -how many of the audience are your

-

target customers, and how often they will see or hear the ad.

Selling - - /J , . . _

Practically everything a business owmer does to make customers want
to come again is a form of selling. John and Charles are “sellimg”
Living Interiors every day through their quality products and personal

service, ¥
. C - o
More specifically, however,- selling means convincing the cusomter to
buy. This involves several_?asic steps. - ' ‘ .
. épproach--the salesperson gets the customer's att‘ltion. v
'y Determining;the need--the salesperson he1ps the_customer gselect
the. item(s) that best fit his or-her needs. o C
; Presentation--this is the part of the sales when the salesperson - S

. tries to turn the customer's interest in the plants and flowers

into a desire to own them. . ) ’ %

® Overcoming objections=~the salesperson listens to the cystomer's

objections and uses them to strengthen his or her presentation. -

-

e Closing the sale-—the customer dgrees to buy the plants and/or

¢ flowers.

-
The development of a geod sales teanique requires skill and experi-
ence. To Bell well, the salesperson must also be convincing, sincere,

and genuinely concerned about the customer's satisfaction.



[

\
Advertising refers to the ways you let people know about your busi-

ness. Whatever methods you decide to use, your advertising campaigg

should be well planned, distinctive, and consistent with your store's
inage. There afe.many ways to advertise your store, including direct

. heiling,\the Yellow Pages, newspapers, and-radio. Personal references
from satisfied customers are your strongest advertising method. Once
you've got the custemers into your store, you must practice good selling

techniques to get them to'buy. Advertising and selling are two weapons a

flower and plant store owner can use to fight competition from big stores.

]

Vi




~7 .

R

P

-

Individual Activities

< KY

-

1.

Look at these newspaper ads and answer the following questions.

Endicate the leﬁter of the ad or ads that best,ankwer the folldwing
questions: . '

-

- 5

Bou

lﬂ/eJng Nowers
s and Others - fo ga

. £ o
1S /.\‘&Z’... T4 ?r.g,' ) BLOCK'S FLOWERS
. 921 Main St.
CWE SEND FLOWERS WORLDWIDE ) - . " “Glenwood

REASONABLY PRICED

-, . 1

Y
MORE-THAN JUST A FLOA SHOP .. -1 ,
Flowers » Dried ¢ Fruit Baskets « Pottery s Gifts ¢ Plants -

F’ROFESSION-/A?LY DOI}IE |

LR

SERVING MORE PEOPL@ iN MORE PLACES
35 Country Mall

Eastside . . ‘ .
. . - ol 4 e o. A:~ .
C. N . " ) : ) ~ .
i FLOWERS AND INDOOR PLANTS R

“Distinctively Created Por .Every Occasion”
o Parties ¢ Weddings ® Funarals O»Homes * Offices

SINCE 1905

27 Travers Way -
dham_
New ownership

* Objecty of Art & Cache Pots
Dried and Sitk Flowers

. . Specialty Plants ¢ Amncuals e Gifts ® Antiques
’ : , . Open Daily °

Cd
: . 497-2187 . -

-
o

. Charge by phond on’yolr credit cards
Peninsula and Bay Area Deliveries

.
4 .
a

-
>
4

" a., Which ad includes the most ,informatioh about special products and

services?

b. Which ad gi

¥

ves.the léast information?

-

69

67
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+ v va -

. ' ’ N
Co WhicH ad, in your oprion, has the mgst distinctive logo?

d. Which flower shop do you think has .a wire service? -

. e« Which flower shop_focuses on_serving businesses and.- individuals? ~

i
ey -

2 I3

t °
¢ 1
:

2. List and compare the advantages and disadvantages of newspaper adver-

tising vs. radio advertising. ’

1

- &

N - . ' <
3. List at“least five_ "special effers” to use in ads to get customers to ,

- ! - -

come to your flower and‘plaﬁt shop for the first time.

- '
- ~ v

4. Désign a hewspaper ag.for the Living Interiors store announcing «

gpecial sale of red roses for Mother's Day. -

Disdcussion Questions

7 .
1. Ypu own an exclusi«ve&wer and plant store that caters to weddings

W -«
.

o )
and parties. How would you best advertise your store and your ser-

vicesg? . . . *

. - ’ o Fa
2. Discuss the value of advertising special promotions and sales in .

) -

addition to a daily advertising campaign. -

a

3.  Brainstorm some, of the ways you can get free publicity for'your store
& g
in the local press. or broadcast media.

~ ” [ ]
3

- ® e

Group Actdvity - ) - ‘ .

~ '

How many ads show men and women in stereotypical roles (i.e. womemn as

housewives and ﬁothers, and men as executives and professionals)? Dis—

cuss the reasons why stereotypin@’bften occurs in advertising. What are

the advantages and disadvantages of using stereotyped characters in your :

-~

ad campaignT

& .
.
. -
% I
% D
[N 4
.. L Y
v
.
Y 4
y




UNIT 8

& Cn . .
Keeping Financial Regﬁrds .

»
——

To help you fearn how to keep financial records for
your flower and plant store. . ;

a

Goal:
¢ Objective 1: Filleout a customer sales receipt for a
cash or credit ‘sale.
H

Objective 2: Fill out a daily cash- sheet for money

' you receive and pay out in one day. .
N . ®
¢ y
A Y
&
£ )
[N )
- -
+
o -~
o
! -~
- i 'l
< ‘ ' 71 - - I o
, -2 - “n* * 3




N - .
FINANCIAL RECORDKEEPING AT LIVING INTERIORS

Charles -sgt up the store's bookkeeping system. It was
a very simple system and consisted basically of two parts.
When a customer bought plants or flowers at the Living
Interiors store, a sales slip was prepared. The sale was
then rung up on the cash register.

However, the store also offered\i*yire service. Local
customers could order flowers and pldnts by telephone.
John had to set up a customer account and billing system to
handle these customers. )

The first type of sale provided the store with its
"cash on hand.” The sales slips and cash register tapes
were added up daily and compared. These figures gaVe John
and Charles a good idea of what was sold each day in the
store. - »

Keeping track of the telephone sales, however, was a
little trickier. Once a month, bills were sent to these
customers, telling them how much money they owed on their
accounts. When the bills were paid, the amounts wete added
inwith the daily count of sales, but pot until then. This
credit billing took a lot of time and work, but it was

worth it because their customers appreciated it!

-
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Keeping Financial Records ) ’ L

»

¥

Good financial records go together with goodestore operations. Plan-
ning for good recordkeeping must begin way before you buy, your initial
inventory. You must keep-records in order to know how your busiqess is
~doing. Records will help you plan wisely} geep track of your income and
expenses; “red flag” problém areas;.and fill out Jinancial stéiéﬁsnts and
tax returns with the local, ‘state, and federal governments. In this sec-
tion, you will learn hdw to keep track of your money from sales on a day-
to-day basis and how to fill out a daily cash sheet.

Cash Sales '

Cash sales are usuaily recorged on the sbot when customers pay for
their purchases. The. salesperson fills out a sales slip. If it is a
special order, the sales slip will include detailed instructions on ﬁow
to fill the order. Cash sales are then rung uﬁfzg\a cash register.

Sales s8lip receipts and cash register t;pes form the basis of any book-
keeping system. This information will tell you thentotal amount of sales
for that day. '

When é customer makes a purchase, he or she is given a sales slip.
The sales slip provides the customer with proof of payment. This proof
is necessary.in case the customer wants to return the purchase. A second

copy of the sales slip is kept at the store. This is one way to keep

- track_of store invenﬁory.

4
.

To keep on top of,sales, you will need answers to questions such as
)
these. IR ;

e How many sales were made during the day? -

e What types of plants and flowers were sold, and how many of each?

3
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Credit Sales

e What was the dollar amount of the sales?

) Did the customer take advantage of any of the special services
offered in the store?

e What credit terms were given to the customer?

This is a copy of the sales slip that John and Charles use in their

Living Interiors store.

SALES SLIP

- ’ ® -

-, ‘ DATE ©

- msﬁwm§;L. L .
7 ¥

. Description of Sale. Price .

-,\ )
1 cash [:] Subtotal . .
s Sales Tax ~
Charge D TOTAL

-
.

On this slip, John and Charles desgribe how many and what kinds of
things are sold.. For example, if the éustomer buys a flower arrangement
that inéiudes_yellow roses, daisies, babies bre;th, and irises, this will
be. specified in the description of the item. John and C%arles keep a
record of customers' names and addresses. Thié is uSed.in developing a
mailing list qj spécia; customers. There are also spaces to check
‘whether the items were bought with cash (money or check) or on credit,
the day the order is to be ready, and deliyery charges (if any). Eq&h

sales slip is numbered.
: #

v - B &
kY

This is an example of a customer billing form that you can use to*

~

record telephone sales and other credit sales, as John did.
d v

. ‘ 75 7;2} - -
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\
CUSTOMER BILLING FORM
Customer: ' . .
. Amount Payment Balance
Date | .Description of Sale Charged Received Due
‘ -
A N .
‘ Credit sales (in the store or vila telephone5 involve a délafed cus-

tomer payment upon receipt of a bill. You should consider whether you

'really:want to give "store credit” in your flower and plant store. Will

!

- it increase your store's sales? This service will létiyour customers
1

telephone in flower and plant orders. However, it wi involve a lot of

‘work for you and_your bookkeeping system. You may also have to wait

' quite a while to receive payment from certain customers,

"Most business experts advisg against offering your own store credit.
Most smalllflower and plant stores do let customers use national credit
3 cards such as VISA'Br Master Card,uhoweyero These crédit companies guar-
. antee payment of bills; that is, they Qill pay you the amount in full,

whether or not the customer has péid them. The obvious advantages of
;his';redit system -are that: (1) it makes buying easy and convenient-for
the gustomerit(Z) it réduceé &our risk of giving credit; and .(3) your
money 1is not tied up in debts and ‘unpaid bills.

This credit plan usually costs the business something to operate.
But in return for paying a percéhtaég (usually 3-4%Z) of the charged.
sales, you will receive immediate payment. You will have to consider
n whether ¥ou can afﬁord the services of a credit-card company, and whether

this service will be a selling point in gétting customers.

” ’ 4 o
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Daily Cash Sheet

A;daiiy cash sheet can be used to keep track of the money coming into

and going out of your business each

mation, taken from each day's sales

day. A summary of all income infor-

receipts, charge slips, and cash

register tapes is added up and recorded on this form daily.

To be complete, daily cash sheets should include 41l amounts taken in

from cash sales, sales taxes, and charged sales.

Sales may be recorded

by the type of item sold;such as plants, cut flowers, floral arrange-

ments, or hard goods.

This is an example of the daily cash sheet that John and Charles used.

-

t ' ~

-

A

DAILY '€ASH SHEET

" Cash Receipts

+»Cash Sales . $
Credit Sales

-

% :
TOTAL CASH RECEIPTS $ .

Cash Payments

K

Salaries $

'Building Expenses

Equipment and Furniture
Inventory or Supplies
Advértising I

Other

TOTAL CASH PAYMENTS - ~  §

—
—————

-

The sales are recordeonn the left side of the form and are added up

daily. On the fight side is entered the money paid out each day--the

money -spent on inientoryﬁand operatiqf:expenses. .

~

At the end of each month,.or at

the end of the year, these daily

figures are added up. You-will know the cost of goods,.gross profits,‘

operating expenses, and net ptqfits.

records that will help you £fill out

You will havq detailed and accurate

an income statement (also known as a

kg



profit and loss statement). Profit and loss statements will be discussed

’ in detail in the last unit of this module.
1

Summarz

v

*

Keeping good fimancial record; is a necessary part Qf owning and
operating a flower and plant store. A bookkeeping system can be simple.
Cash and credit sales should be recorded on sales slips. These sales
slips will form the basis of a good bookkeeping system. Filling out daily
cash sheets will help you keep track of sales (money in) and expenses '
(money out). Furthermore, you will be ablg to base decisions for your
flower and plant store on solid information rather than guesswork. Good

financial records will help you Plan for the success 'of your store.

-

~I
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Learnipg Activities

v

Individual Activities

s

1. PFrankie Thomas came into the Living Interiors store on August 4 and
bought two dozen red roses for $15 a dozen, a geranium plant for $6,
and a mum for $5. The sales tax is 5%. He paid by personal check.
éompiete the sales slip below.

y ;‘ ) -
///’ . SALES SLIP ~ © *
. DATE |
CUSTOMER ) _
I
Description of Sale Price
- X
Cash El * Subtotal
Sales Tax
Charge D ~ TOTAL -
4 2 :

2. Hilda Wagner called Living Interiors on April 15 and ordered a $15
mixed spring flower arrangement to be sent to her mother on her
birthday. The sales tax is 5%X. Complete the customer billing form

on the next page for Hilda's order.

- 79 78 . . -




n ) " CUSTOMER BILLING FORM

Customer:

Y

. " Amount Payment Balance

Date Description of Sale Charged Received Due

.
.

3. Complete this daily cash sheet for John and Charles. On May 10, they
received $340 in cash Zales and $250, in tredit payments. They paid

out $%00 for an advertising bill, $25Q fof new plants, and $150 for a ’

“~

‘utility bill. ' | 3 i
DAILY CASH SHEET .
Cash Recéipté - : Cash Payments
Cash Sales ’ $ Salaries . $
Credit Sales | Building Expenses
. Edu}pment and Furniture:
' " Inventoé; or Supplieé¥§ ' - :
: ) - Adgbrtising. ' ;
Other = '
TOTAL CASH RECEIPTS § ° TOTAL CASH PAYMENTS - $

~
.

Discussion Question

-~

A customer called- apd wanted to order $200 worth of cut flowers. He
is not one of your regu customers, and you are unsure whether you

should open a store credit account for him. What would you do? What are

-the advantages and disadvantages of keeping store credit accounts?

o

Group Activity , -

Méni times people are refused credit just because they don't "fit the
piéture." Women and minorities havé,hgd a particularly hard time getting
companies and storgs to give them credit. Discuss thip problem and any .

examples you may know of. ~What effect.do you think this has on people

n T
who are refused credit? On the stores credit companies?

g0 77 , ’
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Goal:

UNIT 9 .

Keeping Your Flower and Plant Store Successful .

14

°

To- help you learn how to stay successful.

Objective 1: * Figure out the net profit (before
taxes), profit ratio, and expense ratio for a
flower and plant store.

]
Objective 2: State one way to increase profits.

.Objective 3: Suggest a way to change your business

to increase sales..

-

.




. gross profit decreased by $13,000.

-

PROFITS AND LOSSES

John and Charles opened their flower and plant store 11
years ago. They kept detailed records of their purchases
and sales and were able to see over the years how well
their store was doing. Over 11 years, their gross profit
flgures looked like- this:

Year 1 $51, ooo .. . \\
Year 2 $54,000

Year 3 $60,000

Year 4 $66,000

Year 5 $74,000

Year 6 $61,000
" Year 7 . $61,000 L ~
Year 8 $62,000 '

Year 9 - $74,000

Year 10 $76,000

Year 11 $71,000 :

By comparing these figures, they were able to look at
their business practxces——what made profit and what didn't.
They were also able to see how the economic situatipon in
the communlty affected the success of their business.

For, example, in Year 2 they added a wire service, a
free delivery service, and hired one full time salesperson
to work in the store. Their profits increased by $6,000 in

-~

“that year. In Year 3 they moved to a new store that had

more space to dlsplay plants and flowers and a larger
workroom. ¢ Their gross profit went up another $6 000 &t the
end of ,that year.
L K

In Year 6, hgwevér, the country was going through an
economic recessffg P e stopped buying flowers and
plants. John and Char had to reduce their expenses.
They dropped the wire ice, let their full-time employee
go, and reduced sthe pri they charged for decorating
weddings. 1In spite of all thése money-saving steps, their

| .

)

. ;;;44;_____A______#*__;__“___ﬂ._____.;______________;_1___J
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. .
Keeping Your Business Successful

" ' L.
Every small businessperson wants to be successful. This i3\obvious.
But how to be successful is not always as obvious. There are three

-~

importae}/@ayé to keep your busipess successful: { .
1. make sure you have enough’ cash; ’
<:‘_ 2. keep your profits up and costs down; and

3. improve or change yoﬁr business practices when necessary.

\

. e

In the last unit you learned how to keep track of your cash’flow on a
daily basis. A similar system can be used on a monthly or yearly basis
t; keep track of your busipess. In this unit you will also learn ways of
changing your business practices in order to increase sales and show more

profit. s \

Keeping Track of Profits

' | N

Profit 'is a reward for your Qard work. Net profit is defined as the

~

.amount of money left over from your sales (revenues) after all your costs

e -
. -

have been paid. .

Keeping careful records:of your sales and éxpedses issa necessary -
sé\p in figuring out your profits. -When }ou add all .the figu}es over—the
whole year, you will come up with a profit{loss (P/L) statements A.P/L
statement will teIl you what’you have brought in and spent, and how much
profit you have made over the year. A P/L statement- will tell you the

direction your business is taking from year to year.

. ’ -



How' to Calculate%a Profit/Loss Statement

-

a
-~ -

A profifyloss statement consists of five main parts.

e Revenues: The money coming into your store from cash

and credit sales

! e Cost of goods sold: The wholesale cost of your inventg9ry minus
the wholesale amount of invento%y sold to
your customers during the year, or wholesale,

’ cost - goods sold
e Gross profit: The amount of moaey/g::m retai} sales minus
) the wholesale éosts Qf the items, or

revenues — cost i goods sold (]

e Expenses: All the money you spend on operdting expenses
for your store (this includes employees'’ “
salaries, rent, utilities, supplies, ad;e}—

B tising, and so on)

. Net profit: The amount of money 18Tt over from your‘grbss

profit after-all your operating expenses have
‘ been paid.
® A'profit/loss statement should be filled out each year. If you want

to compare your income and expenses over two years, you would use a form

like the one on the next page (a one-year P/L statement would, obviously,
/ ¥
. include numbers for a single year). .

»
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PROFIT/LOSS STATEMENT

[y

Year 1 Year 2
$ % $ %

Revenues

Cash Sales $ 65,000 $ so,obo .

Credit Salds . 35,000 70,000

‘ TOTALs $100,000 | 100% "$150,000 | 100%
.. P ‘ \- '
Cost of Goods Sold ° $ 55L,ooo 55% . § 75,000 50%
Gross Profit ‘ $ 45,000 45% ' $ 75,oooD 50% .
Exéenses )

Salaries $ 18,000 - $ 27,000

Rent 8,000 . 12,000

Telephone 2,000 - 3,000

Utilities 1,500 2,500 .

Advertising ) 1,500 ' 2,500 -

Insurance 1,000 .1,500 1

Taxes and Licenses 300 500

Professional Services 800 1,000

Packaging and Delivery 2,000 3,000 ~

Miscellaneous ’ 2,000 ' ._3,000

. TOTAL $ 37,100 37.1% \* $ 56,000 !

Net Profit . $" 7,90Q 7.9% $

You can record your figufés jusf.in dollars or also in percentages of

your -total salesg,,as done-here. Percentdges make it easy to compare.the‘

performance of your store last year with its performance this .year.

The cost of goods sold rétio, the expense ratio, and the p%oﬁit'ratio

*

are computed gs\follows for Year 1:

»
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« -
- L
.
n

dost of Goods Sold "

Cost of Goods Sold = X1
Revenues

2

-

eratigggﬁxpenses X 100

x 222000 v 1005 2 557

00 = 100, 000

—MX 100-= 37.1%

Expense'Ratio =

: -previous* page.

\

Revenues 100,000
: . Net Profit . 7,900 -
Profit Ratio Revenues X100 = 160,000 X 100 7. 9%

These ratios are the percentages listed on the P/L. statement on the

e
3

X
N,

S -

“Improving Profits ' ’ .

If you feel your profits are too low, or that your store is mnot grow-

There are

®

ing quickly enough, you can try to improve your business.
three basic ways to increase .profts in any business:

«

¢ 1ncrease sales;

g/rraise prices; or .
e reduce expenses.

Jor

[y

’
'

T . Changing Your Business to Increase Sales - \ < .

. ’ - *

Profits and sales mdy be low for any one of a. number of reasons.

1S

You

must try to find out why your sales are down before you decide what to do-

o ) ., - * .
‘ ) » - Q“

A - There are many ways to go about increasing sales in order to raise

your profits:

One step may be ;o.change the image af your store.

You

v o

may consider a new theme and new inventory.

You'd also want to have ‘a

new advertising and promotion campaign.

’

>

Afother action step would be to

hire more capable salespeople.
o . ) "

It is important to keep up with new trends. If you ‘suddenly notice’

that ;Au sell more plants and flowers ‘on Fridays than any other.day of

theéweek, ask yourself why .

Léok out for changes and. try to- stay on top

.

-

'

-’

o

Qo v
D ‘

\
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of them. Sometimes the customers change. For example, decorating styles

and tastes may change; people may start buying more Eloor planmts rather‘ . .
than hanging plants. - .
In order to adjugt to changes, a flower and ,plant store owner must be N

T alert to fashion and decorating trends, seasonal changes, ,and customer
tastes. To get this information, ask your customers and ‘salespeople for
_§uggestions on-how your store can be improved. ’

You may have to change’your pricing policies to make your store more
competitive with other stores and bring in more business. '’

/ -

Look at your community and competition. Read the trade papers and

/

magaziqgs in yqur line of business. Is your inventory appropriate for
., your target Spstope;s? Are you advertising in the right way, in the
" right places? )

Summary , ‘l'

°

You can cglculate your store's profits and compare them year-to-year
° by recording income and'expenses on a profit/loss statement. If you want
to increase profits, you must increase sales, raise prices, or redjst/

~

I, .your operating expenses.

N -
. 4 \




Individual Activities

Learning Activities

List the five main parts of a P/L statement.

4

s

Figure out the net 5rofit, profit ratio, and expense ratio for Year 2 °

on the P/L statement in this unit. - ' _

you can increase your sales by improvi
services you offer in your store. Li

store can improve the quality of its sexvices.

or changing the pro&ucts and
two ways a flower and plant M
v /

_ s

What disadvantages are there to raising the prices of your pléhts and

flowers as a way

List some of the

reducefexpenses.

Discusgion Questions

I.

L

-

of improying sales?

~

- :

actions a flower and plant store owner may take to .

{

~plant store might decline.

i

.

ar

A4 ?

Discuss as many reasons as you can think of why sales in a flower and

s *

.

Take a look at the gross profit figures of the Living Inte;ﬁer store

from Year 1 to Year 2.

What do these figures tell you? What other -

kinds of information about the store would you like to have?

Whap types of information do you get from expense ratios and profit ,

How.can this information change the buying and management p

ratios?

practices of your ff‘wer'and plant stote?

+

i
|
|
l

? . ’ - a'

N . -

ve

a ' ..>. ) .
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»

4. Brainstorm and list someaction steps that & flower and plant store

owner can take to impro‘f profits and increase sales. =~
s ¢
B

Group Activity

-

. X 4
As 'a class, write down a list of at least 30 different activities .

that you would have to do if you were an owner of a flower and plant

store. Here are some examples to help you get started. ¢
® Check out several places for the best location. -
e Decfde on-the image of your store. What types of plants and
; 'j' flowers will you gell? ; |
o Describe the furniture and equipment you will need.
e Interview people and hire employees. »

- +

After you hq?e your”list, see how you feel about doing each of these

t,hings.
the’ activity, two points if you wouldn' t mind doing it, one point if you

Give yourself three points if you think you would enjoy doing .

would do it but wouldn't like it; and zero if you wouldn't do it no
“"right"
This is an exercise to see if owning a flower

matter what! There are no or "wrong” answers. It doesn t matter

how many points you get.

and plant store is for yOu.

'Y

€
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) offering good salaries, and defining your store policies are basic

. 4nventory cards. e

SUMMARY

»

. .
< ) * - .

Startind a flower and élant store requires a lot of pldnning.
Fifs&}—you;have—&oA&ecidefthat owning this kind of business is
right for you. Then you have to decide who your_customers will be,
what types of plants and flowers to carry, howsto compete, and what
legal requiremepts to meet. There is a lot of competition in the
flower and plant business. To a great extent, the reputation of
your stQre wili depend on the.quality of your merchandise, the
service::apu offer, and the personal attention and caiﬁ‘§ou glve

our customers.
y 1~ 4

.

When choosing- a location for your store, a’highli visiﬁle down-
town spot with wglking traffic will often be your best choice, even
when the rent i% high. N j A

- . N .
*When you apply for a loan to start your flower an® plant store, -
you will need to provide a business plan and é‘statement of finan-

cial “need.* The bank will need to know your specific financial

plans in order to lend you money. . . . ,

. : . &

Dividing work responsibilities and managing your staff well
can help your store succeed. Screeping and interviewing job, appli-
cants, providing training, establishing communication channels,.°7

to success. .

- -

It is important: to find reliable sgppliefs of your plants and

. flowers. it is'%lso very important to.keep aécurate and up-tq-date’.

records of your purchases and dales, using purchase orders and -«




(¥

!

There *are four main thHings to consider when setting prices for

your plants' and flowers: wholesale costs; opeﬁating expenses;

7 - .
. competition; and desiTed profit. 1In addition, being aware of Yyour

stock turnover is important to the success of your business.
; . y *

- Advertising and selling are the ways you let people—know about
your- business and get them-to buy. Your advertising campaign should
be well planned, distinctive, and consistent with your store's -
image: .There are‘many ways to advertise, including direct mail- | .
ings, the Yellow Pages, newspapers, anh fadio- However},personal

references from satisfied customers are . your strongeét advertigsing

method; and good selling techniques produce satisfied customers.

. -

. . N ¢ -
Keeping good financial records is another necessary part of |

owning and operating a flower and plant store. Cash and credit
sales should be recorded on sales *slips and customer billing forms.
Daily cash sheets will help you keep track of\d 1y revenues and

expenses. By keeping these records, you can figure out your

. profits and compare them year-to-year by recording your income and

expenses on profit/loss statements. ILf you want to increase
.

profits, you must increase sales, raise prices, or reduce expenses.

- 1

To own and operate a suceessful flower and p1ant store; you
need training in ornamental horticulture, work experience, ‘and the
special business management skills we have covered in this‘module-
You can learn business management skills through business classes,
experience, or by using the advice and exadnle of an expert.

) . ) \ Y - i »

You may not make a lot of money owning ‘a flower and p1ant

store- However, you will have the personal satikfaction of being
responsible for your business and making your own decisions. Think
_about how important these .things are to you in considering whether

you shouln start your own flower and-plant store.

+
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1.

2.

4,

s

.-

List three types of businesses with which a small plant

L4

store might compete:

Qe

bo.. o CTe .

Co .

., ' .

List three personal qualities an owher of a flower and

©

.

gglant store should have:
ae

b.
Coe . v - -

I3

N ’ 4

List three special services an owner of a flower and

plant store can offer to stand out from the competition:

ae

b.
Ce ..

»

Everyone running a flower and plant s : ¢
a. a degree in horticulture. )
b. a local business license.

¢. Health Department apéroval. , .
d. .Agricultural Department éppfoyal. .

,List three things to consider when you locate your flower

‘and plant storq:7 s

ae , .
L3
bo . \ . a
& e

PR T
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6. Maria Gomez wants to open a smgll downtown plant sh7$.

N,
A

Which of these locatioms should she choosd?
a. A 106-square-foot space in the front of a g#ft shop
on a busy downtown street; rent $200/month.
b. A 100-square-foot shop in a quiet shopping center,
- only five miles from town; rent $200/month. -
. c. Her, own home éarage,dh a cuté’ street only five blocks

ftom downtown; no rent. .

'

. 7+ Information that does ﬁot need to be fnclﬁged‘in your

. business plan is
a. the number of employees you plan to hire.
b. the target cus%oﬁ%rs. ; *

c. a complete inventory and ﬁer&handiseslist.

-d. your management and advertising tlano

8. Bob Garqia's startiné expeﬁses for his new plant store
are $43,000. He had §$7,000 of his own to invest and

$10,000 frofn his family and friends. 'How muth money will

sBob need’go borrow?
$ ‘

-

9, List three ways a good sakesperson can help a floaer and

.

plant store become 5successful:

{ P g
- /0
b. . b
¢ f g‘a'
. Coe . ~ ')
1]
& »
. A
/7 /
/‘ﬁ
I3 9')
L] Ay
rd * \
- S -
-y ] .
B q"
r <
- »
N . 4 “ .

.
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10. ~ The following people applied for the salespersoa job in
. . Joan Kahn's "Plants and Answers" store. On’the basis
) of Joan's interview notes, yhich person was the most
- ‘qualified? | d e
a.- Thelma Hutton--three years of nursery experience, .
, attractive appearance, and good listener .
b. David Mower--one year sales experience selling cloth-
ing, good first impression, but references suggest
- that he needs \a lot of supervisio\n_ |
Ce Claréncg Minor——three yeats"experiencélas a gardner,
chain smoker, and untidy ‘appearance

t‘ d. Sysan Barkow--outgoing and lively, recent high ‘school

! . raduate, good. -listener but very nervous
. . . . - . R
3 v ’
11. List three ways a plant store owner can keep her or his
employees happy: .
» 0 . ae . \]’\ ’
b. -

)
- ‘ ’ ¢ ' ’
-

12.- Which factor is probably deast important in selecting

shppliers for your store? ‘ :

a. ., Prices and discounts »
b. 1ity of the merchandise )
~— Qality A «
- . Ce Variety of plants avgilable .
- ' . d. Location near your(store _ L
e. Kind of delivery servite offered
Y - \
P ~.13. 8al oa‘ed the following from the Green Thumb Nursery:
) ten mums at $3 each, half a dozem carnations at $8 a
/< . dozen, and a small coleus pflant for) 35. What was the
B ) . ~ “total amount of her purchase order ‘(excluding tax)?
: 8 - LT
R
. - ! N *
-~ " . [} ’ - = «
o ' 7
y . - .
’ ) 5 9_'_ |




A
l4. Sal was completely out of hpmé—when her order of ten
- arrived on October 1. She sold five on October 2 and
four on October 4.' A new delivery-of”ten arrived on

October 5. How many mums did Sal have aftenr this

A

delivery?
w 1

15. Thomas marks up all houseplants a stangard 100% before’

selfing them. What isethe wholesale cost and the gross
profit of a philodendron he sells for $20?
Wholesale cost = § ' ,

4 Gross profit = §

16. List three reasons why markdowns and sales may be helpful

in a flower and plant store:

- ) -

e

b.

+
Ce .
: , .

-~

. 17. List three advértising and promotional methods that can
attract local shoppers to yourxplant‘store:_ '
ae. ) .
b.

Ce \
L

. < f

! 18. Which one of these suggestions would be least important
‘ in,desi‘ping an ad for ypur plant store?
. ‘a. Tell where you get your plants

Y ' . b? Uge an attractive {1lustratign

H

[}
P '19. The very fi step in making, a sale tXto:
. ye et N
ae _help the customer select 2 plqpt.
; 'bs get the attention of the tustomer.
.4 c. listen to the.customer's objectioms.

»

S / %6 I - o

N



20.

22,

23

21.

< .
"“gheet include?

bd

List .four types of information included on a customer

sales receipt:

7/ hd -
e LR
- & »
—————— ——— . * > . » ~

Which of the following’fnformation does a daily cash
LY

a._ Cash sales and payments ,

h. Cash sales, payments, and profits

c.- Cash salds, payments, and debts. e—

d: Cash sales, payments, profits, and debts !

'

~

Dan's 1981 recérds show total sales of $Q§0,000 and total
expenses (including operating ‘expenses an

sold) of $165,000. Compute the following:
Net Préfit = § y T &
Profit Ratio /s ‘

cost of goods

a

»
-

Dan's profits have gone down in the last year. List’

three'thiags he can do to increaée profits: - v
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- Vogational Discipline

General

Agriculture

Marketing and
‘ Distribution

° Ne— -
Health

- Business and
» Office s

- OCCupagional
Home Economics .

*Technical .

LI Trades angd +
Industry
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e Resog;ge Guide of Existin
Handbook on -Utilization

Entrepreneurship Training Componentsg .

"Module 1
Module 2
Module 3
Module 4
Module 5
Module 6

Modute 7
Module 8
nodule'9

Module 10‘

Module 11
Module 12
Module 13

" Module 14

Module 15 -

Module 16

Module- 17
Module I8
Wodule'19
Wodule 20
Hodule 21

Module 22
Module 23
Module 24
*  Module 23
Module 26

.+ Module 27
Module 28
e Mbdule 29

Mbaule. 0 ~ Hair Scyling Snop -
Wodule 31 - Aute Repair Shop | e - "
Mbdule 32 - Welding Business

Module Number and Title

o

- Getting Down to Business: What's It Ail About ?
- Farm Equipment Repair B .

- Tree Servjice .

- Garden Center .

~ Fertilizer and Pesticide Service- .

- Dairy Farming ) '

- Apparel Store '

- Specialty Food Store -

~ Travel Agency Y

~ Bicycle Store : —_—

- Flower and Plant Store
- Business and Personal Service

- Innkeeping
-

- Nursing Service
Wheelchair Transportation Service 1

- Health Spa

- Answering Service . -
- SecreCariel Service . '
- Bookkeeping Service ’ .
=, Software Design Comp‘an):

- Word Processing Service
4

= Restaurant Business’ . ) N .
~ Day Care Center .e
- Housecleaning Service

~ Sewing Service

- Home Attendanc Service’

-,ﬁhard Service . .

-~ Pest Coatrol Service

- Enefgy Speciallst Serv1ce

E—

Modile 33 o Cbntirugcion Electripian Business ) l

Wodule
Module 35 ~ Plumbing Busineés i
Module 36 - Air Conditioning and Heacing Service

°

4 - Carpencry Business * - Tl

.

.

Re¢lated Resources

Encrepreneurship'Kacerials

the Encrepreneurship Training Components
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