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““Wholesalers know the market
worldwide, offer strong buying
power of flowers and are better at-
tuned to finding the best quality
available,” he noted. In addition,
Continued on page 5

Panel speakers included, from left: Jan Van Buren and Albert Heijn.
Ahold N.V., Zaandam, the Netherlands; Gerrit Hogewoning, presi-
dent of the Association of Flower Auctions, the Hague, the
Netherlands; Tom Lavagetto, Horticulture Manager, Jewel Food
Stores, Melrose Park, IL; Harrison Kennicott Ill, Kennicott Bros. Co.,
Chicago, IL; and Jack Van Namen, Vans Inc., Alsip, IL.

Buyers should judge quality
when buying for supermarkets

by Lou , Extension Hor-
ticulturist/Floriculture, Depart-
ment of Horticulture, University of
Wisconsin, Madison, W1. Special to
Floral Mass Marketing.

Price should not dominate the
concerns of supermarket buyers
when dealing with so perishable a
product as fresh flowers. An em-
phasis on acquiring flowers at the
lowest possible price will in-
evitably lead to shipment of some
distressed materials. This type of
product, regardless of the care
given at the retail level, will lead to
heavy shrink and dissatisfied
consumers.

Management should not attempt
to merchandise fresh flowers
unless committed. to a policy of
handling only reasonable if not
premium quality material. The
emphasis here is not largely on
size in terms of stem length and
flower diameter. Rather, it should
be on the procurement of fresh pro-
ducts that have been harvested at
their proper time and handled us-
ing all the resources of modern
technology to maximize shelf life.

Gladiolus are bunched in units of
10. This crop is harvested when the
lowest bud is just starting to show
a touch of color. Some conditioning
will be required to open a number
of buds when the blooms have been
shipped directly from Florida and
California to retail stores. The
wholesale florist most often
handles the conditioning process
for this and other crops when mer-
chandise moves through their
outlets.

There are two types of gladiolus
produced by growers largely con-
centrated in Southern Florida and
Southern California. We still have

. asmall number of growers in other

areas of the country producing
fresh flowers from mid to late sum-
mer. Standard gladiolus have been
sorted into the following grades.

The stem has to be strong enough
to hold the spike in an upright posi-
tion. Foliage does not capture very
much attention. This product has
generally been associated with
floral arrangements seen in
funeral homes. It provides good
background color for a floral ar-
rangement and helps the designer
establish the form or outline of the
design.

ANON-TRADITIONAL
RETAIL VIEWPOINT

LOU

BERNINGER

A somewhat newer type of
gladiolus has started to capture the
attention of consumers and pro-
ducers. This is commonly called a
miniature gladiolus. The stem
length is much shorter than the
standard type generally running
from 18 to 24 inches. Flower count
and size of floret also is smaller
than the traditional product. This
item should have great appeal for
the home market. It lends itself
well in to environment and should
not bear the same stigma as the
more traditional product in terms
of its label as a funeral bloom.

Producers have had some dif-
ficulty gaining acceptance of the
miniature glad from traditional
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retail florists. The somewhat
shorter product costs as much to
produce as the long stemmed
flower. Many retailers seem to
focus attention on stem and spike
length when placing a monitary
value on the item. One does need a
tall stem when constructing large
floral designs. There is a natural
tendency to either reject shorter
stems or place a lower value on the
material since more stems may be
required to fill-out a design.

A number of crops are produced
from bulbs. We typically associate
these items with Holland since
bulbs have been primarily produc-
ed in that area of the world. The

Continued on page 3
/

~

™

" !"

= 980 2

N W 52 W

Q_& & o'\
o/
~ ng

acl t

‘-..\ 32’

S\ '

(o 3
O
5y Yo
23 9ot
2=pox
=Z2=w0nD
Qo Oo®
3 o
& m




May 14, 1983

FLORAL MASS MARKETING e -

Judge quality
when buying
(_’—ﬁ-nl

E-"m for cxample, generally
bame 2 talip that has caly a
blmsh of jis final color. The petals -
hﬂmbmmh
showing a great deal of green. This
prodact will last many more days

. im e homne helping overcome the
_ stigma of 2 produrt with an excep- _
curement of fally colored and par--

resait im a product that-will only
last a very few days in a typical in-
deer exviromment

Kearns elected new president of NHi

Other NEMA officers elected at  Weber Prodacts
= l““ . Ronald A. F

amd director Johm M. Eioend : 'y
orma ‘Hagir, executive ‘hhmhm

New insecticide - £ commmer * dte. ;617
 han imroduced. ik Magic Pl Oﬂersne'mmmﬂ“ at

‘Spraye, a houssplant insecticide - ; . -
thet will inftially be imarketed in CHICAGO IL —'A ‘mew ’mmmm
the northessiemn and southern m-:d_ﬂhh-ﬁrgm;m

> rogions. The formulation contains troduced at the Chicage Crafi- ool AV M G bass

4 Jaly 1 M;h& -"mnh‘3ﬂnvhm
bhm,ﬂhh.llnﬂh y 1618, at the hﬁ' : =
range of sucking and chewing in- - directly adjacest to the Merchan- - ce 'ﬂ?m
sects on contact. For move in- diseMarthere 0 i Lo 3
formation, ‘contact Grow Group In addition to the craft exhibits, r
inc., Pan Am Building, New Yorik, m-lm;‘t!nlaﬂﬁ,pg ‘B

Depdrtiﬁeﬁt
S ue BN




nh‘hﬁqm&e inc., Pan Am Building, New York, workshops amnd maloe it-and taioe- Mama marxet, b
- _stigyea of a product with an excep-  NY 18917. - - its, show specials and seminars, Zanesville, OH 431
tiomally shert hfe spam. The pro-

itk

%%;!{n!;
i
il

of fresh flowers. The yellow and

Picture-Perfect

- — = s e

base of the spike, will be open at

with the ssopdragon, is commonly . ... . ) - £ S
e s o the 12 | ' ' a {213) - 765-01"

. are pretected with a paper or a e P ) " g.-..m Oh,\.




“Judge quality ~
when buying

Continued from page 3
y in packaging for ship-
ment from- th_e grower to

and breaking or loss of brittle
leaves. Stock are generally
harvested avith the stem running
some 18 inches in length. One simp- -
lybuysaspeciﬁedmmberofbtm—
ches from a middle man or cases of

Snapdmgonsvarymmm.
bunch in terms of both stem
spike length. Nmmaﬂy.,material
within the bunch is reasonably
‘uniform. Cultural conditions deter-
mine the quality of the crop with a

ility factor makes it im-
perative that buyers develop a
close working relationship with
suppliers. Local wholesaler
operators generally have ' the

facilities and knowledge to apply: -
modern lechnology in ing
maximize shelf life of fresh flower

products. This service, if fully im-

plemented by theipcal of AFORLH

the service charge added to the
laid down price for the commeodity.
The seller must understand the
- specific needs of the supermarket
. buyer. He must aiso understand

all parties
handle only good quality material
andtngravitat.einmedimctionoi
a uniform language found mean-
mgttﬂtobothbuyerandseller.;

Part 11 of a two part series.

: Display

" at attnrdshis

the need to

Arett Sales

NEW ROCHELLE, NY —
Sales Corp:., a lawn and g
3 distributor, has re

pest control product
mum.on—xr.an—-ummmwmm “cost of developing the =
culars and printing, whil
are charged per copy witl
depending upon the siz

V.Memhqﬂd-uthm For move informe- - _galeg circular, number ¢

and any special services
| berequired. ' -

; ine Source:. FoLlAGE
WHOLESALE WICKER IMPORTS = |3 PLANTS

93 Bridge Street, P.0. Box 1263
Lowell. MA 01853

0 —~ pmme ey

=
b—Jd‘!..J p_—— -

Qur Baskets

-

— GO DIRECT 5A

e ———

"ATTENTION: AH Buyers - Su rkets, Discount Stor
" Garden Centers...DIRECT FACTORY to YOU...New !
; o P Free Dmy\lmh Order of Boxes...WRITE for FR
i gl by pog-oodBirchBranch_esatSpecnaH
ATALE WOODEN FLOWERS ~*"°%:




