Survey shows poinsettia growers,
florists need to talk

Results of a recent survey
indicate more communication is
needed between retail florists
and poinsettia growers/suppliers.

by Jean Adamczak

“‘Can we talk?"’ According
to recent survey results, that’s
a question more retail florists
should ask poinsettia grow-
ers. The survey was conduct-
ed last fall by the Research
Department of Florists’ Trans-
world Delivery Association
(FTD) at the request of FTD
associate member Paul Ecke
Jr., president, Paul Ecke Poin-
settia Ranch, Encinitas, Calif.
For the survey, 1,000 random-
ly picked U.S. FTD members
were mailed questionnaires
during the week of Sept. 3,
1990. By the Sept. 24 dead-
line, 461 FTD florists (46 per-
cent of those who received
surveys) returned completed
forms. Results of the study
were presented by Ecke dur-
ing the 1991 International
Floriculture Industry Short
Course.

“‘| think the survey abso-
lutely confirms the fact that
there are many retail florists
who do not communicate with
their growers or wholesalers
who supply them with poin-
settia plants,’ Ecke said to the
International Short Course
audience. "‘There is no ques-
tion In my mind that if there
were greater communication
between producers and ven-
dors, retail florists could ac-
quire beautiful, high-quality
plants that would allow them
to service the part of our
population that is looking for
something better than what's
often available in non-retail
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florist outlets.

“Growers will produce spe-
cialty plants, they will produce
larger plants, but they must
know about these desires be-
fore the growing season com-
mences so that they have
time to produce these special
plants,’ he added.

The survey said. ..

Those responding to the
survey had a few things in
common:

@ 60 percenthad been FTD
members for more than 10
years

@ more than 80 percent of
the respondents had just one
shop

@ approximately 70 percent
reported annual gross sales
of $100,000 to $500,000

@ respondents generated,
on average, approximately
$6,100 from poinsettia sales in
1989,

Survey results Ecke high-
lighted in his presentation in-
cluded the following subjects.

Unfamiliar

Only 30 percent of respon-
dents felt they were ''very fa-
miliar'’ with the types and va-
rieties of poinsettias available
Ecke identified this disparity
as being one of the biggest
problems in the relationship
between poinsettia growss
and retail florists

"I think this 18 really the

problem,” he said. "'l have to
say it over and over again, be-
cause | think that every time
we look at one of these [sur-
vey responses] it just sug-
gests that between the retail-
ers and the growers (I'll just
say growers rather than
wholesalers or whomever
else retailers might buy from)
there just isn’t enough com-
munication about what'’s on
the market."

Selection

Only 34 percent of the
respondents felt wholesalers
and growers offered a wide
selection of poinsettia plants
to choose from, while 44 per-
cent said they could choose
from a moderate selection.
Approximately 21 percent
reported they had a limited
selection of poinsettias avail-
able to them.

One reason for limited plant
selection may be that florists
wait too long to place orders
for the Christmas plants, Ecke
noted. Ideally, florists should
discuss poinsettia selection
and availability with growers
in early spring, he said.

“In the spring of the year,
growers buy mother plants
that produce the cuttings that
will produce flowering plants
for November and Decem-
ber," Ecke related.

‘‘Many growers have
placed their orders for spring
stock during the previous
year. You [retail florists] just
have to understand that the
growing cycle is such that
many decisions are made fair-
ly early in the year and a grow-
er can't just change his mind.
It he was talking to his retail-
ar and the retailer was talking
to him, they could do some-
thing about it [the order] to-
gather

According to survey results,

some florists are placing ear-
ly orders. Ecke said 10 per-
cent of the survey respon-
dents place their orders in
January, FebruaryandMarch,
giving growers time to “‘actu-
ally do something about grow-
ing the orders.” However, one-
third of the respondents said
they don't place orders until
November and December. At
that point in the growing cycle,
“‘you'll just have to take what's
available,”" Ecke noted.

""The people that place or-
ders in November and De-
cember, I've heard some of
them say they want to wait un-
til they check out the crops
and see where they can get
the best price or to see which
are the best crops and | think
that's certainly part of the
game and you have to under-
stand that,’ Ecke acknowl-
edged. ‘‘But | also believe
there are some people who
determine that they can do
pretty well by communicating
with growers early in the
season.”

Novelties

While most consumers
stick with traditional red poin-
settias for Christmas, there is
some interest in novelty colors
such as white, pink, yellow
and variegated. Approximate-
ly 50 percent of the survey
respondents said demand for
novelty poinsettias is increas-
ing in their markets. Ecke said
that's a trend that will con-
tinue to grow.

“The reason | say that is be-
cause each year as growers
buy their cuttings we're find-
ing that the non-red variety
percentage goes up,’ he ex-
plained. '‘Now, that's more so
in some parts of the country
than in others, but that trend
is there and we believe it will
continue.”
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Availability

Six- to 6%2-inch, branched
poinsettias seem to be the
most popular among sur-
veyed retail florists, with 81
percent of respondents re-
porting the short plants were
widely available from sup-
pliers.

Eight-inch, branched plants
were the second most popu-
lar type of poinsettia available
to retail florists, according to
approximately 75 percent of
survey respondents. Ten-inch
hanging baskets, three-
bloom, single-stem plants and
10-inch, branched plants
rounded out the top five most
widely available poinsettia
types, the survey showed.

Atthe other end of the spec-
trum, 32-foot-tall and 4Ya-
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foot-tall giant poinsettia trees
were least widely available to
retail florists. According to sur-
vey results, only 17 percent of
respondents said the poinset-
tia trees were available from
suppliers.

When asked to pick which
new, improved Eckespoint®
poinsettia varieties were avail-
able to them, more than 30
percent of survey respon-
dents indicated they weren't
familiar with the varieties.
“That's the rub," Ecke said.
“Thirty percent either didn't
know or were not familiar with
the listed varieties.

“There are so many good
varietias on the market today,
and we believe it's time for
retailers to find out what's
available to them and not just
lake what they're given."

A survey conducted among FTD florists revealed that most
order poinsettias from supplliers In October, which grow-
ers feel Is too late. Ideally, growers should recelve poinset-
tla orders from retail florists in early spring.

Paul Ecke Jr., president, Paul Ecke Poinsettia Ranch, be-
lieves retail florists should communciate more with poin-
settla growers and suppliers.

Overall, 87 percent of sur-
vey respondents were satis-
fied with the sizes, shapes
and colors of poinsettias avail-
able from suppliers.

Most popular

The most popular poinset-

tia sold by retail florists is the
6- to 6'%2-inch, branched
plant, as noted by 50 percent
of survey respondents. Ecke
pointed out that the small
poinsettia is also the most
popular among non-retail flo-
rist outlets. Intimidated by the
power of mass merchan-
disers, many florists won't
even carry the 6-inch plants,
he noted.

“We know of many florists
who do not even try to com-
pete with the non-florist out-
lets and have moved away
from the one-branch plant
market,”’ Ecke said. ‘'In many
markets, that size has be-

““There are many retail florists
who do not communicate
with their growers or
wholesalers who supply

them with poinsettia plants.”
-Paul Ecke Jr., poinsettia grower
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come a commodity. Retail
florists can set themselves
apart from others [mass mar-
ket outlets] if they have differ-
ent types of plants to offer
consumers.”

The ‘others’

Poinsettias are probably
the most popular Christmas
plant available to consumers.
Unfortunately, retail florists no
longer corner the market on
these profitable plants. In
proof, two-thirds of the survey

“It's difficult,”’ Ecke noted,
“‘but retail florists can meet
the competition if they'll han-
dle products that the chain
stores do not."" Novelty poin-
settias in non-traditional yel-
low, white, pink and variegat-
ed colors can give retail
florists a marketing advan-
tage, he suggested. While
many growers do not produce
large quantities of novelty
plants, some timely commu-
nication between florists and
their growers or suppliers
could change that.

According to a recent survey,
the most popular type of
poinsettia among retail florists
and consumers seems to bhe a
6- to 6'2-inch, branched plant.

respondents indicated there
were chain stores in their im-
mediate market areas that
sold ‘‘quality’’ poinsettias.
Ecke admitted non-retail flo-
rist outlets were selling more
poinsettias every year.
“When a chain store buys
good poinsettias and displays
them properly, they do sell a
lot of them,” he said. “And |
think we have to acknowledge
that many of these venders
are now becoming creative.
There are some that are sell-
ing red and white combina-
tions in one container.”’ Such
efforts to provide different,
high-quality poinsettias to
consumers were previously
practiced only by retail florists.
Survey results revealed re-
tail florists are feeling the ef-
fects of increased competition
from mass merchandisers. Al-
most 60 percent of those sur-
veyed said they felt the chain
stores in their areas were
“‘very competitive'’ when it
came to selling poinsettias.

64

“If there is a variety that you
like, | think you could go to
your growers and talk to them
about producing some spe-
cialty colors for you," Ecke
opined. ‘'l would also say that
every grower in Americaisn't
going to be receptive to being
told what varieties to grow be-
cause oftentimes they grow a
variety because in one part of
the country, a certain variety
sells better than in another. So
you've got those limitations,
but you still can communicate
and discuss varieties and find
out whether you can or can-
not get something different.”

Ecke's final word on the
relationship between retail
florists and poinsettia grow-
ers? Talk!

‘| think what we need is
more and better communica-
tion between the retail florist
and the grower. With better
and earlier communication,
retail florists can have the
poinsettias that they want and
need to be profitable”

survey
at a glance

@ FTD members responding to the sur-
vey generated an average of approxi-
mately $6,100 from poinsettia sales in
1989,

@ Survey respondents also indicated
that on average, 93 percent of their poin-
settia inventory is sold between Dec. 1-
24,

@ 62 percent of the survey respondents
indicated they were ‘‘somewhat familiar’’
with the different types of poinsettias
available. One-third of the respondents
stated they were ‘‘very familiar' with the
poinsettia types available.

@ Most respondents (44 percent) said
that wholesalers and growers offer a
moderate selection of poinsettias.

@ 62 percentsaid suppliers do not ask
them what types and varieties of poinset-
tias they would like to be offered.

@ Approximately 58 percent of the
respondents order poinsettias from grow-
ers in October, November and Decem-
ber.

@ Fewer than 2 percent of those
responding to the survey order poinset-
tias in April and May.

@ Approximately 50 percent of the
respondents stated there has beenanin-
crease in demand for novelty poinsettias,
while a slightly smaller percentage (46
percent) felt demand did not increase.

@ The most popular type of poinsettia
sold by respondents Is a 6- to 6%2-inch,
branched plant.

@ 91 percent of the respondents indl-
cated they could not sell poinsettias be-
yond the Christmas season.

@ The majority of respondents (64 per-
cent) have chain stores in their market
areas that sell ‘‘quality’’ poinsettias.

@ Ofthose respondents, 57 percentin-
dicated the chain stores were *‘very com-
petitive’ in terms of polnsettia sales.

@ Approximately 76 percent of survey
respondents indicated they'd like more
information regarding poinsettias and
their availability.—J.A.
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