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A Look Ahead In Floriculture Education
By John H. Walker, Executive Director

Society of American Florists

IF WE ARE to survive and succeed as an industry,
we must invest more heavily in people—provide imore pre-
service and in-service training programs for all segments
of floriculture.
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Shortage Of Floricultural Labor

The impact of technological change is being felt in
our industry today as it is in most others. Last year's
amendments to the Fair Labor Standards Act have ex
tended minimum wage regulation to many more of our
workers for the first time. This new Act has reduced the
number of people engaged in farm work and service
trades by a sizeable figure. It has replaced the very peo
ple it set out to assist: the unskilled, the elderly, the
women and children. Florists are in a bind with higher
labor costs and inability to adapt reaidily to the use of
automation and mechanization.

Our labor force must come from selected high school
graduates, vocational schools, distributive education stu
dents, land grant colleges and universities, community
colleges, concentrated design schools, and on-the-job
training courses under the Manpower Development and
Training Act. Education, pre-service and in-service, is
certainly a key to our industry's economic future.

SAF Education Committee

Sensing an increasing shortage of floricultural labor,
SAF's Board of Directors revised the duties of the Edu

cation Committee several years ago. It was charged with
surveying the field of floricultural education to gain a
clear picture of the optimum conditions for the proper
training and indoctrination of floricultural personnel. The
committee was instructed to examine fully the occupa
tional tasks that have been assigned to floricultural per
sonnel in all segments of our industry—growing, whole

saling, and retailing—with a view toward determining the
educational experience, both preparatory and in-service,
needed for their efficient and satisfactory performance.
Lastly, the Society's Board wanted the committee and
management to be concerned with the problems of edu
cational and experience standards, curricula, facilities,
length of courses, and related matters in all institutions
of higher learning—private and public universities and
colleges—offering courses in floriculture and ornamental
horticulture.

Floricultural Education Objectives

The SAF Education Committee established the follow
ing objectives of a sound program of education for the
floral industry:

1. It should attract a better, more efficient, emo
tionally stable worker to all levels of the industry;

2. It should give such individuals training, apprecia
tion, confidence and pride for the kind of work
being done regardless of its nature;

3. It should provide a system of in-service training
designed to give all persons in the industry an
opportunity to continue development.

To achieve these objectives, the committee decided
that a course of study should be prepared for each seg
ment of the industry which would provide the student, or
employee, with a professional knowledge of business and
an understanding of the floral industry.

Determination Of Manpower Needs

A major program of the SAF Education Committee
is tilled, "Determination of Manpower Needs of the Flori
culture Industry with Implications for the Development of
Curriculum Guides for Selected Occupations in the Flori
culture Industry." The Society is cooperating with the
Horticulture Department and Research and Development
Program in Vocational-Technical Education, Michigan
State Univ., on this project. The duration of this activity
is from Sept. 1, 1967 to Febr. 28, 1969.

The purpose of this project is to help alleviate the
shortage of qualified workers in the floriculture industry;
to provide educational opportunities for persons interested
in careers in the floriculture industry; and to develop a
method of determining manpower needs with direct impli
cations for educational program planning.

The objectives are to determine the demand for man-
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power in the floriculture industry in the United States;
and to prepare some basic data for developing curriculum
guides for the training of workers to perform the func
tions of growing, wholesaling and retailing in the flori
culture industry.

The project is ahead of the schedule set by the Edu
cation Committee. The industry will have an opportunity
of providing constructive suggestions for the program
through regional advisory committees.

Colleges And Universities
Approximately one-half of our land grant colleges and

universities in America have courses of study leading to
B.S. and B.A. degrees in floriculture. For the most part
these institutions of higher learning are well staffed, have
modern equipment, and fine facilities for instruction. On
our recent survey of courses of instruction, it was found
many floriculture majors are required to take courses in
pomology and the agricultural fields that do not particu
larly tie in with the floriculture course. Most of these
institutions are in dire need of high quality students. Also
they are in need of legislative support.

Community Colleges
Across America there are many outstanding commu

nity and junior colleges with courses of study in floricul
ture. In fact, there are over 800 community colleges now
in existence with 50 new ones being organized annually.
These colieges offer terminal courses and also Associate
of Art degree courses. Most of their credits are transferr-
able to 4-year degree granting institutions of higher
learning. The Executive Director of the Community and
Junior Colleges Association here in Washington reports
these colleges are interested in working with the floral
industry on the inauguration of educational programs for
our industry.

Distributive Education
Distributive Education (DE) is a program, operated

under a local-state-federal cooperative relationship, de
signed to serve the educational needs of those who are
trying to decide upon a vocation, those who are preparing
themselves for a particular occupation, and those who are
trying to upgrade themselves in their specialized field.
Through education and through on-the-job experience, DE
can equip florists and their employees to perform their
duties with greater skill and productivity and to develop
greater job satisfaction.

Eleven years ago, when the SAF office was in Chicago.
SAF inaugurated a program of DE for the florist industry
under the supervision of the Illinois State DE Department
headed by John Beaumont, the present national DE Chief
in Washington. An informative SAF booklet on operating
a DE program has been used in all sections of America
to increase the efficiency, earning power, and business
competency of DE students.

Manpower Development & Training
The Society, for the past 5 years, has been working

with the Bureau of Apprenticeship and Training, U. S.
Department of Labor, Washington, D. C, to develop flori
cultural skills. The Manpower Development and Training
Program is a method of training which combines instruc
tion with work experience on-the-job training to see that
an employee acquires better production skills. On-the-job
training is an action plan whereby businessmen offer their
employees the opportunity to develop skills while they
work. This type of training—learning while doing—pro
vides common interest goals between the employer and
the employee. Employees are encouraged to be better
informed, more productive, and more responsible citizens.
This program prepares persons including the unemployed
to work in our industry.

Training under the Act is designed to provide workers
with new skills where needed, to upgrade their present
skills, and to meet the job needs of workers displaced by
automation, technological change, geographic relocation
of industry and other shifts in the labor market. The
Federal Government will bear total cost of all training,
subsistence and transportation allowances granted under
the Act. Successful floricultural education programs have
been operated in Baltimore. Detroit, South Bend and
several other cities in the United States. This program
will be used more widely after SAF's present "Manpower
Needs" survey has been completed.

"Project Dimension"
For the past several years, I have been serving on

the Advisory Committee of "Project Dimension", an
experimental research project approved by the Division
of Vocational and Technical Education, U.S. Department
of Health, Education and Welfare. The project, headed
by Dr. Gene Love, Pennsylvania State Univ., is charged
with the responsibility of developing and evaluating in
structional units in ornamental nursery, floriculture and
turf occupations. Teachers' unit plans, including tests
and student handbooks, are being developed for each
group.

Last summer a training program for 54 selected tea
chers in high schools and vocational-technical schools of
12 northeastern states was conducted at Penn State to
improve competence for teaching high school students
and adults preparing for, as well as engaged in, floricul
ture. Our office will be instrumental in promoting this
program in every section of our country.

Job Corps
Federal aid is available under the Economic Oppor

tunity Act of 1964 for the widest range of activities. Of
prime importance to our industry is the Job Corps for
unemployed youths. Our office has assisted the Poland,
Maine, and Excelsior Springs, Mo., Job Corp Centers in
setting up their floricultural courses of study and selecting
their staffs and instructors.

The educational and vocational programs at the Job
Corps Centers provide occupational training, educational
achievement and personal growth to students. Floristry
is one of the seven leading courses of study offered, and
the SAF is continuing to act as a clearinghouse for ex
change of training techniques and educational materials.

Association Of Floral Schools
SAF has established a close liaison with the Inter

national Association of Floral Schools, which was or
ganized by owners of floral design schools during our I960
convention. This year the Society's Board of Directors
accepted the group as an integral part of the Society. The
schools are seeking to better serve the industry through
cooperation within their new organization. At their annual
meetings held in conjunction with the SAF annual con-
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vention^ the group will discuss educational problems, im
provement of curricula, and development of student pro
curements, and placements.

Survey Of Educational Institutions
A survey made at 110 colleges and universities iby the

College Placement Council shows more job offers to
graduating seniors this spring than a year ago, at higher
pay. Offers to technical students who will get Bachelor's
Degrees average $657 a imonth, up $28 from a year ago.
Offers to nontechnical students average $547 a month,
an increase of $30, over 1965. The number of offers is up
27% for technical students and down 8% for non-technical
students. The survey covers only male students.

Is it fair to hazard a guess that our graduates are
offered wages about 30% to 34% under the figures just
cited? Many florists who return to their parents' busi
ness start at very low figures because their future is
assured in the business.

Two years ago, the Society made a survey of land
grant colleges and universities which have majors in
floriculture. Twenty land grant colleges and universities
responded to our 1965 survey. Eighteen of these colleges
indicated that they had a 4-year course of study in flori
culture. Frfteen indicated that they offered a degree in
floriculture. Six of these colleges reported that they had a
2-year course in floriculture.

These colleges reported that their average enrollment
in floriculture during the past 5 years was 12.11 students
per year. Also, it was noted that an average of 4.2 stu
dents .during the same period graduated in floriculture.
Eighteen colleges reported that their floriculture majors
were required to take certain unrelated courses in the
agricultural school as required courses in the floriculture
curriculum. The average number of full-time faculty mem-
bes who were teaching floriculture in these schools was
two. The average number of part-time faculty members
teaching floriculture in the same schools was one.

Career Development Program
Periodically SAF's career guidance booklet is revised

after proper evaluation is given the material by floricul
ture professors in various universities and by knowledge
able industry leaders. These booklets are mailed to gui
dance counselors in the private and public secondary
schools of the U. S. The booklet is also publicized in edu
cational and guidance publications read regularly by
high school guidance counselors.

In our efforts to acquaint promising high school stu
dents with the many career opportunities in the broad field
of floriculture, the Society annually participates in the
Future Farmers of America meeting and cooperates with
the 4-II Headquarters in Washington concerning career
development. Three years ago, the National Junior Horti
cultural Association added floriculture to its program. As
a member of its Board of Directors, I can assure our
industry that many of these young people are highly quali
fied for floriculture.

For an 8-year period, through the efforts of the
Society's educational counselors, Glick and Lorwin, Inc. of
New York, we have made available to guidance counselors
across America a Kuder Preference Record, ihe widely
used questionnaire to chart student interests.

The personal contact with home economics students,
through use of the SAF Youth Education Program, affords
florists the opportunity of offering their services as lec
turers or demonstrators of flower arranging. Also, florists
can arrange class tours through local greenhouses or
florist shops. From this personal contact with talented
young folks, florists will find many worthy prospective
employees.

So you can readily see, I'm sure, that there are many
programs to train students, the unemployed and under
employed for jobs in the floral industry. The florist indus
try has a great responsibility and opportunity to train
the labor force we need. In so doing, we should take ad
vantage of federal funds available for such programs.
You can be assured that the Society will continue to
coordinate the efforts of our government and our industry
in furthering the aims of floricultural education.

Action YOU Can Take
Finally, you .must consider seriously what you as an

individual florist can do to meet the manpower shortage
and to train your present employees to cope with the
automation and mechanization of your operation. Here
are some suggestions you .might try on for size:

1. Communicate with the Distributive Education (DE)
teacher in your local high school and inaugurate a DE
program in your business. Write SAF for descriptive
booklet of how DE can be applied to our industry.

2. As an individual or through your local or state floral
association, support fully increased appropriations for
floricultural education in your land grant college and
university. See to it that your college, and particularly
the department of floriculture, receives its fair share
of the appropriated dollar.
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3. If there is a community college in your neighborhood,
investigate the feasibility of inaugurating a course in
floriculture.

4. Become acquainted with the short term floral design
schools in your area. Hire their graduates; channel
prospective employees to these schools.

5. Help yourself through the inauguration of consumer
education programs in the secondary schools. Write
to the Society of American Florists for a free "How
To Do It" booklet that will take you step-by-step
through the inauguration and -maintenance of this
consumer motivated course of study.

6. Investigating the manpower development and training
program in your area. Communicate with the local
bureau of apprenticeship and training in the Depart
ment of Labor. Or write to our office for more infor
mation concerning this on-the-job training program.
Remember, the Federal Government bears the total
cost of all training, subsistence, etc.

7. If your joint vocational high school does not have a
course of study in floriculture, suggest the adoption
of a "Project Dimension" course of study pioneered
at Pennsylvania State University.

8. If there is a Job Corps near you, investigate the
possibility of using graduates from their floriculture
course of study.

9. Be a talent scout for your industry. Inform high quality
young .men and women of the opportunities in floricul
ture. Write to the Society for copies of our career
development booklet that you might place in the hands
of deserving youth. Steer them to their land grant
college for a higher education in floriculture. Become
acquainted with your high school guidance counselor
and make sure he or she is using the educational
material our office makes available to them.

YOU can assist the SAF and our industry in developing
such an image of floriculture that will have reality, appeal
and respect of all members of the industry and the con
suming public, through pointing the way to better recruit
ment, training, indoctrination and sponsorship of floricul
ture personnel.

YourMBKSlMffl?
is Worth While!

Retailers' Roundup

Artificials—A Dirty Word?
A FEW YEARS AGO, when a new wave of attractive,

realistic artificial flowers came sweeping into our lives,
it almost caused a civil war among florists. In one camp
were those who believed that the flower business be
longed exclusively to live flowers: they wouldn't have an
artificial on the place. In the other camp was a group
which adopted as its motto: "If you can't lick 'em, join
'em." Florists in this group stocked huge quantities of
artificials and sold them from high-piled bins and tables,
self-service style.

The prize of the war—the favor of the public—eluded
both groups.

Two Opposing Camps
The consumer did not buy his artificials from the flor

ist who was antagonistic toward them; he couldn't, because
the fellow had none to sell. Nor did this persuade the con
sumer to switch his allegiance to live flowers. (Artificials
were in vogue, he wanted some, so he simply went else
where to buy them—usually to a mass marketer such as a
variety store or supermarket.

The consumer did not patronize the florist who had
joined the movement either. Any supermarket or depart
ment store had a bigger assortment of artificials than the
small local florist—and at lower prices, too.

While these two opposing camps were fighting and los
ing the war. a third faction was quietly at work negotiat
ing peace. Diplomacy and tact were the tools of their
efforts.

A Third Group—The Peacemakers
Among the florists in this group, the word "artificial"

was never used. "Permanent" and "life-like" were the pre
ferred terms. These florists neither refused to sell them at
all nor succumbed to merchandising them in the manner
of the mass marketers.

These peace-makers took the view that the consumer
had a right to decide what he wanted to buy, and that a
businessman had a right to sell anything he could find a
market for. On the other hand, they also realized that flor
ists could very well win the war but lose the peace.

The way to bring hostilities to a halt, it seemed, was
to get both sides to see that permanent flowers were res
pectable products which—though distinctly different from
fresh, live flowers—deserved to be treated with the same
professional artistry.

Create Permanent Designs
These florists turned their designing skills to creating

beautiful arrangements of permanent materials. They used
their professional display techniques to showcase this new
merchandise alluringly. They put their salesmanship skills
to work selling it. Ano they provided their customers with
the same fine service which accompanied fresh flower
sales.

They soon discovered that the customers who found
their attractive permanent arrangements so appealing
were not those who had been in the habit of buying fresh
flowers. They were new customers; people who wanted
neither the all-live designs the purists insisted on nor the
do-it-yourself materials the mass marketers wanted to
foist off on them. They wanted—and were willing to pay a
price for—well-designed decorations for their homes


