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Design School Champions at Seventh Fall Flower Festival
To be held in Golden Tiarra Night Club at the Granit Hotel and Country

Club, Kerhonkson, New York, Sunday, September 21, 1975
— Commentator — — Designers —

Robert Turnbull

Turnbull Florist, London, Ontario, Canada

Sponsors — Colorado Dye & Chemical Co. and Smithers Oasis

Doris B. Draper

Draper Flowers & Gifts
Bassett, Vt.

Sponsor —
Amarnek, Inc.

— Designers —

, —. L
Robert Wagner

Commack Florist

Commack, LI, N.Y.

Sponsor —
FTD

Eileen Hoyanesian

Sacks Flowers

Wakefield, R.I.

Sponsor —
American Floral Services

Jim Angell

Speedling Florist
Stamford, N.Y.

Sponsor —
W. J. Cowee Co.

Dick Benton

Flowers by Dick
Akron, Ohio

Sponsor —
American Can Co.

Edward Von Bargen

Entemann Gotthardt

Jersey City, N.J.

Sponsor —
Tufflite
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The Grower's Page

Factors Affecting the Supply of Fresh Flowers in the USA
Gordon Koon, Gordon s Greenhouses, 3651 S. Sheridan Blvd., Denver, CO

Evolution

For many years, a discussion of factors affecting the
supply of fresh flowers evolved around weather, planting
and pinching dates, and greenhouse temperatures.

Then came (lie past 20 years of rapid progress in refin
ing the techniques of timing the supply of flowers for the
peak demand periods. Air conditioning and improved
heating systems with electronic controls, control of photo-
period (day-length) with lights and shade cloth, soil and
foliar testing providing information for injection of fer
tilizers through automated water systems, and numerous
other innovations caused great changes in production
methods.

Startling as these changes have been, nothing can equal
events that are just beginning to have their impact upon
the supply of fresh flowers in this country.

Imports of carnations, mums, and other fresh flower
crops are expanding at a rapid rate. Carnation imports
from Latin America and Bogota, Colombia, in particular,
have expanded from nothing to over 20% of the U.S. con
sumption in less than five years. Carnation imports are
now equaling Colorado production.

Now we have the energy crisis . . . shortages of gaso
line, fuel oil, and power leading to serious shortages and
rising prices. Fertilizer, wire, and other necessary ma
terials for the production of flowers are also scarce and
expensive. Airlines are reducing flights to conserve fuel.
First class mail was recently given guaranteed air space
instead of space available as was the case prior to this.
These actions impair the movement of flowers in this
country and result in higher shipping costs.

To top it off, we have depression, inflation, high inter
est rates. OSHA. EPA. and labor problems. You all know
how inflation is driving your operating and labor costs
up. Borrowing money to expand is almost prohibitive.
OSHA threatens to complicate our lives beyond all rea
son. EPA regulations on pesticides may leave flower pro
ducers with limited means of controlling insects and
diseases. Labor turnover has been the worst in history.

In spite of it all, most producers are determined to
battle it out. They have proved their ingenuity under ad
verse conditions before. The one problem they truly fear
is the import situation. They know they have an uphill
struggle seeking relief in a country committed to free
trade and assistance to Latin American countries, and an
agricultural industry more interested in exporting than
controlling imports.

Most other countries have tariffs or non-tariff barriers
that make the exporting of flowers from the U.S. imprac
tical, if not impossible. For example, Colombia and Aus
tralia do not allow any imports of flowers.

Imports — A Dependable Source?
U.S. producers have expanded with the demand over

the years. Innovations such as air conditioning, automatic

controls for temperature control, watering, etc., injection
of carbon dioxide, lighting, plus the usual greenhouse
structures, service buildings, boilers, etc., have resulted in
a dependable supply of quality flowers carefully timed for
holiday markets. But. this has been costly — as much as
.$5.00 per square foot of greenhouse space including the
site. A relatively small range of 50,000 square feet could
cosl as much as $250,000.

Now, out of nowhere, comes a fantastic surge of flowers
produced in an area (Bogota) with a relatively ideal cli
mate and abundant, cheap labor ($2.00 per day). Their
investment consists of some poles stuck in the ground sup
porting a plastic roof to shed the rain and a packing shed.

But, there is no perfect climate anywhere. Last winter
they had a period of near freezing temperatures. Torren
tial rains and flooding can also occur. Their lack of con
trol over the environment is certain to affect lasting qual
ity and timing of their crops.

The producers in Bogota have made it their goal to take
over the flower markets of the U.S. They also tell of their
efforts to develop a market in Europe. Should the Euro
pean markets prove more lucrative at certain times of the
year. I wonder where they will ship their flowers.

1on have all heard about the shortage of fuel we pro
ducers are facing. 1 think that the fuel shortages will be
spotty and not cause any serious shortages of flowers in
this country. Growers have invested large sums of money
in storage tanks and fuel oil to protect themselves and
their customers. The new fuel allocation law lists agricul
ture as one of the industries to be protected. Rising costs
appear to be a greater threat.

Now we hear that preparations may be under way for
gasoline rationing. This, plus reduced air space, could
disrupt our entire fresh flower distribution system. The 55
niph speed limit and fuel restrictions will impair trucking
of flowers. But. will imports be any advantage? They have
to be distributed also once they reach this country. Then,
once the retail florist finally receives his flowers, he will
still have the problem of making his own deliveries. Co
operative delivery systems and proper charges for deliv-
eiy should get a big push.

I would also like to point out that if imports aid the
retailers" supply and cost problems, they will help the
mass markets even more. They will buy in volume and at
low prices if flowers are in over-supply in this country.

Consumerism — Prices and Supply
This cosl and selling price discussion leads into some

consumerism considerations. For example, if a Ralph
Nader gets hold of information as to the prices carnations
are bringing at wholesale and then sees the prices being
charged by some retail florists, he could make quite a
thing of it. How about passing some of your bargains on
to the consumer to stimulate his interest in the use of
flowers?

(continued on page 3)
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Keynote Speaker at
Saturday Night Banquet

John Walker

Executive Vice-President

of the Society of American Florists
Washington, D.C.

FACTORS AFFECTING SUPPLY FRESH FLOWERS

(continued from page 2)

Which leads to the pressure we producers are receiving
concerning the need for US DA grade standards and in
spection. We recognize the need for proper grading, but
many do not consider the US DA procedures practical or
adaptable to fresh flowers. We are developing SAF
grades, and you should insist that your supplier use them.
Before retailers push the producer too hard on an inspec
tion system, they should see that their orders are filled
and priced properly.

That reminds me of another producer concern. Why
doesn't the retail florist run some cost studies and deter
mine what it cictually costs to make up various types of
pieces? Why should the unarranged bouquet of carna
tions, mums, or roses or the pot mum with foil and a rib
bon have to bear part of the cost of the more complex
funeral piece or wedding work? It is unfair to the pro
ducer when a dozen lower grade carnations cost S6.00. a
dozen roses 820.00, or a pot mum 812.00. Price the prod
uct to sell at a fair profit so you can sell more of it.

Another aspect of consumerism concerns the fact that
any effort we producers make to get protective tariffs or
quotas will be subject to the approval of the Cost of Liv
ing Council. Obviously, they are concerned that the end
result may be higher prices to the consumer. The carna
tion producer has certainly done his part to hold down in
flation. The return per flower to the carnation producer
was as much 20 years ago as it is now. He had to learn to
produce more flowers in the same production area to stay
alive.

I would like to expound on another producer philoso
phy that affects his survival and your supply of flowers.
Florists should make their profits from selling—not buy
ing. The one or two cents saved on a carnation won't help
your profit much, but that is the producer's profit. After
all, you base your selling price on a mark-up of your cost
—don't you? At least you do when prices are high.

I can tell you one thing for certain. If the wholesale
price of carnations continues to be as low as it has been
recently, there will be many U.S. growers going out of
the carnation business. They are not receiving their costs
of production for their flowers.

1 really don't believe that the retail florists in this
country want to be dependent upon imported flowers. An
orderly flower market is to everyone's advantage in the
long run.

—from Ohio Florist Asso Bulletin. No. 547, May '75

T^vjXiL MUTUAL INSURANCE CO.

Provides Insurance Coverage for:

GROWERS

WHOLESALERS

RETAILERS

Investigate our Special Property and Liability
Programs endorsed by NYSFI. Call your Area
Representative today. Of course, we're always
available at our home office.

Laverock & Haines, Inc.
238 Main Street

Buffalo, N. Y. 14202

Richard Castor

Interstate Risk Mgmt.
2 Heritage Square
Armonk, N. Y. 10504

For the Best in . . .

Seeds * Bulbs

* Supplies

1 Plants * Mums

* Containers

'•-..VAUGHAN -JN

It's

t»>e
VADGHAN

JACKIJN /corporation

5300 KATRINE AVE. • DOWNERS GROVE, ILL. 60515 • (312) 969-6300
CHIMNEY ROCK ROAD • BOUND BROOK, N. J, 08805 • (201) 356-4200

Represented by
John Noco George Buckner Robert Slayter

716-648-1626 203-929-4562 617-845-1377

In W. Upstate N.Y. In Long Island In E. Upstate N.Y.

WAYNE FLORAL CO., INC.
P. O. Box 6, Newark, New York 14513

Call 315-331-6776 or 331-1384

"GROWERS CHOICE'' PRODUCTS

Send for a complete listing of growers choice
products that arc available for pick-up and delivery
at our Newark warehouses.

We have: Plastic pots, Ranco containers. Mon
santo plastic. Pro-Mix. Osmocote. Vary & Criterion
Ghses., Soluble fertilizers. Vent. & Heating tubing,
Jiffy Products. Growth Retardents. Chrysanthemum
cuttings, and much more.
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Notes

for the

Retailer

The Hospital Flower Market

The multimillion dollar annual hospital-flower market
in the U.S. is exceeded in size, volume, and dollar value
only by the funeral flower market.

The U.S. Department of Agriculture conducted a na
tional survey of flower markets and reported that 19.4%
of the annual retail florist business in the U.S. is in hos
pital flowers. During 1974, 31 million of our citizens were
hospitalized.

Florists should protect, and safeguard the hospital flow
er market by cultivating harmonious relations with ad
ministrators and staff personnel at hospitals to which they
deliver flowers and green plants.

It has long been the consensus of medical opinion that
flowers and living green plants provide a unique thera
peutic benefit for the general hospital patient population.

No hospital in the Nation has banned flowers and
plants from the general hospital patient population since
media stories misinterpreting the research appeared in
public print during 1973 and 74.

The Story Is Foliage
The story is foliage . . . Foliage is far out. Many re

tailers thought previous years' foliage gains were astound
ing. Last year, foliage plants' value zoomed 64% for an
increase of more than $43 million at wholesale.

To give an idea of last year's achievement, the foliage
increase of $43 million—not its total of $111.3 million—
is more than 6 limes the combined increase last year—
86.55 million—of carnations, chrysanthemums, glads,
and roses.

All information is from 23 reported States, the major
flower-producing States, in "Flower and Foliage Plants,"
March 1975, the USDA's statistical reporting service.

Average Not Good Enough

No retail florist can be satisfied to have his business
classed as average . . . Here are some points by which re
tail florist shops are judged:

• The variety, quality, and freshness of the flowers
and plants.

• The way in which salespeople or you yourself greet
and serve your customers.

• The appearance of your store front.
• The attractiveness and appeal of your window

displays.
• The appearance of the store interior and the dis

plays in your cases.

Quality Is Important

Quality is remembered long after theprice is forgotten,
and people are willing to pay for quality flowers which
they know they will enjoy longer. So keep up the quality
of your flowers: it is one of your biggest assets.

The best way to sell is to make the customer feel that
at the moment his needs are the only vital business.

A superstar salesman selling fresh fruit and vegetables
said, '4 learned everything I could about my product and
that includes lore and the names and all the good recipes
I could get hold of. With all that information given to
them, people walking past the produce rack become cus
tomers."

Growers Program Offers
Outstanding Speakers

C*

Clifford Busekist. Springfield,
Mass., with the topic "When I
Expand Where Will the Money
Come from?"

Richard Poole, Apopka. Flor
ida, with two topics: "Grower-
Retailer Cooperation to Give
the Consumer the Best Possible
Foliage Plants," also "Florida
Research on Foliage Plants."

Robert Oglevee, Connellsville.
Pa., with the topic: "How to
Handle Virus-Indexed Meri-
stem Cultured Index Gerani
ums."

^ ou can come by the day. Lunch, Dinner and Ban
quet tickets available. Lunch—$5.00, Saturday night
dinner—87.50, hospitality hour and prime ribs Sunday
Banquet—812.50.

J


