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CAPTURE SPRING! — Advertising and promotional aids will be received by 28,000 florists this month in
the "How To Capture Spring Kit" produced by the American Florists Marketing Council. Examining the
kit at the Society of American Florists Headquarters are, left to right, Grant Sharif, AFMC Director of
Field Services; Paul Dawson, SAF Director of Marketing and administrator of the new AFMC all-industry
advertising program and John H. Walker, Executive Director of the Society of American Florists.
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HOW TO

CAPTURE SPRING
The "How To Capture Spring Kit"

—containing advertising and promo
tional aids to increase every-day flow
er sales— will be received by 28,000
florists this month, announced Wil
liam C. Sieck, Chairman of the Ameri
can Florists Marketing Council.

The AFMC-produced kit offers
florists top-quality but low-cost ma
terials which will enable them to ad
vertise locally this spring and
throughout the year in the media of
their choice.

"For the first time in industry his
tory, florists have a nationally and
locally integrated all-media advertis
ing program," Mr. Sieck said, "and at
a cost so modest that top-quality ad
vertising is now within the reach of
all. For use on their very own home
town TV and radio stations, and in
their local newspapers, individual re
tails florists and Allied groups can
purchase AFMC advertising material
that repeats the over-all national
AFMC advertising theme."
Featured in the kit are:
• Three TV commercials on film with

sound track. A selection of 60, 30
and 20 second versions that can be

used throughout the year. Price:
$55.00.

• Radio commercial music and effects
tape, also usable throughout the
year. Price: $2.75.

(continued on page 12)

SOME THOUGHTS ON MANAGEMENT

Management defined:

Management is the process by which a person called a manager combines
his resources of capital, men, land and equipment in a way which will most
effectively accomplish his business objectives.

The manager manages through use of the management process:

1. Planning — setting of objectives for the business based on study of the
situation and evaluation of resources.

2. Organizing — putting together the resources available in such a way
as to most effectively meet the objectives.

3. Communicating and coordinating —informing people and units within
the business of the plans, organization and techniques to be used.

4. Directing —the channeling of other people's efforts and talents toward
the accomplishment of business goals.

5. Controlling and evaluating —observing results in terms of accomplish
ment of objectives and taking action to insure that desired results are
achieved. Control and evaluation usually result in further planning, and
the management cycle is thus constantly repeated in the management
of any business.

Management is also a decision-making process whereby the manager must
constantly decide just how he may make the best use of his resources. He is
constantly faced with alternatives as follow.

Resources:

1. Capital

His ability and talent as a
grower and manager.

3. Land and buildings (or
equipment)

Alternatives

Invest in own business.
Invest in bank, stocks, etc.
Invest in other business.
Don't invest at all.
Others

Establish his own business.
Work for someone else in the green

house business.
Work in a factory.
Don't work at all
Others

Use in his own business
Rent to someone else

Allow to lay idle
Sell

Others

A manager's decision as to how to use his resources will, of course, depend
on the business objectives he sets. And, because business objectives vary widely,
there is no one combination of resource use which will spell success for every
operator. To some operators maximum return on capital and maximum profit
on operation is the only possible objective; for others, being one's own boss and
doing what he enjoys doing are primary objectives. The latter operator places
"psychic income" over monetary income in his scale of values. His approach to
management of resources will be very different from that of the former operator.
These differences must be clearly recognized by anyone working in a manage
ment development program with any group.

Carl Gortzig, Cornell University



solved form after the granules take up
water. The thickness of the coating
regulates the rate of the release of the
elements within. Data reported by
Oertli and Lunt3 indicated that thin,
and to some extent medium thickness

membranes gave a very rapid initial
release of fertilizer while a heavily
coated granule provided a slower and
more constant release of materials.
Data of Sheldrake and Matkin2 in
dicated that the "3 month" release
Osmocote 18-9-9 reached maximum

release of nitrogen at the 5th week
with a rather low release rate after
the 10th week.

The "9-month" release Osmocote
18-6-12 should be tried for mixing
with soil at 1 pound per bushel, 20
pounds per cubic yard or 30 pounds

per 100 square feet of bed area. The
shorter release formulations are suit

able for top-dressing and are available
as 14-14-14, 18-9-9, 12-0-41, and 26-
0-0 formulations. A teaspoon of mate
rial per 6-inch pot or 15 pounds per
100 square feet of bed area is sug
gested for supplemental fertilization
with these materials.

1 abbreviations used: ppm = parts per million;
N = nitrosen; P = phosphorus or phosphate;
K = potassium or potash.

- Unpublished preliminary data of R, Sheldrake, Jr..
Cornell University and O. A. Matkin. Plant and
Soils Lab., Orange, Cal. Personal communication
from Or. Sheldrake.

•' Oertli. J. J and O. R. Lunt, 19(52. Proc. Soil Sci.
Soc. Amer. 2(i: 579-587
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form is suitable for mixing in soil or
for top dressing while the container
tablets are specifically made for plac
ing on the soil surface in pots of 2\(,
through 8 inch sizes. The tablets break
up upon the application of water and
spread over the soil surface.

Magensium ammonium phosphate
and magnesium potassium phosphate:
Mag-Amp (7-40-6) made by W. R.
Grace and Company, is a granular
formulation of these 2 readily insol
uble materials which furnish a slow
release of elements (including magne
sium) at rates depending upon mois
ture and the size of the granules but
with little relation to temperature. It
is unfortunate that its use predicates
a very high phosphorus ratio as some
difficulties have been encountered
which appear in some way related to
this fact. Species and varieties respond
quite differently but a frequently oc
curring symptom is that of iron chlo
rosis and some reports have indicated
benefits from the application of iron
compounds. The data of Sheldrake
and Matkin- show that some nitrogen
is released the first and second weeks
but sustained slow release of nitrogen
begins following the 8th week of use.

The coarse grade of Mag-Amp is
preferred for mixing into the soil. One
pound per bushel, 20 pounds per
cubic yard, or 30 pounds per 100
square feet may be incorporated be
fore planting many crops. The medi
um grade of Mag-Amp may have more
use for top dressing and 15 pounds per
100 square feet is recommended.

Coated soluble fertilizers: Osmocotc

made by coating granules of soluble
fertilizer with a resin through which
the fertilizer moves slowly in dis HENRY F. MICHELL CO. KING OF PRUSSIA. PA.

Performance Factor

Quality

Timeliness

Initiative

Adaptability

Communications

GUIDE FOR EVALUATING EMPLOYEE PERFORMANCE

Far Exceeds Job
Requirement

Exceeds Job
"Requirement

Meets Job
Requirement

Needs Some
Improvement

Leaps tall buildings Must take a running Can leap over short Crashes into build-
with a single bound. start to leap tall buildings only. bigswhen attempting

buildings. to jump over them.

Is faster than a Fast as a speeding Not quite as fast as Would you believe a
speeding bullet. bullet. a speeding bullet. slow bullet?

Is stronger than a Is stronger than a Is stronger than a Shoots the bull.
locomotive. bull elephant. bull.

Walks on water eon- Walks on water in Washes with water. Drinks water,
sistently. emergencies.

Talks with God. Talks with the Talks with himself.
Angels.
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Argues with himself.

Docs Not Meet Mini
mum Requirement

Cannot recognize
buildings at a glance.

Wounds self when
attempting to shoot.

Smells like a bull.

Passes water in
emergencies.

Loses these argu
ments.



SOME OBSERVATIONS-

FLOWER IMPORTS

FROM LATIN AMERICA

At several meetings recently at
tended by the editor, flower growers
have expressed some concern about
imported flowers and what effect they
will have on local markets. This article
provides some useful information on
this question,

A marked upward tendency has oc
curred during the past five years in
the production and marketing of flow
ers in various nations of Latin America
and elsewhere in the world. A large
percentage of these flowers has found
its way into the United States market.
These imported flowers consist almost
entirely of types presently grown in
the United States. Although many
Latin flower growing operations are
locally owned, a number of growers in
the Latin American floricultural in
dustry are from the United States.
Most locally controlled firms rely on
United States technological consulta
tion and marketing contacts.

Current information on the extent

of these floricultural operations in
Latin America and elsewhere is

sketchy. Data on the quantities of
various specific floricultural commodi
ties imported into the United States
are incomplete. Many refinements will
be required for the series of statistics
on foreign trade in floricultural prod
ucts to be of maximum effectiveness

to interested users.

Objectives of this paper are to pre
sent available statistical data on U.S.
imports and exports of floricultural
products, especially from the tropical
Americas, and report observations
made by the authors and others on the
developing ornamental industries in

Cecil N. Smith and Will E. Waters
University of Florida

Reprinted from Florida Flower Grower

Latin America.

U. S. Import Export Trends
Statistical data on commodity im

ports and exports are published peri
odically for most commodities by the
U.S. Department of Commerce. Since
floriculture and ornamental horticul
ture consist of a more complex con
glomerate of products than most other
commodity classifications, many of the
available data are for groups of prod
ucts rather than for individual items
such as carnations or roses.

Imports—Data released by the U.S.
Department of Commerce showed
that the annual value of all imports of
nursery and greenhouse stock ranged
from $13 million to $15 million in the
seven fiscal years from 1962 through
1968. Bulbs, roots and corms were the
major crops imported; in the seven
years reported the value of imports of
this group varied from $12.7 to $14.1
million. Bulbs and associated products
accounted for more than 90 percent of
the value of all imports of greenhouse
and nursery products in the years
from 1962 to 1968.

The two commodity groups with
the largest increases over the 1962 to
1968 period were fresh cut flowers and
orchid plants. The value of cut flower
imports increased from $110,000 in
1962 to $548,000 in 1968. A 72 percent
increase was registered in the value
of cut flower imports from 1967 to
1968. The value of orchid plant im
ports tripled over the eight-year time
span.

Another series of statistics released
by the U.S. Department of Commerce
pertains to the value of imports of
flowers and cut foliage. These increas
ed from $1.1 million in 1965 to $1.9
million in 1968. Shipments from Eu
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rope have been the major source of
cut flowers and foliage produced out
side the United States over this four-
year period. Nevertheless, the major
European exporter, Italy, sustained a
decline in value of its sales to the
United States from $621,000 in 1965
to $476,000 in 1968.

The most obvious increase noted in
the whole group of exporting coun
tries was that in Canada. Its flower
and cut foliage exports to the United
States rose from $21,000 in 1967 to
$210,000 in 1968.

Latin America showed a more sus
tained growth in its level of exports to
the United States than any other area.
Exports of flowers and cut foliage in
creased from $153,000 in 1965 to
$629,000 in 1968. Rises of approxi
mately $200,000 were registered from
1966 to 1967 and again from 1967 to
1968. Although Brazil was the major
exporter in each of the four years,
large increases were reported by Ec
uador, Colombia and other countries.

Specific data on cartons of selected
floricultural products coming from
overseas destinations into the Miami

Customs District during four monthly
periods in 1969 indicate heavier ship
ments of pompom and standard chry
santhemums in July than in other
months and the highest level of car
nation imports in September and
April.

The cut flower for which most

packages were received was standard
chrysanthemums. Major suppliers in
cluded Colombia, Costa Rica, Ecua
dor and Guatemala.

Receipts rose from less than $17,000
in 1965 to more than $250,000 in 1968.
In each year the major shipper, Ecua- *^
dor, accounted for more than half the



value of imports recorded. Colombia
was in second place.

Exports — Exports of nursery and
greenhouse stock from the United
States to foreign countries rose from
$6 million to more than $10 million
during the 1962 to 1968 period. Items
classified as cut flowers, buds, foliage,
etc., increased in value from $1.8 to
$2.6 million over this time span.

Notes on Latin America

The leading countries in Latin
America in the production and mar
keting of floricultural products are
Brazil, Costa Rica, Colombia, Ecuador
and Guatemala. In addition to cut

flowers, which consist primarily of
carnations, chrysanthemums and or
chids, substantial quantities of rooted
and unrooted foliage plants for propa
gation and other purposes and of cut
foliage utilized as florists' greenery are
exported to the United States. Import
duties of 10 and 9 percent, respec
tively, are charged on cut flowers and
on foliage plants. Florists' greenery,
classified by customs as a crude vege
table substance, enters duty-free.

Better grades of flowers from ap
proximately 15 acres of chrysanthe
mums, 15 acres of carnations and 2
acres of roses are currently being ex
ported to the United States from
growers in northern Latin and Central
America. Specific data on the area in
cultivation in Guatemala are not
available.

The floricultural industry in Central
and South America has reached its

present stage with the assistance of
United States capital and entrepre-
neurship or with local capital supple
mented by specialists from the United
States utilized as technical consultants

and with U.S. marketing firms closely
associated in the sale of their output.
Other technical assistance is rendered
by the firms supplying various special
ized inputs. W. D. Holley is probably
correct in classifying the rising vol
ume of flower imports in winter and
spring from tropical zones or the
southern hemisphere as possibly being
a boon to the floricultural industry as
they may be the added supply needed
to develop successful mass marketing
of cut flowers. Holley further states
that adequate summer and fall sup
plies of United Slates cut flowers can
possibly be supplemented with high-

quality imports during periods of
shortages. Similarly, off-shore foliage
plant industries supply some of the
stock required for further domestic
growing operations.

A number of inherent advantages
have favored, and will likely continue
to favor, the growth of the floricul
tural industry in Central and South
America. One major advantage is the
wide variety of natural climatic con
ditions in tropical America which
favor a wide choice of producing
conditions for a multitude of floricul
tural crops. In most instances there is
little danger of cold weather with sub
sequent crop damages or losses. A
minimum of protection is required
against heavy rainfall and other
weather conditions. A second key ad
vantage is a readily available supply
of labor. A third advantage is avail
ability of cargo space on airplanes be
tween producing points and American
markets. In some instances shipping
costs are very low e.g., a 40 per pound
rate from Guatemala City to Miami
and a 7c rate from San Jose, Costa
Rica to Miami. Another favorable

point is the probable continued ad
vance in technology which has made
possible flower production in certain
areas and under conditions impossible
even 25 years ago. An example is the
application of photoperiodism in the
culture of chrysanthemums and other
flowers. Another key advantage is the
expanding market for products of
floriculture in Latin countries.

The daily wages paid labor appar

For The
Discerning
Grower

ently range from $0.90 to $1.50. Gen
erally, because of the vast population
boom in Latin America, the fast grow
ing florists' industry is able to obtain
labor which is essentially surplus
rather than bid it away from other
industries. In nearly all Latin coun
tries minimum wages are set by
governmental agencies. Nevertheless,
flower growers may find the apparent
cheap costs of labor nullified by prob
lems in training, efficiency and reli
ability. On balance, it is probable that
labor costs per unit of output are
lower in Latin countries than in the
United States.

Problems experienced by flower
producers in the Latin American area
relate not only to labor but also to a
number of other factors. One of these
is the high cost of specialized supplies
of production inputs and the accom
panying delays and other difficulties
in importing necessary supplies and
equipment. For example, import
duties and shipping costs may result
in a truck costing five times as much
in a Latin nation as in this country.
Many production supplies are un
available in the country where flowers
are produced and must be imported.
In certain areas expenses must be
incurred for irrigation and water
control.

Still other problems relate to ship
ping. Delays due to cancellations of
flights, changes in schedules and the
impossibility of shipping supplies of
flowers when they exceed specified
amounts have been expensive. Petal

ALL THE BEST AND LATEST

SEEDS FOR POT PLANT GROWERS

Write for 1970 Catalog

RAYMOND A. FLECK, INC.
1139 Street Road Southampton, Pa. 18966

Phone: ELmwood 7-9200 — Area Code 215



burn, due probably to temperature
conditions in flight, has been experi
enced on many flower shipments.
Available information indicates that
air cargo space is often extremely cold
as well as dry. The complex customs,
laws and regulations in other cultures
often inhibit the successful initiation
and operation of a business by an
operator without experience there.

During July of this year, while on a
trip to Colombia, Costa Rica and
Guatemala, the author visited a num
ber of firms actively engaged in the
production and export to the United
States of various floricultural.products
Observations made on this trip and
information collected from other
sources are reported.

Costa Rica—The oldest floricultural
firm, located in Cartago, produces hy
brid petunia and coleus seed for ex
port to the United States and Europe.
A small amount of cut flowers had
been produced over a period of many
years. Currently about an acre and a
half of roses are being harvested for
shipments to United States markets.
An additional five acres were propa
gated for planting in 1969 and for
harvest in the following winter. In
1968 a related firm began planting
roses as part of a projected 20 to 30-
acre operation. The organization also
produces carnations and chrysanthe
mums for sale in local and foreign
markets.

Another firm began operations
about five years ago near Heredia
with carnations as its major product.
Experimentation has been done to de
termine the optimum elevation for
carnation production. Nearly all of the
flowers are shipped by air to the
United States markets.

The largest grower of cut flowers in
Costa Rica is located near the El Coco

Airport at Alajuela. This firm was
formed to grow gladiolus conns on to
a larger size. Several years ago a
structure was built for the culture of

chrysanthemums and carnations. Cur
rently the firm is shipping these pro
ducts to New Orleans and Miami with
some 90 per cent of its output going
to markets in the United States.

Guatemala — Some seven firms are
engaged in the commercial production
of cut flowers, foliage plants and
flower seed in Guatemala. One large

grower produces large supplies of cut
flowers, foliage plants and potted
flowering plants for the expanding
local market. Still another ships cut
flowers to markets on both coasts of
the United States. Others produce
flower seed for United States and
other foreign firms.

A large firm located in Guatemala's
Pacific zone is concerned primarily
with the production of foliage plants.
This firm sells stock, used primarily in
plant propagation, to foliage plant
producers in Florida and elsewhere in
the United States. Some of the bulbs
grown by this firm are shipped to
Europe.

Guatemala is also a major exporter
of Chamaedora. These palm leaves,
used as florists' greenery, are also im
ported into the United States from
Mexico and Honduras.

Colombia — Two exporters of flow
ers are located in the Sabana of
Bogota at an elevation of some 8,600
feet. The climate in this area is cool
and ideal for growth of carnations and
chrysanthemums, but is slightly too
cold for rose culture unless additional

heat is supplied. Other flower pro
ducers are located in the Medellin and
Cali areas.

The major flower-exporting firm in ,^f
Colombia is a combine financed by
Colombian capital and managed by a
Colombian who was formerly station
ed as a diplomat in the United States.
This firm started operating in mid-
1965 and made its first shipment of
flowers in January 1966.At the current
time it has five houses each of carna
tions and chrysanthemums with a
total of about five acres in production.
Chrysanthemum cuttings root in about
two weeks and, after transplanting,
are then lighted for two to three addi
tional weeks, depending upon grow
ing conditions. Eight to ten more days
are required for chrysanthemums to
flower in Colombia than in the United
States. Colombian carnations prob
ably would do better if photoperiodic
control were improved.

A number of other firms are in com

mercial flower production in Colom
bia. The authors visited several of

these in the Cali area where the major
products, grown at an elevation of

SOLUBLE FERTILIZERS
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Green Fertilizers feed and water

at the same time. And Kapco
Soluble mixed with water is easy-
to-apply. Practical packaging,
too! Easy to carry cartons with
polyethylene inner bags are
damp-proof and handy for stor
ing. The time-proven favorite of

^thousands of growers!

Potassium Nitrate for

Winter Feeding
Dye for Color Tracing
Chelated Concentrate <4
Instant Green and
Grow Power

Write for literature and prices:

KAPCO FERTILIZERS
BOX 487 • SOMERSET
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some 2,000 feet, were roses, orchids
and potted plants. Although some of
the orchids have been exported to the
United States, most of the output was
marketed locally and to buyers else
where in Colombia.

Ecuador — the largest flower-grow
ing operation in Latin America, a firm
which Ecuadorean and United States

interests are combined, is in Ecuador.
A sustained effort was made to locate

this growing operation in a suitable
microclimate within an hour's drive of

Quito Airport which, with its 9,200
feet elevation, is too cold for commer
cial flower production. This firm aims
to have its maximum production avail
able for export to the United States
in seasons when market prices are
high; it markets lower quality flowers
to florists in the local area.

Outlook

With the continued increase in af

fluence of American consumers and

other developments, the floricultural
industry in Latin American will prob
ably continue to expand materially
from its present base. Many American
producers fear that it will increase to
a much larger size and offer stiffer
market competition. As relatively few
reliable statistics on costs, prices and
other factors relating to relative profit
ability and other trends are available,
only a qualitative judgment of future
directions can be made. At the present
time they indicate a continued growth
in the Latin American floricultural in
dustry. As competition to the U.S.
flower industry, it is more of a long-
run than an immediate threat.

Foreign trade is also a two-way
street. Much of the competition from
imports has been offset by expanded
exports to foreign buyers. Although
the current projected increase in air
cargo space will facilitate the trans
portation of flowers from foreign
sources to the United States, it also
increases the opportunity for Ameri
can flower growers to expand their
marketings of floricultural products in
Canada, Europe, the Caribbean and
other potential trade areas.

FLORICULTURAL RESEARCH
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CAPTURE SPRING

(continued from inside front cover)

• NBC "Spring Is Here" display set,
consisting of counter card and win
dow streamer featuring television
star Johnny Carson. Price: $1.30.

• Four newspaper ad mats, ready for
immediate use, and throughout
spring. Price: $20.00.

• "Spring Is Here" outdoor billboard
poster with individual imprint of
florist's name and shop address.
Price $15.00.

• Newspaper flower stories suitable
for publication and featuring in
dividual florist and shop .No cost.

• Four publicity photographs to ac
company flower feature articles.
Price $.50 each.

Act Early
Florists who act early in responding

to the "How To Capture Spring Kit"
will benefit in several ways, the
AFMC Chairman pointed out. For ex
ample: there will be time at AFMC
Headquarters to prepare a personal
ized audio tag for each florist or Al
lied ordering TV commercials. This
completely localizes the commercial.

The TV film is a one-minute pro
duction with sound, also available in
30- and 20-second versions. It is a
fleeting montage of mingling flowers,
faces, colors, sapes and textures ex
pressing the charm of flowers. It is

Thomas . Ca nn o n,As s o c.P ro f.
boy. 5216

•o 1 irta State University
iia: si :.i, N. C. 27507

synchronized with moving, classical
rhythms carrying the eye smoothly
through the springing, popping, danc
ing flowers.

A personalized, local version would
say: "Spring has been brought to
(Your Town) this year through the
courtesy of (Your Flower Shop or Al
lied). Return the favor. Give flowers
to someone vou love."

Just the Beginning
Mr. Sieck stressed that AFMC's

"Capture Spring" theme is just the
beginning of a new, progressive and
alive floral industry program.

"And the greater the support we re
ceive now from all segments of the in
dustry, the greater our scope will be
in continuing the all-industry local and
national advertising thrust in the fall." -<^

ROSE FUNGICIDE TRIALS (See Page 2)
Table 2. Results of the Evaluation of Several Fungicides for the Control of
Black Spot of Rose

Treat. No. Material 8/12/69 9/10/69 10/16/69

1. Fore (maneb) 1.6 2.0 1.4

2. Phaltan-Parnon 1.4 1.7 1.1

3. Benlate (benomyl) 2.1 3.0 1.4
4. EL273 2.8 3.0 2.0

5. Merck (TBZ) 4.6 6.0 2.8
6. Pennsalt TD 1604 3.5 5.4 2.5

7. Daconil 2787 1.2 1.2 1.0

8. Check 4.7 6.9 2.2

Table 3. Results of the Evaluation of Several Fungicides for the Control of
Powdery Mildew of Rose0

Rating
Treat No. Material 10/16/69

1. Fore (maneb) 6.5
0 Phaltan-Parnon 2.2
o

O. Benlate (benomyl) 1.2

4. EL273 0

5. Merck (TBZ) 1.2

6. Pennsalt TD 1604 1.2

7. Daconil 2787 3.0

8. Check 3.7

Ratings made on plants in the black spot trials.


