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VICE PRES. AL EASTON NAMED
FLORIST OF THE YEAR
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TV star Arlene Francis presents the FTD "Florist of the Year"
award to Al R. Easton of Easton's Flowers in Mt. Vernon, Illinois,
who was singled out from the more than 14,000 Members of Flor
ists' Transworld Delivery. At the right is Al Wilhelmy of Cleveland,
Ohio, a former national president of FTD and chairman of the
1974 "Florist of the Year" program.

Al R. Easton of Mt. Vernon, Illinois, was named "FTD
Florist of the Year" by 14,000 member Florists' Transworld
Delivery Association at its 61st annual member meeting.

The selection from among 14 finalists was made by a panel
of national dignitaries including Arlene Francis, actress and
television personality; Hy Gardner, syndicated columnist,
and John Terrell, vice-president of the United States Jaycees.

The finalists were selected from "96 Great People" each a
representative florist from a FTD district throughout the
United States and Canada who provide "extra touch" ser
vice to their communities through leadership in civic, chari
table and social work.

Mr. Easton will be a guest of honor at the 1975 Tournament
of Roses Parade in Pasadena, California, on New Year's Day.
An FTD member for 24 years, Mr. Easton of Easton's
Flowers, has been active in numerous community organiza
tions. Mr. Easton has served as a panel member of the Gov
ernor's Committee on youth. A founder of the Jefferson
County Committee on Youth Development, Mr. Easton has
served on many sub-committees dealing with mental health,
drugs, alcohol and youth problems. He also developed a
camping program for underprivileged children at Little
Grassy Carbondale, Illinois. (con't. page 8, col. l)
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I.S.F.A. U.of I.
Schedule Pot Plant
School at Aurora

September 24

THE TOLL GATE INN is located on US 31, V* mile north of the
East-West Tollway.

The 1974 Pot Plant School will be held at the Toll Gate

Inn, Aurora, Illinois on Tuesday, September 24, 1974. Re
gistration will be at 9:00 a.m.; program will begin at 9:30.

Topics this year will concern miscellaneous crops and among
the featured speakers will be Dick Widmer of University of
Minnesota and Stan Rachesky, Entomoligist from the Uni
versity of Illinois.

Jim Fizzell, Extension Adviser, announced plans are not
finalized but a complete program will soon be mailed.
Registrations can be made with Jim Fizzell at 622 Grace-
land - Room 3, DesPlaines, Illinois 60016.
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INTRODUCTION

The profit oriented retailer wants a layout which will:
(1) Encourage maximum sales, and
(2) Minimize selling costs.
The following are specific objectives which the retailer

may use to evaluate how well a layout, present or proposed
will contribute to his over-all profit goals.

LAYOUT OBJECTIVES

1. Attract Customers
Signs, motion, a trademark; all can be used to attract

customers. But the best attraction of all is something of
interest to potential customers —merchandise —Not park
ed cars which block the motorists view of the sales yard.
Put massive displays of colorful merchandise as close to the
highway as the law allows. Keep parking areas to one side
to keep from being mistaken for a used car lot.

Strive for an appearance from the highway which is dis
tinctive, tasteful, and yet different from neighboring estab
lishments. What a refreshing sight for the motorist to see
a beautiful display of colorful bedding plants, or a restful
mass of evergreens in the midst of used car lots, flashing
lights and neon signs so typical of "commercial row."
Furthermore, a distinctive appearance helps potential cus
tomers find your retail outlet more easily, so mention this
distinctive "trademark" in your advertising.

2. Safe, Convenient Parking
Parking, itself, is not an attraction, but lack of safe,

convenient parking can keep customers away. People come
to a store for merchandise, but are more apt to come again
if they can find parking easily, and leave again safely.

Locating the parking area to one side of the sales area,
or in a U shape running through the sales area, with sep
arate well-marked entrances and exits provides:

(1) Good visability of merchandise from the highway.
(2) Safe and easy entrance and exit.
(3) Convenient loading of merchandise, especially, if

bulky items are located near the parking area.

3. Visibility
(1) Customers can see the quality and variety of prod

ucts offered.
(2) Sales people know where customers are, and

which ones want service.

(3) Shoplifting can be minimized.
(4) Employees can be supervised more easily.
At some retail garden centers as little as lA to %of the

total area is visible, on the average, and from certain critical
areas where the manager and salespeople spend much of
their time, as little as 2-3 percent of the total area may be
visible. This means the manager has no idea of what is cur
rently going on throughout 97-98 percent of his operation.

Obstacles to visibility may be classed as "permanent" or
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OBJECTIVES
By Ransom A. Blakeley

Assistant Professor of Horticulture, Purdue University
Courtesy: New York State Florist Bulletin

"temporary" depending upon the effort and expense re
quired to correct them. Among the permanent obstacles
may be listed:

(1) Signs- too many is a common fault.
(2) Too many buildings, or
(3) Too many walls within a building.
(4) Too few, or poorly located doors.
(5) Windows, too few, too small or too high.
(6) Building on 2 or more levels.
(7) Building in middle of layout.
(8) Office at rear of building.

Temporary obstacles to visibility include:
(1) Tall merchandise (trees, piles of fertilizer) in the

center of the layout, or in front of areas contain
ing shorter merchandise.

(2) Merchandise or advertisements covering windows.
(3) High-rise displays in small-items areas.
(4) Fences.
(5) Signs, bannersand display fixtures.
(6) Aisles running perpendicular to view from critical

areas.

Ideally, buildings and tall merchandise should be kept to
the sides and back perimeter of the nursery. Aisles should
run parallel to the direction of view so you can look down
them from such critical areas as the check-out counter, car
loading area and office. An office near one side, and elevated
above the sales area can provide a good view, if glass area
is generous.

4. Aid Selling
The importance of a layout as an aid in selling depends

upon the familiarity of the customer with the particular
type of merchandise. The more frequently the customer
purchases a product, or the more informed he is is a result
of advertising, Consumer Reports articles, extension teach
ing programs, or talking with other users, the greater the
probability that he can serve himself. Conversely, the less
informed customer will want more point of purchase in
formation from the product, the display and/or the sales
man, before making a purchase decision. To maximize sales
while keeping labor costs low, the layout should permit
customers who can serve themselves, and want to serve
themselves, to do so, thus freeing salesmen's time for serv
ing the remaining customers.

Certainly most customers will need personal assistance
in selecting high value, technically complex and/or heavy,
dirty or bulky items such as power lawn mowers, insecti
cides and balled trees and shrubs. On the other hand, many
might prefer to pick out bird seed and bedding plants for
themselves. Salesmen who pounce on all customers as they
enter the door may "turn off some of the latter, and be
"too busy" with them to provide genuinely desired help
to others looking for higher value items.

Even with the larger items, frequently asked questions,
(continued page 4, column 1)
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HOT WATER TREATMENT

OF PLASTIC CONTAINERS

By: Arthur H. McCain
Courtesy: California Plant Pathology

Quite often it is desirable to reuse plastic pots, flats
and other plastic containers. Clay pots and certain kinds
of plastic can be steamed, but most plastic materials used
in plant production become soft and distorted when steam
ed or heated above 80°C (176°F). Chemical treatments
can also be used to treat plastic and clay pots. Of the chem
icals tested by Nichols and Joden (2), only formalin eli
minated seven common plant pathogens from clay or plas
tic pots. Formaldehyde fumes from formalin are irritating to
people and thus formalin is not popular. Although sodium-
trichlorophenate solutions might be effective and possibly
suitable for use in treating plastic containers, all traces
of the chemical must be removed by repeated washing to
eliminate the possibility of residues that could damage
plants.

Soil can be freed of all plant pathogens by heating at
160°F for 30 minutes. This treatment time takes into ac
count practical considerations such as heat penetration in
to clods, plant residues, etc. The actual time to kill fun
gus structures such as sclerotia, spores and mycelia at
160°F can be a matter of seconds. For instance, sclerotia
of Macrophomina phaseoli, a fungus that attacks crop
plants under high temperatures and drought conditions,
are killed by an exposure of 60 seconds at 60°C (140°F)
(1). Spores and mycelia of the geranium rust fungus are
killed by exposure in hot water at 122°F for 90 se
conds (3).

To determine if short exposures in hot water would
kill two common soilinhabiting plant pathogenic fungi
(Pythium ultimum and Rhizoctonia solani), dill seeds
(Anethum graveolens) were sterilized and colonized with
the two fungi. Ten such seeds were placed in small cot
ton cheesecloth bags and immersed in hot water for 1,
2 and 3 minutes at 60°, 65°, 70°, 75°, and 80°C.
Both fungi were killed in all hot water treatments, and
neither was killed by a cold water dip.

Two types of rigid and semi-rigid plastic pots were
immersed in water at 70°C (158°F) for 3 minutes and
longer with no distortion of the containers. However,

water did cause distortion of the more rigid80°C
pots.

Conclusions

Hot water treatment (70°C for 3 minutes) of plastic
containers is an effective method of eliminating some
of the more common soil-inhabiting plant pathogens.
Containers should be reasonably clean before treatment
to avoid clods and organic matter than might not reach
the treatment temperatures.

Since there are many kinds of plastic containers, it
would be advisable to test a few in hot water to be cer
tain that objectional changes in the plastic do not occur.
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(RETAIL LAYOUT OBJECTIVES from page 6)
side without cutting up remaining open space. Buildings
with demountable walls, floor level sills, and widely spaced
supporting columns can be opened up to retain the advant
ages of flexibility and visibility in the enlarged building.

Liquidation, for whatever reason, will prove most pro
fitable, (or least costly) if buildings are kept simple and
adaptable to a wide variety of uses. Much of the value of
most retail properties lies in the land because of its heavily
trafficed location. The less a potential buyer has to tear
down or remodel before going into business the more he
can afford to pay for the property. Likewise open land and
open buildings are usable by a larger number of potential
buyers, thus the chances of bidding the price up are better.
A realtor or assessor could prove helpful in appraising the
eventual saleability of various real estate improvements
before they are made. In general improvements to the land,
such as drainage, leveling, and paving, are more apt to be
of value to other businessmen than small, cut up, special
purpose or multistory buildings.

SUMMARY

The above objectives are not mutually exclusive. By
considering them when planning a layout most can be in
corporated. The result will be savings in labor and effort,
greater capacity for handling customers, higher sales per
customer, and greater total sales.

While the best time to plan a layout is before setting up
for business, even an established layout can often be im
proved at relatively low expense, using off season labor
when inventories are lowest. And if expansion or alteration
is contemplated, the only added cost of planning a more
functional layout may be the additional time spent in plan
ning. If you're going to do the job anyway you might just
as well do it right, and reap the profits. If you don't you
know your competition surely will!!

(VICE-PRES. AL EASTON from page 1)

Other organizations in which Mr. Easton has been active in
clude the Greater Egypt Criminal Justice Committee; the
Illinois Information Volunteers in Court Committee; the
Citizen Resources in Criminal Justice; the Jefferson County
United Fund; the Jefferson County Sheriff Office, of which
he is a Special Deputy Sheriff; the Rotary Club; Y.M.C.A.;
the American Legion; the Independent Order of Oddfellows;
the Amvets; the Veterans of Foreign Wars; the Elks Club;
the Eagles; the Kingsmen Auto Club; the International Show
Car Association; the Florist Designer Guild; FTD; the Illi
nois State Florists; and the Society of American Florists.
Among other finalists representing FTD regions was past
I.S.F.A. Director Avery D. Shepherd of Gilman, Illinois.

FLOWERS DEDUCTIBLE AS BUSINESS GIFTS

Reprinted from "The American Florist — Dateline"

Here's a reminder you might want to pass along to
customers: Flowers can \e sent as business gifts to cus
tomers, business associates, clients, employees/others and
deducted from income tax. Deductions generally limited
to $25 a donee each year. "Incidental" charges — pack
aging, insurance, mailing/delivery — can be omitted from
donor's cost. Example: if customer buys $25 floral
gift/pays additional $2 for packaging/delivery, he can
deduct entire $27 by treating $25 as business gift and $2
as otherwise deductible expense. A cost will not be con
sidered "incidental," if it adds substantial value to gift.

In summary: (1) more than one gift can be made to
a person in a year but total amount that can be deducted
for that one person's gifts can't exceed $25; (2) $25 limit
per person can't be bypassed by making gift to the per
son's husband, wife, or child; (3) $25 limit can't be
bypassed by making gift to a donee's corporations in cases
where the donee owns and operates other business as
corporations.

HOW YOU HELP SET INSURANCE RATES

Courtesy:

THE MICHIGAN FLORIST

You've probably heard people say, "What difference
does it make what it costs? I've got insurance!"

This attitude is one factor in the continuing rise in
the cost of Workmen's Compensation premiums. Many
people don't realize! that the number and cost of claims
for Workmen's Compensation directly affect the rates
you pay for this protection. The higher the cost of claims,
the more premium is required from all policyholders in
the state to pay the benefits.

As a result, the only possible way to reduce the cost
of p ,-miums for Workmen's Compensation insurance is
to prevent accidents through attention to safety. When
the number and seriousness of injuries is reduced, the
need for continued rate increases is also reduced.

A good safety program will help you do your part to
hold down many costs. The first step is to screen all job
applicants carefully, using an approved written applica
tion blank which you check out thoroughly with former
employers. Make sure you get a complete picture of the
applicant's health and work history, including any claims
he may have had for Workmen's Compensation insur
ance. After you've found the person you want for the
opening you have, take the time to see if he's fit for
the work you have in mind. Give him a medical doctor's
examination. Not until you have the doctor's report
should you hire anyone.

The new employee needs to be thoroughly oriented in
his duties and work procedures, including any hazards
he may face. He should be entirely familiar with what
he is to do and how to do it before being allowed to
work on his own. (The correct procedures are for his
own safety as well as best efficiency.) Careful, continu
ing supervision is required to keep him working safely
and productively.

When you take these steps you'll have gone a long
way toward reducing personnel problems and reducing
the cost of your overhead, too. In addition, you'll have
the satisfaction of a better safety record and the knowl
edge you are contributing toward lower* cost Workmen's
Compensation insurance.

(TIP TO SUPERVISORS from page 3)

• Incorrect timing—giving orders for tomorrow ten
minutes before quiting time, when you're both in a hurry.
Use the last half-hour of the day for organizing assign
ments to hand out in the morning.

• Exercising authority instead of enlisting coopera
tion. Generally speaking, a polite request or reminder
will get you more mileage than a formal directive.


