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New York State Flower

Industries, Inc. Is Born
New York State Flower Growers, Inc. Reorganizes

To Form New All-Industry Group

Effective on July 1, 1970. the New York State Flower
Growers, Inc. officially reorganized as the New York
York State Flower Industries, Inc. and began operation
under the revised Constitution adopted by the member
ship at the 1969 Annual Meeting. The major changes
wrought by reorganization are in program scope. Hereto
fore, active membership and programs have been oriented
toward commercial flower growers. The new Constitution
provides for active membership for growers, retailers,
wholesalers and horticultural suppliers, and broadens the
legislative, membership, education, research and con
sumer education programs to include the interests of all
flower industries in the State.

The reorganization of the New York State Flower
Growers, Inc. had its beginnings at the October, 1967
meeting of the Board of Directors. Philip Allen, then NY-
SFG, Inc. Vice President, and Chairman of the Confer
ence Board Committee, made this proposal:

"Long needed in this organization is a review of the
purposes, needs and aims of our present setup. Time
changes many things, and personnel change also. To
say the least the industry itself is constantly changing.
Some of the early goals and needs of the organization
have been fulfilled or have faded away. New ones are
constantly appearing and with them new methods of
communication and new faces. For the best interests
of the industry and of this organization it is proposed
that a study be made covering the past, present, and
future aims and needs of this organization. To do this
the study should cover all facets from membership to
Extension programs, from structural organization to
communications, and so on down the line."

The Board accepted Mr. Allen's proposal and the ad

(continued on page 5)

Herbert E. Forbach, Jr.
President

The President's Column
Welcome aboard the new look in state organizations.

Retailer, grower, wholesaler and horticultural supplier
are now all full members of the New York State Flower

(continued on page 5)
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Notes

for the

Retailer

Small Business Administration Leaflet, Starting and
Managing A Retail Flower Shop.

Authored by Paul R. Krone, Professor Emeritus, Mich
igan State University, the leaflet discusses such matters as
the amount of capital needed to operate a successful retail
flower shop, how to estimate sales volume, selection of a
good location, how to obtain financing, shop layout,
equipment needed, selection of employees, pointers on
selling, pricing and financial management. Copies are
available from the Small Business Administration Office,
Hunter Plaza, Syracuse, New York, 13202, at 55£ per
copy.

Head Dress Contest to be New Feature of
NYSFI Convention

Something new has been added to the agenda of the
New York State Flower Industries Convention at Syra
cuse this coming October. The committee is planning a
head dress contest to take place during the dinner on Sun
day night. Patterned after an affair of this sort that is
held annually in California, hats will be judged in the
afternoon and worn during the Sunday evening banquet
at which time commentary will be given.

Further information will appear in the . . . Bulletin. In
quiries can be directed to Carmen Cosentino, Cosentino's
Florist, 141 Dunning Avenue, Auburn, New York, or Miss
Marti Buckbee, Fisher-Buckbee Florist, South Warren
Street, Syracuse. Miss Buckbee is Chairman of this event.

American Florists Marketing Council Film Available

Want to see how you individually can benefit from na
tional flower advertising with your own local tie-in? Pre
cisely what AFMC offers you in national and local flower
promotion, public relations, and radio-TV-newspaper
ads? Write to Paul Dawson, AFMC Marketing Director,
901 North Washington Street, Alexandria, Virginia,
22314, and a film presentation will be arranged in your
hometown. Or telephone collect: Area Code 703-836-8700.
The AFMC film, prepared with cooperation from the Na
tional Broadcasting Company television network, has been
shown at seventy-five industry group meetings throughout
the U.S. Presentations will continue on demand this

spring and summer. Featured are AMFC flower ads and
flower skits from the NBC-TV Johnny Carson "Tonight"
Show, and demonstrations of the multi-media ways that
AFMC florists can advertise their shops and their prod
ucts, both locally and nationally.

A Word About Phalaenopsis Orchids from Carm
Cosentino, Cosentino's Florist, Auburn

For the retail grower who does a great deal of wedding
work and is willing to devote a few square feet of warm,
well shaded space to the plants a few Phalaenopsis orchids
can prove an asset. Our small collection is growing in a
65°F house at the north end against the head house wall.
From April through November we cover the area with a
double layer of green Saran cloth. Using several hybrids,
we have flowers on our hundred or so plants throughout
most of the year.
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Editors Note: To list events in The Florist's Calendar,
send program title, dates, and location to
Editor, New York State Flower Industries
Bulletin, Department of Floriculture, Cor
nell University, Ithaca, N. Y. 14850.

July 12-15 Teleflora National Conference, Camino
Real Hotel, Mexico City

July 25 Wholesalers/Growers Preconvention
Workshops, Roosevelt Hotel, New Or
leans, Louisiana.

July 26-29 S.A.F. Convention, Roosevelt Hotel, New
Orleans, Louisiana.

Aug. 16-19 FTD Annual Convention, Royal York
Hotel, Toronto, Canada.

Aug. 30 31, Long Island Flower Growers Associa-
Sept. 1 tion Conference, King's Grant Motel,

Plainview, Long Island.

Aug. 30- Florafax National Convention, Caesar's
Sept. 2 Palace, Las Vegas, Nevada

Oct. 5-7 National Bedding Plant Conference,Mich
igan State University, East Lansing, Mich
igan.

Sept. 1-7 New York State Fair, Syracuse

Oct. 10-12 New York State Flower Industries
Convention, Hotel Syracuse, Syra
cuse, New York.
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Part II

The Retail Garden Supply Business Today - and Tomorrow

Inventory Management For the Retailer
Ransom A. Blakeley

Assistant Professor of Horticulture, Purdue University*

The goal of inventory management is to minimize the
total cost of obtaining and holding a stock of goods in
anticipation of future needs. While we commonly think of
inventory management in terms of merchandisebeing held
for sale, the same concepts can be applied to inventories
of cash, labor, repair parts and time.

When the costs of ordering and carrying an inventory,
and the cost of being out of stock are known the amount
of merchandise to order so that total inventory costs will
be minimized can be mathematically determined with a
high degree of precision. In retailing, additional costs
cloud the picture; the cost of providing a sufficient inven
tory to attract customers and promote sales. These we
shall call the costs of effective selling. While accurate de
termination of the above costs is often very difficult, rec
ognition of their nature and application of some common-
sense operating procedures should improve decision-mak
ing ability and serve to guide the manager in the general
direction of lower inventory costs.

Ordering Costs
This category includes all costs incurred in acquiring

an inventory such as:
1) Placing the order. This includes the cost of station

ary, order forms, postage, secretarial help, phone charges,
and your own time. It also includes the time spent review
ing present stocks, and deciding how much to order, a
task which may take considerable time, or which may be
greatly simplified with the aid of decision rules.

2) Follow-up. Orders which are delayed or lost re
quire additional correspondence or phone calls to expedite
delivery.

3) Receiving, inspection and handling. Each time a de
livery is received someone has to stop whatever he is is
doing to sign papers and indicate where the order is to be
placed. In addition, the actual physical handling takes
time and labor. Inspection is advisable to make sure the
goods are in satisfactory condition. If not, claims must be
made out against the shipper or carrier. In addition, cus
tomer parking may be tied up by delivery trucks.

4) Payment. Here we consider not the actual cost of
the merchandise, but the cost of verifying totals, writing
and mailing checks, bank service charges, and entering
the transaction in our own banks.

With each of the above costs, an increase in the quan
tity ordered reduces the frequency of ordering, and lowers
the ordering cost per unit of merchandise.17 For example,
if a bag of fertilizer were ordered each time a customer
bought one, ordering costs might be $1.00 per bag. By
ordering 2 bags at a time, ordering costs per bag would
be $.50, or y2 what they were before. Ordering 50 bags

*Formerly Extension Associate, Department of Agricultural Eco
nomics, Cornell University.

at a time would reduce ordering costs per bag to ^otn °f
the cost of ordering only one. If ordering costs were the
only costs to be considered, the best inventory policy
would be to place one order for all future needs. Obvi
ously, the costs of carrying such a large inventory would
be prohibitive.
Carrying Costs

The cost of maintaining an inventory of goods until
customers decide to buy includes many diverse items.

1) Interest on Invested Capital. The cost of money tied
up in inventory is often the most important carrying cost.
The appropriate interest rate to use in computing this cost
will differ from one firm to the next depending upon its
financial position. The best alternative use of funds for
one firm may be to pay off a loan with an effective interest
rate of 6 percent. Another firm may be able to invest the
money to yield 12 percent, while a third may find that a
savings account earning 4 percent is the best it can do.
Interest costs, and most carrying costs, increase in direct
proportion to the value of the inventory.

2) Taxes. In states where personal property taxes are
levied on the value of inventories, there is an incentive to
maintain low inventories, or at least to work them down
when the tax assessor is due. Taxes are not an important
consideration in inventory management in New York
State since we have no personal property tax.

3. Obsolescence. While not as important for merchan
dise found in the Retail Garden Center, as, say, in a
women's clothing store, or an auto dealership, obsoles
cence may occur when the Food and Drug Administration
cancels a pesticide label, or a hardware manufacturer in
troduces a new model to replace an old one. Of course, the
larger the inventory, the greater the total cost of whatever
obsolescence does occur.

4) Market Price Changes. Most nursery crops aren't
subject to the extreme price fluctuations from one season
to another as is typical of many agricultural commodities.
But, using fertilizer as an example, a long run trend
toward lower nitrate prices would tend to discourage
holding fertilizer over from one year to the next.

The alternative of speculating on price increases is, at
best, a risky business. Most business men feel there are

1/ Receiving and handling costs, quantity discounts, and shipping
charges behave somewhat differently. Receiving and handling
costs have set-up and take-down components which cause unit
costs to decline as order size increases, but also have fixed unit
handling costs which cause unit costs to remain more constant.
For relatively small orders, set-up and take-down occupy a high
proportion of total receiving time thus causing unit costs to de
cline sharply as order size increases.

With quantity discounts and shipping charges, the same rate
per unit is arbitrarily applied to a range of quantities, thus
costs tend to decline in a stepwise fashion as order quantities
are increased.

(continued on page 6)
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Influence of Container Size
On Petunia Growth

J. W. BOODLEY

Professor, Department of Floriculture &Ornamental Horticulture, Cornell University

Bedding plant growers have a whole host of types,
shapes and sizes of growing containers to choose from for
production of their crops. These range from single pots
to the new multi-pot trays that are available.

One question that no one has answered satisfactorily is
that of the effect of container size on plant growth. Is
there an effect on newly transplanted seedlings? If so,
how does it show up? We all know that one way to check
the growth of a plant is to let it become pot bound and
then maintain it on minimum supplies of water and nutri
ents. This causes a severe hardening of growth which
many times the plant never outgrows.

If we restrict the growth of a plant in the early forma
tive stages do we slow down its rate of growth and thus
delay flowering? If this is true, then the bedding plant
producer should know this so he may choose the right
type of growing container.

Our hypothesis is that there is a correlation between
container size and plant growth. To test this, we ran two
studies. Our first was a pilot study which gave us an indi
cation we were on the right track. The second study was
made this spring. To eliminate the variables of spring
weather, the experiment was conducted in one of our
walk-in growth rooms. The plants were grown at a 75° F
constant day-night temperature. They were grown under a
16-hour daylength with cool white and incandescent light
that provided about 3000 foot candles of energy. Relative
humidity was maintained around 60-70%.

Seedlings of petunia cultivar 'Plum Purple' approxi
mately !/2 to %-inch in diameter were transplanted March
25, 1970. The growing medium used was commercially-
prepared Cornell peat-lite mix. The container used was the
newly popular multi-container known as the Cell-Pak<K>.

The plants were fertilized at each watering with 100
ppm N, P, and K. The plants were allowed to grow until
they had reached bud stage at which time they were har
vested. There were 24 plants grown in each unit size. Ten

Table. 1. 'Plum Purple' petunia grown in various size
multi-unit plastic trays. Figures are averages
for 10 plants.

Unit

#

Pak
Size
(in)

Ave.
No. of Length
Branches (in)

Fresh
wt.

(gms)

Dry
wt.

(gms)

1 VAxV/a 1.2 -z* 2.76 0.20
2 V/8 X 1% 2.0 -z* 4.33 0.28
3 2 xVA 4.1 0.5 7.11 0.39
4 2 x2 4.3 0.6 6.96 0.40
5 21/ox2'/» 5.4 0.7 7.89 0.46
6 2% x 2% 5.8 L2 10.24 0.50
7 3 x3 7.8 1.7 13.99 0.81

*-z Too small to measure.

plants were selected at random for a count of the number
of branches, average length of the branches, fresh weight
and dry weight. These results are presented in Table 1.

Petunia 'Plum Purple' plants transplanted into Market Packs March 25,
1970. Photograph taken April 14, 1970. Market Pack sizes from left to
right are: Unit #1 through 7 as defined in Table 1.

The results of this study show conclusively that as the
size of the growing unit increased there was a direct posi
tive correlation with all factors measured.

Although not statistically analyzed the data show the
two smaller containers had a very definite retarding effect
on plant growth. Units 3, 4 and 5 produced plants that
were similar in number of branches, average length, fresh
and dry weight. There was a tendency for slightly better
growth in the larger container.

As the volume of the container increased there was a
further improvement in plant growth. The number of
branches were greater, they were longer and the plants
weighed more both fresh and dry, a strong measure of
superior growth. Plants in the largest container were the
first to bloom.

From this study we can derive certain facts. There ap
pears to be a certain range of container size in which
petunias will grow most satisfactorily in a reasonable
period of time. This range is from a 2 x 1*4 to a 2ys x
21/y-inch measurement.

A unit size of 1% x 1% inches or less resulted in a
marked delay in the production of the plants as evidenced
by the number of branches, length of branches and fresh
and dry weight.

Use of a unit size of 2% x 2% and 3x3 inches resulted
in the largest plants being produced. Theoretically, this
relationship of size and increased growth could continue
ad infinitum, but it would probably level out at some con
tainer size.

Cell-Pak*"' containers used in study.

(continued on page 5)
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Influence of Container Size on Petunia Growth

(continued from page 4)

Although the largest unit used resulted in the largest
plants that flowered earliest, the choice of this container
must be made on the basis of the dollar return per square
foot of greenhouse area used. A 3 x 3 container requires
more than twice the space that a 2 x 2 container does. Can
you obtain twice the dollars for units produced in the
3x3 as opposed to the 2x2? This is a question to be
considered.

This study is by no means an exhaustive investigation
of the relationship of container size to plant growth. It is
intended to stimulate thinking about the choice of con
tainers. Petunias were the only crop grown. There are
very definite possibilities that other crops may respond in
a different manner. These possibilities should be investi
gated.

Petunia 'Plum Purple' grown in various sizes of Market Pack. Largest
packs resulted in largest plants and earliest flowering.

The President's Column

(continued from page 1)

Industries, Inc.: each has the privileges of full voting
membership. Each member is an important and vital en
tity in our state's multi-million dollar floriculture business.

We need to project ourselves as an "industry" to our
public. We need not be apologetic for our existence as a
"'small businessman" retail florist, grower, salesman,
seedsman, wholesaler, etc. It is not a problem to be
classed as "small" by United States Government stand
ards, i.e. under 1 million in sales, etc. We can be "small"
but successful! The real problems facing our industry are
inefficiency and a defeatist attitude toward our operation
and the industry's future. "Kicking spokes out of wheels"
is an easy task; have you ever tried to make a new and
better wheel?

Regardless of your age, you can be a "spoke" in the
new wheel of the New York State Flower Industries, Inc.
From 18 to 80+ we want and need your input on one or
more of our standing committees. One facet of the new
industry image is "the Convention"—fourteen hundred
kindred souls didn't just drop in on Syracuse last Novem
ber—teamwork by members of all industry segments
within New York State made this happen. And, it will hap
pen again this October 10-12. Your industry's joint effort
with other agricultural-based industries to be heard and
heeded in the legislative halls of our state is bearing fruit.
Equally important work on our industry affairs, education,

(continued on page 8)

New York State Flower Industries, Inc. Is Born

(continued from page 1J

hoc Committee listed below was appointed by President
Charles Luff to conduct the study:

T. Paul Newman, West End Greenhouses, Olean—
Chairman

Philip Allen, Ithaca Greenhouses, Ithaca—
Vice-Chairman

Gisbert P. Auwaerter, Bayport Flower Houses, Bay-
port

William L. Kasting, Jr., William F. Kasting Com
pany, Buffalo

Philip Riccardi, Henry J. Seagroatt and Co., Inc.,
Berlin

Paul Schneeberg. Sr.. Schneeberg Greenhouses. Say-
ville

E-officio: Charles Luff, Stone's Roses. Bayport. Presi
dent, N.Y.S.F.G., Inc.

Charles Wilton, S. S. Skidelsky Co., Prattsburg, Sec
retary- Treasurer, N.Y.S.F.G., Inc.

Advisors from Department of Floriculture and Orna
mental Horticulture, Cornell University:

Professor Carl F. Gortzig
Professor Robert W. Langhans

The Committee held a total of seven two-day sessions
during the next year and made its final report and recom
mendations to the Board at a special meeting held in Al
bany in September 1968. The Board accepted the report
with some modifications and asked the Committee to work
closely with them in implementing it during the next two-
year period. During 1969, an intensive effort was made
by Board members through a series of articles in the
NYSFG Bulletin and through presentations at regional
florists' meetings to acquaint the membership with the pro
posed reorganization. At the Annual Meeting held at the
New York State Flower Industries Convention at the

Hotel Syracuse, the membership approved the necessary
revision of the Constitution which called for reorganiza
tion as the New York State Flower Industries, Inc. and
the development of programs industry-wide in their scope.

Complete details of the reorganization are outlined in
the series of articles by John L. Brookins, Orchard Park
and T. Paul Newman, Olean in NYSFG Bulletin Numbers
283, 284, 285, 286. The revised Constitution and an ar
ticle interpreting it appear in NYSFG Bulletin Number
287.

The first Officers and Board of Directors of the New-

York State Flower Industries, Inc. are:

President—Herbert E. Forbach, Jr.
Forbach's Flower Shop
993 Kensington Avenue
Buffalo, New York 14215

Vice-President—Charles L. Luff

Stone's Roses, Inc.
P. 0. Box 845

Bayport, Long Island, N. Y., 11705
Secretary-Treasurer—Charles Wilton

S. S. Skidelsky Company
R. D. #1
Prattsburg, New York 14873

(continued on page 6)
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New York State Flower Industries, Inc. Is Born

(continued from page 5)

Board of Directors:

Mr. T. Paul Newman. West End Greenhouses, Olean, New
York 14760.

Mr. Carmen G. Cosentino, Cosentino Florist, 139 Dunning
Avenue, Auburn, New York 13021.

Mr. Richard D. Chapin, Chapin's Flowers and Chapin
Watermatics, Inc., 368 N. Colorado Avenue,
Watertown, New York 13601.

Mr. Al Celano, Dauernheim, Inc., Jerusalem and Wantagh
Avenues, Wantagh, New York 11793.

Mr. William L. Kasting, Jr., William F. Kasting, Inc., 362
Oak Street, Buffalo, New York 14203.

Mr. Gisbert P. Auwaerter, Bayport Flower Houses, 940
Montauk Highway, Bayport, New York 11705.

Mr. John L. Brookins, Jerry Brookins, Inc., 6690 East
Quaker Street, Orchard Park, New York 14127.

Mr. George Kobylarz, George's Greenhouses, Newark Val
ley, New York 13811.

Mr. Robert Mayer, Mayer's Flower Cottage, 399 Medford
Avenue, Patchogue, Long Island, N. Y., 11772.

Mr. Donald Vandenberg, Hillside Greenhouses, Kaempfer
Lane, Liberty, New York 12754.

Committee lists and reports appear on page 7.

In their 1970 New Year message to the membership,
{NYSFG Bulletin 289) the Officers and Directors of the
New York State Flower Growers, Inc. reviewed reorgani-
zational developments in this way:

"1969 marks the end of a decade of change and chal
lenge for all Americans, and particularly for the small
businessman in our society. For the New York State
Flower Growers, Inc., the era has been one of critical
self-study, one in which newly emergent needs have re
quired us to tailor our traditional objectives and pri
orities to more effectively cope with the contemporary
business environment.

"But our organization can look with pride upon its
response to the challenges of the '60's, because we have
met them in such a way that we now enter the decade
of the 1970's equipped with a new organization, a new
and highly relevant set of purposes, and perhaps most
important, a vigorous, enthusiastic spirit reminiscent of
that which existed in the early 1940's among the
founders of our organization.

"T. S. Eliot has written,
'What we call the beginning is often the end
And to make an end is to make a beginning.
The end is where we start from '

For the New York State Flower Growers, Inc., 1970
represents an end—but for the New York State Flower
Industries, Inc., it is the "the end . . . where we start
from. . . " We invite you to join us in this most signifi
cant beginning to make it as fruitful and worthwhile a
venture as the New York State Flower Growers, Inc.
has been for the past 30 years or more.

Charles Luff Charles Wilton
Vice-President Secretary-Treasurer

New York State Flower Industries, Inc.

Inventory Management for the Retailer
(continued from page 3)

enough risks in their business without looking for more.
Keeping inventories low will reduce your chances of mak
ing any spectacular "killings", but it will also reduce your
chances of going broke.

5) Deterioration and Spoilage. Fertilizer may gather
moisture and become lumpy; bags may weaken and tear,
or become dirty; shrubs die, or the burlap deteriorates,
all of which makes the product less saleable. In general
deterioration proceeds so gradually that the manager may
not notice the change. But to customers, who see the mer
chandise much less frequently, the changes are more
apparent.

Displays which automatically provide first-in-first-out
stock rotation can help but where customers have free
choice, the most effective way to reduce losses from spoil
age or deterioration is to maintain a small stock and re
place it frequently.

6) Insurance. Risk of loss by fire, flood and theft are
commonly shifted to an insurance company, but still the
premiums must be paid. The larger the inventory the
higher the premiums you can expect to pay for protection
from these risks.

7) Storage Costs. These include the cost of such
"housekeeping chores" as dusting the shelves or watering
and weeding the shrubs. The cost of operating a refriger
ator or providing heat needed to prevent plants from freez
ing would also be storage costs. The actual cost of provid
ing and maintaining the storage space or facilities is an
important but difficult factor to appraise. As long as you
have empty storage or sales space, the cost of space for an
additional unit of inventory may be zero. But when that

space is filled, the cost for an additional unit of inventory
jumps to the cost of converting parking space to sales
area, or the cost of buying adjacent properties and con
verting them to storage. Each addition to an inventory ad
vances the date when space becomes critical.

(To be continued next month)
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New York State Flower Industries, Inc.
Committees Already At Work

Our new committees have been at work since last Octo
ber laying the ground work for reorganization and for
new programs. Here are brief reports from their chair
men:

Industry Afiairs Committee:
Harold B. Brookins, Jerry Brookins, Inc.

Orchard Park

Mel Dauernheim, Dauernheim, Inc. I Co-
Wantagh [ Chm.

Herbert E. Forbach, Jr.,
Forbach's Flower Shop, Buffalo
Our Committee has had an active part in all ses

sions of the Conference Board of Farm Organiza
tions, a body which represents the major agricultural
industries in the state to the Governor.—Herb.

Education and Research Committee:
T. Paul Newman, West End Greenhouses, Olean—

General Chairman

Our portion of the E & R Committee is concerned
with industry-preparatory education. We have ob
tained participation of both industry members and
educators in our work, and numerous projects are
underway. We will list committee members and re
port on activities in the August issue.—Paul.
Research Sub-Committee: John L. Brookins, Jerry

Brookins, Inc., Orchard Park
The Research Committee is organizing to insure

that industry members and researchers establish ef
fective liaison.—John.
Membership Education Subcommittee: Hugh Burrell,

Mary and Bell Flower Shop, Amsterdam
Our Committee works primarily through our Con

vention and Bulletin sub-committees, both of which
are hard at it, as this issue of the Bulletin, and the
unfolding program of the 1970 Convention, demon
strate.—Hugh.
Bulletin Sub-committee: Raymond J. Galley, Jr., J.

H. Galley Florists, West Seneca
The Bulletin Committee has met regularly to de

velop the new format of our publication. We plan
something for each industry segment. We have or
ganized 4 regional committees to channel news and
ideas to our editor. We hope the Bulletin will become
as important to you as your daily paper.—Ray.
Convention Sub-Committee: Donald S. Phelps,

Phelps Florist, Rochester
The 1970 Convention planning is well along—an

outstanding program is in the making. See you in
Syracuse.—Don.

Consumer Education and Information Committee:

To be appointed.
Finance Committee:

George Kobylarz, George's Greenhouses, Newark
Valley
In the past year we made a study of the finances of

the N. Y. S. Flower Growers, Inc. By analyzing re
ceipts and expenditures for the past five years, we
determined that our situation was deteriorating be

cause of both decreased receipts and increased expen
ditures. To correct this situation, we recommended
that dues be increased to $20.00 for active member
ship and $7.50 for associate membership, a change
which was approved unanimously by the Board. We
did not feel that expenditures should be curtailed
since the Flower Industries, Inc. will embark on an
expanded program to enable us to have a greater im
pact on the flower industry in New York State.—
George.

Membership Committee:
William L. Kasting, Jr., William F. Kasting Co., Buf

falo

See our Open Letter on page 11.
Insurance Group Committee:

William L. Kasting,Sr., William F. Kasting Co., Buf
falo

We continue to work closely with our insurance
firm for the Industry's benefit.—Bill.

Insurance Committee:

Herbert E. Forbach, Jr., Forbach's Flower Shop,
Buffalo

We're organizing!—Herb.
Nominating Committee:

Gisbert P. Auwaerter, Bayport Flower Houses, Bay-
port

My Committee of Paul Newman and James Edgar
are busy lining up a slate for presentation in the Au
gust Bulletin.—Gis.

Social Committee:
To be appointed.

State Fair Committee:

Carmen Cosentino, Cosentino's Florist, Auburn
The State Fair Committee consists of Carmen Cos

entino, Chairman, and Ken Felthousen and Edward
Clauss. We have reviewed our organization's partici
pation in the State Fair and have made recommenda
tions to the Board that will make for a better show,
more enthusiasm on the part of exhibitors and, hope
fully, more publicity for New York State flowers.—
Carm.

N.Y.S.F.I., Inc. Emblem Committee:

John Brookins, Paul Newman and William Kast
ing, Jr. served as a Committee to develop the new
emblem which appears for the first time in our mast
head. The Department of Communication Arts at
Cornell University worked with the Committee to
make the final design.

Cornell University faculty are working closely in
an advisory and liaison role in support of committees.

In submitting his report, Paul Newman, Education &
Research Committee, added this note:

"The tone of the 1970's is before us. It is our privi
lege to cooperatively enjoy and profit together in this
decade. More people are needed from all across our
membership spectrum to participate on working com
mittees to insure the greatest return from this promis
ing decade."
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A Look At New York

Flower Production

And Sales-1969
Dana C. Goodrich, Jr.

Professor, Department of Agricultural Economics

Cornell University

Editor's Note: In the February issue of the NYSFG Bul
letin, at the request of the U.S.D.A.'s Statistical Reporting
Service, we urged growers to complete and submit their
survey form promptly. The result of grower cooperation
is the excellent data on production and sales of flowers
and foliage plants compiled in the report on which Dr.
Goodrich bases the following anaylsis. Growers who par
ticipated in the survey should have received a copy of the
complete report. Other interested persons may obtain a
copy from U.S.D.A.'s Statistical Reporting Service, Crop
Reporting Board, Washington, D. C.

New York growers selling at least $2,000 in florist
crops during 1969 reported selected flower marketings
worth $9.6 million at wholesale prices. This is an increase
of five percent from the year earlier and compares with
an increase of six percent for the 23 states in the crop
survey conducted annually by the USDA.17 A 20 percent
increase in the wholesale value of roses, a result mostly of
higher unit prices than the year before, accounted for the
rise in total New York marketings. (Tables 1 and 2) The
value of pompons was higher than in 1968 but the value
of other reported crops (standard mums, carnations,
gladioli, and potted mums) declined.

Intentions of New York growers for 1970 indicate that
only miniature carnations and miniature or sweetheart
roses will increase over 1969. However, most anticipated
changes were small and, on the basis of past year's per
formances, they may turn out to be poorly related to
actual results.

A 22 percent increase in volume of miniature carna
tions, a 10 percent drop in volume of standard carnations,
and a slightly lower average unit price resulted in an 8
percent decline in wholesale value of all carnations mar
keted by New York growers.

Standard chrysanthemums declined both in number and
value, but pompons increased by 6 and 8 percent, respect
ively. Nationally, both volume and value of standard
mums and pompons showed increases but those reported
for the former were smaller.

Increases in rose volume and value in New York ex
ceeded the national rates. New Yorkers benefiited from
sharply higher unit prices on hybrid teas as marketings
changed but little.

Potted mums declined in both volume and value in
1969 compared to increases nationally.

x/ Flowers and Foliage Plants, Production and Sales, 1968 and
1969, Intentions for 1970 in Selected States, Sp. Cr. 6-1 (70),
Statistical Reporting Service, USDA, April 1970.

The Wholesaler's C

U.S. Chamber Chief Economist to Keynote
WF&FSA Annual Meeting Luncheon

The keynote speaker for the WF&FSA's Annual Meet
ing Luncheon at the SAF Convention on July 26 will be
Dr. Carl Madden, Chief Economist for the United States
Chamber of Commerce. He will examine the present eco
nomic environment and related factors, as well as project
a future economic picture as he sees it. An informal, open
discussion will follow his address. Further activities have

not been scheduled for Sunday afternoon so as to allow as
much time as possible to converse with Dr. Madden.

Wholesalers/Growers to Meet at Pre-Convention
Workshops

"The Wholesale Florists and Florist Suppliers of
America is acutely aware of the pressing need for a revi-
talization, a renewal of the bond between the producer
and distributor of the floral industry," so stated Robert P.
Eldridge, WF&FSA Annual Meeting Chairman. "In direct
response to that need, this Association will sponsor a full-
day, pre-S.A.F. convention program devoted to defining
the mutual responsibilities between wholesaler and grower
and establishing constructive measures to improve that
relationship and correct any existing inequities."

WF&FSA's wholesaler/grower program—open to all
industrymen—will take place at 9:00 a.m. on Saturday,
July 25, at the Roosevelt Hotel, New Orleans, Louisiana.
Participation in the program necessitates an early conven
tion arrival.

Every wholesaler and grower who is genuinely con
cerned about the future of the industry is urged to par
ticipate. Reservations are required. WF&FSA Headquar
ters will distribute reservation cards in the near future. If
you do not receive a card in the mail, request one from
WF&FSA Headquarters Office, 901 North Washington
Street, Alexandria, Virginia 22314. Telephone (703) 549-
6565.

The President's Column

(continued from page 5J
research, publication and other committees is also under
way. We invite your participation.

We want your help in "running the show"—The New
York State Flower Industries, Inc. Just let us hear from
you. The free giving of precious time from your business
and family is what your Directors and committee mem
bers are doing to keep the industry viable and prosperous
in New York State. We want you with us. Please join us
in this necessary and exciting venture—building for the
future of our floriculture industry in New York State.

Herbert E. Forbach, Jr., President

Caution should be used in evaluating one-year changes
since unusual circumstances could produce results counter
to long-run trends. For instance, the 1959-to-1969 com
parison of wholesale value of selected crops in New York
shows declines in carnations and pomponsbut increases in
roses and standard and potted mums.

(continued on page 10)
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