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Planning for Profitable
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There is too much risk involved in any business opera
tion to allow you as a manager to operate without plan
ning. Many American businesses are planning up to 20
years in the future, however, most businesses have at
least a plan for the next year of operation. There are
many reasons for planning, but the most important are:

1. The ability to predict the time of receipt of revenues
from sales; this is especially important where season
al sales and credit agreements are involved.

2. The ability to plan for expenditures, especially ac
counts payable—where short term needs for cash
are involved.

Is it possible to plan in a bedding plant operation? Yes!
Because you have a limited selling season, you have a pre
dictable production time for each crop, and you have a
limited period to order seeds and supplies.

You may now ask, how do I plan. Most bedding plant
growers have been planning off the top of their heads for
years. Well, now is the time to extend your planning with
the aid of pencil and paper.

What should I know to plan successfully? The follow
ing list should help:

1. Your past sales records by variety.
2. Requests by your customers for certain varieties, es

pecially new ones.

3. New varieties which are more appealing to the mar
ket, and easier for you and the homemaker to grow.

4. A feeling of what your competitors will grow. This
does not have to be exact. You could feel that no
one will be likely to grow certain varieties, so you
can fill the gap. Or you could gear most production
to new varieties and be ahead of competition.

5. A feeling of what the market wants both in terms of
varieties and containers. This again does not have
to be exact. Just remember that 75% of inexperi
enced purchasers buy plants in bloom.

6. Finally, you will want to have a profit goal. You can
set this as an increase over last year's profit, or as a
return on investment basis after you have excluded
expenses and your salary. From this you should be
able to estimate the total quantity of plants to pro
duce.

Noiv, take what you know, what you feel and what you
need and start planning.

(continued on page 7)

Is Your Business

Growing?
C. A. Bratte.\ and G. H. Thacker

Department of Agricultural Economics,
Cornell University

Every successful business must grow! There is often
mental resistance to this philosophy, but it is inevitable.
To attempt to remain static is to fall backward. There are
too many factors beyond the control of the farm operator
to allow him to reach a position and hold it without
growth. Growth involves a variety of things about the
farm business. It can involve numbers, it almost certainly
involves dollar volume of sales, and should include growth
in the capabilities of the personnel and the physical plant
for effective production.

Much of the mental resistance to the inevitability of
growth results from our interpretation of growth as mean
ing expansion in numbers, which the other fellow is
forever doing to our disadvantage. Growth does often
require expansion in numbers or size, but unless it is ac
companied by growth in the other factors mentioned, it

(continued on page 7)
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Notes

for the

Retailer

Telephone Selling1
Paul R. Krone

Since a large percent of sales in most flower shops comes
in over the telephone, your employees should get special
training for handling these calls. Telephone selling is
harder than selling on the floor because you have to build
word pictures that will enable the customer to visualize
what you are describing. It requires a thorough knowl
edge of the merchandise and of the types of arrangements
that are suitable for each occasion. Here are some sug
gestions on telephone selling.

Suggestions for You
* Have enough extensions so that incoming calls can

be answered promptly and without unnecessary steps for
your salespeople.

* Have the telephone company check to make sure that
you have enough incoming lines. Customers trying to
reach you should not get too many busy signals.

* Keep pencils, order forms, and scratch pads handy
to each phone.

* Also keep at each phone a list of the flowers you have
available, along with recommended suggestions and
prices.

* If possible, have the phones located so that the per
son answering the call can see the refrigerator or display
area. This will help the salespeople to remember just what
is available and to give word descriptions of items you
would like to sell.

* Have the phones in a quiet place, or use booths that
reduce interference both in receiving and transmitting. If
you have an employee with hearing difficulties, ask the
telephone company to install phones on which the receiv
ing volume can be adjusted.

* Work out a series of abbreviations to help in writing
up orders quickly. But be sure that they are standard
throughout the shop and that everyone understands them.
A typical example is "BWSR" for "Best wishes for a
speedy recovery"

Suggestions ior Your Salespeople
* Answer the phone promptlyand courteously. Usethe

firm name and your own in answering so that customers
will know with whom they are speaking. Keep a smile in

*An excerpt from: Starting and Managing a Retail Flower Shop, by
Paul R. Krone. The Starting and Managing Series, Volume 18,
Small Business Administration, Washington, D.C. 1970.

your voice. A pleasant "Good afternoon" or "Good morn
ing" eases the start of the conversation.

* Don't answer the phone chewing gum or with a cig
arette or cigar or food in your mouth.

* Keep your voice pleasant. Moderate it to show sin
cere friendliness and helpfulness.

* Get the customer's name as early in the conversation
as possible. Write it on a scratch pad unless he has already
stated definitely that he wants to place an order. If he
has, write the name directly on the order pad. If you
write the name down, you are less likely to forget it and
have to ask the customer to repeat it later in the conver
sation.

* Use the customer's name when you are speaking. Try
to visualize the person you are talking to and keep the con
versation on a person-to-person basis. Avoid being
mechanical or impersonal.

* Get all the facts. How are the flowers to be used?
When will they be needed? Does the customer prefer cer
tain kinds of flowers or colors or types of arrangements?
Make some helpful suggestions.

* Make the sale definite, and be sure to record all the
details—what is to go into each order, to whom it goes,
the price, to whom it is to be charged, the date and time
of the delivery, and the information or message to go on
the card to be enclosed.

* Be sure that all information and spelling are correct.
The letters B, C, D, E, and G all sound much alike, as does
S and F. You can make sure that you have the correct
spelling by using a word starting with the letter in ques
tion—for example, "B as in Boston."

Also, be very careful about figures—60 and 16, for in
stance, sound very much alike. Be sure to identify them
before you record them.

* Use telephone selling to move items you want to
move, but never attempt to force something on the cus
tomer he doesn't want. If you try to oversell, it's easy for
him to hang up and call someone else.

On the other hand, don't undersell, as suggested before.
Make the merchandise sound so attractive that the cus
tomer will buy the recommended item at a price that sat
isfies both the store and the customer.

* Be a good listener, but direct the conversation as
much as possible.

* Let the customer hang up first.

1971 NYSFI CONVENTION

October 2-4, 1971

Syracuse, New York

NEW YORK STATE FLOWER INDUSTRIES, INC.
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Completes Degree

Dr. Robert Kaltaler completed the requirements for the
Ph.D. degree with a thesis on "Respiration and other
Post-Harvest Physiological Phenomena of 'Red American
Beauty' Roses as Affected by Various Chemicals" under
the direction of Dr. Jim Boodley.

This study involved a very thorough investigation of
the components of the Cornell Solution and their effects on
roses. Another important phase of the work was the meas
urement and the effect of ethylene on cut rose life.

Bob is continuing on at Cornell for one year as a Re
search Associate. His efforts will be directed toward a fur
ther clarification of the processes that affect the post har
vest life of cut flowers.

The President's Message
Why would you become

a member of New York
State Flower Industries.
Inc.?

Let's explore one of the
possible reasons:

New York State Flower
Industries, Inc. is a repre
sented member of the New
York State Conference
Board of Farm Organiza
tions. The purpose of the
Conference Board is to de
velop legislative programs
beneficial to the agricultural industry including floricul
ture.

Significant members, in addition to New York State
Flower Industries Inc., are: Agway, Dairylea, Agricultural
Business Council, Farm Bureau, State Co-op Council and
the Horticultural Society, etc.

Your Board of Directors has designated Mel Dauern-
heim of Dauernheim, Inc. Wantagh, Long Island; Harold
Brookins of Jerry Brookins Inc., Orchard Park; and
yours truly as members of the Legal and Legislative Com
mittee of New York State Flower Industries, Inc.

It is our job, therefore, to establish the important legis
lative subjects that are imperative to the success of our
industry. We do this by reviewing favorable or unfavor
able actions contemplated for our industry by the New

William L. Kastinc, Jr.
President

York State Legislators. Recommendations of our Legal
and Legislative Committee are voted upon by your Board
of Directors on your behalf. These actions are then
brought to the attention of the State Legislators with the
backing of your organization.

New York State Flower Industries, Inc. is a very sig
nificant organization on its own because of the member
ship involving a great portion of business in floriculture.
Of course, the greater the membership, the greater the
impact its voice has on all important issues.

Those of you who read this are members of this Organ
ization. There is a need for greater representation.

Why not enlist your business associates (Grower,
Wholesaler or Retailer) as members of New York State
Flower Industries, Inc.?

Twenty-two new members have recently joined. We
welcome their participation.

Remember, your directors should hear from you in or
der that they may do a successful job on your behalf.

SOCIETY OF AMERICAN FORISTS
CONVENTION

July 25-28, 1971

MINNEAPOLIS, MINNESOTA

Guidelines for the Safe Disposal of Surplus
Pesticides and Empty Containers

(continued from page 4)

(iii) Returnable containers shall be
rinsed as in b-l-i above, tight
ly closed to prevent leakage,
the exterior cleaned, and the
containers returned to sup
plier.

(2) Combustible Containers of Pesti
cides Shall Be Disposed of as fol-
loivs:
( i ) At the same sites as approved

for non-combustible con
tainers—See Section 154.5-a.

(ii) Small quantities of combus
tible containers may be
burned with permission under
the applicable provisions of
the Public Health Laws and
rules and regulations existing
thereunder, except containers
of volatile hormone herbi
cides.

(c) Surplus or unused pesticides shall be dis
posed of by burial with at least 18 inches
of compacted cover in such a manner and
at such a location within the disposal
area that ground or surface water is not
contaminated.

154.6 Re-use of Pesticide Containers
(a) No pesticide container shall be sold or

used for the storage of human or animal
food or water nor shall such containers
be used for the storage of cooking uten
sils, dishes or clothing.

(b) No pesticide containers shall be sold or
used for any other purpose unless such
purpose has been approved by the Com
missioner and the containers have been
properly cleaned.
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The Grower's Page

Leaf Rollers
R. G. Helgesen and R. N. Freeman

Department of Entomology, Cornell University and
Cooperative Extension, Long Island

In the Rose Manual Floyd Smith considers the omniv
orous leaf roller, Platynota stultana, as the major leaf
roller pest of greenhouse roses. It is now widely distrib
uted and a common problem in New York State. Unfor
tunately, the omnivorous leaf roller has survived the ap
plications of insecticides that have eliminated, or reduced,
other leaf roller species affecting roses. This insect causes
so many problems and losses to rose growers throughout
the year that its life history and control will be discussed
in this article.

Description and life cycle: The adult leaf rollers are
variably colored light and dusky shades of brown. They
are active from twilight to dawn and rest during the day.
During the night females lay eggs on the upper surface of
the rose leaf in flat clusters that contain from 20 to 100
or more eggs. The pale green eggs are cemented together
in an overlapping, shingle-like manner. The average fe
male lays about 300 eggs, but some may lay over 500.

Larvae hatch after about nine days at 70°F and often
most of the larvae in one cluster will appear within a few
minutes of each other. The newly hatched larvae are only
about y10 inch long, but they manage to scatter in all di
rections to find separate, narrow crevices in tender leaf
or bud tissues where they begin feeding. After four to six
days they have matured sufficiently to web together, or
roll, several leaflets into a 'nest' in which they feed. It is
the period from hatch to formation of the 'nest' that the
larva is most vulnerable to insecticidal control.

It is usually necessary for the larva to sever the leaf pet
iole during the rolling process. Once inside the 'nest' the
larva is relatively well protected from outside influence.

Figure 1. A good diagnosis of the leaf roller presence is the folded or
rolled leaf as shown. (Photo courtesy of USDA, No. TC 7417).

One to six 'nests' may be used to complete the five larval
instars, which take from 30 to 50 days.

Pupation inside the 'nests' lasts about nine days, so total
developmental time from egg to adult varies from 50 to 65
days. Adult females lay eggs two days after emergence
and continue oviposition and intermittent mating for ap
proximately one week. They take only small drops of
water as nourishment and die a few days after termination
of oviposition. Adult males can live as long as 13 days.

Figure 2. Besides the unsightly folding of the leaf, the larva does consid
erable feeding damage as shown on this rose leaf. (Photo cour
tesy of USDA, No. TC 7410-D).

Figure 3. The triangular-shaped adult is colored with variable shades of
brown and is active (and lays its eggs) from dusk to dawn. (Photo
courstesy of USDA No. TC 7427).

Control: Smith suggested in the Rose Manual six appli
cations of dichlorvos aerosol used once a week at a rate of
one pound of 10% aerosol per 50,000 cu ft or the equiva
lent as mists will bracket the development of most larvae

(continued on page 7)
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Leaf Rollers
(continued from page 6)

in a generation and kill adults and young larvae of the
first three instars but not older larvae in the last two in-
stars, pupae or eggs. However, 10 or more applications
may be needed to cover the prolonged developmental
period of some larvae.

Materials which have proved to be effective are dichlor
vos; bacterial suspension such as Thuricide, Biotrol and
Dipel; Sevin; Dylox (may cause injury to foliage); par-
athion (used before or after sulfur causes leaf drop);
Methoxychlor; Dithio; and naled (Dibrom).

Speeding Up Soil Test
Reports to Growers

Many growers have expressed concern about the time it
takes to get soil test reports back from the Floriculture
Soils Laboratory at Cornell. Dr. Boodley was consulted on
this problem and this is what we suggest to speed things
up:

—Mail all samples first class and special handling.
—Label all samples correctly (grower's name and ad

dress, house and bench number, crop, etc.).
—Fill out the information card completely if you want

proper recommendations.
—Dry and screen soils before mailing—this procedure

will take at least one extra day if done at the lab.
—Address soil test boxes properly. There are other soil

test labs on campus. If the samples arrive at the
wrong lab, results can be delayed for long periods of
time. Address samples to "Floriculture Soil Test
Laboratory, Department of Floriculture, Plant Sci
ence Building, Cornell University, Ithaca, N. Y.
14850

Your cooperation in following the above procedure would
be appreciated for best results and faster service.

Is Your Business Growing?
(continued from page 1)

may not help meet useful goals. The goals of the farm
family are the real justification for growth of the busi-^
ness. Growth or expansion which proceeds to the detri
ment of family goals, even if economically successful, is
ridiculous.

One of the most valuable uses of a good system of farm
accounting is for checking, charting and planning an or
derly growth of the business. An annual farm business
account summary should be designed to yield a variety of
measures which will indicate both progress and problems.
Growth results from making the right decisions at the ap
propriate times. Trial and error decisions can be more
costly than decisions based on knowledge of the business
performance as documented by good records.

Not all characteristics of growth can be charted easily.
The successful development of an improved atmosphere
of employee-employer relations meets one growth criteria.
It represents growth in the capabilities of the personnel
for efficient production. We even know greenhouses where
we think adoption of a sustained policy of keeping the
place cleaned up and free of unnecessary mess and clutter
would represent significant growth. It might also improve
employee relations.

Planning for Profitable Operations
(continued from page 1)

For example if you make 20 cents profit on each market
pack, and have a $10,000 profit goal, you will need 50,000
market packs to reach that goal. You will, of course, ad
just this if your profit per pack is higher or lower, and you
sell more than just market packs.

Since you have a total production goal of market packs,
you have to refine this in terms of varieties. Here is where
your past sales records, customer requests, feeling of com
petition and market feeling enter. Only you in your par
ticular situation can do this, any example I provide would
not help.

Now that you have the desired quantities of each variety
set, you should plan out a production schedule. I would
start with the selling season and plan back to the seeding.
For example, you want to ship every 14 days to your cus
tomers, and you want to ship a mixed load, or a number
of different varieties on each shipping date. [Remember
here that most customers want plants in bloom, so you
have to schedule sufficient production time to bring-the
plants into bloom.] You know the production time of each
variety to be produced, so you can mark on a calendar
each shipping date, and then trace back to the seeding
date.

Let's retrace the scheduling steps involved, and give an
example schedule.

Scheduling Steps:
1. Total production
2. Varieties to be produced
3. Varieties to be shipped at each date
4. Production time for each variety
5. Seeding time for each variety to be shipped on a cer

tain date.

Example Schedule:
Variety Delivery Date

1 May 1
2 May 10
3 May 15
4 June 1

Production Time Seeding Time
60 davs Mar. 1
75 days Feb. 24
60 days Mar. 15
70 days Mar. 23

Now as the final part of planning, let's consider the pro
duction of the crop and the layout of the operation.
Because of the labor situation you want to reduce handling
to a minimum. This can be accomplished by more mecha
nization, direct seeding and any number of labor saving
machines and procedures. Let me add one idea. Why don't
you try to zone production according to delivery dates?
Here you could put flats of just germinated plants in one
area, to be grown on to a specific sale date. This would
reduce the time required for assembling orders, and re
duce the chance of damaging finished material in the as
sembling process. I believe this will work since most of
your varieties will require the same amount of care dur
ing production, so you can group several varieties in one
place. If you find it necessary to change the varieties to be
shipped, you easily should be able to pick varieties from
the next shipping date.

It is often hard to plan and schedule the first time you
do it, but it becomes easier as you work on it. Don't be dis
couraged by initial inaccurate results, planning is never
exact but it is a good start toward profitable operations.

SOCIETY OF AMERICAN FLORISTS
CONVENTION

July 25-28, 1971
MINNEAPOLIS, MINNESOTA
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Industry News and Views
by Ralph N. Freeman

Ted Sabelis Appointed to SAF Committee
Ted Sabelis, Fred C. Gloeckner Co., Inc., New York

City was recently appointed to the International Trade
Committee in the Society ofAmerican Florists. Also newly
appointed by chairman James Vosters, Vosters Nurseries,
Inc., Miami, Florida were W. Pomeroy Thompson. W. W.
Thompson Co., West Hartford, Connecticut and Fred
Wesemeyer, A &W Glads, Inc., Fort Myers, Florida. The
announcements were made by SAF President Jack Kauf
man.

'Toward the Year 1985' Now Available
"Toward the Year 1985: Growth and Change in Orna

mental Horticulture' written by Dana C. Goodrich, Jr. is
available to all industry members. This report is one of
a series of 14 which focus on the future of New York's ag
ricultural industry, recreation and urbanization. This
technical and analytical report which takes a look at the
florist industry, reviews changes occurring in the past,
what is most likely to occur in the future, and which fac
tors are most important bringing about changes. Your
library should have this report to help you plan for the
future. It is available from Mailing Room, Building 7,Re
search Park, Cornell University, Ithaca, New York 14850.

Hudson Valley Extension Associations
Hold Poinsettia School

Jan Jansen, Cooperative Extension Agent, Middletown,
and two other agents in the area, James Ashton, and Fred
Marshall, held a poinsettia school in early December. Top
ics for discussion were Poinsettia Varieties by Dr. Robert
Langhans; Systemic Fungicides and the Role They Can
Play in Poinsettia Production by Dr. C. E. Williamson;
and Control of White Fly—the Biological Control Method
by Dr. Robert Helgesen. The various topics precipitated
a lot of good discussion from the growers in the Hudson
Valley area. The school, a yearly event, was well attended.

Dr. N. W. Hussey Visits New York State

Dr. Hussey, an internationally recognized authority of
insect pest control in greenhouses recently visited several
greenhouse ranges on Long Island and the mushroom in
dustry in Northeast New York. He has recently published
a book entitled, The Pests of Protected Cultivation: the
Biology and Control of Glasshouse and Mushroom Pests.
(E. Arnold London, 1969.) Drs. Robert Helgesen and
Maurice Tauber of Cornell University visited Dr. Hussey
at the Glasshouse Crops Research Institute in Littlehamp-
ton, Sussex, England to learn of his progress in the bio
logical control of greenhouse pests. During that visit, they
learned that he would be traveling to Australia. They in

vited him to visit New York during his travels so he might
become more familiar with our greenhouse industry and
related insect problems. Also, they had started a research
Project of their own, The Biological Control of the White
bly, which they wanted Dr. Hussey to review.

Regional Chrysanthemum Conference Held
in Central New York

During the fall, a Regional Chrysanthemum Conference
was held with excellent attendance in Cortland for growers
in Central New York. The program chairman was Alton
Keller, Cooperative Extension Agent, Oneida County.
Walter Neuhauser, Cooperative Extension Agent, Onon
daga County served on the program committee.' Topics
discussed at the Conference were: Mum Varieties Worth
Growing by Herman Bowman, Fred Gloeckner Co.. Meter
ing Out Your Nutrients by John Kumpf. Cornell Univer
sity; Where Are We on Slow Release Fertilizers? by Wal
ter Neuhauser; Biological Control of Greenhouse Pests by
Dr. Robert Helgesen, Cornell University; Cost of Produc
ing Pot Mums by Irv Gillow, Cooperative Extension. Erie
County; Determining the Costs of a Grower-Retailer by
Carmen Cosentino, Auburn, and a panel discussion on
How to Sell More Mums. Panelists were Sam Rao, Sam
Rao Florist; Carmen Esec, Produce Buyer, Peter's IGA
and Sky Hooke, Garden Store Manager, Sears &Roebuck.
Long Island Growers Attend A Greenhouse
Environmental Control Workshop

Eighteen Long Island growers attended a ten-hour in
formal workshop onGreenhouse Environmental Control in
I atchogue. Some of the topics discussed in the Workshop
were humidity-temperature relationships; wet bulb and
dry bulb temperatures; evaporative cooling; air move
ment systems; greenhouse heating; winter ventilation sys
tems; determining heating requirements; use and selec
tion of controls and fans; light; carbon dioxide; and
proper use of the accelerated environment. The course
was offered by Cooperative Extension with Ralph Freeman
conducting it. Participants in the Workshop on comple
tion of the ten-hour exposure to the subject matter will be
better able to control their greenhouse environments with
greater precision.
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