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ASSOCIATION'S SPRING

CONFERENCE IS SURE TO BREAK

ALL RECORDS!

Look What We've "Cooked Up" For YOU:

• Midwest's Largest Design School
• Greatly Expanded Trade Fair
• Designs of the 80's Competition
• "Arabian Nights" Party-Gala
• Business Clinics on Sunday
• Design Contests For All Ages
• Spectacular Wedding Show
• Sumptuous Sunday Brunch
• Entertainment — Fun — Congeniality

Judging by the program, by the diligence with
which the Committees have been working, and by the
fine new facilities at the Convention center, our

Association's 1981 Spring Conference & Trade Fair
promises to be a "bang-up" event! Conference Coor
dinator Dan Irons boasts that "this year's program is
one of the finest we've ever planned."

Dates for the Conference are Saturday-Sunday,
March 7 & 8, 1981. It will be staged in the newly-
enlarged Holiday Inn Resort, Decatur, ill., complete
with a luxurious Holidome area. The construction work

you saw in progress at last year's Conference has all
been completed, and you'll be pleasantly surprised at
the results. Theme for the 1981 Conference is

"Designs of the 80's" (1880's through 1980's).
The Annual Conference Committee is headed by

Bernie Curtis, Pontiac; working with him are Mable
Fuller, Palestine, Jim Landolt, Springfield, and Tim Cor-
rie, Burr Ridge. But as you'll learn as you read on, many
other persons head committees dealing with specific
portions of the 2-day program. Special attention is
called to the fact that Bill Wond of Decatur is in charge
of lobby decorations at the Holiday Inn — the very first
splash of color you'll see as you enter the premises.

Keep in mind that our Association's Conferences
are designed to be both educational and entertaining,
so come with the idea of having a great time with fellow
florists from all over the state and even more distant
points. Even the kids will have a "ball," taking advan
tage of the available recreational facilities, indoor pool,
sauna, etc.

(continued on page 2)

MARCH 7-8, 1981

[The Illinois State Florists'

Association will present

"DESIGNS OF THE 80s"
(1880s through 1980s)

at the Holiday Inn,
Decatur, Illinois
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Be prepared for a bit of nostalgia, too. Following the
Conference's theme, there will be some "looking back"
as well as "looking ahead." Expect to see such tradi
tional designs of a bygone era as "Gates Ajar." Believe
it or not, several of our members have caches of these

old setpiece frames in their attics, which have been
resurrected for this event.

PREREGISTRATION SAVES YOU MONEY

Our Registration Committee, consisting of Don
Carlson, Chairman, Moline, and Flo Landolt, Springfield,
points out that there's money to be saved by
preregistering for the Conference, rather than waiting
until you arrive. This also helps speed up the registra
tion procedure at the Registration Desk in the lobby of
the Holiday Inn.

Here is the schedule of fees:

Preregistration (per shop, admitting up to 4 persons) $15.00
Per person (beyond those admitted on $1 5 fee) 5.00

Walk-in Registration (per shop, admitting up to 4 persons).... 20.00
Per person (beyond those admitted on $20 tee) 6.00

Student Registration (per person) 5.00
Arabian Nights Party (per person) 22.00
Sunday Brunch (per person) 9.50
I.S.F.A. Membership Dues (payable by non-members; or

members who haven't yet paid their 1981 dues) 30.00

Mail your Preregistration Card to: Don Carlson,
Registration Chairman, Flowerland, 3160 - 23rd Ave.,
Moline, IL 61265. Final date for preregistration is
March 1, 1981.

Don't forget, also, to make your room reservations
at the Holiday Inn without delay. Dan Irons informs us
that the entire motel has been taken over for our Con

ference — therefore, unless you inform the Reserva
tions Desk that you are attending the I.S.F.A. Spring
Conference, you'll be told that no rooms are available.
(P.S. The Holidex System will also tell you "sold out.")

Contact the motel by phone, or by returning your
reservations card to:

Holiday Inn Resort
366 West U.S. Rt. 36 & Wyckles Rd.
Decatur, IL 62522
(217/422-8800)

A MUCH-ENLARGED TRADE FAIR

Al Easton of Mt. Vernon has had lots of experience
in staging our Trade Fairs, and this year he's back at it
again — but with a new twist. With the increased avail
ability of space at Decatur's Holiday Inn, he's been able
to expand into another area. And as a consequence, he
has already sold over 110 booth spaces, meaning that
he might end up with a Trade Fair nearly twice the size
of previous ones.

Since this is the only Trade Show of its type in Il
linois, members are urged to come early and stay late,
in order to allow plenty of time for looking over the
goods and services offered. Our exhibitors' loyalty and
support contribute greatly to the success of our Con
ference, so you in turn are urged to support them. The
Trade Fair opens at 11 a.m. on Saturday and closes at

Saturday, March 7

9:00-5:00 Registration for "Designs of the 80's" Spring Con
ference & Trade Fair, Lobby, Holiday Inn Resort,
Decatur, IL.

00 Shop in the two Trade Fair areas.
00 Lunch on your own.
00 Floral Design Contest of the 80's — champagne, cheese

& crackers served — entertainment.

30 Cash bar in the Holidome.

30 Arabian Nights Party (Banquet) in the Holidome, with
MC Bill Rogers, music, entertainment, special guests,
dancing.

11:00-6

12:00-2

3:00-5

6:00-7

7:30-12

Sunday, March 8

8:30-1:00 Registration for "Designs of the 80's" Spring Con
ference & Trade Fair, Lobby, Holiday Inn Resort,
Decatur, IL.

8:30-11:00 Register for "Master Designer of the Year" Contest, &
for the Young Adult & Junior Design Contests, Lobby,
Holiday Inn Resort.

9:00-6:00 Shop in the two Trade Fair areas.
9:00-10:30 Business Clinic Session — "Plant & Cut Flower Prob

lems in the Flower Shop," plus a qucstion-&-answer
period by Dr. M.C. Carbonneau, Extension
Floriculturist, Univ. of Illinois, Urbana-Champaign.

9:00-11:30 "Designs of the 80's" Design School, Part I, with 8
noted floral artists & Florafax commentators Vikki
Budasi & Dean Grannan.

10:30-12:00 Business Clinic Session — "Flower Shop
Merchandising," with Prof. Ralph Null, Mississippi State
Univ., under Teleflora sponsorship.

12:00-1:30 Sunday Brunch (tickets sold at Registration Desk).
2:00-3:00 "Designs of the 80's" Design School, Part II — con

tinuation of the largest design school in the midwest.
2:00-3:00 Business Clinic Session —"Question-&-Answer Period,

with Dr. M.C. Carbonneau.

3:00-3:30 Awards Ceremony, with presentation of winners &
prizes in the "Master Designer of the Year," Young
Adult & Junior Design Contests; & announcement of
winners & presentation of checks to I.S.F.A. Scholarship
recipients.

3:00-4:00 Business Clinic Session — "What's On Your Mind," a

question-&-answer period with Prof. Ralph Null.
3:30-5:00 "Designs of the 80's" Design School, Part II continued.

5:30 The Finale — A "Designs of the 80's" Wedding Show in
the Holidome.

5:30 Note to Exhibitors: Merchandise can be removed from
Trade Fair areas at this time (but NOT before).

6 p.m. on Sunday evening. Companies represented will
include "old favorites" as well as many new ones this
year. But Al has made a real effort to exclude "junk

dealers."
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NO "PLEASE OMIT" BAN POSSIBLE

AT THIS TIME

Following an exhausting investigation, directed by
SAF's Retailers Council, legal counsel has concluded
that there is insufficient legal basis to initiate an FTC
proceeding to ban the use of "Please Omit" references
to flowers. The Retailers Council, in accepting the
report of its attorney, has termed the investigation com
plete.

Citing recent action by Congress — placing a
3-year hold on FTC authority to regulate unfairness in
commercial speech — SAF's attorney indicated that any
attempt to approach FTC with a "please omit" com
plaint, based on the insistence that the phrase was un
fair, fails to fall within the current jurisdiction of the Com
mission.

Furthermore, there is no real consumer injury in the
appearance of the phrase. "In fact," the attorney
added, "there are potential negative ramifications to go
ing to the FTC with this complaint." Examples include a
boomerang effect, whereby the FTC might require
language on funeral price lists advising customers that
they have a right not to purchase flowers.

While Congress has temporarily cut back on FTC's
rulemaking authority, there may be some action on a
rule, recommended by the Commission's staff in '78,
which affects the funeral industry and florists.
Specifically, one provision deals with the way funeral
directors handle flower arrangements for customers
(the cash advance rule); and the second deals with re
quired price disclosure by funeral directors (the
itemized rule).

The cash advance rule would eliminate hidden profit
for funeral directors who handle flower arrangements
for customers by eliminating service charges tacked on
to florists fees. The funeral director could still assess a

charge, but it must be included in his own fee.

The itemized price rule would require funeral direc
tors to provide customers with a price list, in writing,
both before and after funeral arrangements were made.
This price list contains a reference to flowers which
states, "also note that there may be extra charges for
such items as cemetery fees, flowers and newspaper
notices." After funeral arrangements are made, an
agreement form must be provided which lists the
categories of services and merchandise selected,
together with the price for each item.

It is very important to remember that the FTC has
not, to date, officially issued a rule on either cash ad
vance or itemized price. When the rule is published
there will be an opportunity for public comment.

SAF staff and counsel will continue to closely
monitor all developments and initiate contact with the
National Funeral Directors Assn. to offer input. The in
terests of florists are served if neither price disclosure
nor itemization requirements create the appearance or

the fact of extra charges for having flowers at funerals.

NEW ILLINOIS PRODUCT

PROLONGS CARNATION VASE LIFE

WD&*

A news release from Floralife, Inc., Hinsdale, an

nounces the introductoin of a new product, "Silflor/50",
which the company claims will give carnation vase life of
up to 24 days when used to condition carnations prior
to their being further treated with "Floralife" floral
preservative.

The product is said to be similarly effective with
gypsophila and other members of the Caryophyllaceae
family, according to Dean Rule of Floralife's research
and development department. "Properly conditioned
carnations show a significant delay in 'sleepiness,'
wilting, petal burning and discoloration," Rule said.
"Blooms and buds open to maximum size and beauty

and stay that way for 10-16 days longer than when
placed in plain water. We have tested carnations that

had vase lives of 16-24 days and miniature carnations
that lasted up to 26 days."

For maximum effectiveness, carnations should be

placed in a solution of "Silflor/50" and water for 1 to 2
hours by the grower or shipper. Follow-up treatment
with "Floralife" is essential by both the wholesaler and
retailer for the "Silfor/50" conditioning to be fully effec
tive.

The company cautions that conditioning with
"Silflor/50" must be performed by only 1 segment of
the distribution chain. There is a possible toxic effect to
the flower if the conditioning process is repeated.
Floralife provides self-adhesive stickers with each con
tainer of "Silflor/50" for attaching on bunches and
boxes of conditioned flowers.

Good, but less spectacular, vase life is possible if
the "Silflor/50" conditioning is initially performed by
either the wholesaler or retailer, rather than by the
grower or shipper. In either case, additional treatment

with "Floralife" preservative is vital.

Although Floralife, Inc. will not reveal the exact for
mula of "Silflor/50", they disclosed that the product
contains silver thiosulfate, cytokinins, 8-HQC, and
other compounds.
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PRECAUTIONS AGAINST CRIME

Archie J. Clapp

Dr. George Gallup, the pollster, estimates that 1
person in 5 will be the victim of some kind of crime dur

ing any 1 2-month period. He says that only about half
the non-violent crimes are reported to police, so
statistics you read should be doubled to get a more ac
curate picture.

One out of 5! That's a shocking outlook! Since
many florists are required to be on the streets of their
own cities at odd hours, and many of them must make

trips to unfamiliar places, I thought it would be a good
idea to pass along some precautions advocated by
public safety officials. Most of them constitute mere
common sense, but it doesn't hurt to review these tips
anyway:

• Travel only on well-lit thoroughfares and avoid
small streets and alleyways.

• Look alert and confident all the time, even if
you're worried. Criminals like victims to be off
guard or confused.

• Don't engage in conversation with strangers,
even to ask directions. Many robberies take
place after the criminal and victim have started
to talk.

• Don't flash large sums of money in public and
carry as little cash as you possibly can. It's a
good idea to carry 2 wallets, one with a few
dollars and expired credit cards which can be
handed over if you're accosted.

• Keep a few dollars and some change in an
eyeglass case to use in an emergency if your
wallet is stolen.

• If you find yourself on foot in a neighborhood
you wish you'd never seen, don't panic. Flag
down a cab or police car the second you see
one, or get to the nearest phone in a well-lit area
and call a cab. Don't try to walk out of a bad
situation or accept a ride from a stranger.

• If you're driving, keep all doors locked and win
dows cracked just enough to allow ventilation. If
your car breaks down at night, stay inside with
the doors locks and the emergency lights
flashing to attract a policeman. Ifaccosted, bear
down on your horn and blow it continuously.
Never park in a dimly-lighted or unattended park
ing lot at night.

• In elevators, stand as close to the control panel
as you can. If accosted, hit every floor button
you can reach to increase your opportunity to
get free or scream for help. Never use a hotel
stairwell except in case of an emergency such
as a fire.

• The best advice about walking at night is simply
don't. If you must, travel in groups of 2 or more.
Remove name tags which might identify you if

you are a conventioneer.
• If it's a robbery, don't resist. Give the robber

what he wants and let him leave. No property is
worth more than your life.

• As a last resort, if your life appears to be in
danger, ATTACK. Use any weapon you can get
your hands on. Scream, kick, bite, butt, jab,
elbow; go for your attacker's throat, groin, eyes
or ears.

If, as Dr. Gallup predicts, 1 person in 5 will be a
crime victim during the next 1 2 months, that means 4
out of 5 will go unscathed. Increase the odds that you'll
be 1 of those 4 by following these common-sense
precautions.

The above is a slightly modified version of an article
appearing in the "LINK Magazine," Dec. 1980/Jan.
1981.

GROWING YOUR OWN MANAGERS

Cliff Kraft
Executive Consulting Services of Philadelphia, Inc.

Frequently we are asked the question, "What
makes a good manager?" Before we answer the
question, let us consider for a moment the real
importance of a line manager.

The Vulnerable Link

In looking at the 3 key jobs in an organization, i.e.,

executive, managerial and production, we find that the
most vulnerable link in the chain is the line manager. By

line manager we mean the individual who manages the
people who produce.

As an organization grows and matures, the

expansion-minded executive soon realizes he can only
handle so many people personally. When this happens,
he is forced to appoint his first manager. This step into
an organizational level of development can either be the
start of building a large, dynamic organization or can be
the first step to failure for the entrepreneur. If he is
lucky and makes the selection of that first manager
correctly, he may be on his way to success. If he makes
a mistake with the managerial selection, he not only
runs the risk of losing people, but he could lose his
whole business.

The Most Common Mistake

The most common mistake made by most execu

tives and business owners is the promotion of their

top producers to managers. The error in this method of
selecting managers is fundamentally one of job comfort.
We assume the top producer wants to be a manager ^»
because this is something to which "everyone" aspires.

We are fed the message through our school systems,
colleges and universities that the measure of success in
the business world is to become a manager. We


