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Attitudes In Action

Don't Lose Your

Head When Most

In Need Of It

Bjorn Secher

Editor's note: This is the final article in a
series by Bjorn Secher related to Busi
ness Management.

Smile — you may like yourself a little
better.

Any psychiatrist will tell you that your
habitual thoughts are your greatest influ
ence for a successful life.

The majority of people are ruled by
emotions, and emotions not under the
safe guidance of will power and self-
discipline are man's biggest enemy.

Wherever there is an action, there is an
equal reaction. Remember, the state of
the mind is the foundation for the out
come. By far the greater number of dis
satisfied, insecure, and fruitless lives
stem from lack of self-discipline. To pin
point it even more accurately, without
control, your emotions have free play and
ultimately lead to your self-destruction.

We come into this world often making the
mistake of thinking we are entitled to
happiness. But this life of ours is a do-it-
yourself deal. Is your mind, in its present
condition, ready to stand up to the
challenge of today? The biggest question
is, "Are you allowing the grip of self-pity,
fear, anxiety and anger, moodiness, the
"I don't like it" attitude, worry, and all
other negatives to make you their slave
and destroy your life? Or are you level
headed and in charge of your emotions,
choosing to entertain only constructive
thought pictures?"

Runaway emotions are usually way out of
proportion to the real picture of things.
You have to use common sense. All have
it, few use it.

Uncontrolled emotions result only from a
mind not in gear, and there never has
been and never will be a worthwhile life

without self-control. Like home wrecking,
the wrecking of your success, happiness,
and prosperity is an inside job.

Aggravation and discouragement are of
the negative. We can't function with it —
we can't use it — so give it up. Everybody
from time to time has a bad day; too
many, though, have bad years. Not

satisfied with today's worries, they drag
yesterday's with them. They can't handle
the "emotional trauma" of passing from
the familiar today into the unknown
tomorrow. They want to feel cheerful,
without making it a principle to be
cheerful.

A thought is the beginning of an action.
All your actions are born in your
thoughts. The starting point for success
and happiness is the ability to exercise
thought-control. Plain common sense will
tell you that an emotional approach to
situations and problems, lacking reason
ing, will result in exactly what you least of
all wanted. Now is the time to stop
"playing" the blues, and to start curing
them. Or even better, prevent the blues.

REMEMBER

Any fool can condemn, criticize, and

complain — and most do.

Your achievements and peace of mind are
in direct proportion to your dominating
thoughts and feelings. Self-discipline
means taking possession of your own
mind. It is poor reasoning to lose your
head when you are most in need of it.

RESOLVE

To discipline your mind and remain
inwardly calm under all circumstances,
enabling yourself to conquer anything
and anyone.
**************

Bjorn Secher, Speaker, Consultant, Auth
or of "Your Appointment With Success."
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N.E. 16th Court, Fort Lauderdale, Florida
33305 Phone (305) 561-3222

Petunia Trees Beautify Business

Kathy Miller
Staff Writer

Appleway Florist & Greenhouse in Spo
kane, Washington, has a beautiful way of
publicizing its product. This wholesale
and retail operation displays two large
petunia trees in front of its retail shop,
creating a splash of color that's impos
sible to miss. Owner Harvey Weible, who
has erected the petunia trees for the past
four years, says they are the "most pho
tographed things in this area." Apple-
way's is located on a six-lane highway,
yet it's not unusual for cars to stop in the
road so people can admire and photo
graph the trees.

Mr. Weible fills the trees with nine

varieties of petunias, which, like all of
Appleway's bedding plants, are grown in
their own greenhouse. The trees are
watered by an irrigation system. Mr.

H

Weible commented, "The petunia trees
have been very good for our business,
because people associate them with the
business."

Like any use of bedding plants which
beautifies a retailer's landscape, petunia
trees can make a positive statement about
your business. To create your own
petunia tree, follow these simple direc
tions from the BPI handbook, "How to
Make Your World More Beautiful with
Bedding Plants."

Materials

2 in. metal pipe, 8 ft. long
lA in. black pipe:

7 pieces, 21" long
5 pieces, IZVt" long
3 pieces, 73/i" long

V2" x 1/8" metal for top holders
V2" metal to make 15 hoop holders for

pipe ends.
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This gorgeous petunia tree
is one of two on display in
front of Appleway Florist &
Greenhouse. Photo submit

ted by Wally GUlogly of
Vaughan's Seed.
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16 pots, 12" in diameter, cascading
petunias, 6 plants to a pot (total 96 plants)

Directions

To make the frame, weld the bracket
pipes to the 8 ft. metal pipe as indicated
in the diagram. Stagger each level of
pipes. Weld the bracket hoops securely to
bear the weight of planted pots. Start the
first level of seven brackets 35 inches

above ground level.

Fill the tree with 16 pots, watering as
needed using a trickle irrigation system.
Or, water by hand. Fertilize as necessary
with water-soluble fertilizer. Pinch the

plants to produce a well-branched, full-
blossomed tree. Be sure to place your
petunia tree in a sunny location.

If you'd rather not bother with the metal
frames, it may be possible to have them
made for you. Interest in Appleway's
petunia trees has prompted an area
factory to build frames for customers;
Appleway's then provides the potted
petunias.

However you choose to do it, your petunia
tree will be an eye-catching way to entice
customers into your shop.

'"\£ 3brackets
' i— welded here

' -° 5 brackets
/ !_ welded here

fern!

Ground level

Metal hoops
to hold IT
pots (top diameter)
welded to
end of each pipe.

A*asA+*sM*maJj*^Aj-

Folder For

Landscape Professionals
Many homeowners are not familiar with
the fact that their trees and other lad-

scape plants have important dollar value,
nor do they know the steps to be taken
should casualty damage or destroy them.
A colorful folder produced by the Council
of Tree and Landscape Appraisers can
help tree, nursery, and landscape profes
sionals inform their customers about

these facts.

The folder explains what events are nor-
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mally classed as "casualties" by insur
ance companies and tax officials. The
steps a homeowner can take if casualty
strikes are spelled out — in terms of in
surance coverage, tax deductions, or civil
damage claims.

The folder is designed with space to per

Marketing

Marketing Plans?

Bill Feaster

Int. Master Products

Montague, MI

Have you read the business reports of the
past few months? All are reporting a new
business environment and the reactions

of industry and business which reflect
these changes. Mr. Austin Kiplinger,
editor of the Kiplinger Washington Let
ter, sums it up this way in his January 29,
1982 report:

"Business is adapting to the new envi
ronment ... there's no choice.

Companies are slimming down and
tightening up for the long haul.

We see a lot more of this throughout
the breadth of American industry. A
drive to get more competitive ... via
productivity, aggressive marketing, re
search and development of new pro
ducts. A typical American response."

As businessmen, we have learned our
management lessons well these past few
years and have somehow survived the
high interest rates, soaring material
costs, and increases in labor costs (plus
lack of availability in some cases). But
one area that we tend to "soft peddle" is
marketing. Maybe it's because we don't
fully realize what marketing is, how
important it has become, how much it
costs, and what it can do for us.

Most of us would agree on the simple de
finition that "marketing is getting the
product sold." This says Marketing and
Sales are the same thing! And this is
simply not true. Carefully planned mar
keting creates the most profitable product
possible in a form that is in highest
demand and tells sales when, where, and
how is the best time and place to sell it.
Now, that's a big order! And it can't be
filled without considerable thought, ef
fort, research, and planning. That's
where you come in! Before you produce
one single plant or flat, you must know:

mit an individual firm to have its name

imprinted, if desired, and to be mailed or
given to the general public of home
owners. Copies are available in any
quantity at lOd each from The Council of
Tree and Landscape Appraisers, 232
Southern Building, Washington, D.C.
20005.

1. What should I produce? (size, shape,
variety, color, etc.)
2. When should I produce it? (what
month or season)

3. Who's going to buy it? (home owner,
secretary, landscaper, retail flower shop,
garden center, etc.)
4. What price will the product bring?
(perhaps a different price to each one
above)
5. How profitable is it to me? (compared
to 3 or 4 alternate crops that I can produce
in the same area at the same time slot)
6. How many will be sold? (to each buyer
in #3 above)
7. How do I promote my product? (news
paper, T.V., point of purchase material,
etc.)
8. How much should I spend on promo
tion? (for each one in #7 above)

The list goes on and on. But the real
marketing challenge is answering all
these questions before you start produc
tion, not after the product is ready to sell.

Fortunately for all of us, product demand
for bedding plants has been great! So
great, in fact, that we tend to forget about
marketing. After all, "Why waste our
time planning? We can't produce enough
anyway. Delivery is our real problem."
But realize, if you will, that delivery is
just another marketing problem that
needs to be dealt with and incorporated
into our master marketing plan. For in
order to guarantee our continued busi
ness success, ALL problems of finance,
production, and sales and marketing
must be in balance. Think of it as a 3

legged stool with the seat representing
your company, and each leg representing
finance, production, and sales and mar
keting. Now you can visualize the impor
tance of "balance" between all 3 legs in
order to maintain a "level" business. For

should one leg demand more of your
attention than the other two, it would
become longer than the rest and upset
your business balance.

Think about it. Where is your business
weakest? If it is in marketing, start taking
steps today to correct the situation. Our
industry is strong and continues to grow
at a healthy rate. Are you getting your
fair share of the market ... at the highest
possible profit? Only you and your overall
marketing plan can answer this!


