
Lesson E2–3

Advertising and Displaying

Horticulture Products

Unit E. Horticultural Business Management

Problem Area 2. Marketing Horticulture Products

Lesson 3. Advertising and Displaying Horticulture Products

New Mexico Content Standard:

Pathway Strand: Agribusiness Systems

Standard: VI: Use sales and marketing principles to accomplish an AFNR business objec-

tive.

Benchmark: VI-C: Implement a marketing plan.

Performance Standard: 1. Promote products and services. 2. Advertise products and ser-

vices.

Student Learning Objectives. Instruction in this lesson should result in students

achieving the following objectives:

1. Identify the functions of advertising.

2. Identify methods used to communicate in advertising.

3. Explain the purpose of displaying products.

4. Explain the point-of-purchase sales technique.
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List of Resources. The following resources may be useful in teaching this lesson:

Recommended Resources. One of the following resources should be selected to accompany the

lesson:

Biondo, Ronald J. and Dianne A. Noland. Floriculture: From Greenhouse Production

to Floral Design. Danville, Illinois: Interstate Publishers, Inc., 2000.

Other Resources. The following resources will be useful to students and teachers:

Schroeder, Charles B., et al. Introduction to Horticulture, Third Edition. Danville,

Illinois: Interstate Publishers, Inc., 2000.

List of Equipment, Tools, Supplies and Facilities

Writing surface

Overhead projector

Transparencies from attached masters

Copies of student lab sheet

Magazines

Terms. The following terms are presented in this lesson (shown in bold italics):

Display

Point-of-purchase display

Interest Approach. Use an interest approach that will prepare the students for the les-

son. Teachers often develop approaches for their unique class and student situations. A possible

approach is included here.

Write the name of a fictitious business on the board. Give the class two to three minutes to come up with a

jingle or slogan for this business. Explain that the jingle or slogan should be catchy but not a copy of an-

other company’s. Allow the students to share appropriate slogans and jingles with the class.

Summary of Content and Teaching Strategies

Objective 1: Identify the functions of advertising.

Anticipated Problem: What are the functions of advertising?

I. Advertising performs many functions for businesses and the general public. Without adver-

tising, the public wouldn’t realize many companies exist. Without advertising, many busi-

nesses would cease to exist.
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A. One function of advertising is to create awareness of the business itself. Another func-

tion of advertising is to help people by providing them information about a product or

service they need.

B. Advertising is also beneficial to the public. Advertising makes potential customers aware

of products and services. Advertising can be educational, such as helping consumers re-

ceive greater benefit from products, services, or ideas.

Explain that every business, big or small, has to consider different methods of advertising. Show students a

magazine, flip through the pages and have students point out the advertisements. Count to see how many

pages are ads and how many are content pages. Use TM: E2–2A to review the functions of advertising.

Objective 2: Identify methods used to communicate in advertising.

Anticipated Problem: What are methods used to communicate in advertising?

II. The methods used to communicate in advertising a horticulture business vary greatly. The

advertising medium chosen will depend on the amount of money budgeted, the message to

be sent, and the target market.

A. Television is generally the most expensive advertising medium. Television advertising is

generally used for national coverage but can be local coverage on local stations.

B. Radio coverage is less expensive than television coverage, but will still cover a large mar-

ket.

C. Newspaper coverage is still less expensive, but its effectiveness is unclear. Newspapers

can be used to advertise, survey, or give customers valuable coupons.

D. Direct mail is the least expensive form of advertising and one of the most effective. This

is because it can be sent to only those people in the target market.

E. The most efficient form of advertisement is word of mouth. Satisfied customers will tell

others about the products they bought or the services they received.

Explain to students that local businesses tend to advertise locally using radio and newspapers. Large com-

panies, with more money, will advertise on a national level on the television. As with most choices a busi-

ness has to make, the choice to advertise is based on money. Refer to TM: E2–3B for a review of the

methods used to communicate in advertising.

Objective 3: Explain the purpose of displaying products.

Anticipated Problem: What is the purpose of displaying products?

III. A display is an exhibit of merchandise. Displays are used to attract customers from outside

the business, and help people already in the business find what they need.

A. Displays designed to attract customers from outside the store are mounted in the win-

dows of the business. These displays allow the business to make a statement to customers

outside the store without spending money on advertising.
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B. Displays within the store include end of aisle displays, point-of-purchase displays, shelf

displays, and wall and ceiling displays. The location of the display will determine

whether or not it is a product display or a sign.

Displays can be both large and small. A grouping of three arrangements on a display is considered a dis-

play, and so is a grouping of twenty plants. The size of the area to be filled and the product to be displayed

determine the size of the display. TM: E2–3C highlights the different types of displays.

Objective 4: Explain the point-of-purchase sales technique.

Anticipated Problem: What is the point-of-purchase sales technique?

IV. A very effective method of in-store advertising is the point-of-purchase display. This

method consists of a display placed at or near the cash register, the point where a product is

purchased. Psychological elements used to make this an effective display include each of the

five senses.

A. Directing the display towards the sense of sight involves using color, shape, size, loca-

tion, and motion.

B. Displays based on sound include the use of jingles, slogans, songs, and sounds associated

with the use of the product.

C. The sense of touch involves having the item there to be touched.

D. Taste and smell are associated with free samples of food or products to be smelled.

Ask students to consider what is important to them when purchasing a product. Does it have to feel good?

Taste good? Sound good? Etc. Use TM: E2–3D to review the focus of point of purchase sales.

Review/Summary. Summarize the lesson by reviewing the student learning objectives.

The anticipated problems can also be used as student review questions. Chapter reviews from the

books listed as recommended resources may also be useful.

Application. The following student activity can be used to apply the student learning objec-

tives: LS: E2–3A—Advertising Horticulture Products.

Evaluation. Evaluation should be based on the students comprehension of the learning

objectives. This can be determined using the attached written sample test.

Answers to Sample Test:

Part One: Matching

1=a, 2=e, 3=b, 4=f, 5=c, 6=d
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Part Two: Completion

1. newspapers

2. outside

3. end of the aisle, point of sale, shelf, wall and ceiling

Part Three: Short Answer

1. advertising and displays are both used to sell products. Advertising is communicating

with customers using the mass media. Displays are groupings of products found inside

the business

2. advertising can be educational and help inform people about new products and services

New Mexico Horticulture Lesson Plan Library

Unit E. Problem Area 2. Lesson 3. Page 5.



Sample Test Name_____________________________________

Test

Lesson E2–3: Advertising and Displaying

Horticulture Products

Part One: Matching

Instructions. Match the term with the correct response. Write the letter of the term by the defini-
tion.

a. advertising d. direct mail

b. word of mouth e. display

c. television f. radio

_______ 1. Communication of messages to potential customers about products and services.

_______ 2. An exhibit of merchandise.

_______ 3. Cheapest form of advertisement, comes from satisfied customers.

_______ 4. Less expensive than advertising on television but still covers a large market.

_______ 5. Generally the most expensive advertising media.

_______ 6. A highly effective form of advertising, can easily be geared towards a specific mar-

ket.

Part Two: Completion

Instructions. Provide the word or words to complete the following statements.

1. ________________ are useful advertising resource. They give businesses the opportunity to

advertise, survey, and give customers valuable coupons.

2. Displays are used to attract customers from ______________ the business.

3. Examples of in store displays include ___________________, __________________,

_________________, and ____________________.
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Part Three: Short Answer

Instructions. Provide information to answer the following questions.

1. How are advertising and displays different? How are they alike?

2. How can advertising be beneficial to the public?
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TM: E2–3A

FUNCTIONS OF

ADVERTISING

� Create awareness of the business

� Provide people with information

about a product or service they need

�Make people aware of products and

services
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TM: E2–3B

METHODS USED TO

COMMUNICATE IN

ADVERTISING

� Television

� Radio

� Newspaper

� Direct mail

�Word of mouth
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TM: E2–3C

TYPES OF PRODUCT

DISPLAYS

� End of aisle

� Point of sale

� Shelf display

�Wall and ceiling displays
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TM: E2–3D

POINT-OF PURCHASE SALES

TECHNIQUES

Displays should focus on the sense of:

� Sight—color, shape, size, location,
motion

� Sound—jingles, slogans, songs, product
sounds

� Touch—feel the texture of the item

� Taste—associated with free food items

� Smell—associated with flowers and
perfumes
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LS: E2–3A Name_____________________________________

Lab Sheet

Advertising Horticulture Products

Instructions:

Follow the steps below to design your own advertisement.

Come up with a name for a unique horticulture product: ______________________.

Who will your target market be: __________________________________________.

Create a slogan for your product: _________________________________________.

In the space below, draw a newspaper advertisement that will sell your product:
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