
Lesson E2–6

Selling Floral Orders

Unit E. Horticultural Business Management

Problem Area 2. Marketing Horticulture Products

Lesson 6. Selling Floral Orders

New Mexico Content Standard:

Pathway Strand: Agribusiness Systems

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

tive.

Benchmark: VI-D: Merchandise products and services.

Performance Standard: 1. Identify key components to organize a sale. 2. Build and

develop customer relationships. 3. Conduct sales presentation. 4. Provide post-sale ser-

vice. 5. Handle customer complaints. 6. Locate prospective new customers.

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

achieving the following objectives:

1. Identify the qualities of a good sales person.

2. Identify the different types of flower shops.

3. Identify the required licenses and affiliations necessary to open a flower shop.

4. Explain the importance of a flower shop floor plan.
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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

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

Bucket shop

Carriage trade shop

Clearinghouse

Fictitious name statement

Filling florist

Franchise

Resale license

Satellite shop

Sending florist

Stem shop

Tax number

Visual merchandising

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.

Give each student a piece of plain white paper and have them draw a sketch of the classroom on it. It

should include all desks, tables, lab equipment, the doors, etc. Now have them draw their route in and out

of the room. Explain that this is a floor plan. Point out that they didn’t find any obstacles in the path to

and from the doors. Have they ever had difficulty getting in and out of a store that had items stacked in the

aisles? Businesses design floor plans to ensure that people see key items as they enter and move around the
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store. Also point out that you wouldn’t look for cereal in the frozen food aisle of the grocery store. All

businesses utilize floor plans.

Summary of Content and Teaching Strategies

Objective 1: Identify the qualities of a good sales person.

Anticipated Problem: What are the qualities of a good sales person?

I. There are many characteristics that apply to being a successful salesperson. These character-

istics are as necessary to sell floral orders as they are to sell any other agricultural product.

Education, training, and experience are also important in selling floral orders.

A. Characteristics of a good salesperson include determination, desire, self-motivation, en-

thusiasm, ability to work with others, sensitivity to others, intelligence, honesty, commu-

nication skills, and good hygiene.

B. Technical background, extracurricular activities such as FFA, and work experience are

also important training in being a successful floral salesperson.

C. It is also important to be knowledgeable about flowers, foliage, and their proper care.

Designers can learn by being trained by other designers, taking high school or college

courses, or through intensive training classes.

Pose the following questions to your students, expect a variety of answers. Have you ever been in a store

where the employees had no idea where to find the product you wanted? Did it make you feel uneasy? Did

you look for it yourself or give up and go somewhere else? Express to your students how important it is for

salespeople to be knowledgeable about their products. TM: E2–6A highlights the characteristics of a good

salesperson.

Objective 2: Identify the different types of flower shops.

Anticipated Problem: What are the different types of flower shops?

II. There are a variety of different types of flower shops. Each type has a purpose and its own

target market. Some offer both products and services, others only offer one or the other.

A. Full-service flowers shops offer both products and services. The owner and operator

should be knowledgeable in both business and designing skills.

B. Large-volume floral shops have a high sales volume because they sell mass-produced

products. These shops are often full service. Organization and planning are important in

running a large-volume floral shop.

C. A party and wedding flower shop is designed to offer wedding and party services. They

are frequently located near or affiliated with other related party and wedding businesses.

D. Carriage trade shops are similar to full-service shops because they both offer products

and services. However, a carriage trade shop offers their services to a limited group of
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elite customers. It is important for people who run carriage trade shops to develop and

maintain a reputation of quality and unique designs.

E. Stem and bucket shops are similar to each other because both offer products with no ser-

vices. A stem shop offers cut flowers and foliage by the stem or bunch, they sell on a cash

and carry basis. Bucket shops run on a similar basis, but the flowers and greenery are sold

out of buckets.

F. A store in a second location opened by a full-service flower shop is called a satellite shop.

These stores are often only used to sell products because of the expense of the space and

designers. It is still important for these locations to be profitable so they need to be well

organized and planned, and the staff should be well trained.

G. Franchises are flower shops purchased from a parent company and run according to their

instructions. The owner of the franchise store pays a percentage of the gross sales to the

parent company. The initial cost of purchasing a franchise store may be high, but the

recognition of the name can be beneficial.

Explain to the students that each type of flower shop has its purpose. Some are quick and convenient, oth-

ers offer more services. Others still are specific in what they offer, and who they offer their services to.

People will shop at the business that meets their needs. It’s the same with shopping for clothes or shoes.

Would you shop in a store that doesn’t carry your size or the brand you like? TM: E2–6B reviews the dif-

ferent types of flower shops.

Objective 3: Identify the required licenses and affiliations necessary to open a flower shop.

Anticipated Problem: What licenses and affiliations are important in establishing a floral shop?

III. In order for a floral business to operate legally they must obtain the required permits and li-

censes. In order for businesses to run efficiently they should be affiliated with a wire service.

A. There are five licenses or requirements a person must follow to open a new floral busi-

ness.

1. The first is the new business license. A new business license has three parts, a ficti-

tious name statement, necessary operating licenses, and local building permits. A fic-

titious name statement is a document that when filed guarantees that no other busi-

ness in the county can open a business under the same name.

2. Employers are also required to have a Federal Employer Identification Number

(FEIN) and be regulated by the Occupational and Safety Health Administration

(OSHA).

3. Every business is required to have a resale license or a tax number to register the

business as a seller, collect sales tax, and buy goods for resale without paying tax.

4. Professional licenses can be purchased through state floral associations but are not

mandatory by most state laws.

5. Special use licenses are necessary when handling helium tanks for filling balloons.

Local and state agencies can help the owner determine what licenses or permits are

necessary for the business.

New Mexico Horticulture Lesson Plan Library

Unit E. Problem Area 2. Lesson 6. Page 4.



B. It is also important, but not mandatory, for floral businesses to be affiliated with wire ser-

vices. A wire service, such as Teleflora of Florafax provides the local florist the opportu-

nity to do business outside their local market. For a wire service to work, a customer

must first place an order with a sending florist. A sending florist calls the order in to a

florist in or near the city where the product is to be delivered. There the order is filled by

a filling florist. The filler florist is paid by a clearinghouse, the main office of the wire ser-

vice, and the sending florist is billed. The sending florist sends the money they collected

from the customer to the clearinghouse, however they do receive a percentage of each

order.

Students will be able to relate to a comparison between business licenses and driver’s licenses. A person

cannot drive without a driver’s license and a store cannot do business without the appropriate business li-

censes. Students should also be able to come up with examples of other professions or businesses that re-

quire licenses such as a doctor or lawyer. Use TM: E2–6C to review the requirements of opening a flower

shop.

Objective 4: Explain the importance of a flower shop floor plan.

Anticipated Problem: Why is it important to design a floor plan for a flower shop?

IV. It is important for full-service flower shops to contain four components. These components

are the sales area, design area, wedding consultation area, and an office.

A. The sales area includes everything from the front window to the cash register. Every-

where the customer looks they should see an inviting, attractive display. The display ar-

eas should attract attention without being overdone. Visual merchandising, the coordi-

nated plan to attract customers to the store and purchase something once there, should

be considered when designing the sales area. The traffic flow should also be well planned

and encourage people to make purchases.

B. The design area should include all of the things necessary to design floral arrangements.

Containers, materials, and flowers and foliage should all be easily accessible. The area

should have good lighting and be close to a water supply. This area would also include

the delivery area, prop area, potting area, and storage cooler.

C. The wedding consultation area should include all of the things necessary to do a com-

plete wedding consultation. The area should be fairly private and comfortable for three

to four people.

D. The office should located near both the design and sales areas. It should be well

equipped with a computer, telephone, copy machine, and a fax machine.

Compare a business floor plan to the floor plan of a home. Would you face the television and couch in op-

posite directions? Would you put your bed directly in front of your bedroom door? Probably not. Refer to

the recommended text for pictures of the interior of different flower shops. Notice the displays allow for

easy movement around the store. Use TM: E2–6D to review the four components of a full-service flower

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

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

books listed on the resource lists may also be helpful.

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

tives: LS: E2–6A: Design Your Own Floor Plan.

Evaluation. Evaluations should be based on the student’s comprehension of the student

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

Answers to Sample Test:

Part One: Matching

1=a, 2=b, 3=c, 4=e, 5=d, 6=f

Part Two: Completion

1. visual merchandising

2. design area

3. resale license, tax number

4. limited group of elite customers

Part Three: Short Answer

1. sales area: everything from the front window to the cash register.

design area: should include all things necessary to design floral arrangements.

wedding consultation area: should include all things necessary to do a complete wedding

consultation.

office: should be well equipped and near both the design and sales areas.

2. a customer requests and pays for an order, the sending florist calls the order in to the fill-

ing florist, the filling florist designs and delivers the order, once a month a clearinghouse

collects money from the sending florist and pays the filling florist, the sending florist re-

ceives a small percentage of the sale

3. determination, desire, self-motivation, enthusiasm, ability to work with others, sensitiv-

ity to others, intelligence, honesty, communication skills, and good hygiene
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Sample Test Name_____________________________________

Test

Lesson E2–6: Selling Floral Orders

Part One: Matching

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

a. stem shop d. sending florist

b. franchise e. filling florist

c. satellite shop f. clearinghouse

_______ 1. Offers cut flowers and foliage by the stem or bunch, but no service.

_______ 2. Flower shops purchased from a parent company and run according to their instruc-

tions.

_______ 3. A store opened by a full-service store, but in a second location.

_______ 4. A florist who fills wire service orders.

_______ 5. A florist who calls in wire service orders.

_______ 6. The main office of a floral wire service.

Part Two: Completion

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

1. ___________ __________ is a coordinated plan designed to attract customers to a store and

purchase something once there.

2. The ________ _________ of a flower shop should include all of the things necessary to de-

sign floral arrangements.

3. Every business is required to have a __________ or ___________ to register the business as

a seller, collect sales tax, and buy goods for resale without paying tax.

4. Carriage trade shops offer their products to a __________________ _________________.
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Part Three: Short Answer

Instructions. Provide information to answer the following questions.

1. List and describe the four components of a full-service flower shop.

2. How do floral wire services work?

3. What characteristics should a successful sales person possess?
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TM: E2–6A

CHARACTERISTICS OF A

GOOD SALESPERSON

� Determination

� Desire

� Self motivation

� Enthusiasm

� Ability to work with others

� Sensitivity to others

� Intelligence

� Honesty

� Communication skills

� Good hygiene

� Education, training, and experience
are also important
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TM: E2–6B

DIFFERENT TYPES OF

FLOWER SHOPS

� Full-service

� Large volume

� Party and wedding

� Carriage trade shop

� Stem shop/bucket shop

� Satellite shop

� Franchise
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TM: E2–6C

BUSINESS LICENSES AND

REQUIREMENTS

� New business license

� Fictitious name statement

� Operating license

� Local building permits

� Federal employee identification
number

� Resale license

� Professional licenses

� Special licenses
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TM: E2–6D

FOUR COMPONENTS OF A

FULL SERVICE FLOWER SHOP

� Sales area

� Design area

�Wedding consultation area

� Office
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LS: E2–6A Name_____________________________________

Lab Sheet

Design Your Own Floor Plan

Instructions:

You are a floral designer about to open your own shop. You have all the necessary licenses, a busi-

ness plan, and a location, but now you have to design a floor plan. In the area below, design the

floor plan for you shop. Be sure to label the four major components and any other special areas

you would like to include.
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