The 2006 GPN/OFA

State Of

The Industry

Survey

aking the pulse of the floriculture industry is not a simple task,
but we wanted to gain some insight into what growers are
thinking and doing. Earlier this year GPN partnered with OFA
— an Association of Floriculture Professionals to see how
growers felt about the current state of the green industry and
in which direction they feel it is headed.
GPN and OFA, working with ABR Research Inc., an independent research
company specializing in custom research, developed a 26-question Internet

The Participants

Who were the growers that participated in
the GPN/OFA State of the Industry Survey?
Here are the demographics of an “average”
respondent.

65 percent: The amount that
categorize themselves as a
company owner and/or president.

49 years old: The respondents’ average age.
$4.8 million: Average gross sales in 2005.

11 years: Number of years
with current company.

32 years: Average number of
years respondents’ companies
have been in business.

81 percent: Use the Internet for business.

76 percent: Belong to a local,
state or national trade association.
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Ask any grower what he or
she thinks about the current
state of the green industry,
and you are sure to get an
earful. Ask more than 570
growers and you get the
2006 GPN/OFA State of the
Industry Survey. This survey
provides a snapshot of
today’s floriculture market.

By Tim Hodson

survey for growers. The survey asked these individuals for their opinions on a
wide-ranging list of issues and topics currently facing growers. The list
includes their personal demographics as well as those of their growing opera-
tions, what concerns are impacting their bottom lines, how they use immigrant
labor and what they think about the
industry standardizing pot sizes.

After the survey was created, a ran-

More To Come

dom sample of GPN subscribers was
notified by E-mail and asked to partic-
ipate in the study; more than 570 indi-
viduals completed the survey. The
margin of error based on the number
of returned surveys is calculated to be
no greater than +/- 4.1 percent at a
confidence level of 95 percent.

This article looks at just some of
the issues covered in the 2006
GPN/OFA State of the Industry
Survey. The results of the survey
were also the topic of a panel discus-
sion session at the 2006 OFA Short
Course in Columbus, Ohio, in July.

In the coming months, GPN
will dive deeper into these
numbers and some of the other
survey topics such as an
industry-wide marketing initia-
tive and retailer merchandising.
We will provide you with addi-
tional analysis of the state of
the green industry and what we
might be able to expect in the
coming years.

If you would like to purchase
the full report, contact Judy
Paul at jpaul@sgcmail.com.

2004-05 — A Marginal Year?

According to survey respondents, the change in average overall
profit margin from 2004 to 2005 was 7 percent. The change in average
gross revenue over that same period was 1.6 percent.

For those growers whose margin went up, the average gross revenue
increased 17 percent. For those growers that saw a decline in profit mar-
gin, the gross revenue decreased 11.7 percent.

One grower expressed his concern about current and future
profit margins: He said he worries about “the viability of the indus-
try in terms of growers receiving a reasonable return on invest-

ment” over the next five years.
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Production Space And Crops

When asked about production space size, 36
percent of respondents said their total growing
area was less than 50,000 sq.ft. Twenty-six per-
cent said their growing area was 500,000 sq.ft.
or greater. As we continue examining the
information from the survey, try to keep the
following size breakdowns in mind because
growers of different sizes answer questions
very differently. Large growers are going to

use more automation and immigrant labor;
smaller growers are going to be more inclined
to try unusual crops. Additionally, by watch-
ing how this number fluctuates over the years,
we will be able to better know if growing oper-
ations are really polarizing to small and large,
as many people think.

Bedding plants continue to be the largest
crop produced by growers. According to the

Amount Of Production Space*

Percent of respondents
@
o

Greenhouse
space or

Total
growing area

Type of production space

B Less than 50,000 sq.ft.
W 300,000 to 499,999 sq.ft.

B 50,000 to 99,000 sq.ft
[ 500,000 sq.ft. or more

Under shade
roof

Bedding
Potted crops
Herbaceous perennials
Woodies/nursery crops |
Vegetable transplants
_/.j Cut flowers |
i 4 I = Foliage
Outdoor/
full sun Herbs
100,000 to 299,999 sq.ft.

*Participants were asked to quanitfy production space in four different categories. These

answers are not intended to total 100 percent.

F

survey, bedding plants made up an average of
32 percent of all crops grown in 2006. Potted
crops were the second most produced crop at
approximately 22 percent. Across the board,
there was very little movement in total percent-
ages when comparing 2005 to 2006.

The average cost of production per square
foot was $8.30. Nearly 17 percent said the pro-
duction costs were $11 or more per square foot.

Percent Of Production Space
Per Crop Category
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Respondents’ Expansion Plans

Within 12 months
28%

No plans
57%

Within 24 months
15%

Expansion On The Horizon?

It seems most growers are content to sit tight when it comes to expand-
ing their operations in the near future. Nearly 57 percent said they current-
ly had no plans to expand their operations, while 28 percent said they are
planning to expand within the next 12 months. It also seems the past few
years of higher steel prices and shrinking margins may have growers
putting off plans for expansion. Another factor that might explain the
reluctance to build new greenhouses is the availability of contract or lease
facilities. Many growers we talk to are now doing some contract growing,
preventing other growers from needing to expand.
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Working With Immigrant Labor

As officials in Washington continue to struggle with the
nation’s current immigration laws, the issue of immigrant labor
continues to vary widely for growers. According to respondents,
more than one-quarter (28 percent) said the majority of their
workforce is comprised of immigrant laborers. The readers also
said, on average, 23 percent of their company’s workforce is made
up of immigrant laborers.

However, 58 percent said they do not use any immigrant work-
ers in their growing
: . operations. It is not
ik ‘*f‘ﬂ " surprising to find

. ﬁ that smaller growers
o said immigrant labor
made up a very small
percentage of their
workforces. These
are typically family-
operated businesses
with few additional
employees. But for
larger growers with
- gross sales of $5 mil-
¢ lion or more, immi-
x - grant labor is almost

The use of immigrant labor varies considerably depending hal.f (49.2 percent) of
on the size of the grower. their workforces. ¥
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All-America Selections—so much more than just great seed.

The only way to take the guesswork out of choosing varieties, is to make sure
every one is a consistent performer. And the only way to do that is to test
them using unpaid judges in real-life conditions—in more than 50 proving

grounds from coast-to-coast.

Those exacting standards, along with our consumer publicity campaign that
reaches an audience of more than 400 million, create a pre-sold market.
Gardeners look for the AAS Winners in garden centers across the U.S.

All you have to do is keep growing to keep up with that demand.

To make your All-America Selections choices,
visit our website: www.aaswinners.com.
You'll see the most in-demand AAS Winners...
and, learn how AAS supports you.

) ALL @

AMERICA
SELECTIONS

L WINNER

Celebrating the 75th Anniversary
Tested Nationally & Proven Locally®
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26 days. 90+ degrees.

The photos in this ad were taken at outdoor trials in Boulder, CO on
July 19, 2006. The plants were subjected to 26 days of 90°F+ heat.*

..

Varieties pictured: Nirvana™ Pink Blush, Cascade White,
Cascade Orchid, Red, Lavender With Eye




Outstanding performance.

Varieties pictured: Firefly™ Orange, Lavender ‘07,
Blush Pink, Rose, White, Salmon

Varieties pictured: Tradewinds™ Pink,
Pure Yellow, White ‘06, Deep Purple, Light Purple

€2

FISCHER HORTICULTURE
6899 Winchester Circle, Suite 102
Boulder, Colorado 80301

- e (303) 415-1466 e (800) 344-7862
Fischer LSS oo represents Fax (303) 415-1605 o www.fischerusa.com
BVeeding SMCCQSSTM Y ” Goldsmith & Fischer e

*Weather data supplied by weather.com. All varieties pictured in this ad were bred by Goldsmith.



What is the most important
management issue you expect to face

five years from now?
To Standardize Or Not? Y

When asked if the industry needs to standardize container
sizes, 60 percent were in favor of the idea, while 40 percent were
not. One grower said standardized container sizes would “benefit
the industry by leveling the playing field.” Ease of automation,
less confusion for consumers and improved overall consistency
were some of the other reasons cited for the industry to move to
standardized pot sizes. Another grower said standardized pot
sizes “would make
ordering materials easi-
er across the board.”

On the other hand, - _ T
one reader feared that container standardization is seen as a “Reduced demand for floriculture crops as
the cost of switching benefit for some growers and a burden customers get older.”
to standardized pot forothers.
sizes “could cripple
the industry.” Another respon-
dent said pot standardization “is
] just another regulation, and we The Impact Of Energy Costs
FLOOD FLOO -ﬂﬁzltgn already have enough of them.” Skyrocketing energy costs continue to be the number-one item affecting

the overall business operations of growers. Fifty-seven percent of partici-
pants said the increased price of energy had the biggest impact on their busi-
nesses over the last 12 months fol-
lowed by shipping/weight, input
materials and labor. One grower
said his biggest concern over the

A sampling of random verbatim responses:

“How will our customer base change over
the next five years due to Baby Boomers
getting older?”

“Caring for the first generation in our sec-
ond-generation family business and the
transfer of assets.”

“Finding profitable items to sell in light of
energy costs.”

“Mechanization, distribution and demands
for perfect product quality.”

Areas Of Increasing Costs

- next five years was how to control
i “cost increases in all economic areas
due to increased oil prices.”
Shipping weight
:
2 Tim Hodson is managing editor of
o] Input material
(4] GPN. He can be reached at thodson
-
2 @sgcmail.com or (847) 391-1019.
(4] Labor
wems i i | Other LearnMore
JSRARIBRNE T RIS . ST > ; ¥ . : : b For more information

LR AT Y '“m?w o 10 20 30 40 50 &0 related to this article, go to
n www.gpnmag.com/Im.cfm/gp090604

Percent of respondents

#INTRODUCING our
Gable End [Framesl é%

. Available for use in Free Standing or
Hoop House Structures ﬂj:Dﬂ
. Each package is designed to fit one Gable End.
3. A one-time purchase of the FlareTool is required

. The Poly Attachment Package uses our
WireLock Base Extrusion and ZigZag Wire
around Roof Bow, door, fan/shutter
openings and along base cross piece. Gable End Frame Packages Poly Attach Pkg

. Door and fan/shutter opening sizes Item Code  Description 1to5 61023 1to5 6to23
are easily created on the jobsite GEF-FS20  Gable End Frame, 1620’ wide, Free Standing ~ § 464.00 $436.16 | $228.00 $214.32

GEF-FS24  Gable End Frame, 20-24" wide, Free Standing $568.00 $533.92| $244.00 $229.36

GEF-FS28 Gable End Frame, 24'-28" wide, Free Standing $760.00 $714.40| $260.00 $244.40

F I are TUb e GEF FS32  Gable End Frame, 28"-32' wide, Free Standing $848.00 $797.12| $280.00 $263.20

* Easily cut to GEF-HH20  Gable End Frame, 1620’ wide, Hoop House ~ $588.00 §552.72[ $228.00 $214.32 |/

GEF-HH24  Gable End Frame, 20’-24" wide, Hoop House $708.00 $665.52| $244.00 $229.36 |
any length GEF-HH28  Gable End Frame, 24'-28" wide, Hoop House $924.00 §868.56| $260.00 $244.40 ||
2 Lagped GEF-HH32  Gable End Frame, 2832’ wide, Hoop House $1096.00 $1030.24] $280.00 $263.20 | |

FT2 Flare Tool — Double Headed $49.90 A one-time purchase required
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005-980-1298

www.tradewind-construction.com

* Connects at o >

any angle * Durable in all weather! A D\/A N CIN G

wwme * Connects using self-drilling 23 22 remmmd INC\. W
tek screws - NO BRACKETS! AL TERNATIVES

* Muti-uses in Ttem Code 8-287LF | 288+LF| 717 Schuylkill Mountain Road
FT8 - 8 ft length (can ship via UPS) $32.00 $30.80 .
Greenhouses & =510 1t length $40.00 438.50 Schuylkill Haven, PA 17972
other outdoor FT12 - 12 ft length $48.00 $45.12 | Phone: 570-739-1034 Fax: 570-739-1258
FT14 - 14 ft length $56.00 |  $53.90 Toll Free 877-546-2257
structures FT16 - 16 ft length $64.00 $61.60
FT2 - Double headed Flare Tool $49.90 $46.91

N

TRADEWIND

CONSTRUCTION LTD.

Write in 725 Write in 720
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