The In

By Susan WArd

ave you ever won-

dered what con-
suners think about
when they cannot

find a sal esperson to hel p
then? Wat about when they see a garden project point-of-pur-
chase display? The consuner can nake or break a business, and
wth stiff conpetition fromthe increasing popul arity of chain
stores, the independent nust be able to catch the consuner’s eye.

Let me quickly introduce nyself. M nane is Susan Vérd, and |
amnew to the business. Not new to gardening —I have been doi ng
that for years —but newto (PN G eenhouse Product News con-
tacted ne to wite a colunm every nonth to discuss ny views on
the independent garden center. You see, | aman avid gardener who
knows the business, not as an experienced consuner anal yst, but
as an everyday, out-there-buyi ng consuner.

I am an ei ghth-grade science teacher in a suburb of
Chicago. Therefore, in the summrer, | have anple tine to
spend in ny own garden and in ny local garden center.
Because | have been gardening for years, | do not need quite
as much sal es hel p when | am shoppi ng at the garden center.
| do, however, need ideas and direction. Oh the other hand,
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Vant to know what the average experi enced gardeni ng con-
suner thi nks about your garden center? GNR s newest col um
nist can let you know She’'s typical of nany of your custoners

and invites you i nto her mind.

ny nei ghbor Betty needs all the help she can get. Betty and |
represent your two average gardeners, experienced and
i nexperi enced.

SERVI NG THE AVERAGE GARDENER( S)

S how is the independent garden center serving such a wde
know edge base? Not nany are.

W live in a society where each person wants what he or she
vants, and wants it now Fast food, ATM and the garden center do
not differ al that nuch. Though gardening is often considered a
peaceful, quiet, leisure hobby, the consuner still lives in this
society and still wants to get inand out of the storeinless tine ad
wth the least anount of noney spent. If the garden center does not
offer that, then the consuner will find a place that does. And, nore
often than not, the consuner is turning to the chain store.

Besi des vanting the best service, | have an added interest in the
garden center because ny brother ows one. He has a wonderful
store, full of quality products and a great selection. However, he
too is feeling the chain store crunch. Because he knows about ny
interest in what the consuner wants, he asked ne for sone
advi ce.

Qe of the things | tod ny brother was to always have plastic
labels in each plant. You would be anazed by how nany tines |’ ve
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gone to the store wth a purchase in mind and | eft wthout purchas-
ing anything. | nay be an experienced gardener, but | still

seek know edge about plants that | amgoing to grow
Ganted, | would buy a plant that | was very famliar
wth despite the absence of the tag, but |1 would not
purchase a plant that | knew little about. | want
the best for ny plant and ny noney.

Thi nk about the inexperienced gardener
like Betty. Do you think plant tags are
inportant to her? Absolutely. Mant |abels
are a necessity to her. Wthout a |abel, she
has no idea what the plant is, howto care for
it or even what color the bloomw Il be. She
does not have a vast library of horticul tural
books, so it is not an option to just look it up.
More inmportantly, she often conplains that she
can never find store personnel to help her.

| know nany storeowners think that consuners do not rely
on the label all that nuch. They think that people sinply read the
label inthe store, plat the plant and toss out the tag, but nany peo-
ple I know keep the label for reference. | asked Betty what she did
wth the labels after she got the plant hone. She said she a wvays
inserts the label next tothe pant. Se vants to be dde torefer toit
al year long for plant care. |, on the other hand, have a large stack
inny shed that | often reference throughout the year. You can count
on ne bringing sone of the labels wth ne shopping the next season
—I| definitely do not want to forget what | planted next to the fence
this year. Hre again is sonething that ny brother can be sure is
doneinhis store. It isasnall investnent wth big revards.

Garden project point-of-purchase displays are another great
tool for the inexperienced as well as the experienced gardener.
Though | aman avid gardener, | amalways looking for advice on
howto create a nore beautiful |andscape. Onh the other hand, Betty
is just looking for ideas on howto create a |landscape, period O
course, anyone can buy |andscapi ng books or nagazi nes, but they
take tine to study. In this fast-paced soci ety, consuners want ideas
laid out in an easy-to-read fashion. This is wy the point-of - pur -
chase display is such a valuable tool in the garden center. Not only
is the consuner getting what she wants (ideas in a convenient,
sinple layout), but the
garden center is getting
the consuner to buy the
plants in the display, as
well as getting themto
cone back for nore ideas.

E

ONE STEP
FURTHER

M/ brother took this
idea one step further. He
took some of the al ready
exi sting point-of-pur -
*. " chase dsplays in his store
&1 and anplified them e
= day a veek, he hired a | ocal
| andscaper to give mni-
sem nars to shoppers.
These semnars were given
inthe mdde of the store
wthout a fee, to ay con-
suner who passed by. Each

semnar lasted about 20 mnutes and gave val uabl e infornation,
including fertilizing, |andscaping and choosing shade-| ov-
ing perennias. Each semnar had nunerous topics and
was open to questions at the end. Wen the semnars
vwere over, mltiple enpl oyees were positioned
throughout the store to give directions to prod-
ucts and to answer any additiona questions. M
brother did this as a tria for three weeks,
wthout advertising this specia service
In the first week, sales were up slightly,
but by the third week sales were up
renarkably. No advertising —only word of
nouth. The best thing about the programwas
that it was nolded for each gardener, regard-
less of experience. Betty and I, for instance,
cae for all three sessions. V@ each took sone-
thing different away fromeach semnar and never |eft
the store enpty-handed. V¢ were so excited abolEWBAt we
had | earned that we wanted to inplenent it imrediately.
nsuners are thirsting for easy information: infornation that is
conci se and to the point.
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