Course Outline Spring 2009
Course Title and Number:  HORT 281--Flowershop and Greenhouse Management

Spring Semester:                 2 credits

Prerequisite:  

None

Course Description:

   Flowershop and Greenhouse Management deals with owning and operating a retail flowershop or greenhouse. Objectives are to make students aware of business challenges and to help develop a marketing prospective that meets consumer demands  today.

Required Textbooks:   Retail Florist Manual

                                    Kim Colavito Markesich

                                    Stipes Publishing L.L.C.

                                    204 W University Ave.

                                    Champaign, Ill. 61820

                                    Establishing and Operating a Garden Center

                                    Requirements and Costs

                                    Natural Resource, Agriculture, and Engineering Service

                                    Cooperative Extension

                                    PO Box 4557

                                    Ithaca, NY  14852-4557

References:              Flowers Confidential by; Amy Stewart

                                  Florist Magazine



          Greenhouse Product News



          Greenhouse ManagerMagazine



          Ball Seed “Guide to Retailing”

                                  The Retail Florist Business

                                  The Profit Minded Florist



          Floral Finance Magazine

Course Objectives:

Expose students to different business aspects of the floriculture industry.

Present ideas on management of a retail flowershop, greenhouse or garden center

Summarize activities and jobs involved in the floriculture industry.

Examine how technology has affected the greenhouse and flowershop industries.

Review marketing to the future generations. (Meets MSU-B General Ed. Goals 2,& 6)
Nature Technology and Beyond:

Everything we do in the Horticulture industries is based on Nature and the use of plants in their proper places. Through technology, we continue to develop new cultivars of plants in order to better suit the customer of the futures likes and lifestyle. In this course we will investigate into the good, bad and ugly of international commerce and trade issues.
Weekly assignment;

Students will be required to find an article in one of the periodicals in the Library or from the internet each week that pertains to business management or marketing. (Flowershop or Greenhouse) I would encourage you to search as much as possible into the international issues involved in flower and plant trade and marketing. Summarize the articles and we will discuss them in class on Wednesday’s

Week one

Introduction to the Flowershop, Greenhouse, Garden Center Industry

Week Two

Read pages 3-16 in the “Retail Florist Manual”

Beginning a Business and Shop Layout

Week Three

Read Pages 17-45

Bookkeeping and Deliveries

Week Four

Read Pages 45-52

Business hours, Fixtures

Week Five

Read Pages 53-84

Inventory, Wire Services, Promotion, Customers

Week Six 

Read Pages 85-94

Employees

Lecture test on Pages 1-95

Week Seven

Read Pages 95-138
Specialization, Flower Identification, Flower Care and Handling, Floral Design, Sales Techniques

Week Eight

Read Pages 139-168

Holiday designing, Weddings, Purchasing and Pricing, Donations, Summer, Suppliers and Organizations.

Week Nine

Test Pages 96-168
Establishing and Operating a Garden Center
Read Pages 3-10 

Materials and Methods, Starting a Business, Strategic Planning, Competition, Strategies

Week Ten Spring Break

Week Eleven

Read Pages 11-26

Site considerations, Capital Investments, Product Mix, Financial Statements

Wednesday March  25th, there will be no class as this day is set aside for spring assessment activities.
Week Twelve

Test Pages 1-26

Read Pages 28-35  Managing Personnel and Customers
Week Thirteen
Read Pages 36- 49  Customer Service and Merchandising
Week Fourteen

Read Pages 50-55  Ratio Analysis

Week Sixteen

Test Pages 28-66

Week Seventeen

Final exam
Grading  93% = A,  85% = B,  75% = C  65% = D  Below 65% Failing

