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SAE:
House Plant Care Service

Description:
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If you have a green thumb and a head for business, you can start your own interior landscape company. From regular maintenance and water management, planting and pruning, if you like to work plants then a houseplant care SAE might be for you.  You can learn to handle every aspect of plant management and as well as how to serve a wide range of customers, from private residences to local businesses.  


First of all because the odds are better than you think. Interiorscape is service businesses. A service business is the most easy business to start and be successful. The "statistics" usually do not include small service businesses. So, one would hope, your odds are better than you think.

There are other reasons that make starting a service business easier than others. You can start out with low capital investment. You can run your business with low overhead. If you manage your business properly, slow periods will not cause financial hardship.

The reason for most business failures is that they cannot survive slow periods or cash crunches. Other types of businesses have large overheads that require a constant influx of money. Such expenses as employees, rent, loan payments, etc. You can design your business to survive these problems.

These guidelines for starting your own service business are for those who have little or no money to start with. 


1. Define what your business will include:

Do quality work and expect quality pay. Opportunities for work year-round. Some jobs might include:

· Plant Inspection and Replacement 
· Plant Selection and Installation
· Pruning
· Fertilization
How to get started:

1.Develop a portfolio of interior plant service jobs that you are proficient in and have equipment for.  Develop the portfolio around a your schedule.

2. Acquire the basics you need to get started.

There are a few start-up costs to be considered besides a watering can and a pair of clippers. The list could go on for an eternity, but here is a sampling of some of the items the interior landscaper must have:

1. a reliable vehicle, preferably a van so that plants can be easily transported to and from the nursery and the job site 

2.  chemical sprayers, at least two professional quality ones 

3.  clippers and pruners 

4. rags and dusters, and you will need a lot of these since you cannot use them at more than one location at a time without laundering or disposing 

5. leaf polishes or cleaners 

6. chemical insecticides and fungicides to treat basic pests and diseases 

7. fertilizers for foliage houseplants, preferably ones that are water-soluable and that do not stain furnishings or carpet if they spill or splash 

8. plastic liners for the inside of baskets or decorative containers 

9. bark chips, and sphagnum and Spanish moss for decoration and to keep soil moist in warm locatons 

10. hoses to water plants on patios and balconies 

11.  buckets, funnels, and watering cans (the latter should be spouted, not a sprayer head) 

12. measuring spoons and cups for mixing chemicals and fertilizers 

13. twist ties and bamboo stakes of varying lengths and diameters to prop up drooping plant

14. pH neutralizers for areas where hard water makes the soil too alkaline 

15. soil mixes for different kinds of foliage houseplants 

16. plastic saucers and cork mats to keep water from destroying floors and floor coverings 

17. hand truck or dolly for transporting heavy plants and containers 

3. Getting Business:

To acquire residential work there are several ways. They are presented below in order of cost and are rated for effectiveness.

· Word-of-mouth. Recommendations. Cheapest and best, but requires that you already have done some work. 

· Door-to-door. Cheap, but ineffective and time consuming. If you have no alternatives then pick new areas with new homes and upper income areas. 

· Flyers. More costly than door-to-door, but no more effective. 

· Newspaper classified ads. Very effective. Try to use a small direct mail weekly that allows you target specific zip code zones. Weekly direct mail publications with names like Pennysaver, Advisor, etc. are your best bet. Your money will be better spent than in the large city daily. 

· Yellow pages. Very Expensive. Not a good place to put limited dollars when just getting started, but effective at later stages of your business growth. 

To acquire commercial work is completely different. This requires print advertising in local business magazines or upscale monthly magazines that reach the upper income people in your city. It also requires direct mail campaigns to the businesses you are trying attract as customers and direct (door-to-door) solicitation. An ad in the Yellow Pages is a must for attracting commercial work.


6. Bidding on Jobs: 

Once you start advertising you will not immediately get work. First you must bid on the job, that is give the prospective customer a summary of what you intend to do and what it will cost. This is the part that will make or break you.

The lowest price does not always get the job. In fact, we don't recommend trying to get work by price alone. Charge what you are worth, what you want, and what quality work will pay in your market. Let the competition work for less. The person that gets the job is usually the person who gives the most professional presentation. This means knowing what you are doing. Being able to estimate the time and materials necessary for the job. Presenting yourself and your service in a professional way.

Always be on time for a bid. Never miss a bid (if something does come up, call and change the appointment). 

7. Meeting the Customer:

Dress neatly. Wear a uniform, if possible. Sears sells uniform shirts and pants in many different colors. It does not have to have your company name on it to look like a uniform (although that is a nice touch). Be conservative in your appearance and hair style. Remember, even in your own business you are not completely your own boss — the customer is. Often the job goes to the person the customer felt most comfortable about.

Look professional. Carry a clipboard to take notes. Have some sort of pre-printed estimate sheet to provide to the customer. Use a brochure (if you can afford it) to describe your services. Have business cards.

If you have done all this, then do not sell yourself short. Charge an appropriate rate. Don't worry about those who will not pay your price. You only need those who will.

From here on in it is simply a matter of acquiring the work and doing it. Do an excellent job and you will have more work then you can handle.


Marketing Your Business:

Develop a contract with optional packages.  Packages could include a certain type of service  delivered once a month or a variety pack of arrangements delivered four times a year.  

Example: House Plant Replacement: $5.00 per plant once a month

Example: House Plant Water & Fertilizer: $2.00 per plant once a week

After the development of a portfolio and contract packages it is time to get out there and sale your product.  Think of a door to door sales person!  You need to approach your potential clientele (teachers, staff at the school, neighbors and local business) and sale them on you and your service.  Remember not to leave a sale without a written agreement between you and the client.  Give the client a copy and you keep a copy for your files.

Written by : Teri Hamlin 
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Factors To Consider
Ranking: 1 = lowest 10 = highest

Time required
 8

Investment
 6

Equipment needed
10

Skills required
 10

Facilities required
 0

Land required
0

Labor Intensity
10

Potential for income
 10

Transportation required
10

Expansion possibilities
 7

Expertise needed
7

Advertising needed
 10

Susceptible to disease
5

Susceptible to insects
 5

Suitable for residential areas
10

 
Other (specify)

Length of production cycle
 seasonal

Regional
 All

When to start project
 Anytime
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Notes:
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Sources of Additional Information:

Books: 

How to start your own interior landscape business.  By Joelle Steele

What Houseplant Where .Roy Lancaster, Matthew Biggs / DK Publishing / September 1998  

Houseplants for Dummies Larry Hodgson(Editor) / IDG Books Worldwide / September 1998  

Indoor Plants : The Essential Guide to Choosing and Caring for Houseplants Jane Courtier(Contributor), et al / Readers Digest / April 1997

Websites: 

1. Georgia Master Gardeners: http://www.ces.uga.edu/Agriculture/horticulture/Master%20Gardener/home.html
2. MasterPlantsman – magazine  http://www.horticulturist.com/
3. Georgia Extension Service Horticulture Fact Sheets http://www.ces.uga.edu/Agriculture/horticulture/Factsheet.html
4. Internet resources for indoor gardeners  http://www.floridaplants.com/interior.htm
5. Interiorscape Integrated Pest Management http://ipm.ncsu.edu/InteriorScapes/BIOCNTRL.html
6. Interiorscape Management: http://kevinjones_hcs560.tripod.com/
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