Course:
01.464 Nursery/Turf Production and Management

Unit 16:
Developing a Nursery Business
Lesson 2:
Prepare a Market and Pricing Strategy

GPS:
CTAE-FS-1, CTAE-FS-2, CTAE-FS-4, CTAE-FS-6, CTAE-FS-9, CTAE-FS-11
Objectives: 

1.
Describe the marketing strategies that maximize profits.

2.
List the procedures for determining product prices.

3.
Discuss the advantages and disadvantages of retail and wholesale markets.

4.
Research the grades of product material for pricing.

5.
Recognize marketing trends.

6.
Layout and Display of Nursery
Teaching Time:

2 hours
References:

Davidson, H., Mecklenbry, R., and Peterson, C.  Nursery Management Administration and Culture.  Prentice Hall. Englewood Cliffs, N.J.
Ingels, Jack E. Landscaping Principles and Practices. Delmar Publishers, Inc. Albany, NY. 
 Midcap, James.  Certified Retail Specialist Study Manual.  Georgia Green Industry.

Materials and Equipment:

Marketing references

Feasibility study

Sample market plans

Computer/appropriate software

Powerpoint: Under Horticulture on Disc 4


Developing a Market Plan


Marketing Horticulture Crops

Teaching Procedure

Introduction and Mental Set

APrice is Right@: Set up five different items (i.e., plant, landscape tools, bag of fertilizer, etc.).  Call up three students to play the game.  Have them guess the retail price of the items.  Give the winner a prize- maybe the item.

Discussion

1.
Discuss what the students considered when they were trying to guess the prices of the items during the game.

A.
What factors need to be considered when pricing a plant?

1. Materials cost= plant, container, soil, fertilizer, water, etc.

2. Labor cost= propagation, potting, pruning, equipment use, etc.
B.
What factors need to be considered in a nursery besides the pricing of plants?

1) Advertising

2) Loss of plant materials

3) Depreciation of equipment



2.
Lead class discussion on the elements of the marketing process - including the advantages and disadvantages of methods of promotion.
3.
Laboratory Activity

Use greenhouse lab to actually do a price promotion (i.e., price for greenhouse crop).

4.
In the same groups as in lesson 1, students should identify the target market population for five products in their businesses.  Also, they need to develop a price for the products and how they will market them.  Groups should present answers to the class.

5.
Discuss: Elements of Merchandising 

1) Promotion

2) Advertising

3) Advertising Alternative (personal nursery newsletter, subscription newspaper, radio, tv, special weekend celebrations)

6.
Discuss Nursery Layout and Display as it effects Merchandising.

1) Attracting customers

2) Parking

3) Convenient shopping

4) Encouraging sales

5) Checkout and loading

6) Restocking 

7) Space utilization

8) Adaptability

7.
Ask students to work in groups to develop guidelines for lawn and garden displays.
9) Keep it simple

10) Face of the product must be at least as wide as one packet/bag/bottle is high

11) Layout nursery to expose people to ideas and impulses

12) Link items together that are obvious to you but maybe not to customer.  Rose section contains roses, not food, fungicide, rose books, ect.

Summary
What factors should be considered whin pricing a plant?

What are the elements of the marketing process?

Evaluation
Evaluate group presentations

Questions:
1.
What are some of the merchandising techniques used to improve customer traffic in a nursery?

2.
What is the purpose of advertising and how can you achieve this purpose?

3. 
How does the layout affect customer shopping?

4.
How are signs used in the garden center?
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