BUSINESS SEMINARS
Presented by Herb Mitchell, CMC, AIFD

THREE TAKE-HOME-AND-USE INFORMATION PACKED SESSIONS
TO GIVE YOU NEW DIRECTION IN GROWING A PROFIT FLOWER
BUSINESS

Jumpstart Your Future

By Finding, Keeping and Developing Engaged Profitable Customers
In today’s rapidly changing market place, your future does not depend on
products, designs and services even though they are essential components in growing a
profitable business. Sustainable growth and profits come only from managing the total
buying experience. This experience begins with profitable sales and continues through
order execution excellence that result in a solid base of increasing repeat sales with
profitable, engaged customers — customers for whom you are their retailer of choice. In
this session you will learn effective ways you can implement immediately to jumpstart your
business by moving from a product-service centric operation to a customer-centric
business.
Saturday, August 6 — 9:30 A.M. — 11:00 A.M.

Stop Working To Survive

By Making A Responsible Profit In A Fiercely Price-Competitive Marketplace

If you are experiencing difficulty in making a profit and paying yourself a fair wage
for the investment of time and energy you give your business, this session is for you.
Profit does not happen by accident. Profit is the responsibility of every employee. It must
be planned and managed daily. In an interactive discussion format you will learn practical
procedures and techniques for taking control of the critical factors that produce a profit
and seal up he holes that cause profits to slip through the cracks. Having the finest
designs, the freshest long-lasting flowers and excellent service are worthless unless they
produce a responsible profit.

Saturday, August 6 — 1:30 P.M. — 2:30 P.M.

Maximize Your Uniqueness
By Isolating And Marketing Your Distinctive Differentiation That
Influences Buying Attitudes and Motives Buying Decisions

Today consumers have many choices about where they buy flowers — national 1-
800 numbers, Internet order gathers, local retailers, Pro-Flowers, Hallmark Flowers and a
host of other direct shippers. Customer satisfaction is not enough for keeping your
customers from being enticed by competitive buying opportunities. In this session you will
learn how to identify and promote the significant value-added benefits that differentiate
you from competition. These different-from, better-than customer-focused advantages for
buying from you, a professional local source, influence buying attitudes and motive
favorable buying decisions. This is a must-attend session if you want to maximize your

opportunity in an extremely competitive marketplace.
Saturday, August 6 — 3:30 P.M. — 4:30 P.M.



“The Stage Is Set...A Circus of Holiday Ideas”
Commentator: Deborah De La Flor, AIFD — Sponsored by FTD
Designers:

Marc Bass, AIFD — Sponsored by Magnolia Wholesale Florists
Daron Frazier, TCF — Sponsored by Capital Wholesale Florist
Bob Hampton, AAF, AIFD, PFCI — Sponsored by Nashville Cut Flower Co.
and Thompson Wholesale Florist
Jama Thomas — Sponsored by D & B Enterprises, Design Master
Orchids and More and Shamrock Wholesale Florist

The Stage is Set...As our talented design telaane A Circus of Holiday Ideas for the fall and
winter season. Creative designs incorporatiegakest in holiday merchandise for home décor,
corporate accounts and those special holiday difeborah will share helpful tips on making your
holiday season more profitable. Attention!!! ®Byiyour cash, check book or plastic...the designs will
be for sale!!! Also...Don't forget your cameralll

Sunday, August 7 — 9:00 A.M. —10:00 A.M. and 10:30 A.M. — 11:30 A.M.,
1:30 P.M. — 2:30 P.M. and 3:00 P.M. — 4:00 P.M.
Salon 1-5



