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By Don Eberly

Selling exotic plants through creative merchandising can add appeal to your 
garden center and attract new customers all year.

among the spe-

cies. Dendrobium 

orchids include 

more than 1,000 

species and are 

remarkable in their 

diversity of form, size 

and color. However, pha-

laenopsis is likely the most 

popular as evidenced by con-

sumer requests and sales. 

“Breeding efforts over the 

past century have introduced new colors, pat-

terns and large, round, striking fl owers arranged 

in arching sprays,” says Marcella Lucio, director 

of marketing for Silver Vase, Inc., a company that 

markets orchids and bromeliads. “Because they 

grow well within average home conditions, pha-

laenopsis are consumer favorites.”

Phalaenopsis orchids are known for blooms in 

delicate shades of white, pink, dark pink, fuchsia 

and yellow. They boast several fl owers on single, 

double or multiple spikes. Single-spike varieties 

such as Silver Vase, Inc.’s ‘Peachy’, a yellow with 

terra-cotta blots, and ‘Vivian’, which blooms 

fuchsia with red lips and yellow dots, are the most 

common at retail. Double-spike plants such as 

deep-purple ‘Fancy Frills’ and ‘Golden Treasure’ 

are high-value options, providing more blooms 

and color. ‘Alabaster’, featuring white fl owers 

with a yellow and wine-red center, is a branched 

multispike variety.

For consumers who cannot get enough orchids 

for their homes, Novalis Plants That Work has 

cultivated a cold-hardy version for the outdoors. 

Bletilla ‘Chinese Butterfl y’, a shade perennial 

that blooms from spring through summer (to 

USDA Zone 6b), features creamy-yellow fl owers 

accented by a dotted, maroon lip, says Linda 

Guy, new plant development manager for Novalis 

Plants That Work.  

Bravo for Bromeliads
Bromeliads provide shelf life like no other plant, 

which should make them a garden center staple. 

“They come in so many shapes, sizes and price 

points that retailers cannot go wrong,” Lucio says. 

They are cheerful and festive, adaptable and simple 

to maintain. They tolerate infrequent watering, yet 

varieties like the bright-pink guzmania ‘Zamora’ 

and guzmania ‘Ostara’ bloom for three months or 

more, reproducing consistently and rapidly. They 

do not attract many pests, and the many available 

varieties offer a diverse array of forms, foliage and 

fl owers, such as the uniquely structured, orange-

fl owered vriesea ‘Splenriete’.  ➧

G
arden centers have no trouble 

attracting customers in the spring, 

when homeowners are eager to 

revive their winter-weary gardens; 

what gets tricky is keeping them 

coming all year. Enter exotic plants, an important 

category for retailers looking to drive consumer 

traffi c and profi ts year round. 

Alluring exotic plants draw consumers of most 

every demographic with color and style that make 

unique gifts for birthdays, Valentine’s Day, Easter 

and Mother’s Day. Orchids, bromeliads and Ori-

ental x Trumpet lilies are longer lasting than 

cut fl owers and more satisfying than chocolates. 

As everyday purchases, exotic plants beautifully 

complement home décor with a variety of colors 

and forms. And in the winter, customers craving 

warm weather will buy exotics to tide them over 

until spring.

Exotics
among the spe-

cies. Dendrobium 

orchids include 

more than 1,000 

species and are 

remarkable in their 

diversity of form, size 

and color. However, pha-

laenopsis is likely the most 

popular as evidenced by con-

sumer requests and sales.

Adding exotics to your inventory can supple-

ment exterior plant products and widen the 

opportunity for impulse purchases: Bromeliads, 

orchids and lilies satisfy savvy garden shoppers 

and unsuspecting passersby alike. 

Ovation for Orchids
One of the fastest growing segments in fl ori-

culture, the orchid market is thriving. They’re no 

longer perceived as luxury items, but they still gen-

erate high retail margins. Though there are nearly 

40,000 identifi ed orchid species, four common 

and popular types are paphiopedilum, oncidium, 

dendrobium and phalaenopsis. Paphiopedilum 

orchids have a distinct, pouch-like lip that traps 

pollinators, though the plant is not carnivorous. 

Oncidium is a large genus of more than 400 spe-

cies; colors, leaves and stems are extremely varied 

Above: Phalaenopsis ‘Fancy Frills’. Top: Phalaenopsis ‘Peachy’. Opposite: Lilium ‘Avocado’ (Photos: Silver Vase, Inc.)

G R E E N G O O D SEEEE NN GGGG O



22   Lawn & Garden R etailer   M ay 2009 www.lgrmag.com

Work sells more than 15 varieties of Oriental x 

Trumpet lilies for both interior and landscape 

applications. 

“New hybrid varieties of Oriental x Trumpet 

lilies offer all of the same charm as traditional 

Trumpet lilies, but they bloom later with a lighter, 

lovely sweet fragrance,” Guy says. The program 

offering includes eight varieties in vibrant colors. 

Love for Lilies 
With huge fl owers, intense fragrance and rich 

colors, Oriental x Trumpet lilies practically sell 

themselves. Favorite choices in the garden or as 

cut fl owers in bridal bouquets, potted Oriental x 

Trumpet lilies also can jazz up almost any indoor 

environment. Oriental x Trumpet lilies are heat 

tolerant and multiply quickly. Novalis Plants That 

“Most bromeliads are very resilient, so consumers 

can continue to enjoy them even after they fl ower,” 

Lucio says. “Most do well in pots and planters that 

provide good drainage and airfl ow.” Best of all, 

once they are potted, they can simply be enjoyed. 

Next time a customer asks for a houseplant 

that will survive her black thumb, recommend

a bromeliad. 

Merchandising exotic plants 
well is essential to high-level suc-
cess and adds to retailers’ overall 
appeal. High-end customers tend 
to prefer color coordination, 
whereas many price-conscious 
consumers prefer color and tex-
ture variety. Plan ahead to create 
thematic displays based upon 
color for each holiday and gift-
giving occasion. Build a display of 
plants to make a statement about 
the impact exotic plants have on 
home décor and customers’ daily 
quality of life.

Pairing bromeliads and poin-
settias at Christmas puts a twist 
on the traditional holiday product 
offer. For Valentine’s Day, con-
sider using different-colored 
pots or Mylar wraps helping to 
explain the meaning behind each 
gift. This could help the customer 
choose a gift that’s appropriate 
for his mother and one that is a 
little spicier for his sweetheart. 
Or try marketing orchids and 
lilies in Easter baskets, complete 
with Easter grass and eggs at 
the plants’ bases, can command 
higher price points. 

Keep a plentiful supply of fresh 
product and update displays reg-
ularly to provide customers with 
the highest quality plants and 
remove the purchasing guess-
work for them. This lends to return 
business during springtime and 
any time gifts or décor are top of 
mind. 

Write in 778

MAKE IT YOUR 
BUSINESS
1,500 Exhibit Spaces, 
130 Educational Sessions,
1,000s of Business Solutions, 
and 10,000 Industry Peers

July 11–14, 2009
Columbus, Ohio
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and agribusiness industries. He can be reached at 
doneberly@eberlypr.com.

For more information on these fl owers and spe-

cifi c varieties mentioned, visit www.silvervase.com 

and www.novalis.com. 

Don Eberly, co-owner and writer at Eberly Public 
Relations, specializes in the home, garden, design 

Write in 762Write in 793

Patent #6044877

Write in 755

ATLAS® is a registered trademark of SHOWA GLOVE Co.   Nitrile TOUCH® is a registered trademark of LFS Inc.

Contact us for a free “HOW TO” brochure. 

Together we can 
    make a difference!

We’ve carried the pink Komen glove program for two years. The display goes right next to the cash register and customers pick up a pair, sometimes several pairs because they make great gifts.
Last year our sales rep alerted us about the Susan Komen Race for the Cure event and we stocked up beforehand. It draws a huge crowd of both spectators and participants.Because of the connection to the Komen cause, many customers bought several pairs — to use as thank you gifts for friends and family who sponsored or supported them for the race.

 
Mark Zimmerman, Buyer 
Johnsons’ Florist & Garden Centers 
Washington DC and Maryland
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I call this glove program a retailer’s dream because 

customers actually come in specifically looking for the 

product. Our sales have doubled — even tripled!

Last May we created a display featuring pink live goods 

and all of our breast cancer-related merchandise. The 

response was so strong, so positive, that we kept the 

display up until September!

We printed a special catalog featuring our staff’s favorite 

products, including the Susan Komen Nitrile Touch 

gloves.  All eight stores placed the displays in high traffic 

areas and hundreds of pink gloves were sold.

  Mary Whitcomb, Hard Goods Buyer, 

  Mahoney’s Garden Center, 

  8 locations in Massachusetts
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Order Your Kit Today!
Contact your distributor. 

Real-World Tips  
to Make This Program Work.

Available
NOW!

Join independent 
garden centers 
and nurseries 
across the country 
to promote  this 
worthy cause.

Write in 760

cleanairdistributing.com
Visit our website at:
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Smaller lawns and environmental 
concerns are fueling a surge in reel 
mower sales. Profit from the trend 
by stocking quality German-
engineered Brill mowers.

• 17 lbs. – easy to push or lift
• Adjustable cutting height
• No noise or air pollution
• Easy to maneuver
• No engine hassles
• Maintenance-free
• Scissor-quiet cut

Profit From the Growing
Trend in Green Mowing
With Brill Reel Mowers

BRILL

1-888-439-9101
To order call:

 LearnMore!
For more information related to this article,
go to www.lgrmag.com/lm.cfm/lg050902 An assortment of guzmania bromeliads
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