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rusty cart nipping
at your profits?

P R O D U C T  F O C U S

Y ou know your store well, after all, you spend a lot of time in
it, always trying to expand and improve your business.
Every year, you focus on the problems holding you back.
From store design and traffic flow to high-quality materials
and efficient inventory to great customer service, you’ve

done it all. Is it possible you might have overlooked a small detail? When
customers pull into the parking lot, are they greeted by a choice of rusted,
dirty carts at the entrance?

Industry experts advise again and again to focus on small details, and
with a significant percentage of female customers, lawn and garden retail-
ers should take into account the importance of providing nice-looking
carts in good condition.

Let’s take a walk in a customer’s shoes and find out just how important cart
condition is. Whether an impulse buyer or one that has a purpose, the shop-
pers are always looking for convenience. She walks into a store and before
you even get a chance to greet her, she has acquired a shopping cart. Now,
imagine that it has a broken handle and wheels that won’t move, is too heavy
to maneuver and is squeaky and rusted. Regardless of the well-displayed, qual-
ity product you have to offer, the shopper is too busy struggling with the cart
to proceed through the store. She abandons the car in disgust and either pur-
chases only the few items she can carry or leaves with no purchases. 

WHAT TO LOOK FOR
Just as it is important for other parts of your business, first impression is

vital to carts as well. If your carts are rusty, dirty or worse, it is very likely
your customers have noticed it. According to Ernie Wilson, division man-
ager for fabricated products at Wellmaster, Tillsonburg, ON, Canada,
“Customers want something that looks attractive and is easy to move
around.” Wilson explained that although retailers mainly want a heavy-
duty cart that can carry a lot of product, shoppers don’t necessarily consid-
er the cart’s capacity first. Instead, they prefer a cart that looks more like its
regular grocery store cousin because that type of unit is more attractive,
and people are used to it. While cart capacity is crucial for your business, it
is just as important to keep customer preference in mind. 

Providing quality carts could have more impact 
on your repeat business than you think.

By Neda Simeonova
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Top: Portland Nursery, Portland, Ore.; Bottom: Atrium Garden Center, Lake Zurich, Ill.; Above
right: Sid’s Greenhouses, Palos Hills, Ill. 
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Wilson explained that
because a large number
of buyers are female, cart

design should make it easy for customers to move around. Often, cart
size influences weight. While a retailer might feel they have provided a
cart large enough to hold anything a shopper needs, a heavy, hard-to-
maneuver cart would be a customer’s last choice. 

Child seats are also becoming a necessity. “It is very important to get small
children under control so they are not wandering around and possibly get-
ting hurt,” Wilson said. It is necessary for carts’ child seats to be user friendly
as well, as not to take away from the useful area of the cart and not to inter-
fere when the cart is stored at the end of the day.

Although many retailers prefer wagons, shoppers often choose carts over
wagons, mainly because wagons are lower to the ground, and customers usu-
ally have to drag them behind. “We find that nesting shopping carts have
more appeal than the well-known red wagons,” Wilson said. In addition, wag-
ons are likely to take up more space and are more difficult to store.

PURCHASING CARTS
Wilson believes durability is very important. “Carts have got to be made

to withstand rain, fertilizer, bumping and scratching so they won’t get rust
on customers.” He feels that steel is still the popular material used in carts;
however, it has to be properly treated so it will withstand bumping and
scraping, which might open up a raw surface that will rust. “Even if the cart
is painted, it still has to be pre-treated underneath, otherwise paint will
scrape off, and it is going to rust. It is like playground equipment, it has to
be pretty, but it has got to be durable,” Wilson explained.

Chris Ham, engineer for Jaderloon, Irmo, S.C., said that well-designed
wheels are key for cart maneuverability. In general, narrow wheels don’t
work very well on anything other than a smooth surface. A lot of garden
centers have either gravel or paving stones, and that could make it difficult
for a customer to move around with a wagon or shopping cart. “Rubber or
large tires, for example, are preferred by retailers because they make the
ride better; these carts can roll over gravel and rough areas even if it is
loaded with products,” Ham described.

Whether you are selecting a cart for customer use or display purpos-
es, the quality of the product is very
important. Just as everything else in
your store, carts should stand out.
Wilson said it best: “If you keep the cus-
tomer satisfied, they are going to buy
more. You need to have a cart easy for
the customer to use so they have a
good shopping experience and feel
good about buying your product.” 

Neda Simeonova is associate editor of Lawn &
Garden Retailer. She can be reached by phone at
(847) 391-1013 or E-mail at
nsimeonova@sgcmail.com.
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Retail software 
Triad Eagle for Windows is a software solution for
lawn and garden retailers that will help increase
sales. It offers a comprehensive suite of applica-
tions that provides gross margin control, invento-
ry control, accounting and a feature-rich point-of-
sale. CCITRIAD. (888) 463-4700. Write in 1436

Cart
The new four-tier Cut Flower Display Cart is fully
adjustable and can display 12 pails of cut flowers. The
fully adjustable straps allow for different sizes and styles
of pails. The cart will also hold 36 flats on adjustable
shelving. The built-in, universal sign holder will give your
products and name the prominence it deserves. All
Cover Portable Systems. (800) 282-1239. Write in 1435

Sprayer 
The MS-100 Manual Sprayer is designed for
faster and more accurate spraying of lique-
fied herbicides, pesticides and fertilizers.
The sprayer is a powerful backpack sprayer,
designed with a long-lasting enclosed pis-
ton and diaphragm pump capable of pro-
ducing from 15-150 psi. There is a 20-inch

brass wand, adjustable nozzle and
durable 300 psi-rated hose that con-
nects the brass sprayer to a high-vol-

ume, 4.5-gal. polyethylene tank. The
MS-100 Sprayer is equipped with a safe-

ty check valve to prevent leaks if the tank is
tipped. Echo Incorporated. (608) 241-4141.
Write in 1438

Fixture 
This octagon kiosk can be shopped from all sides, enabling cus-
tomers to easily reach merchandise. The canopy accents any dis-
play, is designed to accept hanging baskets and is a great platform
for accent pieces or cross merchandising. Structural Plastics. (800)
523-6899. Write in 1445 ç


