Quarterly Sales Plan








MARKETING/ADVERTISING STRATEGY








Market





Horticultural businesses


Florists


Landscaping companies


Parks and recreational areas


Home gardens











Campaign Goals 





Increase flower orders


Increase Terra Firm’s internal inventory of flowers


Increase in flower purchases


Increase in flower sales as a percentage of Terra Firm total sales











Competition





National floral delivery companies


Specialist florists


Importers from warm weather climates











Communication Strategies





Floral ad campaigns


Booths and increased presence at springtime flower and tulip festivals


In-store music that uses references to flowers in choruses and titles 


Newspaper and community journals/newsletters


Online banner ads











Advertising/Launch Strategies





Launch just prior to springtime flower and tulip festivals


Allot a portion of the budget for greenhouse development to increase  production. Aim to supplement normal supplier orders.


Target baby boomers with nostalgic "flower power" slogans
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IMPLEMENTATION STRATEGY











Pricing Scheme





Incentive-based for the consumer


Special event discounts


One-time offers (to get first-time customers into the store)


Coupons











Demographic Targets





Base non-commercial pricing on Demographic Study results:





- Age and gender of the head of household


- Household income


- Number of adults


- Number and ages of children


- Homeowner status











Sales Goals





Increase monthly flower sales by 30%


Increase percentage of flower sales in relation to total Terra Firm sales





		- Current percentage of total sales:	28.5%


		- Target percentage of total sales:	40.5%


