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Know your product

Know your customers/
potential customers



Why would somebody
    come to my store?  
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Pricing 
Strategies







Cost-Plus





Market-
Based





Value 
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Penetration pricing







Drip Pricing







Known     
              
Value





Cost of 
Production



Fixed Costs



Fixed cost of production:
Total expenses from 
tax form

$ 2,642,714

 Minus cost of goods       959,924

 Utilities, gas, tolls       232,000
                   Per year   1, 452,000
                   Per week          28,000
5 acres – per square 
foot/week

              12 ¢

One 6 ½” poinsettia 
occupies 1.18 sq. ft. 
for 14 weeks

          $1.68



Variable Costs



Variable Cost for Poinsettias:
Cutting $   .84
Soil $   .30
6 ½” Pot $   .40
Jacket $   .22
Sleeve $   .11
Heat $ 1.18
Truck fuel $   .33
Chemicals $   .04
Fertilizer $   .04

$ 3.46



Fixed Cost               = $1.68
Variable Cost          = $3.46
Total Cost        = $5.14

Cost of growing nothing =   - $1.68



Does local matter



























Selling to friends/family

Avon……..Tupperware……real estate….insurance
But not wine



pay by scan

60 – 40 split



Pay by scan advantages:

Dedicated retail space
Vendor decides product selection
Possibility to negotiate retail price
Access to sales reports
Ability to remove unsold product



Value-added











Perceived value





Can your product be 
purchased online?

















Thank you!Thank you!
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