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G
lass office buildings in
your town don’t have to
be ivory towers. Rather
you should consider creat-
ing a strategy to cultivate

relationships with the corporate busi-
nesses housed within them. Georgianne
Vinicombe, co-owner of Monday Morning
Flowers with shops in Princeton, N.J. and
Yardley, Pa., is an example of someone
who has utilized old-fashioned network-
ing and adopted what she calls a “corpo-
rate friendly” philosophy to grow her
corporate business. She began by attend-
ing chambers of commerce and womens’
leadership group sessions years ago, and
there she met businesspeople from com-
panies of all sizes. While she wasn’t sure
how corporations operated, instinctively
Georgianne knew that you always try to
give the customer what they want. “I have
run my business on trying not to say no,”
she says.

Specifically, she notes
the importance of
being “corporate
friendly.” This means
being accommodat-
ing and employing
strategies like: chang-
ing hours to take calls
before or after the tradi-
tional 9 to 5 timeframe; delivering
to company events early in the morning;
and accepting longer billing cycles.

Although she has two retail locations,
she is not resting on her laurels. “I am not
the type of person who hangs the shingle
and waits for people to come,” asserts
Georgianne. Her husband Kevin, who is a
partner in the business, will go out twice a
year to visit scores of local businesses.
During these visits, he drops off a tote
bag full of goodies and a note of appreci-
ation for those who have done business
with their shop in the past, or a letter in-
troducing themselves to a potential cus-
tomer. Within a few days of Kevin’s visits,
they start getting orders. Georgianne has
a blog (www.franklyfloral.blogspot.com)
where she discusses this very topic. (Look
at her April 16 posting to read further).

Meredith Grant gains 20% increase
by floating some very smart ideas

O
ne of our 2010 goals was to increase
our balloon sales 15% over 2009,” says
Meredith Grant, owner of Enjoy Flow-
ers in Laurel, Md. “Currently, we’ve in-
creased our sales by closer to 20%.”

Spearheading the success is a high-visibility merchan-
dising approach accompanied by extensive interaction
with the local community as well as nearby businesses.

“We purchased an inexpensive balloon corral that
is affixed to our store ceiling. It immediately draws
the attention of our walk-in customers who can easily
see our balloon options and opt to add one or two to
their carry-out order,” says Meredith.

Furthermore, Meredith is always on the lookout for
opportunities to donate balloons and balloon-related
products. “So far, we have donated balloon arches to local high schools and a
children’s charity event. In addition to increasing our visibility in the community,
we have received several balloon orders we otherwise would not have had.”

But that’s not all. Meredith has found that neighbors can also be very good at
increasing sales possibilities. “Our shop is located in a shopping strip plaza,” she
explains. “Our neighbor is a children’s’ theatre that runs summer and after-school
programs. We have invested in several children’s themed balloons, and we
prominently display them near our glass store front. This has brought children
(with parents in hand) into our store. Once inside, we make sure parents know we
offer a discount to theatre customers, as we’ve also partnered with the theatre
owner to offer discounted ‘show bouquets’ to parents on opening night. These
efforts have resulted in both increased balloon and fresh cut flower sales.”

As Innovator of the Month, Meredith will receive a $250 check, a designers kit
and plaque. She is eligible for the Innovator of the Year and could win a Lux-
ury Included® vacation at Sandals! Send ideas to innovator@bloomnet.net.
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