3. RESEARCH METHODOLOGY
The methodology employed for the present study mainly consisted of structured interviews with wholesalers, retailers and consultants involved with floriculture.
Interactions with the wholesalers were primarily aimed at understanding the market structure, demand scenario, supply chain and its linkages etc. Retailers provided the insights into the consumers’ choices, business aspects, local market structures, supply chain, and emerging trends in the industry. Consultants were useful to get the technology details, financing options, support institutions, and state govt. schemes and promotional efforts.

3.1 Data collection

The primary data required for the study were collected by the survey method from the sample flower growers by the personal interview method using a pre-tested structured schedule. Five separate interview schedules were used covering cut flower grower-exporters, wholesalers, retailers and consumers. In order to get better
co-operation and reliable data from the respondents, the purpose of the study was clearly explained to the respondents prior to the interview.
The schedule used for producer-exporters was structured in such a way as to obtain information on inputs used, cost of inputs, production materials and creation of the structure for the greenhouse.
Information on cold storage, processing, cost of marketing and exports
was also gathered from the respondents. In order to get information about flower marketing, questionnaire was prepared for the wholesalers, retailers and consumers. The schedule for consumers covered aspects like education, income, factors influencing their purchase of cut-flowers like rose and gerbera.

3.2 Market Study

Next step in floriculture planning is the market study and potential linkages of supply. If the floriculture is planned at the individual farmer’s level, it is necessary to study the local retail market and district level retail and wholesale market. The main purpose of this study is to understand the consumption pattern of the nearby consumer segment so that the types and varieties of the flowers may be planned accordingly. In floriculture, it is considered that nearer the supply destination, better the value realization as the shelf-life of flowers are very limited. Hence, it is better to target the local markets for supply and therefore the production planning should incorporate the varieties accordingly. Basic flower parameters to study are: flowers, their varieties, colors in demand, disc-size of flowers and stem-length.

4. CASE STUDY

I have visited these markets time and again as customer with a very basic understanding of the larger scheme of things. Flowers play an important role in the cultural heritage of India; they have been an essential part of Hindu worshipping for the past several centuries. It is seen as a symbol of wishing one luck when given as a gift, which holds a special place in the minds and hearts of traditional and modern inhabitants of India.

The three main flower markets of Delhi located at ‘Baba Kharak Singh Marg’, ‘Chandni Chowk’(Fatehpuri Masjid), and ‘Mehrauli’- near Qutub Minar have been shifted to Ghazipur.
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Figure 4 Google map image of Ghazipur Mandi
The shift has hardly made news despite the upheaval among traders, probably because the old markets used to pack up before most of the city finished their morning cuppa. The Fatehpuri and Hanuman Mandir markets maintained brutal schedules. At Fatehpuri, trading started at 2am and lasted eight hours; the CP market was even more fleeting, starting at five and over by nine. Mehrauli functioned through the day though a distinct lull fell on operations after 10am.
The Ghazipur mandi stays open 24 hours and mornings are busy. Yet, say some flower-sellers , business has suffered. "Phool shauk ki cheez hai, zaruri nahin. Yahan tak kaun ayega lene? (Flowers are things of interest, not essentials. Who's going to come this far to buy?) ," asks Kavita, who ran a stall at Baba Kharak Singh Marg. She claims to have incurred heavy losses - over Rs 4 lakh - since the shift.
The old markets were recognized in 1997, when the whole of NCT was declared a "market area" for agricultural produce. The Delhi Agricultural Marketing Board, however, wanted to regularize flower trade further and bring all markets together. Plots in Okhla-Srinivaspuri were considered and rejected for being too small before it settled on Ghazipur. Among the traders, there are several factions - those with licence who support the move, those who don't and the unlicensed majority. And between them is a flurry of petitions and counter-petitions in the high court. The legal wrangle is not over but the Agriculture Produce Marketing Committee (APMC) served the markets notices in June 2011; the Ghazipur mandi was notified on February 28, 2011.
The shift had been opposed by at least one civil society group. Led by arts curator Himanshu Verma, the group, consisting mainly of artists and architects, had been trying to prevent the move from mid-2010 . "They're part of our heritage, like the book market in Daryaganj. There was a proposal to remove that too and people protested. The same model could've been used here instead of shifting the lot," said architect Swati Janu.
The group attempted to take a photo-census with the help of volunteers and get merchants to fill forms. They didn't get far. "We also offered to file a petition on their behalf. In most cases, traders were afraid to say anything against the main guy in the market ," said Verma.
The flower-sellers , 409 of them are licensed, had been promised much - a "modern flower market" with developed space and cold storage. The mandi, as it stands now in the dusty parking area, consists of tarpaulins on iron frames marking the temporary lots from where traders will operate till the actual building is ready. DDA says it's working on the plans. Clearly, any cold storage they get in the coming months will purely be thanks to the weather.

4.1 Approach to Floriculture
First step in planning for the floriculture is the feasibility study wherein the basic land requirement is tested. Land Examination (i.e. Soil and Water testing) consists of Ph testing (for both soil and water; it should be strictly in the range of 6.5 – 7.5), electrical Conductivity testing (which should be below1) and other normal tests to plan the nutrients requirement. In case the mentioned Ph & electrical conductivity levels are not met, the only option left is the transplantation of new soil bed.It increases the project cost substantially. Alternate options of soil treatment were explored but it was found that no such option is known popularly in practice domain.
Second step in evaluating feasibility for cut-flowers floriculture is the selection of flowers appropriate for the regional climate. Cut-flowers production is generally done in greenhouse structures because of associated high risks and the high margin. However, greenhouse structures available in India are equipped to only moderate the climatic conditions as compared to advanced structures available in foreign markets which are capable to create a completely insulated environment. Hence, assessing the
climate conduciveness is important for the selection of a particular crop .

4.2 Technology

Greenhouse structure is the most important part to focus on the technology requirement as it is a long term investment and it affects the quality of production directly. Other components of technology arrangements are the post production sorting and packaging apparatus. Minimum feasible area for greenhouse investment is 1000 sq. mt. (0.25 acre) and minimum good size is considered as 2000 sq. mt. (0.50 acre). In case of artificial bed (Hydroponics) facility in place of soil bed (if the Ph and electrical conductivity conditions are not met), the cost of bed preparation becomes double.

4.3 Understanding the Market

Floriculture production in India is facing good opportunity in terms of expanding domestic market, owing to the augmentation in the income levels of middle-class population and increasing penetration of cosmopolitan lifestyles in the large urban centers. One of the main drivers of this demand is again the youth segment which is becoming more refined in its tastes and fashion oriented.
It may be safely assumed that with very high proportion of young population supported by sustained 15-20% p.a. growth in salaries in the corporate sector, the demand for flower business will increase appreciably.
Flower market in India is centered heavily upon rose and gerbera in the cut-flower
segment, along with carnation and orchid in limited supply. Most of the specialized
flowers and new varieties of existing flowers are being imported from abroad. With the easy availability of high-end technology employed in foreign production system and supportive government policies on this front, production of these ‘still-exotic’ flowers presents a good option.
Even the new flowers which are grown domestically on a limited scale are found to command premium in the market. A simple pricing rule being observed in the flower market is the specificity and rarity of flowers because of the increasing orientation to spend for uniqueness and novelty.

4.4 Supply Chain Linkages
In order to ascertain the supply chain of cut flowers from producers to consumers, information from growers, wholesalers, retailers and consumers in Delhi was collected and analyzed. The results of analysis are summarized below.
i) Flow of Information: Information flow in the supply chain is backward flow. It is depicted in the Figure 4.1. Growers are getting production and marketing information from National Horticultural Board.
ii) Flow of money: Money flow in the supply chain is backward flow.  It is depicted in Figure 4.2. Money is first transferred from the consumer to retailer then to the wholesaler then from the wholesaler directly to farmers or through auction centers. In each stage they will get profit as margin.

Fig.4.1 Backward flow of Information on Cut flowers
Consumer NHB/ Horticulture Dept/Flower Expo Grower
Fig.4.2 Backward flow of Money
Consumer Retailer Wholesaler Grower


[image: ]Fig.4.3: Supply Chain for Cut-flowers from Producer to Consumer

Figure 4.3 shows how cut-flower moves from the grower to the consumer. Solid arrow shows the preferred option of buying flowers where curved arrow shows alternative option of buying flowers. The figure also shows where wholesalers buy the product from. Most of them usually buy from Ghazipur Mandi, but others also buy directly from growers. Wholesalers serve as middlemen by gathering floriculture products in bulk from the local or distant producer and selling them in smaller units to the retail florist customers. The basic function of a typical flower wholesaler is to provide cut flower to the retail flower industry. The wholesaler’s product, often on consignment from the grower, is sold at the best possible price, and then the payment, as a portion of the sale price, is made to the grower.
One of the important roles of the flower wholesalers is to identify the emerging market trends from the retail florists, and then pass this information on to growers. The farm, in turn, can modify production. The retailers purchase cut-flowers from the wholesalers in Ghazipur market. Very few retailers purchase directly from farmers. The retailers or florists sold their cut flowers in loose form as well as in the form of floral arrangements to the corporate and household consumers to meet perceived changes in demand. Florists like the idea of purchasing directly from growers. However purchasing small quantity of flowers from growers is not convenient since the growers are reluctant to sell small quantities to the retailers. So they buy from wholesalers rather than from the growers. Rose and gerbera are the main products preferred by the florists. The other major flowers dealt in by retailers are carnation, bird of paradise, Lilly, Gladiolus and Anthurium.

Consumers purchase mostly for personal use and as corporate gifts. Corporate display, festivities, weddings and public functions were also some other common uses. Florists reported that their customers belong to upper-middle and higher income groups and that they purchase mostly for personal use and for gifts. Most of the customers buy bouquets rather than the loose flowers. Florists also reported that
their more frequent clients are females and tele-phonic orders are becoming more frequent.

Figure 4.4 describes the domestic part of the export supply chain. The large-scale hi-tech flower companies have vertically integrated most of the marketing functions described above. By far the greatest proportion of India’s flower exports go to markets in Europe. The Dutch flower auctions have historically been the most important channels through which Indian flowers have reached export markets.
However, changing consumption patterns and supermarket supply chain rationalizations are beginning to erode the Dutch auction’s importance. In a few importing countries, particularly the UK, buying behavior has changed away from occasional purchasing towards regular flower purchasing. This has increased not only the volume of purchases but also the importance of supermarkets as retail outlets.
Simultaneously, several large European supermarkets have simplified their horticultural supply chains by establishing direct links with producers. Overseas supermarket chains like TESCO, Sainsbury, Wal- Mart and Metro are looking for large quantities of flowers, latest varieties and well-defined supply chain.


Fig. 4.4: Supply Chain for Cut-flowers from Greenhouse to Aircraft
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4.5 Consumer’s preferences for cut flowers
Consumers’ perceptions about cut flowers and their preferences for flowers possessing specific attributes/qualities are of great importance not only to the producers of modern flowers but also to the floriculture scientists and policy makers to evolve and popularize flower varieties with particular attributes preferred by the consumers. Consumers of modern cut flowers are by definition quite literate and knowledgeable. This coupled with their high incomes which gives them the ability to
buy expensive cut flowers, makes them the connoisseurs of the flowers they buy. Since cut flowers are things of visual charm and delight, the preferences of well-to-do and literate people for certain attributes in flowers are a crucial determinant of the demand for cut flowers.

4.6 Supply Information and Price Behavior

The traditional flowers are similar to agriculture commodity in its supply character and are not available throughout the year with strong seasonality of supply. Even within season, there is no deterministic behavior of prices observed by market over a long period as the prices are governed by day-to-day supply. Hence, prices in the markets for traditional flowers are quite frequently observed to fluctuate by even 200-300% around the annual average within the span of a few days. However,
prices show a very sharp upward spike during the season of marriages when traditional flowers command considerably higher prices depending upon the arrivals in the market.

4.6.1 Credit Terms/ Arrangements

A credit cycle of 15 days or 1 month have been observed on a case to case basis.
The payments are made by wholesalers to the aggregating intermediaries at these time intervals. However, it emerged from the interviews that personal relations have a significant bearing on the credit period and payment terms.

Important information like supply locations, average price ranges, seasonal months, shelf-life etc. is given flower-wise below. The shelf-life details given herein are at the wholesale level as clients downstream (florists, retail shop-keepers etc.) do not take old flowers because of the time lag involved in selling these to the end-consumers. Average price details are the prices at which the flowers are available to secondary consumers clients from the wholesalers.

Genda: This is the most important flower traded in the traditional flower market in
terms of volume. It is not affected significantly by seasonality and is available
throughout the year. Average price of Genda is in the range of Rs 16/kg. It has a shelf-life of 2-3 days and is kept under normal sacks packaging in room conditions. Genda production yields around 12-13 tons of flowers per hectare over a 3 month season (from a particular plantation). The approximate cost involved is Rs. 75,000 per hectare with rough revenue estimate of Rs. 1, 25, 000 per hectare.

Chandani: This flower generally arrives in the market during the months of November to December. The supply starts in November from Bangalore and the prices remains in the range of Rs. 45/kg for about a month. During peak season, the prices touch a high of Rs. 70/kg. In December, supply from the khattoli starts and the price falls significantly to around Rs. 10 - 15/ kg. Shelf-life of Chandani is about 2 days. Chandani production yields around 5 tons per hectare over a period of 1.5 month.

Gulab: It is available throughout the year with supply mainly from khattoli, Punjab, kasauli and Haryana. regions. The average price remains in the range of Rs. 10 per dozen and it has a shelf-life of 2-3 days at the wholesale level. 

Dutch Rose and Gerbera: At the wholesale level, the selling price of Dutch Rose (per 20 pcs) goes as high as Rs100 and also dips to around Rs. 10 - Rs. 20. However, the average price range remains in the range of Rs. 50 - Rs. 60 per bunch (of 20 pcs). Similar figures for Gerbera (per 20 pcs) show a high of Rs. 60 -Rs. 70 with the lowest of Rs. 5. Its average price remains in the range of Rs. 30 – Rs. 40 per bunch (20 pcs). Shelf-life of cut-flowers is 4-5 days at the level of wholesalers.
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Fig 4.5 Cartons of Gerbera

Important colors in roses are red, white, orange, pink and yellow. It is generally sold
at the retail shops in the following ratio:

Table 3: Colors in Rose and their share ratio
	Colors in Rose 
	% share

	Red
	40

	White
	22

	Orange
	22

	Pink 
	7

	Yellow
	7






Glaidiolus: This flower starts arriving in large quantities in market during the month of September and continues till May. During these months, it provides large volume of business – almost in the range of 50% of total trade. It also remains in the price band of Rs. 280 – Rs. 10 per Bundle.
Large volumes arrive from sonipat district of Haryana and khatooli in UP .
After May klimpong is the sole supplier of Glaidiolus .
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Figure 4.6 Wholesale Marketing of Gladiolus

Mogra: Mogra arrives in the months of May to August in the market and is traded in small quantities.
Its price remains in the range of Rs. 50 – Rs. 30 per kg.

4.6.2 Retailers preferences about flower usage

Cut-flowers business in Delhi is primarily centered around two flowers – Rose (Desi and Chinese Rose) and Gerbera. Carnation, Gladiolia and Orchids are other  flowers with noticeable consumption on a limited scale. Within rose also, Desi Gulab (DG) has a significantly higher consumption as compared to Chinese Rose (CG). Within Gerbera also, two prominent varieties are consumed – Double-Circled Gerbera (DCG) and Single-Circled Gerbera (SCG).
Average price of Desi Gulab (DG) remains around Rs. 80 per 10 pcs. Specifically, the average price of Double-Circled Gerbera (DCG) hovers around Rs. 50 per 10 pcs and of Single-Circled Gerbera (SCG) it is around Rs. 70 per 10 pcs. These information are summarized in the table below:
Table 4: Average price of Flowers at retailer level
	Flower
	Average price at the retailer level

	Desi Gulab (10 pcs)
	80

	Dutch rose(20 pcs)
	NA

	Double-circled Gerbera(10 pcs)
	50 

	Single –circled Gerbera(10 pcs)
	70



Product market in Delhi is catered mainly by the numerous road-side vendors across the city. These small flower shops in the city witnesses the sales in the range of Rs. 1000 – Rs. 3000 per day in high demand season. The approximate usage ratio of important flowers at these small scale vendors may be given as “DCG: SCG: BG: DG::1: 3: 10: 10” where the numbers denote the number of flowers. These
numbers are arrived on the basis of responses received from the road-side small shop-owners in the month of Feburary.


Figure 4.7 Flower usage at small- scale florists

Service market constituting of event decorations, marriage decorations and institutions servicing is with three-four large florists in the city. With these large florists, consumption proportion of four important flowers Rose, Gerbera, Carnation and Orchids are in the ratio of approximately 2:1:1:1.
These florists also utilize Anthurium, Lilium, Birds of Paradise, Helicornia, Tuberose, Chrysanthemum and Gladiolus to service the high value clients in addition to the four important cut flowers.





Figure 4.8 Flower Usage at big Florists
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Figure 4.9 Carnations , Anthurium, Glaidiolus and Lilium from Top left moving clockwise.

Traditional flowers are mainly used for religious purposes and to a limited extent in marriages, ceremonies, domestic functions etc. Because of this, its demand does not witness sharp fluctuations during the year. Even the low level of movement in demand is predictable which coincides with periods of religious significance. The demand displays a fairly consistent pattern on a weekly basis because of the invariable 2-3 auspicious days in each week. However, shelf life of traditional flowers at the level of Ghazipur Mandi is highly limited – to just one day as they remain in the usable form within 3 days from plucking.

       Average price observed at the retail shops level are:
         Table 5: Average price per piece sold at retailer level for various flowers
	Flower
	Average price (per pc)

	Rose
	10

	Gerbera
	15

	carnation
	18

	Lilium
	45

	Orchid
	25

	Gladiola
	12


4.6.3 Supply/ Logistics

Large florists in the city access the Ghazipur mandi in Delhi directly on a daily basis. During slack season, the purchase is made once every 2-3 days. Among other flowers, Birds of Paradise and Anthurium comes from Bangalore, Helicornia, Tuberose, Chrysanthemum and Gladiolus from Klimpong and Carnation is supplied
from both Bangalore and Pune. Anthurium, Orchids, Lilium, Birds of Paradise and Chrysanthemum are also imported from outside through agents located in Delhi. The orders are usually placed once a week with the importers and delivery is received twice a week for these flowers.

4.6.4 Marketing Efforts

No special marketing efforts are employed by the florists as the larger ones are popularly known by virtue of word-of-mouth publicity within the city. However, emerging internet based orders requires web-advertising. Although, efforts at advertising or other marketing aspects are minimal, it is observed that tie-ups with marriage halls, hotels and corporate offices are frequently employed to maintain the service-oriented and bulk business among the larger florists.


4.6.5 Storage Requirements/Conditions

The flowers are generally kept in normal room conditions with 2 days of shelf-life with small florists. Within this period, the flowers doesn’t experience appreciable price fall owning to oldness. However, large florists also see the stock remaining for 6-7 days at times and it see the price depreciation of almost 50%.

4.6.6 Market Characteristics

The flower market of Delhi exhibits strong seasonality in demand. The marriage season acts as the single most important driver of demand for flowers throughout the year. However, even during the months covering the marriage season, demand observes steep hike on the more coinciding dates for marriages with slackened market on other days.
 Other important periods contributing to escalation in demand are festivals and events like Navratri, Christmas, New Year, Valentine Day and a host of
other special days. Because of this, price at consumer levels generally increases from December onwards till March when it starts declining and is lowest during the monsoon period of June-August.

Floriculture planning in UP, Haryana should consider this seasonality of demand if the local markets are to be targeted for the supply linkages. The high demand months should be checked to overlap with the likely production cycle as per the regional climate and in case of a match, the venture should be pursued further.

As per the response received from the players in the retail segment, it may be safely concluded that the expenses on decorations during any functions and occasions has increased with the increase in income base. Also, the flower choice and specificity has grown leading to the increasing import of special flowers. Rough estimates by these players have been that the flower market in Ghazipur  has shown an increase of approximately 20% y-o-y for past 3 years. Among various new flowers, Carnation and Chrysanthemum holds good potential in the years to come.

Delhi flower market has seen another interesting trend in the past few years. It has been the specialization of florists to service a particular customer segment i.e. creation of a niche segment.
Hence, small florists service largely the individual bouquet customers and there are different large florists servicing marriage decorations, corporate offices and inauguration (and similar) functions.


4.7 RETROSPECTION

Although cut-flowers market may be a promising segment emerging within the commercial agriculture, it may qualify to be an optimal livelihood option for small & marginal farmers on a substantial scale only with the help of institutional guidance and support. A few of the general bottlenecks associated with the development of
floriculture industry in India are as under:
· At present, the cultivation of flowers in greenhouses is still largely dependent on foreign technology, as we are yet to adopt the indigenous technology successfully. The initial investment is, therefore, very high. Most of the green house equipment required continues to be imported, thereby leading to high establishment cost.
· Since flowers are highly perishable, when grown in a protected environment, they need to be transported in similar conditions to maintain their quality and freshness. For this, refrigerated vans for road transport and adequate warehousing space at the airport till they are loaded to the aircraft, are required. There is dearth of warehousing space at the airports.
· The growers do not get sufficient information about export market trends, demands, prices, consumer preferences, etc. Many growers, especially the small-scale ones, have reported in the course of the field survey that the market intelligence and information system for floriculture exports is either lacking or ineffective .
· Very high volatility in demand pattern: There are only a few but dominant demand drivers (like marriage and festivals) in the flowers industry and these drivers have their sources among the retail segment. As against institutional buyers, retail segment creates more volatility in demand pattern. This volatility is countered by farmer-producers by creating a broad-based customer markets along with the export market – which may be difficult for medium & small farmers.
· Limited role and profiles of middlemen: As compared to traditional marketing channels of agriculture commodities, where middlemen have strong linkages within the chain up to end consumers, flowers market observes different chain characteristics. In this commodity, many a times there is no middlemen in between the farmer and retailer or in the cases where middlemen are there, they operate on a margin basis without taking the responsibility of spoilage in the event of low level of end-sales. As a result, the bargaining power of farmers in the latter system is more limited. Also, the alternative of creating direct linkages with retailers may not be easy for middle and small farmers as it requires good and sophisticated marketing understand.
· Highly Perishable Characteristics: A very short shelf-life of flowers (especially traditional flowers) results in low scope for inventory management. Although the transportation requirement and storage requirement is not capital intensive unlike other perishable commodities, short shelf-life leads to high level of loss occasionally. As the risk-bearing capacity for middle and small farmers are less, this is another
obstacle to consider while replacing staples.
· High capital-intensive production: This point is relevant for cut-flowers production where the capital requirement is very high. Although availability of institutional finance and subsidy from government reduces the promoter’s margin substantially, still the high debt burden makes the entire proposition for average farmers very risky.
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Annexure I

6.1 Checklist Used for the Semi-Structured Interview with Wholesalers:

• Supply Sources (Distance, Stability, Quality issues)
• No. of links in the channel/ Intermediaries for Different Models
• Composition of market flower-wise (Volumes & Percent Market Share)
• Pricing of Different Flowers (for Downstream Players)
• Seasonality in Demand, Supply & Pricing
• Factors influencing handling ability (Volumes)
• Major Players in Wholesale Market
• Impact of Distance of Procurement Sources
• Degree of Perishability in Important Flowers (Storage requirements and facilities)
• Rules of the Game
      o Credit Period
      o Personal Considerations
      o Geographical Market Coverage within the Overall Market
      o Pricing Rules & Price-Setters
• Credit terms/ Payment Structure
• Export Demand & Constitution
• Export Destinations
• Price Differentials b/w Export & Domestic Markets (Margin-wise)
• Demand across different types of retailers (type & location of outlet-wise)
• Typical Sourcing Prices
• Procurement Price Determination Factors/Price Elasticity
• Key Market Risks (Volatility in Demand) & Mechanisms to Mitigate them
• Composition of consumption (Retailers and Exporters)
• Players handling Institutional Demand
• Key Institutional Buyers (Volatility in Demand)
• Market Growth Rates (Flower-wise, Total Volume, Prices)
• Potential new flowers with expected demand in next few years
• State govt. support, schemes, programmes and facilities


Annexure II

6.2 Checklist Used for the Semi-Structured Interview with Retailers:

• Supply Sources, major wholesale players
• Means, timings and process of supply to them
• Composition of market - flower and variety-wise, volume and value-wise
• Necessary storage conditions and facilities requirement (for inventory and on the   shelf products)
• Shelf-life; Price variation at different level of freshness
• Important types of competitors and their profiles, competitive advantage
• Credit terms, cycles and relevance of personal factors
• Attractiveness of Different Buyers (End Consumers)
• Pricing rules, driving factors and process for Different Flowers
• Marketing efforts, schemes etc, their periods, flower-wise
• Seasonality in Demand, Supply & Pricing
• Factors influencing handling ability (Volumes)
• Degree of Perishability in Important Flowers (Storage requirements and facilities)
• Typical Sourcing Prices
• Supply Price Determination Factors
• Market Growth Rates (Flower-wise, Total Volume, Prices)
• Innovation opportunities, ideas and future estimation
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