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EXECUTIVE SUMMARY

Gladiolus Agency, founded in August of 2017, is a full service advertising agency based in

Malibu, California. The Agency’s name stems from the beautiful gladiolus, a flower which

symbolizes strength and integrity. Gladiolus Agency's primary goals are to provide accurate and

timely solutions for brands seeking to improve brand perception and image. This Media Plan

Book lays out the advertising plan that Gladiolus Agency has for 1-800-Flowers.com for

2018-2019.

1-800-Flowers.com is a multi-brand floral and gifting retail store that operates both online and as

a brick and mortar entity. 1-800-Flowers.com enjoys a large market share, however, it faces

intense competition in its retail sector. After completing a detailed Situation Analysis, Gladiolus

Agency was able to determine the company’s internal strengths and weaknesses, as well as its

external threats and opportunities. The main problem that the Agency identified is that

1-800-Flowers.com does not have a unique selling proposition. Consumers may be familiar with

the brand name and the products and services it provides, however, there is not a distinct factor

that separates 1-800-Flowers.com from the competition, namely FTD. 1-800-Flowers.com’s

current target market is men ages 35 - 49. Gladiolus Agency believes that a key opportunity is to

define a new target market in order to expand its already growing customer base that is

comprised of a younger generation of shoppers. A major opportunity for 1-800-Flowers.com is

to refocus its communication strategies and begin targeting male and female Millennials ages

25-34 in the South and in the West. By re-strategizing current promotional activities, Gladiolus

Agency will position 1-800-Flowers.com as the number one gifting destination for Millennials

who shop in store, online, and/or on their mobile devices.

In order to reach the new target market of male and female Millennials ages 25-34, Gladiolus

Agency has devised a strategic plan with corresponding media tactics. Traditional advertising

mediums such as network TV, and outdoor ads will be executed, however, in order to appeal to a

younger market, Gladiolus Agency proposes utilizing digital magazines instead of print

magazines. In addition, online advertising and social networking sites such as Facebook and

Instagram will be emphasized. Lastly, a fresh approach to alternative media will be used in the

form of guerrilla advertising. Gladiolus Agency has constructed a pulsing strategy that

strategically allocates a $10,000,000 budget over the 12 months. Although the campaign will be

centered around holidays and months with high floral distribution days (i.e. Valentine's Day and

Mother’s Day), 1-800-Flowers.com’s new tagline, “A _____ is worth 1,800 words” also

promotes everyday gifting. The new tagline will be used to create consistent brand messaging

across all mediums and will engage younger consumers by directing them to

1-800-Flowers.com’s social media outlets where consumers can learn more about the brand and

easily find links to the mobile app and website.
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PART I: THE PROBLEM

SITUATION ANALYSIS

Introduction

The following media plan explores and strategically analyzes 1-800-Flowers.com, a floral and

gifing retail store that operates online and in over 125 retail locations in the United States.

1-800-Flowers.com, created by James F. McCann in 1976, is a multi-brand gifting store that

offers bouquets, gourmet foods, and other gifting memorabilia along with delivery services. As

the company looks to position itself as a major player in the floral industry, 1-800-Flowers.com

is aware of the challenges associated with maintaining such a prestigious role. Going forward,

1-800-Flowers.com must understand its key customer base, as well as trends in the industry and

among consumers. Gladiolus Agency has conducted both primary and secondary research in

order to gain a proper understanding of the brand and industry. This section provides an

extensive Situation Analysis which includes external analysis, internal analysis, consumer

analysis, competitor analysis, and a SWOT analysis with a statement of the main problem and

key opportunity for 1-800-Flowers.com.

External Analysis

Industry History

The history of flowers can be traced all the way back to the Cretaceous Period, about 146 million

years ago. Today, scientists say there are over 395,000 species of flowers (“History of Floral

Design”, 2017). Floral design is believed to have begun during the Egyptian Period, which was

around 2800 BC to 28 BC, in temple offerings and banquet table decorations as well as the

occasional garland or wreath for guests. Such decorative use of flowers has continued through

generations, such as during the Roman Period, Renaissance Period, and Victorian Period. If we

fast forward to floral design in North America we find that despite the lack of time, the early

colonists used simple flower arrangements to adorn their homes. Much of their designs were

derived from the English Georgian and French Empire periods (“History of Floral Design”,

2017), which involved simple masses of flowers using many colors. In the following years,

ranging from Colonial Williamsburg in 1740 all the way to the modern day 2017 we have seen

floral designs evolve through various styles. Such styles vary from large bouquets of many

flowers and colors, to more naturalistic garden styles which have groupings of similar flowers.

The floral industry’s popularity has varied throughout North America’s past as well, however

especially booming during the 1950’s and 60’s as home decorations.

Trends in Online Flower Shops

There are four main stages of the Product Life Cycle: Introduction, Growth, Maturity, and

Decline (Henley, n.d.). The Introduction stage is when a product first enters the market and the

majority of the population is unaware of its existence. During the Growth stage profits begin to

increase as people start to adopt the product. This is an important time for a company to

introduce new products, because this is also when competitors begin to reproduce the products

that are successful. The Maturity stage follows Growth. This is when the market becomes very

competitive. Successful producers will continue the creation of new products during the early

period of maturity. Throughout the rest of the maturity stage, however, profits tend to decline.

6



This is when only the best companies and their products survive. In the Decline stage companies

exist only as long as the few manufacturers continue to reap profits (Henley, n.d.).

According to IBISWorld.com, online flower shops are in the Growth stage of the Industry Life

Cycle (“Industry Outlook”, 2017). An industry’s value added, or IVA, measures its contribution

to the overall economy. In order for an industry to be in the Growth stage, its IVA must be

growing faster than the GDP, the average industry. The floral industry is predicted to grow at an

annual rate of 8.1% for the next 10 years (“Industry Outlook”, 2017). We can compare this to

GDP which is increasing at 2.1 (“Industry Outlook”, 2017). However, when we look

retrospectively, we see that the online floral industry is actually ending a period of intense gains.

This means that this industry is on the verge of entering the Growth stage. Although the product

base does not vary too widely, the sale of gifts and food paired with flowers will continue to

produce an increase in sales.

Factors Explaining Sales Trends / Growth &amp; Potential Forecasts

There are many factors such as economic, social, political, and cultural trends outside the firm

that influence its problems and opportunities. Economically, the floral industry is set to benefit in

2017. According to The Balance, the U.S. GDP growth rate is predicted to rise 2.4% in 2017,

and the unemployment rate is expected to drop to 4.3 percent (Amadeo, 2017). With the

economy on the rise, there should be more opportunities for the firm. When the economy is

improving, generally people have more disposable income, therefore, people will be more

willing to spend money on additional expenditures on top of their necessities. Disposable income

is estimated to increase annually at a rate of 2.9% according to IBIS World (2017). Socially,

with technology improvements, the firm will be able to benefit from the speed and efficiency,

organization, arrangement, and management that will follow. Politically, 2017 began with a new

president, Donald Trump. According to safnow, “Trump and his administration will be involved

in the Farm Bill negotiations which will be very important to the floral industry” (Westbrook

2016). This bill can potentially increase funding for the Floriculture and Nursery Research

Initiative, which can influence opportunities for the firm. Culturally, the overall appreciation for

flowers has increased according to a report published by SAF (2016). Overall, the appreciation

for flowers has increased to 73%, with Millennials at 76%, Gen X at 73%, and Baby boomers at

72% (Floristware, 2016). This brings positive news to the floral industry and will influence more

opportunities for the firm. According to Mintel’s The Fresh Floral Consumer, the floral industry

is expected to grow by 38.5 billion (Lipson, 2012). IBIS World reported that the number of

companies in the industry will expand at an annual rate of 5.1%, and wages will increase at an

annual rate of 6.7% (2017).
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Figure 1. Company Logo.

Source: www.1800flowers.com



Internal Analysis

History of the Client

1-800-Flowers.com Inc. was created by James F. McCann in 1976 when he opened his first floral

retail shop in New York. As a budding entrepreneur with a background in psychology, James F.

McCann wanted to create a business that inspired people to connect with their family members,

significant others, friends, and neighbors. Originally, McCann used his flower shop business to

supplement his earnings as a counselor for young men, but soon saw the opportunity to expand

his single retail flower shop into a chain of local floral shops under the name 1-800-Flowers.com

Inc. James F. McCann was among the first to adopt a toll-free phone service company name, a

trend that soon became a mold for many businesses.

Although 1-800-Flowers.com began as a simple bouquet shop, it soon began introducing giftable

keepsakes, and eventually perishable food platters. 1-800-Flowers.com currently operates as a

multi-brand gift carrier. 1-800-Flowers.com owns Cheryl’s Cookies, Harry &amp; David,

FruitBouquets.com, 1-800-Baskets, The Popcorn Factory, Wolferman’s, and Stockyards.

(1-800-Flowers.com Inc. and Subsidiaries, 2016).The diversity among the brands under

1-800-Flowers.com allows the company to offer a wide selection of floral arrangements, food

items, and timeless keepsakes.

According to 1-800-Flowers.com Inc.’s 2016 Annual Report, on the fortieth anniversary of the

company, James F. McCann shifted from his leadership role as Chief Executive Officer and

Chairman and adopted the new title of Executive Chairman while his brother, Chris G. McCann,

became the new Chief Executive Officer of 1-800-Flowers.com (1-800-Flowers.com Inc. and

Subsidiaries, 2016). 1-800-Flowers.com’s executive team has thrived under the leadership of the

dynamic brother duo.

As a 2017 Stevie Gold recipient, 1-800-Flowers.com prides itself on being top rated in Floral

Customer Service (1-800-Flowers.com, 2017). As a company focused on thoughtful gifting,

customer service is of the utmost importance. At the 1-800-Flowers.com retail store located in

Thousand Oaks, there is a plaque which bears the company’s mission statement:

“To be the leading provider of thoughtful gifts, helping our customers connect

with the important people in their lives. We will continue to build on the trusted

relationships with our customers by providing them with ease of access, tasteful

and appropriate gifts, and superior service.” (1-800-Flowers.com Inc. Thousand

Oaks Retail Store, 2017).

With over 125 retail location, 1-800-Flowers.com seeks to fulfill this mission in every

transaction and customer interaction. 1-800-Flowers.com has truly built its success on its quality

products and positive brand-to-customer relationships.
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Figure 2. Financial Performance of 1-800-Flowers.com (2012-2018).

Source: IBISWorld, 2017



Sales Analysis

1-800-Flowers.com has continued to grow at a steady pace over the last few years. According to

IBISWorld, 1-800-Flowers.com’s revenue for US industry-specific operations for the 2015-16

financial year was $850.4 million and $886.2 million in the 2016-2017 financial year (Cohen,

2017). As reported by the 1-800-Flowers.com Inc. 2016 Annual Report, the revenue from 2016

the breakdown from sales was 57% sales from Gourmet Food &amp; Gift Baskets, 36% sales from

Consumer Floral, and 7% sales from Bloomnet Wire Service (1-800-Flowers.com Inc. and

Subsidiaries, 2016).

1-800-Flowers.com has a market share of 30.2% (Cohen, 2017). 1-800-Flowers.com’s steady

growth can be attributed to its profitable company acquisitions. According to IBISWorld, “The

2014 purchase of the gift basket purveyor Harry &amp; David helped boost the company's revenue

55.5% in 2015” (Cohen, 2017, p. 5). IBISWorld also reports that improved advertising and

marketing efforts have also resulted in the increased revenue of 1-800-Flowers.com (Cohen,

2017).

Four Ps of Marketing - Product

1-800-Flowers.com offers a variety of floral arrangements, gourmet food items, and keepsakes

for various occasions including birthday celebrations, proms, graduations, weddings, and

sympathy gifts. Customers also have the option to customize their orders by adding personal

notes and/or personalized mementos such as embroidered teddy bears, engraved mugs, and

decorative candles. 1-800-Flowers.com is continually expanding its range of gifting options in

order to meet consumer demands.

1-800-Flowers.com is a multi-brand website that carries Cheryl’s Cookies, Harry &amp; David, The

Popcorn Factory, and Stock Yards. FruitBouquets.com and 1-800-Baskets.com are also sold

under 1-800-Flowers.com. The variety of brands owned by 1-800-Flowers.com allows customers

to choose from a large selection of edible fruit arrangements, decadent treats, and savory meat

and cheese dishes.
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