
Valentine’s Day Flowers with Exciting Experience Themes:  Page 8

Quarterly Publication of the Original Los Angeles Flower Market of American Florists Exchange, Ltd.  |  Winter / January 2019 • Volume 27 - Number 4



Learn more at www.cafgs.org/fns

July 24 - 27, 2019
Santa Barbara, California
Hilton Santa Barbara Beachfront Resort

Fun ‘N Sun is a floral industry convention 
like no other. Join colleagues from around 
the country and experience first hand the 
farms that grow your California flowers – 
along with informative programs and quality 
networking opportunities.

• Flower Farm Tours • Flower Fair
• Industry Education • Golf Tournament

Tour these three
premier California
flower farms at
Fun ‘N Sun 2019

Joseph & Sons Inc. - Santa Paula

The Sun Valley Group - Oxnard

Westerlay Orchids LP - Carpinteria

FNS2-Final-BN-alt.ai   1   12/12/18   11:12 AM



3 Winter 2019

Cover Story: 
Get Noticed!
Building Your Brand on Social Media 4

In Bloom 6

By Design:  
Valentine’s Day Flowers with 

Exciting Experience Themes 8

Potpourri 10

Roundabout   13

Happenings/Calendar   14

Got News? Send to our Editor!
(see left column)

Contents
This newsmagazine is published quarterly (January 1, April 1, July 1, October 1) 
by The Los Angeles Flower Market of The American Florists’ Exchange, Ltd. Lo-
cation: 754 Wall Street, Los Angeles, CA 90014 • Internet: www.bloominnews.
com. Subscription and advertising details at BloominNews.com.

Publisher
Original Los Angeles Flower Market 
of the American Florists’ Exchange

www.originalLAfl owermarket.com
Look for us on Facebook!

Special Holiday Hours, maps, tenants, seasonal fl owers
and more available at www.originalLAfl owermarket.com

Market Information: 213 622-1966
Market Manager/Mellano: 213 622-0796

Board of Directors
American Florists’ Exchange, Ltd., Los Angeles Flower Market

Christine Duke, Lizbeth A. Ecke, Jim Mellano,
 Jon Prechtl, John Williams, Paul Ecke III

Editorial and Advertising
Peggi Ridgway, Wordpix Editorial Solutions

5939 East 24th Street, Tulsa, OK 74114 • 918 991-8373
Email: peg@wordpix.com • www.bloominnews.com

Art Director
Michael Wheary, Calypso Concepts

LAFD Association Member Badge Program
Frank Reyes

766 Wall Street, Los Angeles, CA 90014
www.LAFlowerDistrict.com

Mon.-Sat., 6 am to 2 pm • (213) 627-3696

Subscribe
Those working in the California fl oral and horticultural industries 
may join our mailing list at no cost. Subscribe at BloominNews.com 
to the print and/or email editions. Get the digital version at http://
bit.ly/lafl ower or text FLOWER to 42828.

Disclaimer
Neither the Bloomin’ News nor the Original Los Angeles Flower Mar-
ket recommends or endorses any products or advertisements displayed 
in this publication but presents them as a service to our readers.

Advertise in Bloomin’ News
Visit Bloominnews.com or contact our editor for advertising 
rates, dimensions and details. Advertise in color. We’ll design 
your fi rst ad for free!

Index to Advertisers
BottomLine Brokers, Sean Edelstein   . . . . . . . . .Page 11
Cal Flowers   . . . . . . . . . . . . . . . . . . . . . . . . . . . .Page 2
Floral Supply Syndicate   . . . . . . . . . . . . . . . . . .Page 16
Los Angeles Flower District . . . . . . . . . .Page 17, 18, 20
Mayesh Wholesale Flowers . . . . . . . . . . . . . . . .Page 10
Mellano & Company . . . . . . . . . . . . . . . . . . . . . .Page 7
Original Los Angeles Flower Market  . . . . . . . . . .Page 3
Shop for Sale . . . . . . . . . . . . . . . . . . . . . . . . . . .Page 12
Telefl ora . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .Page 19

O r i g i n a l  L o s  A n g e l e s

FLOWER MARKET
Where Good Ideas Are Always in Bloom

Original Los Angeles Flower Market 
754 Wall Street

Los Angeles, California
LAFlowerDistrict.com

www.OriginalLAFlowerMarket.com



The Bloomin' News 4

 The floral industry used to rely on traditional marketing techniques to grow their business 
and expand their clientele. Since the explosion of social media, many florists have a new avenue 
to explore, and it can be overwhelming. Though relatively young, this medium’s benefits are 
difficult to ignore. This article will serve as a primer for florists (both novice and veteran) new 
to the world of social media.
 Think of social media as a magazine that potential clients are reading every day, multiple 
times a day. If you’re not in the magazine, you’re not getting noticed.
 We asked a few of our social media savvy florists their thoughts and advice on utilizing social 
media as a florist or floral designer and though most of these experts refer solely to Instagram, 
most of this advice can be universally applied to all channels.

The flow,look, and feel of your feed is important.

GET NOTICED!

According to Megan Gray of Honey & Poppies
https://www.instagram.com/megan_gray/

 Mind the grid! Always be looking at your top nine 
photos because new people coming to your page just 
look at that before deciding whether to dive deeper. 
The top nine photos on your grid should look pleasing 
together and have a similar color palette. Planoly is a 
great free app where you can upload photos and drag 
them around to see how 
your grid will look before 
actually posting them live.
 Pay attention to timing. 
That pesky algorithm that 
everyone hates will fully 
kill a post that goes live at 
the wrong time. I find if I 
post in the morning, more 
people will see the photo, 
which means more likes 
and more longevity for the 
post.

According to Annie Armstrong 
of Best Day Ever Floral Design 
https://www.instagram.com/
bestdayeverfloraldesign/

   I don’t map out photos per 
se, however I do try to keep a 
somewhat consistent variance 
between close-up shots of ar-
rangements, brides, installa-
tion pieces, and tablescapes.

 I try to think of my Instagram as a more accessible 
handheld portfolio and push content that I’m trying to 
feature and do more of. I also try to think of it almost as 
a highlights reel, meaning that I don’t post small details 
or slides of photos. I like for each post to be high impact 
in and of itself while also creating a consistent flow on 
the feed.
 For me, I find the close-up shots of the flowers, 
whether bouquets or arrangements, get the most engage-
ment. I like for the flowers to take up almost the entire 
frame of the image rather than being further away.



BySonja Farra
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BUILDING YOUR BRAND

ON SOCIAL MEDIA

  Here’s a way to use 
Instagram to get free 
advertising and at-
tract clients is to use 
hashtags, all 30 of 
them! I use an app 
like PLANN to help 
keep things orga-
nized. It allows you 

to create custom hashtag clusters that are easily copied 
and pasted for different types of posts, like bouquet, re-
ception, ceremony, etc., so your 30 hashtags are ready 
to go, making posting much faster and easier. If you’re 
having trouble thinking of hashtags, or aren’t sure 
which work, search your favorite successful florists’ 
posts for different hashtags they use and use ones that 
fit your brand the best. Mix it up with popular hashtags, 
and other less popular hashtags and some in between. 
 I avoid super popular hashtags like #florist or #wed-
ding, as they will be lost in seconds. The key is to create 
a large following and using hashtags will help people 
find and follow you. It doesn’t matter who it is, as long 
as they are active users who like your work. Yes, we 
want all potential clients following us, but a large num-
ber of followers validate your company/brand, which 
will bring you clients in the future.
 Another tip for using hashtags is to hashtag ven-

ues you want to work at (regardless of what’s in the 
picture). Actual clients want to see what flowers look 
like at their venue and frequently search their venue’s 
hashtag, more so than just #bouquets. Maybe they’ll 
see the close up of your bouquet and think, “Whoa, I 
like that!” I know this works because I’ve had a young 
celebrity reach out to me and say she found me through 
searching her venue’s hashtag. SCORE!! 
 Have your hashtags copied and ready to post, just 
after you’ve posted your pic, and post it in the com-
ments. It is less noticeable there, and doesn’t fill your 
comment section with hashtags, which has come to 
look tacky or needy. Always add a couple hashtags that 
include the venue, or something directly relevant to 
your post, color, theme, etc. 
 As for tagging, I believe that giving credit to others 
is key to building a good community and rapport with 
other vendors and venues. If they like you, they might 
refer you, and referrals are free advertising! I tag all ven-
dors when possible and ALWAYS, the photographer, if 
it’s a pro shot. Tagging is not only helpful to you but is 
respectful. It’s important to not only mention them in 
the comment, with their role, but also tag them in the 
photo itself. A huge pet peeve of mine is when people 
don’t do BOTH. Also, don’t pile the tags, if someone is 
looking for the tag, they can’t see it if they are piled on 
top of each other.                      Continued on page 15

Tag,hashtag,check in,repeat.

According to Jessica Farrell of Royal Bee Florals and Events
https://www.instagram.com/royalbeefloralsandevents/
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In Memoriam: Marilee Just
Marilee Mae Just passed away on November 

24, 2018 in Ladysmith, Wisconsin, having spent 
most of her life in Vista, California where she 
was the owner and designer of San Marcos 
Florist. Marilee competed in and judged fl oral 
design competitions throughout the state and 
her artistry was recognized in her becoming an 
American Institute of Floral Designers (AIFD) 
member. Her passions were her family, friends 
and her work with and service to the fl oral 
industry. She asked that people remember her 
by sending fl owers.

SAF Elects New Leaders
The Society of American Florists recently elect-

ed new members and leaders to serve three-year 
terms on its board of directors and three councils: 
Government Relations, Consumer or Member 
Services. From Vista, California, Robin van der 
Schaaf of Flamingo Holland Inc. and Matt Alt-
man of Altman Plants, were elected to the Grow-
ers Council. “Everything at SAF begins with the 
volunteer leader,” said SAF CEO Kate Penn.

Katharina Stuart Wins the FTD Cup
 Katharina Stuart AIFD of Lee’s Florist & Nursery 
in Berkeley won the FTD America’s Cup design 
competition during AIFD’s annual symposium 
held in Washington, DC. Stuart will represent the 
U.S. at the FTD World Cup at the Philadelphia 
Flower Show in March.

Resendiz Gets Marketer
of the Year Award

 At the SAF convention in October, protea 
promoter and grower Resendiz Brothers, in 
Fallbrook, received Floral Management’s coveted 
title of Marketer of the Year. After 22 years as 
a farmhand on a protea farm, Mel Resendiz 
and fellow fl ower grower Diana Roy founded 
Resendiz Brothers Protea Growers LLC and 
devoted themselves to making the protea special 

and to a focus on marketing. Their hard work paid 
off, as the protea has gained national attention 
and Resendiz Brothers has added farmland, 
increased sales and enjoyed the recognition of 
this prized award.

Jim Daily Elected AFE Chairman
Jim Daly, vice president of Florallife/Smith-

ers-Oasis was recently elected chairman of the 
American Floral Endowment, having served on 
the board since 2012.

Ocean View and CCFC Benefi t
from Dan Vordale’s Leadership

  Dan Vordale, pre-
vious vice presi-
dent at Ocean View 
Flowers, a Certifi ed 
American Grown 
farm in Lompoc, 
has taken the helm 
as president of 
Ocean View and 
has returned as 
a commissioner for District 3 of California Cut 
Flower Commission. He’s working toward earn-
ing BloomCheck certifi cation as well for Ocean 
View Flowers.

First CalFlowers
Scholarship Awarded

Roamie Thatcher, a San Francisco Botanical 
Gardens volunteer, a private gardener and a 
community gardener and an undergraduate 
student at City College of San Francisco, has 
been awarded the fi rst CalFlowers horticulture 
scholarship, in the amount of $2,000. “I have 
been gardening since I was seven years old,” says 
Thatcher, who hopes to own her own wholesale 
plant nursery some day. For information about 
the CalFlowers scholarship program, visit 
Endowment.org.





Left: Skiing and snow-
boarding are great get-
aways in February for cou-
ples and what better way 
to present a pair of week-
end ski passes than to 
snuggle them into a snowy 
wintery bouquet! 

Below: Elegant cut Phale-
onopsis can lend a theme 
for seeing a Broadway 
show on tour in Los An-
geles and living the life of 
luxury for a high-end Val-
entine’s Day bouquet tied 
to an experience. 

I
n late 2018, Hasbro released a new version of 
its famed real estate game, Monopoly, just for 
the millennial crowd. The game changed and 
instead of collecting property, players collect 

experiences. According to a survey conducted for 
EventBrite.com in 2014, “78% of millennials would 
choose to spend money on a desirable experience 
or event over buying something desirable.”
  Capture the millennial buyer for Valentine’s Day 
by offering fl ower bouquets and designs using differ-
ent themes of experiences and cultural attractions.

Themed fl ower designs offer a platform to the 
gift giver to pair with an invitation to an adventure.
 For example, a design featuring tropical fl ow-
ers could be the “Beach Getaway” invitation. 
 Snowy white and silver blooms could pair with 
a trip to the mountains for skiing, snowshoeing or 

BY DESIGN

Valentine’s Day Flowers with
        Exciting Experience Themes
Article and Photos by Kit Wertz
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Clockwise from top left:

Name your designs like a travel agent 
would for a romantic escape and feature 
flowers that follow the theme. This design 
could be called the “Jungle Adventure” 
or “Tropical Getaway” to entice an audi-
ence for Valentine’s Day giving.

The snow is falling and it’s a great time to 
head to the mountains and snuggle near 
a fire. Attract a Valentine’s Day buyer with 
a snowy mountain theme like “The Snow 
Snuggle” or “Let’s Go Sledding.”

Evoke a photo safari adventure with 
sand-colored roses and carnations 
paired with African greenery like Grevil-
lea and Leucadendron for another “ex-
perience-based” floral bouquet. 

A night of fine dining and live music can 
be paired with a jewel-toned bouquet in 
a gold-plated vase like this one. 

dogsledding. Sophisticated blooms in jeweled tones could 
team up with a night on the town for dinner and tickets to a 
coveted theater show or live concert.
 Creating flower designs based on experiences or 
cultural attractions from artwork to exciting destinations 
could be just the eye candy that your target demographic 
is looking for. Entice millennials to buy flowers for Valen-
tine’s Day that are different and new and appeal to their 
sense of adventure.

Kit Wertz is a professional floral designer, photojournalist, marketing 
expert, graphic designer, certified Project Management Professional, 
Flower District tour guide and television personality. She co-owns Flower 
Duet, Torrance, CA, with her sister, Casey Schwartz.
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Top Ten competition’s top three winners. From left, third 
place winner Vic Castillo AIFD CFD of Ralton Florist; sec-
ond place winner Mary Anne Mertz of Mary Anne Mertz 
Floral Design; and fi rst place and People’s Choice award 
winner Sambath Prom-Chiem AIFD CCF CFD of Sammy 
Chiem Events.

Potpourri
CaliFlora 2018 Delivers

 The theme “Bloomin’ Trends – Growers, 
Designers & Emerging Professionals” lived up to 
its name in early November when the dozens of 
fl oral industry members gathered for California 
State Floral Association’s annual event. Hosted 
by Carlsbad International Floral Trade Center, 
the event offered education classes with Steven 
Brown AIFD CFD CCF and Anthony Alvarez AIFD 
CCF EMC. President Wilton Lee welcomed guests 
and the Student Design Competition was held on 
Saturday evening. Winners of events were:
 Student Competition: First Place, Cortni 
French of Long Beach City College; Second and 
People’s Choice, Amber Buzzard of Cal Poly 
State University; Third Place was Jaycee Baldus 
of Long Beach City College.
 Top Ten Design Competition, sponsored by 
CalFlowers: First Place and People’s Choice 
winner, Sambath Prom-Chiem AIFD CCF CFD of 

Sammy Chiem Events; Second, Mary Anne Mertz 
of Mary Anne Mertz Floral Design; Third, Vic 
Castillo AIFD CFD of Ralston Florist. Lee Burcher 
AIFD CCF CFD PFCI commentated. Sambath 
will represent CSFA in the Society of American 
Florists’ Sylvia Cup competition in 2019.
 The California Certifi ed Florist (CCF) pinning 
ceremony recognized chair Kay Wolff AIFD 
CCF CFD along with Sara Arujo CCF, Brenda 
Davis-Landini CCF, Tracey Duncan CCF, Mandy 
Garner CCF and Amanda Rodriguez CCF. 
David Marabella of Floral Supply Syndicate 
was honored by CSFA for his leadership and 
contributions to CSFA and the fl oral industry. 
Telefl ora sponsored an amazing afternoon 
design show with Joyce Mason-Monheim AIFD 
CFD AAF PFCI AzMF demonstrating “Bringing 
Back the Art of Design.” Arrangements and 
trophy table designs were created by 2017 
Top Ten winner David Root of Pacifi c Events 
Productions. Special thanks to organizers David 
Marabella, Rene van Rems and others.

SEASONAL PRODUCT
AVAILABILITY GUIDE

flower availabil ity l ists at  your fingertips,  

together in one place!

AVAILABLE FOR DOWNLOAD AT 

INTRODUCING OUR

TWELVE MONTHS OF 

info.mayesh.com/flower-guide-2018
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Potpourri

Rose Parade Grand Marshall 
Brightened Up The Event

 Ten-time Grammy award winner, singer, 
songwriter and philanthropist Chaka Khan, 
brought some life to the party as Grand Marshall 
of the January 1, 2019 130th Rose Parade. She 
joined a pre-game celebration of the 105th 
Rose Bowl Game and performed in the parade’s 
opening spectacular. During her career, Chaka 
has released 22 albums and ten #1 Billboard 
songs. “I Feel For You,” written and fi rst 
performed by Prince, is the song that propelled 
her to stardom.

Tariffs Affect Floral Industry
Tariffs on imports from China have been at-

tached to fl oral containers, baskets, ceramics and 
other packaging materials. The Society of Amer-
ican Florists went right to work after the tariffs 
were implemented in September 2018, writing a 
letter to the U.S. Trade Representative to com-
municate the economic effects of the tariffs on 
the fl oral industry.

Petal It Forward a Huge Success
 SAF’s “Petal It Forward” day (in October), during 
which people hand two bunches or bouquets 
of fresh fl owers to a stranger and request them 
to keep one and share one, was celebrated in 
410 cities all states and Canada, Colombia and 
Washington, DC, who together held 457 local 

events, making this one of the most successful 
Petal It Forward observances ever.

AIFD Plans “Awaken” Symposium 
2019 with Gregor Lersch

 Whether you are a novice or seasoned de-
signer, a grower, wholesaler, retailer or student, 
you won’t want to 
miss “Awaken,” 
AIFD’s 2019 sym-
posium planned 
for July 6-11 at the 
Paris Hotel in Las 
Vegas (room rate 
only $149). Gregor 
Lersch, considered 
the “Master of all 
Master Florists,” will present on Thursday, July 
11 from 9 am to 4 pm.

Continued on next page

We Have Buyers!

Selling Flower Shops Since 1997

Flower Shop Broker
DRE#01926680

Sean Edelstein  949.551.2060           

Sean@BLBrokers.com 
Orange, Riverside, 

San Bernardino and
Los Angeles Counties

• Proven track record

• No up-front fees

• Confi dential

•  We know your
business

We’ve Sold More Flower Shops than Anyone!
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Potpourri
Fun ‘n Sun Returns in 2019

 The California Association of Flower Growers 
and Shippers (CalFlowers) is gearing up now for 
Fun ‘n Sun 2019, to be held July 24-27 at the 
Hilton Santa Barbara Beachfront Resort in Santa 
Barbara. Celebrating its 77th year, CalFlowers 
devotes four days to California fl owers with the 
largest all-California fl oral display in one location. 
Grower tour stops will include Joseph and 
Sons, Inc., the Sun Valley Group and Westerlay 
Orchids LP and there will be education sessions 
and golf. It’s a great opportunity to visit leading 
farms and make new friends and learn about 
emerging trends. See https://www.cafgs.org/fns

Take Your Business to the Hill
“The collective number of voices that come 

together” during SAF’s Congressional Action Days 
grab their attention says Brian Kusuda of Jimmy’s 
Flowers and JFS Wholesale in Ogden and Layton, 

Utah, who participated in CAD for the fi rst time 
in 2018. The 2019 CAD is scheduled for March 
11-12 in Washington, DC and if you bring a CAD 
fi rst-timer along, their registration is free.
 Kusuda also said that he was very nervous, 
but “SAF took that worry away by preparing 
me with talking points and telling me what to 
expect.” Seeing “so many people from so many 
organizations and segments of the industry” 
further bolstered his confi dence.
 Recent achievements, such as increased 
funding for the Floriculture and Nursery 
Research Initiative were evidence, said Cheryl 
Denham of Arizona Family Florist in Phoenix, 
that persistence, dedication and passion do pay 
off. “We live and breathe our challenges every 
day and we need to educate our leaders.”
 Kusuda also said there “never seems to 
be enough hours to put out all the fi res we 
encounter day-to-day, let alone try to adjust 
to the rapid changes in the retail world. Still, 
taking a couple days to speak with legislators 
goes so much farther than you can predict. They 
do care about small business owners’ concerns. 
They do listen.”
 Partnering with SAF for the event are Telefl ora, 
CalFlowers, Bloomnet and FTD. Register and get 
more details at: SAFnow.org

Escalation of More Tariffs Delayed
The United States has agreed to temporarily 

delay the escalation of certain additional tariffs on 
fl oriculture hard goods produced in China from 10 
to 25 percent, which was scheduled for January 1, 
2019. In return, China will open its market to U.S. 
agricultural and industrial products.
 The delay following the meeting of President 
Donald Trump with Chinese President Xi Jinping 
in Buenos Aires at the Group of 20 (G20) Summit, 
November 30-December 1. Many fl oriculture 
hard goods are already subject to the current 
10 percent tariff. They include containers and 
packaging materials.

+ Located in Lake Havasu City

+ Out-performs national average

+ Established customer base

+ Potential for expansion

+ Gorgeous wire service website

+ Experienced, knowledgeable staff

+  Assets include brand, fi xtures and inven-
tory

Out of respect for the staff, please
do not contact the store directly.

$299,000
Gross income approx $900K

Call 928•230•6043
for more information

FOR SALE
High-volume,

Independent Arizona Shop
Established 1983
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We are so pleased with all the fl oral events tak-
ing place lately. Especially the success of Cal 
State Floral Association’s 2018 “CaliFlora,”
held at the Carlsbad International Trade Center 
(see story and competition results in our Pot-
pourri section). Everybody worked so hard and 
was so dedicated to the event’s success. 

In early November, an audience of 60-plus got 
a real treat as they attended an afternoon of edu-
cation and fund-raising for AIFD Foundation’s 
Phil Rulloda Endowment Scholarship Fund. The 
demonstrations and shopping ops were held at 
OC Mellano & Co. and Floral Supply Syndi-
cate in Santa Ana. Sessions were led by Kathy 
Grbavach, Melissa Pizzamiglio, Cathy Frost 
AIFD, Phil Rulloda and his team, Cathy Hillen-
Rulloda and Krista of Not Just in Novels.

Congrats to the National Cal Poly Design Team, 
Student Chapter of AIFD, who participated in 
the President’s Legacy Lunch there during Par-
ents Weekend; and had a fl oat in the Rose Pa-
rade. And won awards at CaliFlora. Good job!

“Profi table Parties and Successful Soirees” was 
the title of a Telefl ora Coastal Counties Unit 
event held October 14 at Mayesh Wholesale 
Florist in Van Nuys. John Hosek AIFD PFCI CF 
CAFA was the featured speaker and demonstra-
tor with eye-catching designs to captivate guests 
and party planners alike.

Floral Supply Syndicate hosted the “Weddings 
Re-Imagined” in October, a design show with a 
competition at the FSS facility in Las Vegas.

Kudos to Casey Schwartz and Kit Wertz who 
set up a sweet fl ower selection for the Christo-
pher Robin Class at Los Angeles Arboretum in 
October. Kit and Casey stay really busy all year. 
In the Fall they taught fl oral design to more than 
580 people in multiple groups, from elementary 
students to teenagers, from seasoned fl oral en-
thusiasts in garden clubs from Long Beach to L 
Jolla. All while continuing to meet with brides 
and grooms from their 20s to their 80s and do-
nating centerpieces to PTA events. Way to go, 
Kit and Casey.

Florists to the Field
By Greg Campbell and Erick New
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Memphis Magazine has described this new book 
as a “gorgeous volume, both inside and out” 
but there’s so much more to it. Campbell and 
New, along with publishers Christian Owen and 
Greg Baudoin and photographer Sarah Bell of 
Selavie Photography visit � ower farms, yes, work 
on � ower farms, work on special events, and 
interview a dozen � ower farmers from the Deep 
South to the West Coast, and the Netherlands, 
and their stories and photos are published here. 
It’s a fascinating book, one you’ll page through 
time after time. Hardcover edition available 
online (Amazon.com) for $50.

Sarah Rossi Photography
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JANUARY
Mentoring Month

5, 9, 16, 23, 30    Join us every 
Saturday at The Wall farmers market
on San Pedro Street from seventh to 
eighth streets, 9 am to 2 pm. There is 
something for everyone, from the kids 
to the adults.

1 New Year’s Day
 Tournament of Roses

8 – 10 The 2019 Special Event, San 
Diego Convention Center, San Diego

12 “The Elegant Calla Lily” class with 
Flower Duet at the Torrance studio. A 
Flower Market tour may also be avail-
able before the class. Call 310 739-7644 
or email casey@fl owerduet.com.

7 – 18    “Floral Designer” 10-day class 
by Southern California School of Floral 
Design at Mellano & Co., 1605 E. McFad-
den Ave., Santa Ana, CA 92705 (AIFD Ap-
proved Pathway Provider and Education 
Partner) Call 714 776-PHIL (7445).

19     “Herb Garden Flowers” class 
with Flower Duet at the Torrance stu-
dio. A Flower Market tour may also be 
available before the class. Call 310 739-
7644 or email casey@fl owerduet.com.

21    Martin Luther King Jr Day

30    “Bouquet & Boutonniere” (Wed-
ding Series) class with Flower Duet at 
Huntington Library in San Marino. A 
Flower Market tour may also be avail-
able before the class. Call 310 739-7644 
or email casey@fl owerduet.com.

FEBRUARY
American Heart Month

2, 9, 16, 23     Join us every Saturday 
at The Wall farmers market on San 
Pedro Street from seventh to eighth 
streets, 9 am to 2 pm. There’s some-
thing for everyone, from the kids to 
the adults.

2    Groundhog Day

9 “Organic Containers” class with 
Flower Duet at the Torrance studio. A 
Flower Market tour may also be avail-
able before the class. Call 310 739-7644 
or email casey@fl owerduet.com.

14  Valentine’s Day

16 – 17 “Adding Value: Back 
to our Roots” National Floriculture 
Forum for industry leaders, university 
faculty, graduate students and govern-
ment scientists, to address issues of 
importance to the fl oriculture industry 
and form collaborative relationships. 
American Floral Endowment – endow-
ment.org. 

25  Presidents Day

26  “Designing the Trend,” with Kev-
in Ylvisaker AIFD PFCI, Floral Supply 
Syndicate, San Bernardino – Bloomin’ 
News readers: Buy 2 tickets ($25ea), 
get 1 free. See FSS.com.

27    “Centerpiece & Table Accents” 
class with Flower Duet at Torrance. A 
Flower Market tour may also be avail-
able before the class. Call 310 739-7644 
or email casey@fl owerduet.com.

MARCH
Women’s History Month

2, 9, 16, 23, 30    Join us every 
Saturday at The Wall farmers market 
on San Pedro Street from seventh to 
eighth streets, 9 am to 2 pm. There 
something for everyone, from the kids 
to the adults.

2    “Bulb Spring Flowers” class with 
Flower Duet at Huntington Library in 
San Marino. A Flower Market tour may 
also be available before the class. Call 
310 739-7644 or email casey@fl ower-
duet.com.

2 – 10 Philadelphia Flower Show, 
Pennsylvania Convention Center, 
Philadelphia

4 – 6 “Advanced Floral Designer” 
3-day class by Southern California 
School of Floral Design at Mellano & 
Co., 1605 E. McFadden Ave., Santa Ana, 
CA 92705 (AIFD Approved Pathway 
Provider and Education Partner) Call 
714 776-PHIL (7445).

6 Ash Wednesday
 Lent begins

6  “Designing the Trend,” with Joyce 
Mason-Monheim AIFD PFCI AAF CFD 
AzMF, Floral Supply Syndicate, Sacra-
mento – Bloomin’ News readers: Buy 2 
tickets ($25ea), get 1 free. See FSS.com.

8 International Women’s Day

9  “Eccentric Emerald Flowers” class 
with Flower Duet at the Torrance stu-
dio. A Flower Market tour may also be 
available before the class. Call 
310 739-7644 or email casey@fl ower-
duet.com.

10     Daylight Saving Time begins

11 – 12    “Advanced Wedding 
Designer” 2-day class by Southern 
California School of Floral Design at 
Mellano & Co., 1605 E. McFadden Ave., 
Santa Ana, CA 92705 (AIFD Approved 
Pathway Provider and Education Part-
ner) Call 714 776-PHIL (7445).

 SAF’s Congressional Action Days, 
Washington, DC. Visit SAFnow.org

13 – 15     “Special Events/Décor 
Designer” 3-day class by Southern 
California School of Floral Design at 
Mellano & Co., 1605 E. McFadden Ave., 
Santa Ana, CA 92705 (AIFD Approved 
Pathway Provider and Education Part-
ner) Call 714 776-PHIL (7445).

17     St. Patrick’s Day

18 – 23     American Chocolate Week

20     First Day of Spring

LOOKING AHEAD:
Nov. 18, 2018 – Jan. 6, 2019:

Descanso Gardens
Enchanted: Forest of Light

 March 1 – 3, 2019:
FTD World Cup

Philadelphia Flower Show

July 6 – 11, 2019:
AIFD “Awaken” Symposium

Las Vegas

July 24 – 27, 2019:
CalFlowers “Fun ‘N Sun 2019”

Santa Barbara

Check our website
OriginalLAfl ower-

market.com for Flower 
Market shopping hours, 

parking info & more.

Calendar



GET NOTICED! Continued from page 5

Megan Gray’s opening feed on Instagram
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Social Media
is Everything.

  I don’t advertise or 
do any sort of un-
paid promotional 
work. I’m able to 
connect with poten-
tial clients and other 

people in the industry 100 percent through Instagram. 
Sometimes I hiber-
nate from it and 
don’t want to post 
(for example, this 
week with the fires 
and the shooting 
in Thousand Oaks, 
it feels so off and 
insensitive to be 
trying to promote 
myself online). But 
overall, it’s invalu-
able. You might 
do a wedding and 
wait six months 
for the photos, 
and then put them 
up on your web-
site and nobody 
even looks at the 
galleries. I think 
people don’t have 
much patience for 
a deep dive into a website or to track down who made 
that beautiful piece they saw on Pinterest or in a blog 
post. But Instagram is an easily updatable, up-to-the-
moment portfolio that’s so easy to access and quick to 
post to. It says, “This is what I’m doing now,” and you 
can evolve the look of your grid seasonally or as trends 

change. You can also use it to show your personality in 
a much less intensive way then back in the day when 
we all had to write blogs for our websites. 

 Social media will always ebb and flow in the middle 
of pop culture. It’s important to know to leverage it so it 
can benefit your business. The above are just a few tips 
to start or maintain the social media channels of your 
floral business. Choosing to not be part of a conversa-
tion that your customers are having daily could be po-

tentially damaging 
your brand... The 
longer it takes you 
to buckle down on 
your social media 
strategy, the more 
you have to lose. 
Get in now and 
join the fun to see 
just how much 
you can win.
 If any of these 
gals look familiar, 
you have prob-
ably seen them 
frequenting The 
Original Los An-
geles Flower Mar-
ket, selecting their 
florals for their 
magical creations 
and of course, 
posting them on 

their social media channels! 

Sonja Farra is Social Media Manager at IMW Agency in Costa 
Mesa, CA. She is well known for her award-winning work on 
The Flower Fields at Carlsbad. She also represents the OLAFM 
and works with many well known California resorts and 
wineries. She can be reached at Sonja@imwagency.com.

According to Megan Gray of Honey & Poppies 
https://www.instagram.com/megan_gray/

Yes, you really do need to use social media.



FEBRUARY 26
San Bernardino, CA

featured designer:

Kevin 
Ylvisaker 

FEBRUARY 20
Houston, TX
featured designer:

Kevin 
Ylvisaker 

MARCH 6
Sacramento, CA

featured designer:

Joyce 
Mason-Monheim 

MARCH 20
Dallas, TX

featured designer:

Joyce 
Mason-Monheim 

Buy two tickets, get one FREE
offer valid for

BLOOMIN’ NEWS readers!

Exclusive day of show discounts on Smithers-Oasis & Accent Decor merchandise. 
$25 per guest - includes meal ticket and swag bag. Purchase tickets at fss.com or in-store. 

Space is limited.

*bring this ad to any fss location or use 
“springshow” in the special instructions at check out @fss.com
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  Who can become a member?
Membership in the Los Angeles Flower District Association is open to � orists, � oral-trade related businesses, and to 
vendors who hold valid, proper and legal resale certi� cates.

What are the program’s benefi ts? 
Direct bene� ts from the program include wholesale only shopping during wholesale hours to provide better shopping 
conditions for the trade, free validated parking during market day wholesale hours, and faster service due to a uniform 
record keeping system of resale numbers.

What are the fees to register?
Membership Fees are $60 for a 1-year membership (Year 2019). The membership fees include two (2) member-
ship badges. Extra badges are available anytime for $3.00 each. 2019 membership badges will expire on January 1, 2020 
and fees will not be prorated later in the calendar year.

What if I forget my badge?
A “Temporary Pass” is available at the main entrance (754 Wall Street) to registered members of the Flower District 
Association / Badge Program who forget their identi� cation.

What are the market hours? 
Trade/Wholesale Only Hours are:
Monday, Wednesday and Friday – 2:00 a.m. to 8:00 a.m.
Tuesday, Thursday and Saturday – 5:00 a.m. to 6:00 a.m.

Non Trade/Public Hours are:
Tuesday and Thursday - 6:00 a.m. to 12:00 p.m. ($2 admission)
Saturday - 6:00 a.m. to 12:00 p.m. ($1 admission)

How does this program affect the parking situation?
There is FREE PARKING FOR TRADE BADGE HOLDERS ONLY. Parking is validated for Trade badge holders 
at the main entrance to the Los Angeles Flower Market (754 Wall St.) on Mondays, Wednesdays and Fridays during 
wholesale hours only. Note: Registered members shopping during public hours will be required to pay for parking.

How carefully will this program be monitored?
There are approximately 10 security monitors checking for membership badges at the various entrances to the markets. 
To ensure the program’s continued success, we ask for all Flower District members to please remember to wear your 
current badges. Although we realize the program is not by any means foolproof, please remember that this is a program 
subject to all the positives and negatives of building a foundation from the ground up.

How do I become a member of the Badge Program?
Complete the Membership Application and resale card and submit them along with the appropriate fee and a copy 
of your California Board of Equalization Resale Certi� cate to: LAFDBP, 766 Wall Street, Los Angeles, CA 90014. If any 
of these items is missing, your application will be delayed.

Allow � fteen (15) days  for your application to be processed. You may pick up your badges at the entrance to the Original 
Los Angeles Flower Market, 754 Wall Street, on Monday, Wednesday or Friday from 4:00 a.m. to 12:00 Noon; or on 
Tuesday, Thursday or Saturday from 6:00 a.m. to 12:00 Noon.

Remember to include your Resale Certi� cate, resale card, payment and membership application.

Thank you for your continued support!

 L.A. Flower District Association/Badge Program
 2019 Membership Information • www.lafl owerdistrict.com
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1. Business Owner’s Name: (Print Clearly) ___________________________________________________________________________

2. Home Address: _______________________________________________________________________________________________

 City _________________________________________________________________________ State  ________  Zip ______________

3. Home Telephone  _____________________________________________________________________________________________

4. Business Name _______________________________________________________________________________________________

5. Business Address  _____________________________________________________________________________________________

  City _________________________________________________________________________ State  ________  Zip ______________

 6. Business Telephone  ___________________________________________________________ Fax # __________________________

7. E-Mail Address  _______________________________________________________________________________________________

8. Type of Business:

 o  Retail Florist   o Wholesale Florist   o  Interior Decorator   o Caterer   o  Other (specify):  _____________________________

9. Resale Certificate Number from California State Board of Equalization:

  ____________________________________________________________________________________________________________

Note: Your membership will not be processed and there will be NO cash refunds or credit in the event the California State Board of Equalization reports back that 
your Resale Number is Invalid or Closed.

10. Signature of Applicant  _________________________________________________________________________________________

11. Names of individuals as you want them to appear on your badges (optional):

 Badge 1.  _________________________________ Badge 4.  _______________________________________________

 Badge 2.  _________________________________ Badge 5.  _______________________________________________

 Badge 3.  _________________________________ Badge 6. _______________________________________________

Please check membership period:    o  $60.00 – 1-Year Membership (Year 2019 only)    

 Fee Amount Enclosed: $ __________________  Date:  __________________    o  Check    o  Money Order    o  Cash

Please make checks payable to: LAFDA.  Enclose: (1) photocopy of your California State Board of Equalization Resale Certificate, 
(2) completed application and resale card, (3) payment. 

Mail documents to: Los Angeles Flower District Badge Program, 766 Wall Street, Los Angeles, CA 90014
Please allow 7 days for your application to be processed before picking up your badges. Note: Badges will not be mailed out.

Important notice from the State Board of Equalization concerning purchases “for resale.”

Misuse of Resale Certificates
One of the rights granted to holders of seller’s permits is the authority to issue resale certificates for merchandise they intend to resell. The permit is 
NOT a “Buyer’s” license to purchase property at wholesale for personal or business use, to decorate one’s home. Such misuse of a resale certificate 
for the purpose of evading payment of the sales or use tax or for personal gain constitutes a violation of the law. Those persons who are found to 
have made illegal use of their permits may be subject to one or more of the following penalties:

1. Criminal prosecution. This could lead to a fine up to $5,000, imprisonment up to one year, for each offense.
2. A minimum penalty of $500 or 10% of the amount of tax due, whichever is more, for each misuse.
3. A 25% penalty for fraud   , or intent to evade the tax, on all unreported tax liability.
4. Revocation of the seller’s permit. 
BT-519 Rev. 2 (8-84) (CPPM 265.040) State Board of Equalization

L.A. Flower District Association/Badge Program
2019 Application for New Trade Members (Valid from Jan. 1 - Dec. 31, 2019)

($3.00 extra)

($3.00 extra)

($3.00 extra)

($3.00 extra)



We’ve
made all the 
arrangements 
so your 
business can business can 
blossom.blossom.

• Our best-in-class technologies, including our award-winning POS and 
web-hosting solutions, are built to run your business effi ciently – connecting 
you with consumers and the largest network of fl orists.

• We invest heavily in robust national consumer advertising campaigns
and develop unique and effective marketing programs and
products – all to help you acquire and retain new customers.

• We have industry-leading experience and knowledge, 
and are always available with the support you 
need – allowing you to stay focused on 
your business.

• With over 80 years of partnership with fl orists, 
we are 100% committed to ensuring that
every single order in our network goes to 
a local fl orist.

mytelefl ora.com  |  1.800.421.2815
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Original Los Angeles Flower Market
754 Wall Street, Los Angeles, CA 90014

Los Angeles Flower District Invites
You to Visit www.LAFlowerDistrict.com
• Floral industry resources • District hours, maps & more • Low Advertising Rates

The offi cial website for the Los Angeles Flower District


