
STRATEGIC PLAN 2020
At this strategic planning meeting, we will address one of the most important issues facing us, and that is 

how to increase revenue during the winter months. We regularly experience good sales during the 

spring, summer, and fall, but winter is a slow time, with revenues below those of the other seasons. 

Spring Summer Fall Winter Average 

2015 $45,270 $51,630 $34,700 $11,310 $35,728 

2016 $47,100 $65,900 $43,850 $12,740 $42,398 

2017 $51,940 $68,730 $55,150 $13,950 $47,443 

2018 $43,650 $56,840 $33,790 $10,620 $36,225 

2019 $48,400 $59,780 $41,880 $11,230 $40,323 

We have several ideas for increasing sales. We have been asked many times, for example, why we don’t 

sell greens and trees during the holiday season, and clients have also expressed an interest in high-end 

garden accessories such as teak benches, tables, and chairs, as well as other decorative items such as 

statuary and fountains. 

We will be following the flow chart shown 

at the right to investigate each option. We 

have good communication with our 

customers, who always seem willing to 

stop and talk about what items they wish 

we would stock, so we hope the market 

research will be an enjoyable process. 

As we investigate each of the ideas we 

have already identified by brainstorming, 

we will assign it either to the pile of 

possibilities or the pile of rejected ideas. 

Nevertheless, we are not letting the grass 

grow under our feet, so to speak. We have 

already been at work thinking about how a 

new department would be structured. 

The organization chart below, lifted from another strategic planning document, shows a tentative 

structure for a new decorative accessories department. 



The chart below suggests how our sales might improve throughout the year, and especially during the 

winter season, with some new revenue streams online. The additional revenue of a seasonal greens 

effort and a decorative accessories department could improve our bottom line in a gratifying way. 
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