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Case Summary

ColorTech Greenhouses, Inc. headquartered in
Phoenix, Arizona, is a supplier of amnual and
perennial flowers to big-box stores. The company
quickly became the largest and maost global grower
in the western hemisphere. The status of the
declining sales fram the Phoenix division was
examined through the eyes of Melissa Richardson, &
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Case Summary

ColorTech Greenhouses, Inc., headquartered in
Phoenix, Arizona, is a supplier of annual and
perennial flowers to big-box stores. The company
quickly became the largest and most global grower
in the western hemisphere. The status of the
declining sales from the Phoenix division was
examined through the eyes of Melissa Richardsen, a
recently promoted sales manager for ColorTech
corporate headguarters. This case discusses the
reasons for the difficulties currently confronting the
Phoenix ColorTech sales team.
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and poor attitudes. These problems are exacerbated
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Approach to Analysis
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Summary

Bithough the sales team in Phoenix has some challenges,

inchuding inefficient nt. frustrated and
emplayees, and & lack of clear geals, actions can be taken to
wesolve these Ises and create a team of high perfarming,
mathvated and productive employees.




Case Summary

ColorTech Greenhouses, Inc., headquartered in
Phoenix, Arizona, is a supplier of annual and
perennial flowers to big-box stores. The company
quickly became the largest and most global grower
in the western hemisphere. The status of the
declining sales from the Phoenix division was
examined through the eyes of Melissa Richardson, a
recently promoted sales manager for ColorTech
corporate headquarters. This case discusses the
reasons for the difficulties currently confronting the
Phoenix ColorTech sales team.
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About ColorTech Greenhouses, Inc.

ColorTech was a privately held supplier of annual and
perennial flowers to big-boss stores. Along with the rest of
the color industry, ColorTech was facing increased price
competition as well as a steady declination in sales. At this
time, the market was experiencing a very low demand for
the flower industry. ColorTech particularly was constantly

receiving pricey customized orders, and being insisted upon
for demands for lower prices. While the company operated
its main U.S. greenhouses in Phoenix, Arizona; San Diego,
California; and Columbia, South Carolina; ColorTech
Greenhouses, Inc. operated in Nogales, Mexico, Colombia,
and planned to expand into Ecuador.




Phoenix Office's Organization Chart
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Statement of Issue

The Phoenix Sales team lacks motivation and

commitment to company goals, as evidence by their
declining sales, dismissal of corporate expectations,
and poor attitudes. These problems are exacerbated

by poor management support.

Inconsistent or Declining Sales

- Tarres i unconcermed with meeting sabes gesls
His prigeity and passien lies in servicing the
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spotty due to outside forces.
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the sthae twe sales repr ivas ae having,
no mention of offers of s e or coaching
ard presant

Inattention to Company
Initiatives

+ Hoffman, as the star salesman, led by

example In bis refusal to pramase the
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- Vega failed to comprehensively learn the

warious produsct lines in arder to market them
eftectively ba her clients.
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project regarding enline servicing than
meeting his current joh expectations,

- Patarsan is astile and aggressive,

Poar Attitudes

+ Hodtman is dismissive towards his new

manager.
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custemers, allowing messages te go
manswered to extended pericds of time.

- Camphell falls to be on site during Richardson's

does not mtarm Richardson of her predecessor's
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o is ot practiced. Campbell

fudging of sales figures. She also cheases te spring
ople of Pecersen's lawsust on Richardsan at the
u than being uplrent
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Inconsistent or Declining Sales

- Torres is unconcerned with meeting sales goals.
His priority and passion lies in servicing the
newly emerging customer base of small florists.

- Vega is able to perform to higher standards, but
does not apply herself to the task enough to
have reliable performance. Her attendance is
spotty due to outside forces.

- While Hoffman seems aware of the problems
the other two sales representatives are having,
no mention of offers of assistance or coaching
are present.




Inattention to Company
Initiatives

- Hoffman, as the star salesman, led by
example in his refusal to promote the
company's new line of fresh flowers.

- Vega failed to comprehensively learn the
various product lines in order to market them

effectively to her clients.

- Torres was more interested in his personal
project regarding online servicing than
meeting his current job expectations.




