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Hitting the road:
Syndicate Sales has operated its own trucking company, Hurryin’ Hoosier <
. 11s . . “QQ.O O
Transport, since 1979. The flexibility is needed to serve approximately 1,000  f&™ " qd
wholesale florists in the United States and Canada. X

“We talk to those florists weekly and take orders,” Hendrickson explains. “Our '.wﬁe%
trucks depart Kokomo for all 48 (continental) states and Canada almost every ey
week of the year. There are eight to 10 orders on each truck. When they’ve
finished the last run, they pick up freight and bring it back for us or some
people we do work for.”

Busy season:

The floral industry cycle is consistent. January is the busiest time
of the year, in preparation for Valentine’s Day. The next major
peak comes before Mother’s Day. June and July prove to be the
slower months.

Always changing:

Asked whether updated offerings were typically part of the mix,
Hendrickson revealed that 111 new products were introduced in
the past year. That includes different colors, shapes and sizes of
existing items. Syndicate Sales also features a wedding line. “You
have to stay ahead of the trend,” he reveals.
_____________________________________________ Y
Doctor on call: %
Not every organization has a Ph.D. on staff. Dr. Pawan Srivastava is L

recognized nationally and internationally for his floral research into preservatives and treatment Syndicate Sales President David
products Hendrickson points out the

Single Anchor Aquapic™ that

. . was essential to the formation
All in the family: of the company.

Syndicate Sales remains a private, family-owned business, just like the entire floral industry.

Corporate entities are not in place. Most operations are in the hands of second or third-generation

family members. Relationships become an even more important ingredient than in many other Company trucks are on the
businesses, according to Hendrickson. road to the 48 continental

------------------------------------------------------ states and Canada.
New outlets:

About 90% of all cut flowers used to be sold in retail shops. Grocery
stores have become major players, along with online outlets. Syndicate
Sales serves Wal-Mart, Sam’s Club, Meijer, Kroger and others —
some directly and others through wholesalers.

“Wherever cut flowers are sold, thats where we want to be,”
Hendrickson declares.

Upcoming Community Focus sections in BizVoice®
Anderson (May-June)
Richmond (July-August)

Vincennes (September-October)
Frankfort (November-December)
Contact Jim Wagner at (317) 264-6876 for advertising specials
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