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IN PROGRESS

‘m: I ve had the

opportunity to

work with two different businesses, in two |

different areas of the country, who are
both very excited about the business of
ponds and have used that excitement to
help fuel changes in their businesses that
will help them become better at what they
do and become true destination points for
water gardens in their respective markets.
From the very beginning, both had the
foresight to see that ADI had the resources
necessary to help them succeed and knew
that they needed to tap into that resource
in order to reach their goals.

One of those businesses is Modern
Designs Landscaping in Friendsville, TN.
They have been a very successful pond
installer for quite a few years, but the
owner, John Adams, wanted to capture
more than install sales and began a
venture to capture the retail DIY sales as
well. He contacted a local garden center...
one that was well known and had a good
reputation, as well as having excellent
traffic, and proposed to them that he
could improve their profitability on ponds
by letting him take over that end of the
operation. Long story short; they agreed
to let him try, and offered him 1600 sq. ft

of floor space to set up shop. That’s when
John came to me and asked what we
could do to help. I told him “Join WGE,
and we'll help you get what you want”

So he did. With our help, he designed his
store’s interior to include a display pond
and Pondless® Waterfall, fish retailing
systems, plants displays, as well as
adequate product displays. We helped set
up his retail displays and trained his sales
team before he opened the doors. Once

~ open, as “The Pond Shop,” they really hit

the ground running. They began selling
products long before the REAL traffic
began to come into the garden center.

It looks to be a strong season for John

| and his team, and I'm looking forward to

reporting excellent sales and stories from
The Pond Shop later in the season.




