Hosting Cut FLower
WORKSHOPS ON THE FARM

Speaker: Lori Hernandez, Three Acre Farm

DO YOU HAVE WHAT IT TAKES?

Qualities of a Great Workshop Teacher:
* Energy - Make people feel GREAT (they'll remember how you made them FEEL)
» Experience - Hundreds of hours invested; demonstrate mastery
e Competence - Calm and confident; students need assurance
» Encouraging - Kind, gentle, supportive; students are vulnerable
e Organized - Calm, fluid workflow; slow, clear demonstrations
* Welcoming - Introverts can be amazing teachers with self-care built in

IS YOUR FARM A GOOD FIT?

Location:
Rural (more marketing needed, pricing challenges)
Urban/Suburban (easier marketing, higher prices, possible zoning issues)

Essential Site Considerations: v Space (4'x4' per person) v Bathroom (MUST - rent
portable toilet) v Water access v Shelter & safety v/ Good lighting v’ First impressions
match branding v’ Parking (+ helper!) v Storage for belongings v’ Clear accessibility
guidelines

SAMPLE 3-HOUR TIMELINE

e 0:00-0:30 Welcome, snacks, farm tour, student introductions
e 0:30-0:45 Introduce flowers by name

* 0:45-1:15 Demonstrate technique (keep it engaging!)

e 1:15-1:30 Students set up their workspace

e 1:30-2:30 Creative time with music and support

e 2:30-2:45 15-minute wrap-up warning

e 2:45-3:00 Group photo!



CREATING A GREAT EXPERIENCE

Before: Reminder emails (1 week + 1 day prior) with location, parking, what to bring,
timeline. Clean farm. Create setup checklist.

During Arrival: Parking helper, greet by name with clipboard, point out bathroom,
name tags, beautiful flower display, refreshment table ready.

During Event: Move calmly (you set the tone!), use names, take photos, play music,
group photo at end.

After: Email next day with thanks, resources, upcoming events, group photo, flower
list. Evaluate within 24 hours: What worked? What didn't? Ideas? Questions? Key
numbers?

SYSTEMS FOR SUCCESS

 Sell tickets on website; transfer info to spreadsheet

 Clear Policy: All sales final. Options: transfer ticket or donate to farm

* Open registration 30 days ahead (urgency, fewer refunds, protects against
cancellations)

» Create email templates (1 week before, 1 day before, day after)

* Order supplies 1 month ahead; shop for refreshments 2 days prior

» Set up tables/chairs/vessels 1 day before; flowers 1 hour before

 Hire help for parking, setup, etc.

* BATCH EVENTS: 2-3 per week, then week off (clean once, shop once, set up once!)

DON'T FORGET "HIDDEN" LABOR

Time beyond the actual workshop: Writing description (2+ hrs) « Marketing (5+ hrs) ¢

Ordering supplies (30 min) * Admin (2+ hrs) * Prep space (1-3 hrs) ¢ Harvesting (3+ hrs) ¢
Shopping (1-2 hrs) ¢ Cleaning farm (1-3 hrs)  Buffer time (1 hr) * Cleanup (1-2 hrs) = 20+

HOURS

Factor this into pricing! Every workshop hour = hour not making money elsewhere.



PRICING EXAMPLE

$225 Centerpiece Workshop Breakdown:
* $90 Teaching time (S30/hr x 3)
 S$10 Vessel (S5 x 2 markup)

S2 Refreshments

$100 Flowers ($40 x 2.5 markup)

$20 Non-teaching time

S3 "Rental" items

12 students x $225 = $2,700 revenue

Lower Price Options: Fewer flowers ® More people * U-pick hybrid ¢ Off-site ¢ Shorter
(1.5 hrs) » Smaller arrangement ¢ Cheaper vessel * Creative play (no lesson)

MARKETING YOUR WORKSHOPS

1.Email List - Your #1 tool (superfans!)

2.Word of Mouth - Make them feel GREAT; they'll bring friends

3.Social Media - Awareness/engagement; Stories/video work best; don't rely on
organic reach

4.Google/SEO - Use keywords: "flower workshops near me"

5.Pinterest - Visual search engine drives traffic

6.Flyers/Postcards - Location dependent

CONTINGENCY PLANNING

Create a chart with: Issue | Protocol | Notes

Example Issues: Rain during outdoor event ¢ Extreme heat * Medical emergency ¢
Last-minute cancellation * Uninvited guest

Decide protocols NOW to relieve anxiety later!



THE BEST PART

Fresh Perspectives: Students see magic where you see mundane
Friendships: Every workshop = potential new friends who become community

Financial Sustainability: You're selling an EXPERIENCE. You control how people feel =
raving fans = word-of-mouth advertising

The Secret: People are buying AN EXPERIENCE (time with YOU!). Once you realize
this, the opportunities are endless.

WORKSHOP ESSENTIALS CHECKLIST

[] Registration system
(] Email templates

(] Supply list

[] Refreshment list

[ ] Setup checklist

[ ] Contingency plan
[ ] Follow-up system
[ ] Evaluation form

KEEP IN TOUCH

Lori Hernandez with Three Acre Farm

Email: lori@threeacrefarm.net

Website: www.threeacrefarm.net

Consultations: www.threeacrefarm.net/consultations-1



