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36 Recruiting the Next Generation of Customers   
 
Where: River Overlook Room C & D   
Moderator: Tom Dudek 
Sponsored By: Proven Winners 
 
2:00 PM 
Have you noticed any differences in how Millennials and Boomers think, act, and shop? Bridget will 
share some information about how to capitalize on those differences while retaining Boomer customers. 
Come and learn about some strategies to engage that next generation of customers. 

 Bridget Behe, Michigan State University 

2:50 PM  Session Ends  
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Recruiting	the	
Next	
Generation	of	
Customers
Dr.	Bridget	K.	Behe,	Ph.D.,	Professor
Dept.	of	Horticulture
Michigan	State	University

What	do	these	have	in	common?

• Gas	station	food

• Craft	booze

• Same‐day	delivery

• Hot	sauce

• Snakes

• Tattoos	&	Piercings

• Energy	drinks

• Donations	at	the	cash	register

• Organic	food

• Athleisure

10	things	Millennials	buy	more	of

• Gas	station	food

• Craft	booze

• Same‐day	delivery

• Hot	sauce

• Snakes

• Tattoos	&	Piercings

• Energy	drinks

• Donations	at	the	cash	register

• Organic	food

• Athleisure

What	drives	their	purchases?
• Reviews	from	friends	or	peers

• Budget	constraints

• Internal	values

• Constant	exposure	to	social	
media

• Innovation	to	make	life	
easier/more	fun
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Consumer	interest	is	growing

Millennials	find	plants	hip,	
cool,	and	have	FOMO

Our	value	proposition	may	not	be	connecting!
• People	will	buy	products,	services,	
and	experiences	they	value.

• In	other	words,	people	afford	what	is	
relevant,	useful,	meaningful,	and	
important	to	them.

• To	remain	relevant,	useful,	
meaningful,	and	important,	we	need	
to	re‐evaluate	our	image,	our	
message,	and	what	we	are	
communicating.
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Socializing	horticulture

https://www.gardencentermag.com/article/dale‐bachman‐retires‐2018‐interview‐part2/

People	buy	why	you	do	something,	not	
what	you	do.

Simon	Sinek	TED	talk	2010

Evidence	of	this	in	
action?

Features	and	benefits
• Features	are	the	attributes	of	
plants	(what)

• Benefits	are	what	the	plants	do	for	
the	consumer	(why)

Focus	on	features

Focus	on	benefits

Benefits	are	more	influential	at	higher	price	points.
Why	beats	what	at	higher	prices.

Zhu,	Z.,	B.	Behe,	P.	Huddleston,	and	L.	Sage.	2017.	How	do	Pricing	and	the	Representation	of	Price	Affect	Consumer	Evaluation of Nursery	Products?	A	Conjoint	
Analysis.	International	Food	and	Agribusiness	Management	Review.	20(4):477‐491.	DOI:	10.22434/IFAMR2017.0003
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We	need	to	
focus	more	on	
why	than	what	
to	connect	
with	future	
consumers.

Part	of	the	
“why”	we	do	
things	is	that	we	
are	social	
creatures.

How	how	we	
socialize	is	
changing.

Social	nature	of	plants
• See	an	impact	that	online	socializing	is	having	on	the	
horticulture	industry.

• What	about	the	physical	social	interaction	of	people	and	
plants?

• This	is	new	territory	being	chartered!

Classes

or	parties?
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Ladies	Night	Out

$10	fee	for	Evening
Received	a	coupon	for	$10
$5	Coupon	for	$25	or	more	that	night	
$5	Coupon	for	first	weekend	in	December
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Bring	socializing	and	food	to	plants?
Host	a	food	truck	event!
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Chefs	in	the	garden	center?

Cooking	in	the	garden	(for	kids)

Plant and	taste
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Cause	marketing	may	be	part	of	“why”	for	
consumers	who	care	about	others.

Logan’s Trading Co.
Raleigh, NC
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Think	about	why	not	just	what.

Translate	features	into	
benefits	(they	are	worth	
more)	and	connect	the	
“what”	with	the	“why”.

Tap	into	the	social	nature	of	
people	and	see	plants	as	
part	of	the	spending	time	
together,	not	just	another	
thing	to	have	&	enjoy.

Recruiting	the	
Next	
Generation	of	
Customers
Bridget	K.	Behe,	Ph.D.,	Professor
Dept.	of	Horticulture
Michigan	State	University

Questions?

bridgetbehe.com

Want	more	marketing	information?	
Sign	up	for	my	free	7‐10	minute	
marketing	podcasts.	A	new	one	
posted	each	week.

Bridget	K.	Behe,	Ph.D.,	Professor
Dept.	of	Horticulture
Michigan	State	University
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