syngenta flowers

A plant simply has to look attractive!

In the Northwestern German town of Geldern, Fortunately, Frank now again has one xed sales
Frank Bosch runs his business under 2ha of glass representative who consults him about the cultivation
and 4ha open eld. During the year he grows Annuals  of the plants.

from Seeds, Perennials, Biennials and Potplants.

“But for me every plant is an Annual!” His customers Frank has no speci c favorite crop.

are situated in the same area and place daily orders

with him. Rest volumes are sold at the auction and

end up in other parts of Germany.

When it comes to the Annuals from Seeds range,
Frank grows hardly any of the big 3 crops: Begonia,
Impatiens and Petunia. His largest volume is in
Helianthus which he sells from mid April till early
September. His customer expects good saleable
plants, color is of less importance. Besides, plants
need to be strong enough to stay in the greenhouse
longer than expected when orders do not come in.

Next to Syngenta, Frank buys plants from another
supplier: “whoever has the best series and the best
availability. Buying two different genetics allows me
to stay exible in the deliveries to my customers.

" In the past Frank bought seeds to sow himself.

In busy periods the sowing was often postponed
day after day, resulting in shortages of nished
plants a few weeks later. Now, he only buys young
plants: “once ordered, they automatically come in
every week and you have to pot them straight away.
I'm keeping my risk at a minimum level. Syngenta
delivers good uniform young plant quality and the
service from the reps in the past was very good,

so that's why they are one of the suppliers.

"For Dianthus his main choice is Barbarini. Frank
explains: “there is simply no comparable series in
the market”. Due to a retiring sales representative
and organizational changes, Frank had different Frank Bosch
Syngenta employees visiting him over the last year.



