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“Transform every home into a
flourishing sanctuary, one plant at a
time, while cultivating a greener and

more sustainable future for all.”

Our Blossom plant boxes combat
deforestation by encouraging home

gardening, reducing timber demand, and
supporting reforestation with native
species. Promoting them also raises

awareness about tree importance, fostering
greater conservation efforts. Overall, they

promote sustainability and environmental
stewardship, helping to mitigate

deforestation.
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“The escalating issue 
of deforestation in Northeast Ohio poses a

serious threat, placing numerous native tree
and flower species that are in jeopardy of
extinction. There has been an alarming

significant net loss of 67,000 forested acres
in the year 2017, underscoring the gravity

and urgency of the situation.”

COMPANY
PERFORMANCE
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Units Sold - 87
Total Revenue - 1,2013.60
Total Profit - $345
Average Profit Margin - 70%
ROI - 86%



Blossom's unique approach to
redesigning plant kits allows the user to
participate in the eco-friendly process of
growing their very own flower or tree to
help strengthen the population of that
certain native plant species. When we
sell one of our kits we will then go out

and plant one of the native plant
species to help match the effects of
rejuvenating native plants in Ohio. 

Upon purchase of a box or product,

the customer is helping to give

back to the plant community

through a one-for-one process. We

take it upon ourselves to go out

and plant the purchased seed in an

attempt to help repopulate and

restore the environment. This is

documented and uploaded to our

YouTube channel! 

GIVING BACK

INNOVATIVE BUSINESS
STRATEGIESINNOVATION

VALUE PROPOSITION
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Positioning our company as a provider of plant
boxes offers a strategic advantage in actively

combatting deforestation through multifaceted
channels. By advocating for and facilitating home

gardening initiatives, our plant boxes serve as a
proactive solution to reduce the demand for

timber products, thereby alleviating significant
pressure on global forests. Moreover, our

commitment extends to supporting reforestation
endeavors by fostering the cultivation of

indigenous species within our plant boxes,
facilitating their subsequent transplantation into

deforested regions. Through educational
campaigns and outreach efforts, we strive to

engender a deeper understanding of
environmental stewardship, thereby fostering a

culture of conservation. Ultimately, our company's
unwavering dedication to the sale of plant boxes
underscores our commitment to sustainability,
making a substantive contribution towards the

mitigation of deforestation and the preservation
of our planet's precious ecosystems.



Toward the start of our business, we had
trouble with identifying a target market
along with manufacturing errors such as

wrong size or not having up-to-date quality
products. However, after reevaluating our

target market and getting all the right
materials, we began to succeed at great

lengths. We decided to try and sell at garden-
selling events. This was a huge success. The
customers at these events connected with

our product more which caused us to sell out
of all of our boxes. 

PLANTS THAT WE OFFER

Butterfly Milkweed

New England Aster Beech Tree

BUSINESS STRATEGIES

Brainstorming/ Idea Generation1.
Market Potential/ Research2.
Company Agreement3.
Design Prototype4.
Order Product/(s)5.
Product Testing/ Concept
Development

6.

Testing/Iteration7.
Commercialization/Ads8.
Launch9.
 Post-launch Evaluation10.
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Our focus on cultivating native plant species in our
plant boxes is a game-changer in the fight against
deforestation. By prioritizing plants that naturally
belong in specific areas, we're not just gardening;
we're restoring balance to ecosystems that have
been disrupted by forest loss. This approach not

only helps ecosystems bounce back but also
minimizes the harmful effects of non-native species
on biodiversity. As a result, our efforts significantly

contribute to reforestation and conservation efforts,
tackling the core issues behind deforestation while

promoting sustainable environmental practices.

PRODUCT
DEVELOPMENT



LEADERSHIP &
ORGANIZATION

Structure & Organization

At Blossom, we have a flat organizational
structure that encourages all of the

departments to have a say in what we all want
to accomplish. Our CEO, Nathan, always keeps
everyone informed and makes sure everyone

feels comfortable sharing ideas. Lines of
communication are always open and free to

share what's on one's mind. Blossom conducts
monthly peer evaluations. This is a very useful

way of making sure we are all on the same
page along with identifying whether we are

staying accountable within our group. Blossom
has a shared company drive that is used for

ideas, daily tasks, and communicate. 
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 At Blossom, the CEO provides the team
with scheduled evaluations where we can

compare and contrast the work being done
by each department. The group will rate

each team member on their quality of work,
responsibility to get their tasks done,

teamwork within the business, contribution
of work, and the attuned they show up to
work with. As motivation for the team, we
have set a 7% commission return on every
unit sold which would encourage them to

sell more boxes. On top of getting a %
return on sales, we also bring in treats like
food and drinks which seem to improve

employee morale within the organization. 

Motivation & Improvement

CEO
Nathan Baker

COO
Stephanie Tovar

CMO
Michael Hudach

CSCO
Ryan Anderson

CSO
Josh Sedmock

CFO
Grant Oser



Profit MarginWith an average sellingprice of $10.00 and a cost of$2.60 this produces anaverage profit margin onour products of 74%.

Overview
Blossom has a price point between
$7.00-$10.00. With 87 units sold, we
have a net profit of 345.22. On pitch

day we received $400.00
investment from JA of North Central

Ohio (5% interest), This gives us an
ROI of 86%

Break Even Point
We sell each unit for $10.00 and
make each for about $2.60. Our

break-even point is calculated  to be
43 units

Capital
We utilized our team skills and

used public speaking to pitch to
Junior Achievement. Through
our success, we were awarded

$400.00 with 5% interest.

Liquidation
We plan on selling the rest of our

product by the end of the year,
and if that does not happen we
will donate the rest of our plant

boxes to the Ohio Forest
Administration.

FINANCIAL
PERFORMANCE
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SOCIAL
MEDIA

STRATEGIES

blossom.boxja

Blossom_JAblossom6800

Blossomja

TARGET MARKET

MARKETING &
SALES

Our primary target demographic is comprised of individuals aged 35-50 with a
keen interest in gardening, as evidenced by our sales data from recent events.

We will intensify our focus on reaching this demographic by strategically
participating in garden shows and home and supply exhibitions where we

anticipate their presence. While considering expansion into educational
initiatives targeting younger audiences to instill values of responsibility through

plant care, this remains an area for future exploration.

Our primary marketing channels include Instagram and Facebook,
strategically chosen to reach our target demographic effectively.

Facebook, in particular, resonates well with our audience. Additionally,
we've implemented influencer marketing by engaging a parent to
share our posts, further expanding our reach. While we're exploring

TikTok, we've yet to execute our strategy on this platform.
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90.3%
respondents were

35-50 year old
women

MARKETING STRATEGIES



SELLING STRATGIES

Participating in three different selling events has been a real eye-opener for us. It's
helped us see what we're good at and where we need to improve, shaping our selling
strategies to boost our product sales. A takeaway from our selling events is we were

able to gradually get better at talking to people and perfecting our pitch, which helped
us improve our sales.  One big lesson we learned early on was how much our location in

the venue matters. We started at the back of a building, squeezed up against a pole,
and needless to say, sales were slow. When we set up shop at Hartville Marketplace,
things started looking up. We made some decent sales there, which got us thinking
about our approach. We decided to attend The Akron Home and Garden Show, and
that's when things took off. We saw a huge increase in sales as we were able to sell

directly to our ideal target market. These experiences have taught us a lot about which
locations work best for us, and we're excited to use this knowledge to keep improving

our selling strategies.

7

Percentages of Units Sold 

MARKETING &
SALES

Akron Home & Garden Show
59%

Hartville Marketplace
24%

Northside Marketplace
17%



8

SELLING
OPPORTUNITIES 



LEARNING EXPERIENCES

“ Over the past few months, there have been plenty of
learning opportunities for me and my team members.

We received the chance to work directly with JA
members to learn all types of information regarding

our departments. The main thing that I got to learn is
how to structure a business. I have learned that

different roles work better with others and learning
how to guide these people. I have also received the
chance to learn how to deal with different problems

such as a distracted worker, faulty products, or a
miscommunication between the group. This will be

very beneficial in the future as I work toward possibly
starting my own business.” 

“During this whole experience, I have learned that
running a business can be a difficult task. Especially

being a COO, I have to help my CEO with many tasks
that are put in front of them. It’s a lot of work but

managing and looking over our team members and
making sure that they are doing their tasks is
something that can be difficult if they are not

motivated. Motivation can be key to making sure the
members of a team complete their tasks. I know that
what I learned will be beneficial to me in the future.”

“So far through this year, I have learned a lot of the
aspects of being a CFO. I have a better

understanding of what they do on a day-to-day
basis, and how they operate. Being the CFO of a

business is more stressful than it seems, and I have
learned that. Handling our group's money and

taking the responsibility of keeping track of how
much we spend and what we have to work with are
big parts of keeping everything organized. This has
also taught me how important communication is in

the group and how it can make or break a small
business.”

CSO Josh Sedmock

CEO Nathan Baker COO Stephanie Tovar

“I have learned an immense amount from serving
in this role. I have learned how to pick up the phone
and talk with suppliers and work to negotiate lower
prices. I have had a lot of fun in this role and I love
doing it. Being our supply chain manger has been

an invaluable experience.”

CFO Grant Oser

CSCO Ryan Anderson

CMO Michael Hudach

“Along the way so far, I have taken in a lot of
information and strategy in the sales field. I have

gone through the highs and lows of being in charge
of sales and am getting a real feel for this job field. I
have had the opportunity to talk with many people
who have been able to give me tips about where to
sell and tips on how to present our product better.“

“So far in this experience, I have learned a lot about
marketing strategies and the best ways to market and

advertise products. Working with Instagram and
seeing which posts do betterr because of what

different strategies I am using is really helpful in the
learning process. Working on the website has been a

valuable learning experience as well.“
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