


ative outing, I’ll head to Manhattan’s �ower 
district. Even though it disappears a bit each 
year, it’s still a great place.

Q: What’s the biggest challenge  
to your business?

I’ve come to the realization that although 
I might never be rich, I am so happy. I want 
to retain that happiness and keep doing this 
work. This means that I have to get serious 
about �nding the right kind of help. I’m 64, 
in good shape and still have lots of energy, 
but for how long? So this is the challenge.

Q: How are you staying fresh  
and relevant?

I’m really lucky to have this need to  
totally reinvent the wheel with everything  
I embark upon. It seems like I’m always  
consciously and subconsciously thinking  
of new ideas. This alone fuels my creativity. 
It’s as if I just have to get it out!

I love the process with clients who come 
in with event ideas, then I build my experi -
ence into it and, before you know it, we  
have over-the-top simplicity — gorgeous 
large structures with clean lines and amazing  
colors. The eyes look at them and just smile.

Q: What does your holiday season 
business model look like?

    The hotel and corporate businesses 
are obviously big into holiday décor, and 
over the years, I’ve built a great client base. 
The hotel here has been my exclusive cus-
tomer for 30 years, and I do a dozen trees 
for of�ces within the complex. I work with 
each to design the look they want and then 
buy, build, take down and store the product 
in a storage room in the complex where my 
shop is. Starting at Thanksgiving, my team  
of six helpers and I begin installation.

It helps if you dream about Christmas, 
which I do all year long. I do corporate  
holiday parties, and these clients often  
want something a bit different. I made  
trees out of upside-down garden trellises  
and stood pots of orchids on the crossbars. 
I like glass and lighting and have done lots 
with glass cylinders dressed with parcel  
ribbon, holding Cymbidium orchids. You  
become what you think about, and, by  
now, I must be the holiday elf.

Q: If you could travel anywhere to 
develop as a floral designer and 

businessperson, where would you go?
On every level, I want to go to Hawaii, to 

see and smell the �owers, learn about their 
cultivation and get myself to a beach  
to become more fresh and relevant.

Q: What is the most interesting,  
funny or touching thing that  

has happened to you in your work?
I’ve found myself getting a bit teary at 

every wedding I’ve done this year. I’m not 
sure why. Maybe I’m just grateful to be still 
doing this and cognizant of time. Maybe as 
we mature, we become more sensitive and  
in tune with the happiness around us.

Q: What’s next for your business?
I’ve had such success with the e-

commerce side of my business, which allows 
customers to select and partially design their 
delivery �oral arrangements. I think I can 
do this for larger event concepts, too, so I’m 
going to work on this next.

I also like to make things with my hands 
and am going to build more structures, sav-
ing me from ordering the predictable from 
the rental companies.

I worried that I never learned to relax, be -
cause I don’t sit around and watch TV. Now 
I’m thinking that this preoccupation with the 
creative and engineering of my �oral design 
work might be the way I relax. So, this year 

I will relax from worrying about relaxing, 
stay 100 percent preoccupied with design 
and continue to sleep like a dog! �„
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