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BY KE N CLA R K

In his boo k , “Th e
Trut h s , Myths &
Sec rets of Ma rketi n g

Produ cts in the Lawn &
G a rden In du s try,” a ut h or
Ri ck Pontz looks at a
va ri ety of a s pects of t h e
l awn and ga rden market
in spec i f i c , and the ret a i l
i n du s try in gen era l .

In Ch a pter 27, Pon t z ,
the fo u n der of the Lawn &
G a rden Perform a n ce
Gro u p, explains the dan-
gers of produ ct infri n ge-
m ent and the difficulti e s
of p a tent law. It’s ti t l ed :
“ Pa tent In su ra n ce , Is It
Worth It? (Short answer:
“prob a bly.” )

E l s ewh ere , he enu m er-
a tes “18 ways to shame-
l e s s ly prom o te yo u rs el f .”
( No. 4 , wri te one thank-
you let ter a day. )

In another ch a pter, t h e
a ut h or takes the re ader
t h ro u gh the process of
deciding wh en to con ti nu e
or discon ti nue a produ ct
l i n e . Here’s a bit of i n s i de
i n form a ti on to con s i der: i t
u su a lly takes three to fo u r
ye a rs for a lawn and ga r-
den produ ct to becom e
prof i t a bl e , Pontz wri te s .

Fu ll discl o su re : Pontz is
an official “f ri end of
Home Ch a n n el News” a n d
con tri butes to HCN’s new
O utdoor Living Di ge s t
(Cl i ck here.) 

The ch a pter that’s
l i kely to be of most inter-
est to re aders of Big Or-
a n ge Report is Ch a pter 3:

“ How to sell yo u r
produ cts to the
Home Depo t ! ”

Un l i ke most
h ow - to boo k s ,
Pon t z ’s first piece
of advi ce is acti on-
a bl e , qu a n ti f i a bl e
and — best of a ll
— easy. Here’s ru l e
No. 1 : “Go to
h t tp s : / / su pp l i er-
cen ter. h om ede-
po t . com / wp s / por-
t a l,and do wh a t
the site tells you to do.”

Got it? Good .
O f co u rs e , t h a t’s ju s t

the first step. S teps two,
t h ree and fo u r, accord i n g
to Pon t z , force the re ader
to look hard into a mirror
and examine his bu s i n e s s
in det a i l . Th ere are three
qu e s ti ons the po ten ti a l
su pp l i er must ask himsel f :
Do you understand wh a t
the worl d ’s largest hom e
i m provem ent ret a i l er
ex pects from you? Do yo u
re a lly want to sell to Hom e
Depot? And finally, c a n
you re a lly pull it of f ?

Home Depot is a very
l a r ge or ga n i z a ti on that has
n ei t h er the ti m e , i n tere s t ,
n or abi l i ty to ad just its
business to match the
i d i o s y n c rasies of i n d ivi d-
ual ven dors . “Th ey ex pect
ven dors to com p ly wi t h
[the ret a i l ers’] needs and
requ i rem en t s .”

So, i f you want to sell
to Home Depo t , get in line
with the ret a i l er ’s com mu-
n i c a ti ons requ i rem en t s ,
i nven tory con trol requ i re-

m en t s , s h i pping requ i re-
m ents and business re-
qu i rem en t s .

For those com p a n i e s
that have alre ady part-
n ered with Home Depo t ,
the ch a ll en ge becom e s
com mu n i c a ting to the
ret a i l er in a language they
u n ders t a n d . An indivi du a l
su pp l i er ’s sales might be
i n tere s ting to the indivi d-
ual ven dor, but the far
bi gger story is one that
i n clu des profit gen era ted
for the ret a i l er.

“The Home Depot is
m ore impre s s ed wi t h
profit do ll a rs and prof i t
per squ a re foot of s h el f
s p ace , than they are wi t h
your gross sales,” he wri te s .

So what kind of prod-
u cts is Home Depot loo k-
ing for? The aut h or doe s-
n’t re a lly say.

But happ i ly, Hom e
Ch a n n el News put the
qu e s ti on late last year to
Craig Men e a r, Hom e
Depo t’s exec utive vp-
m erchandising (Cl i ck
h ere for the podc a s t. )

In gen eral nut s
and bolts categori e s ,
Menear ex pre s s ed
i n terest in produ ct s
that have an innova-
tive tech n o l ogy story.
On the decor side , h e
poi n ted to improved
de s i gn , or improved
f u n cti on a l i ty, or a
com bi n a ti on of bo t h ,
as keys to en try.

“Are there ga m e
ch a n gers , a re there
t h i n gs that can hel p

m a ke the category simpler
for the custom er to buy or
for assoc i a tes to sell , a n d
bring more va lue to the
c u s tom er ? ” Menear asked .
Th en he answered :
“Th ere’s no qu e s ti on , a ll
you have to do is look at
retail space tod ay, a n d
yo u’ ll see how import a n t
va lue is to the con su m er.”

Menear made clear the
chain is looking for prod-
u cts that tell a gre a ter
va lue message .

“And va lue isn’t ju s t
pri ce ,” he said.“ It can be a
com bi n a ti on of what yo u
get from a fe a tu re - ben ef i t
s t a n d poi n t , to what yo u
p ay, to a simplificati on of
the purchase proce s s . Th a t
a ll adds up to va lu e .”

According to Pon t z ’s
co u n t , t h ere are more than
8,000 companies that are
doing business with Hom e
Depo t . G et in line, t h en
provi de va lu e , t h en com-
mu n i c a te your business in
a language the ret a i l er can
u n ders t a n d . It’s easier said
than don e . ■

COMMENTARY

S o, you want to sell to Home Depot?
Get in line.

http://www.homechannelnews.com/uploadedFiles/HomeChannelNews/OutdoorLivingDigest.pdf
http://www.homechannelnews.com/HCN_Podcast_Series/081215_Menear_Craig.mp3
https://suppliercenter.homedepot.com/wps/portal

