
PROJECT
As one of the largest garden cen-
ter chains in the U.S., Monrovia 
has planned a loyalty program by 
equipping all high-value plants with 
sensors to deliver active value to 
customers. 

GOAL
To “connect” customers and their 
plants. To give timely and regio-
nally appropriate advice that binds 
customers. 

APPROACH
All plants valued over $ 300 come 
with a sensor and qualify as part of 
the active customer loyalty pro-
gram (with customer consent).

RESULT
Customer loyalty programs are optimized and customers with high-value plants can be advised in real time. Via the Florja CRM platform,  
it is possible to both serve legal warranty claims faster and offer added value to customers via services and products.

ERFOLGSSTORY 
RESSOURCENSCHONUNG

Bayrische Großstadt, oben vs. 
unten: Durch Messungen in zwei 
Tiefen am Baum wurde erkannt, 
dass – obwohl die Bewässerung wie  
geplant durchgeführt wurde – das 
Wasser die Wurzel NICHT er-
reicht. Der Baum wird geschädigt 
und Wasser ohne Effekt verschwen-
det. Bewässerungspläne müssen 
angepasst werden.
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