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GCA’s Key Connections: Member Profile 
David & Raina Adams, Owners 
A One Stop Garden Shop, Inc., Loxahatchee, FL 
 

A One Stop Garden Shop Became Valuable Asset In Community To Drive Sales 
 

The tagline, “We bring landscapes to life,” on A One Stop 
Garden Shop, Inc.’s website has real meaning in the rural 
outskirts community of Loxahatchee, FL, located less than 
20 miles from West Palm Beach. The retail and wholesale 
operation is the go-to source for every type of gardening 
and landscaping need for homeowners and landscape 
contractors alike, helping A One Stop Garden Shop 
position itself as a valuable asset to the residents in its 
neighborhood.  

A One Stop Garden Shop’s 17-acre property is divided into 
10 acres for retail and 7 acres for the production of trees and hedging material. The retail section 
stocks all the quintessential products found at a garden center – plants, trees, pottery, statuary, 
fountains, sod, rock, patio stones, mulch and soil. Delivery is available, too, for those customers 
who need help transporting the landscaping materials home. Retail and wholesale customers 
shop from the same 10-acre selection, which benefits both sides of the business. 

“Our retail and wholesale businesses go hand-in-hand, because the wholesale client buys in 
larger quantities, which helps turn the product and keep it fresh for the retail clients,” says David 
Adams, who owns the garden center with his wife, Raina. “We’re fortunate to have a large 
enough facility to accommodate that. It gives us the opportunity to house quite a bit of material, 
which is more impressive to the retail client.” 

The retail and wholesale prices are differentiated in the store’s computer system, keeping the 
shopping process as simplified as possible for everyone. 
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“We’re trying to provide the things that the community needs and be an asset,” he says. “It’s 
important that your customers view you as trustworthy.” 

In order to gain the trust of their customers and the community, David and Raina make sure to 
sell the highest quality product at the lowest possible price. And, with a new affluent housing 
development of 18,000 homes being built nearby, A One Stop Garden Shop will have the 
opportunity to stock higher-end product for a different clientele. 

In addition to an extensive offering of product, A One Stop Garden Shop has earned a reputation 
for exceptional customer service – one that has garnered them 5-star reviews on Google, 
Facebook and Yelp. “We cater to our customers,” Raina says. “If we don’t have something in 
stock, we try to source it in. Customers will drive out of their way to get here, because of our 
customer service.” 

Landscapers flock to A One Stop Garden Shop since 
the level of customer service is unlike any other at 
surrounding nurseries. “We have highly skilled 
operators who are able to side-load trailers, even when 
working within very tight quarters,” David says. 
“Landscapers shop with us because they realize: One, 
they’re making one stop, rather than many, and two, 
they don’t have to disconnect their trailer or do all the 
little things they would have to do if dealing with a less 
experienced operator.” 

A One Stop Garden Shop furthers its position as a 
trustworthy asset in the community by staying on top of consumer gardening trends for both retail 
and wholesale clients. The garden center regularly attends industry trade shows and checks out 
other nurseries and garden centers whenever David and Raina travel to a new area. 

Participating in industry associations like Garden Centers of America (GCA) and Florida Nursery, 
Growers and Landscape Association (FNGLA) helps them keep tabs on how other garden center 
retailers are coping with market conditions and changes. 

“One of the biggest benefits of GCA is receiving the insights from the Garden Retail Trends 

Report and Monthly E-Newsletter,” David says. “It’s always good to keep your finger on the pulse 
of what the industry is doing. Our perception is that a lot of the garden centers in the Northern 
part of the country are really on the cutting edge, and a lot of the new stuff takes time to get this 
far south. It’s great to see what other garden centers are doing – whether it’s how they overcame 
struggles or a new trend that is blossoming.” 
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A One Stop Garden Shop got its start as Plant 
Factory, which was originally owned by Raina’s father. 
He got involved in the green industry by buying 
properties, starting and building up nurseries, then 
selling them. He always kept and operated Plant 
Factory before selling it to Raina and David in 2010.  

To make over the business in their vision, Raina and 
David changed the name and converted it from a 
nursery into an all-encompassing garden center. After 
almost eight years of ownership, they still find ways to 
update the business so it is the best that it can be. 

Eventually, they plan to add a larger office building to allow for more staff space, display areas, 
gift items and tools. Keeping an eye on how they can adapt for the future, they plan to turn their 
property into an event venue so they can bring in speakers and offer more fun experiences to the 
public, as well as host weddings and other special private events. 

The garden retailer has gained quite a following for its community-wide Palm Beach County 
Rocks scavenger hunt. The store gives participating children a plastic bucket to collect rocks to 
take home and paint with inspirational messages and art. Then, they hide the painted rocks for 
other residents of the area to find and subsequently hide for the next person to find. There are 
multiple Facebook groups in surrounding areas that have caught on and replicated the scavenger 
hunt. 

Facebook has been an instrumental platform that A One Stop Garden Shop uses to engage its 
customers. The store offers a five percent discount to customers who “check in” on Facebook 
while they’re shopping in-store, or if they take a picture of something they like and/or purchase 
and post it on their profile.  

It works rather well in driving foot traffic, according to David. To gain 
even more traction, rather than spending money with Facebook Ads, 
the store posts giveaways for a free pallet of sod, fountains, statues or 
other items. All the customer needs to do is like the giveaway post, 
comment on it, tag three friends and share it. Winners are selected 
randomly from the comments.  

“We ran a test to see what the difference was, and when we spent the 
equivalent on an ad as we do on the product given away, we got less 
than 10 percent the traction and shares in just boosting the post as we 
would with a free product giveaway,” he says. 

David continues: “A lot of people perceive advertising on digital 
platforms as essential, but there’s more than one way to advertise than just spending money with 
the actual platform. By giving away product, the community perceives you as more community-
minded and oriented, and then you get a lot more traction, rather than trying to get your message 
out.” 

 


