
The planning is done, the ac-
counting balanced, the thank- 
yous sent and the ANLD Fall 
Workshop has been put to 
bed—BUT NOT TO REST! 

ANLD’s first, two-day Confer-
ence & Vendor Fair, designed 
especially for us creative folks, 
was awarded four stars on 
every score.  

Kirstin Carey’s enthusiastic, informative and reality-based presentations and exer-
cises made 90+ attendees sit up and re-evaluate their service fees, web pages, client 
management practices and much more. Below are just a few of the juicy nuggets that 
Kirstin advocated for business success & profit : 

Kirstin’s 7 Items You Must Do To                      
Insure Your Proposal Gets Signed! 

1. Deal only with real decision-makers. If it’s a 
couple, make sure they’re BOTH there. 

2. Only propose where appropriate. Only provide a proposal/contract 
when you are nearly positive the client is prepared to sign on the dotted 
line. 

3. Show value. Make sure you have a section titles ‘Value.’ This is where 
you specifically show the client what they’re going to gain (or not lose) 
by working with you. 

4. Include the Measure of Success. Include a section where you input the 
criteria the client gave you on how they expect to measure your success 
together on the project. 

5. Give the client options. Give the client choices in prices, a low, med, 
high. This almost eliminates the aggravation of negotiation. 

6. Create a template and use prospect language. Save yourself hours of 
time with a template that you can fill in. 

��� ������	
����		
����
������
	������	���� ������������	��
��	���
�
����
������
����������������
����� �	�������	��
������	�� ���	�� 
� �

��������	
����
�	��

�������
�������

��������	���������������������


�	 �������� �����	
�������!�����"�����

�	��
����
���� ������	���"�	�
	����
#�

·  Offer  a 5% discount for paying entire fee up front—WOW! 

·  Always include your payment schedule in the contract. 

·  NEVER start a project without a signed contract and a down payment. 

·  Never make a change for the client without a signed change order. 

·  Never finish a job before client has made the final payment. 

 

www.orangetree123.com 

Tips for 
Getting 
Paid! 
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I hope all of you are winding down this year and gearing up for next 
year. It is important to have this transition time for reflection, learn-
ing and adjustment. Staying focused on what needs to get done is not 
easy, but is so important to complete the cycle. Oh, and by the way, 
let’s not forget to enjoy the holiday season! 

Now that the year is almost over, I’d like to pass on a few pearls of 
wisdom that I have been reminded of over the past 2 years as presi-
dent. Take what you can from the list below: 

· Do the best you can at the things you care about. 

· Never stop learning and asking yourself the hard questions. 

· Leadership is not for the faint at heart; it is a lot of work and you 
get out of it what you put into it. 

· Make others feel important and a part of things. 

· Listen to the quiet people, they have much to offer. 

· People and the relationships you develop over time are important. 

· Finally, don’t forget to thank those who helped you along the way. 

With that in mind I would like to thank the ANLD Board for their 
hard work and commitment to excellence for our members. My ap-
preciation goes out to: 

· Judy Kokesh and Colleen Schultheis who planned the monthly 
meetings as Vice Presidents. The programs have been well thought 
out and have offered us many new things to consider. 

· Lori Scott, our Secretary, who kept us organized and on task. 

· Roger Miller, our Treasurer, who managed our finances and kept 
ANLD in the black.  

· Gail Dresner, our Newsletter Editor, who creates our quarterly com-
munication to members. 

· Sarah Smith, our Website Coordinator, who is working very hard to 
improve all of our online activities. 

· Amy Whitworth, who handles email important communications to 
members between newsletters. 

· Rachel Studer for keeping our archives up to date. 

· Carol Lindsay and Lori Scott who provided their able leadership on 
this year’s Behind the Scenes garden tour. 

This has been an incredible time for ANLD. I look forward to 2009 
and everything that the New Year will bring. 

 Have Fun in the Garden! 
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Greetings in This Wintry New Year 

I appreciate the opportunity to serve as your President for 2009 – 
what a talented group of members we have!  As I reflect back over 
the past 5 years of Marsh and Fear’s membership in ANLD, I’m so 
impressed with all that I’ve learned and gained by being a member 
of our diverse organization.   I feel quite strongly that Gary and I 
could not have built our business as fast or as successfully without 
being actively involved with the ANLD board and membership. 

That makes me ask -- what is the value of our organization to its 
members?  Of course, the answer to this question will be different 
for each of us, but for me the greatest value comes with the net-
working contacts I’ve gained plus the educational opportunities 
that enlarge my own knowledge of the whole landscape commu-
nity.  I found from the beginning that experienced professionals in 
our group are willing to share their knowledge and process of how 
they grew their own business.  Our recent fall workshop on mar-
keting with Kirstin Carey illustrated this as members had ample 
opportunity to share experiences and receive comments from 
Kirstin that helped enlighten all of us on how we can market our-
selves “smarter” and increase our earnings in the process. 

Continuing to grow our organization will take a time commitment 
of all members.  We realize that everyone cannot serve on the 
board but there are big and small ways to make a contribution, and 
those of us on the board welcome whatever time you can give to 
ANLD.   

I will be outlining my own goals as president in the next few 
months.  I welcome your thoughts on how you’d like the organiza-
tion to focus its energy in the next year or two, so please feel free 
to e-mail or call me.  Creating a vision of what’s most important 
for us as a group and how we add value to the gardening and land-
scape community can help us be more effective in all we do. 

 

Please send me your suggestions  

and/or comments   

 

acmarsh3@comcast.net 

 (503) 244-4089 
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This December I attended an extremely valuable free seminar hosted by the Oregon Remodelers Association, of which I 
am a member. The seminar was presented by Portland-based Michael C. Stone of MyConstructionBiz.com. I was so 
impressed by the wealth of information that Mike presented that I purchased the two books shown here, both of which I 
highly recommend for all contractors, but also for designers. I’m almost finished reading Markup & Profit after which I 
will be reanalyzing my approach to pricing for both my design and construction projects. 
Mike presents easy to understand scenarios as well as formulas for determining exactly 
what you need to charge to be profitable. This is information I have needed but have not 
found anywhere else in so clear and concise a manner. Mike will be presenting a full-day 
seminar next year and you can bet that I’ll be in the front row! 

Below are Mike’s 10 Cardinal Rules for Construction Companies 

You shall return all phone calls the same day. 
This means that you return all phone calls the same 
day or by 9:00 AM the next morning at the latest. 
You return the call regardless of who it is from, 
and you don't make assumptions about what the 
call may be about. Most importantly, you don't 
make excuses about how busy you are. You return ALL phone calls.  

You shall keep ALL appointments and on time. This means that you keep all appointments and keep them 
on time. You plan your day and leave early enough for the appointment to be sure that you arrive on time. An 
appointment means you have made a promise to another person that you would be there on time. Research has shown that "contractors" 
are late or don't bother to show up at all for 30% to 40% of all appointments. Those that are considered to be professional in our business, 
keep their promises. You don't make excuses about how busy you are or what happened . . . . you get to the appointment on time. If there 
is a problem, you call on your mobile phone and let your customer know. That is the way the pros conduct business.  

You shall present yourself to your customers and the public in a professional manner at all times. This means you are professionally 
dressed and groomed. You keep your appointments and on time, you always have fresh, clean business cards available to hand out, (with 
the correct address and phone number on the card), you are articulate in your speech and you conduct yourself in a professional manner 
with an air of success.  

You shall keep your ego in your pocket. Your customers do not care how much you know until they know how much to care. You keep 
your ego and your opinions in your pocket, find out what the customer wants, and help them to get it. This also means you are a student of 
this business, not the master. You were born with two ears and one mouth, use them in that order.  

You shall interview the customer to see if they qualify to buy from you, not if you qualify to sell to them. Your approach to sales in 
construction should always be to find out what the customer wants to do, when they want to do it, who will make the buying decision and 
what they want to invest in that service. That will qualify the customer, eliminate wasting your time and working for nothing, and vastly 
increase your sales to leads ratio.  

You shall get written quotes on all items that exceed $300.00 on your estimate.  Any item on your estimate sheet that exceeds $300.00 
will be backed up by a firm written price quotation from either a sub or a specialty contractor. If you are computing labor or other costs in 
house, you will have that number checked by at least one other person before the quote to the customer. This procedure will almost guar-
antee you a profit on each job, assuming that you then price it correctly and get it built on schedule.  

You shall determine your correct markup and use it without fail.  The pros in our business know exactly what their correct markup is 
and they use it on each job that they offer a quotation on, and without fail. They never cut their markup on any job regardless the reason.  

You shall honor your overhead budget at all times, and spend not otherwise.  Between November 15 and December 31 you establish 
your budget for the following year, then you stick to it like glue. No new toys, no buying of anything unless it is in your budget or you 
have made the necessary adjustments to your sales projections to cover that expense.  

You shall continue your education on a daily basis.  The one and only common thread among all successful contractors is education. 
You must commit to continuing and ongoing education on a daily basis if you wish to move from the ranks of those that work with their 
hands to those that make money in this business. Read at least one half hour each day, attend a class or seminar at least once a quarter, 
attend at least one national trade convention a year and become and remain a student of the business.  

www.markupandprofit.com 
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Eco-Pioneers: 
Practical Visionaries Solving 
Today's Environmental Prob-
lems 
by Steve Lerner  
ISBN: 026262124X 

Last Child in the Woods: 
Saving Our Children from 
Nature-Deficit Disorder 
by Richard Louv 

Waiting for the Macaws, Terry 
Glavin 

ANLD Newslett
er Edi to

r’ s 

Perso
nal Recom

mendation
! 

The Last Polar Bear: Facing the 
Truth of a Warming World by Ste-
ven Kazlowski 
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sites is the “wiki” function 
which allows any member 
(membership is free) to contrib-
ute information about plants, 
successes and failures, helpful 
hints, post shots of their gar-
den, etc.  The information is 
vetted by other WikiGardens 
members to insure it is correct 
and trustworthy.  The philoso-
phy behind this is “many eyes 
make mistakes small” therefore 
the more users, the more accu-
rate the information. 

Additionally unique to Wikigar-
dens  is the absence of annoy-
ing pop up and sidebar ads.  
Vendors who chose to buy ad-
vertising on the site do so in 
the form of links back to their 
own website.  This feature is 
useful because vendors are 

sorted by the zip code closest 
to the member. When search-
ing for a particular plant to 
purchase, your choices will 
be closer to home.  

Like any wiki site, it is only as 
robust and vigorous as the 
users who contribute to it.  
We invite any and all to visit 
Wikigardens , become a 
member and “dig” in the gar-
den.    

www.wikigardens.com  
is a new website for the land-
scape architect, the practiced 
gardener, the amateur plant 
nerd and anyone who falls 
between the three.  It is pri-
marily a site for plant re-
search.  The site features a 
50,000 plant encyclopedia, a 
garden showcase, a forum, a 
members’ journal, seasonal 
topics of interest, and listings 
of local garden groups.   

What separates this site from 
other garden database web-
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employment, weather, hospitals, 
schools, libraries, houses, airports, 
radio and TV stations, zip codes, 
area codes, air pollution, latest un-
employment data, time zones, wa-
ter systems and their health and 
monitoring violations, comparisons 
to averages, local poverty details, 
professionally written city guides, a 
forum and a social network with 
450,000 registered members and 
6,000,000 posts, 5,000+ user-
submitted facts, 14,000+ exclusive 
local business profiles with photos, 
and more demographics. If you 
ever need to research any city, zip 
code, or neighborhood for any rea-
son, from considering a move there 
to just checking where somebody 
you know is staying, this is the site 
for you. 

 

 

Short gaps might not be apparent if you 
eliminate months from your traditional 
resume. Use the Objective statement to 
summarize your goal as well as your top 
qualifications. This will draw attention to 
your selling points and downplay your 
work chronology. 

If you're returning to the workforce after 
an extended absence, show how you've 
kept up-to-date with changes in your 

In today's economy, you need to carefully 
present your experience to avoid being 
seen as unstable. Start by evaluating your 
situation and determining how bad it 
really is. If you are panicking about two 
months of unemployment back in 1984, 
your job search will probably not be af-
fected. However, if you are dealing with 
recent periods of unemployment extend-
ing for months or even years, you will 
need to start strategizing. 

 

If You're Concerned About Employment 
Gaps 

 

Think about other activities you can use 
to fill that time period. You might have 
experience relevant to your job target, 
regardless of whether you were paid. 
Volunteer activities, community involve-
ment, special projects, consulting engage-
ments and continuing education can be 
used in the Experience section. 

We've collected and analyzed data 
from numerous sources to create as 
complete and interesting profiles of 
all U.S. cities as we could.  We 
have over 63,000 city photos not 
found anywhere else, graphs of lat-
est real estate prices and sales 
trends, recent home sales, home 
value estimator, hundreds of thou-
sands of maps, satellite photos, stats 
about residents (race, income, an-
cestries, education, employment...), 
geographical data, state profiles, 
crime data, registered sex offenders, 
cost of living, housing, businesses, 
local news links based on our exclu-
sive technology, birthplaces of fa-
mous people, political contribu-
tions, city government finances and 
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by Kim Isaacs, Monster Resume Expert (monster.com) 
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industry. 

If you've been out of work because you 
raised a family, continued your educa-
tion, cared for a sick family member or 
recovered from an injury, be sure your 
tone is not apologetic. There's nothing 
wrong with being out of work for what-
ever reason, and a negative attitude might 
affect your resume's quality. 

If You're Concerned About Job-Hopping 

Some fields are prone to short periods of 
employment, and job-hopping might not 
be a concern. For many other occupa-

Heronswood’s New 
Logo, a courting heron. 
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tions, there is less of a stigma regarding 
job-hopping than in the past. 

The best way to handle job-hopping on 
your resume depends on your specific job 
titles and companies. You may be able to 
lump two or more similar positions under 
one heading (for example, Sales Repre-
sentative, ABC Company and DEF Com-
pany, 2/94-4/96). You can list your com-
bined work experience's highlights. Inde-
pendent contractors and temporary work-
ers should consider grouping their experi-
ence under one time period (such as IT 
Consultant/Network Specialist, 4/95-
present) with project highlights. 
 

You don't need to include every job 
you've ever held. Short-term positions 
that don't do anything for you can cer-
tainly be omitted. Keep in mind: A re-
sume is a marketing piece, but you will 
need to provide a complete work history 
if you are asked to fill out a job applica-
tion, which is a signed legal document. 

Employers might be leery of hiring candi-
dates with a history of job-hopping due to 
recruiting and training expenses. Use 
your cover letter to explain your work 
history and put a positive spin on your 
circumstances. Also, indicate your inter-
est in a long-term position. 

What About a Functional Resume? 
 

Many hiring professionals say they prefer 
chronological resume presentations to the 

functional format. They are often suspi-
cious of functional resumes, which are 
usually used to hide something. Only 
select this format if you have an ex-
tremely poor work background with ex-
tended gaps or a terrible history of job-
hopping.  

Accentuate the Positive 

There's nothing you can do to change 
your work experience, so the best strat-
egy is to develop a forward-looking re-
sume that shows the value you offer po-
tential employers. If you are sticking with 
a chronological resume format, lead with 
a Qualifications Summary, a narrative 
profile summing up your key qualifica-
tions for the position. This will draw at-
tention to your strengths. 

Layoffs and Downsizing: Quick Tips to 
Improve Your Resume 
 

Update your resume right away and be 
sure to showcase your recent achieve-
ments no matter how you may feel about 
your employer. 

Ask your former employer or colleagues 
to supply you with written reference let-
ters. Consider including a positive quote 
from a reference letter in the Qualifica-
tions Summary or Experience section. 
 

Read as many job openings as possible to 
evaluate the skills and experience em-
ployers find desirable. Incorporate your 
matching credentials into your resume. 

Don't misrepresent your employment 
status by indicating "to present" on your 
resume. Don't write the reason for leaving 
on your resume, but do use the cover 
letter to explain your circumstances.  
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This survey was designed to elicit more detail involving the actual income of our members. 
The rationale was that you need to know what the benchmarks are for our area as well as 
nationally, otherwise you don’t know where you fall. 46 Members participated in this sur-
vey. Here are the most relevant figures reported. There was insufficient reporting in the 

other two groups,. Build Only and Design/Build. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Data Reported for Design Only Members (37 members reporting) 

2007 Data Averages Partially Supporting Fully Supporting 

# of new clients & repeat clients 17, 7 35, 14 

# of distinct projects 22 49 

gross annual income $24,596 $72,503 

net/profit annual income $8706 $35,258 

hourly rate $61 $92 

flat rate $934 $600 

currently making a profit? Yes—77%; No—0%;  Yes—71%; No—14%;  

happy with amount of profit? Yes-27%; No-73% Yes-40%; No-60% 

Simplyhired.com 

payscale.com 

Recent job listings for landscape designers.  

Most of these are full-time, salaried unless stated other-
wise; most require 5+ years experience and  involve 

sales & design:  

1. Nov  08 - Beaverton, OR, sales/designer, salary + commis-
sion = $50-100,000—http://www4.jobirn.com 

2. Huntington Beach, CA—$30-38k 

3. London—$73k 
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This is the first in what I am going to try 
and make a regular addition to the news-
letter.  Each article will feature one or 
two great  small conifers.  I hope you find 
the articles interesting and informative. 

 Larch - What a season to be in the larch 
business!  For those of you who have 
larch trees, you know what I mean.  Ter-
rific fall color! 

I’m getting ahead of myself.  This short 
article is going to look specifically at 
‘Diana’ Japanese Larch, Larix kaempferi 
‘Diana’. But before looking at specifics, 
let me lay out just a bit of groundwork on 
larches in general. 

First of all, larches (as you probably 
know) are deciduous.  This feature puts 
them, together with Metasequoia, 
taxodium and a few other genera, in a 
very small group of conifers so inclined.  
Being deciduous, larches shed their nee-
dles annually in the fall and produce new 
ones each spring.  This has the conse-
quence of making larches appear quite 
different in each of the four seasons of 
the year. 

While there are about a dozen and a half 
species of larch, the most common ones 
are European Larch Larix decidua, East-
ern larch or Tamarack, Larix laricina, 
Western Larch, Larix occidentalis, and 
Japanese Larch, Larix kaempferi. Eastern 
larch (Tamarack) and western larch are 

both native to North America.  European 
larch is native to Europe and Japanese 
larch is native to, well…Japan.    All of 
the larches, in their native form and na-
tive land, are considered fast growing, 
forest trees.  Each species, however, has 
generated small, slow-growing, interest-
ing sports or witches brooms that have 
been cultivated and now occupy promi-
nence in garden and landscape designs 
throughout the world. 

 

 'Diana' Japanese Larch. Larix 
kaempferi ‘Diana’  is a wonderful, me-
dium-sized, upright garden tree.  ‘Diana’ 
is supposedly named for Diana, the Greek 
goddess of the hunt, because it was dis-
covered as a witches broom while on a 
hunting trip in Bavaria, Germany in 1974.  
It was introduced to the U.S. about ten 
years later and has developed for itself a 
valued position amongst garden designers 
seeking a small-to-medium tree with 
good fall and spring color, as well as 
winter and summer interest. 

As for specifics, the branches on ‘Diana’ 
are contorted, reminiscent of the con-
torted filbert (Harry Lauder’s Walking 
Stick).  In winter, minus its needles, this 
fastigiate, twisted skeleton of quirky 
branching is quite interesting.  And in 
addition, the exposed bark is striated 
brown to tan, so that it looks somewhat 
like the bark on a brown, snake-bark ma-
ple.  In the spring, light green tufts of up 
to 40 needles project from points along 
the branches.  (I dare you not to gently 
rub them against your cheek. They’re like 
soft-textured small, fine paint brushes.)  
Later, in the summer, the new green inch-
long needles mature to a darker, richer 
green, drawing attention once again to the 
strongly upright open form of the tree.  
As fall approaches, the dark green needle 
color gives way to a bright golden yellow 
glow that, on a sunny, fall afternoon, 
jumps to center stage, demanding atten-
tion.  For a week or so, this will  be 
amongst the showiest thing in the garden. 

Overall, the tree has an open appearance.  
Its slender, twisted branches come hori-
zontally off the trunk before turning pen-
dulous near the ends.  As the summer 
wears on, the mature tufted needles them-

selves also get twisty.  On mature trees, 
‘Diana’ produces 1 inch cones that sit 
upright on the branches and look like 
small wooden rosettes. 

‘Diana’ does well in full sun and appreci-
ates good drainage.  A mature, happy tree 
will put on 6-12 inches of height a year 
and can be expected to be 10-15 feet tall 
in 12-15 years.  It is not a difficult tree to 
grow provided it gets some regular water.  
The USDA rating is zone 5. 

Other larches.  We have started growing 
two other smaller larches at the nursery, 
Larix kaempferi ‘Wolterdingen’ and 
Larix laricina ‘Craftsbury Flats’.  Only a 
few years old yet, we’re anxiously watch-
ing them over the next couple of years.  
In theory, ‘Wolterdingen’ is a slow, thick, 
upright that will reach 3-5 feet in 10 
years.  ‘Craftsbury Flats’ can variously be 
a low spreader or, after a few years, it 
throws up a leader which will form the 
basis for a dense, upright pyramid.  We’ll 
see.   You are welcome to come out to the 
nursery and see these, or any of the other 
wonderful small conifers and Japanese 
maples. 
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of the production costs of the tour, leav-
ing ticket sales to create scholarships for 
students, as well as educational programs 
for ANLD members. We can use one 
more sponsor (at $150). 

 

We are also looking for artists to be fea-
tured at the gardens. Each artist pays 
$100 for this exposure.  If you have sug-
gestions please email/call Ann Murphy or 
Carol Lindsay with names. Amur-
phy@oan.com or designi-
naday@comcast.net 

Last year’s scholarship money to PCC 
allowed them to get a matching grant so 
our contribution of two $1,000 scholar-
ships morphed into four!!! And CCC 
received a $1,000 and two $500 scholar-
ships for landscape design students there. 
ANLD was able to double our contribu-
tions at a time when grants and scholar-
ships are shrinking away. 

Member ticket sales start up in the spring 
at a discounted cost until tickets are re-
leased for sale to the public. We are al-
ready sending emails to clients asking 
them to save the date. (As we learned at 
Kirsten's marketing seminar in Novem-
ber, maintaining regular connection with 
clients is one of the best ways to grow 
your business. Tickets to the ANLD 
'Behind the Scenes Garden Tour' are the 
perfect gift to clients who refer.)  

Thank you to all those generous, respon-
sive and smart  ANLD members who 
submitted gardens for our 2009 garden 
tour. We had over 30 beautiful gardens to 
consider this year! The results are excit-
ing. We have 10.5 gardens, located in 2 
clusters: Eastmoreland and NE Portland. 
In choosing gardens, our priorities were 
1) gardens fairly close together, 2) mature 
plantings, and 3) whole properties (front 
and back). We also had to consider acces-
sibility and parking. This means 
that we had to decline some pretty 
fabulous gardens. See the ANLD 
web site for a sneak preview of 
some of the selected gardens. 

The tour date is set for Saturday, 
June 27 from 10am to 4 pm. Mark 
your calendars! About 10 days 
before, we will invite our volun-
teers and media people to the Pre-
Tour event. (Yes, this is a fun pay-
back for volunteering!) 

Most of our sponsors have already been 
secured. Thank you to Oregon Associa-
tion of Nurseries, Willamette Organics, 
Creative Fences and Decks, Smith Rock, 
and Portland Nursery for stepping up 
eagerly! Our sponsorships pay for most 
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 Alyse Lansing photo of garden selection 
team at work in Marina Wynton's North 
Portland Garden. Ann Murphy, Lori Scott, 
Janene Walkky, Linda Lee, Jan Main, 
Dorothea Lea, Carol Lindsay and Ma-
rina Wynton.  
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Jan 5—ANLD 
 

Francis Hopkins, founder and CEO of Under a Foot Pl ant Company 
and The Stepables line, Fran will discuss her 10-year entrepreneurial journey de-
veloping and marketing the ‘Stepable’ brand.  She also will talk about specific plant com-
binations that work well… and those that don’t; evergreen plants; lawn substitutes; and 
designing with ‘Stepables’ in the landscape. 

Feb 2—ANLD Forum: Projects that Didn't Go As Expected and What  I Learned from the 
Experience 

!���"# � ���	��������������������������� �� ������!����"��#�$ #��  

Feb 11-15� Northwest Flower & Garden Show, Seattle, WA 

Feb 11 & 12 � 16th Annual High Desert Green Industry Conference, Deschutes Fair & Expo 
Center, Redmond, OR 

Feb 18-22 � Portland Home & Garden Show, Expo, Portland, OR 

Feb 26 - Mar 1� Yard, Garden & Patio Show, OR Convention Center�
Mar 2—ANLD Species Rhododendrons , Mike Steward, Dover Nursery, Come and discover new 

things about rhodies!  Mike will introduce us to  species rhododendrons, newer, more 
unusual varieties, rhododendrons with unusual foliage, and smaller scale rhododendrons 
for urban gardens. 

Mar 27-29 Energy Trust Better Living Show, Expo, Portland, OR 

Mar 30—Apr 1 SPRout Soak-it Up Annual Meeting, Silverton, OR�

Apr 2—ANLD 
SPECIAL MEETING  

At the Tualatin Valley Water District, Bonny Cushman, Lindsey Berman, et al., The Water Pro-
viders Consortium, The Water Providers Consortium is developing this workshop to address 
topics that are of special interest to designers.  These include: detailed information about area 
watersheds, strategies for designing landscapes with water conservation in mind, new technolo-
gies in irrigation, and water-wise plants. 

Apr 6—ANLD OAN Small Nursery Plant Sale  and Barbeque.  

Apr 12 HPSO Spring Plant Sale—Portland Expo Center 

May 4—ANLD Slippery Slopes and the Engineering Principles of R etaining Walls, John 
Cunningham, Alder Geotechnical Services, John will talk about what to worry about when de-
signing retaining walls.  He will discuss a variety of walls from the engineering point of view and 

Jun 27—ANLD ANLD Summer Garden Tour 

Aug 20 - 22 OAN Farwest Show, OR Convention Center 
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5�%%�6����7�� �3�������3� ��������   by Kip Nordstrom 

 There is a saying, you can leave Africa, but Africa never leaves you.  I don’t know who said it, or 
why, but it has become a part of who I am.  I  agonized about going on this trip. After all, I had just 
been to New Zealand with this group in 2007. How could I again set out on another “big” trip.  
The economic downturn had not yet taken place and when it unfolded during the trip, it felt even 
more reckless.  In the aftermath of being home, counting my pennies and wondering how our fu-
ture will play out financially, I still can’ t shake the places we saw, the people we met, the color of 
the earth and plants, nor the magnificent animals we were privileged to encounter.   

 I loved and adored the scenery and gardens of New Zealand, and I didn’ t think anything could 
rival what we saw there.  Africa was different.  It was just as beautiful, but it was the people who 
changed my life in this vast country. The white South African, those who have not left, want very 

much to stay and make a life for their families working together to build a new nation after apartheid (1995).  This new “ rainbow nation”, as they 
call themselves, is still in painful growing stages. Cities like Johannesburg are crime ridden and dangerous. South Africans who travel to work in 
other African countries are still kidnapped and held for ransom. They don’ t talk 
about leaving or changing their jobs; they talk instead about it getting better 
someday and that they want to try to do their part.  How they will accomplish 
this remained a mystery to me throughout my stay.  I loved the people — kind, 
gentle, smiley, generous of spirit — yet there is 45% unemployment in South 
Africa and hundreds of thousands flee their homeland from the countries north 
looking for work, a new life and safety.  In the downtrodden townships, how-
ever, there are too many people.  The government can’ t build homes fast 
enough, nor find work for all these people.  Blacks and colored who live there 
are resentful of re fugees coming in and taking their jobs. One young man who 
fled the Congo (now embroiled in conflict and disease) was our waiter. On our 
last day, he confessed he was afraid.  Refugees turn up dead all the time.  Hav-
ing said all this, I still loved it in the end.  I came away, however, wondering if a 
woman I spoke with wasn’t correct when she said, “ It will take another 300 
years to sort it all out for the blacks”. 

The Kirstenbosch Botanical Gardens of Cape Town were as beautiful as I’d 
expected, with their spring brilliance of blooms. The garden lies at Table Moun-
tain’s eastern slopes and were established in 1913.  They consist of natural for-
est and fynbos (native grass, parrotia, and pelargoniums) as well as 7,000 spe-
cies of indigenous plants.  There are some plants unique to Table Mountain only. 

Personal gardens were visited where we strolled family estates that had been there 
since the Dutch and British had arrived 350 years ago.  Their histories are as long as 
ours, if not longer.  Cape Dutch Architecture is magnificent and their gardens are 
structural like the English, being laid out in more formal patterns. 

One memorable evening was spent north of Johannesburg/Pretoria where we were 
guests of Keith Kirsten, an international business man in plants and a TV/radio per-
sonality. Keith’s plants with picture labels were spotted at garden centers wherever 
we went all over South.  His promotional materials were clever and up-to-date. 

The Malanseuns Wholesale Nursery was a third generation nursery that grows plants 
for J&P and other well-know nurseries in the United States.  I saw lots of White 
Dawn Roses everywhere in the Johannesburg area, their best seller!   

I would have to say that what took me most by surprise, however, was not the beautiful gardens, which exist all over the world, but the state-of-
the-art garden centers I found in both New Zealand and South Africa. They are called “Lifestyle Centers”. They cater to every need of the con-
sumer. Some even go so far as to have hardware in them, paint, tools, etc.  A great many of them have salons for hair and nails and all have res-
taurants.  Several we visited catered to children with places to play, animals, and whatever else they could think of.  The format was due to the 
high crime rates, making sure people had safe places to take their children as well as cover several shopping needs.  Safari Garden Center in Jo-
hannesburg even had a sports bar to entice husbands to the garden center during the same hours mother and children were in the nursery.  The 
thinking of these innovative people is to “keep” people in their nursery, once they entice you in to look at plants.  It is a go to place for the day 
that caters to your needs once there.  I thought they were a brilliant concept. 

In the Oppenheimer garden, Brenthurst Gardens, though it was spring, the current Mrs. Oppenheimer would not let the grasses be cut down too 

Nelson Mandella’s Freedom Flower 

Safari Nursery 

Kirstenbosch Botanical Garden 
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early; leaving it up for the little critters that might use it for food supply.  It was unclear 
when or if it would ever be done.  She also liked the juxtaposition of naturalistic meadows 
and grasses up next to mown low profile lawns which were a mixture of low moisture plants 
that remain green with little care.  She did not agree with using irrigation and so many of the 
plants were natives that were drought tolerant, having changed the gardens a number of 
years ago from the more formal gardens to more naturalistic South African. Daily her crew, 
as well as herself, meet at noon for Tai Chi. This garden also has the only Renoir sculpture 
he ever made, and it is signed. 

Heading home by way of Amsterdam, I attended Hortifair which is held each October.  It 
was an awesome horticultural conglomeration of cut flowers from around the world, ma-

chines that do everything imaginable, 
and high-styled designs.  I have 
never seen such edgy work all in one 
horticultural fair.  My only frustra-
tion was not finding grower’s plants.  
I was looking for new plants that 
might be introduced to our market.  
What I did find, however, was the renewed sense of staying open for edgy ideas that might take a 
person’s business from plodding along to cutting-edge state-of-the-art design.  This one I’ll have 
to think about.  One thing they did impressively in the show was use leaves in new ways.  Every-
thing was BIG, TALL, VOLUMINOUS.  I was shaken to my design core.  It renewed in me 
what I’ve always known, that design in one field fuels design for another.  The principles are all 
the same, no matter what your medium.  

In spite of the poor conditions I witnessed 
most placs in Africa, I found one place I can 
make a difference right now.  We went to the 
Siyazama Community Gardens in Khayalitsha 
Township, Cape Town, where the director of the Abalimi Bezakhaya Greening Project, Rob Small, introduced us to four large community gardens in 
different stages of development that were grown by various men in the community. It was the women who tended it on the day we arrived.  I asked one 
woman  if I could take her picture, she beamed at me and I was able to capture her pride in a photo. The head woman of the project, working with Rob, 
had been prosperous enough to buy herself a car selling her cabbages.  Her prosperity became incentives for others. Our leaders had been to this same 
community four years ago with a group and donated money that had purchased a refrigerator for their meeting room.  In my soul that morning was born 
the idea of bringing their needs before our ANLD fellowship of designers and gardeners, and perhaps use them as a donation project. Cities have “sister 

cities”, so what about a “sister garden project”?   Might it be reasonable to do-
nate some scholarship money to a community garden project over the vast 
ocean to a whole continent of people, specifically South Africa, and more spe-
cifically Cape Town, South Africa?  Could our hearts and pocket books take on 
such a project each year from the proceeds of our tours? Or even once?  I will 
leave those thoughts with you, and give you time to respond.  I doubt it needs 
to be any more than we deem affordable but any amount would help these 
people make a life for themselves in their communities.  So many of us in the 
group have created our own businesses in the field of gardening/design and we 
understand the desires to work for ourselves on projects that feed our souls.  
We can, therefore, understand their desires to create a lifestyle that would care 
for them and their families. 

I’ve just begun to relate what was special to me. The gardens, garden centers, 
and nurseries were thought provoking, but more than anything, I returned home 
wanting to change people’s lives in a meaningful way.  Whether or not ANLD 
wishes to be a part of the Abalimi Greening Community, I leave you to decide.  
If there are interested people that want to explore setting aside a portion of our 
proceeds to help get people on their feet selling their products in their commu-
nity, then let me know and I’ ll be happy to see that it happens. Rob made it 
clear that the people didn’t want handouts but want to build their gardens as a 
way to help themselves live and work in their communities, and to do more 

than just survive. 

So, I went for the plants, the gardens, the nurseries, and garden centers, but my heart and soul were changed forever by my experiences.  I now e-mail 
the waiter and want to follow his family and somehow make a difference in their lives; the how, I’ve not yet figured out. 

(Kip Nordstrom may be reached at cgkj@comcast.net, , (503) 697-5882.) 

What fascinated me about such tours as this one and New Zealand was listening to the mar-
keting techniques of people in my whole wider industry of garden centers, nurseries and per-

sonal gardens. I have learned from all of them. 

Proud Worker 

Wrapped leaves in flower display at Horti-
fair, Amsterdam, Holland 
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GET INVOLVED with ANLD! 

National Survey of Giv ing, Volunteering and Participating (NSGVP), Canada 
·  

3�;��$��	!������	����	
�

.����������� /�������� ������������������������
����� �� ��!�������+,-��
�����������������
���������� ��� ����
�
����	�������� �� ����������������
%��������� ���� ������������������ ��������������� ���
 ������ ������	�
����� ���������� ���������������������*0,��������� ��� ���1
������2�� ��������� �
���3����� ��
������������)#4154& 1""'"����� ���
��� ��/��� �������6�� ����� ���������������,����������+ �������� � �� �

�������*#�1�����+�4� ��' 
�

The Association of Northwest Land-
scape Designers  is a non-profit, pro-
fessional organization that was created 
25 years ago for landscape designers 
in Oregon and Washington.  Our 
group's purpose is to provide a forum 
where landscape designers can net-

work, learn, and encourage one another in their professional 
pursuits. ANLD members come from diverse backgrounds 
and experiences, all working together to develop programs 
and workshops that benefit members at every level. Our 
membership includes the following:    �

· Landscape designers, architects, and contractors�
 

· Landscape maintenance professionals�
 

· Wholesale and retail suppliers of landscape products 
 
· Educators, students, garden artists and writers 
 

�
���
��������������	
 �

� � � � �� � � � � � � � 	 
 � � � � � � 
 � � � 	 � � � � � � � � � � � � � � �
� � � � � � � 	 � � � 	 � � 	 � � � � � 
 � � � � � � 
 � � � � �

� � 	 � � 
 
 � 	 � � � 
 � 
 � � � � � � � � � �

3�;��$��	!�
<	�
�!���43����-�	
��

����!�����<�
��<	�
�!���4<���������	��
=���><	�
�!���4.�������5����� ���
��

=���><	�
�!���46�!��?�+�
��
5��	���	 �4;�	��5�����

�	��
�	�	4@�%�	�-����	�
.���������.���	
�

��"
�����	��!���	A��������	�
��	���
��"
�����	�3

�
����A��1����"�,����

-��(�	
��
�5�	 ����
A���
���
3	�����
�A�@������5��!�	�

.������� �����
A�3���1���"�	 ���
3<;��;���
��A�3���1���"�	 ���

@�
��	���;�
�A��
���
<@�B�-�	+����%A�6���-����

1�(�-���%�����A��5�	 ���5���� �
�



� �������������������������

� ������ ���� ��� �� ���� ��� ��

! � �����"� �� ���#���� �
//3,����� ��	��		� �� ��� �

!���%� ��������
�����
�������������������
1����$�
%�����������
�2�	������
���
��

��������
�� ����
���3��������
��������������
��
���������)**4( �


