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LET’S HAVE
SOME FUN!

WIN!

Who knows our association best?
Be the first person to correctly
complete the crossword puzzle
on page 24 and win the following
prize:
• a membership discount of
R500 for 2021
• a complimentary booking
for one training workshop in
2021 or 2022
• a Mention on Facebook
and publication in the next
issue of our Green Business
Magazine
Please send your completed
questionnaire to Gerdie on
gerdie@sana.co.za to stand
a chance of winning
this prize!

2

Editor’s note

14 SANA Bursaries & HDI

30 Retail Insights

3

President’s report

18 Life is a Garden

38 Business Leader Profiles

5

Awards

20 Garden Day

40 SANA News

8

Retailer & Supplier of
the Year

22 SANA Database Pull-out

42 Navigating Through
Covid

9

SANA Heroes and
Highlights

12 Life is a Garden

24 Crossword puzzle
25 Member Achievements

43 Your Covid Coach
44 In memoriam

28 New Members
Cover photo: Courtesy of Ball Straathof
Miscellanious images: Courtesy pexels.co.za

CONTACT US
SANA Contact Details

082 780 7628
Alternative number:

084 300 4103
wendy@sana.co.za
gerdie@sana.co.za
www.sana.co.za

How to get hold of Life is a Garden:
Shahnee Stockigt – shahnee@lifeisagarden.co.za
https://www.lifeisagarden.co.za/
https://www.facebook.com/lifeisagardensa
https://www.instagram.com/lifeisagardensa/

https://www.facebook.com/sanurseryassociation

https://za.pinterest.com/lifeisagardensa/

www.instagram.com/sa_nursery_association/

https://www.youtube.com/channel/UCGNujZwus_tlOJXasLjUZgQ

CONTRIBUTORS
Angelo Pereira; Chelcea Soal; Claudia & Reinier Boshoff; Craig Howells; De Wet Coetzee; FTFA; Gerdie Olivier; Grant Graham; Jan Swanepoel; Jolandie
Malan; Kathy Varney; Leon Scholtz; Lizzy Altenroxel; LVG Plants; MayFord Seeds; Melanie Peasnell; Oscar Lockwood; Paul Vonk; Peter van Niekerk;
Risna Opperman; Russel Davidson; Shahnee Stockigt; Starke Ayres; Stephee Hughes; The Gardener; Wayne Stewart; Wendy Appel

Editor’s Note
Did 2020 end? Everything is a bit of a blur. We have all faced so many
challenges and experienced so many “new normals” over the past 18
months. Can you remember when we all dumped so many plants?
Seeing the images and videos of millions of flowers going into the bin
all around the world? Being unable to get a roast chicken from the
local supermarket or flip flops? Let alone all those with bad habits left
high and dry! Turn to page 40 to read all about Gerdie’s reflections of
a crazy time!
One doesn’t really need to harp on about how Covid 19 has turned
the world upside down. We all know too well how it affected our
industry on so many levels. So many of us are still fighting fires on a
regular basis. Disruptions in the supply chain, raw material shortages,
freight issues, shortage of electricity… we certainly have been forced
to rise up to many challenges.
Oh dear – I ‘harped on’! The reality is – our industry has been so
fortunate through all of this, and we really do need to harp on about
that. As Mr Plant Geek (aka Michael Perry) said recently at flower trials
– never before has horticulture been so thrust into the limelight. The
one common theme emerging from everyone in our green industry
around the world is that gardening has exploded. The 2021 Garden
Trends report dubbed it “The Great Reset” and said: “A lot of positive
energy was born from this disruption; what will you do with it?” This
inspired the theme for Life is a Garden this year, along with the
goal of appealing to a young and culturally diverse audience, while
of course maintaining our many fans. Turn to page 12 to see the
LIAG trends, and page 18 to see how you can utilise this fantastic
marketing tool.
Everyone can rave about all the new gardeners that have been born
during lockdown, but more and more people are asking the question
“how do we keep them”? It’s an excellent question, and unfortunately
my lucky eight ball isn’t helping me out as far as what the future
holds. It is a concern that once the world opens up, people will be so
hungry for travel and adventure, that home hobbies will fall to the
wayside. On the other hand, people have become really passionate
about their new plant babies, and aren’t just going to abandon them
just like that!
When I read through the pages of this magazine though, I can see
how strong, resilient and adaptable our green industry really is. I
would also like to think our industry has been instrumental in helping
people through some pretty dark times. So, in the spirit of celebration
– enjoy paging through the 22nd edition of The Green Business
magazine and join us in congratulating all the award winners,
business leaders, innovators, heroes and trail blazers!
It’s clear we can all continue to adapt, innovate and thrive, and work
together to keep our amazing products and passions in the limelight.
After all – life should be colourful, and we’re best placed to make that
happen! Happy reading!

Kathy Varney
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President’s Report
A

lumni, Past Presidents, members of the
Executive Council, SANA members. It gives
me great pleasure to present my AGM report for
2020/21, the most successful business year in living
memory for many of our members!
It was almost as if Peter Runkel fired a starter’s
gun on Monday morning 4 May 2020, and it has
been a highspeed sprint to the finish taking us
through a gardening explosion all year long, for
which we offer our grateful thanks!   
Who would ever have imagined that we would
be entering a second winter under curfew and
lockdown conditions; concepts and words which
came into sharp focus but which we would have
had little experience and understanding of prior
to the period we are reporting on, and which we
would previously only have associated with wartime
conditions such as World War II. The first meeting
of SANA was in 1947 two years after the world
war, so it is unlikely these words were ever used in
SANA’s 74-year history, but they sure have changed
everything!
Many people fear change as it involves an
adventure into the unknown, yet I have very seldom
seen change without positive results. It is a good
job then that we have an exceptionally strong and
fearless EXCO because our primary activity in the
months since taking office has been to embrace
major change, at every turn, with some wonderfully
positive results I might add, the past financial year
being an extreme example.
Within a week of our last AGM, we had already
adopted three substantial changes. The biennial
presidential handover ceremony was moved from
the traditional spot during AGM to the culmination
of the annual Convention; the ceremonial
presidential chains, which had been stolen in a
burglary, were replaced with a presidential jacket in
a brand new tradition; and the annual Convention
which had been scuppered by lockdown was
replaced with a spectacular Awards Ceremony on
YouTube and Facebook Live, lifting our traditional
audience attendance from around 230 in 2019
to well over 1,800 online attendees, a 600%
improvement. Positive enough? I suspect the
concept will have to be retained going forward!
The Awards Ceremony had been timed to coincide
with the traditional announcement of Spring on the
first Thursday in August at Spring Ball, which was a
forced cancellation. Just one week later the Spring
Trade Fair was replaced with an online Trade Fair
which of course paled by comparison. However, the
resultant PowerPoint format presentation which
was created, serves as a brilliant introductory guide
for newcomers and anyone unfamiliar with our
association network. An updated version will be
made available on the SANA website.
The annual GCA Competition, which normally
kicks off with evaluations in September, had already
been cancelled for 2020 and in the interim, facing
mounting burglaries and incidents, our Operations
Team started work on another massive change for

SANA, the sale of the property which progressed
way faster than we had anticipated.
Regretfully, the IGCA Congress 2020 scheduled
for October had to be suspended and was initially
considered for postponement to 2021, but was
eventually cancelled. We are working towards
possibly hosting the next IGCA Congress in 2025.
By early November we had an offer on the SANA
property and the sale was concluded within days
bringing with it a pleasing R3,2M capital injection
which is accounted for in the new financial
year 2021/22. The annual Standing Committee
November road trip was cancelled amid safety
concerns, as was the annual SANA Thanksgiving
Dinner, but it was a delight to have a physical yearend meeting with staff during December, as did
our KZN Forum.
As the country struggled through the first and
second waves we had no choice but to announce
suspension of both the March Trade Fair as well
as Convention 2021 as physical meetings, and
replace these with online events, however with
relaxed lockdown levels allowing 500 pax, we now
see some light at the end of the tunnel for Spring
Trade Fair, now planned as a physical event!!
A physical Convention will have to wait for
2022, but for this year the very successful
Awards Ceremony format has been upscaled
and expanded into a one-day online Convention
in two parts with an Opening ceremony, keynote
speaker and AGM in the morning, followed by a
glittering Awards Ceremony with entertainment in
the afternoon.
Playing golf is a relatively safe activity, so it
was wonderful to have at least one physical
meeting with the annual Golf Day in February.
During March we held an onsite farewell at
Knoppieslaagte and the property was successfully
transferred a few days later. A committee of
industry stalwarts has been appointed to consider
the future home of SANA beyond Knoppieslaagte
and propose appropriate application of funds
from the sale. After so much change alluded to
throughout this report, we started talking about
the road ahead, because the road we are on now
is very different to the one I had imagined a year
ago.
As we map out the route and lead the way
forward, we completed numerous other
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President’s report continued

projects including extending the presidential
jacket concept to the Past V, a more formalised
grouping of the past five presidents in
an advisory capacity; for the first time we
implemented a formal retirement policy
mechanism for SANA staff; we initiated a formal
recognition protocol upon the passing away of
either a SANA member primary contact person
or a Gold Medallist; we attended and exhibited
at Malanseuns as well as the Independent
Grower market days; and we initiated a brand
new tradition to replace the tree planting
ceremony at Knoppieslaagte by outgoing
Presidents – going forward our industry partner,
Food and Trees for Africa, will plant a tree in
honour of our outgoing President and issue a
Tree Certificate as a memento.
As a result of current regulations, we are
hugely disappointed to confirm that the
Standing Committee has made the decision
that we simply cannot host a physical Trade Fair
on time in August. This was not a quick or easy
decision as we are aware of the vital importance
of this show as a primary networking event on
the calendar. While there is simply no alternative
to a live, physical trade fair, we have several

bright ideas and proposals to initiate some
spring excitement.
And on the immediate horizon there are
some exceedingly exciting projects! Our
Garden Centre Association which has been
abuzz with activity! We have a brand new
LIAG logo and the latest news from the GCA
Evaluation Committee is that we may expect
a brand new project for GCA’s involving the
end of the GCA Competition as we know it,
to be replaced with a project in two parts, a
Grading and Evaluation phase, and an optional
Competition phase. There are reams of detail
still to be ironed out, but it is shaping up to be
a super exciting new adventure.
Despite everything, an exceedingly fruitful
year with much to look forward to! We cannot
wait to see you all again and in closing, I wish
to thank most warmly my very hardworking
Standing Committee, EXCO and team of staff
who brought all of this to you. It is an honour
to work alongside you all.

Paul Vonk

SANA President

SANA awards

SANA Awards 2021
GOLD MEDAL

Peter Runkel

T

here is no doubt that the pandemic of 2020 has changed
our industry. The hard lockdown that left us grappling to
save our businesses as it was announced and the weeks that
followed, are a watershed that as an industry, we will never
forget.
Navigating us across unchartered waters for members and
non-members alike, the SANA President Peter Runkel, not only
had to save his own business but held the torch and was the
guiding light for the industry.
There was confusion and disorder as our entire industry
sector choked in a commercial stranglehold. He was the voice
of reason as well as the reality check for all of us. One can only
imagine the constant barrage of queries coming through, which
he dealt with, as well as being a supportive ear to those of us
trying to find our way.
Throughout all of this, numerous discussions with politicians
and various government committees were constant. Activating
a network of influencers and contacts that worked with the
President, negotiations and sheer determination by this group,
using our connections to agriculture as a baseline, Peter put
together a plan.
The big question was “when do we open again?”. With threats

of police closing stores and
some retailers starting to
put pressure on others to
follow their lead, the majority
waited for the go ahead from
the President. The decision
will have taken sheer courage
as it was based only on a simple
WhatsApp message and a loosely
worded email from the DDG. Peter
and Gerdie communicated the command
for GCA to reopen on Monday morning
4 May 2020.In the weeks that followed, stores reopened.
Growers and Allied trade had their trucks moving — and all with
SANA documentation and paperwork to thwart anyone that
tried to stop us. The year that followed turned out to be a year
of success for all sectors of SANA. With sales records that will be
an anomaly for many years to come.
Not only SANA, but the entire green industry owes a huge
debt of gratitude to Peter Runkel. This SANA Gold Award is
in recognition of his support, leadership and contribution in
securing our businesses in a time unprecedented in history.

GOLD MEDAL

W

hen we head into uncharted territory, which is
what the SANA President had to do during the
hard lockdown, communication is key to any level of
success. The words of commitment, over and beyond
expectation, are often used to describe our SANA
Operations Manager.
Gerdie Olivier has supported no less than nine
Presidents through their terms as well as being a stable
force in the SANA offices for nearly two decades. When
the industry looks for guidance, they need the President
but when they rely on SANA for support, they more often
than not look towards Gerdie for help.
As we headed into lockdown, it was Gerdie who had to
keep the ship stable, so that the President could lead. As
simple as that sounds, it is not. With operations moving
to homes from Knoppieslaagte, Gerdie had no time to
think about what was next. It was straight into saving
the industry, supporting an EXCO, Standing Committee,
as well as Members. All hours of the day and night, the
communications moved via WhatsApp, emails, Zoom
meetings, teleconferences – the list goes on. Gerdie
steered the industry through regular feedback from our
President, but also participated in negotiations with her

Gerdie Olivier
invaluable knowledge
of our Members’
needs.
In tandem with
the President, Peter
Runkel, Gerdie went
beyond the call of
duty to help secure the
future of our industry
through this time. For this,
we all equally owe her a huge
debt of gratitude. Role models
come in many forms but if you’re a
SANA Member then Gerdie Olivier embodies that.
An award for Members, this SANA Gold Award
acknowledges the contribution made by Gerdie for her
support as well as her personal contribution in securing
our businesses during the continuing lockdown.
What this award will do after nearly twenty years
as an employee, Gerdie, you will now become an
Honorary Member for life. Gerdie, the Members, as
well as the alumni Past Presidents, all tip their hat to you
– well earned!
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SANA awards

PRESIDENT’S TROPHY

William Webb

O

ne of the
privileges
of being the SANA
President is to award
the President’ s Trophy.
This Trophy carries no
criteria, it is awarded purely at
the discretion of the President.
In the absence of criteria and with a sea of
worthy awardees who selflessly give of their time
in support of our industry, this is also one of the
hardest tasks a President has had to perform.
I don’t know if this year’s recipient has ever
played rugby, a game fully reliant on teamwork,
but this recipient is the absolute embodiment of
the maxim; ‘picking up the ball and running with it’.
When we selected him for EXCO duty it was a
safe bet, he had run with Operations before and

he knew the Knoppieslaagte site like the back of
his hand. Then, he had no sooner taken office
and we told him to sell it, and in the interim he
calmly dealt with untold burglaries and incidents
effortlessly. A Monday morning phone-call from
him was inevitably yet another incident, he
called it ‘night-time shopping’, but he never once
presented a problem without a potential solution.
He didn’t do it all alone, he was ably supported
by Gerdie Olivier, but the expertise, speed and
efficiency with which he put the ball behind the
line in handling the sale, and importantly the
handover of the Knoppieslaagte property, was just
amazing.
It was one headache less for me to worry about
and it’s a pleasure to have him on the team. It
gives me great pleasure to award the President’s
Trophy for 2021 to William Webb!

SERVICE AWARD
MERIT AWARD

Andy de Wet

A

ndy is the founder and owner
of the De Wet group. He is a
qualified botanist and the driving
force in all three divisions. Always
passionate, Andy started breeding
aloes in 1973. After starting De Wet
Water Features in 1984, he steadily
evolved the business into becoming
the internationally recognised
horticultural force it is today.

6

Selvan Moodley

S

elvan has been a proactive and enthusiastic
SANA member for more than 15 years. He
served on the EXCO from 2015 and was tasked
with developing the transformation portfolio
(HDI). He managed this portfolio for five years with
flair and dedication, working tirelessly to define
HDI for SANA, alight the bursary portfolio with
this portfolio and work with tertiary institutions.
He worked on furthering in-service training,
internships, developed a WhatsApp group for
students to communicate with SANA and one
another, and organized student bus tours to
nurseries in three provinces.

SANA awards

YOUNG SANA Awards 2021
YOUNG GROWER

K

Katrien van Zyl

atrien started working at Arnelia
in March 2015 as Propagation
Manager. She is a hard worker and
is very hands-on in her job. Katrien is
responsible for the upkeep of our mother
stock and all aspects of propagation.
Propagation techniques used include
rooted cuttings, grafting and propagation
from seed. Katrien manages a propagation

team of seven propagators. She is very
focussed on attention to detail and
always looking for ways to improve our
propagation outcomes. Katrien has an
enquiring mind and takes initiative to find
information and make suggestions. In her
time at Arnelia she has already achieved
major gains in rooting percentages on
some of our more difficult-to-root varieties.  

YOUNG RETAILER

Johan Brummer

J

ohan has the ability to make something special out of
nothing as far as displays are concerned. He is our own
All-in-one! Johan started with us on 9 September 2010
with no knowledge of plants whatsoever, thinking that
he would only last three days. Soon after, he proved us
wrong with his extraordinary capability of learning fast. He
has a cheerful attitude that benefits his teammates and is
excellent at customer service.
He was hired as a general worker and in a short time he
mastered the knowledge of plants – but found his love for
agricultural remedies, so he pursued his love and took an
AVCASA course that was passed with great distinction.
He is now well known as the “Plant doctor” here at
Geelhout Gardens. We have found that he is a great IT
technician and we use his IT skills often, as we can no
longer call in external IT technicians. He has since started to

study digital marketing in his
own time, and now does our
marketing for all categories.
Furthermore, he then
started to study landscaping,
and yet again, passed with
extraordinary merits.
Despite that, Johan is
considered legally blind, he has
promised that he will continue to
grow and broaden his knowledge. Johan
is going from strength to strength and we are proud to be
part of his journey. Johan is one of our most dependable
team members – always on time (or even early) to report
for duty.
A deserving recipient of the Young Retailer Award.

YOUNG SALES REPRESENTATIVE

Background photo by Gerda Cotty

T

he definition of a sale is to satisfy a need,
but it takes a wide-awake salesperson
to satisfy a need you didn’t know you had!
Shawaal arrived on the scene around three
years ago and almost immediately took the
whole product category under his wing and
set about remerchandising and restocking
the branches with the correct product
at the correct stocking levels and at the
correct time of the year – all of which had
a dramatic improvement on product
category turnover.
Aside from performance as a salesperson,

Shawaal Blankenberg
he is a pleasure to have instore especially
taking into account sheer quality of work,
dependability and flexibility in assisting and
arranging stocking logistics and promotional
activity, initiative in identifying issues
and opportunities and acting on them,
interpersonal relations and teamwork, both
in his relationship with management as
well as floor staff, and added value to the
organisation in spearheading optimum supply
and merchandising based on multiple sellthrough data.
The award is well deserved!
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retailer and supplier of the year
SUPPLIER OF THE YEAR
COMPETITION
Retailers have the opportunity to vote for their top suppliers
each year taking various criteria into consideration. A
top Allied, Bulb & Seed Trade Supplier and top Grower is
then identified in each region to recognise suppliers with
outstanding service in the nine SANA regions.

SANA Supplier of the Year 2021
REGION

GROWER

ALLIED
SUPPLIER

RETAILER OF THE YEAR
COMPETITION
This competition recognises and shows appreciation
to retailers with outstanding service and allows
suppliers the opportunity to rate garden centres
against certain criteria to identify the most popular
garden centre.

SANA Retailer of the Year 2021
REGION

WINNER

Central

Alma Kwekery

Eastern Cape

Builders Warehouse Port
Elizabeth

Efekto

Gauteng North

Plant Paradise Garden Centre

Tuberflora

Culterra

Gauteng South

Lifestyle Home Garden

Sweet Valley
Nursery

Grovida

KwaZulu-Natal

Blackwood’s Home of Gardening

Limpopo

Bristle Cone

Culterra

Limpopo

Greener Tidings

Mpumalanga

Peebles Plants

Culterra

Mpumalanga

Montana Garden & Pet Garden
Pavilion

North West

Doonholm

Protek

North West

Clarks Garden Centre

Western Cape

Arnelia Farms

Atlantic Fertilisers

Western Cape

Stodels Nurseries

Eastern Cape

Kraaibosch

Hadeco

Central

Malanseuns

Ball Straathof

Gauteng North

LVG

Gauteng South
Kwazulu-Natal

SANA Heroes 2020

T hese people
are SANA Heroes because...

Every year SANA pays tribute to all those individuals who have played an important role in our industry.
There are so many people through the years who have contributed to our association through guidance,
involvement on committees and assisting with development in regions.
We all know them… they simply get on with it in their quiet, unassuming way.
Let’s pay tribute to these heroes of our industry!

9

SANA heroes

"Every effort to support others, whether big or small,
is a step in the right direction to making
our world a better place."
10

Read more
about all our

SANA Heroes

visit

www.sana.co.za/news-flash/sana-heroes/
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The SANA
Tom Arnold Bursary Fund
By Wayne Stewart

S

tudents in the Green Industry
benefit from an industry
that believes in giving back. The
SANA Tom Arnold Bursary fund
celebrated its 25th anniversary in
2010. It is incredible to think that
this fund, started by nurseryman
Tom Arnold in 1985, has been
assisting students, particularly
horticulture students, for 36 years!
Tom Arnold was a Bedfordview
garden centre owner and was
particularly known for his love of
dwarf maples, many of which are
still found in the older gardens
of the area. SANA created its
own fund in tandem with the
Tom Arnold Fund for fundraising
purposes and in 2009 the two
funds amalgamated to form one
fund which we know today.
It is a trust fund which is
administered by SANA for the
trustees. Keith Kirsten has been
a trustee since its inception and
in 2011 Wayne Stewart and Nick
Stodel became trustees. The Trust
deeds and archives are all held by
SANA as part of the administration.
The SANA members elect three

members to serve on the Bursary
Committee, and from 2016, the
SANA HDI representative on the
EXCO became the 4th seat on the
committee.
Bursary applicants become part
of the industry as SANA Student
Members. The Fund has strict
guidelines in place as set out by
the Trust document and as part of
the administration, SANA uses a
policy document which guides the
Bursary Committee and the SANA
EXCO.
Growing the fund is important as
it allows us as an industry to assist
more students. Annual fundraising
takes place through organised
events. In the past year due to
COVID restrictions, a physical event
was not possible, so our fundraiser
model was adapted by inviting
members to take part in digital
pledging. This proved successful
and through the generosity of
members who believe in giving
back, over R60 000 was raised.
The Green Industry is more than
just the study of horticulture. It
includes a variety of employment

opportunities all related to growing
and nurturing plants. Bursaries are
available on application to students
who have successfully completed
all modules of their first academic
year of study and maintain a 60%
pass rate. The bursaries are paid
to accredited institutions and are
not available to pay accounts in
arrears.
To qualify for consideration for
the bursary fund, horticulture and
landscaping students are also
required to submit a motivation
of no less than 150 words,
which needs to accompany the
application. Various factors are
taken into consideration, including
academic performance in the past,
economic situation, and interest
in our industry, in the selecting of
successful candidates.
All bursary applicants are
automatically eligible for SANA
Student Membership which is valid
for the year and exposes them to
our Association as well as various
activities. They assist with trade
fairs, when held, as well as other
events when required.

SANA Tom Arnold Bursary Fund Awardees 2016-2020
2016
Angelica Bosch
Bronwyn Blaine
Drikus Nieuwoudt (Niewoudt)
JP (Johannes) Van Tonder
Kyle Jewan
L (Lungelo) Buthelezi
M (Mbangiseni) Mokovha (Makovha)
M (Tebogo) Ndlovo (Ndhlovo)
Mario Louw
N (Agnes) Mkhize
N (Naomi) Hattingh
PM (Puleng) Maphiri
Rozelle Zamudio
TP (Theo Viviers) Viviers (Potgieter)
Tumelo (Tiisetso) Matlebyane
(Matlebuane)
Welekazi Twantwa
Wenzele Cebekhulu (Manqoba)
2017
Abraham Coenrad Mouton
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Covardia Kagiso Semenya
David Letlhogonolo Sidzibe
Kedibone Modipadi Soekie Makhafola
Odette Eden Williams
Owethu Madletyana
Palesa Hycent Tsotetsi
Themba Amos Zondi
2018
Abraham Coenrad Mouton
Clerance Tshepo Maponya
Elana Boshoff
Ingrid Grundling
Juliet Kgarepe Debelia
Keitumetse Lenong
Lebona Kenneth Matsaneng
Makhadzi Mulovhedzi
Makungu Charmaine Mabaso
Matome Calvin Mohale
Mawande Hugh Shinga
Modongase Oupa Dini
Ntagane Mukubjana

Sinovuyo Canida Mhatu
Siyabonga Knowledge Ntuli
Thulani Nkosi
Thulisile Happiness Ndala
Tshikili Moses
Yurnav Rajcoomar
Zamazima Njili
Zizipho Malgas
2019
Andile Neo Mchunu
Ayanda Magwaza
Esethu Gosani
Ingrid Grundling
Makhadzi Mulovedzi
Mufunwa Maphalaphathwa
Nomthandazo Mxothwa
Zizipho Malgas
2020
Mandisa Sheila Gumede
Robert Oswald Jooste
Wenza Ngubeni

nurturing transformation

HDI

Encouraging and stimulating transformation in our industry has been a challenge and
brought us to realise that we need to nourish our roots in order to grow. Thus, HDI has been
focusing on student development over the past few years. It is essential to encourage our
horticultural student community to become a part of our green industry. Empowering our
students will ensure that they contribute a positive and healthy future to our industry.
Various projects have been undertaken to bridge the gap between students and industry.

Creating a Student Community
WhatsApp Group
We have created a WhatsApp group where students can
engage with one another as well as with SANA to provide
advice and information. This is a platform for students to talk
to their peers and share their challenges with one another.
Interesting and relevant videos are posted regularly by SANA
to inform, motivate and encourage students.

Student Bus Tours
Student bus tours take students to nurseries where they can
learn more about the business and how their operations are
handled. Unfortunately, due to COVID, these tours were put
on hold for 2020 and 2021, and we hope to commence with
this project again in 2022. It is extremely valuable to students
to see and experience the work environment at a nursery as
they are not exposed to this in their studies.

Budding Green Fingers
Most companies who have had vacancies for horticulturists
might know how difficult it can be to find the right staff.
SANA created the Budding Green Fingers project to identify
and highlight top horticultural students to the industry –
creating an essential link between job seekers and potential
employers. Students are identified by lecturers to lend
credibility to their selection. They are then asked to submit
a short bio of why they are studying horticulture and what
makes them unique and stand out from the rest. These
budding green fingers are marketed to the industry on our
SANA Facebook page as well as our website and we hope
that more members will make use of this resource in future.

Work Integrated Learning (WIL)
For students to qualify as horticulturists, they need to
undertake this practical component of their studies. And this
can only be done with the assistance of industry. Students
need to work at a nursery and complete certain tasks in
order to pass this practical subject. HDI is helping to bridge
the gap between the horticultural industry and students. We
are setting up a mechanism that informs SANA members
about students looking for work integrated learning
placements. SANA has realised that placement is extremely
difficult for students and is in the process of compiling SANA
guidelines for Work Integrated Learning, as well as putting
mechanisms in place to assist students and companies with
placement.

SANA Job Portal
With so many students graduating each year and no
dedicated platform for them to seek employment, SANA has
stepped in. We have created a job portal on our website
where horticultural students’ CV’s are available to companies
looking for staff. In addition, companies can also post
available positions to market themselves to job seekers in
our industry. Simply contact Gerdie – gerdie@sana.co.za for
assistance.

The HDI team is also constantly looking for new avenues to
encourage interaction between industry and students.
Another exciting potential project is student training
workshops. We aim to look at skills that students aren’t
taught in their tertiary courses, like phone etiquette, email
communication and customer care to give them the necessary
tools to fit into your company with ease. We are also
approaching members to speak to students about their own
experience in this industry, giving them some background and
guidance on what to expect in the actual work environment.
These sessions will be done via Zoom, and will be around 30
minutes in duration.
We hope that these projects will make a difference to these
students’ lives as well as your own, but we want to appeal to
each member to assist.
Please accommodate students with Work Integrated Learning,
engage with them on the various platforms, and help them grow
into nurserymen and -women. After all, they are our future!

nurturing transformation

Garden World
experience
with WIL university
students
Russell Davidson

T

hrough AgriSeta we have been involved with university
internship students from 2011. There was an incredible
need for Work Integrated Learning in those years with very few
businesses offering students WIL opportunities. Many students
were turned away. Our students come from various universities
such as UNISA, TUT, DUT and CPUT. They are usually studying
Ornamental Horticulture, Horticulture, Agricultural Management

or Landscape Technology. In the recent years AgriSeta has
stopped Landscape Technology students from doing internships
apparently because landscaping is not on the critical skills list
anymore.
Presently, a critical skill in South Africa is ‘Horticultural Farm
Manager’ and we offer our students the opportunities to work in a
farm environment. Here they are the main employees working in
plant production, plant care, pest control and maintenance. This
teaches them, under guidance of the general manager, what it
takes to be a horticultural farm manager.
In our annual Spring Festival, we have over 17 show gardens
which are designed and constructed by professional and novice
garden designers and then presented to the public. This is a
time where the students have an opportunity to get involved in
designing and constructing their own show garden.
Some of the students also take this opportunity to work with
and learn from professional designers. In recent years, the focus of
the whole garden show was the student. Students were mentored
by professional garden designers and the project manager of the
show. This was highly successful, and the media loved it and gave
good coverage. UNISA, and also TUT, have been actively involved in
the show many times where they also participated in designing and
constructing of their own show garden, and where further students
get opportunities to complete their WIL studies.
The students also have an opportunity to work in the retail
nursery although only a few take this opportunity. Some students
prefer working with management, doing administrative work.
We offer students one-year internships and some of the
promising students are offered bursaries after completing their
first year. We also offer one-year graduate internships for the
graduates who need to add to their experience. Some students
come and do WIL with us on a volunteering basis.
After a student completes a year internship, you can clearly see
if that student has a passion for horticulture or not. Unfortunately,
AgriSeta does not give students the opportunity to extend an
internship for more than a year at the same business.
The sad part is that many students realise after completing their
internship, that they are in the wrong industry, and for example,
study for one more year to become a teacher instead. Others
keep on studying for higher degrees, yet lack passion. Also, many
students have this idea that being a horticulturist would get them a
desk job. Some students, when starting their WIL internship, show
enthusiasm and learn as much as they can, while many more show
very little interest and have no desire at all to improve themselves.
The rewarding part is that you do find that one student who
stands out and has passion for horticulture. They go on after
completing their WIL and studies and they find work in the
industry, or start their own businesses.

WIL

Work
Integrated
Learning
AT STODELS

W

ork Integrated Learning (WIL) is an
integral part of the learning process and
offers the opportunity for students to explore
roles they may not have previously considered.
The majority of students who complete their
WIL at Stodels Nurseries are from CPUT and are
in the process of completing a qualification in
horticulture. These students work very closely
with our nursery managers who support them
in not only putting their learnings into practice,
but advancing their theoretical knowledge,
understanding the world of work, and
developing soft skills such as sales and customer
service. The experience of our nursery managers
is that our student horticulturalists enter the
workplace with confidence and are eager to
share their knowledge with our customers. One
of the areas where they perhaps require more
focused training and support is the basics of
retail operations.
Through WIL we hope to not only support
students in the completion of their studies, but
also help them understand and explore career
opportunities that exist within the company.
However, in many cases we are unable to
retain these students as their passion lies in
agriculture and landscaping, as opposed to
retail. Even so, we are pleased to be part of their
journey.

Diamond Sponsors
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garden day

Celebrate
Garden Day
- Sunday 17 October

While the past year may have brought many challenges for the green industry,
there has certainly been a lot of good too, as conscious living and connecting
with nature has come to the fore and as a result, an area that has seen
enormous growth around the world is that of gardening. This gives us the perfect
reason to encourage everyone to pop on a flower crown and make Garden Day,
which takes place on Sunday 17th October, a celebratory affair this year.

R

eports abroad have shown that during
lockdown, nearly three million people
took up gardening and that online plant sales
soared. According to Candide, the gardening
app that unites plant parents and garden
enthusiasts across the country, South Africa
saw a 50% average increase in members
during lockdown compared to the same period
the previous year. What really makes us smile
is that everyone - young and old - is embracing
plant culture and creating their own green

sanctuaries.
Now in its sixth year, Garden Day, created
by Candide, is a chance for people across the
country to celebrate their gardens. Anyone
and everyone can get involved in Garden Day
and as a sign of their support, enthusiasts are
invited to wear a flower crown on Garden Day.
The consumer-facing campaign will run
for two weeks from 4 to 17 October 2021,
supported by a nationwide PR, digital and
targeted advertising campaign.

From digital to display: 10 ways to connect with customers this Garden Day
Garden Day is a great way to kick-start the gardening season, driving customers into your
garden centre to get ready for their Garden Day celebrations. Position your centre as offering
everything your customers could ever need to get their gardens ready for Garden Day: from
plants and containers to furniture and garden decoration.

Pick a Champion: nominate a member of staff with a passion for social media and
marketing as your Garden Day champion - get them to contact the Garden Day team (info@
gardenday.co.za) to help with marketing collateral and ideas for your store.
Tell your customers: inspire your customers to host Garden Day celebrations by featuring
Garden Day in all your communications in the run-up to Garden Day.

Plant a poster: we’ll be delivering free A1 posters to each store ahead of Garden Day.
Create exclusive Garden Day promotions: devise time-limited, linked sales promotions
across the centre and badge them as Garden Day offers.

Be the master of display: you have lush plants and gorgeous flowers in vibrant colors and

textures that your customers love. Arrange them in your store with our Garden Day poster to
create engaging displays that will catch your customers’ attention.

Dig in digital: we’ll supply you with Garden Day toolkits for use across your social media
platforms and online marketing platforms.
Wear flower crowns: take a leaf out of the flower crowns of the Eckards Garden Pavilion

team or crown yourself King of Garden Day like Johan du Preez, aka Panda.  Encourage all staff
to pop on a flower crown to get customers talking! Happy-looking sales staff make for happy
customers and increased sales.

Host a flower crown workshop: work with a florist to run paying - or free - workshops on
how to make your own flower crown for Garden Day.

Say cheers to Garden Day: consider offering cafe/restaurant specials in the lead-up to
Garden Day.

Join the conversation: be part of the Garden Day buzz by using the hashtag

#GardenDaySA and tagging your posts with @GardenDaySA

Catch news, updates and inspiration at @GardenDaySA
on Candide, Facebook, Instagram, TikTok, and Twitter.

ALLIED SUPPLIERS
4 Seasons 4 U

012 111 0084

Hydro Scapes

012 807 3256

Aka Labels and Barcoding

012 752 4313

I-Cat International Consulting and Trading 086 112 4228

All Season Pellets

071 872 1022

Isowall

082 490 3817

Atlantic Fertilisers

021 945 2281

KLB Engineering

011 668 1923

Avison Fertilisers

016 970 8900

Lichen Group

082 551 1305

Ball Straathof/Kirchoff’s

011 794 2316

Makhro Home and Garden

021 981 4011

Bambisana Distribution

011 762 1221

Mango Moon

031 766 3823

Bark & Fibre Enterprises

072 034 0603

Marine Growers

021 419 0124

Bark Unlimited Organics

012 111 0947

MayFord Seeds

011 548 2800

Bio Grow

082 972 9417

Metson@Home

011 792 8968

Burcap Plastics

031 325 7777

Michells Trading

021 572 3930

C & M Landscaping Supplies

012 807 7359

Naboom Plastic

082 414 1480

Cotton Picker

011 477 0626

Nutrigro

076 564 5543

Crop Supplies SA

072 223 7505

Organics for Africa

033 417 1066

Culterra

011 300 9913/4/5

Pamper Hamper

021 534 0404

Decorbuzz in and out

083 293 1498

Pebble City

011 452 1540

DK Rock Pots

010 010 5521

Plasgrow

013 751 2076

EcoBuz

033 342 3984

Protek

011 812 9800

Efekto & Wonder

011 287 5700

R and J Consulting

083 648 8045

Flora Imports

011 918 4620

RJE Distributors cc

083 707 1680

Fusion Home Accessories

011 969 6543

Saffer Plumbing & Hardware

011 323 0000

Garden Solutions

011 957 5975

Sanscape Agri

021 931 4268

Gardena

082 949 2129

Schaumstein

018 292 1001

Gebco

011 468 3667/8

Starke Ayres

011 748 3544/79

Greenhouse Technologies

011 613 3103

Talborne Organics

013 933 3172

Grovida Horticulture Products

031 205 2872

The Pot Factory

063 774 5848

Growrite

082 468 7508

Tree Tags

082 714 0724

Hadeco

010 140 1300

Tunnel Quip

033 386 2398

HAIFA South Africa

021 982 0309

Waterhouse Pumps

011 466 8250

HAP Garden Decor

076 842 9212

Wedgit SA

082 855 4178

Hose & Hardware Distributors

012 333 2927

Wild Ways

083 664 8997

Zibo Containers t/a Groplast

011 613 6797

COMMUNICATION AND SERVICE PROVIDERS
083 296 2391

Lonehill Media

031 003 0940

Candide

021 461 1605

PlantInfo

082 857 4957

Isikhova Media

011 883 4627

Rand Water

011 724 9351

Kay Montgomery Editorial Services

082 659 0939

Visibiliti

083 825 3388

Landscape SA

011 327 4062
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SPONSORS
2021

Dynamic Solution Synergies

Diamond Sponsor

3 Star

Atlantic Fertilisers

Sweet Valley Nursery

Bark Unlimited

2 Star

1 Star

Gardena

Andy Titterton

Lonehill Media

Bambisana Distribution

Culterra

Malanseuns

Elands Nursery

Efekto

Peebles Plants

Fusion Home

MayFord Seeds

Tuberflora

Hadeco

Starke Ayres

Isowall

Wonder

Kirchhoffs
Ngena Succulents
Waterhouse Pumps

Afrinova Horticulture

081 038 2290

Living Elements

079 569 0112

Amorentia Estate

074 146 3420

London Lane Nursery

082 659 1119

Andy Titterton Wholesale Nursery

011 949 1322

Ludwig’s Rose Farm

012 544 0144

Aqua Flora Water Garden Nursery

083 441 0848

LVG Plants

011 662 1428

Arnelia Farms

022 723 1022

M.C.M Nursery

081 759 7280

Avedore Wholesale Nursery

010 591 6821

Madibri

082 376 3912

Ball Straathof/Kirchoff’s

011 794 2316

Malanseuns Plesier Plante

012 549 2128

Berries for Africa

084 513 6886

Montana Nurseries

079 871 6175

Blackwood Nursery

082 379 1858

Myro South Africa

078 761 8912

Bristle Cone Groothandel

012 207 9904

NedPlant Nursery

082 466 5935

CND Nursery

010 035 5212

Ngena Succulents

079 317 5396

Coastal Nurseries

039 312-2627

Nonke Plants

021 887 6972/3

Cool Plants Nursery

011 704 0571

Parker Victor Estates

083 297 4741

Coprosma Nursery

011 952 9970/1

Peebles Plants

011 708 2181

Countryside Wholesale Plants

072 527 9529

Plant Depot

076 816 4970

Culterra

011 300 9913/4/5

Plantology

072 581 1990

Doonholm Nursery

086 124 4837

Prime Genetics

012 259 0395

Du Prins Wholesale Nursery

082 850 8019

Princess Groot Bome Kwekery

011 795 3675

Ecoflora

082 415 2993

Random Harvest Indigenous Nursery

011 957 5354

Elands Nursery

041 955 5671

Rare and Air Plants and Gifts

079 490 1603

Excelsior Nursery

083 407 5688

Revel Plants

079 880 8874

Fairholme Plants

082 550 8703

Ribola Plants and Landscapes

082 556 5883

Fall Creek Farm & Nursery South Africa

021 276 3777

Roos Kwekery

067 307 8346

Fernhaven Nursery

012 809 0120

Sacio Trading Enterprise

078 745 8278

Ferns Nursery

039 315 6911

Samgro Wholesale Nursery

082 893 0188

Fisk Horticulture

021 884 4313

Sebenza Wholesale Farm

039 312 0378

Florex Indoor Plant Service

083 258 6337

Shadowlands Nursery

021 903 0050

Floriculture Wholesale Growers

083 495 6962

Sittig’s Nursery

012 259 0900

Gait’s Way Nursery

082 800 2809

Siyakula Nursery

076 639 7949

Greenline Wholesale Nursery

082 525 3299

Sun Gardens

011 462 1872

Heuer’s Wholesale Nursery

012 253 2097

Sweet Valley Nursery

039 317 2401

Impala Nursery

084 030 6801

Tefla Group

011 394 2132

In2Plants

081 354 8255

TG Fields & Sons

083 639 1112

Instant Trees Nursery

082 458 3738

Three Bushketeers

012 035 0020

Jozi Carnivores

082 856 9876

Top Crop Nursery

033 569 1333

Just Trees

021 871 1595

Tree Factor

073 748 4460

Kazimingi Nursery Farm

079 699 9783

Tuberflora Kwekery

011 662 1954

Keith Kirsten Horticulture International

011 317 0903

Tulbagh Kwekery

023 230 0694

Klugro Kwekery

082 849 1323

Twinstream Indigenous Nursery

074 189 6354

Kraaibosch Nurseries

044 889 0092

Varing Kwekery

012 111 0947

Laduma Nursery & Landscaping

083 457 3292

Vrone Seedlings

079 794 5000

Leckhampton Farm

072 356 7903

Willow Feather Farming Enterprises

073 265 9342

Letaba Nurseries

076 163 3281

Windy Willows

079 492 2549

Likhutsa Nursery

013 751 3030

Wiveton Plant Growers

033 212 3525
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Green Business Magazine 2021

CROSSWORD PUZZLE
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Down
1. Who was elected as a SANA president twice? (5, 7)
2. Which SANA member’s company name is a ten letter
word that starts with a T and ends with an A? (10)
3. Who was the first SANA president that came from the
allied sector? (3, 9)
4. Who will you know as the ‘Online SANA President’? (4, 4)
5. In honor of the SANA Tom Arnold Bursary Fund, of which
year was Tom Arnold the president of SANA? (numeric)
6. When was the first digital edition of the Green Business
Magazine released? (numeric)
7. How many individual related associations fall under
SANA? (4)
8. What is SANA’s marketing campaign on behalf of SANA
members to the consumer called? (4, 2, 1, 6)
9. Who was awarded the SANA Gold Medal Award in 2017?
10. In which month of the year is Garden Day celebrated? (7)
11. Which car rental service will provide you with discounted
rates if you are a SANA member? (5)
12. What was plant was on the certificates for the 2020 GCA
Grading Awards? (8)
13. What is the Afrikaans abbreviation for SANA? (4)
14. Who received the first Sales Representative Young SANA
Award in 2015? (5, 2, 5)
15. Who at the SANA office drives a Chevrolet Coupe? (5, 5)
16. Who was awarded as the first Young SANA Retailer of the
Year Award in 2010? (4, 3, 3)
17. Luise Ehrich was named as a Young SANA ………. of the
Year……..? (6, numeric)
18. Who worked at the SANA office that was a previous SANA
Tom Arnold Bursary Fund recipient? (5, 7)
24
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11

14
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Across
1. Who was the SANA president that passed away in 2010
and became the ripe old age of 100? (6, 7)
2. Who was the recipient of the Wingerdstok in 2019? (4, 6)
3. Where was the 2017 SANA/SAGIC Convention held (hint:
type of alcohol)? (9, 6, 6)
4. Which SANA president launched the first IGCA Congress
to South Africa? (3, 8)
5. What experience do horticultural university students
need to complete their final year of study? (4, 10, 8)
6. What is the iconic Jimie Malan Floating Trophy for the
Best Garden Centre of the Year made of? (5)
7. Who was the first female president of SANA? (4, 7)
8. At every convention there is an iconic moment that
involves an item normally associated with school, what
is it? (4, 4)
9. What was the name of the child prodigy that sang at a
recent convention? (4, 4)
10. When was the Green Business Magazine created?
(numeric)

11. In which year was the SANA logo established? (numeric)
12. Who was the last president of SANA to wear the SANA
President’s Chain? (5, 6)
13. Under whose presidency did the SANA office receive a
full revamp? (5, 6)
14. When was the first GCA Competition held? (numeric)
15. Who just celebrated their 19th year of service in the
SANA office? (6, 7)

member achievements

The Gardener Live, in your home
B

efore the 2020 Covid-19 lockdown,
Tanya Visser and her team from The
Gardener magazine were holding gardening
events around the country. Lockdown,
however, stopped these talks, workshops
and events in their tracks.
Tanya and her team began to think about
what they could do to continue getting
their gardening message out there, to give
the gardening public the ‘fix’ they had got
used to. The innovative solution they came
up with was a weekly live session with
Tanya, where she talked about plants and
everything gardening streamed to a live
audience via Facebook and YouTube. The
live sessions were an immediate success,
with hundreds of followers logging in every
Thursday at 11am.
“We started our live sessions in the garage
with just a laptop and a camera,” Tanya
laughs. “Now we have a whole production
crew producing the shows, which are still
increasing in popularity! We still hold them
on a Thursday morning at 11, but now only
every second week. It’s so exciting and
satisfying that people have really enjoyed our
solution to the lockdown problem, and are
still enjoying them! In fact, last week we had
our biggest audience so far, with 519 people
logged in for the live hour on Facebook and

YouTube. Obviously many more people
watch the on-demand videos too.”
“I think what we’ve taken from this
exercise is that when faced with a challenge,
take what you have and make a plan. Even
though I’m the
worst person when
it comes to tech,
with the team I
have behind me

LVG Plants

win awards
twice on stage
at AIPH International
Grower of the Year 2020

L

VG Plants took to the stage twice to receive awards at
the International Grower of the Year (IGOTY) 2020. The
evening event, held on Tuesday 28 January 2020 at IPM
Essen, Germany, is now in its 11th year. It is organised by
the International Association of Horticultural Producers
(AIPH) to celebrate excellence and best practice in
ornamentals production.
LVG Plants was awarded Bronze in the ‘Finished Plants
& Trees’ category, presented by the Mayor of Hatay,

we managed to make it happen, and we
continue to make it happen.”
The live sessions with Tanya are a great
way for advertisers to showcase their
products to an engaged audience.

member achievements
Dr Lutfu Savas, and Bronze again in the
‘Sustainability’ category.
LVG Plants offers an integrated value
chain, from growing indoor plants through
to marketing and sales. The company
aims to bring quality products to the market
cost-effectively and sustainably to get
maximum shelf life and value for both the
retailer and end-user.

The AIPH IGOTY jury is a panel of six
internationally renowned horticulture
experts chaired by AIPH Vice-President
Tim Edwards. The following comment
summarises the judges’ review of this year’s
winner: “LVG Plants is a dynamic company,
and the judges praise their reputation as
being a great industry representative and
leader in ornamental and indoor plants on

the African continent and South Africa.
“LVG Plants focus on quality, technique,
staff, sustainability, strategy and close
cooperation with retailers towards consumers.
The judges especially commend LVG Plants for
its environmentally friendly approach.”
For more info visit the website
www.lvgplant.co.za

Starke Ayres
Creating a safe
haven for owls

I

n 2016, Stark Ayres established an
owl-breeding programme on its
farm that uses these birds of prey,
instead of chemically hazardous
methods, to help keep pests at
bay. The programme has proved
to be so successful that it is being
expanded to all Starke Ayres’ farms
in South Africa.
Pests are among the leading
causes of crop loss in agriculture.
They ruin farm produce and spread
diseases that can also be harmful
to humans. Some examples of
these pests are insects, weeds
and rodents. Rats have become
the most notorious invaders on
farms, and one of the pest-control
solutions preferred at Starke
Ayres is working with owls through
a breeding and development
programme.
Owls are natural predators of
rats. They are recognised in the
agricultural sector as an ecofriendly solution for dealing with
rodent invasions. Which is why the
Starke Ayres farm on 9th Road,
Kempton Park, has established its
own owl-breeding programme to
help minimise loss and prevent
contamination and destruction of
plant seeds and farm produce.
“The programme started about
four years ago,” says factory
manager Tewie Pretorius. “We
had a problem with rats and mice
eating the seeds stored in the
warehouses. So instead of using
poisonous chemicals, we opted for
an environmentally friendly method
of working with barn owls to assist
the farm with pest control.”
Stark Ayres has partnered with
EcoSolutions – a company with
a focus on non-toxic, effective
pest control – to create an owl
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sanctuary dedicated to the
protection of these expert rodent
managers. The farm has 18 owl
boxes which provide shelter and
breeding space for the owls to
grow and reproduce while they
serve as patrol agents preying on
the disease-carrying intruders.
“The boxes are made from recycled
plywood and are serviced regularly
by EcoSolutions, which specialises
in integrated pest management
and assists us with the installation
as well as regular servicing of our
owl boxes,” says Pretorius.
While barn owls are natural
biocontrol agents, he explains
that Starke Ayres first had to
ensure that these carnivorous
birds were well adjusted to the
farm environment in order to be
effective at controlling rodents.
“Owlets are raised in these owl
boxes and become accustomed
to the noise of forklifts, trucks and
other loud equipment.”
There are caution signs along
9th Road and at various places on
the farm to advise motorists to be
careful, as young owl fledglings can
end up on the road and adult barn
owls use roads as hunting grounds.
Ring recoveries are an essential
component of the Starke Ayres/
EcoSolutions owl-box and
owl-rehabilitation project. In
the unfortunate event where
an owl gets lost, the farm has a
retrieval system that helps with
identification and recovery. “We
put rings on our owls that serve as
identification tags. So, if you find
an owl that belongs to the farm, it
has become far easier to trace and
assist in bringing it back home. This
has helped us save more and more
owls.”
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1

Barn owl.

2

In 2016, Stark Ayres established an owl-breeding
programme on its farm.

3

Hunting poles for the owls to sit on while scouting the
area.

4

Owls are natural predators of rats.

5

Starke Ayres has multiple owl boxes on the premises.

6

Birds are well adjusted to the farm environment.
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MayFord

Pop-Up Garden
I
n response to the food gardening explosion
during 2020, we were inundated with ‘How
to’ queries, especially regarding veggie seed
sowing. The very best way is of course to
start seed in virgin soil, which is not hugely
practical ‘in-the-ground’, so we developed an
easy ‘green’ way of doing this with our Pop-Up
Veggie Garden concept.
This concept is simply erected on the
ground, which must be able to drain, but no

need to dig! Lay down an organic insulation
layer such as newspapers and greens, fill with
virgin potting soil, compost and seedling mix
as a top layer, and you’re ready to sow seeds.
Taking up less than a square metre each at
750mm x 750mm, and 300mm high, it is just
as easy to disassemble and move if desired.
Manufactured from discarded signage fabric
with alien wattle for the stakes and vegetable
inks for colour, it truly is a ‘green’ product.

Greener
Tidings

Waterhouse’s
Successful

Internship Programme

O

ur COVID19 story here at Waterhouse has been a story that has
brought us growth and change, which has been essential to our
business flourishing in a number of ways throughout this season.
Our team at Waterhouse is unbelievably valuable to us and we like to
think of ourselves as family. With increased sales and demand for our
product we needed more hands-on deck.
The Waterhouse Internship Programme helped us achieve this. Finding
the right employees is always a challenge, however, thanks to SANA, we
were pleasantly surprised during this process. Through the student ‘Hire
Me’ Budding Green Fingers database on the SANA website we were able to
spread the word about the job openings at Waterhouse and successfully fill
each position within two weeks!
Through this program we hope to achieve an enhanced perspective
within our business.
Interns bring more to the table than just an extra set of hands. Our new
interns have brought novel perspectives, as well as specialized strengths
and skill sets.
We’ve recently had two interns join our team. They will be part of our
marketing and admin stream, and we couldn’t be more grateful that our
family continues to grow.
BELOW:
We’ve
recently had
two interns
join our
team.

Our team at Waterhouse is unbelievably valuable to us and we like to think
of ourselves as family.

“Where There is Change,
Growth is Certain.”

While developing the Pop-Up Garden, we
were asked to consider a balcony garden
version for people without gardens at all,
something which will hold and retain soil
but allow water to drain. This led to three
additional products: a Balcony Planter, a
Saddlebag/Balustrade Planter, and a Patio
Tabletop Planter. Manufactured from
recycled Coke bottles, they are also truly
‘green’, and very eye-catching in red.

D

The
good
side of
Covid

uring lockdown, many people became aware of the
importance of ‘family time’ and ‘me time’, and this all
played a very important role in the success of our business.
Some people realised that gardening was not a luxury
anymore but rather a necessity for their well-being and
happiness, as well as being a fun activity for the whole family.
With regards to business, employees got to realise,
firstly how fortunate they were to have a job, let alone
keep their job, and also realised how they missed their
work environment. I think we have created a happier work
environment by identifying strengths and weaknesses in
the business as well as in the staff, and this gave us an
opportunity to reshuffle responsibilities accordingly, taking
into consideration people’s personality types etc.
We brought in some fun challenges on the floor, giving
everyone a turn to build displays and see what they came
up with. There were competitions in the morning ‘screening’
routine, guessing body temperatures, which made everyone
walk in with a smile.
We expanded our ‘grow your own’ department by more
than four times to accommodate more stock and varieties,
and this is still going strong. And after 14 years of business,
we decided to get a business coach in to identify our
strengths and weaknesses, and this brought us so much
insight and motivated us tremendously.
We were fortunate to only have four infections over the
past year, and with early diagnosis and efficient medical
treatment, all of them made a full recovery. We are blessed
to have an awesome team of people, and a wonderful, happy,
and inspiring work environment!
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new members
AVISON
Having been around
since 2007, Avison’s
primary focus was
on the large-scale agricultural industry.
With their proven success in this industry,
Avison made the decision to diversify
and make its products available to the
retail market. Garden Treats are certified,
enriched organic fertilizers for the
domestic garden. Also available, is a
100% organic variation in the Enhancer
product.
Website: https://avison.co.za/
FB page: https://www.facebook.com/
Garden-Treat-Fertiliser-102181261383585/
Tel: 016 970 8900 or 078 068 0664
Email: michelle@avison.co.za
BOHME PLANTS
Bohme Plants is a small dynamic nursery
situated in Schweizer-Reneke, North West
Province. This nursery strives to provide
good service and quality plants to its
customers. It has a wide variety of plants,
including seedlings, shrubs, roses, and fruit
and shade trees. Its vision is to promote
horticulture in its surrounding community.
Email: bohmeplants@gmail.com
Web: https://www.facebook.
com/Bohme-Plants-SchweizerReneke-188153454942831/
Tel: Dollie 076 382 3713
Tel: Ernst 079 936 9986
COUNTRYSIDE
GARDEN CENTRE
We are a garden centre situated in Brits.
We sell shrubs, trees, seedlings, fertilizers,
pesticides, pots, garden features, hardware
and anything else you need to create
your dream garden. Our sales team is
professional and always helpful. We stock
quality plants at great prices.
Tel: 082 596 2024 and 072 931 3311
Email: clintonknot@gmail.com
Facebook: @countrysidegcbrits
ECOBUZ
Ecobuz is the retail brand of Madumbi
Sustainable Agriculture, a leader in
biological solutions within agriculture.
The EcoBuz Nurture and Protect ranges
offer landscapers, growers and home
gardeners, safe solutions to plant nutrition
and the control of a broad range of pests
and diseases. Spray Today, Eat Today,
EcoBuz is passionate about sustainable
gardening and food production for future
generations.
Website and Facebook: www.ecobuz.co.za/
www.facebook.com/EcoBuz
Tel: 033 342 3984
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FERNDALE NURSERIES
Ferndale Nurseries
is a third-generation family business,
established in 1941. Ferndale Nurseries
is a retail garden centre based in the
Constantia Valley. We stock a vast variety
of shrubs, trees, fruit trees, plus vegetable
and colour seedlings. Our irrigation and
hardware stock is extensive. Organics,
fertilizers and much more on offer…
Tel: 021 794 5175 or 021 794 5144
Email: paul@ferndalenurseries.co.za
Facebook: https://www.facebook.com/
ferndalenurseries

business is to grow yours! Our offering
includes online/print solutions, magazines trade and industry, custom/loyalty, lifestyle,
sports, educational; e-newsletters, annual
reports, editorial services, advertising sales,
design and layout, print, production. We
don’t do egos, but we definitely do good
ideas!
Tel: 074 400 66 77
Web: www.isikhova.co.za
Email: jason@isikhova.co.za
JUST
TREES

Garden Solutions
manufactures a collection of
garden pots and water features. We have
a factory in Gauteng where we produce
thousands of different varieties of garden
pots, water features and garden furniture
that are made in fibre concrete. We also
make custom pots and fiberglass products.

Just Trees is
a privately owned wholesale tree nursery
specialising in propagating and growing
medium 40L to large sized 1000L container
grown trees. Based in the Western Cape
and Gauteng, our trees are made available
to the landscape industry throughout
South Africa and certain export markets.
Everything we do at Just Trees takes
social and environmental factors into
consideration.

Tel: 011-957-5975
Email: gardensolutions@wol.co.za
Web: www.gardensolutions.co.za

Tel: 021 871 1595
Email: sales@justtrees.co.za
Web: www.justtrees.co.za

GARDEN SOLUTIONS

THE GREEN THUMB
The Green Thumb
offers everyone in Benoni a little peace of
mind and tranquility amidst the hustle and
bustle of city living. The Green Thumb is
perfectly located in the center of Rynfield’s
residential suburbs and for many of our
loyal customers, just a stone’s throw away
from home. Quality plants at affordable
prices are the simple ingredients that has
already become the preferred location for
local gardening enthusiasts in the area.
We cultivate the majority of our own plants
off-site and this means better variety and
pricing all year round.
Growing plants is a passion not only
shared in the garden but also from “field
to fork” in our 100% plant-based kitchen.
A first of its kind in the Benoni area, The
Green Thumb has taken the initiative to
design a menu that promotes healthy and
alternative dining solutions for vegetarians
and vegan customers alike. Amazingly
though, we find that a large group of our
customers are in-fact not necessarily
vegan or vegetarian. The awakening and
exposure to just how amazing plant-based
foods can be has taken all walks of life by
storm abroad and now locally in SA as well.
Tel: 082 606 6836
Email: gm@gthumb.co.za
Web: www.greenthumb.org.za
ISIKHOVA MEDIA
Isikhova Media is
a fully integrated media company. Our

LANDSCAPE
SA
Landscape SA is a business-to-business
magazine for the Green Industry. It was
launched in 2004 and provides relevant
editorial on landscaping projects,
horticulture, the nursery and growing
sector, hard landscaping, irrigation, and
many more allied trades. It is published
every second month and distributed
throughout South Africa. We are SALI and
SANA members.
Tel: 011 327 4062
Email: karynr@nowmedia.co.za
LIVING
ELEMENTS
We are wholesale growers and suppliers
to the retail and landscape industry. We
specialise in indigenous groundcovers,
succulents, grasses and shrubs as well
as aloes. We are based in Hekpoort,
near Krugersdorp, and are fortunate
to be surrounded by the beautiful
Magaliesberg and Witwaters mountain
ranges, and are passionate about
preserving the natural biodiversity
of our area which forms part of the
Magaliesberg Biosphere.
I have been involved in the industry for
the past fourteen years and established
wonderful relationships with many
people, who have inspired and supported
my journey so far. I look forward to
being a member of SANA, growing my
business further, building more valuable

new members
relationships and making a valuable contribution to the
industry in the future.
Tel: 079 569 0112
Email: fran@livinge.co.za
LONDON LANE
NURSERY
London Lane Nursery is a wholesale grower of high quality
indigenous trees. Centrally situated between Johannesburg and
Pretoria, London Lane Nursery has over 60 000 trees in 20, 40,
and 100 litre bags.
To discuss the availability of your choice of indigenous trees
phone Jaco on 082 659 1119 or Rebecca on 066 517 4312 or
email your requirements to info@londonlane.co.za
LVG PLANTS
For over 35 years, LVG Plants has been
a leader in indoor plant production, with a reputation for
quality and meticulous attention to detail. A successful
business model coupled with thriving customer
relationships resulted in LVG Plants expanding its premises
and product offering. The company now houses 110
000 m² of fully computerised and automated indoor
greenhouses.
With the assistance of a motivated and skilled team
of employees, LVG specialises in the production of
Phalaenopsis orchids, classic flowering pot plants, bonsai
and a variety of foliage plants. The LVG family is inspired by
nature and derives great satisfaction from the knowledge
that they are bringing beauty to life in millions of homes
and corporate environments throughout Southern Africa.
Tel: 011 662 1428
Web: www.lvgplant.co.za
REVEL PLANTS
“Based in picturesque Hartbeespoort,
Revel Plants grow a stunning assortment
of plants. We procure from the best
breeders in the world to delight our
South African gardeners with exclusive and new varieties.
Our production includes indoor and bedding plants, cacti and
succulents, seedlings and edibles. Our products are available
through our distributor networks or from our direct online sales
team.”
Stephan Botes
Tel: 079 880 8874
Email: orders@revelplants.co.za
Web: www.revelplants.co.za
VISIBILITI
VISIBILITI is a collaborative marketing
agency that puts strategy at the centre of creativity. Looking
for a new logo, website or everything in between, if you can
think it we can design it.
We create inspiring content, mind-blowing visuals,
designed to encourage your target audience to engage
with your brand.
Web: www.visibiliti.co.za
Tel: 083 825 3388 / 011 791 6715
Email: hello@visibiliti.co.za / shahnee@visibiliti.co.za

Some perspectives
from Lifestyle Garden Centre
Oscar Lockwood

retail insights

INDUSTRY RETAIL TRENDS
We posed a series of questions to retailers in each region delving into
current garden trends and business innovations. The questions asked were:

Oscar Lockwood

1.
2.
3.

M

ike Gibbons has come from humble beginnings to be considered
one of the top Garden Centre retailers in the world. Seldom
can a person go anywhere in South Africa and not know of or visited
Lifestyle without some level of deserved awe! Lifestyle Garden Centre
was founded in 1988 and has been in business for 33 years now.
As a partner to Deighton Clegg and myself, Oscar Lockwood, for
33 years, I have watched Mike, assisted by Lizette Gibbons, grow and
grow. I clearly remember the beginning of Lifestyle, already unlike
anything available in South Africa. The combination of a tea garden,
farmyard, jungle gym as well as other shops (pet shop, hardware, and
florist) in a garden centre was unheard of at the time.
Garden shows were next and have become the standard through
the introduction of Lifestyle College. Many landscapers can relate
their success to having gone through the different courses which the
College offers. Lifestyle’s Christmas range is a further innovation that
was started through Mike’s foresight. I am sure that we have not seen
the end of innovations for the industry, and I look forward to Lifestyle’s
next journey with Mike firmly at the rudder.

4.
5.
6.
7.
8.
9.
10.

What do you see as your point of difference to other garden centres in
the region?
The strategic business and positioning of a garden centre is extremely
important. How do you position yourself to be different from your
peers?
What product categories are the top sellers in your garden centre e.g.,
hardware, indoor plants, outdoor plants, grow your own, garden care?
Trending is always a hot topic. Share how your garden centre ensures
that your offering is on trend?
What in terms of trends does the South African gardening industry
have ahead of them to look forward to?
When did the Garden Centre open? Was the landscaping part of the
original strategy and how has this played as an advantage for you?
How many team members make up the retail side of your garden
centre?
Give us an idea of the size of the retail floor and how many parking
bays you have?
How long have you been involved in retail, and specifically this garden
centre?
Could you give us some insight as to how you divide the leadership
roles within the business?

* Turn over to see their answers.

retail insights
BLACKWOOD’S HOME OF GARDENING

are starting to
become topical
as customers
seem to have
the time and
newfound
interest to
explore this side
of gardening.
Container
planting too is
on the rise, so
our outdoor
pot department
has seen some
increased
interest.

Craig Howells

1

We pride ourselves in our quality of products and service.
We are fortunate to have a young and dynamic team of staff
that are dedicated to our business and our customers. We
do not have a business without them both. We also believe
our point of difference is our investment in stock. A garden
centre full of stock backed by good service and advice is what
brings customers back.

2

Blackwood believes that to be successful in our industry
we need to lead it. Modern retail principles and standards
are thought to be for the big, high-end retailers only. Why
should it not apply to our industry? We try to introduce
these merchandising and point of sale strategies in our
Pietermaritzburg and other branches that help set us apart
from our competitors. Building trust with our customers is
also a priority at Blackwoods. We place a lot of energy and
resources in our online and social space where we provide
regular tips and ideas and problem-solving solutions. We try
to do more than is expected.

3

We wouldn’t say we have any one dominating department.
We are fortunate to have a diverse product offering which
matches our diverse customer needs. Annual seedlings is
where Blackwood began its journey. We pride ourselves in
growing our own high-quality seedlings and other products
at our nursery in Richmond. To this day, annual seedlings are
still one or our better lines at our Pietermaritzburg branch.
Our indoor plant department is following international and
national trends of being the up and coming line of products
as customers start to realise and appreciate the benefits
and pleasures of plants within their living spaces. This is an
exciting area for our store that continues to grow. With the
recent onset of Covid-19 we have seen a definite interest
in the do-it-yourself aspects of gardening. We see a new
interest in sowing and propagation of plants by the customer.
The sale of seeds, peat, vermiculite, coir and other substrates

4

We have a young
and dynamic
team behind
Blackwood, so
we are hoping this helps to keep us current with new ideas.
We are always looking forward and are open to new ways of
doing things. Whether we are trending, we’re not sure.

5

In South Africa, we tend to lag behind first world countries when
it comes to product offering and new ideas so it’s exciting
to watch what’s happening in our industry around the world
and how we can change and adapt to follow. We think there
is a definite change in the consumer mind sets and values

retail insights
and how they see our industry being more integrated in
their daily lives. We think that our industry could start to spill
over into new areas of retail where product offerings could
go beyond the garden. Bringing plants into the home and
bringing the home into garden centres is where it could start
moving. The selling of home furniture and décor and DIY
products could start to blend with our gardening industry.
We live in exciting times where anything is possible.
6

Blackwoods Home of Gardening was borne in July 2012. At
that time, we were growers of plant products and had very
little knowledge or experience with retailing. McDonalds
Garden Centre, which has always been an icon brand in
Pietermaritzburg and the Midlands, was up for sale in about
2010. We saw this as an opportunity to branch out from just
growing of plants to now growing and retailing of plants.
Negotiations progressed and eventually we took over the
business in about July 2011. We operated as McDonalds
Garden Centre for just short of a year when we believed we
needed to build our own identity in the industry. This was a
strategic decision, as we felt we needed to explore new and
modern-day retail principles and we couldn’t do it on the
back of an old and respected Pietermaritzburg brand. So, we
renamed and rebranded the branch to Blackwoods Home of
Gardening. The look and feel of the newly rebranded store
was paramount to us making a success of the transition.
The elevating of stock onto tables and raised platforms, the
updated point of sale and improved use of wall space was all
part of the success of this change which has continued for us
ever since.

7

Our Pietermaritzburg branch has a wonderful and committed
team of 17 members, led by a level-headed and dedicated
Manager.

8

We are not a large garden centre. Our indoor space
totals approximately 600sqm with 2000sqm of outdoor
merchandising space. We have about 55 permanent parking
bays with an overflow parking area which would take about
25 additional cars. We are blessed with an independent
and highly respected and well-known coffee shop on the
premises. Sagewood Café has been with Blackwood for
almost 6 years and has proven to be major draw card to our
business.

9

1

We have a wide, fresh selection of new plants almost weekly.
Our staff pride themselves in making sure that there are
inspirational displays inside and outside of the garden centre.
What makes us different is that the staff work as a team.
Most of the team have been here since the nursery started
and still take pride in what they do.

2

We are part of the hardware store, but I secretly think the
hardware store is part of the nursery as most customers
have to have a walk through the nursery even if they are here
to shop for something else. The nursery leads into the coffee
shop with our edible range in that area to peak customers’
interest. As you walk into the store, you are greeted by tables
of colourful plants that make you pause, have a browse and
turn back to get a trolley and load some up. This just sparks
their interest on what else we have to offer.

3

Seedlings are still a firm favourite for all our customers. Our
weekly fresh veggie section attracts many customers lately
with customers growing their own vegetables. Our extensive
knowledge on garden care products leaves my shelves
almost empty after a busy day, to the point that we need to
replenish daily. Our potting soil and compost fly out of the
store, especially when we know the secret to gardening is
compost, compost, and more compost. We also have a huge
selection of pots and pavers.

4

Magazines, Facebook, and customers are source of what
people are looking for. The growers and suppliers are brilliant
at letting us know what is new, hot, and happening. It is very
exciting when a new plant is launched, and we make sure
it’s the first thing the customer sees as they walk into the
nursery. Port Elizabeth is currently very dry, so sometimes we
have to trend in our own way by showing how pretty water
wise plants can make your garden look.

We started our journey in retail in mid-2011 with this being
our first Garden Centre. In all, about 10 years.  

10 We believe our business cannot grow and survive without
a strong and sound foundation. Part of this foundation is
establishing a structure of empowerment and accountability.
The retail environment is filled with daily challenges and
levels of stress not encountered in many other industries.
To endure these challenges, we believe in having a
structure of support. We have a CEO that oversees the
group operations who is supported by a marketing team, a
human resources team, an administration team and a team
of branch managers. The branch manager is supported
at ground level by a supervisor and a team of sales and
merchandising staff. Through this structure we believe we
have a well-balanced team that gives support to each other
when needed. Blackwoods Home of Gardening is fortunate
to have a branch manager that is dedicated and committed
to upholding our standards of operations and customer care.
He is responsible for the day to day running of this store and
reports directly to the CEO.

32

BUILDER’S WAREHOUSE PE
Melanie Peasnell

retail insights
6

The garden opened about 16 years ago when Builder’s
Warehouse was first built. The parking and outside areas
were landscaped and still looks stunning and well kept. The
mermaid feature inside the garden centre that was installed
when the nursery was opened is still a bold feature in the
nursery.

7

We have nine team members that are on the forefront of
looking after and ensuring the nursery is always at its best.

8

The nursery is about 2300m2 under roof and about 250
parking spaces.

9

Lara was the founding member of the garden centre 16
years ago and has been the award-winning leader ever
since, taking the trophy home for the best garden centre in
South Africa. Melanie was brought in three years ago after
Lara was promoted to sales manager of the whole store.

10 Lara is the sales manager and runs the retail side of the
store. Melanie is the garden department manager and
filling Lara’s shoes in the nursery. The garden has four
key staff that are the sales consultants for outside and
inside the nursery and five staff that make sure that the
nursery is kept clean and neat, and that customers are
assisted.

CONCRETE AND GARDEN CREATIONS
Claudia and Reinier Boshoff

1

We are a family-owned business that strives to give our best.
We have a fantastic team that are crafty in their displays to
entice customers with new trendy ideas and items to take
home with them.

2

We focus on what we do best, plants, home décor and
concrete items. We strive to be the best by giving quality

retail insights
products at competitive prices with the best service and
knowledge. We continually source and look for crafty new
items and designs to keep up with demand and trends.
3

Outdoor plants, DIY products and hard landscaping items.

4

Luckily in this day and age, if you are tech-savvy, you have
multiple platforms to look for new products, styles and
colours.

5

We predict that veggie and indigenous gardens will stay
trendy this year. Throughout 2021 permaculture has been
trending globally. Tiny gardens, windowsill gardening, and
balcony gardening has been seen trending in the UK, and we
believe it will reach our shores quickly as consumers start
asking for these kinds of products. In 2020 we all were forced
to stay at home and enjoy our houses, this led to a global
trend towards outdoor living areas, and we have seen how
closely South Africans followed this trend.

6

7

Eight.

8

1500 square metres (300 sq m indoors, concrete side 400 sq
m and nursery 800 sq m).
Parking bays = 30
9

In retail since 2003. We started with the concrete products
and then we added the gift shop section in 2006 whilst the
nursery only opened in 2008.

10 With this being a family business, we used each person’s
strengths to add to the leadership of our company.

GEELHOUT GARDENS
Grant Graham

In August 2008, and yes, before we started planning our
nursery, we travelled throughout our beautiful country and
visited so many inspiring garden centres. We found many
garden centres that did it the same way as I remembered
from my childhood, but some garden centres used a
different approach. We fell in love with the landscape themes
and decided that this is what we’ll be doing. Our customers
love that we went this route whilst we constantly reviewed
responses from our clients. Some of our customers like the
display so much that they buy the entire set.

1

Our service to our clients is by far the best as we only want
the best for our gardening peeps. We have a wide variety
of vending outlets on the premises where people don’t just
have to shop for plants but can drink something or buy a pet
or play in the play area.

2

Here at Geelhout Gardens we strive to give our gardening
peeps the best possible experience and make them feel at
home with all our extra activities such as the tea garden,
petting zoo, pet shop, kids play area, craft shop, pie shop and
furniture.

3

Our seedlings are our best sellers apart from our organic
soils that come in at second.

4

Social media is our source when it comes to trending. We
have all our clients on Facebook and Whatsapp and what
they speak we try to seek and attend to their needs.

5

Here at Geelhout Gardens, our gardening peeps are
moving more to pots on wheels and elevated planting,
so our guess is less static gardens and more moveable
gardens.
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7

We opened 21 years ago, with Charlie and Kotie Graham.
It was first called Acacia Kwekery, then it was part of
the Garden Pavilion group, and after that it became
Geelhout Gardens. On 28 February 2021, Charlie
and Kotie Graham retired, and sold the business to
their grandson Grant Graham, who is the owner of
the nursery to date and has now named the business
Geelhout Gardens. Landscaping wasn’t part of the
original strategy, but as the business progressed over
the years, so the area expanded and the pet shop was
born and many others after that.
We have ten super awesome staff members. Two of which
are still here with us after more then 21 years and still going
strong.

8

Our indoor floor is 312 square metres and outdoor floor
is 1296 square metres. We have two disabled parking bays
and can provide more if needed. We have an estimate of
50 parking bays.

9

21 years and counting.

3

Outdoor plants and pots remain a top seller. We’ve noticed
that indoor plants are picking up, including our new gifting
range.

4

Researching local and international trends for our green
industry is extremely important to us. We adapt to what our
clients find interesting then work our marketing towards what
we’ve learnt.

5

The shift in community collective is real and powerful.
Gardens are tools for building more resilient and connected
communities. Educating young people about sustainable
gardening is a huge trend for the future.

6

Plantland started out as the Plant Park group around 1975,
which was found by the late Jimie Malan - father of the
current owner Jacques Malan. In the year 1991, Jimie Malan
developed the Garden Centre PLANTLAND as we currently
know it. Jacques Malan has taken over from his late father
and grew the garden centre to the success it is today.

7

Our Plantland family consists of 65 team members across
our four branches. We are very proud of our diverse team
who are knowledgeable staff members that are able to
answer any question clients have about their gardens. We
are also very well balanced in terms of age groups, from the
older, much wiser, and the younger, full of energy staff.

8

The retail floor area varies between branches from 5000
square metres – 7200 square metres with ample parking, e.g.
our larger branches have in excess of 100 parking bays to
accommodate our valued customers.

9

46 years and counting, starting from the Plant Park Group
in 1975 carrying on to 1991, with the name change up until
today. We have had staff that have been in service for 10 to
25 years.

10 Grant Graham (Owner); Johan Brummer (Manager).

PLANTLAND GARDEN CENTRE
Jolandie Malan

10 Plantland has four branches situated in Pretoria and
Centurion, we have the best hands-on managers all
responsible for their own branch. Each branch consist of a
manager, assistant manager, indoor and outdoor supervisor.

RETSINI NURSERY
Stephnee Hughes

1

2

Outside of our top-quality range of plants, Plantland strives
to create a friendly, welcoming environment by working with
knowledgeable, passionate staff who are well-trained to help
make decision making easier for our clients.
We love getting feedback from our clients about their
experience and how to fulfil their needs better. We are
constantly scouting for new products and marketing trends
within our industry to keep the atmosphere exciting for our
clients.

1

We are known for our trees because we are in association
with our sister company Tree Factor. We are a full-service
nursery, friendly, and every custumer will be approached for
help and assistance. The nursery is not limited by space, and
our nursery is still on a big stand. Retsini is a third-generation
nursery and a reliable source of information and plants.

2

We are located on a very busy road and we try and
understand our market - very different to Gauteng. We feel
that we serve a new generation customer who is eager to
learn and garden.

3

Trees and fruit trees, and grow your own vegetables.

4

We make the effort to visit other nurseries in the country and
follow current trends in magazines and television.

5

Waterwise gardens with design detail and gardening in small
spaces.
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6

Retsini nursery opened in 1985. There was no landscaping
team at the time, but we now have a full-time design and
landscaping team.

7

We have a team compliment of 17.

8

The nursery is 1.3 hectares, and we have a little over 40
parking bays.

9

Involved in retail for 36 years, and at Retsini Garden Centre
for 27 years.

10 We have two admin ladies, one floor manager, one male and
one female floor supervisor with buying responsibilities. We
also have a female and male landscaping manager.

STODELS GARDEN CENTRE
De Wet Coetzee

1

2
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Like many other
garden centres,
Stodels places
a big focus
on customer
service and
the customers
experience
when they visit
us. We are fortunate to have great locations which makes
it easy for our customers to get to us.
We don’t focus too much attention on positioning
ourselves to be different. Rather we focus on making
sure that our customer experience is good by constantly
asking our customers what we could be doing better.
It is more important to us that we create a good garden
centre that our customers love than that we are
different.

3

We have seen a big increase in our fruit trees, vegetable
seedlings, seeds.

4

We have the added advantage of being partnered with
growers all over South Africa. This allows us to pull plants
from a large basket of availability all over the country. This
advantage allows us to react fast to changes in trends and
customer demands.

5

Our view is that the current home improvement trend will
drop in demand, however not to below pre lockdown levels.
The trend around health will continue and garden centres
still need to understand how to harness that demand. The
opportunity is to understand how to sell to a whole new
market of gardeners who can look up the information they
need via apps and websites, or ask for that information online.

6

Our first store opened in 1962 in Kenilworth, when Robert
Stodel saw the opportunity to grow his flower bulb business
into a garden centre business allowing affordable gardening
options for everyone. The landscaping initiative was born
many years later, as part of our focus to make gardening
affordable for everyone, our landscaping option allows
customers the option to have a qualified horticulturist
come out to their home and advise on appropriate plants
for the dedicated area. We also supply a quote for the
recommendations and can deliver and place the plants in the
adequate areas.

7

We have over 420 staff.

8

The size of our parking areas range from 65-1000 parking
bays, and the size of our five garden centres in the Cape
ranges from 4000 square metres to 15,000 square metres.

9

I have been involved in retail from 2007, and have been
fortunate enough to be part of the Stodels team since 2012.
I moved to our head office team in 2014, and currently look
after our buying and marketing departments.

10 With seven garden centres in two regions, Stodels is very
focused on growing and maintaining its leadership skills. A
large part of our everyday work is dedicated to this aspect
of our business. The overall leadership of Stodels is split
between six people who manage our eight head office
departments between them. Each of these six people are
fully responsible for their own area of Stodels. At a branch
level, each of our garden centres are divided into five
customer focused departments. These five departments are
managed by three to seven managers, depending on the size
of the garden centre.

URTH GARDEN CENTRE
Risna Opperman

1

We offer a peaceful space in the northern suburbs of
Bloemfontein with a strong artistic flair.  You almost get the
feeling that you are on a farm somewhere out of town, yet we
are not even five minutes from the closest shopping mall.  As
we are a small establishment that is continuously growing,
we are delighting customers with a new development,
enhancement or upgrade every time they visit. People come
to see what is new in the store all the time.

2

We wanted to create the farm feeling from the beginning,
and are adding new elements with this strategy in mind.

retail insights
the business in 2020 to Urth in order to provide access
to a larger customer base.  Over the years, our offering
to customers have included service elements such as
landscaping and maintenance, but we have decided a while
ago that our preference is to focus on the store and rather
go into “partnership” with service providers that specialise in
these fields.

We are working very hard not to over-commercialise the
space but keep the open feel where kids can be kids and
run around in nature.  It is a difficult balance to keep up with
competitors (not necessarily other garden centres) offering
more commercial entertainment that attract families. We
have diversified our business due to the high seasonality
of the industry and are currently doing business not only
in the horticulture trade, but in hospitality, entertainment,
and tourism as well. Our café facility offers seating for 150
indoor and 200 outdoor guests, with the occasion venue
offering seating for up to 400 people. The latest addition
is an enclosed arbour with seating for 200 people. We also
host a night market once a month, which is quite a popular
event for people from the neighbourhood. Here we offer live
entertainment, food, and craft stalls.
3

We have a diverse product offering, with a garden shop,
florist, café and function areas to the business. Due to the
diverse offerings, we can smooth out our seasons better.  

4

Understanding trends in any business is very important,
especially in the luxury goods business where we find
ourselves in.  We found that people are definitely moving
“back to Urth” so to speak with a move towards all that is
home-grown, natural, and earthy. People want to be more
involved in their own food, own décor and doing things
themselves, rather than purchasing complete end-products.
Colour choices reflect this movement with earthy tones, with
only a splash of colour here and there.

5

COVID brought interesting dynamics to the industry, with
people travelling less and thus spending more time in their
own spaces.  This may have a positive influence on the
growth of our industry which we hope will come into play in
the coming spring and summer.

6

We purchased Roses for U (our original brand) in 2018 from
the founding members. In 2019 we moved the centre closer
to town. After intensive market research we rebranded

7

We have 20 permanent staff members with a seasonal/
occasional increase of about 10 staff.  Most of our staff
are involved in all areas of the business, depending on the
season and the occasion, but we have five members that are
dedicated to the garden shop.

8

Our indoor retail space is approximately 450 sqm,
with an outdoor space of about 1 and ½ times the size.
Our parking area is designed such that we quickly increase
depending on the occasion. Our “normal” parking area
hosts 60 vehicles, but when extended we can accommodate
350 vehicles.

9

My first involvement with retail was when I got involved in
Urth. Before then, I worked in a corporate environment.

10 Each division has a supervisor / manager. We have a friendly
environment, but our staff is generally very disciplined.
Some of the staff members have been with the store since
inception and they form the cultural backbone of our little
shop. Our business is strongly driven by processes, and we
are focussing on improving these on a continuous basis.

business leader profiles
We spoke to esteemed business leaders from our various associations
to gain some insight into who they are and what inspires them.

Johan Leon
Scholtz
POSITION:

Founder of Bristle Cone
Wholesale Nursery, oversee
production and plant
breeding.
MAIN ACTIVITY OF COMPANY:
Ornamental plant grower and
plant breeder.
DATE AND PLACE OF BIRTH:
Johannesburg, Gauteng on the 3rd
February 1955.
EDUCATION: National Diploma in
Horticulture.
FIRST JOB: Johannesburg Parks
Department and weekend job at
Ferndale Nursery, Johannesburg.

Johannes
Willem
Bernardus
Swanepoel
POSITION:

National Sales Manager:
Efekto and Wonder

MAIN ACTIVITY OF COMPANY:
Supply of garden and home
pesticides, fertilizers and plant
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CAREER HISTORY PRIOR TO CURRENT
POSITION: Horticulturist at Johannesburg
Botanical Garden.
SIZE OF FIRST PAYCHECK: Something like R380.
VALUE OF ASSETS UNDER YOUR CONTROL:
Good question, ask SARS.
NUMBER OF PEOPLE UNDER YOUR
LEADERSHIP: 80+
MANAGEMENT STYLE: Coaching management
style.
PERSONAL BEST ACHIEVEMENT: To be
recognised in the International Horticultural
Industry as a plant breeder with new products in
more than 17 countries.
PROFESSIONAL BEST ACHIEVEMENT: SANA
Gold Medal Award and SALI Award of Excellence.
PERSON WHO HAS HAD THE BIGGEST
INFLUENCE ON YOUR LIFE: Roberto Burle Marx.
PERSON YOU WOULD MOST LIKE TO MEET:
David Attenborough.
BUSINESSPERSON WHO HAS IMPRESSED YOU
MOST: Not sure.
PHILOSOPHY OF LIFE: If you can dream about it,
it can be possible.
BIGGEST EVER OPPORTUNITY: To tender on
a project and only to find out years later that
Roberto Burle Marx was also involved.
BIGGEST EVER DISAPPOINTMENT: Severe
hailstorm two days before our Annual Open
Day in October 2018.
HOPE FOR THE FUTURE: That the green industry
gets the recognition it should get

all over the world. That our industry can play
a bigger role in combating climate change. More
awareness for South Africans and the role of
nature and that we should look after our green
inheritance.
FAVOURITE READING: Not much time for
reading, but love science books and plant
research books.
FAVOURITE TV PROGRAMME: National
Geographic or David Attenborough or any
programs related to natural science. That said
there is nothing better than a good movie.
PIECE OF MACHINERY / EQUIPMENT YOU
COULDN’T DO WITHOUT: TLB or tractor
loader backhoe.
FAVOURITE MUSIC: Folk pop rock and
world music.
FAVOURITE SPORT: Anything outdoors like
hiking in the mountains.
FAVOURITE WEBSITE: Mostly love to do
research.
HOBBIES: Plants, travel, music and more plants.
MISCELLANEOUS DISLIKES: Self-centred people,
cold winters and tasteless food.
FAVOURITE OTHER SOUTH AFRICAN
COMPANY: Senwes.
FAVOURITES FOREIGN COMPANY:
Kientzle Young Plants
MARRIED: Yes, happily.
CHILDREN: Three.
DESCRIBE YOURSELF IN THREE WORDS:
Passionate, committed and enthusiastic.

foods to retail and wholesale.
DATE AND PLACE OF BIRTH:
24 May 1960 – Bethal.
EDUCATION: B.Admin degree – University of
Pretoria; Advanced Executive Program – Unisa
FIRST JOB: HR Officer at Oostelike Transvaalse
Kooperasie.
CAREER HISTORY PRIOR TO CURRENT
POSITION: HR Officer at Atomic Energy
Corporation; HR Manager at Agricura; Product
Manager at Efekto.
SIZE OF FIRST PAYCHECK: R210.00 per month.
NUMBER OF PEOPLE UNDER YOUR
LEADERSHIP: 36.
MANAGEMENT STYLE: Directive, empowering,
supportive.
PERSONAL BEST ACHIEVEMENT: President of
SANA.
PROFESSIONAL BEST ACHIEVEMENT: Managing
change in company through several owner/
shareholder changes.
PERSON WHO HAS HAD THE BIGGEST
INFLUENCE ON YOUR LIFE: My Dad.
PERSON YOU WOULD MOST LIKE TO MEET:
Gary Player.

BUSINESSPERSON WHO HAS IMPRESSED YOU
MOST: Anton Rupert.
PHILOSOPHY OF LIFE: Be positive and utilise
every opportunity.
BIGGEST EVER OPPORTUNITY: Opportunity to
join Efekto team.
HOPE FOR THE FUTURE: That the situation
in SA will stabilize and everybody can live a
decent life.
FAVOURITE READING: Fiction.
FAVOURITE TV PROGRAMME: News and sports.
PIECE OF MACHINERY / EQUIPMENT YOU
COULD NOT DO WITHOUT: Knives.
FAVOURITE MUSIC: Everything except heavy
classic.
FAVOURITE SPORT: Golf.
FAVOURITE WEBSITE: Safari Outdoor.
HOBBIES: Camping, travelling and hunting.
MISCELLANEOUS DISLIKES: People you cannot
trust.
MARRIED: Yes.
CHILDREN: One daughter and two
granddaughters.
DESCRIBE YOURSELF IN THREE WORDS: Loyal,
reliable, dedicated.

business leader profiles

Angelo
Pereira
POSITION:

Managing Director: Andy
Titterton Wholesale Nursery
MAIN ACTIVITY OF COMPANY:
Seedling Producer.
DATE & PLACE OF BIRTH: 30th
October 1971, South Africa.
EDUCATION: Diploma in Marketing
and Business Management,
Diploma in Industrial Relations
FIRST JOB: Document delivery
whilst studying.
CAREER HISTORY PRIOR TO
CURRENT POSITION: Options

Peter Frederik
van Niekerk
POSITION:

Part Owner Cape Garden
MAIN ACTIVITY OF COMPANY:
Retail garden centres.
DATE AND PLACE OF BIRTH:
Paarl, 9th October 1969.
EDUCATION: Matric.
FIRST JOB: Working at a vegetable
retailer when I was 12.
CAREER HISTORY PRIOR TO
CURRENT POSITION: Started
working for the family business at
our farm in Vredendal in 1994.
SIZE OF FIRST PAYCHECK: R2000
a month and free boarding.

RECRUITMENT AND TRAINING FROM 1996
TO PRESENT: Managing Director.
SIZE OF FIRST PAYCHECK: R870.00
NUMBER OF PEOPLE UNDER YOUR
LEADERSHIP: 90
MANAGEMENT STYLE: Democratic, Inclusive,
Decisive.
PERSONAL BEST ACHIEVEMENT: A happy
and successful marriage and family, an amazing
relationship with my wife and children.
PROFESSIONAL BEST ACHIEVEMENT:
Successfully navigating two businesses through
the covid 19 lockdowns / pandemic.
PERSON WHO HAS HAD THE BIGGEST
INFLUENCE ON YOUR LIFE: My Mother has
always been an exceptionally honest and
supportive mentor to me.
PERSON YOU WOULD MOST LIKE TO MEET:
Deepak Chopra.
BUSINESS PERSON WHO HAS IMPRESSED
YOU MOST: Phil Knight (Nike).
PHILOSOPHY OF LIFE: Focusing on what matters
most in an authentic, ethical way ensures a life of
abundance.
BIGGEST EVER OPPORTUNITY: The opportunity
to backpack in Europe which further ignited a
love of travel, adventure and learning about other
cultures.
BIGGEST EVER DISAPPOINTMENT: I do my best
to always see “disappointments” as opportunities

to learn so don’t really spend time rating them.
HOPE FOR THE FUTURE: Stability returning
to South Africa, continued growth of the
horticultural industry within South Africa.
FAVOURITE READING: Dystopian fiction,
non-fiction developmental.
FAVOURITE TV PROGRAMME: Game of Thrones,
Pointless (General knowledge game show).
PIECE OF MACHINERY / EQUIPMENT YOU
COULDN’T DO WITHOUT: Our Urbinati Plug
Transplanter.
FAVOURITE MUSIC: Country, 80’s
FAVOURITE SPORT: I like all sport really, I run
a lot and enjoy watching rugby.
FAVOURITE WEBSITE: YouTube, it never runs
out of amazing material.
HOBBIES: Running, Duolingo (learning to speak
German).
MISCELLANEOUS DISLIKES: Politicking in
business.
FAVOURITE OTHER SOUTH AFRICAN
COMPANY: Builders Group.
FAVOURITE FOREIGN COMPANY: Spar Group
(local and International).
MARRIED: Married to Nicole for 20 years
(been together for 30).
CHILDREN: I have two children, Matthew 19
and Emma 17.
DESCRIBE YOURSELF IN THREE WORDS:
Authentic, Courageous, Considerate.

VALUE OF ASSETS UNDER YOUR CONTROL:
R100 million.
NUMBER OF PEOPLE UNDER YOUR
LEADERSHIP: Me personally 170, the company
as a whole – 280.
MANAGEMENT STYLE: Hands-on,
but trying to stand back a bit.
PERSONAL BEST ACHIEVEMENT: Marrying
my wife Lindie.
PROFESSIONAL BEST ACHIEVEMENT:
In business, it’s having all my brothers
and sister working with me every day.
PERSON WHO HAS HAD THE BIGGEST
INFLUENCE ON YOUR LIFE: My mother
“Nona” who taught me all about the nursery,
and my dad “Alan” who taught me to respect
others.
PERSON YOU WOULD MOST LIKE TO MEET:
Judge Zondo.
BUSINESSPERSON WHO HAS IMPRESSED
YOU MOST: Morne Faulhammer (owner of
Superplants Tokai). He keeps me grounded by
knowing there is someone that always knows
more than me.
PHILOSOPHY OF LIFE: The more you give,
the more you will get.
BIGGEST EVER OPPORTUNITY: My family
allowing me to join the business and my
brother Alan giving me the chance to start the
retail business in Cape Town.
BIGGEST EVER DISAPPOINTMENT: Not

realising early enough to say to people what I
was thinking, now I share my thoughts and it
opens many opportunities.
HOPE FOR THE FUTURE: That my kids can
join the family business, and together we can
create a future for ourselves and our staff.
FAVOURITE READING: Daniel Silva, and
anything lying around. It is my escape. I read
every evening before going to sleep.
FAVOURITE TV PROGRAMME: Documentaries.
PIECE OF MACHINERY / EQUIPMENT YOU
COULDN’T DO WITHOUT: Our Holmac tree
cutter.
FAVOURITE MUSIC: Queen.
FAVOURITE SPORT: F1.
FAVOURITE WEBSITE:
www.capegardenonline.co.za
HOBBIES: Collect die-cast model cars.
MISCELLANEOUS DISLIKES:
Entitled people.
FAVOURITE OTHER SOUTH AFRICAN
COMPANY: Vredendal nursery where my
brother grows our plants / Malanseuns and
Arnelia are my favorite external suppliers.
FAVOURITES FOREIGN COMPANY: Plastecnic
(I import my plastic pots from this Italian
company).
MARRIED: To my beautiful Lindie.
CHILDREN: Emma (17) and Alan (15).
DESCRIBE YOURSELF IN THREE WORDS:
Conservative yet enlightened.
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SANA news

2020

A YEAR WE WILL NEVER FORGET
W

e have often joked in the SANA office that
I should write a book about my years at
SANA, but 2020 deserves a memoir of its own!
Our office has, over time, become a well-oiled
machine. Running on a certain routine, we
have become complacent, snug in our comfort
zone. Everything we did fitted into our schedule
and was planned ahead to make life easy and
predictable.
And then COVID happened. Everything
changed, and we needed to adapt -and quickly
too! President Ramaphosa announced that
South Africa would go into lockdown on 26
March and the SANA management team
went straight to work in order to adapt to our
members’ changing needs. No time was wasted
and our Standing Committee discussed the
implications of the announcement made and
what strategic changes would be needed.
From 27 March 2020, we called our homes
our offices as well. It was a challenge on its own.
Our family had just moved into a new home at
the beginning of March and were still settling in.
Suddenly I had to create an office environment
that had to be productive and efficient. The
added dynamic of having the whole family of
four at home all the time was interesting to say
the least.
Our work scope changed completely.
Projects were cancelled and priority was given
to COVID related tasks.
It was quite exhausting some days as I had
multiple hats to wear: ‘assistant’, ‘researcher’,
‘coordinator’, ‘legal interpreter’, ‘information
portal’, ‘distribution channel’, and sometimes
even ‘agony aunty’. It was essential to keep
members calm, reassured, and hopeful.
Overnight, I turned into an industry diplomat
–representing SANA and protecting the
interests of members at forums. One of the
most important decisions made by Standing
Committee was to immediately get more
involved with AgriSA. I took on this role with
eagerness, attending meetings and building
a stronger relationship to stay updated on
information. As part of Agriculture, we now had a
stronger voice to speak to government.
Peter Runkel and I spent countless hours on
the phone discussing the situation and possible
actions to assist our members. And then there
were the multiple Standing Committee Zoom
meetings –the sudden change from physical
meetings to online, which went seamlessly.
The Standing Committee had a tough job to do
in having to look ahead and pre-empt situations
that might arise and find possible solutions.
Not that easy, but the Standing Committee was
consistent in putting members’ needs first and
finding ways to assist and add value.
We made communication to members
a priority. Keeping members informed was
essential. Emails from far and wide, SANA and
non-SANA members, florist shops, and other
industry- related companies were received and
actioned. Sometimes, people got impatient,
frustrated (for good reason), and we had to
appease them and diffuse potentially explosive
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A challenge on its own, adding to staff’s
uncertainty. Countless calls were received
from our armed response company: calls
we couldn’t ignore, because what if there
was another break-in? Wendy took over the
responsibility of site management and did
an amazing job in communicating with the
armed response company, SANA portfolio
manager, and service companies through this
period.
Staff have been working from home
since end of March 2020 and with
our safety being a priority to Standing
Committee, there was no hurry to go back
to Knoppieslaagte. The decision made at
our SANA online AGM on 29 July to sell
the property, brought some clarity on the
way forward for our office. William Webb
and I contacted estate agents and got the
ball rolling. All valuable office contents
were moved to a storage unit in July and
in December, with William’s help, we
packed the last things, loaded it into a truck
and moved everything to storage. A sad
moment, ended without any ceremony –
after 18 years at this office, it was over, this
was not my ‘home’ anymore.
We saw many challenges and changes
last year and dealt with uncertainty on
many occasions. But WOW, this was such
an amazing opportunity to learn, grow,
adapt, and conquer.
In the words of Roy T Bennett: “It’s only
after you’ve stepped outside your comfort
zone that you begin to change, grow, and
transform.”

situations.
Going through and understanding legislation
was another challenge. Hours were spent
reading through legal documents and emails
from government officials. Legal jargon needed
to be put in understandable language to relay to
members. And legislation was full of grey areas,
being non-specific on certain issues. We had to
navigate through loads of information which we
had to interpret and communicate to members
as clearly and as concisely as possible.
Peter, tongue in cheek, one day commented
that he had never spent so much time on his
phone. Everyone who had a query, a problem,
or who needed some assurance, made contact
with us. What we did not fully realise, was our
relevance at this time of uncertainty –we became
the go-to guys!
Once or twice, our role even involved playing
policeman. With legislation being unspecific in
some areas, we advised members to rather err
on the side of caution. As an organisation, we
could not agree with risky behaviour and actions.
And then there was the SANA property.

A huge thank you must go to my 2020
Standing Committee; Peter Runkel, Paul Vonk,
Chelcea Soal, Pieter Duif, Rick Carter, and
William Webb. During this dynamic period,
where nothing seemed consistent, you were
solid, strong, and steadfast. Your guidance
and support to the industry and staff were
unwavering and an example to us all. And thank
you to SANA staff; Wendy Appel, and Elana Boshoff
for taking everything in your stride and always
keeping a positive attitude.
A note from Wendy Appel...
Pandemic –Where do I start? As 2020 started, we
all thought a good year was lying ahead for all
of us, until we were all struck by this pandemic
in March 2020… and then everything changed.
Uncertainty took hold… Suddenly, you have
become housebound. This was a huge challenge
for me knowing my strengths and weaknesses.
As a people’s person, to suddenly be taken away
from society, and not be able to communicate
with people, was not always easy. It was a very
big adjustment, learning to cope with what
you have, and coming up with new methods of
working and thinking out the box. The uncertainty
left everyone wondering if this was to become
the ‘new way of living’. I learnt a lot through this
period, but most of all, this taught me that the
‘impossible is possible’.

OUR SANA STAFF MEMBERS:
At the end of February,
we bid farewell to Elana
Boshoff, who took on
a new challenge in
our industry. Office
operations are currently
being managed by Gerdie
Olivier and Wendy Appel.
Well known to most
members, these two
ladies have been the
backbone of our SANA
team for more than a decade. Herewith, a short reminder of their
roles within the association:

Wendy Appel

ADMINISTRATION OFFICER
•
•
•
•
•
•
•
•
•

Membership
Life is a Garden
Bursaries
Sponsorship
Association support
GCA Garden Centre Evaluation
HDI
Retailer & Supplier Competitions
Trade Fair

Gerdie Olivier

OPERATIONS MANAGER
•
•
•
•
•
•
•
•
•
•

Office Operations
Financial management
SANA Marketing
IGCA Administration
Convention
Golf Day
Green Business Magazine
HDI
Training
Trade Fair

GETTING TO KNOW THEM A BIT BETTER:
What is the best thing that happened to you at SANA:
Wendy:
The best thing that I learned in my time with SANA is growth.
Working with members and different personalities has
taught me a lot, and to grow and think on so many different
levels. And this brought strength and self confidence, not
only in my work environment but also in my personal life. It
also taught me to understand people better.
Gerdie:
Being awarded a SANA Gold Medal
If you could choose any super power what would it be:
Wendy:
If I had to choose my super power I would say, I would love
to read another person’s mind.
Gerdie:
Teleportation – just think about it, no more sitting in traffic...
never be late for a meeting (unless you want to of course!)

SANA and covid

NA

G
N
I
T
VIGA

through COVID

Taking on the challenge
The realization that South Africa would
move into total lockdown for a few
weeks, came as a shock to all of us. As an
association, our services could continue
as staff worked from home, but the SANA
Standing Committee had to redefine our
role to ensure we remain relevant to
members’ changing needs. Our main goal
was to assist members, but moving into
unchartered waters, nobody was sure what
was waiting for us beyond the horizon and
many hours were spent in Zoom meetings
discussing and planning our strategy.

Communication
Knowledge is power and communication
to members was a top priority. We became
the main information resource center – not
only for our members, but the greater green
industry. Through our various channels,
we obtained credible information and sent
regular updates to members.
SANA also drew up and sent guidelines on
how to deal with COVID-19 in the workplace,
the drawing up of a Risk Assessment Plan,
how to deal with TERS claims and travel
permits to members. Life is a Garden was
asked to create a COVID poster that was
made available to members.
Newsletter communication was
supported by Facebook posts to keep
the general green industry informed. We
received numerous queries via Facebook
comments, direct emails and telephone
calls from members and non-members in all
sectors of the green industry and provided
assistance to everyone.
There was an overwhelming response to
SANA’s actions on social media as industry
members expressed their appreciation and
support.

Lobbying
The urgency from members to be allowed
to trade again, spurred us to start lobbying
at government level. This was done through
AgriSA as part of the greater agricultural
community and we formed closer ties with
this organization, spending countless hours
in meetings with other affected agricultural
sectors.

Aside from lobbying through AgriSA,
SANA made direct contact with DALRRD.
SANA’s communication with the Deputy
Director General was fruitful and after
weeks of communication, SANA was able to
communicate the good news that nurseries
may open again.
The opening of garden centres did not go
without incident. Regulations weren’t clear
and the interpretation from authorities did
cause some problems and any member
(and non-member) who contacted us were
assisted in getting their issues resolved.

Events
With no physical events allowed, all events
planned for the year were postponed or
cancelled.
Hosting no physical events had an impact
on our value proposition to SANA Sponsors
in 2020 and this programme was revised
to provide exposure opportunities on our
virtual platforms.
With time it became clear that we would
need to change the format of our AGM and
Awards functions to online events. Many
hours were spent on Zoom and WebinarJam
to learn more about their capabilities and
limitations to ensure we could effectively
host professional meetings and online
events. Attention was paid to small details

like drafting of House Rules to ensure
all users understood the platform and
structure of meetings.
Our Spring Trade Fair also fell victim to
COVID regulations and needed to be done
in an online format. The SANA online trade
fair was a huge challenge. We understood
this importance, but with no income from
this project, we were limited to our own
resources and staff capabilities to create an
alternative option for members. We decided
on an online document that featured
“exhibitor” information from all members
who wanted to participate. The static online
document attracted around 400 views
in Spring 2020. In March 2021, statistics
increased to around 800 views as more
people used this platform.
With the SANA office not manned, it
became an easy target for opportunistic
criminals. Numerous incidents were
experienced with theft of our electric fence
poles, generator, booster pumps and an
attempted theft of our borehole pump
to name a few. Security was improved by
placing a guard on site during the night as
well as on weekends. This improved our
situation but did not stop criminal activity
completely.
Management decided that it was not
safe for the office ladies to return to
Knoppieslaagte and when lockdown was
lifted, the arrangement of working from
home was extended.
After discussions with SANA stalwarts and
a final decision at AGM in 2020, the SANA
property was put on the market. William
Webb took on this task with enthusiasm
and we didn’t have to wait long for the first
offer to purchase. This offer was accepted
by EXCO in November and in December
the SANA office contents were packed and
moved to a storage facility. In March 2021,
the sale of Knoppieslaagte was concluded.

The Way Forward
In a year that was recognised by disruption
and change, SANA management has steered
the association with steadfast direction and
clear objectives to not only remain relevant,
but grow in its importance in our industry.
SANA is a resilient association to be proud
of!
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your covid coach

Surviving the pandemic
Food and Trees for Africa offer some thoughtful insights on how businesses
can adapt during the Covid pandemic.
The COVID-19 crisis has affected everyone, not least those working in the
sustainable development, environment and health sectors. NPOs are best
placed to support communities, organisations and local partners through
the relationships and trust they’ve already established.
NPOs bring economic and livelihood opportunities and can quickly adapt
their responses to the needs of communities. For many individuals and
families, they are the only outside point of contact during a crisis.
While there are social, ethical and legal considerations, technology
provides an opportunity for organisations to modify or even reinvent
themselves. South Africa’s primary food security non-profit, Food & Trees
for Africa (FTFA) shares some tips on how NPOs can use technology to
adapt and respond to a crisis and better meet the challenges of the
future.”

1 Stay true to your values

Many organisations devoted to development work feel
pressure to change track during a crisis, often in a new
direction or one seen as beneficial by their donors. This
process needs to be responsibly managed and checked against
their ethics, values, and outcomes.
While pivoting may be necessary for the survival of many
NPOs, we believe it’s important to stay true to your values and
goals. “It’s not about changing what you do,” says Kate Sheldon,
Operations Manager at FTFA, “it’s about being resilient and
adaptable in accordance with your values.”

2 Adapt to remote work

The challenges presented by lockdown have forced many NPOs
to either close or quickly adapt to their employees working
from home. At FTFA, we have spent years structuring our
internal processes around cloud-based productivity platforms,
which let our employees access the system from anywhere.
This includes equipping our servers with next-generation
security so we can access information and documents
generated over a decade ago.
“We’d been using cloud-based productivity platforms to keep
agendas, run meetings and track projects, so we didn’t need
to implement other programmes or technology,” says Kate.
“However, some teams required extra support and training
to prepare them for working from home.” Having strategic
systems in place is beneficial, but these need to be combined
with sufficient training and encouragement to make the
adjustment to technology easier.”

3 Use apps to communicate with different groups

Before the crisis, FTFA used bulk text messaging to
communicate with large groups of people. We combined this
with cross-platform messaging to keep in contact with groups
of farmers, educators and communities.
With the restrictions on physical meetings, these tools have
become essential for sharing information. Whatever tools,
apps, or technical solutions an organisation uses, they should
be both relevant and accessible to their target audience.

4 Make the most of data

At FTFA, data is a core competency that has driven our strategy
for many years. Using data effectively is key – from capturing
and storing it, through to the analysis that drives our business
strategy.

Chris Wild, Executive Director of FTFA, says it’s important to
understand your long-term data strategy and the reason you’re
collecting and processing data. “Without knowing your strategy,
you run the risk of multiple challenges – from scope creep
to wasting time. If you haven’t been capturing data since the
beginning of your operations, you might as well get the data
elsewhere.”
Of course, data has the ability to do both good and bad,
so the ethics behind it are crucial. Internal controls and
mechanisms are important to prevent data manipulation.Our
goal is to use data to target funds towards deserving projects
and ensure tangible benefits to our beneficiaries.

5 Use contactless delivery

During the COVID-19 crisis, it is essential to deliver food
and supplies with minimal or no interaction. Organisations
also had to adapt their processes to meet strict government
regulations. At FTFA, we responded to the need for
contactless delivery by stopping all training workshops and
gatherings. Instead, we concentrated on doing resource drops
that enable our projects to continue growing food. Apart
from our current projects and beneficiaries, we broadened
our reach with the Grow Your Own offering. This initiative lets
community groups and small-scale farmers apply for support
by filling out a simple online form (shared over email and
cross-platform messaging).

6 Raise funds through partnerships based on trust and
accountability

There is the very real potential for aglobal recession, including
a deep and sustained one in South Africa. This presents a
host of unique challenges, including putting pressure on
corporate budgets and funding opportunities.For FTFA, the
relationships and credibility we have established with key
donors and long-term partners are crucial to our survival.
We built accountability and transparency into our system.
“We created custom-built dashboards for donors to see
the number of workshops we’ve held and keep track of all
operations and finances, so they can measure the impact of
their support,” Chris says.

7 Do your checks and balances

When using any of these tools, take time to consider the best
way to integrate them into your projects.
Always check that:
The content and technology you use are feasible in the
context in which you operate.
There is enough support and training available for adoption
and maintenance.
You address privacy and security issues when using
technology.
The introduction of new technology does not do harm.
Short-term adjustments match long-term strategic goals.

This crisis has presented us with many challenges. While the
future looks uncertain and volatile, the work of NPOs remains
paramount for society’s most vulnerable populations. By using
technology and data-driven insights, development strategies
can create opportunities for innovation and higher-level
engagement.
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