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HOW IT ALL BEGAN

The

Texas Nursery & Landscape Association (TNLA) was formed in 1999 when the Texas

Association of Nurserymen and the Texas Association of Landscape Contractors merged to
form TNLA.

The Texas Association of Nurserymen had been in existence since the turn of the century, and in
its existing format since 1935. The Texas Association of Landscape Contractors was formed in
1964 and elected its first statewide president in 1982. Its goals were to meet the needs of a
growing and fairly new segment of the green industry, the landscape contracting and
maintenance industry.

Over time, the interests of the two organizations became increasingly similar. Their merger
followed more than two years of discussion and study. Each organization brought its own
programs, projects, traditions, and history to the merger.

The year 1999 was a year of reformation and restructuring as the Board of Directors, region
boundaries, region bylaws, and Association policies and procedures were created and
instituted.

To serve a state the size of Texas, TNLA is divided into eight regions. Each of you is an officer in
one of those regions. TNLA leadership during the time of transition identified regional strength
and activity as the key factor in success of the new organization. Particular attention was paid
to creating strong regions whose basic loyalty was still to a statewide organization. This
manual is for the use of regional leadership in accomplishing that goal.
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TNLA STATE LEVEL
The business of the Association is managed by a combination of state officers and
directors, professional staff, and committees. The Board of Directors consists of the
chairman, the chairman-elect, immediate past chairman, one member from each region,
and two members from each of the business categories (supplier, grower, landscape,
retail). The by-laws require a minimum of four Board of Director meetings each year.

Duties of Officers
Chairman of the Board
 Automatic succession from office of chairman-elect
 Member of the Board of Directors
 Continues on the Board as Immediate Past Chairman following one-year term as
chairman
 Executive and presiding officer of the Association
 Ex officio, voting, member of all committees except nominating
 Reports to Association at annual meetings and as needed
 May call special Association meetings with approval of the Board
 May call special meetings of the Board of Directors
 Enforces the association’s rules, regulations, and By-Laws
 Appoints all standing and special committees
 Chairman of Executive Committee
Chairman Elect
 Elected annually by membership at large by mail ballot, automatically succeeds the
chairman
 Member of the Board of Directors
 Performs duties of the chair in absence of the chairman
 Serves as liaison to committees
 Performs duties delegated by the chairman or Board of Directors
 Member of the Executive Committee

Page 5

Immediate Past Chairman
 Automatically succeeds from chairman’s position
 Member of the Board of Directors
 Performs duties as assigned by chairman or Board of Directors
 Member of the Executive Committee
President
 Employed by the Board of Directors
 Chief operating officer of the Association
 Keeps the minutes of all meetings of the Association and of the Board of Directors
 Performs under the direction of and reports to the chairman and the Board of
Directors
 Employs and directs staff
 Has custody of all Association funds and assets
 Prepares financial reports and timely information for members
 Responsible for the general public relations of the Association

State Regional Directors
 Elected by mail ballot by members of the region they represent
 Members of the Board of Directors
 Meet as members of the Board to review the financial statements of the Association,
provide direction to staff and committees, and approve actions recommended by staff
and committees
 Serve as liaison to committees
Business Category Directors
 Elected by mail ballot by members of the business category they represent
 Members of the Board of Directors
 Meet as members of the Board to review the financial statements of the Association,
provide direction to staff and committees, and approve actions recommended by staff
and committees.
 Serve as liaison to committees
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Officers & Directors Selection

Each year elections are held for the following offices:
State Chairman
One-year term. Elected by the membership at large by mail ballot. Nominated by State
Nominating Committee.
State Regional Directors
Each regional director is elected by their home region to serve on the Board of
Directors. Serve two-year staggered terms. Nominated by a nominating committee
appointed by the region chairman in each region. One-half of the State Regional Directors
are elected each year.
State Business Category Directors
Nominated by the appropriate business category representatives and includes the region
business category directors. Elected at-large by their respective business categories.
Serve two-year staggered terms. One-half of the Category Directors are elected each
year.
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TNLA’s MISSION STATEMENT
The Texas Nursery and Landscape Association’s mission is to enhance members’
business success through legislative / regulatory advocacy, education, networking, and
promotion of professionalism.
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In January 2014, a new three year strategic plan was adopted. Here are the 2014 –2015
goals at a glance:
1. By increasing targeted messages and individuals educated (over 2013-14 numbers), TNLA
will personalize the membership experience while tapping into existing and emerging
markets.
2. By introducing relevant products and/or increasing certifieds by 1.5% each year (over 201314 figures), TNLA and its members will become knowledgeable on key environmental
concerns while practicing responsible business.
3. By advocating and communicating about issues that relate to our member businesses, TNLA
will position itself as THE organization that manages business-related issues for its members
specifically and the Green Industry generally.
4. By evaluating its governance model and increasing its gross revenues over 2013-14 baseline
figures, TNLA will be a profitable, highly effective association.
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TNLA REGION LEVEL
Regional board of directors consists of the chairman, vice chairman, immediate past
chairman, one representative from each business category (supplier, grower,
landscape, retail) and the State Regional Director. The structure of a regional board
may vary depending on the size of the region. However, no matter how large or small,
there are some common essential tasks that the region board must perform if the
Association is to remain vital. The following job descriptions list the tasks that must be
accomplished, and the usual structure for accomplishing them.
TNLA relies on the regions to serve as a local point of contact for the organization as a whole; to give members a familiar face to help out with their issues; to stay in tune with the industry
locally and seize opportunities for improvement, networking and new members; and to serve as a source of information for the state office, enabling us to quickly and effectively respond to all our
members’ needs.

Region Chairman Responsibilities
The chairman is responsible for overseeing the planning and execution of programs,
seeing that administrative responsibilities are carried out, presiding over meetings, and
membership recruiting and retention. This last task is one of the most important
functions of the region. Texas is a big state. The region structure was created to
establish personal contact, and give members a sense of belonging. The region
chairman projects the image of the Association. That image needs to be one of
enthusiasm.

Chairman’s Outline for Action
A. Plan
As soon as possible after your election, meet with your officers and set goals for the
coming year. Use your officers’ suggestions wherever possible. Keep yourself informed
about the goals and activities of the state Association so that you do not conflict with
or duplicate their efforts. Discuss your plans with the state office while they are still
in the proposal stage. You will find many resources there to help you achieve your
goals. Once you have established your goals, you are ready to go into action.
Page
Page12
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B.
Appoint Committees and Committee Chairs
Organize the region to meet the officers’ goals and appoint as many members as you can
to serve on committees. Standing committees you should consider to appoint include:
• Program
• Membership Retention and Solicitation
• Nominating Committee
• Communications
Other committees will be determined by the needs of your region. A sign-up sheet listing
all the committees can be distributed to members with a request that they check off
those on which they would be interested in serving. Every member can be assigned to a
committee. As you will read in the Membership Retention chapter, one of the most
Important factors in retaining members is getting them actively involved. Follow up on
committee assignments and progress toward meeting goals. Continually re-evaluate
goals and programs to fit changing needs.
C.
Organize Meetings
• Plan at least three region meetings and three board meetings
• Set budget
• Consult with TNLA office when setting meeting dates
• Publicize programs in advance
• Prepare agenda
• Complete meeting arrangements (seats, tables, audio visual, etc.)
• Begin and end meetings on time
• Select a convenient day, time and place
With the program chairman, creates a calendar including those activities that may
already be planned such as election of officers, installation, Christmas party or other
events. Use the calendar provided in this manual to avoid conflicting with other
industry and Association events. It is important to consult with the TNLA office as you
plan your schedule. TNLA policy is to try to have a staff member at each region meeting.
Complying with this policy requires coordination and communication with the state
office.
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D.
Plan and Execute Programs
• Subjects should be interesting to most members
• Information helpful and useful
• Provide opportunity for participation and questions by members
• Provide ample quantities of handout material
The program for your regular meetings is most important. Each meeting should give your
members information that is timely and useful. It should not be limited to the interests of
a particular segment of the region. Planning the program should be the responsibility
of the program chairman.
E.
Recruit and Retain Members
Recruiting
 Work with TNLA State office to develop and maintain a prospect list
 Make assignment of members to contact prospects
• Bring prospects to region meetings
• Explain main benefits of membership at meetings
• Organize member follow-up to enroll prospects
• Work with TNLA staff in follow-up for dues payment in March-May
Retention
• Introduce all members at meetings
• maintain a value added line of communication with each member
• Make periodic visits to each member’s place of business
• Assign members to committees
• Solicit member evaluation of projects and programs
• Make periodic explanation of Association benefits (State office can provide key
messaging)

Appoint your most enthusiastic and responsible members chairs of the membership
recruitment and retention committees. Make an annual plan for this essential function.
Regions receive a portion of each member’s dues, so it is definitely to your advantage to
increase your membership.

Page 14

2014-15 Region Operations Manual
F. Oversee Financial Activity
• Set up and review budget
• Give financial report to membership regularly
The TNLA Board of Directors determines the Association dues for each category of
membership. Regional dues that are collected within the state dues structure are
rebated on the basis of $20.00 per (in-state) regional voting member. No dues are
collected directly by the region. The Internal Revenue Service requires the Association
to account for all income. In order to meet this requirement, each Region must submit a
financial statement to the TNLA headquarters office by April 15th. (See Example in the
Financial Section of this manual.) Be careful how regional money is spent and, at the
same time, realize that the Internal Revenue Service is suspicious of non-profit
organizations having large surpluses on hand.

TNLA office staff is available to assist you with your region’s financial reports. If you prefer, just forward your bank statements and
transaction logs to the accounting department and we will take care of your reconciliation.
The Moderate Moderator
Being regional chairman means you will become the moderator in many discussions. It is
up to you to see that discussions stay within bounds and the meeting does not stray from
its purpose or agenda. When a subject is brought up that will entail lengthy discussion,
appoint a committee to consider the question and report on it at a later date. Brush up
on Robert’s Rules of Order so you can use your gavel with authority.

Sample Agenda
1. Call meeting to order - Chairman
2. Reading and approval of minutes of the previous meeting
3. Reports of officers, boards or committees, and state activity report
4. Treasurer/Secretary report
5. New business - Anyone may bring up new business here.
6. Announcements
7. Program - The chairman will introduce the Program Chairman, who, in turn, announces
the program
8. Adjournment - Chairman
Page 15
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Region Vice Chairman Responsibilities
The vice chairman performs the duties of the chairman in case of the absence or
disability of the chairman.
One of the best jobs for the vice chairman is chairman of the Membership Committee.
In many regions the vice chairman becomes chairman, and the experience gained with
membership recruiting and retention is invaluable.

Region Secretary/Treasurer
While not required, the region board could appoint from within its own membership a
secretary /treasurer to fulfill these duties. If the board decides to appoint a
secretary/treasurer from outside the board membership, that person or persons
will serve as an ex-officio member and not have voting authority.
The secretary compiles minutes of all meetings, keeps all records and prepares and
submits required reports to the state office. The secretary is appointed to the board
and may participate in discussion, but is not entitled to vote on issues before the
Board. The secretary is responsible for mailing meeting notices and sending
membership changes to the state office.
A. Meeting Notices
Mail or e-mail meeting notices two weeks in advance of the meeting (Mailing labels
are available from the state office in Austin.)
B. The region secretary can act as a reporter of more than the necessary region
meeting information. Any event which involves a member (honors, awards, disasters,
new facilities, etc.) is of interest to the TNLA membership. The region secretary
should keep an ear out for news, and pass it along to the editor of TNLA GREEN. One
of the ways TNLA can make members feel a sense of belonging is by printing their
names in their Association magazine.
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C. Bulletins /Newsletters
A strong region has an informed membership. It is recommended that the region
regularly communication to each member. The communication should be brief, giving
information about the regional meetings, training, new member listings and other
activities. TNLA headquarters will gladly assist you with this communication effort.
We will help you maintain a dynamic webpage and provide you with current mailing
lists.
The treasurer keeps all financial records and moneys of the organization, signs all
checks, and prepares and submits required reports to the state office. The treasurer
is appointed to the Board. They may participate in discussion, but are not entitled to
vote on issues before the Board. The regional treasurer’s job is largely a matter of
doing things at a given time. Keeping records, depositing checks, etc.

TNLA office staff is available to assist you with your region’s financial reports. If you prefer, just forward your bank statements and
transaction logs to the accounting department and we will take care of your reconciliation.
Region Board Director Responsibilities
In every successful region, someone provides broad, overall guidance. If your region
follows the association’s accepted principles, that “someone” is your region board of
directors. The directors can be the key to success. They counsel, confirm and decide.
They should never take over the duties of the committees, but should make decisions
based on the findings of the committees.
Some Duties Cannot be Delegated.
The region board has certain duties that cannot be delegated to the general
membership. It has an obligation to hold its own meetings (preferably prior to the
regular regional meetings). It should carefully review any business to be brought
before the general membership. It should study and make decisions concerning
routine expenses. It should objectively and dispassionately consider all
controversial items before these subjects are presented at a general meeting.
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The Eyes and Ears of TNLA
The majority of your members may show considerable indifference toward the affairs of
your region. Typically, if they do not like the way the Association is being administered,
they simply drop out. Directors should be aware of any ill feelings toward the
Association. They should anticipate this dissatisfaction and be able to deal with it before
it results in the loss of even one member.
In a more positive way, the regional board of directors has the opportunity and an
obligation to take an active role in guiding the region. It should confirm decisions, major
goals, changes and policies. It should make a determined effort to work with the
chairman in all matters relating to the region.
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INSTALLATION CEREMONY

The installation of regional officers is important, so take the time to do it right and
make the most of this opportunity. The installation meeting is the responsibility of the
outgoing chairman.
Planning the Installation
Start preparations at least two months in advance with the appointment of an
installation meeting chairman who can also appoint assistants. Some of the duties to be
performed include:
• Secure a satisfactory location that will handle the anticipated
attendance. Beware of outside or next-room noise. Does the
meeting room have a public address system? Does it work?
Make a check list and review every detail.
• Choose the menu and get a firm price for both the food and the
meeting room. Get it in writing.
 Plan for table or room decorations. If the budget permits, have a printed program.
What kind of program should you have? In addition to the very short actual installation
ceremony, this is a good opportunity to use an entertaining speaker or plan a dance or
other social event for the evening.
The following installation ceremony is written so that officers being installed do not
repeat the oath. All that is necessary is to answer “I do” upon request of the person
conducting the installation.
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OATH OF OFFICE

Installing Officer:
Please raise your right hand. (Pause)
As duly elected officers of TNLA Region ____, do you solemnly promise that you
will, to the best of your ability, uphold the responsibilities and duties of the
office to which you were elected? Do you solemnly promise to conduct the
affairs of this region so as to bring credit to the Association and each of its
members? Do you also solemnly promise to observe and uphold the by-laws of the
Association and this region? Finally, do you solemnly and publicly declare that
you will never use your office for any personal benefit or selfish gain? If your
answer to these questions is affirmative, please answer by saying, “I
do.” (Officers answer.)

I now declare you to be duly elected and installed officers of Region _____
of TNLA, for the year 20_____ to 20_____.
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KEYS TO SUCCESSFUL
VOLUNTEER LEADERSHIP
Thank you for assuming a volunteer leadership position with the Texas Nursery &
Landscape Association. Your demonstration of leadership skills as a professional,
entrepreneur or business owner has prepared you for your work in the TNLA.

The mission of the Texas Nursery & Landscape Association is "to enhance members’
business success through legislative/regulatory advocacy, education, networking, and
promotion of professionalism.”
Leadership in an organization such as the Texas Nursery & Landscape Association places
a more exacting test on leadership abilities than does leadership in other endeavors. And
some leadership techniques take on greater importance when you deal with volunteers.
Particularly important to remember is that you are a leader of equals. In TNLA the boss/
subordinate relationship that is customary in the professional and business world does
not exist. You have been honored by your peers to lead the Texas Nursery & Landscape
Association in the accomplishment of its mission. The dynamics of volunteer leadership
are unique. The following pages are provided to help you be successful in dealing with
the unique challenges of working with a volunteer organization. Good luck on a
rewarding journey with the TNLA.

YOUR JOB AS A VOLUNTEER MANAGER
Your job is basically that of a manager. What is the definition of "management?" It is
simply "getting things done through people." Since you will not be able to do the job by
yourself, your first responsibility is to appoint and actively involve a Vice Chair. For the
Vice Chair to be most effective, the following principles should be applied:
1. Should be involved in all phases of decision making;
2. Should be involved in the selection and appointment of all members;
3. Should be assigned some task‑specific responsibilities, ie, records and reports; and,
4. Should be training for future leadership.
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VOLUNTEER MANAGEMENT/SUPERVISION
Work closely with your Vice Chair and members to insure that each job is done. You have
delegated the authority to members to conduct certain activities; however, the
responsibility still rests with you.
ASK QUESTIONS
Asking the right questions is one of the keys of good management. Asking the right
questions will better enable someone to do his/her job. The wrong question creates
additional work for you, as the Chair. This section includes some ideas and techniques to
assist you in supervising your members. Two principles which are very important are:
1. Seldom assume. Generally,‑when most management problems arise, it is when we
assume someone is doing something. We assume the assigned task is being
accomplished. We need to check, double check and recheck to insure that activities are
being completed on schedule.
2. Be specific in your questioning to define problems at an early stage while there is still
time to take corrective steps.
THE RULE OF THREE
There is a well-known working formula known as the "Rule of Three." This simply states:

One‑third of all the people recruited to do a job will do the job, and do it well with little
assistance; another third will do the job, but they will need to be reminded and
encouraged; and one‑third tend not to do the job at all.
Good supervision and probing questions on your part can significantly help to reduce the
one-third who tend not to follow through and do their job.
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CONDUCTING EFFECTIVE MEETINGS
Elements of a productive meeting











Starts and ends on time
Accomplishes the purpose for which it was held
Time is not wasted
Presenters are prepared
Leader controls the meeting, sticks to the agenda, controls disrupters
Everyone participates in the discussion
Decisions are made
Persons are chosen to implement the decisions
Realistic timelines and check points are set
Plans are made for evaluation and follow‑up

Follow-up

TO HAVE EFFECTIVE MEETING FOLLOW‑UP, THE CHAIR MUST:
1. Assign Tasks
Everyone needs something to do, or they will not feel it necessary to attend the meeting.
Each member should know precisely what is expected of him/her. He/she should also
know how his/her tasks relates to the whole.
2. Determine Strategies
Assist each other in designing realistic plans for getting your best plans past all
obstacles and into practice.
3. Suggest Resources
The secret of good education is not what you know, but knowing where to find what you
need to know.
4. Set Timetables
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Time can be the greatest adversary of your committee unless you know well in advance
when each phase of the committee's work is due. The Chair is responsible for seeing that
each project is divided into manageable sizes. That responsibility also includes setting a
due date in advance for each phase.
5. Communicate Regularly
Keep in touch regularly with your committee. It is essential to good follow‑up.

6. Express Appreciation
Successful completion of a committee project depends on the cooperation and efforts of
many people. The type of thank you, of course, depends largely on the budget. If ample
funds are available, the appreciation could include a framed certificate.

COMMITTEES
One of the greatest temptations of any chairman is a natural tendency to want to do
everything oneself. There is absolutely no way to do this, be a leader, and maintain
sanity. The chairman has to have help, and that’s where committees are needed.
Regardless of its size, no region can function without committees. Committees are useful
for several reasons:
• Committees are a proven method of involving members in the
necessary work of the region.
• Committees are the safest approach to many regional problems.
• Committees are the “proving grounds” for tomorrow’s leaders.
• Committees frequently do an excellent job of “selling” their
decisions.
Members Like to Feel Wanted
All members, particularly new members, like to know that they are needed. Moreover,
most of them like to be asked to serve on committees. That doesn’t always mean they will
accept an assignment, but keep in mind, they like to be asked. Many will even get upset if
they’re not given something to do.
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Committees Develop Leaders
Committees should provide your region with enough prospective leaders to keep it moving
forward. Members serving on committees gain an insight into the problems and goals of
your region. Your Nominating Committee should be furnished a list of all committee
members.

One of the most important committees to be appointed by the chairman is the Nominating
Committee. This is the committee that puts together the slate of potential candidates for
the following year. When selecting leaders, the Nominating Committee should consider
eligibility, personal qualifications, reliability, and experience. The committee should
contact the person who is being considered for office and determine their willingness to
serve. The candidate should be informed about the time and resources needed to fulfill
the responsibilities of the office and affirm that they can make that commitment. When
all the potential candidates have been contacted, the chairman of the Nominating
Committee is responsible for putting together a list of nominees to be read at the general
meeting.

Think Small
One final word about committees: As a general rule, the number of members on a
committee should be kept as small as possible. The larger the committee, the more
unwieldy it becomes.
The “bottom line” of your invoice indicates whether or not you have made a
profit. The bottom line of a regional meeting – for your member – is whether the meeting
was worth the time spent. If the member feels it was worth the time, chances are they
will come back.

GETTING PEOPLE TO REACH A DECISION
One of the most difficult tasks you may face as a presiding leader is to handle a
decision‑making session, especially one involving significant differences of opinion and
strong feelings.
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KEEP TO BUSINESS
As Chair, it is your responsibility to keep the meeting on schedule and to allow all views
to be heard without excessive verbiage and without giving anyone the feeling of being
ignored or cut off. Being a good listener is probably your greatest asset here.
If you pay specific attention to a member's view, and if you show genuine interest in what
the member is saying, it will reduce the tendency that many people have to talk on and on
just to be sure that they are making an impression.
In addition, the Chair's attitude is important, A lackadaisical approach gives an impression
of lack of focus and encourages aimless discourse. The presiding officer is obviously
paying attention and obviously cares whether things proceed with dispatch and in a
business‑like way, the members will tend to respond accordingly. It doesn't hurt to
remind committee members that everyone's full participation is wanted but that brevity is
appreciated.

STARTING ON THE RIGHT FOOT
As you begin each topic on which a decision is to be made, state the issue to be decided as
simply and clearly as possible. Give an impartial review of known alternatives. Give or
ask someone to find whatever background information is needed to make an informed
decision. If you are going to call on others for this purpose, alert them beforehand, so
they will be ready. Doing so is not only a courtesy, it also tends to improve the
effectiveness of the presentations.
WRAPPING UP
By way of moving toward a decision, the Chair should summarize positions and offer any
final observations that have not been brought up earlier. Invite members to correct your
statements if you have misrepresented their views. The easiest situation, fairly common in
committees that work well together, is one where a consensus emerges in the course of
the discussion.
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Where different views remain, it is necessary to bring one issue or the other to a vote
according to whatever rules of procedure the committee uses. In any case, it is the
responsibility of the Chair to see that the matters being voted on are clear to all
concerned.
After the decision is made, the Chair may appropriately summarize the consequences of
the decision and make sure everyone understands what steps must be taken in order to
implement it.
Emotional attachments to points of view enliven the proceedings and give a sense of
importance and interest to the affairs of the committee. A dignified toleration of
opposing outbursts will serve well in most cases.
Emotional reactions to persons is quite another matter. the Chair must move quickly to
make clear that this is not the place for such expressions. The Chair may remark that the
purpose of the discussion is to examine the merits of the issue, not to engage in personal
disputes.

An objective summary of the actual points of view minus the personal references may
also help to get everyone's thinking back onto the right track.

CONSENSUS BUILDING
You have achieved CONSENSUS DECISION when all members of your group support the
decision, though it may not be exactly what each of them wants. Consensus decisions are
better than decisions arrived at through voting or executive order. Getting buy-in is key.
This makes implementation much easier. Here are some " DO's" and "DON'Ts" for volunteer
leaders working for consensus.
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DO:
Get all your assumptions and issues "on the table."
Get everyone to participate, and listen to everyone's input.
Use problem solving techniques.
Get all the data you can on the issue.
Make sure all people affected by the decision help make the decision.
Look at disagreements as opportunities to get new points of view.
Consider all the alternatives before jumping to a solution.
Decide the criteria for a good solution before discussing the solution.

DON'T:
Come to easy, early agreements.
Vote. (Although "straw votes" are OK).
Compete or argue strongly for extreme positions.
Make "executive decisions" if you can avoid it.

Talk about solutions until everyone agrees on the problem.
Allow the group to attack one person's ideas.
Be negative.
Discourage divergent points of view.
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REGION BYLAWS
TEXAS NURSERY & LANDSCAPE ASSOCIATION
All TNLA Regions operate under a common set of bylaws adopted by the TNLA State Board of Directors.
ARTICLE I - NAME
This organization shall be known as Region ____ of the Texas Nursery & Landscape Association (TNLA).
ARTICLE II - OBJECTIVES
The objectives of this Region shall be to promote the objectives and goals stated in Article II of the TNLA bylaws: To
aid and contribute to the education of its members and the general public by providing better methods of growing,
distribution, installation, and maintenance of horticultural products; to enhance personal relationships of its members; to inform the members of governmental activity, state and national, which affect the industry, and to be an advocate with Texas governmental entities on behalf of the industry as directed by the state office.
ARTICLE III - MEMBERSHIP
The membership of this Region shall consist of all TNLA members located within the designated counties listed below. Membership in Regions shall be according to Article IV of the TNLA bylaws. Members of the Regions shall be
classified and have the same rights and duties as provided in Article IV of the TNLA bylaws. Only members of TNLA
shall be eligible for membership in this Region.

REGION I
Atascosa
Bandera
Bee
Bexar
Blanco
Calhoun
Comal
Dewitt
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Dimmitt
Edwards
Frio
Gillespie
Goliad
Gonzales
Guadalupe
Jackson
Karnes

Kendall
Kerr
Kinney
LaSalle
Lavaca
Live Oak
Maverick
McMullen
Medina

Real
Refugio
Uvalde
Val Verde
Victoria
Wilson
Zavala
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REGION II
Angelina
Austin
Brazoria
Brazos
Chambers
Colorado
Fayette
Fort Bend
Galveston
Grimes
Hardin
Harris
Houston
Jasper
Jefferson
Leon
Liberty
Madison
Matagorda
Montgomery
Newton
Orange
Polk
San Jacinto
Trinity
Tyler
Walker
Waller
Washington
Wharton
REGION III
Anderson
Bowie
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Camp
Cass
Cherokee
Delta
Franklin
Freestone
Gregg
Harrison
Henderson
Hopkins
Lamar
Limestone
Marion
Morris
Nacogdoches
Navarro
Panola
Rains
Red River
Rusk
Sabine
San Augustine
Shelby
Smith
Titus
Upshur
Van Zandt
Wood

Grayson
Hill
Hunt
Kaufman
Rockwall

REGION IV
Collin
Dallas
Ellis
Fannin

REGION VI
Andrews
Armstrong
Bailey
Baylor

REGION V
Archer
Bosque
Brown
Clay
Comanche
Cooke
Denton
Eastland
Erath
Hamilton
Hood
Jack
Johnson
Montague
Palo Pinto
Parker
Somervell
Stephens
Tarrant
Wichita
Wise
Young

Borden
Brewster
Briscoe
Callahan
Carson
Castro
Childress
Cochran
Coke
Coleman
Collingsworth
Concho
Cottle
Crane
Crockett
Crosby
Culberson
Dallam
Dawson
Deaf Smith
Dickens
Donley
Ector
El Paso
Fisher
Floyd
Foard
Gaines
Garza
Glasscock
Gray
Hale
Hall
Hansford
Hardeman
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REGION VI (cont.)
Hartley
Haskell
Hemphill
Hockley
Howard
Hudspeth
Hutchinson
Irion
Jeff Davis
Jones
Kent
Kimble
King
Knox
Lamb
Lipscomb
Loving
Lubbock
Lynn
Martin
Mason
McCulloch
Menard

Midland
Mitchell
Moore
Motley
Nolan
Ochiltree
Oldham
Parmer
Pecos
Potter
Presidio
Randall
Reagan
Reeves
Roberts
Runnels
Schleicher
Scurry
Shackelford
Sherman
Sterling
Stonewall
Sutton
Swisher
Taylor

Terrell
Terry
Throckmorton
Tom Green
Upton
Ward
Wheeler
Wilbarger
Winkler
Yoakum
REGION VII
Aransas
Brooks
Cameron
Duval
Hidalgo
Jim Hogg
Jim Wells
Kenedy
Kleberg
Nueces
San Patricio
Starr
Webb

Willacy
Zapata
REGION VIII
Bastrop
Bell
Burleson
Burnet
Caldwell
Coryell
Falls
Hays
Lampasas
Lee
Llano
McLennan
Milam
Mills
Robertson
San Saba
Travis
Williamson

ARTICLE IV - OFFICERS
Section 1. Officers. The officers of the Region shall be chosen from the voting membership of that Region and
shall consist of at least a Chairman, Vice Chairman, and Past Chairman. Chairman and Vice Chairman are elected for
a term of one (1) year. Past Chairman is filled by automatic progression from Chairman. Any officer may serve
multiple terms but no officer may serve more than two consecutive terms in any one position.
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Section 2. Chairman. The Chairman shall call and preside at all meetings of the Region, enforce the rules and
regulations of the Region, and appoint committees as needed to carry out the work of the Region. The Chairman
shall certify to the State Chairman of TNLA the results of any election and cause a copy of the minutes of each
meeting held within the Region to be forwarded to the TNLA central office after any meeting or election is held.
Section 3. Vice Chairman - The Vice Chairman shall perform the duties of the Chairman if the Chairman is absent,
incapacitated, or refuses to perform and such other duties as may be assigned.
Section 4. Immediate Past Chairman - The experience and expertise of the Immediate Past Chairman shall be used by the
Board of Directors to benefit the Region.
ARTICLE V - BOARD OF DIRECTORS
Section 1. Board Description. In addition to the Officers, there may be a Board of Directors should the region deem
it necessary to fulfill the activities of the Region. The Board of Directors shall consist of representatives from
the various Business Categories as identified in Article IV Section 1a of the TNLA bylaws, and the current State
Region Director. Region Directors shall serve two-year staggered terms. If there are insufficient members in the
Region in any category, that category position may be left vacant.
Section 2. Treasurer. The State Region Director shall appoint a Treasurer for the Region. The Treasurer shall be
accountable to the State Region Director and provide timely reports to Region Board of Directors. The Treasurer
is an ex-officio member of the Board with no voting privileges.

Section 3. Eligibility. Only members as defined in Article IV of the TNLA bylaws shall be eligible to serve as an Officer or
Director. No person shall be eligible to serve as an Officer or Director, unless the individual or their company has
been a member of TNLA for two (2) years immediately preceding their election. Also, no person residing outside of the
Region shall serve as an Officer or Director .
Section 4. Election Process. The Chairman shall appoint a Nominating Committee of at least three (3) voting
members who shall select and present a slate of nominees for the Region Officers, State Board of Directors (as
needed) and Board of Directors (as needed). The Committee should strive to have a representative Board of all
Business Categories. Election of the Region Officers and Board of Directors, with the exception of the State
Region Director, shall be done at the Region’s Annual Business Meeting. State Region Director is done by ballot
through the state central office. In addition to the slate presented by the Nominating Committee, nominations may be
made from the floor at the Annual Business Meeting. Officers and Directors shall take office on March 1
following their election. Election shall be by a simple majority of members present and voting at the Region Annual
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Business Meeting.
Section 5. State Region Director. A representative of the Region shall be nominated by the Region Nominating
Committee and elected to the TNLA State Board of Directors as State Region Director in the manner stated in
Article VII Section 5 of the TNLA bylaws. The State Region Director shall serve a two-year term and shall be elected
by the membership at large of the Region by ballot conducted by the state office. Each shall be limited to three
consecutive two-year terms. After completing three consecutive two-year terms there must be a one year break in
service before being considered for another term. This term limit does not apply to moving to Chair Elect. If
possible, the Region Nominating Committee shall nominate two (2) nominees for the office of State Region Director.
Nominations shall be reported to the state office prior to November 15 each election year.
Section 6. Vacancies. If a vacancy occurs among the Region Officers or Board of Directors, the Region Board of
Directors shall appoint by simple majority vote of the Directors present and voting at a duly called meeting, a
successor to fill the remainder of the term. Filling a vacancy in a Board of Director position is optional. The
current governing body can choose whether to fill or wait till the following annual election. A vacancy in the
position of State Region Director will be filled by election by ballot conducted by the State Office. In the event of
a vacancy in an unexpired term of office the position of State Region Director, the State Executive Committee, in
consultation with that Region’s Board Chair, shall appoint an individual to fill the unexpired term.
Section 7. Removal from Office. Any Officer or Director may be removed from office by the Region Board of
Directors by a two-thirds (2/3) majority vote of the Directors present and voting at a duly called meeting for
neglect of duty or malfeasance.
ARTICLE VI - DUTIES OF BOARD OF DIRECTORS
Section 1. General Responsibility. The Officers and the Board of Directors, if applicable, shall be responsible for
the affairs and actions of this Region unless otherwise specifically provided herein. No action by the Officers or
Board of Directors on any matter may be taken unless approved by a simple majority of the Officers and Directors
present and voting at a duly called meeting.
Section 2. Treasurer. The Treasurer shall keep all records and moneys of the Region, and prepare and submit
required reports to the State Office.
Section 3. Business Category Directors. Business Category Directors shall also act as the Nominating Committee
for the State Business Category Directors.
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Section 4. The Officers and Board of Directors shall perform all other duties as required by the TNLA bylaws and
by the bylaws of this Region.
ARTICLE VII - MAIL BALLOTS
Mail balloting may be conducted from time to time to carry out the business of the Region. The following guidelines
will be used:
(1) A mail ballot shall contain the necessary information to fully inform the membership of what the ballot
purports to do.
(2) A mail ballot will be mailed to the appropriate voting membership at least thirty (30) days prior to the specified
voting deadline.
(3) A ballot not postmarked by the voting deadline will not be counted.
ARTICLE VIII - MEETINGS
Section 1. Membership Meetings. There shall be at least two (2) regular membership meetings of the members of the
Region each year. Special meetings may be called by the Chairman. The Chairman shall call a special meeting if
requested to do so by four (4) members of the Region Board of Directors. Notification of any meeting must be given
by the Chairman to all members of this Region not less than ten (10) days prior to such meeting.
Section 2. Annual Business Meeting. One of the Region meetings shall be called the Annual Business Meeting. The
Annual Business Meeting shall be held prior to December 31 each year. Other meetings may be at a time or times
determined by the Region Board of Directors.
Section 3. Special Meetings. The Chairman may call special meetings of the Region Board of Directors at any time.
The Chairman shall call a special meeting of the Board of Directors if requested to do so by at least four (4)
members of the Board of Directors. Notice of any special meeting of the Board of Directors shall be given to all
Directors at least forty-eight (48) hours prior to such meeting.
ARTICLE IX - QUORUM
Section 1. Membership Meetings. At any regular, annual or called meeting of this Region, duly called with proper
notice given to all members, those voting members attending such meeting shall be a quorum.
Section 2. Region Board of Directors. A quorum of a meeting of the Region Officers and Board of Directors shall
consist of a majority of possible attendees. No business may be conducted at a meeting of the Officers or Board of
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Directors unless a quorum is present.
ARTICLE X - FINANCIAL
Section 1. Funding. No dues shall be collected directly by this Region. Funds for the maintenance and operation of
the Region shall be provided by remittance from TNLA as provided in Article XI Section 3 of the TNLA Bylaws. Special
projects may be funded by activities carried out by the Region, however, all fundraising activities must be preapproved by the State Board of Directors.

Section 2. Responsibility. Complete records of receipts and disbursements shall be maintained by the Region. A
monthly financial report shall be submitted to the State Office by the 15th of the month in a form prescribed by
TNLA. Each Region is responsible for its own fiscal management, including payment of debts incurred by the Region.
Section 3. Authority. All checks on Region funds shall be signed by such persons as the Region Board of Directors
may from time to time designate.
Section 4. Fiscal Year. The fiscal year of the Region will end on the last day of February of each year.
ARTICLE XI - PROCEDURE
When not in conflict with the bylaws of this Region, Roberts Rules of Order Newly Revised shall control the
procedure of any meeting of the Region or its Board of Directors.
ARTICLE XII - LIMITATIONS AND RESPONSIBILITIES
Section 1. Authority. A Region may operate and be identified only as a Region of the Texas Nursery and Landscape
Association and shall not at any time purport to represent the Texas Nursery and Landscape Association.
Section 2. Reports. Each Region shall provide a summary to the TNLA State Office of its activities, along with
copies of minutes and financial reports covering the preceding year, as directed by the State office.

Section 3. Logo Use. TNLA shall furnish to the Region a written policy regarding the appropriate use of the TNLA
logo. Regions are required to follow the provisions of the logo use policy and may not adopt alternative logos.
Section 4. Financial. The Region shall use its funds only to accomplish the objectives and purposes specified in
these Bylaws and no individual member of the Region shall have the rights or interest in or to the property or assets
of the Region. All resources of the Region are defined by law to be the resources of the TNLA, and may not be used
for any purpose that is detrimental to or in competition with the State Association.
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Section 5. Meetings. Each Region shall have the right to hold meetings and conduct programs for the benefit of
Region members, as long as they are compatible with the purposes and objectives of TNLA.
Section 6. Policies. In order to ensure consistency in the state organization, Region policies and public positions
shall be submitted to the State Board of Directors prior to adoption and shall not conflict with published position
statements of TNLA. Contact the state office for a full list of the official TNLA positions.
ARTICLE XIII - AMENDMENT
These Bylaws may be amended only by the TNLA State Board of Directors.
ARTICLE XIIII – Effective date October 17, 2013
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MEMBERSHIP RECRUITMENT
One necessary ingredient for any successful endeavor is enthusiasm! In fact, the degree
of success is directly proportional to the degree of enthusiasm!! In sports, in business, at
home, on the job or as an Association officer, enthusiasm counts.
Belief, Understanding, Desire = BUD
Although enthusiasm is absolutely free and available to everyone, it is a rare quality because
few people ever discover that it is the key to success. Enthusiasm is generated from within
the person. It comes from these three things:
BELIEF - A strong belief in the importance of the job at hand.
UNDERSTANDING - A good understanding of the ways to get the job done.
DESIRE - A burning desire to do the best job possible.
Remember the word BUD. If the BUD is present, it will produce the FLOWER OF
ENTHUSIASM.
Growth List
Some successful strategies for growth:
1. Appoint a Membership Chairman and Committee.
2. Have a report on membership growth at each
business meeting. (This is most important.)
3. Encourage members to bring prospective members to
the meetings.
4. Set a goal for membership growth in the region. (We
suggest at least two members per present member.)
5. Make a list of prospective members in your area
(using the telephone book and recommendations from
members, or request a list of prospects from the
TNLA office).
6. Present the completed list to the region and ask each
member to be responsible for contacting at least two
prospects.
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Membership Program Never Ends
A membership program never ends. Each member should look upon each business day as a
membership drive. Every member should be equipped to tell prospective members what the
Association is about and what the region is doing. At every opportunity, point out what TNLA
is doing for its members. Keep reminding the members that their membership is a good
investment that is paying off in benefits for them.
Special Membership Drive
While each day should be considered “Membership Drive Day,” special times should be
systematically programmed for seeking out new members. The Region Officers may want to
set up special contests or incentives for members to solicit new members. Promote the
membership drives sponsored by the state Association.
Strength in Numbers
Keep your region “growth-minded” because each member adds strength to the Association’s
legislative efforts. In addition, as the Association grows, it develops more resources for
dealing with the problems that face today’s green industry businesses.
Everyone benefits when a new member is added to the rolls.
Regions Benefit
Regions also benefit from new members because the new member:
• Adds fresh ideas to the regional meetings
• Strengthens the region through increase in numbers
• Promotes new friendships and understanding among
members
• Improves the image of green industry businesses in the
Community
 Increases region financial strength because a portion of each member’s dues is rebated
to the region to use in their educational efforts
NOTE: TNLA and its regions are inseparable. If you join, you are a member of both the state
and region automatically. There is no such thing as region-only membership.
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Membership Campaigns
Check the number of members you have had over the past three years. Has there been an
annual increase in the number of members? As an officer, what are your ideas to recruit
members? Planned membership campaigns in your region can be very effective if the regional
officers are excited about them. You may have an idea that would make a successful
membership campaign. If so, use it, and pass it on to other regions. Here are some
suggestions for membership campaigns.

Suggestion
Divide the members into two or more teams. Appoint a captain for each team. Have a contest
to see which team can enroll the most new members by a certain date. Have a reward for the
winning team furnished by the losing team(s).
Suggestion
Have members sign an I.O.U. for one non-member. This I.O.U. would have to be redeemed by a
certain date. The Region Officers would set a penalty for those who do not redeem their
I.O.U.s by that date.
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TNLA DATABASE
The TNLA membership and prospects databases are maintained at the state office. The
database is updated daily and backed up offsite for the Association’s protection. An
Association’s database is one of its most valuable assets and TNLA manages its database with
that in mind. It is essential one central database be used and changes and updates be reported
to the state office. If you know of a change, never hesitate to let the state office know. It is
better to report a change twice than to neglect to have the change made. The database
contains all members, current and past for a specific period of years, the promotional
database for the trade show (in excess of 29,000 names), all TCNP, TMCNP, TCLP, and CLT
information, product information for the Membership
Directory and Buyers’ Guide, and the magazine email list. As we said, changes are made daily, so
it is important to request mailing labels for regional events within a week of the time you
anticipate doing a mailing. All mailings should be done from the central
database and no regional databases should be retained. The state office uses software which
enables mailings to be done at the lowest postal rates, and which regularly updates such
things as zip code changes automatically.
When sending meeting notices to members, TCNPs, TMCNPs, TCLPs, and CLTs should be
included. They are highly motivated to attend region meetings because they get CEU
recertification points for them. Region meetings are an easy way for them to get their points
without having to travel great distances, pay high registration fees, stay overnight, or incur
other travel-related expenses. Including them in the mailing also expands the region’s pool
of individuals from whom to select committee members and volunteers.
When requesting labels, each of the above groups is combined into one set of labels, so that
if an individual is the member contact, a TCNP, and a TCLP, his/her name will appear only once
on the labels instead of three times.

All sets of mailing labels include the TNLA Board of Directors, the TNLA office, and all
regional chairmen. These names usually appear on a separate list. This inclusion is for the
purpose of keeping all of the membership informed and creating unity in the organization.
Don’t think the names are there by mistake – they will always be included on the sets of
labels.
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APPLICATIONS
Keep a supply of membership applications on hand. You may request them from the Association
office in Austin. Use the application and a copy of the Association magazine and the Member
Directory & Buyers’ Guide to help explain TNLA and enroll a new member. Remember! You are
not asking for a donation! You are offering prospects an opportunity to help themselves.

MEMBERSHIP RETENTION
Region officers are the first line of defense in preventing erosion of membership. Getting
a new member is only half of the job. Region officers need to:
• See who does and does not attend meetings and be in contact with those who do not.
Find out why they don’t come.
• Seek out those who do not participate in Association events and invite them
personally.
• Be aware of issues that may be causing dissension and let the state office know
about them.
TNLA dues are due March 1st of each year. Members who do not renew should be
contacted tactfully. It may be that the member is ill, or has forgotten to pay, or a number of
other things. This personal contact can jog the memory, or provide a chance to rejuvenate
the member’s enthusiasm. If the member is displeased with the Association, this call is a chance
to find out why. Sometimes all that is needed to keep a member is knowing that someone cared
enough to call.
Membership Retention Committee
This committee may be chaired by a past officer of the region or the vice president. The
chairman should be provided with names of members who have not renewed or who are not
attending meetings. Being diplomatic is important. Timing and persistence can be just as
important. Members are our customers and, like customers, it is more cost effective to keep
the ones you have than it is to bring in new ones.
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Questions and Answers
Below are frequently asked questions about membership retention.

Question: Why do most membership drops occur during the first year of membership?
Answer: This is a very critical time for the new member. He or she doesn’t yet feel a part of the Association.
Marketing research shows the time a new car buyer reads the most ads is right after they bought a car. They
are reassuring themselves that they spent their money well. A new member needs that same reassurance.

Actions:
•
Set up a New Member Committee in each region.
•
Every time a new member is enrolled, notify the committee.
•
Appoint a shepherd to follow up with each new member. This shepherd would call the new member
about the next meeting (and pick him/her up if possible) and then see that he/she is introduced to the other
members.
•
The committee should also see that the new member knows about the Association programs, ask what
committees are of interest, and get them involved as soon as possible.

Question:

What’s the main reason for membership drops?

Answer: The one biggest cause of membership drops is non-participation. The member who does not
participate in the regional meetings, Association meetings, or Association services, is the most likely to drop
membership.

Actions:
•
Encourage all members to participate in Association activities.
•
Appoint the new member to a committee.
•
Promote Association services such as the trade show, seminars, and certification at region meetings.
•
Always send meeting notices two weeks before the meeting. Set
up a telephone committee to call all members the day before, or the day of, the meeting. Remember, we all
like to feel we belong.

Question: What can you do about a member who drops out or is about to?
Answer: First, call on the member personally and ask why. The reason given tells you what action to take.
Actions:
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•If the reason is lack of interest, you may want to review the benefits of membership.
 Ask the member who initially sponsored or recommended the dropout to make a
personal contact.
•Notify the state office and TNLA staff will provide additional support.
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2014-15 TNLA Membership Dues ( & Renewal Statement)
Business Member Rate Table for
Annual Dues in
in state members is based on
Gross Annual Sales includes all
US Dollars
sales at all locations in Texas

Less than $250,000 annually

Between $250,000 and $750,000
annually

Other Member Types:

$325

Outlet: $90. per outlet = One operating facility, owned by the Primary Business,
must join as an Outlet member in each Region where a facility exists.

$525

Associate: $90. = Individual employed by business member; or an individual
employed by company that does not qualify for any other type of membership.

Between $750,000 and $1.5 million annually

$630

Between $1.5 million and $3.5 million annually

$950

Government Employee $25. = Individual employee or facility of any government
or academic institution that does not sell horticultural products or services. Note: Employees of government entities that sell horticultural products or service must join as
business member.
Student $10. = Please submit proof of enrollment with membership application.

Between $3.5 million and $6 million annually

$1,275

Out of State and Not for Profit Business = $325. Note, Out of State with no facilities in Texas.

Greater than $6 million annually

$1,575

Membership dues are due the end of February each year. Call 800-880-0343 or
write membership@tnlaonline.org for calculating assistance.

Then:
Please select the appropriate membership type and corresponding dues amount using the table above:
MEMBERSHIP:

$_________

Circle one: Primary Business, Out-of State, Associate, Government Emp, Educator, Student

Additional Outlet Member:

$________

Complete membership application for each Outlet; $90 each, not prorated. (include name
of Primary Business Mbr. on each form)

Website Hotlink
E & R Foundation

$________
$________

$35 full fiscal year, not prorated
Contributions are tax deductable under Section 501(C)(3) of IRS code 1986

TOTAL AMOUNT $_________________
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TNLA PROACTIVE
GRASSROOTS ACTIONS
The intent of this document is to empower local Regions and TNLA Members to respond
effectively to local issues that have a positive or negative impact on the Green Industry. The
importance of such a program may mean the life or death of your business and your annual
bottom line. Municipal and County regulatory actions may come about with little or no
warning, requiring immediate response. Taking time now to review this document and put in
place an action plan, will position you for an effective immediate response. The key to success
is proper planning, initializing of the plan, and having able volunteers to carry out the tasks.
Through your local TNLA Region, comprise a steering committee consisting of at least three
people who are willing to help set up the network. The core responsibility of this group is to
reach out to local community leaders prior to a crisis. Meetings should be set up with
County Commissioners, City Council Members, and County and City Staff who handle issues
important to your region. If possible, it is also important to obtain a working relationship
with your State Senator and State Representative. Water, labor and the banning of plants
are probably the largest issues that have the potential to do the greatest harm to our
industry, so make those your priority. At these meetings, you should explain the economic
impact the Green Industry has on the region/city, the jobs that are tied to our industry, and
the pro-active measures our industry uses. For example, discuss with your water utility the
water conservation best practices adopted by the Green Industry. TNLA State office can
provide you background on these issues. The most important part of this step is giving office
holders and their staff the background information about our industry and our concerns
prior to a crisis situation.
Also, take the time to meet with your local media representatives and explain the Green
Industry and the impact we have on a community. When an issue does arise, we need them to
contact our industry for comment and in depth background information. Note: Before
talking with the press, always contact the state office for background and assistance so the
Green Industry has a consistent message to the public. These visits are not a one-time thing.
Stay in touch with your contacts. Provide useful information to the press on a timely basis so
you become a trusted news source for them.
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After initial contacts have been made and a list of key contacts is developed, share this
information with your peers through TNLA Region Meetings, TNLA Region Newsletters and
email. Ask for volunteers to be added to the Green Action Team. Do not place a limit of
members on this team, because this will be the core part of the grassroots plan. These
volunteers will be responsible for tracking the actions of local governments and sharing
this information with the committee and others. Direct assignments should be made to
monitor local city council meetings, county commissioner meetings, and any political
subdivision meeting notices posted on the internet or local paper which would affect our
industry.
Once you have established your volunteers, collect their email addresses, home phone
numbers and cell phone numbers. This will allow immediate contact if action is needed.
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Scenario:
Local Municipal Water Restrictions on Nursery Products, Commercial and
Residential Watering – Stage 2 Restrictions
Local volunteers notice that the City Council is proposing water restrictions, which
primarily focus on the Green Industry.
Upon distribution of these measures to the steering committee and volunteers, give TNLA
Staff in Austin an assessment of the situation. Many things may be done from the state level.
TNLA can supply email lists, locally crafted talking points, and additional contact
information for your local area. Then a meeting should be set up to determine the
following things:
1. How will this affect our businesses? Determine potential job loss to the industry and
sales tax the city would be losing if implemented. What impact will it have on the entire
2. community? (For example: if landscape ordinances require landscaping on new
construction and a hold is put on watering, purchasers may not be able to take possession
of their property in a timely manner, which affects the construction industry.)
2. Is this proposal only targeting our industry, or is everyone being asked to cut back
equally?
3. Who should we contact? (Preferably the City Council Members and Staff you have
already visited with)
Once these questions are answered, and the conclusion is that action needs to be taken,
implement the grassroots movement.

In your activation of your grassroots, make sure everyone has a unified set of talking points.
The last thing we need is our industry saying different things at public hearings and in the
media.
At this point, it would be very important for the steering committee members to make personal
contact with the elected officials making the decisions. You will have already established
this relationship, so it should facilitate access. Express the “unified” comments and
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concerns, and continue to explain the impact this will have on the Green Industry.
Upon finishing these face to face meetings, contacting the volunteers should be the next
priority. Provide the talking points and the contact information of the elected officials who
are making the decisions. Explain to the volunteers that the most effective way to express
their views to the appropriate officials is by personal conversation, followed up with an
email or letter. Email alone is usually the easiest way, but not the most effective. But
sometimes a rapid response requires this method. If sending an email, stress that the message
should not be a form letter. A personalized letter adds a thoughtful touch and is more
likely to be read by the intended party.
A group representing the industry should attend all public hearings regarding the issue.
Steering committee members should be the primary speakers, repeating the agreed-upon
talking points. It would be wise to split the points up, so there is no redundancy. It is alright
if a few volunteers speak, but if you have too many saying the same thing over and over, you
lose the attention of those you are addressing. Do have volunteers present in the room. This
is a very important part of your success. Also, bring enough copies of your prepared remarks
to distribute to the group you are addressing. A day after your remarks are made, follow up
with the elected officials and ask if they have any other questions. By doing this, you show
true concern and it gives you another chance to get their attention.
At the conclusion of this issue (win, lose or survive), update all interested parties and
volunteers of the outcome. Make an effort to keep the group organized throughout the year.
By doing this, you will always have the ability to react quickly and effectively no matter the
circumstances.
Additional Advice on Strategy:

Do not say “No” to all proposals. Find the things you are unable to live with and address
those issues first and foremost. Be willing to compromise, but still maintain the integrity of
your objection. It will be important to accept some things you are not comfortable with, but
can manage. This will show a good faith effort on your part and possibly stop a rule or
regulation that would devastate the industry.
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The most damaging thing that can happen is for the industry to present conflicting stands on
an issue. If elected officials see this difference of opinion within the group, they will be more
apt to not listen and probably not address your gravest concerns. It is very important not to
focus on the small issues, because it will take away your bargaining power.
Always be polite when addressing elected officials and staff. Do not take harsh tones, do
not threaten, but come across as a really concerned business owner. Follow the guidelines
posted for their Public hearings, and always thank the people you address for taking the time
to listen to your concerns.
Throughout this process, TNLA Staff will happy to assist in any way possible. Some local
issues have the possibility of crippling our industry or may have implications that can spread
to have statewide affect. Other groups, associations and industries may share our common
concerns, so get organized, work together and be prepared to take the appropriate actions.

Outline of Actionable Items:
I.

Study TNLA Proactive Grassroots Actions and Share with Others

II. Comprise Steering Committee of at Least Three Members
III. Steering Committee to Meet with Locally Elected Officials and Staff to Obtain a Working
Relationship - Give Background Information on the Green Industry
IV. Contact Local Media Outlets to Explain the Green Industry and Our Issues

V. Share this Information with TNLA Members – Sign up Volunteers to be Added to the
Grassroots Organization – Obtain All Contact Information
VI. Appoint Volunteers to Monitor Political Sub-Divisions Actions and Proposals
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Action Needed:
1. Steering Committee to Notify TNLA Staff of Issues
2. Meet with Grassroot Volunteers – Assess the situation and Determine Actions
3. Notify TNLA Staff of Possible Actions
4. Develop Unified Talking Points
5. Steering Committee to Make Personal Contact with Elected Officials
6. Initiate Grassroots Movement - Contact by Volunteers to Elected Officials
7. Attend and Speak at Posted Hearings – Determine Speakers Prior to Event –
Bring Copies of Prepared Remarks

8. Follow up with Elected Officials a Day after the Meeting
9. Update Volunteers, TNLA Staff, and Interested Parties of the Outcome
10. Continue to Keep the Volunteers Engaged Throughout the Year
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TNLA Education Opportunities
One of our primary goals at TNLA is to support and enhance the skills of Green Industry
professionals by promoting the educational growth of our members and providing quality
education opportunities both in person and online. TNLA education events keep members
abreast of industry developments, help with staff and management training, and
generate employee enthusiasm.
Events
TNLA Business Management Workshop, held in conjunction with the Association’s annual
business meeting each January, is ideal for all Green Industry professionals interested in
networking and furthering their business knowledge.
Expo Education, held in conjunction with the Nursery/Landscape Expo each August, offers a
full day of education with special tracks targeted to every industry business category. All
levels of employees in every Green Industry business will find classes targeted to meet their
educational needs.
Periodically, TNLA hosts or sponsors Webinars designed to give members a quick briefing on
industry topics. In addition, TNLA Education Portal (Click.Go.Grow) is available for
continuing education on-line anytime.
Online Education
The Retail Nursery & Landscape Business Trainings are designed to educate professionals
in the nursery/Landscape industry by providing them with the knowledge and skills sets
needed to successfully do their job, as well as preparing them to achieve TNLA
certifications.
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The Texas Master Certified Nursery Professional (TMCNP) course is designed for nursery
professionals that have already achieved TCNP status. It enhances the intensive summary of
skills and knowledge that you have already achieved as a TCNP and updates that knowledge
with the latest information, research, and technology. The course consists of a series of
online modules presented by recognized authorities in their respected fields and helps
nursery professionals prepare for the TMCNP certification.
The LandscapePro Training provides landscape crew members training on First Aid and
Safety, Landscape Design and Plan Reading, Landscape Installation, Landscape
Maintenance, Maintenance Equipment, Pruning, Fertilizer, Irrigation, Pesticides,
Grading/Drainage/Erosion Control & Measuring with an Instrument, Paver Installation,
Turf Selection and Establishment Practices, and Landscape Equipment.
Risk Management. Working with the USDA's Risk Management Agency, Texas Nursery &
Landscape Association has created an easily accessible, online resource center for Green
Industry employees and employers. Lessons include risk management information for
employers and employees, as well as helpful links to risk related websites and supporting
information.
Tailgate Topics
Tailgate Topics is an educational program to help train landscape employees quickly and
easily. The Tailgate Topic Box provides valuable knowledge on topics such as: equipment,
equipment maintenance, fertilizer, formulas & measures, installation, irrigation, landscape
preparation, maintenance, pesticides, plants, pruning, safety & first aid, turfgrass, tailgate
topics training manual, Hunter Residential Sprinkler System Design Handbook, and the Best
of Texas Landscape Guide.
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Best of Texas Landscape Guide
The Best of Texas Landscape Guide is a soft cover book containing photos and
descriptions of approximately 350 plants that are most commonly available in Texas retail
nurseries. The plant list includes palms, azaleas, roses, container gardening, outdoor
tropical plants, houseplants, turfgrass, water gardening, and herbs. Low water use plants
are indicated in the plant listings, as are Texas natives. Developed by Texas Certified Nursery
Professionals, the book also contains practical advice on water conservation in the
landscape and basic planning, planting and maintenance information.
Career Opportunities
The nursery and landscape industry is full of exciting career possibilities for people with a
passion for growing, landscaping, designing, and more! We have created a Careers in
Horticulture Page on our website that will help interested individuals to find out more
about the exciting career opportunities in the Green Industry.

CEU Quizzes
CEU Quizzes are an opportunity for you to earn Continuing Education Units. Every quarter
we offer an article in Green Magazine that has a short quiz attached. Fill out the quiz and
submit it to TNLA to receive 1 CEU credit!
New to Business Packet
Individuals who are interested in “getting into the business” in Texas can request a New to the
Business packet from TNLA. Information to navigate the essential steps in opening a
business are contained within.
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Communications

TNLA has several communication vehicles available:
TNLAOnline.org
Region newsletter
TNLA Green magazine
Broadcast Email
Telephone network
Direct mail
Face-to-face
Please remember that all advertising sold in the regional newsletters is considered by the
IRS to be unrelated business income for the TNLA state association and must be reported to
the IRS. For financial details, see the finance section.
Information for TNLA Green or the TNLA web site can be sent to TNLA office, preferably by
email. Information needed is:
Listing of regional events
Any life changes in region members (marriages, new babies, deaths)
Any business changes for region members (new store, building burns down etc.)
Special recognition of employees or members for some community work
Special recognition of region for community project, etc.
General report on region meeting, who spoke, how many were there, etc.
TNLA Green deadline is 6-8 weeks prior to desired publication date (i.e. for the January issue,
deadline for final copy is due December 15th. Content ideas/working titles due December
1st).
.
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Website
There are dedicated sections on the website for each region. Any regional information can be
posted there and members need to be encouraged to visit that area frequently. Information
about TNLA events is available as soon as it is determined.
The Regions Main page has a state map that identifies the counties in each region. By clicking
on your region number inside either of the drawers, you can go to your region’s page and read
the latest newsletter and up-to-date information for your region.
Each region has a main page, leadership page, photos and More page, and growers’ map page
SEE APPENDIX FOR WEBSITE OVERVIEW!
Telephone network
This method is largely replaced by email, but still is needed sometimes to confirm
reservations, to remind of a special event, or as a special "how are we doing" poll of members.
Some regions have a regular telephone committee that calls prior to every meeting.
Direct mail
Most regions do limited direct mail due to cost. While special events may be promoted this
way, TNLA does not encourage the use of direct mail by regions as a regular strategy. Email is
the most effective.
Face-to-face

A new or prospective member will judge the organization by their reception in the first few
minutes of attending a meeting or event. We will be "friendly", "aloof" "cliquish"…. Every
member, but particularly officers, creates the community feeling of the organization, for
better or worse. Face-to-face information is also exchanged at your local service club or
business meeting organization meetings, in your contacts with local, regional, state, or
national governmental officials. The image of the association is established by the
cumulative effective of personal touch over time. Every face-to-face encounter counts.
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FINANCIAL REPORTING
One of the most important responsibilities of the region board of directors is financial
reporting. The treasurer is in charge of fulfilling this responsibility, with the State
Region Director acting in an oversight capacity.
In this section, you will find sample forms that are used in preparing the financial
reports. The TNLA’s state office accounting department must incorporate the regions’
finances into the Association’s records. Therefore, it is of utmost importance that these
reports be prepared correctly and filed with the state office in a timely manner.
The Tnla State Office would be happy to handle your financial reporting for you.
Contact the TNLA accounting department for the necessary information.
The Bank Account
When new officers take over, it seems practical to open an account in a bank more
conveniently located, but we suggest you maintain the existing bank account due to the
difficulty of opening a new one.
All region bank accounts must carry TNLA’s Federal ID No. 74-1192009. The region board of
directors must designate authorized signers for the account. The treasurer, chairman, vicechairman and State office comptroller should be designated signers. All region checks
should be signed by at least two of these individuals. The account should be set up with
end-of-month cut-off and, if possible, be interest bearing.
If your region decides to open a savings account, ask the bank to provide monthly statements.
If this is not possible, the state office requires a copy of the account statement as of
February 28 (29) since this is the end of TNLA’s fiscal year.
The Financial Report
TNLA’s fiscal year is March 1 – February 28 (29). Financial information for all regions must
be included in TNLA’s accounting records therefore, it is necessary you send your financial
report to the state office no later than the 15th of the following month from your due date.
Each region has different due dates and these reporting cycles are based on the previous
October region member counts.
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reporting due date breakdown by region for 2013-2014
Monthly Reporting – Region II and Region IV

Report Due Date:
Due by the 15th of following month
Bi-Monthly Reporting – Region I, Region III, Region V, Region VIII

Report Due Date:
March/April reports due May 15th
May/June reports due July 15th
July/August reports due September 15th
September/October reports due November 15th
November/December reports due January 15th
January/February reports due March 15th
Quarterly Reporting – Region VI and Region VII

Report Due Date:
March, April May reports due June 15th
June, July, August reports due September 15th
September, October, November reports due December 15th
December, January, February reports due March 15th
When you file your reports, a copy of the bank statement, checks and deposit slips for that
month should be attached. Keep the originals for the region’s permanent records. Be sure
you list the purpose of all transactions on your report.
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Year-End Financial Reporting
All region financial transactions are incorporated with the state office financial records at
year-end and are reported to IRS on the annual tax return. TNLA staff will compile year-end
financial reports for each region and submit them to TNLA’s contracted auditor. Therefore,
it is important that all reports are mailed to the state office by March 31st.
Other Financial Information
TNLA is a 501(c)(6) under the Internal Revenue Codes. Reg. 1.501(c)(6)-l defines as a
business league as an association of persons having a common business interest, whose
purpose is to promote the common business interest and not to engage in a regular business
of a kind ordinarily carried on for profit. Its activities are directed to the improvement of
business conditions of one or more lines of business rather than the performance of
particular services for individual persons. Since TNLA is a 501(c)(6), it is exempt from paying
federal income taxes. However, TNLA is not exempt from paying state/city sales tax.
If the region purchases a certificate of deposit, please submit a copy of the certificate or the
safe-keeping receipt to the TNLA state office. Any additional investment endeavors should be
discussed with the state office prior to any transactions.
If the region has a scholarship program, please be certain that you advise the state office and
submit a scholarship application with the recipient’s name, address and social security
number. Also include the amount of the award and the terms of payment.
Calendar Year Requirements
If the region pays an independent contractor or a non-incorporated business for services, a
W-9 form must be completed by the contractor/firm. At the end of the calendar year, the
treasurer must submit the W-9 form and amount paid to the contractor/firm to TNLA state
office. Should their payments exceed IRS threshold (currently $600) for 1099 distribution
then TNLA state office will issue a 1099 form to these persons/firms by January 31. TNLA
state office will submit copies of the 1099 forms to IRS by February 28 (29).
Financial institutions issue forms 1098 or 1099 showing the amount of interest paid during
the calendar year. Copies of these should always be sent to the state office as soon as
possible.
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Record Retention Requirements
The region records are the property of the TNLA state office permanent records. The state
office is required to keep bank statements, deposit slips, paid vendor invoices, general
ledgers, journals and financial statements etc. for at least six years. The region may send
their records for the past six years to the state office as support for the financial reporting
to IRS. If a region feels they need to refer back to previous year’s records, we suggest that
the region maintain possession of the current year and no more than two previous years of
business.

Help is Always Available
The region officers should remember that help is available in the state office. Should you
have any questions, never hesitate to call. Never postpone completing the financial report
because of questions or uncertainties. Please email info@tnlaonline.org or call
800.880.0343 for help. Remember, we are your staff and are always here to serve you.
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TNLA Staff Information
Administration
Amy Graham
Jo Tucker
Trevor Peevey
Nancy Sollohub

Direct Line
512.579.3850
512.579.3863
512.579.3861
512.579.3852

Email
agraham@tnlaonline.org
jotucker@tnlaonline.org
trevor@tnlaonline.org
nancys@tnlaonline.org

Legislative & Regulatory Affairs
Jim Reaves
Director, Legislative &
Regulatory Affairs

512.579.3851

jim@tnlaonline.org

Membership & Certification
Marisol Ybarra
Certification &
Membership Coordinator

512.579.3866

marisol@tnlaonline.org

Communications
Anna McGarity

Communications Manager

512.579.3864

anna@tnlaonline.org

Education
Cameron hill

Education Manager

512.579.3860

cameron@tnlaonline.org

Nursery/Landscape EXPO
Sarah Riggins
Director, EXPO Operations
Amy Prenger
Director, EXPO Exhibits
Mike Yelverton
Exhibits Manager
Dena Guerrero
EXPO Assistant

512.579.3854
512.579.3858
512.579.3859
512.579.3857

sarah@tnlaonline.org
amy@tnlaonline.org
mike@tnlaonline.org
dena@tnlaonline.org

Regions
Keith mclemore

Director, Strategic Initiatives

512.579.3853

keith@tnlaonline.org

Advertising Sales
Lance Lawhon

Advertising Sales

877-832-1881

lancel@tnlaonline.org
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President
Comptroller
Accounting Assistant
Executive Assistant
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TNLA’s Calendar year is March 1st thru February 28th.
All Region Requests for lists send to communications@tnlaonline.org or fax the request Attn: REGIONS (512) 280-3012 with 24 – 48 hours notice.
TNLA Chairman & President will attend one of your Region meetings during the year.
To put information on the website, send requests to communications@tnlaonline.org.
After each Region Board Meeting, send in Region Minutes to info@tnlaonline.org or
fax to Attn: REGIONS at 512-280-3012.
Membership, Certification, Tradeshow, etc… information can be downloaded off of the
website.
TNLA website – www.tnlaonline.org
TNLA Booth available to Regions (tabletop) with 72 hours notice. Shipping charges to
regions.
A list of other Region Officers are in your manual. This is list is accurate as of the
date it was printed.
Region Rebate Money will be sent out 4 times a year. To receive promptly, financials
must be kept up to date.
Financials be sent to the State Office on a regular basis. E-mail to info@tnlaonline.org or fax these to REGIONS at (512)280-3012. A calendar of the due
dates for financials is in your manual. Any questions about the Region Financials,
please contact the state office at 1-800-880-0343.
Certification questions – Marisol Ybarra, certificaion@tnlaonline.org
Membership questions – Marisol Ybarra, memebrship@tnlaonline.org
EXPO Information – 512-579-3857, expo@tnlaonline.org
Advertising Information – advertising@tnlaonline.org
Legislative / Regulatory – Jim Reaves, jim@tnlaonline.org
Publications – Darlene Lanham, Darlene@tnlaonline.org
Elections take place in the Fall. Chairman and Vice Chairman are one-year terms. All
Region Directors are on a two-year staggered term. There will always be two directors up each year. If your State Regional Director is up for election the TNLA State
Office will do the election for you by Ballot. Send in the Region Election form to
December 31st at info@tnlaonline.org
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APPENDIX
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