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Marketing and Advertising 
 
This role is for a committee full of creative minds – folks with some people skills and ideas – the 
artistic, the thinkers. This committee creates the advertising for the pond tour, and figure out 
where those ads will interrupt and engage the most people. This is the perfect assignment for the 
guy who’s willing to dress up like a frog (or looks like one already) and stand on the corner with 
flyers and a poster…..Nahh – how about a sign at the local grocery? 
 

� Create Ads for Pond Tour 

� Determine What Format or Media for Ads? 
� Determine Where to Advertise 

� Determine the advertising budget 
� Decide if you want to create Pond Tour T-shirts & Yard Signs.  

�  
� 
�  
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Marketing and Adv. Resources 
 

• Pond Tour North America Logo 
• Full page, Full color “Paradise” Advertisement & Chicagoland Sample 
• Post Card Advertisement & Chicagoland Sample 
• Full page, Full color “Pond Tour North America” Advertisement  
• 

 

Marketing and Adv. Tips 

 
WHERE TO ADVERTISE 
The largest pond tour in the nation, the Chicagoland pond tour has found that advertising in the 
newspaper is no where NEAR as valuable as a well placed sign at a garden center….In other 
words, local, walk by advertising in numerous locations, is better than ONE short term ad in a 
newspaper. Get as many people as possible selling the tickets. 
 
TICKET SALES 
You have to realize that ten people can sell three tickets each MUCH easier and much more 
probably than two people selling fifteen each…. So, if you get MORE commitments to sell fewer 
tickets, chances are the tickets will get into the hobbyists hands!  
 
GIVE IT AWAY FOR FREE 
If your goal is to get as many people walking through the tour as possible, the easiest thing to do 
is go to non profit organizations for FREE. Put a price tag on the tickets of say $10-$15 and let 
these organizations enthusiastically beat the bushes as their fundraiser, and keep the proceeds. 
You get tons of traffic to the ponds, raise public awareness, make friends with the recipient 
organization, and everyone wins.  
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Sponsorship & Funding 
 
This committee is for the motivated, gregarious type. A person comfortable in their own skin who 
can grasp that they’re giving people a ticket to paradise. A pond tour does cost some money. The 
budget will set the size and scope of your pond tour and a good committee which raises needed 
funds will allow you the freedom to include more people! Participants in this committee will 
approach local businesses and individuals who want to be represented to folks who like to spend 
time in the yard around water features. Think, garden centers, pet stores selling fish for ponds, 
manufacturers, patio stores, anyone in the “relaxation” industry because that’s where these 
people’s minds are! 

� Determine the funding needed for this tour, set a budget. 

� Set deadlines 

� Develop a list of potential sponsors as a group 

� Determine what you will give sponsors for their participation 

� Secure sponsors to defray costs 

� Identify recipients of pond tour proceeds 

� Collect funds from sponsors and BE CERTAIN SPONSORS GET RECOGNIZED! 
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Sponsorship and Fundraising Resources 
• Sample sponsorship request letter 
• Sponsorship Form 

 

Sponsorship and Fundraising Tips 

 
Food and Drink and Be Merry 
Good sponsors include Starbucks-type coffee places, lunch, and garden centers. Figure it this 
way; folks on the tour will need coffee in the morning – want lunch at noon while touring and then 
they’re going to want to build their own pond that afternoon. At least, that’s the word to the 
sponsors.  
 
WIIFM? 
Simple, What’s In It For Me? 
This is what the sponsors want to know. Please realize that small and large businesses get 
canvassed weekly by students from high schools, and other fundraising organizations. 
Eventually, businesses start asking good questions, like, “How will this come back to me?” and 
you need a good answer.  
Suggest that the sponsor provide the sponsorship funding, but also send along signage to go at 
special rendezvous points on the tour. Sponsor a coffee service at the best pond…Have business 
cards at various homes on the tour. Make sure you put the sponsors names on the ticket / tour 
booklet and maps.  
 
Sponsorship Benefits are Key 
Be sure to list all of the benefits of sponsor participation.  Be very clear when informing your 
potential sponsor just whom their donation will help.   

 
Some sample donor benefits could include but are not limited to: 
 

1. Name and logo on event tee shirt.  Tee shirts are given to all participants. 
2. Name on flyer in each goody bag.  All participants receive a goody bag. 
3. Name on banner that is visibly displayed at event.   
4. Opportunity to supply brochure or business cards at donor booth during event. 
5. Name listed on web site. 
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Sponsorship Request Letter 

 
 
 
 
Dear 
 
YOUR ORGANIZATION  is hosting its first annual POND TOUR  to be held on YOUR 
DATE AND TIME.  This EVENT will benefit YOUR BENEFICIARY.   YOUR BENEFICIARY is 
an organization dedicated THEIR MISSION STATEMENT.  Additional information can be 
found at THEIR WEBSITE.   
 
We plan to advertise and promote this event heavily as a fundraiser for YOUR 
BENEFICIARY.  As a recognized and established business in our community, we are 
asking for your support.  Please consider a financial contribution for this cause so that 
this event will be a success and carried on year to year.  Donors of YOUR MONETARY 
AMOUNT or more will be recognized as major supporters of the event. 
 
OPTIONAL: 
In addition to financial contributions, we would be grateful for any donations of 
materials to be used in goody bags for participants, or as prizes in a raffle.  Donors will 
be recognized in our publicity and on the day of the event.  Donations of time and 
services would also be very much appreciated.   
 
If you can help, please fill out the following form and return it to us as soon as possible, 
so that we have an idea of what donations to expect.  Financial contributions should be 
sent to YOUR ORGANIZATION  by YOUR DATE.  Please make checks payable to YOUR 
ORGANIZATION.  Thank you for any support you can give us.  If you have any 
questions, please call us at YOUR PHONE NUMBER.  More information is available at 
YOUR WEBSITE.  
 
Sincerely, 
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Sponsorship Form 
 

YOUR ORGANIZATION NAME 
 
 
Contribution Pledge 
 
Name of Business:            
 
Contact Name:             
 
Address:              
 
City/State/Zip:             
 
Phone:              
 
 
Monetary Contribution 
 
Amount:     (checks payable to YOUR ORGANIZATION) 
 
Goods or Services Contributed (please describe): 
 
             
 
             
 
             
 
             
 
             
 
 
Please return this form to YOUR ORGANIZATION by DATE: 
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Public Relations Committee 
 
There are many ways to promote your tour. The free ones are the best ways! Press-releases to 
local papers, getting in local calendars, local newsletters, community newsletters, websites are all 
things you might try. Small newspapers like special interest local stories. Those stores that sell 
bird feeding stuff often have a newsletter and an email list, perhaps they’d send an 
announcement? 

� Set a budget and deadlines. 

� Look for opportunities in the community for public relations 

� Develop list of press release contacts 

 

� Write or modify press releases 

 

� Create media kit 

 

� Take photos to include in media kit along with the press releases and third party    

endorsements. 
 

� Send out media kits three to four weeks ahead of the pond tour.  

� Partner with like-minded groups (bird watchers) to communicate the facts of 

your tour.  
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Public Relations Resources 
• 2 Sample Press Releases 
• Sample list of possible PR avenues 

 

Public Relations Tips 
Call Everyone! 
Call your local newspapers and radio stations and cable affiliates after you have sent out your 
press release and ask to follow-up with the editor in charge. Media outlets can deluged with 
information; make your story stand out with a personal phone call. 
 
Spread the Word 
Drop off your literature at retail locations such as florists, garden centers, landscape retailers & 
patio furniture stores. 
Non-profit organizations such as libraries and garden clubs, chambers of commerce, social clubs, 
visitor’s bureaus and churches are great avenues to help you get the word out.   
Offer to speak free of charge or submit an article that’s newsworthy. 
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Sample Press Release 
For Immediate Release 
For Further Information,  
Call YOUR NAME @ YOUR PHONE 
Or e-mail me at YOUR EMAIL        DATE 
 
 
 
World’s Largest Water Garden Tour Features More Than YOUR NUMBER Ponds 
 

The weekend of YOUR DATES, YOUR AREA NAME will be alive with visitors 

streaming into the well-manicured backyards of homeowners throughout the city and its suburbs 

as the region hosts Pond Tour North America, sponsored by the North American Water Garden 

Society.  The two-day event is the largest of its kind in the world, featuring many of North 

America’s most beautiful private ponds and water gardens. 

Locally, Pond Tour North America is being presented by YOUR CLUB OR BUSINES 

NAME of CITY NAME, STATE NAME, and BRIEF DESCRIPTON OF YOUR CLUB OR 

BUSINESS.  All monies raised from ticket sales benefit local charities including LIST OF 

CHARITIES and others. 

The tour is self-guided.  The price of admission includes a guidebook with a handy map 

and concise descriptions, locations and directions for every water garden on the tour.  Each 

booklet serves as a weekend-long pass that allows ticket holders to explore at their leisure on both 

days of the event. The tour area extends GEOGRAPHIC BOUNDARIES OF YOUR TOUR.  

Gardens will be open from START TIME to END TIME on DATE, and from START TIME to 

END TIME on DATE. 

Parade of Ponds tickets are $15.  Admission for children 12 and under is free.  To 

purchase tickets by phone, call YOUR PHONE NUMBER.  Tickets are also being sold directly 

by many of the participating charities and other locations where tickets are available.  Visit 

YOUR WEBSITE. 

Pond Tour North America is sponsored by the North American Water Garden Society, a 

non-profit organization dedicated to the enjoyment, education, promotion and protection of the 

water garden hobby.  Local chapters of the North American Water Garden Society exist coast-to-

coast and meet in February, April, June, August, September, and November.  More information is 

available at www.nawgs.org. 
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Sample Press Release 

 
 

PRESS RELEASE 
 
 
Chicagoland Pond Tour 2006, featuring over 200 ponds in the Chicago land area, is presented by 

the North American Water Garden Society (NAWGS) and Aquascape Designs.  NAWGS is a 

non-profit organization of pond lovers dedicated to the enjoyment, education, promotion and 

protection of the water garden hobby.  Aquascape Designs, a St. Charles based company, is the 

largest manufacturer of pond products in the industry. 

 

Chicagoland Pond Tour will be held:  July 8 & 9 in LaSalle, Kendall, Will, Lake, McHenry, and 

most of Cook.    It will also be held July 15 & 16 in DuPage, Kane, DeKalb, and the portion of 

Cook below I90 west of I294. 

 

Hours are:  Saturdays: 9 a.m. – 5 p.m.    Sundays: 10 a.m. – 5 p.m.    Ponds for Saturday evening 

viewing (designated in the Pond Tour ticket):  8 p.m. – 11 p.m.    Ticket cost is $15 per ticket.  

Children 12 and under are free. 

 

Participants (retailers, exhibitors, and attendees) in this huge event need not be members of 

NAWGS or showcase Aquascape Designs, Inc. ponds.   All proceeds from ticket sales will be 

donated to The Conservation Foundation, and the three Chicagoland chapters of NAWGS. 

 

NAWGS has over 90 retailers selling Pond Tour tickets and thus benefit from the public relations' 
exposure and potential local press coverage for their businesses. 
 

For more information, please log onto our website at www.chicagolandpondtour.com or 

www.nawgs.com or contact NAWGS’ Membership Director, Ed O’Day  at 630 659 2144.   

 



Possible PR Avenues List 
 
Possible PR Avenues 
 
Church bulletins 
School newsletters 
Community website/newsletter 
Local cable stations 
Library newsletters 
County newsletters 
Park District booklet/newsletter 
Chamber of Commerce newsletter 
Local garden clubs 
Local non-profits such as Lions, VFW, Kiwannis 
Hospital newsletter 
Local Border's newsletter 
Realtor newsletter 
Health Club member newsletter 
Bank newsletter 
Newsletter of charitable organization receiving your tour proceeds 
Local radio stations (ask for free spots) 
Homeowner association newsletter 
Bulletin Boards (libraries, local businesses, churches, etc.) 
Daycare postings 
Trade space with local businesses for ad in tour booklet 
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Ticket Sales Committee 
 
Ticket sales committee will need to be the LARGEST committee – and for good reason. This 
committee will work with “places” where tickets will be sold. And, this committee will try and get 
tickets into the hands of as many fundraising organizations as possible. There’s a fair amount of 
running back and forth. Here’s how we would cultivate a local garden center: You go first and 
explain the pond tour and how they could sponsor the tour. Then you could ask them if they 
would sell tickets to the event. If they agree, you will need to get them tickets to sell. We’re 
including a bullet list of responsibilities and they have to be attended pretty punctually.  

� Develop a list of potential ticket sellers (retailers, usually) 

� Develop a promotional letter – sample included 

� Call or visit retail stores w/ promo letter 

� Fill out retailer information form for each location (sample included) 

� Develop initial information and marketing packet for ticket sellers, including a 
Thank You letter, selling procedures, promo posters (samples included) 

� Deliver information packets to committed retailers and pick a point of contact 

� Create a pond tour ticket packet for retailers including thank you letter, selling 
procedures, (again) and pond tour tickets.  

� Deliver ticket packets to retailers 

� Follow up with the point of contact on a regular basis to see if they need more 
tickets or are meeting any resistance.  

�  
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Ticket Sales Resources 
• Initial Contact Forms Samples 

o Retail Phone Call Script Suggestions 
o Retail Ticket Sales Promo Letter  
o Retailer Info Form 
o Thank you letter to accompany early marketing material 

• Retail Ticket Seller Information Samples 
o Thank You Cover letter 
o Selling procedures 
o Promo Posters and Flyers (See Marketing Material Resources) 

 

Ticket Sales Tips 

 
WHO’S ON FIRST, NO, WHO’S ON SECOND! 
It’s really important that you find a contact person on the staff of the retail store that will move 
your tickets… If you just get an agreement that a store will sell tickets and no one is actually 
“responsible” for your phone calls and contact, it’s going to be hard to make this work. You need 
the genuine interest of the ticket retailer and you should support and encourage the point of 
contact person that they are doing a “Good Thing” supporting your tour and helping sell the 
tickets.  
 
Get Visual 
Assign specific areas for ticket sales to individuals and clearly mark the boundaries on a map, 
giving everyone a copy.  This will help them take ownership of their “territory.” 
 
Post the Poster 
When you deliver the initial promotional material to the retailer, suggest a good location to hang 
the promo poster or flyer.  You can even ask your store contact person if you can help by hanging 
it yourself.  If they decline, be sure to check out where they placed it when you deliver the Pond 
Tour Tickets, and suggest a change if you feel it’s necessary.  If people can’t see the ad, tickets 
won’t get sold.   
 
Follow up 
One of the most important things you can do is check in with your store contact on a periodic 
basis.  The frequency of this may vary store by store, based on size, traffic, their commitment etc.  
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Retail Ticket Seller Phone Script Suggestions 
 

Phone calls to ticket retailers – highlights 
 
Calling on behalf of the North American Water Garden Society about this year’s 
Chicagoland Pond tour.  May I speak to the person who handles water gardens? 
 
This year’s tour is bigger than ever with over 200 ponds stretching across the 
Chicago area, and we would like to know if you would be willing to be a ticket 
selling location? 
 
We supply the tickets and do all the advertising.  We also supply posters and 
simple written instructions. 
 
This year’s pond tour will be held over two weekends: July 8 & 9, and July 15 & 
16. 
 
All proceeds from these tickets go to The Conservation Foundation and the local 
NAWGS chapters.  
 
Your store will be highlighted in the media campaign that will blanket 
Chicagoland as a place for the public to purchase pond tour tickets.  Great 
advertising for your location! 
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Retail Promo Letter 
 

Hello! 
 
Great news! Chicagoland Pond Tour is bigger than ever and you can play a big part in its 
success. In order to accommodate the increasing numbers of pond tour enthusiasts, we’d 
like you to consider joining forces with the North American Water Garden Society 
(NAWGS) as a ticket selling location.  
 
Chicagoland Pond Tour 2006 will be held over two weekends this year: July 8 and 9, and 
July 15 and 16. It’s presented by the Fox Valley, Lake County, and McHenry County 
chapters of NAWGS, and sponsored by Aquascape Designs, Inc. 
 
Chicagoland Pond Tour is the largest pond tour in North America with over two hundred 
ponds stretching across the Chicago area. What makes this tour unique is that it features a 
wide range of water gardens –  big and small, professionally installed or do-it-
yourselfers, even interesting container water gardens – are featured. The variety is really 
incredible. 
 
So where do you as a retailer fit in?  NAWGS is simply looking for interested retailers in 
our area to help us promote the pond tour and have tickets on hand for the public to 
purchase. NAWGS will provide all the promotional materials and ticket booklets, and 
your retail location will be highlighted in the media campaign that will blanket the 
Chicagoland area as a place for the public to purchase pond tour tickets. Great advertising 
for your location!  Your store will also be listed in the actual Pond Tour Ticket booklet as 
a retail location. 
 
You and a guest will be invited to Aquascape Designs’ new Aqualand headquarters in St. 
Charles for a pond tour party this summer. And of course, you will also be invited on the 
pond tour as our guests. 
 
Please contact me by February 25th to insure your retail location gets included in all of 
the advertising material and in the Pond Tour Ticket. 
 
We at North American Water Garden Society look forward to working with you and your 
retail location!  
 
Thank  you, 
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Ticket Retailer Information Form 
 

POND TOUR 2006 
TICKET RETAILER INFORMATION 

 
Store 
Name:__________________________________ 
 
Street 
Address:________________________________ 
 
City:___________________________________ 
 
St:___   Zip:________Phone:_______________ 
 
E-mail:_________________________________ 
 
Store Contact:___________________________ 
 
Regional Leader: ______________________ 
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Thank You Letter to Accompany Early Marketing Material 
 

Dear Ticket Seller, 
 
Thanks so much for being part of Pond Tour North America 2006 by becoming a selling 
location for tour tickets.  As you are aware, this great event is presented by the local 
chapters of the North American Water Garden Society, and sponsored by Aquascape 
Designs, Inc.  Every penny of the proceeds from this tour goes to The Conservation 
Foundation and the local NAWGS chapters.  With your support and participation, we 
expect a record turnout this year.  And make no mistake, the role you play as a ticket 
retailer is primary to the success of this event. 
 
As ticket sellers, your name and location will be added to our website at 
www.chicagolandpondtour.org, published in the pond tour ticket, and included in the 
media campaign that will blanket the Chicagoland area.   
 
We are sending you two posters and a plastic counter-top stand to use to promote the 
tour immediately.  We are also sending you the simple selling instructions document and 
abbreviated instruction cards to keep at your checkout stations.   
 
The Pond Tour Tickets, which are actually booklets with maps, pond descriptions, etc., 
will be delivered to your location no later than May 10th, which is a few days prior to 
Mother’s Day weekend.   We will also include another set of selling instructions for your 
convenience.   
 
In the meantime, here are some important facts that will help you field any questions. 
 

• The Pond Tour will be held over two weekends this year:  
o July 8 & 9 for the following counties: LaSalle, Kendall, Will, Lake, 

McHenry, and most of Cook. 
o July 15 & 16 for the following counties: DuPage, Kane, DeKalb, and the 

portion of Cook below I90 west of I294. 
• Hours are… 

o Saturdays: 9am-5pm 
o Ponds for Saturday evening viewing (designated in the Pond Tour ticket): 

8pm-11pm   
o Sundays: 10am-5pm 

 
• Tickets cost is $15 per ticket.  Children 12 & under free 
• The proceeds go to The Conservation Foundation in Naperville and local NAWGS 

chapters 
• Over 200 ponds are anticipated to participate. 

 
Sincerely, 
 
 
North American Water Garden Society 
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Retail Letter to accompany Ticket Booklets and Proceedures 
 

Dear Ticket Seller, 
 
Thank you again for participating in this worthy cause.  Please find enclosed your 
Pond Tour North America 2006 Ticket Books and an Information/Procedure 
document that will help you with this process.   
 
If you have any questions please don’t hesitate to call me. As your Regional 
Contact I will be checking in with you periodically to see if you need additional 
ticket books or other assistance. 

 
Thank you for your participation in such a worthy cause. We’re looking forward 
to the best pond tour ever! 
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 Retail Ticket Selling Procedures 
 

Pond Tour North America 2006 

Ticket Book Sales 
 
We at the North American Water Garden Society (NAWGS), Fox Valley and Lake 
County Chapters, extend our heartfelt thanks to you for participating in the sale 
of tickets for the biggest and best Pond Tour ever!  All proceeds from ticket sales 
will be donated to The Conservation Foundation, and the Fox Valley and Lake 
County chapters of NAWGS. 
 
Not only will your efforts in retailing these tickets benefit 3 great non-profit 
groups, this event will generate excellent public relations exposure and potential 
local press coverage for your business.  In addition to the substantial media 
coverage the North American Water Garden Society has placed, we encourage 
you to further your benefit by advertising your company and its commitment to 
this fundraising event in your local area. 
 
 

Procedures/Information for Selling Tickets 
 

• Each directory/map booklet is considered one ticket 
• The selling price is $15 per ticket 
• Each person OVER age 12 attending the pond tour requires one ticket 
• No charge for children 12 and under 

 
The Pond Tour will be held over two weekends this year: 

• July 8 & 9 for the following counties: LaSalle, Kendall, Will, Lake, 
McHenry, and most of Cook. 

• July 15 & 16 for the following counties: DuPage, Kane, DeKalb, and the 
portion of Cook below I90,  west of I294. 

• Hours are… 
o Saturdays: 9am-5pm 
o Ponds for Saturday evening viewing (designated in the Pond Tour 

Ticket): 8pm-11pm 
o Sundays: 10am-5pm 

 
Please inform the customer that some of the ponds may be open for viewing 
only one of the days, and that some of the ponds will also be open for viewing 
on Saturday evening.  Please have them check their tickets carefully for specific 
viewing days and times. 
 
 
 

1of 2 
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You will be invoiced for the tickets received, but this invoice will be paid from the 
ticket proceeds or tickets returned to NAWGS.  Here’s the simple procedure: 
 
For our administrative purposes, the tickets will be tracked by retail operation.  
All proceeds must be returned to the NAWGS Headquarters (see address below).  
For unsold tickets you MUST return only the front cover page.  Any tickets 
unaccounted for will be the responsibility of the retailer.  You may combine the 
checks and unsold tickets covers in the same return envelope. 
 
Checks should be made out to FOX VALLEY NAWGS, or collect the payments 
under your store name and send NAWGS a lump sum payment at the end of the 
event, along with the covers of any unsold tickets. 
 
Customers who wish to pay for tickets by credit card will need to be processed 
by your business and a check for the total tickets purchased by credit card sent 
by you to the NAWGS Headquarters, along with any checks you have collected, 
and the covers of any unsold tickets.  If you are making a lump sum payment, 
you may combine the total payments made by checks and credit cards into one 
check payable to FOX VALLEY NAWGS. 
 
If the customer inquires, the purchase of the Pond Tour Ticket is NOT tax 
deductible. 
 
If you have any questions please don’t hesitate to call your Regional Contact 
listed at the end of this letter, or NAWGS Headquarters.  Your Regional Contact 
will be checking in with you periodically to see if you need additional ticket books 
or other assistance. 
 
 
 
 
 
 
  
 
 
 
 
 
 
 

2 of 2 
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 Pond Tour Packets Committee 
 
This committee’s responsibilities usually end up closer to the actual pond tour date itself.  Making 
sure all the packet contents are created, ordered and ready are the only thing that can be done 
ahead of time.  Once the tickets are ready to go this committee needs to coordinate a work 
session to assemble everything and develop a strategy for distribution to the pond tour 
participants.  A person good at creating assembly procedures as well as organizing people is 
highly beneficial.   

� Create and Order Materials for Pond Tour Package (See Content List) 

� Determine who will have the packet content materials ready (See Content List) 

� Set Assembly Date  

� Determine How Packets will be assembled (ie. Boxes, plastic bags etc.) 

� Determine How Packets will be Distributed  
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Pond Tour Packet Resources 
• Suggested Packet content List 
• Top 5 Ways to Add Personality to Your Garden 
• 5 Tips for A Successful Pond Tour 

 

Pond Tour PacketTips 

 
Get Organized 
Having everything ready to go the day of Packet assembly will be appreciated by all.  Assign 
specific roles to everyone there and set things up assembly-line style.  Don’t forget to add a 
person at the end of the assembly line organizing packets for easy distribution.  
 
Get ‘em Out 
Once created, the pond tour packets are ready to go.  Chicagoland Pond Tour has traditionally 
had them distributed at pre-determined pick up locations that the participants have selected 
ahead of time.  Often the retail ticket sales committee helps get them to specific retail locations 
that have committed to being a distribution point.   
 
Make sure they Pick it Up! 
Give people a window of time that they need to pick up their packets.  Retail locations space is at 
a premium so don’t ask them to hold packets for longer than two weeks.   
 
Fun! Fun! Fun! 
Remember that this wonderful group of volunteers is just that… a group of volunteers.  They are 
giving their personal time to your club and the hobby.  Make the work sessions a social event, 
with a potluck or other means of providing food for the group.  Always make sure your volunteers 
know how much their help means to you, the club, and the hobby.  Keep the atmosphere 
positively charged! 
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Pond Tour Packet Content List 
 
Thank You Letter 

 
1- Pond Tour Yard Sign 
 
2- Pond Tour T-Shirts 
 
2- Complementary Pond Tour Ticket 
 
Adding Personality To Your Garden Handout 
 
Tips for a Successful Pond Tour 
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Top 5 Ways to Add Personality to Your Water Garden 
 

MUSIC 
What better way to add atmosphere than with some music softly playing in the 
distance? Perhaps a beautiful piano CD can set the mood for visitors as they approach. 
If you don’t have enough sounds of nature in your yard, there are plenty of CD’s out 
there that can provide the ambiance you want.  Whether you set a small portable stereo 
on a table or wire up outdoor speakers, music in the garden is a must! 
 
 
GUEST BOOK 
Nothing makes a guest feel more welcome than signing a guest book.  It not only allows 
people to make comments on your garden, but, more importantly, it makes them feel 
like you were expecting them!  Be creative; find a natural looking notebook or beautiful 
journal.  Letting people know that you want them there is a great way to share your 
vision. 
 
 
CANDLES 
Once the sun begins to set and the night blooming lilies start to open, light a candle.  
There are so many choices that it would be difficult to not find something that fits the 
bill. Any large or small garden center, even department stores with a garden section, 
offer at least one way of adding candlelight to your garden.  There are the practical 
citronella candles to keep mosquitoes away, or the hanging candle jars which swing 
from the branches of your tree. Either one will surely impress your guests. 
 
 
HIDDEN TREASURES 
Hide a wonderful treasure for your guests to discover.  It might be a small flower 
growing out of crack in a log or a hidden bronze frog tucked under a daylily.  People 
may not remember the name of your ornamental grass but they will certainly remember 
the glass dragonfly nestled in the tall blades of grass.  Creating hidden treasures in your 
yard is very simple.  Remember, just because it’s cute, doesn’t mean it has to go up 
front!  Tuck it behind a branch and let it be discovered.  Be careful not to overdo it, 
though, visitors should not feel like they are on an Easter egg hunt. 
 
 
OUTDOOR SEATING 
A bench or Adirondack chair gives visitors a place to relax and truly soak in the 
ambiance that surrounds your water garden.  Seating doesn’t have to be fancy; even an 
old log would do.  By supplying a resting spot for your guests, they feel as if you want 
them to stay awhile and enjoy all the aspects of your beautiful oasis.  After all, sitting 
back to relax and enjoy the beauty and serenity of a water garden is what the lifestyle is 
all about.  
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5 TIPS FOR A SUCCESSFUL POND TOUR! 
 

 
1. Remember, the times for the tour are YOUR DATES AND 

TIMES.  Be prepared for people to show up early; they almost 
always do! 

 
3. If you want to have traffic in a specific direction, mark it well 

and block the way you do not want the public to walk. 
 

4. You do not have to be outside or even home the entire time of 
the tour.  It’s up to you! 

 
5. Do not hesitate to let people know that they, or their children, 

are expected to be respectful of your property.  This is usually 
not a problem, but if reminders are needed, do not hesitate to 
issue them. 

 
6. Most importantly, remember to enjoy the day.  Relish showing 

off your pond, and be proud that this is all for a great cause! 
 

 




