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G3 is an organization devoted to finding market-driven landscape based 
solutions for environmental challenges. 



 

Hands on 
Peer-to-Peer 
Interactive 

Community-oriented 
Field-based 

Professionally led 
 



“Water Efficiency” Awareness Does Not Equal Action! 

How Do We Motivate The Masses? 



“Can You Come Out And Help Me?” 

“Can You Show Me How To:” 

3,000 People Trained 

“Remove My Grass? 
Program My Timer? 
Fix My Irrigation?” 

Demand For These Services Is Strong, Especially Where Water 
Conservation Programs Are Being Implemented 



 How do I dump the grass? 
 How do I get good compost/mulch/boulders & gravel? 
 Can I buy it at Home Depot/Lowes? 
 I don’t want to use chemicals – the C4G Program 

requires 120 day turnaround… 
 I have brass spray heads, can I swap them for high-

efficiency nozzles? 
 Where do I purchase native plants? 
 What plants would you recommend for my…? 
 How do I know my cistern/smart controller/irrigation is 

working? 
 Can you recommend someone to help me? 

 

There Are Many Barriers To Action 



An Agency Can Send Out A Water Conservation Specialist 

How Many Field Hours / Sites Can Each WCS Serve Per Year? 
 

Are Your People “On Call” For Challenged Customers? 

Approx. $50/Site Visit (Including Travel) 



Traditional Site Visits Do Not Give 
Enough Information For Change 



Knowledge Of The “Watershed Approach” Is Needed 



Landscape 
Architects/Designers 

Civil Engineers 

Landscape Contractors 

Who Will Perform These Service Calls? 



Do You Know What The Pink Moustache Means? 



Lyft Is An Example Of Disruptive Innovation 

Disruptive Technology is 
used by innovative 

organizations to capture 
the low end of the market 

where low price and 
“good enough” 

performance grabs 
customers from 

established firms that 
eschew the low margins. 

 
Successive innovations 

push established players 
into smaller and higher-

end markets. 



Sound Familiar? 



Social Networking Helps Disruptive Innovations Take Off! 



Disruptive Innovations Alter Long-Established Business Practices 

Sharing Resources - “Shared Economy” 
On-Demand “Transactional” Services 
Membership – Distributed Liability 

Affordable Pricing 



Lyft Got Me Thinking About Disruptive Innovations In Landscaping 
Conservation Efforts 



Conservation “Garden” 
Coaches 

 Trained By Professionals 
 Qualified By Exam 
 Peer Reviewed 
 Apprenticed 
 Accessible 
 On-Demand 
 Watershed Approach 
 Low-Cost Service 
 Performance-Based 

Metrics 
 
 



Conservation Could Build A NEW Environmental Workforce 





When You Grow Up? 

What Do You Want To Do… 

NOW! 



The Supply Side Does Not Have “Traditional” Expectations 





Where Do Young People Live? 



The “Lost Youth” Live In Urban Centers 



Where Are Our Impervious Surfaces? 



Where Do We Have Water Issues? 

Groundwater Depletion Chart 



Where Do We Have Drought Issues? 



Where Are Our Concentrations of Grass? 



Can You Keep Up With Demand For Advice? 



Water Providers Do Not Have To Build This Alone 

The Market Just Needs Them To Help Organize 

 Watershed Protection 
 Flood Control 
 Waste Treatment 
 Green Energy 
 Carbon Sequestration 
 Community Workforce Development 
 Corporate Sustainability 



Some people 
will still take 

taxis… 

…there still will be 
irrigated turf in 

residential settings 



And We’ll Still Need To Conduct Audits/Site Evaluations 



But Conservation  
Coaches Can Have A Positive 

Impact On The Economy 

And Generate More Verified 
Landscape Water 

Conservation Action 



Pamela Berstler 
Managing Member 
PamelaB@GreenGardensGroup.com 
310.694.8351 
www.GreenGardensGroup.com 
www.WatershedWiseTraining.com 
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