
Another year at Cultivate in Columbus is
over. I hope that everyone is back into
the swing of things at home and is busy

following up on
the many leads
the show
brought. Sure,
the show is a lot
of work, but it
is always good
to see everyone
under the same
roof.

To coincide with Cultivate ’15, the
NGMA held its annual reception during
the show and had an overwhelming
turnout. This event gives us all a chance
to come together at the show to network
and socialize. The Hyatt does a great job
accommodating us, and I enjoy putting it
all together. 

I would like to thank Jim Larkin for
hitting the aisles during the Cultivate
show and
promoting the
NGMA. I am
certain that his
hard work will
pay off with a
few new
member
companies. As
always, if you
know of a
company
interested in NGMA, please direct them
to Jim, myself or any of the board
members. 

The Board of
Directors and the
NGMA committees
continue to meet via
monthly conference calls. Planning for
our Spring Meeting next year in Tucson is
well under way. But, it’s not too late to
pass along speaker or activity suggestions
that you may have. Please let us know
your suggestions! Your input will help to
ensure we have the most successful
meeting to date.

As this is a busy time of year for all of us
in the greenhouse manufacturing
business, I hope you all have been able to
carve out a little time to enjoy the
summer with your family and friends!!! 

Leah Scantland
President of NGMA
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NGMA at Cultivate ‘15 

The annual
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Leah making her rounds of exhibitors
at Cultivate ’15. See more photos on
page 3.
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Contact the Headquarters of NGMA

NGMA’s staff wants you to get the most out of your experience with NGMA.
We are available to serve you, so please do not hesitate to contact staff with any
question or concern that you may have. For a full staff listing, please click here.

INSIGHTS is a quarterly publication of the

NATIONAL GREENHOUSE
MANUFACTURERS ASSOCIATION (NGMA)

Winter issue is published in February
Spring issue is published in May

Summer issue is published in August
Fall issue is published in November
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NGMA Members Attend Cultivate ’15
in 

Columbus, Ohio,
July 11–14

�

https://www.ngma.com/


PAGE 4NATIONAL GREENHOUSE MANUFACTURERS ASSOCIATION SUMMER 2015

NGMA Association News

Save the Date: 2016 Spring Meeting
Mark your calendar for April 10–12, and make plans to
attend NGMA’s Spring Meeting. The meeting will be
held at the Omni Tucson National
Resort in Tucson, Ariz. As plans
become finalized, more details will
be made available in the future.

Helpful Hints

NGMA has created a series of “Helpful Hints”
documents about issues related to greenhouses.
The documents, which provide useful
information about a variety of topics, can be
shared with your current and prospective clients.
The following topics are available in these
printer-friendly documents:

• Carbon Dioxide
• Chemical Cautions
• Electrical Systems and the

Greenhouse
• Energy Conservation
• Environmental Control

Computers
• Glazing
• Heating Systems
• Insect Screening
• Internal and External

Greenhouse Curtain
Systems

• Irrigation
• Purchasing a Greenhouse
• Supplemental Lighting
• Ventilating and Cooling Greenhouses

The Helpful Hints documents can be accessed at
www.ngma.com under “Resources” and then
“Industry Information.” The website also
contains links to QR codes, which members can
use on marketing materials, emails, websites and
other communications to direct people to
specific Helpful Hints documents via their cell
phones. 

Member Benefit Spotlight:
Website Member Listing

Did you know that as a member your company
information is posted on NGMA’s website? Make sure
your information
remains accurate to
ensure you don’t lose out
on potential customers!
Visit our website and
search under the correct
membership category to
locate your business. 

If your information needs changed, please contact
Angela Burkett at customerservice@ngma.com. 

Learn more about all your member benefits here. 

Welcome, New Member!
NGMA welcomes the following new member
to the association:

Resolite, Chris Holland, Moscow, Tenn.

Did you know…
you have certain
responsibilities under the law
if you employ agricultural
pesticide workers or handlers?

The QR code on the left will take you to
NGMA’s Helpful Hints containing this fact and many
others about chemical cautions at the workplace.

Use the code on your marketing materials, emails,
websites and other communications to direct people to
information about their responsibilities related to
pesticide application and worker protection.

Click here to access the chemical cautions and 12 other
QR codes.

CHEMICAL
CAUTIONS

http://www.omnihotels.com/hotels/tucson-national
http://www.omnihotels.com/hotels/tucson-national
https://www.ngma.com/industry_information.htm
https://www.ngma.com/search_members.php
https://www.ngma.com/benefits.htm
https://www.ngma.com/search_members.php
https://www.ngma.com/qr_codes.htm
https://www.ngma.com/industry/Chemical_Cautions.pdf
mailto:customerservice@ngma.com
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Industry News
10,000 Attend Cultivate ’15 

Approximately 10,000 participants from the United
States, Canada, Mexico and more than 20 other
countries gathered in Columbus, Ohio, July 11–14 for
Cultivate ’15, the largest all-industry horticulture
exposition and convention in North America.

“AmericanHort brings together the entire industry so
that growers, breeders, retailers, and installers can
connect,” says Michael V. Geary, the AmericanHort
president and chief executive officer. 

Formerly known as the OFA Short Course, this was the
87th edition of the event that was rebranded last year as
“Cultivate.” 

Cultivate ’16 will be held in Columbus, Ohio, July 9-12,
2016. Registration and housing will be available in March
2016, but reservations for exhibit space are accepted now.
Click here for more information.

AmericanHort Premiers SHIFT,
Its Innovative Research Project

AmericanHort has introduced an innovative research
project that will take a hard look at the future of the
horticultural industry and determine how the industry
can rise to the challenge of meeting modern and future
consumers’ expectations. To conduct the research,
AmericanHort has joined forces with its research
affiliate, the Horticultural Research Institute.

SHIFT: An AmericanHort Initiative, the largest research
initiative of its kind for the industry, will develop data,
insights, and recommendations that will help industry
businesses capitalize on trends and stay ahead of the curve.

According to AmericanHort, “SHIFT is the future of
consumers, the future of retail, the future of the supply
chain and the future of the horticulture industry. With
raw, real and bold insights and recommendations for
businesses at all stages and sizes, SHIFT offers small
steps and big changes to help the industry evolve and
thrive for the future.”

SHIFT was debuted at Cultivate ’15, where a 3,000-
square-foot exhibition was constructed and insights and
strategies were introduced. Click here to learn more
about SHIFT: An AmericanHort Initiative.

Upcoming Training 

October 2015
Oct. 21–23
Landscapes 2015

Louisville, Ky.
Landscapes 2015, the annual convention of the National
Association of Landscape Professionals (formerly PLANET),
provides education and networking opportunities to those in
the landscape and lawn care industry. The event features a
lineup of industry leaders and successful entrepreneurs as
speakers and an exposition with nearly 500 exhibits.

January 2016
Jan. 3–8
Hydroponic Tomato Intensive Course

University of Arizona
Controlled Environment Agriculture Center (CEAC)
Tucson, Ariz.
The week-long Tomato Intensive provides a blend of classroom
and hands-on time in a hydroponic greenhouse that will teach
participants how to successfully grow tomatoes and like crops
on their own. It features useful events such as a roundtable
discussion with greenhouse engineers, where students can ask
questions regarding their greenhouse design and operations.

Jan. 8–10
Hydroponic Lettuce Intensive Course

University of Arizona
Controlled Environment Agriculture Center (CEAC)
Tucson, Ariz.
This three-day course focuses on lettuce with instruction
provided as a blend of classroom and hands-on techniques.
Participants will learn how to successfully grow lettuce and
like crops on their own.

March 2016
March 20–25 
Greenhouse Crop Production &
Engineering Design Short Course

University of Arizona
Controlled Environment Agriculture Center (CEAC)
Tucson, Ariz.
This course features in-class lectures from prominent experts on
a variety of topics related to controlled environment agriculture.
An optional commercial greenhouse tour is included.

April 2016
April 10–12
NGMA Spring Meeting

Omni Tucson National Resort
Tucson, Ariz.
The annual meeting of NGMA offers informative sessions led
by industry experts and plenty of networking opportunities
for members. The event also features committee and
membership meetings related to the association.

http://www.cultivate15.org/
http://americanhort.org/AmericanHort/Events___Programs/shift/shift.aspx
https://www.landscapeprofessionals.org/annual-convention
http://tinyurl.com/CEACtomatointensive2016
http://ceac.arizona.edu/hydroponic-crop-intensive-courses
http://tinyurl.com/CEAChydroponicgreenhouse2016
http://tinyurl.com/CEAChydroponicgreenhouse2016
http://www.omnihotels.com/hotels/tucson-national
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by Marc Wayshak

Joe runs a mid-sized company that has a small group of
salespeople. The sales team is a mix of long-time
veterans and newcomers. Sales have been flat for the past
18 months, even though the economy has improved,
and Joe is constantly frustrated with his ineffective
attempts to get his team to prospect more. He tries to
show them how to sell more effectively, but they
continue to fall back into the same old habits. 

Joe knows that his team can and should be selling more
in revenues. He feels stuck. 

Does this sound familiar? Joe’s
situation is one of the most
common I encounter as a sales
strategist. Companies often
underperform because they
have not systematically built a
sales team. 

These five steps will help to develop a championship
sales team of your own: 

1. Re-evaluate the strategy: There are three key
ways to increase sales: find more customers, make larger
sales and sell more frequently to existing customers. Do
you have a strategy that addresses these three areas?
More important, are you focused on selling to your ideal
customer? Companies are often trying to sell to
everyone, but all of the serious rewards come when they
focus on selling to their sweet spot. In Joe’s case, his
salespeople are calling on any and every prospect they
come across, indiscriminately. He needs to clarify for his
team exactly where they should be focusing their time
and efforts in order to increase all areas of sales growth.

2. Assess the existing team: It’s critical that you
know your sales team, inside and out. How many A-
players, B-players and C-players do you have? How does
your existing team feel about your organization? How
should you manage each salesperson according to his
strengths and weaknesses? For example, Joe knows that
he has only two A-players, four B-players, and the rest
are C-players or worse. He is spending most of his time
trying to improve the latter with little to show for the
effort. Rather, he must more deeply understand the
strengths and weaknesses of each team member and be
willing to replace some of his underperformers with new
recruits. Both online data-driven assessments and on-site
evaluations help to drive this activity.

3. Develop a hiring process: Mid-sized companies
rarely have a formal hiring process. Most of these
companies wait until they desperately need a new
salesperson. Then, they will cull through some résumés
and set up a few face-to-face interviews, only to hire the
most acceptable of the lot. But hiring is the most critical
part of developing a championship sales team! It’s time
to create a formal process that involves assessments,
phone screens, consistent interview questions and role-
plays. Right now, Joe has no hiring process and hires
people based on his gut in interviews. As a result, he has
struggled with a number of miss-hires over the years. He
needs to formalize this process and remove his gut from
the equation as much as possible.

4. Train consistently: A suggestion here and there
does not count as consistent training. To develop a
championship sales team, you must invest a lot into
training that team. This means conducting regular trainings
to reinforce the most critical selling concepts. Every
salesperson needs to be on the same page in selling
technique. In Joe’s organization, each salesperson sells in his
or her own way. They are all over the map in terms of
effectiveness. Joe must either develop or bring in an outside
selling system for everyone in the organization to follow.

5. Create accountability: Most mid-sized
organizations are only tracking their salespeople’s sales
numbers. But what about their day-to-day prospecting
activities? How many calls are made, referrals asked for
and meetings set up? By holding your salespeople
accountable to their daily prospecting activities, you can
track what their pipeline will be in the future, which is
the most important indicator of future sales. Up until
now, Joe has only reviewed sales numbers at the end of
each month in order to hold his salespeople accountable.
This leads to his sales team feeling frustrated and
without a clear plan to find success. By laying out what
he expects his salespeople to do each day, Joe can more
effectively manage his team.

Following these five simple steps can help to take your
organization from haphazardly managing its people to
developing a championship sales team. 

5 Steps to Building a Championship Sales Team

About the Author: Marc Wayshak is a sales
strategist, the author of two books on sales
and leadership and a regular online
contributor to Entrepreneur Magazine and the
Huffington Post Business section. Get his free
eBook “25 Tips to Crush Your Sales Goal” at
http://gameplanselling.com/. Follow him on
Twitter: @MarcWayshak. Marc Wayshak

Hiring is the most
critical part of
developing a

championship 
sales team!

http://www.marcwayshak.com/
http://gameplanselling.com/
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Reach New Clients by Advertising on the NGMA Website
The NGMA Website Advertising Program
is designed to keep your company’s name
in front of the thousands of visitors to the
NGMA website. NGMA offers two
placement positions for advertisements on
www.ngma.com, both horizontal banner
positions and vertical banner positions.
We are offering multiple positions for each
banner type. Your ad won’t get lost in the
fray, though. The maximum positions for
the horizontal banner will be 5 and a
maximum of 3 for each of the two vertical
banners. Advertisements will rotate on a
constant basis within 7 and 10 seconds. 

During the past three months (May, June
and July), the NGMA website had 3,126
visits or a total of 8,084 page views and
approximately 81 percent of those visitors
were new to the site. Just think…your ad
could have reached every one of those
individuals visiting the NGMA website!

If you are interested in advertising on the
website, please download the Website
Advertising Program document, or
contact ads@ngma.com. We look forward to being able
to promote your company through the NGMA website!

NGMA member rates for website advertising

Placement Ad Type Ad size # of Positions** Rates of NGMA Members (per month)

1 month 3 months 6 months

Run of Site* Horizontal Banner 810 x 100 px 5 $149 $139 $119

Vertical Banner 120 x 240 px 6 $99 $89 $79

Non-member rates for website advertising

Placement Ad Type Ad size # of Positions** Rates of non-members (per month)

1 month 3 months 6 months

Run of Site* Horizontal Banner 810 x 100 px 5 $199 $179 $159

Vertical Banner 120 x 240 px 6 $119 $109 $99

*Run of site is defined by all public pages.
**Ads will rotate up to the maximum number of positions on a constant basis.

http://ngma.com/advertising/NGMA_Web_Advertising_Program.pdf
http://ngma.com/advertising/NGMA_Web_Advertising_Program.pdf
https://www.ngma.com/
http://www.ngma.com
mailto:ads@ngma.com

