
Fall is the time of year that I
anticipate the most. The hot
summer heat has finally
lifted, leaves are in full color
and growers throughout our
industry are working hard in
preparation for the winter
months.

Fall is also the time of year
that if you live in the
southeast or other coastal
areas of the U.S., there is
always the risk of a major
hurricane. This risk became a
reality just recently as Hurricane
Matthew made its way up the East Coast. 

The effects of devastating storms such as
this validate our organization’s proactive
efforts in establishing and influencing
new building codes and building code
guidelines. 

As we turn our attention to the
remainder of the year, the NGMA is
continually striving to add value for our
membership. 

The Codes and Standards committee has
recently surveyed our membership to
gather information as we begin to form
our agenda as it relates to the Energy
Codes. 

In addition, our Conference
Committee has been busy
planning our Spring
Meeting to provide
informative educational
sessions as well as valuable
networking opportunities. 

Our organization has much
to offer its members. Again,
I want to encourage each of
you to volunteer to serve on
one of our committees. Your
input is important and
imperative for the

continued success of our organization.

Enjoy the fall weather! I hope each of you
experiences a successful remainder of
2016.

Mark Davis
President of NGMA
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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

To represent and advance the
interests of the greenhouse

industry through education,
networking and communication.

https://www.ngma.com/
http://www.facebook.com/pages/National-Greenhouse-Manufacturers-Association-NGMA/113532758680537
www.ngma.com/headquarters.htm


The 2017 National Greenhouse Manufacturers
Association (NGMA) Spring Meeting will be held at the
Hilton Savannah DeSoto in Savannah, Georgia from
April 2-5, 2017.

NGMA has negotiated discount room rates for the days
of the meeting as well as three days before and three
days after the meeting, based on availability. The
reservation deadline is March 10, 2017. Mention our
group name, National Greenhouse Manufacturers
Association, to receive the discounted rate.

Here are the hotel details you need to know to start
planning your stay. Believe it or not, spring will be here
before we know it!

Hilton Savannah DeSoto
15 East Liberty Street
Savannah, GA 31401
www.DeSotoHilton.com

Reservations:
Phone: 1-877-280-0751
Online: www.DeSotoHilton.com
Reservation link and code, click here
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NGMA Spring Meeting Set
April 2–5, 2017
Savannah, Georgia

Connect with
NGMA Online!
www.ngma.com

• Good news? 
• New product?
• Changed
positions?
• Company or
individual award?

• Ideas about what 
you’d like to see in

your  newsletter?

If you have information you’d like to share
with the membership, please send it to

NGMAeditor@hotmail.com

Hilton
Savannah
DeSoto

https://secure3.hilton.com/en_US/hi/reservation/book.htm?inputModule=HOTEL&ctyhocn=SAVDHHF&spec_plan=NGM&arrival=20170331&departure=20170406&cid=OM,WW,HILTONLINK,EN,DirectLink&fromId=HILTONLINKDIRECT
https://www.ngma.com/
http://www.facebook.com/pages/National-Greenhouse-Manufacturers-Association-NGMA/113532758680537
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NGMA Association News
NGMA Seeks Speakers for 
New Webinar Series

NGMA is working to raise awareness of the industry
and to promote our members to various audiences.

As part of its marketing plan initiatives, NGMA would
like to offer webinars that appeal to non-members. We
would like to use NGMA members as webinar
presenters.

Please let us know what topic(s) you can present. Here
are a few ideas we came up with, but if you have other
ideas, please let us know. 

✿ Lighting for greenhouses

✿ Heating for greenhouses

✿ Greenhouse efficiencies

✿ How to get the best ROI with your greenhouse

✿ Need to know facts about greenhouse and
growing (This webinar could focus on cannabis,
hydroponic vegetable production, others)

✿ Converting greenhouses to grow cannabis

✿ Others – Let us know your ideas!

Presenting a webinar is easy! NGMA staff will train you
to conduct a webinar.

Contact NGMA Director of Communications, Michelle
Keyser, at communications@ngma.org with your topic
ideas and to volunteer to present.

Continue to Grow 
with NGMA!

Thank you for your past year of
membership with NGMA as
your support remains crucial to
our success! To prepare for the
upcoming year, we are contacting
you in advance so your company has
enough time to remit dues before the deadline
of December 31, 2016.

You can renew online on NGMA’s website by logging
in to the members-only section and completing the
renewal form. Renew online now by clicking here!

Please see the list below of your current member
benefits:

• Industry networking and education at the Spring
Meeting

• Access to the members-only section of the NGMA
website

• Website promotion and advertising opportunities

• The power of a group voice on issues affecting the
horticulture industry

• Regular e-blast updates

• Quarterly newsletter, NGMA Insights, containing
pertinent information

• Promotion of your company at AmericanHort’s
Cultivate and other industry trade shows

If you have any questions, please contact NGMA’s
Membership Director, Angela Burkett,
at membership@ngma.com or (717) 238-4530.

Member Benefit Spotlight:
Website Promotion, Information 
& Advertising

Did you know that as a member you can access an
alphabetical listing of each member on NGMA’s website?

The listing includes contact information and is available
by member category. The website also includes “Helpful
Hints,” which may be printed and distributed to
clientele, and copies of NGMA standards and guidelines. 

Learn more about all your member benefits here. If
you have additional questions, please contact Angela
Burkett at membership@ngma.com.

Is Your Website 
Member Listing Up-to-Date?

Make sure the information about your company on the
NGMA website remains accurate. You don’t want to lose
out on potential customers.

Visit the NGMA website and search under the correct
membership category to locate your business. If your
information needs to be changed, please contact Angela
Burkett at membership@ngma.com.

https://www.ngma.com/members/membership_renewal.htm
https://www.ngma.com/benefits.htm
https://www.ngma.com/search_members.php
https://www.ngma.com/
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Industry News
Scientists at UNH Receive 
$1.5 million to Investigate 
Human Impact on Soil Microbes

DURHAM, N.H. – According to a press
release, University of New Hampshire scientists have
received $1.5 million in federal grants as part of an
effort to better understand the physiology and genetics
of these soil microbes, how human activity is altering
them, and the implications for the global climate.

Two researchers supported by the NH Agricultural
Experiment Station, Serita Frey and Stuart Grandy, have
received grants from the U.S. Department of
Energy and the U.S. Department of Agriculture to
understand the genes that underlie how soil
microorganisms use carbon. The DOE grant is part of a
$2 million project led by the University of
Massachusetts-Amherst, while the USDA grant is part of
a $2 million project led by Virginia Tech. 

“Soils breathe just like humans breathe—that is, soil
microbes take in oxygen and release carbon dioxide and
other gases into the atmosphere. Soil microbes add 10
times more carbon dioxide to the atmosphere than fossil
fuel emissions on an annual basis. However, under
natural conditions this microbial release of carbon
dioxide is balanced by plant uptake—microbes release
carbon dioxide and plants take that up through
photosynthesis. When humans disturb soil—through
agricultural activities or climate change—soil microbes
can add excess carbon dioxide into the atmosphere” said
Frey, professor of natural resources.

Globally surface soils have lost 25 to 50 percent of their
carbon over the last 100 to 125 years during the period
of intensive cultivation globally. This carbon is now in
the atmosphere as carbon dioxide. According to Frey,
more effective soil management could reverse some of
this loss by altering microbial processes to restore some
of this soil carbon.

“We’re interested in understanding the factors that
control microbial respiration—what causes them to lose
more carbon dioxide to the atmosphere versus what
activities might do that in reverse, reducing the amount
of carbon dioxide in the atmosphere,” Frey said, noting
that there are about 200 billion microbes in a handful of
soil. 

Incorporating these microbial processes into models
allows scientists to evaluate the soil management
practices that can restore soil carbon globally, said
Grandy, associate professor of natural resources.
Modeling is a key feature of these grants, allowing Frey
and Grandy to assess the broader implications of
variation in soil microbial communities. 

For more information, click here. 

Expecting the Unexpected

Every venture comes with its share of risks. All the
preparation and wise management in the world may not
be enough to prevent every possible mishap.

This is what makes it all the more important to practice
diligent and thorough risk management in all sectors of
a business. Nursery stock growers, greenhouse managers
and retail garden center owners understand the benefit
of insuring their properties and products, but
proactively mitigating risks before they can arise
demands a more broad and thoughtful approach, says
John Hodapp, senior vice president of agency operations
with Hortica®, a brand of the Sentry Insurance Group.

“A lot of people would equate risk management to
insurance, perhaps loss prevention,” Hodapp says. “Risk
management is broader than that. Risk management is
really a process a risk manager would take to identify,
assess and prioritize risks, and then take steps to treat
those risks. Insurance is one of those tools that can be
used to treat risks but it’s not the only tool.”

At many small-to-medium-sized businesses, risk
management takes the form of managers and owners
carefully reviewing daily practices and conditions
around the store or facility to ensure employees and/or
customers are safe and operations are continuing
efficiently. 

To read more about making safety a priority, click here. 

If you have information you’d like to share 
with the membership, please send it to

NGMAeditor@hotmail.com

http://www.greenhousemag.com/article/university-of-new-hampshire-soil-microbes/
http://www.greenhousemag.com/article/hortica-risk-management-greenhouse/
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Industry News
2016 Irrigation Show & Education
Conference Announced

Keep up with new technologies, best practices and
innovative ideas at the 2016 Irrigation Show &
Education Conference, Dec. 5–9, 2016 in Las Vegas. 

The Irrigation Show is the premier event to enhance
your industry knowledge, network with peers and visit
hundreds of exhibitors to find solutions to your on-the-
job needs.

The event kicks off with the Education Conference
beginning Dec. 5. The Irrigation show runs Dec. 7-8.
This year IA is co-locating with the National Ground
Water Association (NGWA) giving you the opportunity
to visit over 600 exhibitors. 

Attend irrigation seminars and technical programs to

learn about the hot industry topics and the latest
irrigation research. Or stay longer and take advantage of
more professional development offerings at the
education conference. 

For more information, click here. 

Cannibis 2017 Conference 
Coming this Spring

The Cannibis 2017 Cultivation Conference is planned
for March 20-22 in Oakland, Calif. 

In addition to its unique combination of educational
programming on both cultivation and business
management, it has been developed by cultivators for
cultivators. 

The event also features an exhibit hall filled industry-
leading businesses that provide the latest technology and
solutions for the professional cannabis cultivator.

For a schedule of events, click here. 

Proper safety is paramount to any operation. Sometimes the
day-to-day activities of production or sales can take your focus
off things like safety. To combat that, make sure you’re
continually talking about safety practices and procedures to
managers and employees. 

Jill Hoffmann, senior loss control consultant at Hortica®, a
brand of the Sentry Insurance Group, provides five core steps
to help keep employees and customers safe at your business.

1) Good Housekeeping practices

 Keeping aisles and walkways clear and even/level

 Adequate clearance of exits, breaker boxes, emergency
lighting, fire extinguishers, etc. This ultimately helps
when an emergency evacuation is needed, helps people
see and identify safety equipment, prevents accidental
slips/trips/falls, and prevents fires

2) Accident investigations

 Identifying root causes

 Implementing corrective actions to prevent re-occurrence

 Gives employer documentation to record the information
so it can be reviewed in the future, if needed

3) Employee safety training

 Promotes awareness

 Educates employees on safety with equipment, safety
devices, chemical safety, fire prevention, personal
protective equipment (i.e. gloves, safety glasses, hearing
protection), etc.

4) Internal safety inspections

 Employee/employer or a team walk through the facility
regularly with the purpose of identifying hazards.  

5) OSHA required written programs

 Allows employers to put an organized plan into place

 Some typical OSHA required written safety programs
include: an emergency action plan, Hazard
Communication, Respiratory Protection Program,
Lockout/Tagout, Confined Space, etc.

(Courtesy of Greenhouse Management)

Five Ways to Keep Employees and Customers Safe at your Business

http://www.irrigation.org/irrigationshow/
http://www.cannabiscultivationconference.com/page/schedule
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Sending emails is an integral part of selling in today’s world.
But at a time when prospects are receiving hundreds of emails
every single day, it is easy for yours to get lost in the crowd.
What’s even more frustrating is since this technique is
relatively new in the realm of sales prospecting, up until now
there has been very little data to show which prospecting
email techniques actually work.

But now, thanks to data pulled from HubSpot Signals email
tracking software, we can get a rare glimpse into what actually
works most effectively for getting our emails read. HubSpot
has produced a report that contains information from 6.4
million one-to-one emails sent from Signals users. Pulling
from this user pool allowed HubSpot to identify which
individually sent emails were actually being opened and
which were being ignored. Here are five tips based on this
data that will help you send emails that lead to closed sales.

1. Send emails during off-peak hours: Many
salespeople send the majority of their prospecting emails
during the middle of the week to give their prospects a break
from emails on the weekend. However, open rates for emails
sent on Saturday and Sunday are actually higher than those
for emails sent during the week. An email sent on Tuesday
has a 58 percent of being opened, whereas an email sent on
Saturday has a 65% chance of being opened. This means that
you might want to rethink when you are sending your
prospecting emails. Try sending them out on the weekends,
and see if you find similar increases in your open rates. 

2. Choose your words wisely: Typically, the first part of
an email you will read is the subject. That’s why what goes
into your prospecting email’s subject will often determine
whether the rest of the message ever gets read. HubSpot
found that emails with the words “you,” “quick,” “meeting,”
and “fw:” were less likely to be opened by a prospect. On the
other hand, emails with the words “free” and “tomorrow” or
emails with no subject whatsoever had higher open rates. So
test crafting your emails with and without some of these
words in order to see which emails have higher open rates.

3. Show you’ve done your homework: Think about
your own process of sorting through emails. After you’ve
looked at the subject of an email, the first sentence of the
message will be critical in your decision to continue reading.
This hook is even more important when you consider the
prevalence of smartphones today: A phone will often display
the subject of an email and a preview that includes the first
few words of the message. Because of this feature, your first
sentence must be highly personalized to show that you know
something about your prospect and her company. If the email
appears boilerplate, the prospect will immediately delete it.

4. Engage the prospect with an easy question:
Oftentimes we forget what the purpose of a prospecting email
is in the first place. The goal of an email is not to close a sale,
but rather to engage the prospect in a conversation that can
lead to a phone conversation or face-to-face meeting.
Therefore, be sure that your prospecting emails inspire
prospects to respond to you. End every email with an easy-to-
answer question. Try something simple and quick like, “Is
this a challenge that you face in your business?”; “What’s the
best address to send this report to?”; or “What’s your biggest
marketing-related priority right now?” By closing your emails
with a question, prospects will be more likely to respond
because you’ve (1) engaged them directly, and (2) removed
the guesswork surrounding what kind of information you
need from them to move forward. 

5. Use email tracking software to collect data on
when someone opens your email: Until now,
salespeople have been left in the dark as to when a prospect
actually opens their email. However, thanks to some pretty
amazing technological breakthroughs from products, such as
HubSpot Signals and Yesware, we can now know exactly when
a prospect opens our personal emails. Since both companies
offer free trials for these great plugins, be sure to download
one and watch your world of email prospecting change
forever. Also, now that you know when a prospect has opened
your email, you can follow up with a call and increase the
likelihood of getting through. Also, now that you have the
ability to track which emails get opened, test different
combinations of subject lines and first sentences to see which
trigger prospects to click through most often.

By applying these five tips to your prospecting emails, you
will see a significant increase in open rates, responses and,
most importantly, closed sales. 

Five Proven Tips for Sending Emails that Close Sales

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

by Marc Wayshak

http://www.marcwayshak.com/
http://gameplanselling.com/
https://twitter.com/marcwayshak
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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 (August,
September and October), the NGMA
website had 3,028 visits for a total of
8,563 page views and approximately 83
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/

