
As February winds down, we
are gearing up and looking
forward to spring. 

Spring is the time when we cross our
fingers and hope for the growers, garden
centers and retailers to have record-
breaking sales in anticipation that they
will open up their checkbooks and build a
new greenhouse, recover an old
greenhouse or upgrade to the latest and
greatest equipment. 

Spring is the time when at home we open
up the windows and air out the winter
months. 

Most importantly, spring is when NGMA
members meet for our Spring Meeting,
and now is the time to make plans to join
us April 10-12 in Tucson, Ariz.

The Conference Committee has been hard
at work planning an educational and
compelling agenda. In addition to several
engaging speakers, we will also travel back to
the Controlled Environment Agriculture
Center, where we will tour and meet with
students and faculty. This trip was well
received at our meeting three years ago, and
this year should be even better. We
appreciate Mr. Giacomelli and the University
of Arizona for welcoming our group.

As always, I would encourage any
Structural Manufacturers to attend this
meeting and participate in the
organization. This is a great opportunity
to engage and network with all your
vendors. It is important to the future of
the NGMA that we, as structural
companies, attend and participate. If your
company has not been represented at a
meeting in the past few years, I challenge
you to send at least one member from
your team to attend. 

I also want to pass on the resignation of
Jim Larkin, our Membership Committee
chair and Board member, and thank him
for the many years of work and dedication
he poured into the NGMA. He will be
missed, and I would like to wish him well
in future endeavors. 

Registration is now open. I am certainly
looking forward to spring and to seeing all
of you in Tucson!

Leah Scantland
President of NGMA
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What Spring Means to Me

Join NGMA in 
Tucson in April

More information is available on pages 3 and 4.

NGMA members will be heading
to Tucson, Ariz., April 10-12, for
the association’s Spring Meeting.

Leah Scantland

The color of Spring is in the
flower, the color of Winter

is in the imagination. 
– Ward Elliot Hour
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Reserve
your hotel
room by

March 8.

Click here for the attendee brochure. Register online.s s

https://www.ngma.com/meeting_registration.2016.htm
https://www.ngma.com/
http://www.omnihotels.com/hotels/tucson-national
http://www.omnihotels.com/hotels/tucson-national
http://tinyurl.com/NGMA2016SpringMtgBroch
https://www.ngma.com/meeting_registration.2016.htm
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Material in this e-newsletter may be
republished with permission of NGMA and
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commercial products in this publication is
solely for information purposes and
endorsement is not intended by NGMA.
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or beliefs of the Board or staff.
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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


Make plans to join NGMA for the Association’s Spring Meeting
April 10 through 12 in Tucson, Ariz. The meeting at Omni

Tucson National Resort will include
informative sessions and plenty of
networking opportunities.

The meeting kicks off Sunday, April 10,
with a golf event followed by a welcome
reception with golf awards in the
evening. Monday and Tuesday mornings

will feature sessions by industry experts on cannabis farming,
aquaponics, sales and business development and public-private
partnership markets and marketing niches. 

Attendees will travel to the Controlled
Environment Agriculture Center at the University
of Arizona Monday afternoon for a session and
reception before an opportunity to explore Tucson
on their own in the evening. 

On Tuesday, division and committee meetings, the
annual general meeting and luncheon and an
evening reception and banquet will round out the
association’s agenda for the Spring Meeting.
Members will be able to spend Tuesday afternoon
on their own or may choose to
take a Biosphere 2 tour and
view the world’s largest earth
science laboratory.

The NGMA Board of
Directors will meet
Wednesday.

Click here for the attendee
brochure. Register online by
clicking here. 

If you have any questions,
please contact Lori Zelesko,
NGMA’s Director of
Conferences and Events, at
events@ngma.com.
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Don’t Miss NGMA’s Spring Meeting in Tucson, Ariz.
April 10–12, Omni Tucson National Resort

The meeting will
include informative

sessions and
networking

opportunities.

Attendees will travel to the University
of Arizona Monday afternoon for a
presentation at the Controlled
Environment Agriculture Center.
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http://tinyurl.com/NGMA2016SpringMtgBroch
https://www.ngma.com/meeting_registration.2016.htm
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MONDAY, APRIL 11 
Understanding the Complexity of the
Cannabis Farm (8:45 – 10:45 a.m.)

Ari Seaman, Partner, iGROW
Eric Senders, Managing Partner, iGROW
Over the past six years of working with the
leading growers and influencers in the
emerging cannabis industry, Ari Seaman
and Eric Senders, founders of iGROW,
concluded that traditional agricultural
methodologies, equipment and systems
would not necessarily correlate to
successful cannabis cultivation in
greenhouses. 
Ari and Eric will present the information
learned from a wide sampling of cannabis
projects iGROW has been involved in to
help the equipment and system suppliers
understand what specific environments are
necessary for this crop and what obstacles
need to be overcome to ensure a successful
outcome. The presentation will cover such
topics as temperature, humidity, lighting
and advanced controls for cannabis
cultivation as well as the ever-changing
complexity of energy consumption,
nutrient use and disposal, pesticides, water
runoff and compliance issues. 

Introduction to Aquaponics – Efficient,
Sustainable and Local (11 a.m. – noon)

Dr. Kevin M. Fitzsimmons, Department of Soil, Water
and Environmental Sciences, University of Arizona
Aquaponics is often described as a mixture of aquaculture and
hydroponics, two of the fastest growing sectors of world food
production. While this definition is true, it
is not accurate. In fact, aquaponics is a very
complex ecological system bringing
together fish culture, plant culture and,
most importantly, a diverse microbial
community that allows the system to
function. Dr. Kevin Fitzsimmons of the
University of Arizona will describe how
aquaponics systems are moving from the
academic community to backyards, school
yards and commercial-scale greenhouses
around the world.

TUESDAY, APRIL 12 
The New Reality of Sales and Business
Development: The Rules Have Changed 
(8:15 – 9:15 a.m.)

Neil Thornton, President, The Thornton
Group of Companies
Focusing on the new rules of sales and
business development, Neil Thornton will
share the ideas, insights and trends that he
has learned in more than two decades of
consulting, business development,
entrepreneurship and coaching business
leaders.

Expanding Public-Private Partnership
Markets & Marketing Niches 
(9:15 – 10:15 a.m.)

Michael F. Munday, Managing Director & Chairman,
Hungry Planets Systems & Service, LLC
Over the last decade, the University of
Arizona Controlled Environment
Agriculture Center (UA-CEAC) has engaged
in a number of public-private partnerships
to expand knowledge of UA-CEAC itself
and the integrated greenhouse growing,
research and results its faculty, staff,
students and partners produce. Key to this
approach is expanding markets and
creating opportunities for marketing using
the projects and personnel UA-CEAC has at
hand – a kind of native marketing. In conjunction with 
UA-CEAC partner Hungry Planets Systems & Service, LLC, the
center has expanded its live and mediated audiences to the
many millions and has created market and marketing niches
with increasing impact. In this presentation, Michael Munday
of Hungry Planets Systems & Service will discuss a selection of
those opportunities.

Structural and Supplier Presentations
and Discussion (10:30 – 11:30 a.m.)

This session features presentations by NGMA members.

Information Sessions at NGMA’s Spring Meeting

Ari Seaman

Neil Thornton

Michael F. Munday

Eric Senders

Dr. Kevin M.
Fitzsimmons

Make Your
Hotel Reservations
The Omni Tucson National Resort is offering NGMA
members a room rate of $169 per night for a single or
double (plus applicable taxes and fees). Room block rates
are guaranteed through March 8 or until the room block is
filled. 
Reserve your room online, or call the Omni Tucson
National Resort at 1-800-THE-OMNI (843-6664) to reserve
your room. Reference the “National Greenhouse
Manufacturers Association” or “NGMA 2016 Spring
Meeting” to receive the discounted rate.

TODAY

NGMA’s Spring Meeting, April 10–12

The Omni Tucson National Resort
offers golf, tennis and spa services.

http://www.omnihotels.com/hotels/tucson-national
http://www.omnihotels.com/hotels/tucson-national/meetings/ngma-2016-spring-meeting
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Industry News
USDA Provides Funding to 
Seek Plant Pest Solutions
The U.S. Department of Agriculture (USDA) plans to
deploy $58 million in funding to protect agriculture and
horticulture from plant pests and diseases. The USDA’s
Animal and Plant Health Inspection Service recently
released its plan for strategically deploying this money
through the 2014 Farm Bill’s Horticulture title. 

“For many years, the Farm Bill has been about row crops
and livestock, but a decade ago, Congress began to
acknowledge the importance of specialty crops and
horticulture in America,” says Craig Regelbrugge,
AmericanHort senior vice president for advocacy and
research.  “Specialty crops represent half the value of all U.S.
crop production, and our industry represents one-third of
the total value of specialty crops. This program represents a
wise investment in solutions to enable future success.” 

In total, 434 projects will be funded in 50 states and
several U.S. territories. 

Source: Greenhouse Management

Cultivate’16 Set for July 9-12
Cultivate’16, one of the largest conventions and trade
shows in the horticulture industry, has announced
keynote speakers and a theme, “The New Now.” The
convention, which is scheduled for July 9-12 in
Columbus, Ohio, features more than 120 educational
sessions and an eight-acre exhibition.

Click here for more information about Cultivate’16.

LED-Lighting Education Offered 
at Colorado State University
Colorado State University and Philips Lighting have
forged a long-term collaborative partnership to create a
state-of-the-art LED-lighted education, research and
training horticulture facility at the university.

The partnership will allow the two entities to perform
collaborative research and focused cultivation studies to
validate and innovate around the application of
advanced LED lighting for horticultural activity. This
research is anticipated to optimize desired plant
characteristics, including the nutritional value of city-
farm-produced foods, irrigation strategies, climate
impact, soil conditions, thermal effects, year-round
production, greenhouse food, hops, floriculture and turf,

while dramatically reducing the power consumption of
the lighting component to indoor growth facilities.

Source: Greenhouse Management

EPA Releases Preliminary 
Neonicotinoid Report
The U.S. Environmental Protection Agency (EPA)
announced the neonicotinoid insecticide, imidacloprid,
may pose a risk to bees at certain levels and on specific
crops. The agency’s preliminary pollinator risk
assessment indicates that imidacloprid potentially poses
risk to hives when the pesticide comes in contact with
certain crops that attract pollinators. EPA’s assessment
was prepared in collaboration with California’s
Department of Pesticide Regulation.

The imidacloprid assessment is the first of four
preliminary pollinator risk assessments for the
neonicotinoid insecticides. Preliminary pollinator risk
assessments for three other neonicotinoids —
clothianidin, thiamethoxam and dinotefuran — are
scheduled to be released for public comment in
December 2016. 

In addition to working with California, EPA
coordinated efforts with Canada’s Pest Management
Regulatory Agency, which simultaneously released its
assessment reaching the same preliminary conclusions as
EPA’s report.

Source: Greenhouse Management

Trending…
A brightly colored flower is the first zinnia to bloom in
the International Space Station. The zinnias were chosen
by NASA to “help scientists understand how plants flower
and grow in microgravity.” Astronauts made headlines last
year after successfully growing lettuce on the space station,
but the zinnias proved to be a bit more difficult.

“The zinnia plant is very different from lettuce,” Trent
Smith, the veggie project manager, notes in a NASA
blog. “It is more sensitive to environmental parameters
and light characteristics. It has a longer growth duration
between 60 and 80 days. Thus, it is a more difficult
plant to grow.”

Source: Quartz

Get ready for spring with these five tips for preparing a
greenhouse for warmer weather and the full swing of
production. Click here to learn more. 

http://www.greenhousemag.com/article/usda-americanhort-funding-for-plant-pest-solutions-0216
http://www.cultivate16.org/
http://www.greenhousemag.com/article/philips-and-colorado-state-partner-up-0116
http://www.greenhousemag.com/article/01epa-neonicotinoid-first-four-reports
http://qz.com/596901/growing-the-first-flower-ever-to-bloom-in-space-was-not-easy/
http://www.greenhousemag.com/article/cropking-5-things-you-need-to-do-to-prep-for-spring-0116
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by Marc Wayshak

Organizations used to be able to
cook up a successful sales team
with a few basic ingredients: 
A quality product, compelling
compensation plan, simple
training program and effective sales tracking. Not so
anymore. Millennials have changed the recipe. 

Born after 1981, Millennials are the youngest generation
in today’s workforce. They are also vastly different from
every generation before them – and that’s especially true
when it comes to sales. Millennial salespeople are
confident, self-expressive, liberal, upbeat and open to
change. They came of age immersed in technology and
instant communication. Their expectations, both for
work and personal life, are sky-high.

It should come as no surprise that this unique
generation has tremendous potential for success in sales,
but Millennials require a new style of management to
achieve that success. Here are seven must-have
ingredients for successfully managing Millennial
salespeople:

1. Figure out what’s really driving them.
Millennials are a generation of idealists, which means
that they often focus more on social impact or personal
fulfillment than how much money they make. They also
live at home with their parents longer and put off
marriage and child-rearing to a greater extent than any
previous generation. As a result, many Millennials are
less driven by financial stability than they are by work-
life balance or community contribution. Figure out
what really drives your Millennial salespeople so that
you can motivate them in the most effective ways
possible.

2. Help them see the client’s perspective.
Because Millennial salespeople are often selling to older
clients, it is critical that they understand and connect
with those in older generations. Teach your Millennial
sales team that 55-year-old prospects will not have the
same outlooks or aspirations as 27-year-old prospects.
For example, a 55-year-old Baby Boomer client might
be highly motivated by financial security, while a 27-
year-old Millennial client is more likely to be driven by
convenience and flexibility. If Millennial salespeople fail
to understand the perspectives of older generations, they

will struggle to maintain
relationships with clients and close
sales with a large demographic of
prospects. 

3. Train, train, train – and
then train some more.

Millennials are often overeducated for their entry-level
jobs, but you should still provide them with extensive
work training for two key reasons. First, Baby Boomer
parents have imbued their Millennial kids with an
appreciation for continued education. By offering
comprehensive training to new hires, top young talent
will actually be attracted to your organization. Second,
Millennials are typically enthusiastic learners who will
implement the strategies and techniques they are taught.
The more training you give them, the more effective at
sales they will be.

4. Focus on what they do – not when they 
do it. The idea of a nine-to-five workday is not merely
foreign to most Millennials, it’s completely abhorrent.
When left to their own devices, these young salespeople
might head off to the gym at noon – but that doesn’t
mean they’re not hardworking! It just means they’re
likely to stay late at work to finish what they have to do.
Many organizations struggle to manage their Millennial
salespeople by requiring that they work certain hours.
Not only is this unnecessary, but it’s also harmful to
work productivity. Millennials are famous for
demanding work-life balance. If they sense that their
employer lacks an appreciation for work-life
equilibrium, their morale will plummet and they’ll
consider other job options. So instead of setting a rigid
work schedule, give your Millennial sales team specific
daily or weekly sales activity goals. For example, tell
them to make a certain number of calls, conduct a
certain group of meetings or attend a certain type of
event. Then let them work according to whatever
schedule will make them most productive.

5. Give them lots of feedback. There’s a reason
why Millennials are called Trophy Kids. This generation
wants glowing recognition – and lots of it. Remember
that your Millennial salespeople grew up receiving
awards and trophies for nearly every endeavor, whether
coming in last place at a Little League tournament or
taking fifth place at the science fair. To be a successful

7 Must-Know Tips to Managing Your Millennial Salespeople

continued on page 7

This unique generation has
tremendous potential for success
in sales, but Millennials require
a new style of management to
achieve that success.
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manager, you must capitalize upon this deep-seated
Millennial trait: Give your sales team lots of feedback.
Knowing that their manager thinks they’re doing a great
job is often more motivation for Millennials than a
monetary bonus. And don’t shy away from giving your
Millennial salespeople constructive feedback, either.
Millennials aim high when it comes to work
achievement, and they are exceptionally open to
constructive criticism if it will translate to more success,
faster. 

6. Set their expectations for success. Instant
gratification: Millennials grew up with it, whether it was
fast food, instant messaging or the 24-hour news cycle.
As a result, this generation looks for fast results and is
likely to get bored quickly. In the workplace, this
translates to what’s known as job-hopping, where
Millennials stay at each job for only a few months to a
year, leaving for greener pastures if their expectations
aren’t met in a timely manner. Instead of viewing this as
a negative reality, consider that this mindset can be an
asset to your business. Millennial salespeople start every
new job with enthusiasm and high hopes – if you can
help shape their expectations for the job, you can more

consistently retain Millennial talent. Set realistic
expectations early on for Millennial salespeople, and you
will lessen the likelihood that they’ll leave for greener
pastures in the near future.

One of the best qualities of the Millennial generation is
that they are collaborative, team-oriented workers. This
means they are likely to want to help others in the
workplace. Once your Millennial salespeople have
shown superior skills in particular areas, invite them to
train others on the team. For example, Millennials will
likely be strong with technologies such as your CRM
system. Let them contribute to the team by helping
veteran salespeople master whatever technologies they
might struggle with. Because Millennials are highly
driven by community contribution and social impact,
the opportunity to improve the sales team with their
knowledge and skill is very rewarding for them. 

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

7 Must-Know Tips

continued from page 6

Marketing Tips and Tricks
Put every word to work for you
Customers won’t take time to figure out what you’re
saying. If they don’t get it instantly, they’re gone.

The best way to get and keep their attention is to hone
your pitch until it’s razor sharp. 

That goes for email, Tweets, texts, proposals,
presentations or marketing messages. Each word must
serve as glue.

Here are some guidelines:

✿ First drafts are always (deeply) flawed. Set them
aside and revise. Then repeat and repeat!

✿ Unnecessary words confuse. They clog the mind.
Read your stuff critically, asking yourself the
question, “What can I cut out?”

✿ Short words are easy to grasp. Always use a shorter
word rather than a longer one. Think short.

✿ Keep sentences short. The eye rejects long sentences.
They’re confusing. And readers ignore what you are
saying.

✿ Always get a second opinion. Not sometimes, all the
time. Find someone you trust who can write (tough
to find but keep looking). 

✿ Proof. Proof. Proof. Errors distract and weaken your
message.

It’s easy to forget that writing is the basic tool of
business. If we want to do more business, then we must
make every word count.

Source: No Nonsense Marketing and Sales Ideas from
John R. Graham

http://www.marcwayshak.com/
http://gameplanselling.com/
http://www.johnrgraham.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 (November,
December and January), the NGMA
website had 3,069 visits or a total of
8,039 page views and approximately 82.5
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/
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