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Spring! It’s finally here and what a great
time of year! Lawns are greening. Trees
are budding and flowers are blooming.
There’s just something about the brisk
morning air that makes one want to be
outdoors planting a vegetable garden or
working on a new landscape project.
After all, spring is the time of year that
many of our customers/growers
anticipate the most. With Mother
Nature’s help in providing warm and
sunny weekends, hopefully our customers
will experience a prosperous spring season
that results in expansion projects this fall.

Spring is also the time of year in which
we hold our annual NGMA conference,
and this year, it was a great one. Historic
Savannah provided an exceptional venue,
which was reflected in the increase in
attendance. In addition, our educational
speakers were relevant and engaging as we
discussed industry economics,
aquaponics and cannabis production.
Thanks to all conference committee
members and NGMA staff for your
efforts in providing a successful
conference. 

Also, I would like to welcome our new
Board members: Tom Vezdos from
Rough Brothers, Tim Lauer of Albert J.
Lauer, Inc. and Bobby Harris from Acme
Engineering. Tom, Tim and Bobby are
great additions to the Board, and I look
forward to working with each of them. 

While at our conference, I was asked by
some of our membership, “How can I

become more involved in the NGMA?”
It’s very simple; just volunteer to serve on
a committee. Your involvement would be
rewarding and appreciated; your input is
invaluable to the continued success of the
NGMA.

As we all turn our attention toward
Cultivate’17, please make plans to attend
our annual NGMA reception on Sunday
evening, July 16. Our reception provides
a great opportunity to network with
industry professionals in a casual
atmosphere while allowing our
organization the opportunity to
introduce ourselves to potential new
members. If you know of a company or
organization that could benefit from an
NGMA membership, please invite them
to attend our reception.

I look forward to seeing each of you in
July, and I hope everyone has a
prosperous and enjoyable spring.

Mark Davis
President of NGMA

Message from the President

Spring Meeting Ushers 
in Season of Growth

Mark Davis

NGMA Member 
Reception on July 16

See page 5 for details!
Save the

Date
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C O N T E N T S

NGMA’S MISSION
STATEMENT

Material in this e-newsletter may be
republished with permission of NGMA and
with proper line credit. Mention of
commercial products in this publication is
solely for information purposes and
endorsement is not intended by NGMA.
Material does not directly reflect the opinions
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
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From beautiful surroundings in Savannah, Georgia to
knowledgeable and engaging speakers, this year’s
NGMA Spring Meeting was a delight for all who
attended. 

There was plenty of time to mingle and network as
members enjoyed renewing old friendships and meeting
new like-minded individuals with whom to share the
latest industry news and ideas. Speakers discussed
economics of the greenhouse industry and some
emerging industries such as aquaponics and cannabis
cultivation.

Members also got to enjoy a round of golf at the highly-
acclaimed Southbridge Golf Club and add on the
Historic Savannah and Southern Mansion Experience as
a tour option. And there’s nothing like a trolley ride
through historic Savannah, home to stately Southern
architecture and distinctive park-like squares, to set a
relaxing tone. Members also enjoyed tours of two of
Savannah’s Historic House Museums, the Isaiah
Davenport House Museum and the Andrew Low House. 

Meeting materials are available in the members’ only
section of the NGMA website.

Attendance was up and spirits were high, thanks to a
great conference with great people in a great location! 

Engaging Speakers, Beautiful Venue
Boost Spring Meeting Attendance

Members could visit the majestic Forsyth Park
Fountain, a well-known Savannah landmark built
in 1858. 

NGMA members gear up for the golf outing at
Southbridge Golf Club, Savannah, Georgia.

Yurij Duda,
Jeannette
Lock, Arthur
Kroon and
Nick
Holubowsky
win second
place at the
2017 NGMA
Golf Outing.

LEFT:
Mark Davis, NGMA
President and Craig
Humphrey, outgoing
NGMA Board Member,
at the Annual General
Meeting.

Mark Davis, NGMA President, welcomes attendees
to the Spring Meeting in Savannah, Georgia.

NGMA members stop at the Cathedral of St. John
the Baptist for a group photo during their Historic
Savannah and Southern Mansion Experience Tour.
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Cultivate Continues to Rise as Top
Trade Show and Educational Event
AmericanHort’s signature event, Cultivate, long
recognized by horticulture professionals as their go-to
source for new products, new varieties and educational
sessions to move their business forward is also being
recognized by the trade show industry. 

Cultivate’16 was recently announced as a Trade Show News
Network Top 250 Trade Show, moving up from last year's
to spot No.130. With a record number of submissions for
this list in 2016, AmericanHort is proud and honored by
the achievement, according to a press release.

Cultivate’17 has also achieved Certified Exhibition
status with the International Association of Exhibitions
and Events. This certification recognizes successful
implementation of best event practices as set forth by
IAEE. Ken Fisher, AmericanHort president and CEO,
says, “Cultivate is unique because it’s entirely organized
by AmericanHort’s professional staff and volunteers who
believe in and are passionate about serving the
horticulture industry specifically. To receive an
admirable spot on the TSNN Top 250 List and the
Certified Exhibition designation from IAEE is a nice
accolade to a job well done.”

Cultivate’17 is also making news with a sold-out exhibit
hall. The Greater Columbus Convention Center has
added 30,000 square feet of exhibit space over the past
year, and for Cultivate, the space was much needed,
according to the release. Click here to read more. 

Registration Open for the 2017 
AAS and NGB Summer Summit 
All-America Selections and National Garden Bureau
host a joint summer meeting for the home garden
industry each year. This year’s event is scheduled for
Sept. 5 and 6 at the Holiday Inn in Rochester, N.Y. 

The event is for AAS judges, AAS Display Gardens,
NGB members, breeders, brokers, growers, retailers,
media, garden writers and anyone who would like to
attend. From Rochester, attendees will travel to the
Finger Lakes region to join Home Garden Seed
Association for their annual meeting. This is a great way
to make just one trip but join two summer networking
events! For more information, click here.

NASA Develops Lunar, 
Martian Greenhouse

While astronauts have successfully grown plants and
vegetables aboard the International Space Station,
NASA scientists at the Kennedy Space Center in Florida
are collaborating with a university team to develop long-
term methods that could help sustain pioneers working
in deep space.

Agency researchers believe while there are many
challenges for human exploration beyond Earth, they
are convinced there are solutions. According to Dr. Ray
Wheeler, lead scientist in Kennedy Advanced Life
Support Research, the Prototype Lunar/Mars
Greenhouse project will support ongoing research in
space to grow vegetables for food and cultivating plants
to sustain life support systems.

Read more here. 

Women in Controlled Environment
Agriculture Startups

Meet four female trailblazers raising the bar in controlled
environment agriculture through entrepreneurship.

By Cassie Neiden, Produce Grower

Interest in furthering the development of controlled
environment agriculture (CEA) is propelled forward by the
idea that we can create real solutions to some of humanity’s
basic needs: like growing nutritious food. By bringing
farming under cover, be that in a hoophouse, greenhouse
or vertical farm, we have found ways to closely monitor
and manipulate growing conditions. These efforts have
resulted in extended growing seasons — all while
improving food access, flavor and local economies.

But CEA’s improvements do not stop there. As this
dynamic, ever-changing industry continues to adapt and
evolve, new ideas coming to the forefront aim to solve
challenges and streamline systems. Unsurprisingly, many
of them are coming from women, who are asking the
simple question: Why not?

Why not integrate greenhouse data into a user-friendly
platform? Why not ask if an abandoned garden needs a
revamp? Why not grow clean, healthy greens in the

Industry News

continued on page  5

http://www.greenhousemag.com/article/cultivate-americanhort-top-trade-education/
http://all-americaselections.org/aas-meetings-events/
http://www.greenhousemag.com/article/nasa-martian-lunar-greenhouses/
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Mark Your Calendar for July 16 
NGMA Membership Reception

The NGMA will hold its annual Membership Reception
at Culitvate’17 in Columbus, Ohio. The event will take
place from 6 to 8 p.m. on Sunday, July 16 in the
Madison Room at the Hyatt Regency Columbus.

It’s a great time to network with other industry leaders
and talk with current and potential NGMA

members. If you are exhibiting with the
show, be sure to pick up your NGMA

member signs to promote your
membership at your booth.

We’re looking forward to seeing you there! Click here to
learn more about Culitvate’17, one of the largest
conventions and trade shows in the horticultural industry. 

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.

comfort of a home? Why not make a greenhouse three
stories tall?

Click here to read about four determined, inspiring
women who are finding CEA success through their
innovations and leadership. 

Global Innovations at IPM Essen

For four days in January each year, IPM Essen opens its
14 halls to the global horticulture market. 

Inside, growers, retailers, breeders, brokers and other
interested parties can learn about new technology, plant
varieties, growing methods, trends, cut flower design

and everything in between. More than 57,000 attendees
from 45 countries visited IPM Essen and its 1,577
exhibitors from Jan. 24 to 27 in the city of Essen,
Germany, this year. 

Sustainability was a theme throughout the trade show,
from eco-friendly packaging to energy and resource-
saving technology, especially in the field of automation.
In addition to the usual floriculture focus, IPM also put
a special emphasis on fruit and vegetable production this
year. Exhibitors that had products that would be useful
for produce were identified with a special logo. Here are
some of the takeaways from IPM Essen in the areas of
technology, trends, plants and more. Throughout the
article, you’ll also find commentary from North
American horticulture industry professionals about what
they saw and why they attended. 

To read more about the event, click here. 

continued from page 4

Industry News
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http://cultivate17.org/
http://cultivate17.org/
https://www.ngma.com/benefits.htm
http://magazine.producegrower.com/article/february-2017/women-in-cea-startups.aspx
http://www.greenhousemag.com/article/global-innovations-at-ipm-essen/
https://www.ngma.com/
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Your competitors are out there right now trying to sell
your customers and prospects. That’s the bad news. The
good news is that, with the right selling strategy, it is
easy to stand out from the competition. Here are eight
tips to effectively stand out from and then beat the sales
competition:

1. Break the pattern: If most salespeople are doing
the same thing (which they are), then you want to do
the exact opposite. By doing the opposite of what a
prospect expects the typical salesperson to do, you break
the prospect’s defense pattern and can engage in a more
productive sales conversation.

2. No more enthusiasm: Old-school salespeople are
over-the-top enthusiastic and not genuine. In order to
be totally distinct, drop the fake enthusiasm. Instead be
genuinely interested in prospects’ worlds. Remember
that you are most interesting to someone by being
interested in them.

3. Quit pitching: Prospects are trained to be weary of
a canned pitch. The smooth sales pitch has been around
for literally over 100 years: National Cash Register
(N.C.R.) famously perfected it in the late 1800s. Still,
these ineffective sales pitches are the go-to approach for
most salespeople. Doing the same will make you seem
sleazy.

4. Persuasion is Cheesy: Persuasion tactics are not
only predictable, but they also inherently assume that
every prospect is a good fit for what you sell. This is not
the case! In fact, at least 50% of the prospects you meet
are not going to be a good fit for you, for a number of
reasons. Rather than assume that you should persuade
prospects, ask questions to determine whether there is a
match between their challenges and your solutions.

5. Focus on Them: Most salespeople spend most of
their time in selling situations talking about themselves
and their organizations. This is a "me"-focused approach
to selling – and it turns prospects off. Instead, focus on
the prospect’s world in an effort to understand what is
really going on with them and their businesses. Be
prospect-focused. 

6. It’s about the prospects' challenges: You do
not sell a product or service; you sell a solution to your
prospects' challenges. By asking about a prospect’s

challenges, you earn their trust and gain a clear
understanding of whether the prospect is qualified for
the solution you have to offer. 

7. Pressure is passé: Nothing turns off prospects
more than high-pressure closing techniques. For over
100 years, salespeople have been preemptively sliding
contracts across the table and eagerly asking, “So, are
you ready to move forward?” Your prospects have been
training their entire adult lives to sidestep this tactic.

8. Use a doctor's mindset: Stop thinking like a
salesperson. Instead, think like a doctor. When a
prospective patient walks into a doctor’s office with a
problem, does the doctor state her solution at the
beginning of the visit? No way. Instead, the doctor
spends time examining the problem, asking questions
and then – only when she’s confident she has the right
answers – offers a solution. Apply this same approach to
your selling.

Now that you have the strategy to standing out from
and then beat the competition, it’s time to take action.
Which of the eight tips will be most useful to you? 

Eight Tips to Beat Your Competition in 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

Connect with
NGMA Online!

www.ngma.com

by Marc Wayshak

http://www.marcwayshak.com/
http://gameplanselling.com/
https://twitter.com/marcwayshak
https://www.ngma.com/
http://www.facebook.com/pages/National-Greenhouse-Manufacturers-Association-NGMA/113532758680537
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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 (February,
March and April), the NGMA website
had 3,081 visits for a total of 8,151 page
views and approximately 71 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/

