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An quarterly e-newsletter for members of the National Greenhouse Manufacturers Association

Message from the President

San Diego, what a great NGMA Spring Meeting! 
The scenic venue was exceptional, our attendance 
increased and the educational sessions and 
networking opportunities could not have been better! 
Overall, I think it was one of the best conferences that 
we have held over the last few years, and I want to 
thank our conference committee and NGMA staff for a 
well-planned event.

It was also great to see our newest member, Röber 
Kunststoffe, attend our meeting and show support and 
commitment to our organization as a Bronze Sponsor 
for our event. As a reminder to all, the sponsorship 
program is open to anyone who wants to participate. 
If you are interested, please contact our NGMA office 
for more details on this opportunity.

Also, I would like to welcome our newest board 
member, Mauricio Manotas, of Ludvig Svensson. 
Mauricio is a great addition to our board and I want 
to thank him for his commitment to the NGMA. I also 
want to express my appreciation to all our current 
board members for their continued service and to 
congratulate Tom Vezdos on his new President-Elect 
position. Tom will serve our organization well and I 
look forward to his leadership in the coming years.

During one of our presentations, 
Lee Buddrus discussed the 
recent modification in the 
energy codes that can have 
unfavorable consequences 
for consumers. This can also 
be said for any new proposals 
or modifications to the 
building codes. For this reason, NGMA continues efforts to remain 
knowledgeable of these new code proposals. Toward that end, we 
had representation at the recent IBC code meetings that were held 
in Columbus, Ohio. In the near future, we should have a report from 
this meeting, and any news will be shared with our membership.

Speaking of Columbus, Cultivate ’18 is just around the corner. Please 
make plans in your schedule to attend the NGMA reception on 
Sunday evening, July 15. If you know of any companies that could 
benefit from becoming an NGMA member, please invite them 
to attend. Our reception is a great networking opportunity and 
gives us the chance to showcase our organization to potential new 
members.

I value your continued support of our great organization and 
appreciate the opportunity to continue to serve as your president. I 
look forward to seeing each of you at Cultivate in July.

Mark Davis
President of NGMA

Fresh from Our Meeting! 

Insights
Spring 2018

Save the Date 
NGMA Member Reception 
on July 15 at Cultivate ‘18

See Page 8 for Details!
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Contact Us:

National Greenhouse 
Manufacturers Association

2207 Forest Hills Drive
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Phone: 717-238-4530
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Website: www.NGMA.com

Office Hours: Monday through Friday, 
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Carolyn Kimmel

NGMAeditor@hotmail.com

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.

www.facebook.com/
NationalGreenhouseManufacturersAssoc

Insights is published 
electronically four times per year:

Spring issue is published in February
Summer issue is published in May

Fall issue is published in August
Winter issue is published in November
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Sharing knowledge and passion about their industry, NGMA 
members took every opportunity to listen and learn at the 
NGMA Spring Meeting held recently in San Diego, Calif.

“I found the spring meeting to be a great place to network 
with my peers. We don’t get a chance to hang out with these 
companies very often and it is nice to work together to figure 
out solutions to shared challenges,” said Kelley Nicholson of 
Autogrow, New Zealand.

Adam Pound, of AgraTech Inc., Pittsburg, Calif., echoed those 
words. “As a structural member, we look forward to spending 
time with our valued component and service members and the 
opportunity to learn more about their products,” he said.

Michael Sowinski, of Röber Kunststoffe, Germany, said he 
appreciated the friendly atmosphere that pervades the annual 
gathering of industry professionals.

The educational sessions enhanced the meeting, offering timely 
industry updates and news, members said. Session speakers 
discussed topics such as supplemental lighting for greenhouses 
and how to effectively avoid common pitfalls that cause 
construction project shortcomings. 

“The educational experiences we have during our 
spring meeting are a great way to stay in tune with 
the changes in the greenhouse business,” said Bobby 
Harris, director of sales at Acme Engineering & 
Manufacturing Corp, Muskogee, Okla. “The topics of 
the seminars and the questions therein are a learning 
process that helps me become a better vendor to my 
downstream customers.”
  
Outside the official business of the meeting, members 
got to relax as they enjoyed a round of golf at the 
highly-acclaimed Carmel Mountain Ranch Country 
Club and took in the beauty of the La Jolla caves and 
surrounding area on the La Jolla Kayak tour. 

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

Thank you to everyone who attended and to our 
speakers for making this meeting a success!
 
Save the date now and plan to join us April 7 – 10, 2019 
for the 2019 NGMA Spring Meeting in Austin, Texas. 

NGMA Spring Meeting of the Minds

Education
Members learned about business growth, regulations and workforce trends.

James Grouzos spoke on 
greenhouse lighting.

Attendees were able to learn valuable information about a variety of topics during the 2018 NGMA 
Spring Meeting education sessions.
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Recreation

Among Friends

Free time meant tee time, water activities, exploring and fun.

Camaraderie abounds whenever members get together.

Second-place golf team Nick Collins, Art O’tbre 
and Matt Stuppy

Brian Schroeder, Craig Humphrey, Robin Juhler and 
Mike Dineen placed first in the 2018 golf event.

Sunny weather partnered with players 
for a wonderful day of golf.

Attendees participated in a beautiful La Jolla kayak tour.

Coastline view George Dean was recognized as an 
honorary member in attendance.

Mark Davis welcomes members.
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Networking 
Trading notes and new ideas is a highlight of the meeting.

Dave Bishop, Charlotte Bishop and Patricia Dean

Mauricio Manotas, Arthur Kroon and Dennis van Alphen

Matt Stuppy and Tom Piini

Networking was the name of the game. NGMA’s Spring Meeting provides networking 
opportunities like nowhere else.
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Mauricio Manotas
President, Ludvig Svensson Inc. 
Americas Division

Q: How long have you worked in the greenhouse 
industry, and what do you do in your current position?

A: I have been in the greenhouse industry for 20 
years and I’m currently the president of Ludvig Svensson 
Americas division. We are a family-owned company with 
more than 130 years on the market. We manufacture 
climate screens used by growers for energy savings, 
shade, light diffusion and blackouts. I oversee the whole 
operation, from production and sales to marketing here 
in America.

 

Q: Why did you go into this industry?

A: One of my uncles has a greenhouse construction 
company in my native Colombia. Some 20 years ago 
when I was fresh out of college, he offered me a job 
building greenhouses around Bogota. I realized then 
that “my office” was going to be surrounded by roses 
and tomatoes being grown and, quite honestly, I never 
looked back.
 

Q: Tell us about your business, your customers, etc.

A: We sell climate control to growers in the form of 
a textile. If you’re in the northern states or Canada and 
need to let the light in for any crop you’re growing but 
also want to keep the energy bill in check, you can use 
our products. On the opposite side of the spectrum, 
if you are a grower in the southern part of the U.S. or 
Mexico and the problem is the heat, we can certainly 
help with that too. We have a team of experts spread 
around America to make sure we understand the 
different regions’ needs and can serve them in the 
best possible way. The end users of our product are 
the greenhouse growers, but our customers are the 
greenhouse builders and installation companies that sell 
the complete package of climate control.

Q: What is a project that you’ve done that you’re 
especially proud of, and why?

A: I have been involved in many successful commercial 
projects in the past 20 years, but perhaps the one that 
I’m most proud of has nothing to do with commercial 
success. We started working with the school system 
in the city of Charlotte, N.C., where we are located, 
trying to help the schools located in areas that are 
considered “food deserts.” We worked with the kids with 
horticulture programs, teaching them where flowers 
come from and that a tomato comes from a plant, not 
a can. This has been the most humbling and rewarding 
experience that I can think of. We were the 2017 
small business recipient of the “Mayor’s International 
Community Award” from the city of Charlotte.
 

Board Member Profile
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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

NGMA INSIGHTS - SPRING 2018

Q: What’s been a key to your success in this industry 
over the years?

A: Passion, passion and passion. My work has led me 
to live in four different countries in the past 18 years. 
Overcoming some of those challenges can be done 
only with true passion about what I do. As Van Gogh 
used to say “Great things are done by a series of small 
things brought together.” I think my consistency doing 
the small, right things day in and day out has definitely 
played a role in this journey.
 

Q: Have you faced any industry-related challenges lately, 
and what have you done to overcome them?

A: We are a family-owned company that takes a lot of 
pride in what we do and being here for our companies 
for the long haul. We all still remember 2008 and 
2009 as very challenging years and we know that true 
commitment and innovation kept us afloat. We have a 
very robust R&D team, creating products for the next 
five to 10 years because we as leaders need to keep 
improving and innovating. Investing in new products 
and the right people is one of the company’s principles. 
These days when we have a healthy market, several 
companies are trying to imitate what we do—but what 
they don’t understand is that our approach and products 
have years of sweat and tears behind them. You might 
be able to copy a product, but it’s very hard to copy 
passion and commitment.
 

Q: How long have you been an NGMA member, and 
what do you find is the biggest benefit of being a member?

A: We have been proud NGMA members for many 
years and enjoy being part of this organization very 
much. It gives us the opportunity to fight for common 
goals in our industry and also spend time with our 
customers and industry peers.
 

Q: What your hopes/goals as a board member?

A: I’m coming with high hopes of increasing our 
membership numbers! I would also like to get involved 
in programs where we act as an organization and not as 
individual companies only.

mailto:NGMAeditor%40hotmail.com?subject=
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NGMA will hold its annual Membership Reception at 
Cultivate ’18 in Columbus, Ohio. The event will take place 
from 6 p.m. to 8 p.m. on Sunday, July 15 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! 

Cultivate ’18, one of the largest conventions and trade 
shows in the horticultural industry, runs from July 14 – 17 
in the Greater Columbus Convention Center in Columbus. 
Click here to learn more about this year’s event.

Mark Your Calendars for July 15 
Join Us for the NGMA 
Membership Reception at...

visit the website at 

www.ngma.com

Agriculture Center Director Steps Down 
Gene Giacomelli stepped down as director of the Controlled Environment 
Agriculture Center in March . 

Giacomelli, a leader of CEAC since its formation, excelled in building the 
center and its greenhouses. He cultivated future industry leaders by educating 
students about the industry and recently established an advisory board to help 
CEAC grow in research, education, training and outreach. 

CEAC has appointed Murat Kacira as the new director of the organization. 

Giacomelli will continue to be involved in the ABE and CEAC programs as an 
ABE professor, where he will focus more on his research, teaching, extension 
and mentoring of students. 

We at NGMA thank Gene for his contributions to the greenhouse industry and 
wish him well!

Association News

http://www.cultivate18.org/
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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.

NGMA INSIGHTS - SPRING 2018

Board of Directors 
Election Held 
The NGMA Board of Directors was 
elected during the membership 
meeting held at the 2018 NGMA 
Spring Meeting in San Diego, Calif.

Tom Vezdos, of Rough Brothers, Inc., 
is our new President-Elect. 

Check out the entire board listing 
on page 2!

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.

Member Benefit Spotlight: 
Website Promotion, 
Information & Advertising

Tom Vezdos

http://www.ngma.com
https://www.ngma.com/benefits.htm
mailto:membership%40ngma.com?subject=
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Close More Sales With These 11 Quick and Easy Tips

There are hard ways to close more sales—and then there are 
easy ways. If you’re looking to make some simple changes to your 
selling strategy that will have a big impact on your bottom line, 
it’s time to emulate the most successful salespeople out there.

The following 11 sales tips are quick, easy and powerful ways to 
increase the number of sales you close. Implement these now 
and watch as your sales strategy dramatically improves:

1. Drop the enthusiasm. 
The old-school sales technique of acting overly cheerful and 
enthusiastic just doesn’t work anymore. In fact, it actually 
sabotages your chances of connecting with prospects and gaining 
their trust. Drop the enthusiasm and adopt a more genuine, low-
key tone to start closing more sales.

2. Focus on your prospects. 
It might sound obvious, but most salespeople don’t 
focus on their prospects nearly enough. You’ll stand 
out from the competition if you stop focusing on your 
product or service, and instead spend all your time 
focused on your prospects, their needs, and their 
deepest frustrations. 

3. Share best practices. 
You have an amazing bird’s-eye-view of what’s going 
on in your prospects’ industry. Use that perspective 
to share best practices with your prospects, and you’ll 
quickly find that they want to talk to you and learn 
from you. Once you’re perceived as an expert in the 
industry, you’ll be able to set more meetings and 
close more deals.
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About 
the Author: 
Marc Wayshak
Marc Wayshak is the 
bestselling author of 
two books on sales and 
leadership, Game Plan 
Selling and Breaking 
All Barriers, as well as 
a regular contributor 
for Fast Company, 
Entrepreneur Magazine 
and the Huffington 
Post Business section. 
As a sales strategist, Marc created the Game Plan 
Selling System to revolutionize the way salespeople, 
entrepreneurs and companies approach selling. Marc’s 
sales strategy is based upon his experiences as an 
All-American athlete, Ivy League graduate, startup 
entrepreneur and years of research, training and selling. 
He holds an MBA from the University of Oxford and a BA 
from Harvard University. Get his free eBook on 25 Tips 
to Crush Your Sales Goal at GamePlanSelling.com. You 
can call him at (617) 203 – 2171 or email him at Info@
MarcWayshak.com. (Twitter: @MarcWayshak)

4. Ask questions about challenges. 
Few salespeople understand the importance of asking 
prospects about their key challenges. Try asking, “What is 
the biggest challenge you’re facing right now?” All prospects 
want to find solutions to their problems, so they’re likely to 
open up to you if you ask questions like these—and you’re 
far more likely to ultimately close the sale.

5. Learn the cost of those challenges. 
If you can get a prospect to articulate what a challenge is 
costing them, then you can immediately create value. Once 
your prospect shares their key challenge, try asking, “What 
would you say this challenge is costing your organization?” 
The answer tells you—and, more importantly, your 
prospect—exactly what your solution is worth.

6. Establish a budget. 
Once your prospect has articulated what their key 
challenges are costing them, it’s time for you to ask, “What 
could you see yourself investing in order to solve these 
challenges?” When you allow your prospect to lead with 
what they’re willing to invest, you’ll stop hitting them over 
the head with a price and start closing more sales.

7. Be willing to walk. 
If you’re not willing to walk away from a prospect, then 
you’re at a huge disadvantage. That’s because 50 percent 
of the prospects you come across simply aren’t a good fit. 
Maybe they aren’t facing the challenges you solve—or they 
simply don’t have enough money for your solution. Don’t be 
afraid to walk away from those who aren’t ideal prospects.

8. Get commitment before presenting. 
If your prospect isn’t committed to solving the challenges 
they have, then there’s no point in presenting your solution. 
Close more sales by focusing only on those who have 
displayed that commitment.

9. Give three options in every proposal. 
If you’re only presenting one option to prospects, then 
you’re losing sales. Instead, give three options in every 
proposal, ranging from a lower-end solution to a premium 
option with all the bells and whistles. This has two 
advantages. First, you’ll close more premium sales than ever 
before. Second, you’ll provide context to the purchasing 
decision, so your prospect won’t feel the need to shop 
around and compare prices. 

10. Always schedule a next meeting. 
Close every meeting by scheduling the next one. This 
is incredibly easy, yet salespeople fail to do this all the 
time. Don’t just say, “I’ll call you next week,” because 
things fall apart without clear next steps. No matter 
where you are in your sales process, always schedule 
the next step before ending a meeting with your 
prospect.

11. Ask for introductions 
at the point of sale. 
There’s no better time to ask existing customers for 
introductions and referrals than right after closing the 
sale. They’re excited about working with you and will 
be eager to connect you with others. Even if they don’t 
introduce you to someone right away, you’ll plant a 
seed and get them thinking about others who would 
be equally as excited to learn of your solution.

http://www.marcwayshak.com/
http://amzn.to/15MdhA9
http://amzn.to/15MdhA9
http://www.marcwayshak.com/breaking-all-barriers/
http://www.marcwayshak.com/breaking-all-barriers/
http://gameplanselling.com/
mailto:Info%40MarcWayshak.com?subject=
mailto:Info%40MarcWayshak.com?subject=
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Industry News

The Latest in Structures: 
New Greenhouse Systems 
Offer Easy Maintenance, 
Better Weather Protection 
By: Brian Sparks, GreenhouseGrower

Structures manufacturers and suppliers say their 
grower customers are asking for new models that can 
accommodate a diverse crop mix, while providing 
flexibility in design, maintenance and control of the 
environment. 

Click here to check out a slideshow that gives a closer 
look at some of the latest models, with a comparison of 
some supplier offerings.

Urban Agriculture: 
Utilizing Supplemental and 
Sole-Source Lighting in Urban 
Crop Production Environments  
By: Brian Sparks, GreenhouseGrower

Last month, we shared the first article in a series by Produce 
Grower on the comeback of urban agriculture. 

The rise in popularity can be attributed to increased 
consumer interest in sustainability, local food sources and 
the health and social benefits of urban food crop production, 
among other things.

The series examines the urban agriculture trend, including 
history and production systems, rooftop greenhouses and 
gardens, the use of lighting in urban growing environments, 
vertical farms, community gardens, lighting of edibles inside 
the home and the economics of urban agriculture.

To read about the latest in lighting up these urban spaces, 
click here.

A Look Behind the Hype of 
Vertical Farming 
By Janeen Wright, GreenhouseGrower

Vertical farming is receiving nearly as much attention 
in the news lately as the conundrum on how to feed a 
mushrooming world population in the 21st century. 

And rightly so, as this practice of growing produce in 
vertically stacked layers, usually through hydroponic or 
aeroponic growing methods, may be one solution to the 
problem—or not. 

As vertical farming continues to develop, it’s worth looking 
beyond the hype to see what growth in this sector of the 
horticulture market means for you.

The trend could present an opportunity for vertical farms 
and greenhouses to partner together to maximize efficiencies 
for both growing technologies. To read more, click here. 20 Technology Trends 

Driving the Greenhouse 
Industry in 2018 

With an improving economy and untapped potential for 
innovation, many greenhouse growers are looking for 
the most efficient ways to invest in new technology.

The editors of Greenhouse Grower Technology 
recently analyzed what growers are planning in terms 
of technology in 2018, based on their responses to 
Greenhouse Grower’s 2018 State of the Industry survey, 
the 2017 Top 100 Growers survey and input from 
leading growers and suppliers.

To see a video about these trends, click here.

Photo from @WaterPulseMats

http://www.greenhousegrower.com/technology/the-latest-in-structures-new-greenhouse-systems-offer-easy-maintenance-better-weather-protection/
http://magazine.producegrower.com/article/march-2018/utilizing-supplemental-and-sole-source-lighting-in-urban-crop-production-environments.aspx
http://www.greenhousegrower.com/technology/a-look-beyond-the-hype-of-vertical-farming/
http://www.greenhousegrower.com/technology/20-technology-trends-driving-the-greenhouse-industry-in-2018/
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Reach New Clients by Advertising on the NGMA Website

NGMA member rates for website advertising

Non-member rates for website advertising

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 and 10 seconds. 

During the past three months (February, March and April), 
the NGMA website had 3,178 visits for a total of  8,290  page 
views. Approximately 63 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, 
contact ads@ngma.com. We look forward to 
being able to promote your company through 
the NGMA website.

*Run of site is defined by all public pages.   **Ads will rotate up to the maximum number of positions on a constant basis.
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Run of Site*      Horizontal Banner  810 x 100 px                5               $149             $139              $119

Run of Site*      Vertical Banner  120 x 240 px                6                 $99               $89                $79

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                $199               $179              $159

Run of Site*      Vertical Banner  120 x 240 px                6                $119               $109               $99

Placement      Ad Type   Ad size     # of Positions** Rates of NGMA Members (per month)
1 Month            3 Months            6 Months

810 x 100

120 x 240

120 x 240

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.

http://www.ngma.com
mailto:ads%40ngma.com?subject=

