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K
nowing the culture require-
ments for a limited number of
crops used to be all you needed
to succeed in the greenhouse
industry. Times have definitely

changed; now, not only do you need to be a
production expert, you need to be a busi-
nessperson as well. 

The 2005 GPN/Nexus Intern Scholarship
winner recognized he needed a fuller educa-
tion. After growing up in the industry, Scott
Stiles, with the help of his Michigan State
University academic adviser Bridget Behe,
decided to tap into the business side of the
industry and complete an internship at the
Schoolcraft branch of GreenStone Farm Credit
Services, an agriculture lender in Michigan and
Northeast Wisconsin. “I approached this intern-
ship as a way to expand my learning outside
the classroom,” Stiles said, “to gain as much
knowledge in an area where I feel I need to
improve. This internship placed me outside of
my comfort zone but helped provide me with
some of the tools I will need down the road.”

The Early Years
At an early age, Stiles began learning about the

greenhouse industry from his parents Tim (who

Learning
The

Financial Way

2005 GPN/Nexus Intern Scholarship winner Scott Stiles. (Photo
courtesy of Kurt Stepnitz)

Stiles will be able to learn about production and more during his
expense-paid trip to OFA Short Course July 8-11, 2006. (Photo
courtesy of Scott Stiles)

By Carrie Burns

Far from his comfort zone, this year’s winner took an internship 
with a financial organization and came out the winner of the 

7th Annual GPN/Nexus Intern Scholarship.
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is now president of Masterpiece Flower
Company and Henry Mast Greenhouses) and
Lana Stiles. When Stiles was six years old his
mother opened a small retail greenhouse in
Mattawan, Mich. At age 11 he and his brother,
with limited help from their parents, successfully
grew and sold approximately 2,500 8-inch garden
mums. “This experience taught me more than just
the basics of growing plants,” Stiles said. “It gave
me my first real responsibility for others and
myself. I learned about the cost of production,
profitability and the culture of a crop.”

Stiles’ ambition continued during high
school; he helped in the family’s greenhouse and
continued to grow garden mum crops. Through
this he saved enough money to purchase his first
vehicle, which would wind up being important
in his understanding of the financial world.
“During my senior year of high school I took on
the complete management of this greenhouse, at
which time I began to grasp how much capital it
takes to finance a horticulture business,” Stiles
said. “It really hit home when I went to our local
bank to finance the operating costs of the green-
house and had to pledge my truck, which I had
saved for five years to buy, as collateral for a
small operating loan.” 

College Life
Stiles always knew he wanted to be a

Michigan State Spartan and wanted to play
basketball there, “but I think my basketball
skills fell a little short,” he joked. So when it
was time to choose a college he decided to go
to Aquinas College, Grand Rapids, Mich.,
where he was able to play soccer and basket-
ball on scholarships.

But the desire to grow plants and learn more
about the greenhouse business was still impor-
tant, so he located some quonsets in nearby
Byron Center, Mich., that were vacant, and he
negotiated a rental arrangement with the
owner. Stiles began his own greenhouse,
ArborView Greenhouse, selling to landscapers
in the area and some grocers in the Lansing and
Grand Rapids areas. Yet, Stiles still wanted
more; he transferred to Michigan State
University as a junior and began his quest for a
floriculture degree. 

When Stiles was fitted to an adviser at
Michigan State he expressed his interest in
marketing. So, it seemed appropriate to assign
him to Bridget Behe, a professor of horticulture
at Michigan State University who has conduct-
ed extensive research on horticultural �
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Stiles’ adviser Bridget Behe encouraged him to explore other facets of the greenhouse business. (Photo courtesy
of Kurt Stepnitz)

The GPN/Nexus
Intern Scholarship

Recognizing the importance of perpetuating and
growing our industry, GPN and Nexus
Corporation partnered to offer a scholarship to a
horticulture student who has made the commit-
ment to this industry by undertaking an internship.
Now in its eighth year, the GPN/Nexus Intern
Scholarship has acknowledged students across
the country who continued on to work at some of
the best respected greenhouses in the industry.

Do you know a student who just completed
an internship and deserves recognition and a
cash reward? To be considered, applicants
must meet the following requirements: 
• Enrolled in a 4-year accredited university 

during 2005-2006 and 2006-2007.
• Working on an undergraduate degree in 

floriculture.
• Completed a floriculture-related internship 

in 2006.

If all requirements are met, applicants should
send the following to the address below:
• A cover letter stating what university they 

attend and requesting consideration for the 
scholarship.

• A letter of recommendation on university 
letterhead from their academic advisor.

• A minimum 1,000-word essay describing 
the intern experience including who they 
interned for, what their responsibilities 
were and what they learned.

Essays will be judged by a panel of industry
experts on the quality of the experience,
knowledge gained and the ability to describe
the experience.

Send the package to:

GPN/Nexus Intern Scholarship
c/o Bridget White
380 E. Northwest Hwy., Ste. 200
Des Plaines, IL 60016
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marketing, business management and demo-
graphics. Behe confirmed Stiles’ choices, “He is
a mature student for his age and is
very interested in the business
dimensions of the horticulture
industry,” she said. 

Often, internships, which are
required for a floriculture degree
from Michigan State, are a chance for
individuals to get hands-on experi-
ence. Stiles already had substantial
production experience from his own
greenhouse business. “I had debated
about using my own greenhouse as
my internship,” he said. “But [Behe]
kind of helped me see that a different
type of experience would make me a
more well-rounded individual.”

The Internship
The 12-week internship was

planned out before Stiles got started. It
was split into two segments. For the
first six weeks Stiles was given a crash
course in agriculture lending.
“Throughout my first two weeks, I
had a lot of interaction with both [of
my supervisors] Denny [Nykamp] and Tom
[Frisk] and learned about using the five Cs of
credit to approve loans: capital, collateral, charac-

ter, capacity and condition,” Stiles said.
“Equipped with these evaluation tools, I was

charged with pre-approving and evaluating
some loans for the loan officers before they deter-
mined whether they could grant loan requests.” 

The internship also gave Stiles experience in
other areas of agriculture, such as blueberry

operations, hog farms, dairy farms,
etc. The first six weeks also required
some reading and studying. “The
first six weeks seemed a lot like
being back in the classroom with all
the new information that was getting
thrown at me, but it provided me
with valuable knowledge of how to
go about securing financing and
how to measure risk-taking ability in
a business,” Stiles said.

The second six weeks offered a dif-
ferent experience: GreenStone put
Stiles in charge of a project that
required him to make personal green-
house visits to potential new clients,
informing them of the benefits
GreenStone FCS has to offer. “I
would invest the majority of my time
in the Grand Rapids and Hudsonville
[Mich.] area, scheduling appoint-
ments and informing prospective
horticulture businesses about the
benefits GreenStone could provide,”
Stiles said. “I would also learn about

their horticulture business and relate this back
to GreenStone.” At the end of the project, Stiles
was asked to gather the information he had �

Roll Up / Lock Down Curtain Systems

 Available in 11 different lengths

-Hooks are packed 100 per box.

  10 gauge galvanized steel heavy wire.

S-HOOKS - 11 Sizes NOW AVAILABLE.

6" to 60" S-Hooks
Test the strength of our hooks!
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Code

1—5

Boxes

6—11 
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50-99 

Boxes
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SH12B 31.00  27.00  24.00  22.00  20.00  
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SH30B 40.00 36.00 33.00 31.00 29.00

SH36B 43.00 39.00 36.00 34.00 32.00

SH42B 47.00 43.00 40.00 38.00 36.00

SH48B 51.00 47.00 44.00 42.00 40.00

SH54B 55.00 51.00 48.00 46.00 44.00

SH60B 59.00 55.00 52.00 50.00 48.00

• Always ready to open - Unlocks

instantly for the full length.

Always ready to close - Locks down

instantly to seal out cold & save energy.

• Automatic inflation option inflates curtain when

closed to save added energy.  Shuts off when curtain

opens.

• End panels also inflate to create end seals.

• Motorized or manual operators.

• For hoophouse or straight side.

• Natural ventilation cuts cooling costs and extends the

summer season.

• The Posi-Clasp Roll-Lock and Inflatable curtain sys-

tem saves fuel costs and extends the winter season. 

• Instant open—Instant close saves Employee time.

Roll-Up curtains

that work!

Quantity prices for sizes can be mixed and matched.
Call for prices on quantities of 100 boxes or more.

Write in 421

$Winning Combinations$

Pat. No. 4573609

• E-Z Seeder - Quality at a low
price. Accurate and fast - plugs or
cells - single or cluster. Seeds raw
petunia, tobacco, marigolds and most
others. 120-300 flats per hour.

• Germination Chamber -
Better and more uniform germination.

• Dibble Board - For seeding or
transplanting - a must

Seed E-Z Seeder, Inc.
1116 Peachtree Drive
Lake Placid, FL 33852

800-448-9371
Phone/Fax: 863-699-6281

http://www.sezsdr.com
email: tesch@sezsdr.com

Write in 457

During the second half of Stiles’ internship he was able to visit a number of growers. (Photo
courtesy of Scott Stiles)
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Grow it Better with Fafard!
F

Heartland Nursery has five family members

active in the business, carrying on a 35-year

tradition of family ownership.

We appreciate Fafard's values.

The Fafard Mix #52 gives us

great results and the retail

packages are very consumer

friendly. That's why we

choose Fafard!

or more than seven decades (three generations),
Fafard professional mixes have helped grow it better.

It’s simple really, our family helping yours. As a professional
grower, you trust the tested and hands-on consistent quality
of Fafard. You depend on our extraordinary service and our
technical expertise. Fafard’s family of mixes includes blends
for every growing concern, plus custom mixes designed just
for you.

A family relationship is a commitment, and Fafard’s
commitment to you is consistent quality, value and excellent
service. Just like family, Fafard is always here —
helping you grow it better.

Fafard®

P.O. Box 790
Agawam, MA 01001

1-888-Grow Mix
Fax: 413-789-3425
Anderson, SC:
1-800-722-7645

Apopka, FL:
1-800-833-7645

sales@fafard.com
www.fafard.com

”— Pete Mistretta
Heartland Nursery
Kansas City, MO

“

Write in 206
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collected and submit a summary
report, contact list, individual
reports with detailed business
information and an evaluation of
the client’s potential interest in
doing business with GreenStone.

“He was positive, always smil-
ing. He would come up with differ-
ent ideas and wasn’t scared to ask a
question,” said Frisk. “He would
say ‘hey, how would this look if I
did it this way?’” Frisk and others
at GreenStone were very impressed
by Stiles’ suggestions. “He brought
forth information in a different way
that we would not have looked at.
Sometimes a business gets in such a
rut and [the people there say] ‘well,
this is the way we’ve been doing
business’…There’s a mold that has
to be changed; you get stuck in one
rut, and you don’t look at the dif-
ferent options out there that might
be a plus.”

Stiles’ internship at GreenStone
ended four days before he went

back to school. “Going into this
internship I expected to learn a lot
about financing and capital needs
for horticultural enterprises, and
that is exactly what happened,”
Stiles said. But what he didn’t
expect was to be affected by the
number of production methods he
was able to see. “Visiting different
organizations that specialized in
finished field production, small
plant propagation, indoor potted
crops and bedding plants are some
of the types of production systems
I saw,” Stiles said. “I was also able
to see how these different methods
to gain efficiency and improve
financial returns reduced expenses
over a period of time.”

Stiles’ Future
“Whoever his [Stiles’] employer

is going to be will be very happy
to have him as an employee,” said
Frisk. But, after completing his
internship, Stiles plans to continue
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Bestsellers

Our customers expect superior quality
and reliable service with competitive prices.

You can depend on us. Always.

simply the bestPöppelmann Plastics USA, Inc.
475 Tribble Gap Road,Cumming,

GA 30040
Call Toll Free: 866 - 886 - 1556

Tel.: 770 - 886 - 1556
Fax: 770 - 886 - 0665

Internet: www.teku.com
E-Mail: teku@poppelmannplastics.com

Write in 415

Write in 430

To determine the 2005 GPN/Nexus Intern Scholarship winner, we
evaluated candidates on the quality of their experience, knowledge
gained and ability to describe the experience, including how it impact-
ed their education and career path. The following is an excerpted por-
tion from Scott Stiles’ winning essay:

I began the second 6-week segment
identifying and researching horticultural
enterprises in the West Michigan area that
were not currently Farm Credit Services
customers. I was responsible for developing
a prospective client list and submitting it to
my supervisors for approval. I developed a
list with more than 100 horticultural business
candidates and began making calls and
scheduling appointments. I decided to try a
variety of strategies for calling on growers.
Sometimes I would call ahead; sometimes I
would cold call and just stop in at their
greenhouse. I found that both strategies
were somewhat effective, but it just depend-
ed on the person. Cold calling was the most
frustrating because it was mid-summer and
lots of greenhouse owners were on vaca-
tion. However, out of the 100 or so busi-
nesses on my prospect list, I talked to about
60 different businesses. From that group of
60 I was able to spend a good hour or
longer with more than 30, touring their facili-
ties and talking with the owners. 

It was from these types of calls that I was
able to provide a quality in-depth interview
and submit written reports to GreenStone about these prospective
borrowers. Some of the interviews I had with owners were valuable

The Winning Essay

Stiles was responsible for
developing a prospective client
list at GreenStone. (Photo
courtesy of Scott Stiles)
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his business education. “Mainly,
this internship has inspired me to
continue my education after I
receive my undergraduate degree
this spring from Michigan State
University. I am now planning on
obtaining a Master’s of Business
Administration while I continue to
operate my 18,000-sq.ft. wholesale
greenhouse.”

“I think that maybe building my
place up and then selling it off and
becoming part of a bigger place will
be a good idea,” continue Stiles.
“But right now, I think I would like
to partner up in 10 years with a
business and try to go that route.”

“I have come to realize that
being a grower is only part of being
a well-rounded individual who
plans on owning a greenhouse
business,” Stiles said. “Other parts
include having an understanding
of accounting, finance, personnel
management, along with sales and
shipping of the plants…Learning

about the finance side of the green-
house business during this intern-
ship has helped me gain a better
understanding of risk management
and further my career dreams of
becoming an owner of a large
greenhouse company.”

Carrie Burns is managing editor of
GPN. She can be reached by phone
at (847) 391-1019 or E-mail at
cburns@sgcmail.com.

GGPPNN
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Write in 409

Write in 461conversations where we talked about the effects of rising energy and
crop input costs, but one of the most fascinating topics was that of
scan based trading (SBT), also known as pay by scan, and the
impact it was having on their businesses…There was one particular
occasion that I visited with a gentleman for two hours mainly talking

about how they have had to adjust to SBT.
During this talk he shared some challenges
they have dealt with concerning SBT, but he
also shared some of the advantages they have
experienced implementing SBT with their cus-
tomers. We talked about the benefit of being
able to view the store’s inventory and partici-
pate in replenishment of the crop to keep a
steady flow in the greenhouse and full dis-
plays within the store. There were some items
that would have a high sell through, and they
would be paid a premium on this item, and
there were some items that didn’t meet the
target sell through and lost the grower money.
Basically, this means that growers who sell
with pay by scan have to essentially think as a
wholesaler and retailer, trying to make both
parties money. This begins with seeing to it
that their crop is quality produced and kept in
quality condition in the store.

Merchandising now comes into play, and
greenhouse businesses will have to hire people

to merchandise their plants to protect their investment in the store.
This kind of input requires a substantial amount of money, and the
grower needs to receive a premium for their product if they want to
make money in this business. These types of in-depth conversations
motivated me to immerse myself in this project and enjoy traveling
and talking with growers. GGPPNN

LearnMore
For more information 
related to this article, go to 
www.gpnmag.com/lm.cfm/gp010601

Special thanks to OFA for providing 
Scott Stiles with a 4-day registration to the 

OFA Short Course July 8-11, 2006.
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