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In these difficult financial times, business associations are looking for new 
ways to communicate, build their brand, expand their influence, improve 
member retention and generate new member sales - all for little or no cost.   
Sounds like blogging to me! 

Associations naturally have questions about blogging. Should we blog? How 
do we blog? What would we blog about?  How will it benefit us and our 
members?  I’ll get into more detail below, but first let me say “YES,” 
associations should blog.  Here are five reasons why: 

 

1. Communication that engages your members.   Just a few years ago, we were saying “every association 
needs a website.”  Now it’s “every association needs a blog.”   Your current members are becoming more tech 
savvy every day.  And, the young professionals you hope to attract as members are already using new methods 
of communicating.  To stay relevant to your audience you need to connect with them using media in which they 
can also participate.  Instead of “talking at them,” make them a part of the conversation with blogs and other 
social media.  Yes, that does mean you lose a bit of control, but in the long run you’ll engage your audience and 
have more meaningful conversations. 

 
2. Positioning you as an expert.   You shouldn’t just be following the business trends; you should be creating 

them.  By blogging about relevant business issues, you can strengthen your position as an expert and the voice 
of business for members.  By “breaking” news on your blog or by providing frequent updates, your association 
can be viewed as an insider, a news generator and an organization that has influence.  Businesses will 
recognize that your organization is a group they should be aligned with (and hopefully a member of) if they want 
to stay connected to your business community. 

 
3. More immediate delivery.  Blogs make it easy for you to publish content in an instant.  Your print and even your 

email newsletters have a long enough lead time.  That information may be outdated before it reaches your 
members.  You can blog from the city council meeting, state legislature, your own events or anywhere to create 
a sense of urgency to your communications.   Your blog can become the portal to your association, make your 
organization easier to find and provide a reason to visit your site more often. (Or even subscribe to your feed). 

 
4. Your members are blogging, you should too.   Many of your members already have blogs for their 

businesses or they are commenting on other blogs targeting your audience.  You need to join the conversation 
and tell your story!  And, you can become a good case study for your small business members who aren’t yet 
blogging. It can be a powerful demonstration when you’ve actually used the tools you suggest to your members 
as a way to increase their business. 

 
5. Focus on member benefits.  Yes, all of your communications should do this, but blogging keeps your 

association focused on what is important to your members and prospects. It forces you to talk about their benefit 
instead of talking about your organization.  Blogs allow you to easily create lots of content, giving you many 
chances to demonstrate the benefits of your organization.  Talk about your government affairs efforts, specific 
benefit programs, events, training sessions, economic development items, etc., but always demonstrate how 
these items can benefit or protect your terms that resonate with your members.  Weave in posts about exclusive 
benefits, too, so that non-members learn why they should join your association. 

 
There are certainly many reasons to blog.  A key reason is that blogs allow you to build personal, long-lasting 
relationships with your members that foster trust.  And that’s something every association wants. 

Curt Moss is the director of communications at WebLink International, a membership management software and website services company based 
in Indianapolis, Indiana.  Read the WebLink blog at blog.weblinkinternational.com.  

 

5 Reasons Your Association Should Blog 
 

By Curt Moss, WebLink International 
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NE/SAE Members Loved  
Lazy Leaders Road Show! 
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Presenter, Cynthia D’Amour got attendees up on their  
feet and actively engaged in the program 

On a scale of 1—5 where 5 is excellent and 4 is very 
good, this program was rated: 

Quality of Program: 4.57 

Program Content: 4.43 

Speaker:  4.61 

Importance/Timeliness: 4.68  

We hope to see YOU at our next 
great NE/SAE Program! 

Thank you Crowne Plaza Boston–Natick for
sponsoring this program! 

WWW.DESTINATIONWORCESTER.ORG
446 Main Street,Suite 200    Worcester, MA 01608    P: 508.753.1550� �

The DCU Center Arena & Convention Center is hailed as 
one of the most successful entertainment and 
convention facilities in the nation.  With over 100,000 
square feet of exhibition space, a ballroom approximately 
12,000 square feet, 8 enclosed loading bays, and an Arena 
that can hold thousands, the DCU Center provides 
flexibility, convenience and professionalism to cater to all 
of your meeting space needs.  It’s no wonder that 
organizations return year after year.

Worcester is more than your ideal location – it is your 
destination with historic charm and the conveniences of a 
thriving city.  Seasoned with an array of arts, culture, and 
entertainment and accessible from all major highways 
throughout New England, Worcester is your obvious solution.

AFFORDABLE. ACCESSIBLE. ACCOMODATING. 

RECIPIENT OF THE 2008 PRIME SITE AWARD FROM FACILITIES MAGAZINE

IT’S TIME TO EXPERIENCE WORCESTER.
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Highlights from NE/SAE’s 
September Programs 

Looking for that  
perfect job or employee?   

 

You’ve come to the right place! 
 
 
 
 

 

The NESAE Career Center is the premier electronic 
recruitment/solutions resource for the industry. Here, 
clients, as well as employers, can access the most qualified 
talent pool with relevant work experience to fulfill your 
needs.  
 
The NESAE Career Center is EASY TO USE with access 
to the largest audience of industry professionals for LESS 
than you’d pay at Monster or Careerbuilder.   

 
Rates & Job Postings available at http://www.nesae.org 
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NE/SAE Member, Debra Sharpe, works with speaker, 
Mike Weber, on an activity in Putting the Bounce in 
Bounce Back, NE/SAE’s September program.  Members 
gave Mike a 4.56 on a 5 point scale.  We would like to 
thank the Sheraton Needham for their support of this 
program. 

NE/SAE’s CEO SIG (Special Interest Group) met at the 
Mass. Medical Society’s Offices in Waltham in 
September and discussed budgeting in a recession.  We 
would like to thank Steve Phelan and the 
Massachusetts Medical Society for hosting this SIG and 
NE/SAE Board Meetings. 

 
NE/SAE Membership, Marketing, &  

Communications SIG Meeting 
Topic: First Year Members 

November 16, 2009 
Mass Society of CPAs Offices, Boston, MA 

FREE for NE/SAE Members! 
RSVP to SIG Chair, Beth Lyons, CAE at  

blyons@mscpaonline.org  or 
800-392-6145 x300  

 
 

Innovate or Hibernate –  
What’s the Next Step for Your Association? 

November 30, 2009 
ASA Webinar 
1:00 PM ET 
Cost: $49.00 

Presenter: Steve Swafford, Balance Warrior, and 
co-founder of Leadership Outfitters, Inc. 

 
For more information and to register, visit: 

https://www.telspan.com/Registration/AnonymousL
andingPage.aspx?EventNo=3997  

November Programs 
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One of the most important decisions to make in the meetings and incentive marketplace is where to host your 
program. With today’s more challenging economic climate, when you need to balance all of your constituencies, 
this decision can become more difficult than ever.  
 
Even if your company or organization is faring well, the perception effect is that everyone should “hunker down” and 
be extra cautious with expenditures. While it is always wise to control costs and curb unneeded expenses, the 
current mindset seems to be to deliver a program with equivalent standards, but do it for less. 
 
So here is the big challenge. How do you maintain the high-caliber of programs, attain the “Experience Expectation” 
of attendees, and meet in venues that substantiate the importance of the event, when executives within your 
organization and participants attending your programs are expecting the budget to be at the same (or even a 
reduced) level as last year?  
 
Meeting Regionally Becoming More Popular 
One trend we have noticed recently is that an increasing number of planners are opting for regional site solutions 
for their national programs. Having meetings, conventions or incentive programs closer to your organization’s 
headquarters can often meet all expectations of a first-class program, while offering cost-savings benefit to meet 
budget objectives. 
 
We are all well-aware that higher fuel prices can affect virtually everything, including air fares. By selecting a site 
closer to home, you can reduce overall expenses, because more attendees can reach the site by automobile or 
train, or can drive together.  
 
In addition to travel cost-savings, you may enjoy other benefits as more members of the headquarter’s staff may be 
able to attend. This can contribute to motivating staff, enhancing camaraderie and the exchange of information, and 
providing an opportunity for them to meet their counterparts from around the nation or world. 
 
There can also be a much-overlooked time-saving  benefit for key leadership and staff away from the headquarter’s 
office. There can even be “green” benefits, as programs conducted regionally tend to have less of a carbon 
footprint, since fewer individuals travel by air, and attendees may drive together or take mass transit.  
 
Choices Within Close Proximity 
While meeting regionally isn’t an option -- or the best choice -- for all programs, it can be a way to present an 
opportunity to save without negatively impacting your meeting or incentive program. The good news is that there 
are many qualified solutions that can work for you as there are many exceptional offerings in each part of the 
country. 
 
Depending upon your program, this may be a trend to consider as a short-term solution, as we expect to see this 
phenomenon continuing in 2009. Re-tooled budgets and external costs for 2010 and beyond may not require 
planners to think in these regional terms, and planners may go back to previous rotations. But for now, this strategy 
can address some challenges that many planners are facing. If you need assistance determining optimal options 
within your region, please talk with your sales professionals in your National Sales Office. Give them a call so they 
can help you identify the best solutions to present to your management.    
 
David Gabri is president and CEO of Associated Luxury Hotels International (ALHI), which has the national sales responsibilities to the meetings 
and incentive industries for its membership of over 125 premier Four- and Five-Diamond quality hotels and resorts worldwide. For information, 
contact your nearest ALHI National Sales Office, call the “ALHI Luxury Group Desk” toll-free at 866-303-2544, or visit www.alhi.com . 
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Finding Solutions in a Changing Economy 
 

By: David Gabri,  President & CEO, Associated Luxury Hotels International 

Call for News! 
The next edition of New England Society of Association Executives’ Newsletter, ExecuNotes, will be going to print 
January 1.  Please send all your news, photos, articles and ads to info@nesae.org by January 1, 2010    

NE/SAE reserves editorial rights over all submissions.   
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Welcome  
New Members! 

 
Marea Canning, Sales Manager 

The Westford Regency Inn &  
Conference Center 

Westford, MA  
 

Beth Kurth, President 
Kurth & Company 

Watertown, MA   
 

Cindy Martin, Director of Sales 
Holiday Inn Select Woburn 

Woburn, MA   
 

Nancy O'Rourke, Senior Sales Manager 
TPG Hospitality/Holiday Inn Boxborough 

Boxborough, MA   
 

Richard Ricci, Director of Sales & Marketing 
Hampshire Hospitality Group 

Northampton, MA   
 

 
Carlos Rojas, Sales Manager 

Hyatt Regency Boston 
Boston, MA   

 
Amanda Torpey, Sales Manager 

Hotel Indigo 
Newton, MA   

 
Janet Walsh, Senior Sales Manager 

Equinox Resort & Spa 
Manchester Village, VT   

 
Nicole Xie, Sales Manager 
Hyatt Regency Cambridge 

Cambridge, MA   
 
 

Correction, new member Lois Holt, Senior Director, 
Executive Officer Operations, Mass. Dental Society was 
incorrectly identified in our last newsletter as Lisa Holt 

 
 

NE/SAE Would Like to Thank Our 
Silver Supporter 
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