
 

 
2011—2012 
OFFICERS 
 
CHAIR 
Mary S. Reitter, CAE 
 Brain Injury Association of America 
 msreitter@rcn.com 
 

CHAIRMAN-ELECT 
Gregory Beeman 
 Associated Builders and Contractors—
 MA Chapter 
 greg@abcma.org 
 

PAST CHAIRMAN 
Stephen R. Phelan 
 Massachusetts Medical Society 
 sphelan@mms.org 
 

SECRETARY-TREASURER 
Darlene Winnett 
 Energy Council of the Northeast 
 DLetavec@ecne.org 
 
 
EXECUTIVE DIRECTOR/NEWSLETTER 
Pam McKenna, CAE 
 New England Society of Association 
 Executives 
 6 Boston Road, Suite 201 
 Chelmsford, MA  01824 
 Phone:  978 250-9847 
 Fax:  978 250-1117 
 E-mail: info@nesae.org 
 Web:  www.nesae.org 
 
 

Annual Management        
Conference 

3 

How to Market to People 
Not Like You 

4-5 

Member News 6 

Annual Meeting 7 

Welcome New Members 9 

Get to Know Steve Phelan 9 

Media Kit Tips 10-11 

Member Get a Member  
Campaign 

12 

Integrating the Strategic Plan 
Into the Board Agenda 

14 

Fall Meetings Recap 15 

Thank you Supporters! 15 

Knowledge Center 16 

Inside this issue: 

Banners and rings. Tangible, revered 
and lasting symbols of sports 
excellence. Last month, the 2011 
Stanley Cup Champion Boston Bruins 
received incredible rings (with 302 
diamonds and a $28,000 price tag each) 
and raised the latest banner to grace the 
Garden, commemorating the best in the 
NHL. 

A host of Bruins legends lead by Milt 
Schmidt and Bobby Orr shepherded the 
banner into place and tugged the chains 
that launched it into the rafters. It was 
the crowning moment for players and 
fans alike. My nephew, Stephen 
Michael, juggled a camera taking still 
photos and his cell phone taking videos 
as the grand banner ceremony unfolded, 
transforming the Garden from a hockey 
rink to the stage for a wondrous 
celebration of success. Then, as soon 
as the celebration concluded, it was time 
for the Bruins to start a new season. It 
was time to start anew. 

In many ways, that’s true for NE/SAE, 
too. Once the NE/SAE Board of 
Directors was elected at the Annual 
Meeting, it was time to look ahead to 
determine how best the association 
could serve you and each member in the 
years to come, to start anew. While this 
year’s budget was approved and plans 
for this year decided, what’s in 
NE/SAE’s future was on the table. At 
last month’s board meeting, a process of 
reviewing and renewing NE/SAE’s 

strategic plan 
began from which 
our future plans 
and programs will 
evolve.  

Beginning with 
this edition of 
ExecuNotes, you’ll 
learn more about 
members of the 
board and 
members who are 
leading NE/SAE’s programs and services. 
You’ll find that board members’ 
associations are diverse, from national and 
regional associations to statewide 
professional societies; and from nearly 
23,000 members to 39. Despite this 
diversity, we both want and need to know 
more about you and each member in order 
to position NE/SAE to continue to be 
successful and relevant in the years that 
come. Be on the lookout for surveys that 
will be coming soon; your hopes, needs, 
experiences, and opinions will indeed 
shape NE/SAE’s future.  

In addition to responding to the surveys, if 
you’d like to share your thoughts with me, 
any board member or Pam McKenna, 
NE/SAE’s Executive Director, we’re 
available to answer questions, listen to 
your ideas, and share our commitment to 
NE/SAE with you.  

 

(Continued on page 2) 
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On behalf of the Board of Directors, I want to thank Melissa Comeau and Susan Servais, who recently stepped down 
from the board, for sharing their time and tremendous talent. Melissa also served as Chair of the NE/SAE Education 
Committee after many years as a committee member and has taken a new position with the Massachusetts State 
Police. I also want to thank Lindsay Pabst, a member of the Membership Committee and Awards and Scholarships 
Task Force, who is leaving the association world for a position in healthcare. We extend our sincere condolences to 
Greg Beeman, NE/SAE’s Chairman-elect, on the recent passing of his father, George F. Beeman, Jr.   

Keep spreading the word about NE/SAE and recruiting new members. The Member Get-a-Member Campaign is in full 
swing, and while the prizes you may win aren’t quite banners and rings, the IPad2 grand prize is really terrific!  

I hope to see you at our Holiday Party on December 7, 2011 at the Langham Hotel in Boston. 

Mary’s Morsels 

My Dad loves surprises, so this month’s edition of cookies is a sweet treat with a surprise in the middle.  

(Continued from page 1) 
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HIDDEN KISSES 

INGREDIENTS 

1 c Softened Butter 
1/2 c Confectioner’s Sugar 
1 tsp Vanilla 
2 c Flour Sifted 
1 c Finely Chopped Walnuts 
6-8 oz Hershey Kisses 

(unwrapped)
 Confectioner’s Sugar 

DIRECTIONS 

1. At medium mixer speed, beat sugar, butter 
and vanilla until light and fluffy.  

2. Add sifted flour and nuts, beat at low speed until blended. 

3. Chill dough. 

4. When ready to bake, set oven to 375 degrees.  

5. Wrap 1 T. dough around each kiss and roll to make 
a smooth ball. Be sure that none of the kiss shows.  

6. On ungreased cookie sheet, bake 12 minutes 
or until cookies are set but not brown.  

7. Cool slightly and then roll in the extra 
confectioner’s sugar (I shake them together 
gently in a zip top bag). 

8. Cool and store in a tightly covered   
container. Makes 45 cookies. 
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NE/SAE’s Annual Management Conference 
Our Big Event! 

Featuring: 

Harrison Coerver, author of one of ASAE’s best selling 
and latest books, Race for Relevance and upcoming 
release, Road to Relevance. In the last 25 years, 
Harrison has consulted over 1,200 associations in 
strategy, planning, marketing and management. 

Harrison will deliver the Keynote: 

 Race for Relevance:      
 5 Radical Changes for Associations 

As well as a breakout session: 

 Volunteer of the Future 

General Session Speaker: 

Sheri Jacobs, CAE, a senior executive and  association 
management veteran. Sheri is a top-rated speaker and a 
contributor to various publications including ASAE’s 
Decision to Join. She is also a past chair of ASAE’s 
Membership Council.  Her general session will cover: 

 Membership dues restructuring 

 Branding: Building a Fan Base 

 Membership marketing trends 

 Get Them. Keep Them. Thank Them. (recruitment 
and retention)  

Registration is now open! 
January 19 — 20, 2012 

Hyatt Regency Cambridge, MA 

To book your overnight room at our low group rate of 
$99, call 1-800-233-1234  and say you are with the 

New England Society of Association Executives.  

Exhibits, networking, compelling sessions, speed 
networking with suppliers and more! 

Visit http://www.nesae.org to register! 
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How to Market to People Not Like You! 
 

By: Kelly McDonald, President, McDonald MarkeƟng 
 
Every company, association and organization is trying to increase business or 
membership these days.  One of the fastest and most effective ways to increase business 
is by honing your marketing efforts to better reach a niche customer or prospect. 
 
This is where “marketing to people who are not like you” comes in.  Niche marketing is the 
new norm, and “niche” comes in many forms:  gender, race, age, life stage, physical 
abilities, affluence, language preference, sexuality, nativity and hobbies or special 
interests are all ways in which people can be unique but have shared interests or values.   
By tailoring your product, message or marketing efforts to reflect consumers’ uniqueness, 
you are validating the importance of a consumer group. 
 

To market your company, your products or service, or your organization most effectively, think about ways in which 
your customer prospects differ rather than how they are alike. This may be counter-intuitive to how you usually 
think:  we are so conditioned to thinking of our customers with a specific profile, sort of a “one-size fits all” mindset.  
By focusing on differences, rather than similarities, you can learn what they value.  When you market to what people 
value, you are marketing to their priorities.  And people will spend money on what they value and what is a priority to 
them. 

(Continued on page 5) 
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Call for News! 

The next edition of New England Society of Association Executives’ Newsletter, ExecuNotes, will be going 
to print January 1st  

 

Please send all your news, photos, articles and ads to info@nesae.org by January 1, 2012 

   

 
The most important element of marketing to a new group  is that you be sincere. Consumers know the difference 
between token marketing efforts designed to get into their wallets and a sincere message that communicates “I see 
you, I value you and I want you”.  The most successful marketing efforts are embraced throughout a company, from 
the top management on down.  For example, Magic Johnson owns several Starbucks locations in Detroit.  Detroit is 
one of the most high-density African-American markets in the U.S.  Magic states that, at his Starbucks, they stock 
sweet potato scones, in addition to the standard blueberry muffins and oat bran muffins that all other Starbucks 
carry.  His product offerings are different at his Starbucks; they are designed to meet the demands of his 
consumers.  So although sweet potato scones are not part of the standard corporate Starbucks menu offerings, he 
found a local baker who was willing to make the specialty scones because that’s what his customers wanted. 
 
Another example comes from a soccer specialty store owner I met a few months ago.  He had a rapidly growing 
customer base from Argentina.  He noticed that these customers spent a lot of time trying on jerseys in the store.  He 
finally realized that the sizing was unfamiliar to them, so he mounted a large, international size conversion chart on 
the wall to show customers what their equivalent U.S. size is.  It worked well – he observed that his customers from 
Argentina didn’t have to spend time shuffling through the racks and trying jerseys on for size.  So he brought in a 
similar chart for footwear size conversions. 
 
Effective marketing is more than the product itself or the communications message.  It’s the experience too.  If you 
market to people not like you, you must put out the welcome mat.  You have to be fully ready to embrace a new 
customer and cater to their specific needs.  You also need to make sure your staff is ready to do the same. Imagine if 
you saw a marketing message for an association that made you want to join that association, but when you called 
with a question, the person answering made you feel unwelcome or like you were bothering them.  The experience 
wouldn’t match the promise of the marketing message – these two things must be aligned, all the way through an 
organization. 
 
If you challenge yourself to identify new prospects by focusing on differences and learning about their needs and 
values, you can uncover new customers, new ideas and even new products and services that will help you grow your 
association.  It’s about marketing to people who are not like you.  Expand your thinking to focus on differences, and 
you will most certainly expand your business. 
 
 
Kelly McDonald is the author of “How to Market to People Not Like You:  Know It or Blow It Rules for Reaching Diverse Customers”.  She is also a 
popular speaker and president of McDonald Marketing, a full-service marketing firm in Dallas, Texas.  She can be reached at 214-880-1717 or 
kelly@mcdonaldmarketing.com. The company’s website is www.mcdonaldmarketing.com.  Her Twitter handle is @kellycmcdonald 

 

(Continued from page 4) 
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Member News 
 

 

 

Congratulations to Marc Kaplan, CAE, (pictured right) Membership Director for the 
Massachusetts Dental Society who was recently elected to serve on ASAE’s 
Membership Section Council.  Marc says he is the only representative from New England 
on the council and he is excited to serve.   
_______________________________________________________________________ 

Congratulations also to Kirsten Singleton, CAE, Senior Director, Center Education and 
Professional Development for the Massachusetts Hospital Association and NE/SAE 
Board Member on obtaining her MBA. 
_______________________________________________________________________ 

 

Association Office Space Available 
 
Centrally located space is available offering associations/organizations the 
optimum opportunity for a home to local or regional groups.  Located in 
Southborough at the intersection of the Mass Pike and Rte. 495, our 
headquarters building offers 2,500’ of shared meeting/pre-assembly space, 
potential shared office services (copying/mailing), kitchen, ample parking, 
and a fresh, pleasant atmosphere.  We have downsized our space needs and 
can provide up to 2,500 sq. ft. of space to house your association or group.   
 
The building is easily 

accessible from all directions and under an hour from 3 major airports 
for groups with folks flying in.  There are nearby hotels with larger 
meeting space and overnight rooms when needed.  Our conference 
room holds up to 75-classroom style and is dividable in two.  We are 
flexible on space needs as well as on the length of lease.   
 
This is a great opportunity to relocate to an accessible location as well 
as provide space for members/leaders to meet at your headquarters.  
Please contact Jim Tepper or Bill Moody at Printing Industries of New 
England for information or visit:  508-804-4100 or jtepper04@pine.org. 

 

Torie Gorman of the Energy Council 
of the Northeast and her husband, 
Ryan, welcomed their son Sam on 
May 8th (Mother’s Day!). Sam loves to 
watch the Pats with his mom and dad. 
______________________________ 

 

Massachusetts Health Council’s 
Annual Gala held last month featured  
Celebrity Chef Ming Tsai who is 
pictured right with MHC’s Executive 
Director, Susan Servais, CAE. 
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Save the Date! 
NE/SAE’s Annual Meeting & Golf  Tournament 

June 7 — 8, 2012 

Stowe Mountain Lodge  — Stowe, Vermont 

Overnight Rooms Starting at Just $139 a Night at this  
Award Winning Property 

 

#1 Golf Resort in the Northern US" - Condé Nast Traveler  

"Best of the East" - Meetings East 
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Sarah D'alessandro, Sales & Marketing 
Manager 

Hard Rock Café 
Boston, MA 

 
Heather Hartshorn, Account Executive 

McKenna Management 
Chelmsford, MA 

 
Mary Jo Janis, Director, Convention Sales 
Saratoga Convention & Tourism Bureau 

Saratoga Springs, NY 
 

Patty Kopperl, Director of Outside Sales 
The Conference Center at Bentley 

Waltham, MA    
 

Robert Murdoch,  Director of Sales  
Destination Worcester 

Worcester, MA 
 

Connie Pion, Director of Sales and Marketing 
Hilton Garden Inn Worcester 

Worcester, MA 
 

Heather Singleton, IOM, Sr Vice President 
Rhode Island Hospitality Association 

Cranston, RI 

Welcome New Members! 

Like the New England  
Society of Association       

Executives on Facebook! 
Tag yourself in our pictures! 

Get to Know  
Board Member  
Steve Phelan 

Stephen R. Phelan is the 
Director of Membership for 
the Massachusetts Medical 
Society 
 
Education: 

UMASS Boston, BA  
Psychology and English  
 
NE/SAE Experience: 

I joined NESAE around 1995 and was elected to the Board 
of Directors in 2005.  During my first two years on the 
board, I was the liaison to the Membership Committee.  I 
went on to serve as Treasurer, Chairman Elect, Chairman 
and now in my role as Past Chairman, I am working with 
our Chairman Elect, Greg Beeman, and the rest of our 
board on updating our Strategic Plan. 
 
Fun Facts You May Not Know About Steve: 

I love to travel, I read a lot.  I enjoy working outdoors in my 
yard.  I have volunteered for a number of organizations: 
Mass Coalition for the Homeless; Aids Action Committee; 
Centastage Theatre Company; Served on the Community 
Works Board of Directors.  In my previous job I worked 
doing development and fundraising activities, so I have 
also worked for a number of organizations assisting with 
fundraising endeavors.   More recently, my volunteer work 
has focused on association management and related 
organizations such as NESAE, ASAE, and AASME.   
 
Why Steve Chose to Get Involved with NE/SAE:  

I really enjoy my job and the terrific opportunities it has 
provided to me.  I work in a creative environment with very 
talented people that results in generating incredible 
products and services.   And I am very proud of the MMS 
for the work we do on behalf of the physicians and their 
patients as we positively impact health care in the 
commonwealth.  As the saying goes - we help doctors help 
their patients.  So, this has inspired me to give back, and 
particularly work with those new to association 
management.  I had the benefit of mentors providing me 
with guidance and leadership development  - so let's say 
it's the circle of life.   

Join the New England Society of 
Association Executives Group on LinkedIn!  
Ask questions of your colleagues and assist 
your peers in finding solutions to challenges! 
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The economy stinks.  Advertising, exhibit and sponsorship revenues are down across the board.  
Past participants are cutting back and not spending as much as they have in the past.  New 
supporters are almost impossible to find.  If all of these things that I have been told are true then 
all associations should throw in the towel and shut down all of their advertising, sponsorship and 
exhibits programs.  The good news is that even though I am sure we have all heard these 
statements of doom and gloom multiple times they are not true.  In fact, many associations that I 

work with and talk to are doing better than ever in these areas.  Here are some tips that you should definitely consider 
implementing if you want to turnaround a lagging program or simply make a good program even better:   

1. Throw away the paper!  There are 2 traditional practices that can be altered which will save money and time.  
Historically associations have spent a lot of money printing and mailing a very nicely designed media kit.  Recently 
many successful associations have switched to a tactic of emailing the media kit to prospects with a link to an online 
pdf of the media kit with phone follow up to confirm the email was received and to instantly start ad sales 
conversations.  Distributing the media kit via email allows the association to reduce costs because printing, storage 
and postage are no longer required.  It also allows a publisher to be more flexible during the publishing year 
because they no longer have to worry about scrapping a large number of pre-printed and stored media kits when 
they want make updates based on changes in the environment.  For whatever reason it is also typical for 
associations to ask purchasers to fax back their orders.  This costs the purchaser money in long distance charges 
and it also costs the publisher time because someone needs to move from their desk to retrieve faxes as they come 
in.  More and more purchasers now have easy access to a scanner so it is much more cost and time efficient for 
associations to allow, even suggest, supporters to submit their orders via online form or through email after scanning 
them in.  Accepting orders electronically also makes us all a little bit greener as no paper is generated on either side 
of the transaction. 

(Continued on page 11) 

Media Kits—Tips for improving your sales 
 

By: ScoƩ D. Oser, President, ScoƩ Oser Associates 

Please Join Us for NE/SAE’s Holiday Party! 

Wednesday, December 7, 2011 

5:30 PM—8:30 PM 

The Langham Hotel — Boston, MA 

Free for NE/SAE Members, $30 for guests 

RSVP to info@nesae.org or 978‐250‐9847 

Sponsored by:  







 

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’s Technology Conference 

 

Save the Date! 
 

NE/SAE’s 3rd Annual  
Technology Conference 

 

March 30, 2012 
 

The newly renovated  
Embassy Suites Hotel 

Waltham, MA 
 

Please respond to our survey for topics! 
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NE/SAE would like to thank our Supporters! 

Platinum: 

 

 

 

Gold:  

 

 

 

 

Silver:  
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Recent NE/SAE Events 
In September, NE/SAE partnered with CommPartners to bring a highly rated webinar, 
Financial Management in Tough Times.  This program was presented by Michael Gellman, 
CPA of  Rubino and McGeehin who was rated a very high 4.6 out of 5 with attendees!  If you 
attended the program and need Mike’s great templates, contact the NE/SAE office at 
info@nesae.org 

We would like to thank our sponsor:  

NE/SAE was thrilled to partner with Peach New Media and the Holiday Inn in 
Boxborough to produce our first hybrid event, Social Media for Association 
Professionals.  Participants were given the option to participate in this apropos 
topic either in person or via live streaming web/video.  Our presenter was 
Michelle Fontaine of FB Smarty.  Attendees learned new ways to reach their 
memberships through Facebook in particular.  We would like to thank our 
sponsors: 




