














For centuries, New England has hosted some historic meetings.

* Qualifying group must be booked by December 31, 2011 for travel by                              
December 31, 2012 and have a $50,000 minimum in guest room revenue.               
The complimentary retreat or meeting must be booked and travel by December 
31, 2012 and is subject to availability.  Offer must be requested at the time of 
booking and confirmed in the final contract.  Previously contracted groups are 
not eligible.  Offer cannot be used in combination with other special offers or 
discounted rates.  Subject to availability and blackout dates may apply.

omniparkerhouse.com
617.227.8600

omnimountwashingtonresort.com
603.278.8813

Today, this special offer                
makes it easy for you 
to continue the tradition.
Now through December 31, 2011, book your next 
event* at the Omni Mount Washington Resort 
or Omni Parker House and your association will 
earn a complimentary Planning Retreat or Board 
Meeting at either hotel for up to 10 members.*  
It’s the perfect way to make the most of a great 
New England value.

Your complimentary retreat or meeting includes 
accommodations, meeting space, breakfast, 
morning and afternoon breaks, lunch and AV            
for up to 10 members. 
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At Daxko, we place importance on understanding the challenges and opportunities facing the association market.  
Without this knowledge, our software and services would miss the mark.  In the spirit of market knowledge, we are 
currently fielding a survey to uncover the recession’s impact on associations.  The complete results will be published 
in an e-magazine debuting later this month on our web site. 
 
When you hear the word “recession”, it’s easy for your mind to go to a dismal place of plummeting membership and 
revenue numbers.  However, we’re finding that there have been some silver linings to this recession “cloud” and the 
future is looking brighter.  We aren’t the only ones hearing about a positive outlook.  According to the 2010 TRENDS 
Association PULSE Survey, 56% of associations are optimistic or very optimistic about their prospects for the next 
12 months. 
 
Read on for a summary of Daxko’s preliminary results, which are based on responses from 180 associations across 
the nation. 
 
Membership Levels 
While the economic recession put a squeeze on members’ purse strings, membership levels at associations are not 
dropping across the board.  In fact, 28% of associations surveyed enjoyed increased membership levels.  1 in 3 
associations have not experienced any changes at all in membership levels, and just over one-third (36%) noticed a 
decrease. 
 
Shifting membership levels can present associations with new challenges.  If membership levels have grown, how 
will you retain them?  Or, how will you recruit new members to bring your membership levels back to normal?  From 
our survey, we’ve learned that the vast majority of associations are prepared no matter what.  89% of associations 
with declining membership levels have a recruitment plan in place.  Of those that have been fortunate to grow, 82% 
have updated retention plans at the ready. 
 
Member Expectations & Offerings 
As the economy has changed, so have member expectations.  The majority of associations (59%) admit that their 
members’ needs have changed.  For instance: 
• 32% share that their members want more networking opportunities 
• 42% say that members want to pay less for membership & products 
• 26% tell us that members want virtual attendance options at events 
• 27% say that members are expecting increased benefits, like healthcare access 
• 15% share that members want job board/job placement services 
• 42% tell us that their member expectations have changed in other ways, including legislative policy activity, 

scholarships and financial assistance, among others, as well as clearer or deeper evidence of benefits/ROI. 
 
Associations are also re-evaluating their offerings to match these changing needs.  The majority of associations 
(53%) have changed their membership offerings as a result of the economy. 
 
Non-dues Revenue 
Outside of membership dues, how have revenue levels fared?  The results aren’t as dreary as you might expect.  
The majority of associations surveyed (58%) have either maintained or increased non-dues revenue through the 
recession. 
 
ASAE’s Associations and CEO’s report sheds light that revenue relief will continue.  Only 38% of CEOs predict that 
their revenues will decrease in the year ahead—a sharp change from the 64% reported in Spring 2009.  Another 
bright spot?  The percentage of respondents planning for increased overall revenue in 2010 is more than double that 
of the previous year (23.5% in 2010 vs. 11.6% in 2009). 
 

(Continued on page 10) 

The Recession—Is there a silver lining for associations? 
 

By: Craig Fowler, Director of Market Strategy, Daxko 
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The best (and worst) thing. 
We also asked associations to tell us the best and worst things that have come out of the recession for their 
association.  The responses ran the gamut, but here are a few trends: 
 
The worst thing: Staff layoffs & lower morale, lower revenue, lower membership levels, dramatic shifts to their 
industry, member unemployment, decreased program attendance. 
 
The best thing:  Getting rid of programs and products that weren’t working, re-focusing on member value, increased 
membership levels, more dependence by members on the association, more strategic thinking, working more 
efficiently. 
 
The last few years have not been a walk in the park for associations.   However, there have been some silver linings.  
For instance, re-focusing on member value and thinking more strategically about offerings are both outcomes of the 
recession that will have associations poised for an even stronger future.  What have been the silver linings at your 
association? 

(Continued from page 9) 

NE/SAE would like to thank our Supporters! 



Printing Money!  7 Easy Tips to Convert 
Content to Cash for Your Association

Learn Something New.
Introducing a complimentary webinar for NE/SAE members...

What:	 	 A practical program showcasing real-world examples of 		
		  associations creating additional revenue with online learning 	
		  programs.

Where: 	 Your Computer

When: 	 Thursday, February 17th 
		  11:00 AM Eastern

Cost:	 	 FREE

Presented by: 

Johnson Cook 
Peach New Media

Register Your Staff Today! 
http://nesae.peachnewmedia.com

This learning opportunity is brought to you by the 
New England Society of Association Executives and Peach New Media.
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NE/SAE Board at the Celtics! 

Members of the NE/SAE board 
recently enjoyed a fun night at 
the Celtics thanks to Starwood 
of Boston Hotels! 

In spite of yet another Boston 
snow storm, fans showed up in 
droves to watch the Celtics 
defeat the Sacramento Kings. 

88 Grandview Avenue  Boothbay Harbor, Maine   ph 207-633-4152
www.sprucepointinn.com    email spi@sprucepointinn.com

...where the forest meets the sea

The Spruce Point Inn has a distinguished

tradition of hosting incentive meetings,

executive retreats, conferences and 

training seminars. The Inn provides a

professional efficient staff, and an event

manager to cater to your every need ~ from

the coordination of your daily activities to

function design layout, menu

creation and entertainment.

• Meeting facilities to accommodate 10-300

• Over 15,000 sq ft of flexible meeting space

• Complimentary wireless internet access 

• 42 acres of team building hiking trails 

• Full service Spa 
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Gary Armitage, VP 
The Balsams 

Dixville Notch, NH 
 

Karen Beranger, National Sales Manager 
Stoweflake Resort & Conference Center 

Stowe, VT 
 

Kendall L. Buck, CAE, Executive VP 
Home Builders and Remodelers Association of 

New Hampshire 
Concord, NH    

 
Tracy Burns-Martin, Executive Director 

Northeast Human Resources Association 
Waltham, MA 

 
Heidi Coughlin, Group Sales Manager 

Stowe Mountain Lodge 
Stowe, VT 

 
Stephanie Cummings, Sales Manager 

Wyndham Portland Airport Hotel 
South Portland, ME  

 
David Davis, Director of Sales 

Portland Regency Hotel and Spa 
Portland, ME 

 
Karen Dumond, Director of Marketing & 

Member Services 
Massachusetts Association of Realtors 

Waltham, MA      
           

Charlene Glorieux 
Executive Management Associates 

Atkinson, NH    
 

Michele Hart, Executive Director 
MSH Management 
Southborough, MA 

 
Mark Henry 

The Creative Companies 
Bangor, ME    

 

Welcome  
New Members! 

Melanie Jones, Sales Manager 
Hotel Indigo 
Newton, MA 

 
Maggie Kolodziej, Sales/Marketing Coordinator 

internet4associations 
Chicago, IL   

 
Robin Maccini, Executive Vice President 

Greater New Bedford Association of Realtors 
New Bedford, MA 

 
Kara O’Brien, CMP, Sales Manager 

Catania Hospitality Group 
Natick, MA 

 
Tom Rich 

The Creative Companies 
Scarborough, ME    

 
Tracey Ridenoor, Director of Sales & Marketing 

Conference Center at Lake Placid 
Lake Placid, NY   

 
Deborah Senf, Senior Group Sales Manager 

Ambridge Hospitality/Embassy Suites 
Boston, MA 

 
Michelle Spitzer, Director of Marketing 

Avectra 
McLean, VA    

 
Natalie Springsteen, Dir. of Marketing & Sales 

Community Associations Institute -  
New England Chapter 

Wellesley, MA  
 

Sandi Trapasso, Director of Membership & 
Program Development 

Community Associations Institute -  
New England Chapter 

Wellesley, MA    
 

Susan Weinstein Esq.,  
Association Professional 
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In the old days they were called “community service projects,” now they are better known as “Social Responsibility 
Programs” or cause marketing. Whatever name is attached to them, these programs provide a lot of opportunities for 
associations, chambers, and other membership organizations beyond the “right thing to do” quality.  
 
There are a number of tangible and intangible benefits to undertaking an organized Social Responsibility effort. 
These include: 
 
Organizational Branding 
It’s o.k. – in fact, it’s actually good – for an organization to stand for something in addition to what’s written in its 
bylaws and mission statement. Sometimes political issues can be too controversial for organizations to undertake 
but social responsibility programs often can bring together members with disparate views. 
 
Developing New Partnerships 
Social responsibility programs can produce all kinds of partnerships among organizations that might not otherwise 
seem to have much in common. This includes private and governmental sector partners as well as other 
membership organizations. 
 
Member Engagement Opportunities 
Getting some of those “borderline” members to participate in traditional programs and services is always 
challenging. An active social responsibility program provides a very unique engagement opportunity, especially for 
members seeking ways to be more involved. 
 
Membership Retention 
Remember that when members have that renewal notice in front of them, their decision to renew is based on an 
overall membership “experience.” If part of that experience is a feeling that their organization is making a difference 
in some meaningful way, the chances of them signing up for another year increase. 
 
New Member Recruitment 
Organizations have been complaining for years about the difficulty of attracting younger people to membership, and 
studies done by ASAE and other organizations show that today’s young people put a high value on “making a 
difference” and doing socially responsible things. Why not give these young people a chance to fulfill some of their 
social responsibility wishes while at the same time providing a wider variety of member benefits to all potential 
members?   
 
Potential Fundraising 
In recent years, it has been getting more and more difficult to convince organizational sponsors to continue funding 
events, social activities, golf tournaments, and even educational efforts. Economic conditions have everyone cutting 
back, and paying closer attention to all expenditures (including dues, contributions, etc.). Social responsibility 
programs give organizations opportunities to seek support outside of their normal funding sources, and give previous 
supporters another option on ways to participate 
 
Direct Member Benefit 
Some programs not only provide an outlet for organizational impact, they also can (as seen in the following example) 
serve as an actual member benefit. By supporting or participating in social responsibility programs, member can 
accrue such specific benefits as tax credits; continuing education credits; certification points; lower insurance rates; 
community service credits; etc. 
 
Mission Accomplishment 
All organizations have some element in their Charter about creating a better profession, industry, and/or community. 
This “greater good’ aspect is what makes these organizations so valuable to their members and to society in 
general. Social responsibility programs can become a personification of what this greater good can look like. 
 

(Continued on page 15) 

Doing the Right Thing Offers More Than a Good Feeling 
By: Mark Levin, CAE, CSP  



 

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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How One Association Made Social Responsibility a Winner for Everyone 

 
Each New Year brings the normal list of resolutions, good wishes and plans of action. It also brings a plethora of 
new laws and regulations at the national, state, and local levels. One of these laws (being implemented by a growing 
number of jurisdictions) also holds some far-reaching opportunities for associations, Chambers, and other 
membership organizations. It has several names, but it is most commonly referred to as the Distracted Driver law.  
 
Distracted driving (texting or using cell phones while driving) has become a true epidemic in America. Most of us 
have seen the public service announcements and are familiar with the problem, but once you’ve seen the statistics 
and really understand the science of this issue it changes your perspective on it. We invited David Teater, the staffer 
who heads the Distracted Driving Program for the National Safety Council, to explain the impact distracted driving 
has had to the attendees at a meeting of the Chain Link Fence Manufacturers Institute (CLFMI), the organization for 
which I serve as Executive Vice President.  
 
His presentation blew our members away. It not only got them thinking about it in personal and business terms (after 
Dave’s program, several of our members instituted in-company programs and policies) it also got them thinking 
about ways that our organization could make a difference. It got me thinking about how all of us can get involved in 
these types of socially-responsible programs and, at the same time, have some real impact on our members 
businesses. 
 
Here are some of the activities we initiated and the result of these efforts. 
 
• Our Board adopted a resolution encouraging member firms to implement Distracted Driver policies in their firms. 

This just made good business sense – CLFMI members have thousands of employees on the road in company 
vehicles every day, many driving large vehicles hauling heavy loads of materials. In addition, there are sales 
people, company executives, and other employees traveling on company business regularly.   

(Continued from page 14) 

(Continued on page 16) 
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Working with NSC, we provided members with sample policies. 

We established a Distracted Driver policy for association staffers. 

Company representatives told us that employees had committed to eliminating (or at least reducing) cell phone 
use and texting while driving their personal vehicles. 

We got another industry-related association to partner with us in promoting the adoption of Distracted Driver 
policies throughout the industry. 

Member firms who instituted Distracted Driver policies will be able to use their new policies to help negotiate 
lower rates with auto, workers compensation, and other insurance carriers. 

Distracted driver policies are now being added to New Employee Orientation programs in member companies. 

Our association has been recognized throughout the industry for its commitment to socially responsible 
programs (we also sponsor a Hire a Hero program encouraging members to employ wounded veterans). 

As everyone has to deal with reduced resources and ever-increasing member expectations, it  might seem as 
though there is no time right now for your organization to take on any new programs. However, if you consider all the 
benefits of including social responsibility as part of your organization’s “brand” you might find that the effort will be 
well-rewarded in the form of higher retention, greater member involvement, and an enhanced image for your 
organization. 

Mark Levin, CAE, CSP is one of the world’s most highly 
respected association professionals. He has over 35 
years of experience, including service as a local Chapter 
Director for one the largest membership organizations in 
the United States, National Membership and Chapter 
Relations Director for a major trade association, and Chief 
Staff Officer for three associations. He is also one of the 
world’s most sought-after speakers on association 
leadership, membership development, and strategic 
planning. Mark can be reached at 
marklevin0986@gmail.com, or at 301-596-2584. 

For more information on Distracted Driving programs, 
contact David Teater at david.teater@nsc.org, or at 
630/775-2036

(Continued from page 15) 

Call for News and Ads! 
The next edition of ExecuNotes will
be going to print April 1st.  Please 
send your articles, news, photos 
a n d  a d v e r t i s e m e n t s  t o 
info@nesae.org by April 1, 2011. 
More  information on advertising 
with the New England Society of 
Association Executives may be 
f o u n d  o n  o u r  w e b  s i t e , 
http://www.nesae.org

SPOTLIGHT
Everyone deserves their moment in the spotlight. 

Take advantage of special offers and VIP experiences 

to craft a one-of-a-kind meeting that’s just right for 

your budget and your attendees.

To create a Rhode Island VIP Meeting, visit

www.GoProvidence.com/VIP

THE CREATIVE CAPITAL
PROVIDENCE

401-456-0200     VIPMeetings@GoProvidence.com
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These are difficult times in the association world. 
Some associations are seeing declining conference 
attendance and lower membership renewal rates.  
You want to figure out how to ensure your 
association survives in this challenging environment. 
That's why we've teamed up with marketing and 
customer service expert Ron Rosenberg to present a 
special one-time-only webinar. 

This "Record Attendance" webinar is exactly what 
you need right now to ensure that your own 
association's conference has more attendees than 
you know what to do with...wouldn't that be a great 
problem to have?

Click here to register: 
https://qualitytalk.infusionsoft.com/go/record/nesae

You'll discover:
A membership guarantee that will deliver over 
$7.2 MILLION in dues
How participating in a "conspiracy" led to record 
conference attendance
One simple change that generated a 1,446% 
increase in conference registrations
A basic niche-marketing strategy that increased 
membership by over 20%
Easy-to-follow copy strategies that increased 
event revenues by over 94%

This webinar is being offered on Wednesday, April 6 
from 11:00 - 12:15 pm ET, and best of all, it's 
absolutely FREE to attend!

Click here to register: 
https://qualitytalk.infusionsoft.com/go/record/nesae

Presented by: 
Ron Rosenberg, Quality Talk

Our April Webinar: 

How to Get Record 
Attendance at Your  

Next Event:   
7 proven strategies that 
won’t cost you a dime! 

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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A wonderful time was had by all at NE/SAE’s Annual 
Holiday Party.  This event is free for NE/SAE members 
and offers an excellent opportunity to connect with 
industry colleagues in a beautiful setting.  We want to 
thank David Fox, Photographer and this year’s property 
and sponsor: 

NE/SAE’s Holiday Party 

 

NE/SAE offered ASAE’s Decision to Learn 

OMNI PARKER HOUSE 

This fall, NE/SAE offered a workshop on ASAE’s latest research, Decision to 
Learn, which examined members behaviors, preferences, motivations, and 
barriers when it comes to seeking professional education.   We were fortunate to 
have the author of this book, Lillie R. Albert PhD, a Boston College professor, 
as well as Clare Inzeo Bonsignore, Manager of the ASAE Foundation, deliver 
this highly rated program for us.   More information on the study may be found 
here: 
http://www.asaecenter.org/Resources/EnewsletterPD.cfm?ItemNumber=52534 

We would like to thank our 
October ‘10 workshop sponsor! 
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 NE/SAE CAE Study Group 
Joint with CSAE! 

Are you thinking of taking the exam but need some review and pointers beforehand?  Then sign up for NE/SAE’s 
CAE Study Program! 
 
When: 
First call will be the week of February 14th and will run through 
April.  Weekly dates and times will be established based on the 
participants availability  
 
Where: 
Conference call! 
 
Format: 
The first meeting will include an orientation where we will cover 
how to prepare for the exam. The following meetings will cover the 9 domains and the last meeting will be a review 
session.  A study group outline will be sent out to participants.  We will be guided by individuals who have recently 
taken the exam who will share their knowledge of what was covered in that specific domain and what we should con-
centrate on.  Practice tests will be provided.   

All attendees are required to purchase the CAE Study Guide ($75 plus S&H NE/SAE or CSAE member; $100 plus 
S&H non member). Go to the ASAE website for recommended readings. You may purchase the study materials 
from the ASAE bookstore.   

Cost:  

FREE for NESAE Members, $135 for Non-Members 

Are you interested?  Please contact NE/SAE’s Executive Director, Pam McKenna, CAE @ 978-250-9847 or 
info@nesae.org for more information or to sign up! 

 

Important Dates: 
Test Date:   May 6th 
Standard Registration Date:  February 11th  
Extended Registration Date ($100 Late Fee) is:  March 11th 
 

More details on the CAE designation may be found on ASAE’s web site, 
http://www.asaecenter.org 

Call for News! 
The next edition of New England Society of Association Executives’ Newsletter, ExecuNotes, will be going 
to print April 1st.  

Please send all your news, photos, articles and ads to info@nesae.org by April 1, 2011.  

NE/SAE reserves editorial rights over all submissions.   

“I found the study group helped me to 
organize and manage the great amount of 

content involved, but it was especially 
helpful in developing, through regular 
guided practice, a good strategy for 

approaching the questions and scenarios.  I 
would not have been able to accomplish 
that alone and it made me much more 

confident going into the exam” 

Kathy Swann, PhD, CAE 



 

PAGE 20   WWW.NESAE.ORG    

June 9 — 10, 2011 

Hyatt Regency 
Hotel & Spa 

Newport, RI 

• Education 

• Exhibits 

• Networking 

• And fun in beautiful 
Newport, RI!  

Please join us for NE/SAE’s Annual Meeting! 
 


