
Do you think of yourself as a leader?
Does someone pay you to be a leader?
Do you want to be a leader?

If your answer to any of these questions is an
emphatic “Yes!”, ask yourself some more ques-
tions:

F Do you promote a vision, mission, and pur-
pose for your company—yet no one follows
you?

F Do you empower others—yet these same peo-
ple criticize you?

F Do you allow ongoing conflicts among man-
agers?

F Do you avoid admitting a mistake?

If you answered “yes” to any of these questions, you
are among the vast majority of us who could benefit
from coaching! A good coach can be critical to any
leader’s success. Listening to, even learning, theories
and concepts will not necessarily result in leadership.
Coaching provides real-time feedback, while projects
and people issues are also handled. It can develop
and strengthen solid leadership skills. Coaching accel-
erates growth and contributes to success.

A good coach can help you…

F Set and achieve goals. if you don’t know
where you’re going, how will you know when
you get there? To achieve results, you must set
goals and develop a structure to track and
ensure progress. Put together action plans and
review them frequently.

F Be consistent. Maintain your commitment to
fulfill your goals, even when “you’ve hit the

wall” and it looks like failure may be immi-
nent. This sends a very clear message to your
employees. It says they can trust you in good
times and bad. It helps them make better deci-
sions, and keeps them in action.

F Work with and through others. This will help
ensure that your results will be on time and
within budget. Poor communication skills are
a major factor in leadership failure. People are
too often promoted for their successes, with-
out assessment of their communication skills.
Simply put, the higher up the corporate ladder
you climb, the more people rely on your com-
munication skills. A leader with poor commu-
nication skills must improve or negotiate
another position without people responsibili-
ties. The good news: Good communicators are
coached, not born.

F Listen to those with different ideas. Most
people consider themselves good listeners, but
they do not always hear the critical factors that
keep customers and co-workers happy and sat-
isfied. Knowing how to get a point across
while listening to others, particularly when
what you hear is unpleasant, can make or
break your career!

F Handle conflict promptly. The sooner you’re
able to resolve conflict, the less likely it will
negatively impact your people, projects and
customers. Work will always include disagree-
ments, differing points of view and concerns
that people bring from outside. The key is to
resolve issues promptly, effectively and effi-
ciently, while empowering the people involved
to work them through.
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Well, my year as president is almost up and
it’s time to ask myself those important
questions. What have I got done? What

have we accomplished as an organization? Are we
better off than we were before? Are we headed in
the right direction?

I like to look at accomplishments from global and
teamwork perspective. I believe that applies well to
the functioning of CSAE this year, as we have
made some good progress.

We started the year out with a strategic planning
session that helped the board focus on the vision,
mission, goals and objectives of CSAE. To keep
that work ongoing, we decided to spend a good
portion of each board meeting on strategic think-
ing. I asked for volunteers from the board to lead
us in these sessions. This not only strengthened our
own ability in facilitation, but let the board gain the
experience and perspectives of each other.

This ties in with much of what I’ve heard at Exec-
utive Circle meetings. For those of you who are
not familiar with our Executive Circle, let me take a
minute to put in a mini-advertisement. This is a
group of CSAE Executive Members who get
together every other month in the evening to talk
about current topics in association management,
hot new business books, future trends, and “the
crisis of the day.” We pay a little extra money to be
in this group, and I think we can all say that it’s
worth it!

One of the recurring themes of this group is that
we can be of greater benefit to our associations if
we work on shifting our board meetings away from
operational issues and onto strategy. Some associa-
tion experts and business books suggest a ratio
where 80 percent of a board meeting should be
dedicated to strategy and 20 percent to operations.
Looking at the old CSAE board agendas, I can say
that it seemed to me that we had these ratios
reversed. While we may not be there yet, I hope we
have changed the ratio to about 50/50, and I chal-

lenge my successors to keep the board
focused on strategy.

Perhaps one of our biggest accomplishments this
year is our foray into the legislative arena. Our
recent victory in introducing legislation relating to
faxing our customers and members has certainly
been a big step for CSAE. While this initial step
was approached with caution, we were victorious
and I think that we will no longer sit idle while leg-
islation activities have a negative impact upon us.
My thanks go out to our Legislative/Public Policy
committee, the members who contributed finan-
cially to get this done, and our many other support-
ers in this effort.

Another significant accomplishment is our invest-
ment back into CSAE. You may recall the recent
branding exercises that CSAE undertook, and the
board has stepped up with approval for funding to
continue this work. Look for more success in this
area in the coming year.

The educational programming continues to be
top-notch and my thanks to everyone involved. I
think we do an excellent job of providing valuable
education blended with great networking and
great food.

I am confident that the upcoming year will be just
as successful. The leadership and staff are commit-
ted to that goal and with the groundwork already
laid, we are nearly there already!

My thanks again to all the staff, board, and volun-
teers of CSAE. It’s been a great year and all the
members of CSAE should be proud of this organ-
ization. I hope to see you in Fort Collins for our
Annual Conference or another CSAE event soon!

Sam Albrecht, CAE
CSAE President 
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How many hours and dollars
did you spend producing
your last education pro-

gram on a “need-to-know” sub-
ject for members and then hear
“Sorry, can’t make it that date,” or
“Will you be offering it again at a
location closer to me?” Thanks to
Web-based technology, there are
now ways to cost effectively reach
more people at their offices or
homes with valuable information
whenever it is convenient for
them. And depending on how
you price your new service, you
can increase the return on your
investment in original program-
ming and/or generate new non-
dues revenue.

Like many of you, the staff and
board of the International Elec-
trical Testing Association
(NETA) are constantly looking
for ways to increase the value of
association membership. NETA
has begun to make use of the
Web for delivering programs
that previously seemed too
logistically complex and costly
to seriously consider. NETA
contracted with Association
MediaWORKS (AMW) to carry
out their Web-based educational
programming.

NETA staff was uncertain
about member reaction to this
new way of providing informa-

tion, so they tried a pilot on a
new program that in its initial
live presentation received posi-
tive comments. The program
on “Arc-Flash Hazard Analysis”
interests not only the manage-
ment of member companies
but also their employees for
whom obtaining affordable
training is always a concern.
Arc-flash accidents often result
in serious personal injury (and
even death) and lost work time
costing the industry millions of
dollars annually. It was an ideal
topic for testing online delivery.

The process for producing the
online version of the NETA pro-

gram started with AMW going on
site with high quality equipment
to capture a live audio recording
of the speakers. In addition, a
number of still photographs were
taken to be used along with the
speaker’s graphics in the final pro-
duction. NETA staff decided to
use still shots of the presenters
because video is more expensive
to capture and edit. They realized
a “talking head” would not add
much to the program. Perhaps
even more importantly, they
assumed not all online program
attendees would have access to
high-speed internet connections

Leverage Your Investment In Live Member Education to Online Delivery
by Fred E. Graham, Ph.D., CAE

We’re doing the unthinkable: creating a hotel with 30,000 square

feet of meeting space, and placing it within one mile of an

additional 300,000 square feet in the city’s convention center.

When combined with a name that’s synonymous with hospitality, it

will be a place that measures up to events of all sizes. After all, one

big idea deserves countless others. 

A place perfect  for housing
even the biggest  ideas.

†Subject to state and local laws. Must be of legal drinking age. Hilton HHonors membership, earning
of Points & Miles,® and redemption of points are subject to HHonors Terms and Conditions.
© 2005 Hilton Hospitality, Inc.

Albuquerque
1000 Woodward Place NE, Albuquerque, NM 87102

505-245-7100
www.embassysuitesalbuquerque.com

Spacious two-room suites • Complimentary cooked-to-order breakfast

Nightly Manager’s Reception†

ANOTHER EXCEPTIONAL HOTEL BY JOHN Q. HAMMONS HOTELS, INC.

Continued on page 14
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Recently passed legislation requires amend-
ments to many 457(f) plans by December
31, 2005. Meanwhile, the plans must be

operated in good faith compliance with the new
rules or participants will owe income taxes on their
457(f) plan benefits, plus 20 percent penalties, plus
interest. After participants pay the income taxes,
penalties, and interest that apply if the plan doesn’t
comply with the new law, there may not be much
left for the participants. Thus it is crucial that
457(f) plans are designed to avoid the new law’s
potentially high price. Many tax-exempt and gov-
ernmental employers, including many associations,
sponsor 457(f) plans, and need to consider the
impact of this new legislation.

Application of 409A to 457(f) Plans

On October 22, 2004, President Bush signed the
American Jobs Creation Act, which added a new
Section 409A to the Internal Revenue Code. Sec-
tion 409A significantly changes the operation and
taxation of nonqualified deferred compensation
arrangements (including 457(f) plans) for amounts
deferred on or after January 1, 2005.

The new law may apply to all types of deferred
compensation arrangements, even those arrange-
ments that might not traditionally have been con-
sidered deferred compensation arrangements.
However, qualified retirement plans (such as 401(k)
profit sharing, defined benefit, and money purchase
pension plans), 403(b) plans, and 457(b) plans are
not subject to the new law.

Although certain benefits under deferred compensa-
tion plans in existence by October 3, 2004 may be
“grandfathered” and avoid the new law (unless the
plan is materially modified), most 457(f) plan bene-
fits will not qualify for grandfather treatment. The
plans will not qualify because an amount doesn’t
meet the new law’s grandfather requirements if the
amount is subject to a substantial risk of forfeiture.
Most undistributed amounts in 457(f) plans are by
their design subject to a substantial risk of forfeiture
(otherwise they would be taxed to the participant,

and probably distributed). Therefore the new law
probably applies to nearly all 457(f) plans, and 457(f)
plans generally must comply with both the require-
ments of the new law and the requirements of
457(f).

There are many open questions as to how the new
rules apply to 457(f) plans. For example, amounts
are generally exempt from the new law if the
amounts are paid out within two months after the
year in which the amounts are no longer subject to
a substantial risk of forfeiture (as defined for this
purpose). However, IRS guidance under 409A indi-
cates that salary deferral amounts are never consid-
ered to be subject to a substantial risk of forfeiture
for this purpose, so 457(f) plans for elective defer-
rals (as opposed to non-elective, employer-provided 
deferred compensation) will not be excepted from
409A by the short-term deferral exception. Until
the IRS issues additional guidance on the applica-
tion of the new law to 457(f) plans, it is unclear
whether the short-term deferral exception can
apply to other 457(f) plan amounts.

Plans with amounts subject to the new law must be
amended to be in compliance no later than Decem-
ber 31, 2005 (or terminated before that date), and
must be operated in good faith compliance in the
meantime. Many 457(f) plans may already be in
compliance with the new law’s requirements, but it
is critical that plan sponsors review their plans to
ensure that is the case.

If an arrangement subject to the new law fails to
satisfy any of the new rules, the amounts will be
taxed back to the date that the amounts were no
longer subject to a substantial risk of forfeiture,
plus a 20 percent penalty, and interest calculated
from that date. Because the definition of “substan-
tial risk of forfeiture” for taxation under the new
law is possibly more restrictive than the definition
of “substantial risk of forfeiture” for taxation
under 457(f), a violation of the new law could

457(f) Plans Need Review, or Participants May Pay
High Price
by Brenda Berg and edited by Adrienne O. McNamara

Continued on page 5

                                                  



require taxation years earlier than would have
been required under 457(f).

409A Election Requirements 

Strict deadlines apply for participant elections
subject to the new law. In general, if a 457(f)
plan allows participant elections, the partic-
ipant must make his or her election before
the beginning of the year (or the applicable
service period) for which the compensation
is being deferred. The election must specify
not only the deferral amount, but also the
time and form of distribution (if not
already specified in the plan). For example,
if an existing participant wants to make
457(f) deferrals for year 2006 regular com-
pensation, the participant must make his or
her deferral election no later than Decem-
ber 31, 2005. Note that more lenient elec-
tion timing requirements apply if the elec-
tion is made by a new participant or is a
deferral of performance-based compensa-
tion.

409A Distribution Requirements

Plans that are subject to the new law must
be amended if necessary so that distribu-
tions are allowed only upon the following
events, as each is defined in 409A guidance:
(1) the participant’s separation from serv-
ice; (2) the date the participant becomes
disabled; (3) a specified time (or pursuant
to a fixed schedule) designated under the
plan at the date of the compensation defer-
ral; (4) change in ownership or effective
control of the corporation, or in the own-
ership of a substantial portion of the assets
of the corporation; or (5) the occurrence
of an unforeseeable emergency.

409A Restrictions on Changing
the Time and Form of
Distribution

Under the new law, distributions cannot be
accelerated except in very limited circum-
stances. One permitted acceleration is a
distribution to pay taxes under a 457(f)

plan, up to the amount of income tax with-
holding that would have applied had the vest-
ed amount been paid as wages. Therefore, a
plan could provide that a distribution may
occur to pay taxes if an amount becomes
taxable under 457(f), where the entire
account is not yet distributable under the
participant’s election or under the plan’s
terms (e.g., where the plan defers distribution

in order to defer taxation on the earnings on
the vested amount).

In addition, in order to delay a distribution,
the election to delay must take effect at least
12 months after the date on which the elec-
tion is made and, for most payments, the
deferral of the first payment must be for a

June 2005
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When you meet in the 
mountains you expect big things.

Enjoy the advantages of our 
on-mountain location with 
more conference amenities 

than any resort in 
Breckenridge.

SKI-IN/SKI-OUT ACCESS

BEAVER RUN SUPER CHAIR

VARIETY OF ACCOMMODATIONS 

35,000 SQUARE FEET OF SPACE

GROUPS FROM 10 TO 1,000

CONCIERGE · BUSINESS CENTER

EVENT PLANNING

TEAM ACTIVITIES

CATERING FROM FUN TO FORMAL

SNOWSPORTS OUTFITTERS

SPENCER’S ALL-YOU-CAN-EAT 

TIFFANY’S SPORTS PUB

MASSAGE & SPA SERVICES 

TWO INDOOR/OUTDOOR POOLS 

EIGHT HOT TUBS

EXERCISE ROOM

SAUNA & STEAM ROOM 

RETAIL STORES 

COMPLIMENTARY IN-TOWN SHUTTLE 

FREE COVERED PARKING 

w
e 

go

800.265.3527 � www.beaverrun.com

Continued on page 12
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Governor Bill Owens recently signed
into law a very important piece of leg-
islation initiated by CSAE that creates

a significant and overdue exemption from the
no-fax provisions in the Colorado Consumer
Protection Act for an “established business
relationship” between fax sender and fax
recipient.

This victory is important to CSAE members
for several reasons.

1. Several CSAE members were sued this
year for as much as $1,500 in damages per
occurence for sending faxes to their mem-
bers or vendors and this was fixed when
the new law became effective on May 4,
2005. Future lawsuits are precluded.

2. By taking the lead in this legislative
effort CSAE has established itself as a
credible force at the state capitol—with
a recently proven track record of legisla-
tive success on behalf of non-profit

association
members.

3. It doesn’t stop there, however, because
the coalition of interests assembled by
CSAE included no fewer than 60 mem-
ber and non-member entities, truly a
remarkable gathering of interests on one
side of one issue.

4. Finally, by firmly embedding the “estab-
lished business relationship” in Col-
orado’s no-fax law, CSAE has aided
ASAE in its efforts to accomplish a sim-
ilar objective in federal law.

The passage of this measure did not come
about easily. Here’s how it happened and this
serves as an example of why we need to keep
an alert eye out in the Capitol in the future.

CSAE is the organization that originally iden-
tified the potential liability issues for mem-

Fax Fix: Victory for CSAE Members

by Greg Williams, Chair 
CSAE’s Public Policy Committee

You Know You’re From
Colorado When...

F You think “South Park” is a place
to stop for gas on your way to
Buena Vista.

F You have a business degree and
are frying burgers at a McDon-
ald’s in Vail.

F You have a fat tire in your refrig-
erator and your garage.

F You own a big dog named Aspen,
Buck, Cheyenne or Dakota that
wears a bandanna.

F You cast out your fishing line
while white-water rafting.

F You’ve never seen the tourist
attractions in your own city.

F You think a pass does not involve
a football or a woman.

F You are 82 years old and take up
snowboarding.

F Your real Y2K fear was running
out of Celestial Seasonings tea
and trail mix.

F The entire top of your head is
bald, but you still have a pony tail.

F You personally wouldn’t pay $10
per head to drive up Pikes Peak
unless it was the only mountain
on earth, but you tell all your
house guests to do it.

F You get depressed after one day
of foggy weather.

F You think that formal wear is
ironed denim.

F North means “mountains to the
left;” south is “mountains to the
right.”

Affordable Housing Association
American College of Veterinary Internal Medi-

cine
American Council of Engineering Compa-

nies of Colorado
Apartment Association of Metro Denver
Associated Landscape Contractors of Colorado
Associated General Contractors
Association Services Management
Association, Conferences and Exhibition

Management
Barbara Bowman
David Bernard, CHFC, CFP, CLU, MSM,

Certified Financial Planner
Business Marketing Association - Colorado
Colorado Academy of Family Physicians
Colorado Asphalt Pavement Association
Colorado Association of REALTORS

Colorado Bankers Associaton
Colordo Chiropractic Association
Colorado Dental Association
Colorado Gaming Associaiton
Colorado Manufactured Housing Association
Colorado Safety Association
Colorado Trial Lawyers
Colorado Veterinary Medical Association
Denver Metro BOMA
KARE Association Management Service
The Kyle Group
National Environmental Health Association
Non Profit Resource Group
Professional Meetings
Resource Center for Associations
Douglas W. Slothower Inc
Western-English Trade Association

Continued on page 7
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bers in the no-fax bill that passed in 2004.
Despite our cautions which were expressed
in a letter to the governor the measure was
enacted. The new law resulted in lawsuits, as
expected, and this caused the Public Policy
committee to request some legal advice from
Bill Walters of Walters Law Firm considering
various judicial or legislative options. When
we agreed to run a “fax fix” bill, we recom-
mended that CSAE form a special account
and solicit funds for a lobbyist to spearhead
the effort.

This wasn’t an easy decision, but the mem-
bers of the committee who had previously
run legislation in their own associations
agreed on the strategy. The CSAE board
approved the recommendation of the Public
Policy Committee to spearhead a bill and
hire a lobbyist for the effort.

We seriously considered the various options
and we rejected asking for the lobbying time
of one of a member’s lobbyists. This lead to
a lobbyist selection process that started with
a request for proposals, dozens of proposals
being received, and subsequent interviews.
The Public Policy Committee created a sub-
committee for this task.

After working through many impressive pro-
posals the subcommittee interviewed a half
dozen lobbyists and made a recommenda-
tion to the committee that was forwarded to
the board and accepted. At this point the
policy program involved in the “fax-fix” bill
was a “go.”

John Sadwith of the Colorado Trial Lawyers
Association (a committee member) was
asked to take on the task of sheparding the
legislative effort and did so with characteris-
tically great conviction. The measure was
not easily passed, however. Amendments,
expected and unexpected, appeared through-
out the process and the bill was derailed or
almost dead several times. The committee
was asked, at several junctions, whether or
not CSAE should continue to pursue the
effort and the decision was always to move

forward. Ultimately the measure passed and
was signed by the governor, thanks largely to
the skill of our lobbying team, Jennifer and
Julie, at Brandeberry McKenna.

With the passage of HB-1059 the immedi-
ate threat is over, but there is always the
possibility of future issues that may arise.
This effort has taught us to keep an eye
out for future storms and the Public Policy

Committee is considering recommending a
formal legislative monitoring process to the
CSAE board. F

Gregory E. Williams is regional director of American
Financial Services Association and can be reached at 720-
941-6817 or FAX 720-941-6818 or
gwilliams@afsamail.org.

Fax Fix
Continued from page 6
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G reat ideas don’t just happen! You’ll
have lots of new ideas and con-
cepts presented at this conference

that will generate member loyalty and
improved sources of revenue. Through
specialized education, networking, and

participation in social activities, you’ll
walk away from this conference energized
and filled with new skills, fresh ideas, and
new opportunities you have created for
yourself, your staff, your association and
your membership.

We encourage you to make it happen. Every-
one has good ideas, but not everyone knows
how to “make it happen.” As a leader within
your association, many times it’s simply up to
you. You know you can make it happen. Let
us show you how!

CSAE’s Annual Conference Scheduled for June 16–18, 2005 
at the Fort Collins Marriott

Thursday, June 16, 2005

7:00 a.m.–3:00 p.m. Special Preconference Time

6:00 p.m. Welcome Reception, Dinner & Silent Auction

9:00 p.m. Hospitality Suite
Hosted by Grand Junction Visitor & Convention
Bureau

Friday, June 17, 2005

8:00–10:00 a.m. Breakfast and Keynote
Lessons from the Masters: Operating at Your
Own Masterpiece Level
Nancy Noonan, Artful Solutions

Every day, every project, every challenge—and every conference—starts out
as a blank canvas. Learn the same strategies that take the master artists from
blank-canvas-to-masterpiece and see how they can lead you to peak perform-
ance, fulfillment and success-and to your own masterpiece level!

10:15–11:30 a.m. Breakout Sessions

F Magnificent Meetings Aren’t Mirages!
Carla M. Pacheco, CMP, SMACNA Colorado

Meeting budgets may be limited, but your imagination doesn’t have to be! Join
us for ideas on how to enhance, refresh and refine your events to revive atten-
dance and generate revenue. Find out what’s new in food, décor, themes, enter-
tainment, venues, and much more! Thoughts will be presented for every type
of event and size of budget.

F Making Your Association an Oasis for Your Members
Christine Bumgardner, President & CEO, Center for Financial Training and
Judith Robinson, PhD., CAE, Leadership Professionals

Recruiting and retaining membership is key regardless of your organization's
size, budget or market share. Have changes in your members caused changes
in your organization’s services? This session will discuss strategic ideas to
maximize your membership's approach.

F Open Sesame: The Association Marketplace
Harry Damm, Regional Director of Sales, National Account Development
Beaver Run/Manor Vail/Deer Valley
PREMIER RESORTS
Julia Hubbel, The Hubbel Group

Don’t stand on the “shore” wondering how to “make the sale.” Learn suc-
cessful sales techniques that will open doors for you. Hear perspectives from
both buyer and seller. Learn what works and how to refine techniques to fit
your personal style. Find out how to build solid business relationships that
create positive and beneficial experiences for all involved.

11:30 a.m. – 1:30 p.m. Lunch and Keynote

1:30–2:45 p.m. Breakout Sessions

F Quenching Your Members’ Thirst with Your Website
Lance Brink, Financial Planning Association

Is your website working to its full potential? Find out how others are utilizing
their website to up sell and cross sell products, services and programs.

F Public Policy: Surviving the Sand Storm 
Tim W. Jackson, CAE, CMP, Colorado Auto Dealers Association

Let public policy add to your bottom line! Work in this arena adds to your
association's visibility and provides the security your members crave. Learn
how you can capture their focus and endorse your efforts with time and
money. Recruitment and retention can be a snap when members see the
value.

F The Sultant of the Sales
Don Cooper

Now that you have your foot in the door, what’s next? Learn techniques and
tools for closing the deal. Learn how to ask for what you want. No doesn’t
mean never. Keeping positive and closing the deal are often the hardest part
of the process whether you're looking for clients, members or sponsorships.

AAnnnnuuaall CCoonnffeerreennccee SScchheedduullee 

Continued on page 9

                                         



2:45–3:00 p.m. Break

3:00–4:15 p.m. Putting it Together

Working together can be a challenge or a reward. Join us as we utilize the
skills learned throughout the day in a fun, fast-paced interactive exercise.

5:00 p.m. Visit to New Belgium Brewery & Dinner

Saturday, June 18, 2005

8:30–10:00 a.m. Breakfast and Keynote

Every Association’s Wish: More Revenue, Revitalizing Association
Sponsorship
Brooke Greedy, Creative Strategies Group

Need a fresh approach to identifying and attracting sponsors? This informa-
tive program will look at just what sponsorship is, why companies want to
sponsor association events and what are some myths and mistakes regarding
the selling of sponsorships.

10:00–10:15 a.m. Break

10:15 a.m.–12:30 p.m. Finding Your Way Through the Desert
Jeannette L. Seibly, SeibCo, LLC

Great ideas don’t just happen by accident. With planning and focus you can
achieve success by implementing what you’ve learned. This session will help
you begin the process of implementing ideas while still managing challenges
and obstacles without loosing site of your goals and vision.

12:30–2 p.m. Lunch & Panel Discussion 
Treasures from the Masters: Letting the Genie
Out of the Bottle
Robert Golden, CAE, Colorado Association of Realtors
C. Diane Matt, CAE, Women & Engineering Programs &
Advocates Network
Meghan Pfanstiel, Colorado Manufactured Housing Associa-
tion
Jeannette Seibly, SeibCo, LLC, Moderator

Most likely, others share many of the challenges and issues you face on a reg-
ular basis in our industry. A panel of leaders such as your self will share
experiences, insights, advice and stories. This session is your opportunity to
hear recommendations for solutions and plan for potential pitfalls. Everyone
has something to learn from this dynamic discussion—don’t miss it.

June 2005
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Only in Telluride

C O L O R A D O

www.tellurideconference.com
800.431.1436  x4

TELLURIDE & MOUNTAIN VILLAGE
CONVENTION & VISITORS BUREAU

Add a splash of distinction!  Invite your
clients to the Telluride Conference
Center and you'll be guiding them
to spectacular accommodations in a
world-class Rocky Mountain resort.
Groups get energized in the team-
building excursions and year-round
outdoor adventures. Our gathering
space for 5 to 500 includes the rapid
advantages of wireless technology.

Sign up online at www.csaenet.org
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Jill Anne Ladouceur, does this name
sound familiar? Well it should! Jill is
editor of the CSAE’s Executive Memo,

our bi-monthly newsletter and our monthly
CSAE e-news. She works in tandem with the
CSAE Communications Committee and, in
addition to serving as editor, she handles
design, layout and production of our publica-
tions. Jill specializes in publishing association
magazines, newsletters and e-newsletters and
has been affiliated with CSAE for ten years.

Born in Pittsfield, Mass. and raised in New
Jersey, her family relocated to Colorado in
the 1970s. A graduate of Cherry Creek
High School, Jill went on to Regis College
where she obtained her Bachelor of Science
degree in Business Administration with an

emphasis in Marketing. She began her pro-
fessional career at the Institute of Financial
Planners (ICFP)—now the Financial Plan-
ning Association (FPA)—working in nearly
every department, until becoming editor and
publications director. While at ICFP, their
national professional publications won three
national awards! Ten years ago, she started
her own company, named Deadline Publish-
ing. Jill also is a certified web master and in
addition to CSAE and FPA, a number of
her clients are also CSAE member associa-
tions.

Jill is very proud of her two daughters, ages
7 and 12. Rounding out her family is a dog,
cat and a freshwater fish tank. She enjoys
anything and everything artistic and currently

spends her
leisure time
playing with
her kids 
and/or working out.

When asked what she would like to be doing
in ten years, Jill responds “enjoying good
health and great relationships with my
clients.” Need help with your association’s
publications? Contact Jill Ladouceur at lad-
jill@qwest.net or 303-804-9778. F

Mo Goldman is national account manager for
ConferenceDirect, specializing in site selection for meetings.
She has been on the CSAE Communications Committee,
writing the member profile column and other articles for
CSAE Executive Memo for the past four years.

Member Profile: Jill Anne Ladouceur, Deadline Publishing
by Mo Goldman, ConferenceDirect

Mark Your Calendar
CSAE Annual Conference

June 16 –18
Marriott, Fort Collins, Colorado

              



Aseries of questions were asked of the
board to find out more about their
careers paths, accomplishments and

goals during their board term. Below is a
compilation of three board member respons-
es. Learn about more of your CSAE board
of directors in future issues!

Sam Albrecht, CAE—Sam is President of
CSAE and has been in association manage-
ment for the past 8 years and 12 years total
in nonprofits. Most recently Sam has been
with the Society for Range Management
(four years) and the same length of tenure
with National Bison Association. Some
career highlights for Sam include becoming
president of CSAE, gaining his CAE certifi-
cation and last but not least being able to get
his board of directors to think strategically
versus operationally. Sam’s goal as president
is to keep CSAE on track to be the best
organization it can and views CSAE as a
community of leaders in the association
world of Colorado.

Raquel Alexander, MA, CAE—Raquel is the
past president of CSAE and has been in
association management for 17 years—all of
those with the Colorado Academy of Family
Physicians. She feels that her largest accom-
plishment with the association has been the
continued growth that they have realized
over the years. CSAE is a place where Raquel
has found and seeks professional develop-
ment, peer support and safe harbor. In her
role as president of CSAE, her goals were
streamlining the committees, programs and
establishing a marketing plan for the organi-
zation.

Stan Orr, CAE—Stan serves as a director
on the board and has been in the profes-
sion for 21 years. Stan is president of Non-
Profit Resources, Inc an association man-
agement firm located in Glenwood Springs

for the last five years. Stan has been recog-
nized in this profession in many ways such
as being named into the ASAE Fellows and
Oklahoma’s Association Executive of the
Year. Stan feels that his career accomplish-
ments were “stepping stones to being a bet-
ter association executive.” CSAE is a place
where Stan continues to find opportunities
that include teamwork, peer-to-peer learn-
ing, sharing of ideas, and has become a part
of a family of professionals. Stan’s goals

for his term with the board include sharing
his knowledge with other professionals for
the betterment of the profession and using
this volunteer opportunity to learn from
others. F

Lance Brink is director of marketing at the Financial
Planning Association. He is also CSAE’s communications
committee chair. Lance can be reached at
lance.brink@fpanet.org.

June 2005
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Getting to Know the
CSAE Board
by Lance Brink, Director of
Marketing, Financial Planning
Association

June 2005

• Colorado’s premier mountain conference center

• 100,000 square feet of state-of-the-art function 
space with wireless Internet access

• Dedicated, award-winning conference services team

• Over 1,500 accommodations including RockResorts’
AAA Four Diamond Award winning Keystone Lodge, a
member of Preferred Hotels® and Resorts Worldwide

• Consider The Keystone Center for your facilitation,
consensus building, and strategic planning needs

• Two championship golf courses – Keystone 
Ranch Golf Course and The River Course

• Committed to preserving our environment through
Green Meeting practices

• 90 minutes from Denver International Airport

keystoneconferences.com
800-232-2685

KEYSTONE CONFERENCE CENTER
HERE YOUR IDEAS GAIN MOMENTUM

DAY 1 DAY 2 DAY 3

CSAE
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period of at least 5 years from
the date the payment otherwise
would have been made. Also, for
payments that were to start on a
specified date, the election has to
be made at least 12 months
before the date of the first
scheduled payment.

Action Required

Future IRS guidance may address
the interaction between Internal
Revenue Code Sections 457(f)
and 409A, but it is unclear when
any guidance will be issued.
Employers should immediately
consider the implications of the
new law on their 457(f) plans
(and all other deferred compen-
sation plans subject to the new
law), watch for further guidance,

and amend or terminate their
plans by December 31, 2005 if
necessary. F

©2005 Faegre & Benson LLP. All
rights reserved.

Brenda Berg practices in employee benefits
law and Adrienne O. McNamara repre-
sents associations and other nonprofit
organizations, at the law office of Faegre
& Benson in Denver. They can be reached
at 303-607-3500 or by e-mail at
bberg@faegre.com or
amcnamara@faegre.com.

The information in this article is informa-
tional only and is not intended as legal
advice.

Here are some safety tips to make your
e-mail and internet experience less
frustrating and more productive:

F Choose a SPAM blocker that works
automatically, allows you to easily see
your filtered mail, and can be cus-
tomized to readily meet you changing 
e-mail needs.

F Avoid e-mail programs that automatical-
ly execute JavaScript, Word macros, or
other executable code in a message or
attachment. Disable any features that
automatically execute these items.

F Understand the feature of your Pop-up
Blocker. A popup ad blocker can help
prevent annoying popups but it can also
hide useful web page functionality.

Know how to enable and disable your
blocker temporarily when needed.

F Make a backup copy. It’s the best way to
protect against possible data loss.

F Understand your firewall software or
hardware. Firewalls screen incoming and
outgoing connections. This can protect
you, but if you don’t understand how
your firewall works it can also hinder
connections you might be trying to
make.

F Watch your e-mail for viruses and phis-
ing scams. Watch out for attachments
from unknown senders and e-mails
requesting personal data via a web site
link.

F Passwords should be difficult to guess.
Don’t reverse your login, use names,

information easily obtained about you or
repetitive digits or letters. Use a pass-
word with mixed-case letters and digits
that you can remember to avoid writing
it down.

F Contact an IT/network security special-
ist to help you identify additional safety
precautions and audit your system.F

Tim Blum is communication director at Rocky Mountain
Electrical League. He can be reached at
timblum@rmel.org.

Tech Tip: Simple Internet Safety Tips
by Tim Blum, Rocky Mountain Electrical League

F Be accountable for all the
results, including your own
growth, is a true mark of a
leader. Being accountable
entails managing details, and
acknowledging results—
both positive and negative.
Let others take credit for a
job well done.

As a leader, hiring a coach can
accelerate your growth and suc-
cess. You will see your weakness-
es faster and more clearly, and
develop your strengths sooner
and more fully. The fact that you
are open to coaching will inspire
confidence in your co-workers
and customers. If your goal is to
be a good leader, start by hiring
a good coach! F

© Jeannette L. Seibly & John W.
Howard, 2005

Jeannette Seibly, Principal of SeibCo,
LLC, takes your company to the next
level. Whether it is generating your next
million, making a strategic difference or
resolving people issues, SeibCo, LLC is
your partner in causing unprecedented
results and impacting your bottomline.
Contact SeibCo, LLC @ 877.784.6111
(toll-free) or JLSeibly@aol.com
Jeannette is also the author of Hiring
Amazing Employees. Visit the site and
purchase the book @ Hiring-Tips.com

John W. Howard, Ph.D., owner of
Performance Resources, Inc. helps business-
es of all sizes increase their profits by
reducing their people costs. His clients hire
better, fire less, manage better, and keep
their top performers. He may be reached at
435.654-5342, OR jwh@prol.ws

Hire a Coach
Continued from page 1

457(f) Plans
Continued from page 4

                                       



• 292 Guest Rooms
• 8500 sq. ft. of

Meeting Space
• Catering from 5-450 
• Fitness Center
• Holidome Indoor

Recreation Center
• Indoor and Outdoor 

Pools/Hot Tubs

755 Horizon Drive
Grand Junction CO 81506

www.holiday-inn.com/grandjunction
Reservations: 1-888-489-9796

Phone 970-243-6790

Grand Junction

A great place to stay...
A great place to meet!

· In the historic Downtown 
Shopping Park 

· 100 retail stores
· Dining and theater 
· Museums and parks
· 150 Rooms and suites
· 27,000-square feet of meeting space
· Catering for up to 2,000 people

Downtown Difference!

Hampton Inn and Hawthorn Suites and 
Two Rivers Convention Center

Downtown Grand Junction
225 Main Street, Grand Junction, CO 

800-922-3883 www.grandjunction-
hamptoninn.com

800.962.2547 | 7 4 0  H O R I Z O N  D R I V E |  G R A N D  J U N C T I O N , C O  8 1 5 0 6 | www.vis i tgrandjunction.com

G R A N D  J U N C T I O N  V I S I T O R  &  C O N V E N T I O N  B U R E A U

Here, groups can venture from a canyon hike, to
a rafting trip, to a winemaker’s dinner. Rocky
Mountain scenery, year-round golf and over a
dozen wineries offer groups a creative mix. And for
your meeting pleasure we have 72,000 square feet
of space, 1,000 first-class rooms and spectacular
sunsets every day.



nor
fast

computers. Since the program would be
delivered via streaming media technology,
these limitations on the user’s end could
be frustrating since the program would
not be seen smoothly on their monitors.

That is not to say, however, that NETA
did not use any video. The use of sever-
al video clips, shown by the speakers in
their live presentations was inserted into
the online version to graphically illus-
trate key points. In addition, the speak-
ers were quite skilled in the use of
humor to provide relief as well as help
keep the audience engaged. So these
video clips along with other photos,
spreadsheets and visual graphics were
incorporated into the online production
—all to replicate the program as it had
been delivered live.

After the capture of the live presentation,
the audio had to be integrated with the
still photos, the video clips and the text
graphics (Power Point in this case). Edit-
ing the audio is particularly crucial
because it is the spoken part of the pres-
entation that drives all the other program
elements. We all know the frustration of
listening to a live audio tape when the
speaker pauses, loses track, repeats, and
responds to an audience comment we
can’t hear, etc.

Another advantage of this editing step
is the opportunity it gives key partici-
pants to review and approve the final
production before it is widely distrib-
uted. In addition to making the program
available through your Web site, you
have the option of making a CD of
your program for distribution as well.

Talk about adding real value from a
member’s perspective — the program
display provides the user with complete
control. The viewer can pause the pro-
gram, replay to whatever extent wanted,
move back and forth between program
segments, and fast forward. Other fea-
tures include, for example, pausing where

a speaker references a particular Web
resource and then clicking on that URL
for more detailed study at the user’s own
pace. Try doing any of the above in a live
seminar! 

How to price this new capability for
serving members will vary according to
circumstances and objectives In NETA’s
pilot effort, they decided to make it
available on a complimentary basis only
to member companies. Introducing and
sharing the pilot this way provided a
positive, tangible member benefit. More
importantly, when it comes to receiving
education in a new way, it gives them
something to concretely react to with
their likes and dislikes versus asking
them to respond to “an idea.”

“It’s our current plan to make these
online sessions available 45 days after the
conference itself and have members pay
approximately the same amount as if
they had attended the live sessions,” says
NETA Executive Director Mary Jordan.
“Our rationale is that we are saving them
a great deal on lodging and travel expens-
es. One thing they will miss with the
online program will be the hallway con-
versations. However, as we continuously
stress the value of networking through
NETA, we are confident of members’
ability of get in touch with the presenters
and their colleagues should they want to
further pursue the subject.”

“We feel the timing for the application
of this new multi-media production and
distribution technologies and processes
is right for our association. The risk is
manageable because costs are now
affordable. Our goal is adding value to
association membership.” F

Fred E. Graham, Ph.D., CAE, is principle at
Association MediaWORKS, 8142 E. 8th Place,
Denver, CO 80230, (303) 726-2154,
www.amworks.net. To contact NETA
directly, call Mary R. Jordan, Ed.D., Executive
Director, InterNational Electrical Testing
Association, P. O. Box 687, Morrison, CO (303)
697-8431, www.neta world.org. 
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Tips on Introducing New Media to Your
Association 

Start with where you are. Rather than start with a
blank piece of paper, take advantage of the pro-
gramming you are already doing. We assume that
your current process for identifying live education
program objectives, content, and speakers is produc-
ing valued results. The “problem” is not the pro-
gram, but access to it. Compare the costs of lever-
aging your current investment versus starting anew.

Keep it simple. As a result of being bombarded
today with all kinds of “new media” programs, we
may find ourselves a bit bewildered by the techno-
logical options available for conveying our mes-
sage. Most people who have joined an association
already believe they will receive some economic,
psychological and/or social benefits. Pick the
technologies that convey your content in a cost
effective manner versus those that cost a great
deal to produce an unnecessary “gee whiz” factor.

Think small. Rather than start with a major pro-
duction, begin with a “pilot” initiative. You may
even want to name it that to convey the fact that,
“Hey, we are going to try something new
here…there are some risks involved…and, we’ve
got lots to learn.” A pilot initiative also has the
advantage of making an idea more concrete. Rather
than talking about the concept of “distance learn-
ing” with members, producing a real program for
people to experience will provide much more valid
feedback on what your next step(s) should be.

Clarify expectations. Because “new media” means
change, it will be threatening to some of your asso-
ciation’s staff and/or membership. Anticipate those
threats specific to the environment of your associa-
tion and act accordingly. Be public in your
announcements and private in your counseling con-
cerning expectations for all the key players.

Maintain continuity. Through attention to key
elements, you can facilitate introduction of the
new by maintaining contact with the past. For
example, use graphics in your online initiative that
are consistent with your print publications.

Try again. Like any new initiative, the factors that
may account for initial success or failure are
numerous. It will be your willingness to learn from
each iteration that will lead to continuous success.

Online Delivery
Continued from page 1

                      



2005 CSAE Meeting Registration
Name(s) _____________________________________________________________________________________________________________

Association/Company ____________________________________________________________________________________________________

Address______________________________________________________________________________________________________________

City, State, ZIP _________________________________________________________________________________________________________

Phone___________________________________________________ Fax ______________________________________________________

Upcoming Meetings:

June 8, 2005: 3 Simple Marketing Strategies to Help You Sell
$75/one attendee $70/each for two $65/each for three or more

Name #1 _____________________________________________________ X  $___________ = $___________

Name #2 _____________________________________________________ X  $___________ = $___________

Name #3 _____________________________________________________ X  $___________ = $___________

June 9, 2005: Organizational Culture—Is it a Mystery? $30/member $35/nonmember

August 5, 2005: Legal Issues Impacting Your Association $30/member $35/nonmember

September 1, 2005: Best and Worst Experiences in Membership Marketing $30/member $35/nonmember

October 7, 2005: Hotel Contracts: Norms and Taboos $30/member $35/nonmember

November 3, 2005: On Being Influential $30/member $35/nonmember

December 2, 2005: Holiday Party $30/member $35/nonmember

Total amount due $______________

Payment:

Check AMEX Visa MasterCard 

Name ___________________________________________________Number ________________________________ Exp. Date ____________

Register today by fax 303-368-4222, online at www.csaenet.org,

or mail to: 2170 S. Parker Road, Suite 265, Denver, Colorado 80231
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2170 S. Parker Road, Suite 265
Denver, Colorado 80231 
303-368-9090 
Fax 303-368-4222 
www.csaenet.org

3545 S. Platte River Dr. Suite M-1
Englewood, CO 80110

303.761.8464
www.pipprints4you.com

Easing the Pain
of Business:

PRICELESS

1500 Newsletters:
$850

Postage for
Newsletters:

$555

Series of Post
Cards Driving
Participation:

$2785

Full Color
Event Posters:

$66 each

12 Dozen
Golf Balls with

Logo:
$42 each
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