
Melanie says Avectra meets just about any need they have. “The software 
gives us lots of options. It’s adaptable and continuously being updated. 
The Avectra team understands what associations are looking for and takes 
that into account with each new release. Avectra has been a good 
business decision for us.”

Melanie’s advice for change agents

Introducing new technology to sta� isn’t always easy. Most people don’t 
like change, even when the new system and processes will make life easier 
and help the association meet its goals more e�ectively. Imagine being in 
Melanie’s shoes, she’s been the change agent not only for CMA sta�, but 
also for 13 association clients – nine have implemented Avectra and four 
are in the process.

“Change can be challenging when sta� and volunteers have always done 
things a certain way. You have to get them to think di�erently.” Melanie 
says she usually encounters the same scenario for each implementation. 
“At first they say, ‘I want my old software, please let me keep my old 
software.’ But during training, it’s like kids at Christmas. They get excited 
and want to take advantage of all the functionality right away.” 

She has to slow them down so they understand how the software works. “I 
explain why the new system is better than what they had. Then I 
encourage them to learn how it works so the processes make sense to 
them. You have to spend a little time walking them through step by step 
so they understand how A a�ects B a�ects C. Sometimes it’s a bit of a 
challenge getting people to understand that implementation is a process, 
but it’s also very satisfying.”

Melanie runs weekly sta� training sessions on how to use and maximize 
Avectra, for example, how to use queries, make templates, and create 
reports. “We’re committed to taking full advantage of this software and 
making sure our sta� knows how to use it.”

Impact: CMA meets and exceeds the needs of all clients

Avectra gives CMA the capability and flexibility to meet the varying needs 
of their diverse mix of association clients. “When a new client comes in, we 
get them excited by everything Avectra o�ers.” 

Melanie says CMA appreciates having access to the di�erent product 
modules. “It gives us what we really wanted -- options. We can choose the 
modules we need for each association, but also know that when an 
association is ready, we can start using other ones, like exhibits.”

Impact: Better business processes save time and headaches

CMA operations are much smoother with Avectra. “With the help of the 
wizards, we even do some of the database conversions ourselves.”

Melanie says it’s much easier now for sta� to understand how data is 
stored because of the format and framework of the AMS. The more sta� 
understands, the more they’ll take advantage of its functionalities. 

Everyone appreciates the time saved by not having to track so many 
processes manually. “Avectra helped us create consistent processes that 
save time and energy. For example, with our associations that have annual 
memberships, we run a process once a year and it’s done. If I need a 
report, I go to the report or query option under the reporting module to 
see what we’ve done before, or create a new one. It’s easy.”

CMA’s Tips for E�ective 
E-Communication
1. Target messages to the

appropriate audience.
Is your message relevant to the 
entire membership or a 
segment? Segment members by 
professional interest or specialty, 
career level, location, or 
membership history.

2. Develop a communication
schedule.
Stick to a realistic, consistent 
schedule that doesn’t overwhelm 
members with too much 
information.

3. Create a concise message.
Unclear and cluttered messages 
with lots of text will tempt your 
members to hit “delete.” Get to 
the point quickly.

4. Establish a clear call to action.
Your message must clearly 
explain what action you want 
your members to take.

5. Track and evaluate by
membership segment.
What types of emails are 
opened? What types of 
headlines work? What content 
resonates? What links are 
clicked? Put this business 
intelligence to work.

Avectra Ups the Game for an AMC and Their 
Association Clients

CUSTOMER SUCCESS STORY

Creative Marketing Alliance Exceeds Member & Client 
Expectations

For 25 years Creative Marketing Alliance (CMA) has provided association 
management, strategic marketing, and event management services to 
regional, national, and international association clients. They have a 
reputation as a “di�erent kind of association management company.” The 
association and marketing professionals on CMA’s team take pride in 
delivering creative and customized services to their clients.

CMA sought an AMS partner that would bring them the same level of 
service and performance they were accustomed to providing their clients: 
a di�erent kind of technology company. They found what they were 
looking for when they met the Avectra team.

Challenge: Old-fashioned technology

CMA was using a membership database that complicated business 
processes and frustrated sta�. Because it allowed the entry of duplicate, 
and often inaccurate, data, time and money were wasted.

Members felt the impact too. They had to register for events the 
old-fashioned way by fax or mail instead of online. Most of CMA’s 
associations didn’t have an online home for committee materials. CMA was 
limited in what it could accomplish with its 20th century technology.

Challenge: Need for system integration

Because the stand-alone database didn’t integrate with other systems, 
sta� had to take time to update email addresses in both the database and 
the broadcast email system. For a company like CMA, this system failure 
was beyond frustrating. To improve their e-marketing and communication 
with members, they needed an integrated system that would be easier for 
sta� to maintain and use.

Challenge: Wide range of association client needs

CMA’s database wasn’t comprehensive and flexible enough to meet the 
administrative and operational needs of their diverse mix of association 
clients. They made the decision to research new options, focusing on 
web-based systems that would o�er more functionality to existing and 
future clients.

Avectra: “The best bang for our buck”

CMA’s first step toward a complete transition to Avectra began by 
researching AMS options for one of their clients. “It’s a serious business 
decision, particularly for association management companies who intend 
to use an AMS as their business platform for all clients,” says Melanie 
Kotsonis, CMA’s Administrative Services Manager. “We needed a 
cost-e�ective platform, one that would give us the best bang for our buck 
with the best functionality and ease of use. We did our homework and 
chose Avectra Pro.”

Impact: New member resources and services

Members can now access many more resources and services online than 
they ever could before. “Now we have a venue to post committee meeting 
notes or other information that committee members need. Online 
registration for our educational events and webinars is becoming a useful 
and popular tool.” Because of website integration with Avectra, 
associations now have online and searchable member directories and job 
boards. 

Impact: More e�ective e-marketing and communications

CMA prides itself on providing creative and cost-e�ective marketing 
solutions – that’s what sets them apart from many other association 
management companies. Avectra has “upped our e-marketing game,” says 
Melanie.

They went from separate systems requiring duplicative manual updates to 
one system with enhanced functionality. Melanie says CMA can target 
communications to appropriate member segments and track their 
e�ectiveness. “We get a lot of useful information from Avectra’s email 
statistical report.”

Impact: Upping the game for CMA’s client associations

What’s another advantage of switching to Avectra? “It ups your game,” 
says Melanie. “Once an association implements Avectra and sees what it 
can do for them, they want to start trying new things they couldn’t do so 
easily before, like redesigning their newsletter. Then they look at their 
website, and think, wow, we need to kick that up a notch too. 
Consequently, we find ourselves with a new revenue opportunity -- a 
website redesign.”

Soon all of CMA’s clients will be using Avectra. Many of them are also 
implementing the Avectra online community platform. “They’ve seen the 
enhanced communication that the online community provides.” One 
association is looking forward to reducing the dozens of emails its 
leadership sends back and forth each day. Others are eager to get o� 
public platforms so they can communicate more e�ectively in a private 
group.

Avectra has been an asset for CMA’s business development and retention 
e�orts by making it easier for their clients to provide valuable services to 
members. One of their clients said: 

“We’ve experienced the realization of a vision that was born two years 
ago. At that time (we were) a boutique association trying to look like a 
national organization in scope, fulfillment, and abilities. Today I realize we 
are now built to under-promise and over-deliver. We have the capacity to 
grow rapidly and not worry about fulfilling members’ expectations. Thank 
you for that, I now know that hiring CMA was the right decision.”

CMA knows that implementing Avectra was the right decision too.



Melanie says Avectra meets just about any need they have. “The software 
gives us lots of options. It’s adaptable and continuously being updated. 
The Avectra team understands what associations are looking for and takes 
that into account with each new release. Avectra has been a good 
business decision for us.”

Melanie’s advice for change agents

Introducing new technology to sta� isn’t always easy. Most people don’t 
like change, even when the new system and processes will make life easier 
and help the association meet its goals more e�ectively. Imagine being in 
Melanie’s shoes, she’s been the change agent not only for CMA sta�, but 
also for 13 association clients – nine have implemented Avectra and four 
are in the process.
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says she usually encounters the same scenario for each implementation. 
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software.’ But during training, it’s like kids at Christmas. They get excited 
and want to take advantage of all the functionality right away.” 

She has to slow them down so they understand how the software works. “I 
explain why the new system is better than what they had. Then I 
encourage them to learn how it works so the processes make sense to 
them. You have to spend a little time walking them through step by step 
so they understand how A a�ects B a�ects C. Sometimes it’s a bit of a 
challenge getting people to understand that implementation is a process, 
but it’s also very satisfying.”

Melanie runs weekly sta� training sessions on how to use and maximize 
Avectra, for example, how to use queries, make templates, and create 
reports. “We’re committed to taking full advantage of this software and 
making sure our sta� knows how to use it.”
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Impact: Better business processes save time and headaches

CMA operations are much smoother with Avectra. “With the help of the 
wizards, we even do some of the database conversions ourselves.”

Melanie says it’s much easier now for sta� to understand how data is 
stored because of the format and framework of the AMS. The more sta� 
understands, the more they’ll take advantage of its functionalities. 

Everyone appreciates the time saved by not having to track so many 
processes manually. “Avectra helped us create consistent processes that 
save time and energy. For example, with our associations that have annual 
memberships, we run a process once a year and it’s done. If I need a 
report, I go to the report or query option under the reporting module to 
see what we’ve done before, or create a new one. It’s easy.”
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Members can now access many more resources and services online than 
they ever could before. “Now we have a venue to post committee meeting 
notes or other information that committee members need. Online 
registration for our educational events and webinars is becoming a useful 
and popular tool.” Because of website integration with Avectra, 
associations now have online and searchable member directories and job 
boards. 

Impact: More e�ective e-marketing and communications

CMA prides itself on providing creative and cost-e�ective marketing 
solutions – that’s what sets them apart from many other association 
management companies. Avectra has “upped our e-marketing game,” says 
Melanie.

They went from separate systems requiring duplicative manual updates to 
one system with enhanced functionality. Melanie says CMA can target 
communications to appropriate member segments and track their 
e�ectiveness. “We get a lot of useful information from Avectra’s email 
statistical report.”

Impact: Upping the game for CMA’s client associations

What’s another advantage of switching to Avectra? “It ups your game,” 
says Melanie. “Once an association implements Avectra and sees what it 
can do for them, they want to start trying new things they couldn’t do so 
easily before, like redesigning their newsletter. Then they look at their 
website, and think, wow, we need to kick that up a notch too. 
Consequently, we find ourselves with a new revenue opportunity -- a 
website redesign.”

Soon all of CMA’s clients will be using Avectra. Many of them are also 
implementing the Avectra online community platform. “They’ve seen the 
enhanced communication that the online community provides.” One 
association is looking forward to reducing the dozens of emails its 
leadership sends back and forth each day. Others are eager to get o� 
public platforms so they can communicate more e�ectively in a private 
group.

Avectra has been an asset for CMA’s business development and retention 
e�orts by making it easier for their clients to provide valuable services to 
members. One of their clients said: 

“We’ve experienced the realization of a vision that was born two years 
ago. At that time (we were) a boutique association trying to look like a 
national organization in scope, fulfillment, and abilities. Today I realize we 
are now built to under-promise and over-deliver. We have the capacity to 
grow rapidly and not worry about fulfilling members’ expectations. Thank 
you for that, I now know that hiring CMA was the right decision.”

CMA knows that implementing Avectra was the right decision too.


