
CASE STUDY

How would you like the power to read your 
members’ minds? Imagine how indispensable your 
association would be. With this superpower, you 
could deliver content based on each member’s 
needs, even needs they haven’t told you about. The 
New Jersey Society of Certified Public Accountants 
(NJCPA) is developing this superpower, and you can 
too.

Like many associations, NJCPA has seen its 
membership market shrink. Boomers are retiring 
and the smaller Gen X can’t make up the difference. 
Gen Y could be the answer, but fewer accounting 
grads are becoming CPAs. What can NJCPA do to 
increase or maintain its market share?

To further complicate this challenge: other 
organizations are also providing content and events 
to the CPA and aspiring CPA market. But NJCPA has 
found a way to differentiate itself from this growing 
competition. Rachael Bell, NJCPA’s Content and 
Communications Manager, revealed its superpower: 
“We’re managing and using our member data more 
effectively so we can connect and communicate 

with each member in a more relevant, personalized 
way and deliver the content they really need.”

Look for inspiration in your community.

Good ideas sometimes have to sit on the back burner 
until their moment arrives. Customized newsletters—
those covering topics of interest based on self-
selection—had been on Bell’s wish list for some time 
but she didn’t know how her team could produce 
them. Her “aha” moment came during a session at 
the Aptify Users Conference (AUC). She heard how 
ASAE was working with HighRoad Solution to create 
customized newsletters for ASAE members. After the 
session, Bell told HighRoad, “We’re next.”

NJCPA has two personalized newsletters:

• NJCPA Pulse, a biweekly newsletter providing 
news and resources

• CPE Connection, a monthly newsletter promoting 
NJCPA’s 600+ continuing professional  
education (CPE) offerings

Founded in 1898, the New Jersey Society of 
Certified Public Accountants (NJCPA) is the largest 
professional organization serving the needs of Garden 
State CPAs and aspiring CPAs. With a membership of 
more than 14,000, the NJCPA represents the majority 
of New Jersey CPAs in public practice, business & 
industry, government and education. 

How NJCPA Used Aptify to Analyze Member Data For Personalized 
Newsletters and Content

Using Member Data to Send Tailored 
Newsletters and Content



“First, we had to update the taxonomy we use to describe the areas of interest.” 
—Rachael Bell, Content and Communications Manager

Instead of sending the same content to everyone 
no matter their interests, NJCPA switched both 
newsletters to a personalized format. Members and 
subscribers now receive targeted content based on 
their demographic data and self-declared areas of 
interests. Having access to this targeted content 
also allowed NJCPA to eliminate the specialized 
newsletters they used to publish for chapter 
members, students, and young professionals. 

However, before launching the new version of 
Pulse: “First, we had to update the taxonomy we 
use to describe the areas of interest. It hadn’t been 
updated in 15 years,” Bell said.

Develop a taxonomy to tag and deliver 
relevant content.
This new taxonomy is also used to power the 
customized My Content web pages. Each time a 
member visits his or her My Content page, Sitefinity, 
the content management system (CMS), delivers 
news, articles, videos, and events that match the 
member’s declared areas of interest, i.e., items that 
share the same content tags.

NJCPA also plans to use this taxonomy to drive 
Related Content widgets. On each page of content, 
website visitors will see options to:

• Read more: pages and articles on the website 
with the same tags

• Watch more: videos with the same tags

• Learn more: online and in-person educational 
events with the same tags

Deliver targeted content based on 
member demographic data.

In addition to a member’s areas of interest, NJCPA 
also personalizes newsletter content based on a 
member’s demographic data, including:

• Industry segment: CPA firm, corporation, 
educational institution, or government

• Position: specific functions in each segment, 
for example, within CPA firms, positions include 
managing partner, marketing, HR, or firm 
administrator

• Chapter

• Student

• CPA candidate: someone who has graduated 
and is in the process of taking the CPA exam 
and/or obtaining the required experience 

• Non-member CPA: subscribers

• Member type and membership status, for 
example, non-renewals

Focus on creating value for members, 
not laboring over mechanics.

Every other Thursday at 10:00 am, the HighRoad 
Solution software builds 14,200 (and growing) 
personalized Pulse newsletters for NJCPA’s 
members and subscribers. Here’s how the magic 
works:



“In just a few months, we’ve already seen a change in their behavior. More members 
are now using our CPE Tracker to self-report their CPE hours.”

—Rachael Bell, Content and Communications Manager

• First, it pulls a member’s demographic data and
   areas of interest from Aptify.

•  Then, it finds all the content meeting their 
demographic requirements, for example, the 
member’s position code. News items are pulled 
from Sitefinity and job listings are pulled from a 
table in Aptify. 

• Next, it looks at each member’s areas of interest 
and kicks out the content that doesn’t match. 
If Bell wants to send a piece of content to all 
members within a demographic, she tags its 
area of interest as “none” so it isn’t kicked out.

“Now, instead of focusing on the mechanics of 
putting a newsletter together, I can focus on 
creating a repository of content,” Bell said. “If I come 
across something useful for our members, it takes 
me 30 seconds to tag it and add it to Sitefinity. It’s 
better for me to spend my time identifying good 
content than formatting a newsletter.”

Increase marketing effectiveness with 
personalized content.
Each edition of the CPE Connection newsletter 
includes the educational events for the next two 
months. “Nearly half of NJCPA’s revenue comes 
from those 600-plus events, so it’s important to get 
the marketing right,” said Bell.

In the past, because everyone received the same 
information, the newsletter would sometimes be 
ten pages long. Now, each member and subscriber 
receives a personalized newsletter showing only 
the events applicable to their areas of interest 
and demographic data, including their chapter 
affiliation. 

Encourage behavior change with regular, 
visual reminders.
“My favorite thing about the new CPE Connection is 
the progress bar at the top. Once a month, members 
can easily see how much progress they’ve made 
toward fulfilling their CPE requirements,” Bell said. 

As part of their license renewal process, New Jersey 
CPAs must earn at least 20 hours of CPE a year and 
a total of 120 credits in a three-year period. “The 
last three months of the year, and especially the last 
three months of the triennial, we’re slammed with a 
rush of event registrations,” Bell said. “We’d like to 
spread that activity out and encourage members to 
think about learning throughout the year, not only 
when time is running out.”

The progress bar is also prompting members to 
record the credits they’ve earned elsewhere but 
haven’t reported to NJCPA. “In just a few months, 
we’ve already seen a change in their behavior. More 
members are now using our CPE Tracker to 
self-report their CPE hours,” Bell said.

Customized newsletters start with knowing what 
members want. Here is where members can select 
areas of interest. 



“The data we’re collecting can help us, you could say, read a member’s mind or, more 
accurately, their behavior to identify and deliver what they need to advance their 
career and practice.” 

—Rachael Bell, Content and Communications Manager

Use publications as an introduction to 
the membership experience.
Pulse has also become a marketing tool for the 
membership department. “If new CPAs aren’t 
ready or willing to become members, we introduce 
them to NJCPA through Pulse. It’s become an 
alternative, first step toward membership,” Bell said. 
Her membership colleagues also plan to develop 
membership marketing content for non-member 
CPA subscribers to Pulse.

The next step: personalization based on 
behavioral data.
Updating its taxonomy and using demographic and 
interest data to customize its newsletters is only 
the beginning of a larger, more exciting project. “We 
know there are discrepancies between what 

members say they’re interested in and what they 
actually do. It’s not always the same thing,” Bell said. 

For example, a member might read three website 
articles on state taxation, search for events about 
state taxation, and read discussions about it in 
NJCPA’s online community. “We can reasonably 
assume they’re interested in that topic,” said 
Bell. “But, they might not have checked off ‘state 
taxation’ as an area of interest.”

NJCPA is building a behavioral data warehouse so 
they can use the transactional and behavioral data 
that Bell described to further personalize 
content and to identify trends. “The data we’re 
collecting can help us, you could say, read a 
member’s mind or, more accurately, their behavior to 
identify and deliver what they need to advance their 
career and practice,” Bell said. 

Using visuals to prompt behavior change: Here is the progress bar that 
members see when they receive their CPE Connection newsletter.
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