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It’s not easy breaking out of an association comfort zone. Year after year, 

many associations struggle with modest membership growth, retention, and 

engagement as they wrestle with rising costs associated with conference  

F&B, lodging, catering, technology, and so on.  

Regardless of the association conference size and scope, continued professional 

development remains a top priority for attendees.   

The Annual Membership Marketing Benchmarking Report receives responses 

from more than 800 executives and 1,000 unique associations that reveal the top 

four reasons people join professional associations and attend conferences: 

• Networking with others in the field 

• Continuing education 

• Access to specialized and/or current information 

• Learning best practices in their profession 

To achieve association membership goals, you’ll need to understand 7 reasons 

why not hiring external speaker experts for keynotes, panels, and seminars is an 

unwise policy for your conference, association, and members.   

Your conference needs an intervention by something external to itself, for how 

does the oyster cultivate the pearl without the single grain of sand? 

http://www.marketinggeneral.com/knowledge-bank/reports/


 

 

 

 

 

It’s because they work day in and day out in 

some professional, technical functional 

expertise. Only on ocassion are they asked to 

present or speak to a gathering of peers.  

These presenters often aren’t aware of their 

communication blind spots that affect the 

way they connect with larger audiences 

they are trying to inform, educate, and 

enlighten.  

It’s because such experts often excel in small 

group conversations, not presentations to large groups. In fact, the most 

important element to be built into conference presentations is enhancing the 

experience of the listening audience.  

Many of these member presenters 

simply don’t know how to tell stories to 

make the facts interesting, 

memorable, and pertinent.  

They don’t know how to enhance the 

experience of the listening audience! 

 

 

 

REASON NO. 1:  

Your industry experts and association members aren’t 

. . . well . . . that interesting as speakers. 



 

 

 

 

 

  

 (2). Because their content-only, busy PowerPoint slides distance 

and disconnect them from the audience. Attendees expect to be 

informed, educated, and enlightened in a manner that is also 

interesting. It’s never the audience’s fault for being bored; it’s the 

presenter’s fault for not being interesting. 

 

 (1). Because it’s called a “Call for Papers”, not (usually) a “Call for 

Speakers.” “Call for Papers” is a misnomer because conferences 

need presenters. But you can’t present unless you FIRST submit a 

paper. Sadly, the quality of the presenter’s speaking ability and 

PowerPoint slides typically receive less peer-review scrutiny than a 

paper that is reviewed by many eyeballs on review committees 

and editors. Little surprise why so many presenters are boring. 

  

 

REASON NO. 2: 

It’s partly associations fault for accepting boring 

speakers 

Many conference major speaking slots are filled with the same 

association executives, association members, or industry presenters; 

some of whom aren’t interesting. Why aren’t they interesting? 

Generally, for two reasons tied to conference requirements: 

  

 



 

 

 

 

 

 

REASON NO. 4:  

…a closed-loop information 

and idea exchange 

When a policy of using only industry experts 

and association members as presenters for 

conferences is in place year after year, the 

conference is at risk of degenerating into a 

closed-loop information and idea 

exchange; same breakout presenters, 

same panelists, same industry or 

association executives giving keynote 

“speeches” (more like readings in some 

cases), etc. 

Presentations on developing functional 

aspects of one’s job duties and 

responsibilities is a priority, but so should 

other areas of professional development 

from experts in those areas OUTSIDE of the 

association. 

The concern is that a closed-loop 

information and idea exchange can spin 

deeper into… 

 



  

 

 

 

 

 

 

 

 

 

REASON NO. 3:  

Your “members only” speaker policy smacks of 

the “IKEA Effect.” 

The “IKEA effect” (named after the Swedish furniture manufacturer 

that requires purchasers to assemble furniture with a few simple 

household tools) is a cognitive bias where consumers place a 

disproportionately high value on products they partially created. 

Behavioral economics researchers at Harvard and Yale discovered 

that people become smitten with their IKEA creations, even when 

assembled incorrectly. The same condition is prevalent in business.  

 

Organizations have this tendency to fall in love with their own creations, 

often bypassing the step in the  self-assessment process that asks: “What 

are we missing here that could make this product, service, conference 

better?” All too often they seek counsel from their own internal wisdom, 

which just seems to affirm their “awesomeness.” They don’t need any 

“outside speaker expert” help.   

When that attitude is adopted, it can start a downward spiral to… 

 



 

    

REASON NO. 5: 

…idea inbreeding 

When people’s ideas become more similar 

with little experience or knowledge diversity 

within a community, a type of “idea 

inbreeding” occurs whereby the 

conference committee or the executive 

board decisions become impoverished, 

homogeneous, leading to “group think.” 

Because we all adapt to the environment in 

which we find ourselves, without the 

stimulus of conscious external intervention –

- something to punctuate the association or 

conference equilibrium –- we all adjust to 

the newfound surroundings. We reach a 

new level of stasis (stability), which is a state 

of “same old same old.” 

Without the interjection of outside thinking, 

tangential ideas, or total paradigm shifts—

which is what Donn’s programs offer—the 

closed community will soon suffer from…  

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

REASON NO. 6: 

…member value degradation 

Remove those paradigm-shifting ideas, strategies, and 

approaches offered by speaker experts outside the association 

or industry that challenge attendee and member assumptions 

(and stasis), and members will likely start to: (1) Question the 

value of their (or their employer’s) investment in membership in 

that association; and (2) Forego attending future conferences if 

the real and perceived value is lacking or absent.  

And when members perceive little or no value to membership in 

the organization, then what’s left is… 

 



 

REASON NO. 7:  

REASON NO. 7: 

…association value loss 

And when members ― the lifeblood of any association ― start 

heading for the lifeboats, it’s difficult to stave off the looming 

titanic disaster.  

But the story doesn’t have to end this way. 

 

 

  

“Donn is one of the top speaking professionals it has ever been 

my pleasure to learn from. Donn has a passion for his craft and 

possesses what I would call a health-engendering personality - 

an enthusiasm which causes you to feel better about yourself 

after being around him and going through his programs. . . " 

 

Keith Campbell, CFE, MBA, Forensic Financial Investigator 
Expert in Fraud Investigation/Prevention 

 



Donn LeVie Jr. will ensure that you don’t miss out on 

achieving stellar Return on Event numbers 

Protect your investment with members in 3 easy steps. 

1. SCHEDULE A CALL     2. CREATE A PLAN  3. IMPLEMENT THE PLAN 

 

 

 

 

 SCHEDULE A CALL WITH DONN to learn how he can deliver that 

 jaw-dropping, value-rich, mind-shifting program your 

 members want --  and protect your member investment, too! 

Give Donn a call so we can 

together assess which program 

will best address attendee needs 

and boost your Return on Event. 

Donn works with your team to 

customize either a keynote or pre-

/post-conference seminar -- or both! 

Your investment is good for all day! 

SCHEDULE A CALL  

donn@donnleviejrstrategies.com | (512) 797-3035 

Donn will work with your 

conference team before, during, 

and after to ensure that the 

value promised was the value 

delivered! 

Your Return on Event (ROE) is the pearl to be cultivated because Donn LeVie Jr. 

is the grain of sand needed ― the necessary external intervention ― for your 

conference and association to cultivate its own pearls to boost attendee 

takeaway value and member engagement, growth, and retention. 

http://www.calendly.com/donn-1
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mailto:donn@donnleviejrstrategies.com
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