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Certified Fund Raising Executive 




The credential for fundraising professionals



CFRE International has developed this form as a way for you to quickly track (and keep in your files!) a record of the continuing education sessions you have attended.  Simply check the boxes next to the sessions you attended and, where necessary, fill in the session title.  At the end of the conference, add up the total number of hours.  Keep this sheet and you will be ready to complete your application form.  All of the session slots listed are eligible for continuing education points on your CFRE application for initial certification and/or recertification.  Sessions not listed here are not eligible for points.
Activity Organizer:
AFP Charlotte Triad Triangle Chapter
Title of Activity:
NC Philanthropy Conference
Names of Presenter(s):
Various
Dates and Location:
12 August, 2010 – Concord, NC

Date: Thursday, 12 August, 2010
Session: 9:00am – 10:00am (1 hr)
 FORMCHECKBOX 
 Choosing Your Road: Organizational Development Specialist or Just Another Fundraising Technician
Session: 10:15am – 11:15am (1 hr)
 FORMCHECKBOX 
 Educational Session 1
Session: 11:30am – 12:30pm (1 hr)
 FORMCHECKBOX 
 Educational Session 2
Session: 2:15pm – 3:15pm (1 hr)
 FORMCHECKBOX 
 Educational Session 3
Session: 3:30pm – 4:30pm (1 hr)
 FORMCHECKBOX 
 Educational Session 4

Session: 2:15pm – 4:45pm (2.5 hr)
 FORMCHECKBOX 
 Tough Talk about You and Your Board
 FORMCHECKBOX 
 Love Thy Reader: the Science and Secrets of Effective Fundraising Communications
Educational Sessions:

· Boomers to Echo Boomers: Engaging Major Donors Across the Generations

· Sharing the Joy of Generosity in a New Economy

· How Young Donors Want to Be Engaged: A Survey of Young Donor Expectations

· Before You Get the Grant: Planning, Preparation, and Proposals

· After You Get the Grant: Strengthening Grantor-Grantee Relation

· Behind Every Great Campaign is a Great Campaign Leader 

· Planning to Keep Your Donors (Using the FEP Analysis to Retain Your Donors)

· Creating the Accomplishment-Driven Culture

· Using Your Prospect Research: Application of Ethics and Privacy in Fundraising

· Fishing for Muskies: Using Data Analytics to Maximize Your Catch in Everyone Pond 

· How to Succeed When Making the Ask

· Aligning  Your Personal and Organizational Strategic Plans

· Making a Successful Ask

· Understanding Tomorrow’s Market Can Double Your Effectiveness Today

· How to Build a Pipeline of Major Gifts: A “Cooking Light” Recipe for Planned Giving

· In Search of the Little Black Dress: Finding the Stories that Will Raise the Most Money

· Maximizing the Effectiveness of Meetings

· Making the Ask: The Solicitation Clinic

· After the Party…Now What?

· 4 Simple Steps to Building Donor Relationships and Fully Funding Your Mission Using Donor-Based Fundraising

· The Seven Stages of Moves Management

· TRUE COLORs – Why YOUR Leadership Style Compliments (or Collides) with your Colleagues and Board Members

· Developing a Fundraising Plan: Creating Reasonable and Aspirational Expectations

· Rules of the Road to Success

Total number of contact hours attended:
___________________

(number of contact hours = number of Education points)
*Be sure to add these hours to your online application*

CONTINUING EDUCATION POINTS TRACKER











