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AI-generated content may be incorrect.]CFRE International has developed this form as a way for you to quickly track (and keep in your files!) the continuing education sessions you have attended. Simply check the boxes next to the sessions you attended.  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. 


	





	CONTINUING EDUCATION POINTS TRACKER







Activity Organizer:		- Apra
Title of Activity:		- Prospect Development 2026
Names of Presenter(s):	- Various
Dates and Location:	- 12-14 August, 2026; Chicago, IL







Courses Marked NFR (Non Fundraising Related) may be counted towards the 10 point maximum of NFR Courses on the initial CFRE application and the 5 point maximum on the re-certification application. 

Date: 12 August, 2026
Session 1: 8:45am-10:00am (1.25 pts)
|_| - Keynote: Afua Bruce

Date: 12 August, 2026
Session 2: 10:30-11:30am (1 pt)
|_| - 5 Ways to Master Networking Even if You Dread It
|_| - Due Diligence: Risk, Privacy, and Decision-Making in a Shifting Political and Regulatory Landscape
|_| - The Dreaded “Terms of the Deal were Not Disclosed”: Pushing Beyond Limited Information and Diving Deeper on Private Company Valuations and Acquisitions
|_| - The Organization That Said 'Hold My Coffee' to Industry Standards: Hear a first-hand account of bridging the gap between industry standards and organizational truth
|_| - Beyond the Buzzwords: Understanding How AI Actually Works!
|_| - What Is Relationship Management, Anyway?

Date: 12 August, 2026
Session 3: 1:45-2:30pm (1 pt)
|_| - Industry Thought Leader Panel: Positioning Prospect Development for the Next Era of Fundraising

Date: 12 August, 2026
Session 4: 2:45-4:00pm (1.25 pts)
|_| - From Prospect to Leader: Designing a Centralized Nominating Pipeline Across Governance and Volunteer Leadership
|_| - Jedi Mastery of Prospect Research: Building Templates and Common Language for Donor Insights
|_| - SmartStart: AI-Powered Onboarding for Gift Officers
|_| - Translating Expertise into Impact: Unlocking the Hidden Superpowers of Accidental Trainers in Prospect Development
|_| - Ensuring Frontline Success: Rebuilding Reports and Dashboards Post-Salesforce Migration
|_| - How to Increase Productivity by Incorporating Free, Safe Automation Into Your Research, Data Entry, and Metrics Methodologies—And Secure Buy-In.

Date: 12 August, 2026
Session 5: 4:30-5:30pm (1 pt)
|_| - Deep Dish, Deep Pockets: A Local's Guide to Chicago Philanthropy
|_| - Relationship Building For Success, or How to Move Past Stereotypes and Build Out Your Network
|_| - Tapping Top Volunteers to Build the Principal Gift Pipeline
|_| - So Now You’re a Manager
|_| - The Blueprint for Certainty: Building a Data Governance Framework That Actually Works

Date: 13 August, 2026
Session 6: 9:00-10:30am (1.5 pts)
|_| - Across the Divide: An Apra Talks Debate

Date: 13 August, 2026
Session 7: 10:45-11:45am (1 pt)
|_| - Adjusting Your Sails: How prospect research can help your organization navigate the shifting philanthropic landscape and better engage corporate and foundation partners.
|_| - Better Understanding, Better Prospecting - Elevating Data Driven Strategy Through Change Management
|_| - Breaking Free from the Service Model: A Joint PD–Fundraiser Guide to Real Collaboration
|_| - Major Gift Prospect and Alumni Engagement Model Scores: A Kellogg Case Study
|_| - Strategic Prospect Management Meetings: An Interactive Workshop for Fueling Fundraiser Success

Date: 13 August, 2026
Session 8: 1:15-2:15pm (1 pt)
|_| - Building Big Outcomes: The Power of Collaboration Across Data Science, Relationship Management, and Prospect Research
|_| - From agenda to alignment: Transforming Monthly Gift Officer meetings for better results
|_| - News vs. Noise: Designing an Alert System That Drives Action
|_| - The Purr-suit of Pipeline Perfection: how to analyze, grow, and maintain qualification pipelines to meet the needs of a growing organization
|_| - Data as a Living Asset
|_| - Plotting Prospects: A Geographic View of Donor Potential



Date: 13 August, 2026
Session 9: 2:30-3:45pm (1.25 pts)
|_| - “It’s Who You Know”: A Taxonomy of Data Science Strategies for Relationship Mapping
|_| - Capacity Ratings & Continuing Care Retirement Communities: Leaving the Fog Bank?
|_| - From Where We Were to Where We Are: Transforming Grateful Patient Prospecting Through Change and Technology
|_| - The Great Portfolio Bake Off: Recipes for Fundraising Success
|_| - Iterative Evolution
|_| - The Power of Perspective: Guiding Prospect Development Teams Through Leadership Transitions

Date: 13 August, 2026
Session 10: 4:00-5:00pm (1 pt)
|_| - Creating a Culture of Moves Management
|_| - Link in Bio: Automate Revenue Linking with Existing Prospect Data
|_| - Put Your Money Where Your Metrics Are: Measuring the Success of Your Prospect Development Program
|_| - Unlocking Fundraising Potential with Network Maps: Building, Visualizing, and Engaging Your Donor Network
|_| - It’s Not Just Research: The Power of Strong PD–Fundraiser Partnerships
|_| - SHEET HAPPENS! - Request Management for Actionable Data Insights


Date: 14 August, 2026
Session 11: 8:30-9:30am (1 pt)
|_| - Beyond Borders: A Research–Frontline Partnership for International Major Gifts
|_| - Innovating Prospect Project Management: Building Solutions with SQL and CRM Integration
|_| - Pipeline Power: Converting Digital Momentum into Major Gifts
|_| - The AI-Augmented Prospect Researcher: Evolving from Data Gatherer to Strategic Advisor
|_| - No Magic, Just Method: Building Projections for Fundraising Success
|_| - Rethinking Generational Segmentation: What Your Database Actually Reveals About Donor Behavior

Date: 14 August, 2026
Session 12: 9:45-10:45am (1 pt)
|_| - Breaking New Ground: Building a Successful Prospect Management Partnership with Early Career Major Gift Fundraisers
|_| - Reclaiming My Time: Getting started with VBA macros to automate work in Excel and Word
|_| - The HAML Approach: A framework for resilient reasoning and collaborative leadership
|_| - Unwrapping the Power of Gifts: Maximizing Prospect Insights Beneath the Ribbon
|_| - It’s a Party! Bipartisan Fundraising in a Partisan World
|_| - STUCK ISN'T A STRATEGY! Reclaiming Your Voice, Visibility & Career Momentum

Date: 14 August, 2026
Session 13: 11:00am-12:00pm (1 pt)
|_| - Coordinating the Chaos: How to Get Things Done When You Wear Multiple Hats
|_| - From Guesswork to Gridwork: Engineering Affinity for Campaign Success
|_| - Navigating the 2020s: Lessons Learned and Looking Ahead to the 2030
|_| - Taking the Long View: Adapting the Strategic Portfolio Review to Your Unique Team
|_| - Breaking through Silos: Collaboration Across Teams to Improve Prospect Development Processes
|_| - Write It Down!: Leading the Way to Holistic Policy Documentation for Small Shops








Total number of points attained: __________
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