CFRE Content Review Course

Overall Course Learning Objectives
The objectives for the content modules in the CFRE Review Course as shown below match CFRE International’s objectives for the exam. However, to completely achieve these objectives, exam candidates should do significant study of the exam material on their own. This review course highlights key areas of knowledge required; it should be supplemented by thorough study of the CFRE Reading List, available from CFRE International at www.cfre.org.

As a result of attending this two-day course and studying on their own time, participants should be well prepared to: 

· describe a framework for understanding why people give, including the psychology of giving, motivations for giving, and benefits to donors. 

· generalize the concepts used throughout the fundraising process 

· identify how the principles of research, marketing, building relationships, and ethics & accountability apply to fundraising. 

· design and conduct studies and/or surveys to plan [and evaluate] specific aspects of a fundraising program. 

· develop a prospect list by identifying individuals and groups who have the capacity and propensity to give in order to qualify candidates for further research and cultivation efforts. 

· analyze the prospect list using characteristics such as interest, values, giving history, and relationship to the organization in order to select potential donors for particular projects. 

· implement and utilize a data management system that stores information about prospects to enable retrieval and analysis. 

· rate prospects in categories of giving potential in order to prioritize and plan solicitations. 

· prepare donor-centered solicitation materials in order to influence and facilitate informed gift decisions. 

· develop and implement a comprehensive communications plan in order to inform constituents and identified markets about the mission, vision, and values of the organization, its funding priorities, and gift opportunities. 

· develop a compelling case for support by involving volunteers, staff, and other groups in order to communicate the rationale for supporting the organization’s fundraising program. 

· design a comprehensive solicitation program in order to generate financial support for the organization’s purpose. 

· evaluate the solicitation program using appropriate criteria and methodology in order to produce accurate analytical reports for effective decision-making. 

· develop a compelling case for support by involving volunteers, staff, and other groups in order to communicate the rationale for supporting the organization’s fundraising program. 

· design and conduct training programs for volunteers, staff, and other groups using various training methodologies in order to increase solicitation effectiveness [focusing on the content, not the training methodology. See Module VII for training information]. 

· ask for and secure gifts from prospects in order to generate financial support for the organization’s purpose. 

· create a structured process for the identification, recruitment, evaluation, recognition, and replacement of volunteers in order to strengthen the organization’s effectiveness. 

· empower and support volunteers by providing orientation, training, and specific job descriptions in order to enhance the volunteers’ effectiveness. 

· engage volunteers in prospect identification, cultivation, and solicitation activities in order to raise funds more effectively and efficiently. 

· participate in recruiting experienced and diverse leadership on boards and committees in order to ensure that these groups are representative of and responsive to the community they serve. 

· involve volunteers in the planning, development, and execution of a broad range of activities in order to maximize commitment to the mission and goals of the organization. 

· delineate the roles of volunteer board members and staff in order to distinguish who have governance and management responsibilities. 

· participate in the organization’s strategic planning process in order to ensure that philanthropy is an integral part of the strategic plan. 

· design and implement short- and long-term fundraising plans and budgets in order to support the organization’s strategic goals. 

· conduct performance analysis of the fundraising program using accepted and appropriate standards in order to assess efficiency and effectiveness. 

· recruit, train, and support staff by applying human resource principles in order to foster professionalism and achieve the goals of the organization. 

· supervise staff by applying appropriate human resource principles in order to foster a productive, team-oriented work environment and enhanced personal performance. 

· contract for various services, when appropriate, in order to optimize the efforts of the fundraising function. 

· create gift acceptance and acknowledgement policies in order to reflect the values of the organization and satisfy legal and ethical standards. 

· report to constituencies the sources, uses, and management of donated funds in order to preserve and enhance confidence in the organization. 

· ensure that the intent of gifts is honored so that public trust is established and preserved. 

· ensure that the solicitation of gifts is conducted in accordance with the regulatory environment in which fundraising activities are conducted. 

· clarify, implement, and monitor donors’ instructions by ensuring that allocations are appropriate and documented in the organization’s financial records. 

· comply with all reporting requirements and regulations in order to demonstrate commitment to accountability and transparency.

