


The Principles of Successful Fund-Raising
A Course in Development Techniques

This 30-hour course in development techniques provides a substantive base of fund-raising knowledge. Each session 
focuses on the concepts and methods of a traditional fund-raising program, and includes a file of planning tools, 
worksheets, and take-back-to-the office materials for you and your board. All classes are taught by experienced 
fund-raising executives, corporate leaders, grantmakers and trustees who are among the best in their areas of expertise.

•	 Development professionals with up to five years experience
•	 Professionals undertaking new fund-raising responsibilities
•	 Career changers
•	 Executive directors who have no development staff
•	 Board members
•	 Fund-raising volunteers

Five consecutive Thursdays:  September 11, 2008 - October 9, 2008
uAM Sessions:  Registration, 8:30 AM - Class, 9:00 AM - 12:15 PM
uLunch Is On Your Own - Not Included In Tuition - Box lunches 
    available if ordered and prepaid at time of registration, $ 7.50 each
uPM Sessions:  Registration, 1:00 PM - Class, 1:30 PM - 4:45 PM

I-77 at Rockside, University of Phoenix (Crown Center building)
5005 Rockside Road, Independence, Ohio (free parking)

Complete 30-hour Course, including Binder:	 $	599	 (30 CEUs)
Individual 3-hour Sessions:	 $	 75	 ( 3 CEUs)
CEUs:	 $	 18	 (one-time only fee)
Continuing Education Units (CEUs) are provided through the Mandel School of Applied 
Social Sciences, Continuing Education Program, Case Western Reserve University, and 
qualify toward social work license renewal.

Presented by Resource Development Network, Inc., Karen Owens, 
President, with the support of CWRU, Continuing Education

Send registration form and $75 deposit (to ensure a space in the course) 
Call, email, mail or fax to:     
Resource Development Network, Inc., 
Principles of Successful Fund-Raising
37201 Rogers Road, Willoughby Hills, Ohio  44094-9128
Email: registrar@RDNonline.com • Phone:  440-951-4284 • FAX:  440-951-0117

Who Should 
     Attend:

When:

Where:

Tuition:

Sponsors:

Registration:

2008 CLASS DESCRIPTIONS 
Thursday September 11
AM Session
9:00AM-12:15

1.  Focus for Your Fund-Raising Program
Prospective donors become contributors when they perceive 
their interests and values are reflected in the work of your 
organization. This session will help you carve out a niche in 
the minds of your donors and strengthen your position in their 
philanthropic priorities.

Karen Owens
Resource Development Network

Register early by mail, fax (440-951-0117) or online (www.RDNonline.com); 
individual AM and PM sessions are on an “as available” basis.

Deadline for registration and full tuition payment is September 5, 2008

“I attended as a person new to the 
world of development representing an 
organization with no formal development 
program. Because of this course, I was 
able to increase donations...to improve 
donor prospecting and cultivation...im-
prove donor records, acknowledgments 
and communications...I just can’t say 
enough about it.” 
–	 Kathy Romito, former Director of 

Development, Humane Society of 
Greater Akron

“New to fund raising, I faced a learn-
ing curve that was a sheer vertical. The 
Principles of Successful Fund-Raising 
workshop clearly explained the many 
facets of development and provided prac-
tical hands-on tools. The excellent train-
ing, the encouragement of peers and the 
fantastic resource notebook equipped me 
to be effective in building relationships.”
–	 Leslie Bednar, Development Office, 

Geauga Park District

“Principles of Successful fund-raising 
was one of the most useful additions to 
my professional portfolio. The class was 
extremely thorough and I continually 
call on what I learned in my day-to-day-
work. The presenters were excellent and 
the information both timely and timeless. 
Thank you so much for a wonderful 
tool.”  
–	 J. Patrick Lang, Director of  

Education and Special Events,  
Steamship William G. Mather Museum



5.  Corporations and Foundations
Corporations and foundations give to those they know and trust.  
This session focuses on establishing and maintaining relation-
ships critical to securing support from institutional donors.  
Contribution and program officers provide inside tips and feed-
back on fostering productive relationships.

Thursday
September 11
PM Session
1:30-4:45 PM

2.  Planning For Success
Realistic goals, a comprehensive plan, and a strong case for 
support are key to successful fund-raising. Learn how to project 
your results, determine where the dollars will come from, and 
how to build a persuasive case. 

Do you need more information about class content before making a decision? 
Contact Karen Owens, Class Coordinator: 440-951-4284; karen@RDNonline.com (You may also register online)

Michelle Sanson, CFRE
Resource Development Network

Thursday
September 18
AM Session
9:00AM-12:15

Thursday
September 18
PM Session 
1:30 - 4:45 PM

3.  The Annual Fund: Lynchpin of Success
This session will examine trends and challenges related to 
building a base of loyal annual donors and explore strategies to 
help you compete in today’s marketplace. Topics include donor 
acquisition, retention and upgraded support. 

Karen Owens
Resource Development Network

4.  Special Events
Special events can be an important tool to diversity your fund- 	
raising base and help move your donors and volunteers into a 	
deeper relationship with your organization.  This session will 
explore the techniques for planning, executing and evaluating the 
value of adding special events to your annual fund-raising plan.

Constance Sipple, CFRE
Profile Solutions, Inc.

Thursday
September 25
AM Session
9:00AM-12:15

Panel of Corporate &  
Foundations Executives 
Facilitated by
Michelle Sanson, CFRE
Resource Development Network

Thursday
September 25
PM Session 
1:30 - 4:45 PM

6.  Capital and Endowment Campaigns
Campaigns today succeed or fail long before the first “ask” 
is made.  This session identifies the principles of successful 
campaigning and the key differences between raising capital and 
endowment funds.

Karen Owens
Resource Development Network

Thursday
October 2
AM Session 
9:00AM-12:15

7.  Basics of Prospect Research
Knowing your donors and prospects is critical to competing in 
today’s environment.  This session explores the fundamentals of 
prospect research, including best practices, effective tools, and 
the easiest methods of donor-friendly research. 

Michelle Sanson, CFRE
Resource Development Network

Thursday
October 2
PM Session 
1:30 - 4:45 PM

Karen Owens
Resource Development Network

Thursday
October 9
AM Session 
9:00AM-12:15

9.  Introduction to Planned Giving
What are planned gifts? How do you get them? What do they 
mean to your organization? This session will address fundamen-
tal questions of planned giving, a program that ultimately should 
be a cornerstone of any successful development effort.

William Mengerink
Mengerink and Associates

Thursday
October 9
PM Session 
1:30 - 4:45 PM

10.  The Board’s Role in Fund-Raising
This session will describe the requisite qualities of a good fund-
raising commitee, offer advice on how to find and recruit the 
“askers” you need, and help you prepare board members to ask 
for money.

Karen Owens 
Resource Development Network 
and a Panel of Trustees

8.  The Major Gifts Team        
Effective solicitation requires the right person, asking the right 
prospect, for the fright amount, for the right project, at the right 
time.  This session will help you put together the right team and 
equip them for successful gift solicitations.



“As a rookie development officer for The Fine Arts Association in 2000, this course gave me 
the solid foundation I needed to hit the ground running. The professional, friendly instruc-
tion provides sound advice and strategies on how to best focus time and resources to make 
the greatest long-term impact. The reference materials are timeless . . . I refer to them often.”

-Laurie Principe, Director of Development, Cuyahoga Valley Scenic Railway

Please make checks payable to:  Resource Development Network, Inc.

Name:______________________________________________________________________________________________________________
Title:_______________________________________________________________________________________________________________
Organization:________________________________________________________________________________________________________
Address:	 __________________________________________________________________________________________________________
                	 __________________________________________________________________________________________________________
City, State Zip:_ _____________________________________________________________________________________________________
Phone:____________________________________________________________Fax:_ _____________________________________________
Email:______________________________________________________________________________________________________________
o  I want CEU’s (add $18); my Social Security number is:__________________________________________________________________

Space limited!  Reserve your place by mailing a $75 deposit to:  
Karen Owens, Principles of Successful Fund-Raising, 37201 Rogers Road, Willoughby Hills, Ohio  44094 

voice 440-951-4284;  fax 440-951-0117
Make checks payable to Resource Development Network, Inc.

(Be sure to keep a copy of your completed registration form for your own reference.)
Final deadline for registration and tuition payment is September 5, 2008.  Register early; individual classes on an “as available” basis. 

Please duplicate this form - share it with colleagues.

Registration Form:  The Principles of Successful Fund-Raising, 2008
o	 Register me for the complete 30-hour course (includes binder)	 $ 599.00
o	 Register me for the following individual sessions:	 ___  sessions x $75.00 each 	 $ _________
o	 Box lunch:	 ___   lunches x $ 7.50 each	 $ _________
o	 CEU’s:  include a one-time payment of $ 18	 _________	

		  TOTAL $ _________	

	 1	o	 September 11 AM
			  Focus for Fund Raising

o Box lunch, $7.50

	 2	o	 September 11 PM
		  Planning For Success

	 3	o	 September 18 AM
			  Annual Fund

o Box lunch, $7.50

	 4	o	 September 18 PM
Special Events

	 5	o	 September 25 AM
Corporations/Foundations

o Box lunch, $7.50

	 6	o	 September 25 PM
Capital & Endowment

	 7	o	 October 2 AM
Prospect Research

o Box lunch, $7.50

	 8	o	 October 2 PM
Major Gifts Team

	 9	o	 October 9 AM
Planned Giving

o Box lunch, $7.50

	10	o	 October 9 PM
Board’s Role

Register now by mail, fax (440-951-0117) or online 
(www.RDNonline.com)
The Principles of Successful Fund-Raising
Please route to:
o  Director-CEO
o  Development staff
o  Fund-raising volunteers
o  Board members
Please Post  

non-profit org 
us postage paid
cleveland OH
permit no. 406610900 Euclid Avenue 

Cleveland, OH 44106-7164


