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Welcome



About Apra
Apra are the professionals who drive their 
institutions' philanthropic missions through 
work in prospect development and prospect 
research, data analytics and data 
management, annual giving, advancement, 
special gifts and more.



Apra PD
• Apra PD is the place to be for professionals in the 

non-profit fundraising prospect development industry. 

• Whether your focus is prospect identification and 
research, relationship management, data science, 
pipeline management, board member identification, 
major gift prospect development or anything else 
prospect development-related, this event has 
education tailored to your needs.



Apra PD 2026 Specifics
• Hilton Chicago
• 4 Day Conference (Tues., Aug 11- Fri., Aug 14, 

2026)
• Pre-Conference with Apra Fundamentals and 

Leadership Workshop, Breakout sessions, 
Vendor Exhibit and Sessions

• Conference will be hybrid (both virtual and 
in-person)

• All presenters must be register to attend 
in-person



Past Apra Proposal Trends
• Presenter formats: Panel, Co-presentations, Individual Presenters, 

Roundtable Facilitation (Collaborative Sessions)

• Audience:  90% attendees are members of Apra and 10% are other 
non-profit affiliate members (AFP, AASP, CASE, etc.) and Sponsor 
Partners in Fundraising

• Subject: What's Current, Plans for Future, Obstacles faced and 
overcome in non-profit fundraising prospect development.

• Session: 12-15 sessions for each track (around 58 total sessions)



Why Submit?



Hear from an Expert
Amy L. Carrier, PhD

Director, Huron Advancement & Fundraising

Apra PD Presenter

Former Apra PD Conference Chair

22 years in Prospect Development & 
Advancement Operations



What to Include
(and how to think about it)

• Why this topic? Why now?
• What perspective does PD bring to this 

conversation?
• What real experience (wins and lessons 

learned) can you share?
• Who else, beyond your sector or shop size, 

could apply this?



A Strong Proposal Leads to a 
Strong Session

• Clear problem rooted in today’s reality

• A PD-informed point of view

• Practical takeaways others can adapt

• Space for shared learning and discussion



Submission Form
• New platform in 2026
• Oxford Abstracts
• Required to create a 

free login account
• Find the link to submit 

at aprahome.org



Submission Form



Submission Form
You can submit an 
incomplete submission, 
but be sure to log back 
in to complete it before 
the deadline (Feb 13)



Speaker Perks
• $300 discount on PD Registration
• Recognition on PD Conference website
• Apra speaker resources and tools





Focus Areas to Consider
• Fundraising Collaboration Efforts and Achievements
• Transformational Giving Programs
• Donor Pipeline Development
• Major Gift Identification beyond wealth screening
• Effective practices or implementations for incorporating AI or other 

technology tools
• Effective due diligence practices in fundraising
• Generational donor programs, identifying the next generational wealth
• Identifying top Companies, businesses, or Foundations in fundraising
• Effective Corporate/Foundation pipeline programs
• Planned giving pipelines and development
• Capital Campaign, pre-, during, or post-effective practices, what have you 

learned?



Focus Areas
• Effective Partnerships with prospect development and other fundraising 

officials (front-line fundraisers, database managers, or volunteer board)
• Measuring Impact -linking research outcomes to fundraising success
• Current challenges you have faced in today’s fundraising and prospecting
• Small Shop pipeline development and portfolio building
• Specialized sector/industry fundraising effective practices for major gift 

focus
• Annual giving to Major gift moves management  effective practices
• Data visual tools and reports that are effective in fundraising and 

prospecting
• Effective practices for supporting positive mental health and well-being for 

staff
• Leading in remote settings



Focus Area cont.
• Leading Data Science Teams Through Growth and 

Change
• Identifying and engaging Donor Advised Fund (DAF) 

donors
• Moving beyond wealth indicators to motivations, 

values, and interests of prospects/donors
• Analytics that respect relationships, not just revenue
• Moving from technical outputs to organizational impact
• Making data science usable, repeatable and scalable



Upcoming Deadlines
• February 13: 

– Call for Speakers closes
• March 23: 

– Speaker acceptance notifications
• March 30: 

– Deadline for speakers to accept invitation, Speaker 
Compensation Survey closes







Questions + Answers
• For presentations with multiple presenters, do all presenters 

need an Oxford Abstracts account? No, only the submitters 
needs an Oxford account

• Is the $300 conference discount per presenter or per 
presentation? The discount is per presenter

• Typically Apra receives 100-120 submissions, and can accept 
58 sessions

• Does my slide deck need to be submitted with the Call for 
Speakers? No, slide decks will be due in June/July if accepted

• Please view the Zoom recording transcript for additional Q+A




