
Session Descriptions: Small/Mid Shops 
 

Doing More with Less: Essential Management Strategies for Small Shops 

Beth Garvin, Founder and Principal, Elizabeth Garvin Consulting and Elizabeth Saltonstall, 

Fundraising Consultant, Saltonstall Consulting 

Every development office struggles to create and implement well-balanced fundraising plans, 

but this can be especially challenging for small shops with limited resources. How can you focus 

on raising major gifts if the Board is exclusively focused on fundraising events as the primary 

source of revenue? How do you find the time to cultivate new prospects or steward your top 

donors, if you have a major proposal to write? Prioritizing limited resources and staff time 

requires strategic choices and intentional management approaches, whether you are a 200- or a 

2-person development team. After sharing relevant examples from our consulting practices, we 

will lead an interactive conversation focused on sharing practical, creative strategies that have 

been successful. Please come prepared to participate! 

 

When Prospect Research Isn't Your Main Job but You Still Have To Do It 

Helen Brown, President, The Helen Brown Group; Suzy Campos, Director of Prospect Information 

& Strategy, Amherst College 

Join research experts Helen Brown and Suzy Campos as we talk about the ways that prospect 

research can help your nonprofit raise more money. We’ll discuss how the field is innovating and 

adding even more value to nonprofits’ fundraising strategies and bottom lines. We’ll also talk 

about new privacy laws like GDPR that impact how you may hold information about and 

communicate with your donors. We’ll share tips and tricks for researching on your own and 

answer your burning questions about your own research conundrums. 

 

 

 

 

 

 



From Namebadge to Naming Gift: Turning Event Attendees into Donors 

Mike Peluse, Vice President of Development, Handel and Haydn Society; Maggie Burns, Vice 

President of Philanthropy and External Affairs, St. Francis House; Anuradha Desai, Senior Vice 

President for External Relations, Edvestors 

We invest significant time and resources into our events, from large galas to intimate receptions, 

with the goal of connecting with new donors. How do you know which people will be your best 

long-term prospects? What are the best follow-up steps with new attendees? How long does it 

take to move someone from initial experience to major donor? This session explores strategies 

and challenges in creating lasting donor relationships with event attendees.   

 

Planned Giving Basics: Everything you need to know about planned giving you learned in 

Kindergarten 

Meryl Cosentino, Senior Director of Gift Planning, Stony Brook University 

It sounds too good to be true, but it isn't. Discover how the lessons we learned in kindergarten - 

Share, Play Fair, ABCs, and Building Blocks - can be applied to your career as a planned giving 

officer and increase legacy support for your charity. If you are looking for insights to enhance 

your planned giving prowess, then this session is for you! Meryl will show you how mastering 

these basic lessons has enabled her to raise more than $13 million in new bequest intentions 

during her four years at Stony Brook University. Cookies, milk, and planned giving are a winning 

combination. 


