
 Donation: Follow up on Open Pledges
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The Org’s database 

should display all pledged 

donations that haven’t 

come in yet. A list that 

shows all overdue pledges 

and pledges due in the 

next month is a great 

starting point.

Each pledge is unique. A donor may bristle at 

being contacted too much, another may just be 

forgetful and needs more reminder messages. It’s 

up to the people who have the relationships with 

the donors to decide when to contact and when to 

wait.

If no contact is made, the pledge can be reviewed 

again if it hasn’t been paid by the next time the list 

of open pledges is reviewed. This is an instance 

where the data is your todo list—just by leaving the 

pledge untouched, it will show up next time you 

review open pledges.

Hopefully the donor will 

reply with their intention on 

the pledged gift.

These are important 

communications to track. 

Hopefully the Org’s system 

makes that really simple.

Lost gifts are really 

important records to keep. 

Don’t delete pledges that 

are lost, mark them as lost 

and give a short reason 

why.

If the date of the payment 

changes, or the amount, 

make those changes now.
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