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Renewing major donors 

almost always go in donor 

campaigns

Mail Merge 

Template: 

Renewal request 

letter

Call to 

schedule 

meeting

Review Major 

Donors with gifts 

expiring soon 

Collect names 

of potential 

major donor 

prospects

If an outside solicitor takes 

the lead on the renewing 

donor, they’ll be 

responsible for getting a 

financial commitment. The 

donor management staff 

will likely have to follow up 

with the solicitor to make 

sure the solicitation keeps 

moving forward.

The starting point for 

renewing major donors is 

your database, which has 

a history of past donations. 

Most groups are on an 

annual donation cycle so 

would be looking at donors 

who gave 12 months ago.

The ask process for a 

renewing donor can be 

abbreviated or it can be 

formal based on the 

relationship the group has 

with the particular donor.

Some groups make sure 

to ask renewing donors if 

they have any friends who 

might be interested in 

becoming donors.

This loop is identical to the 

one for new donors.

Record Pledge 

details: 

payment type 

and details

Look for 

corporate 

match 

possibility

Check their 

interest level

If an outside solicitor made 

the ask, they need to 

report back.
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