
Best Practices for 
Mid Level Fundraising

COLLECT

Create İiƼinİ opportunities 
ƽhere donors can either įully 

įund or įund a meaninİįul 
portion oį a project.  Consider 
creatinİ circles or societies 

ƽhere a small İroup oį donors 
comes toİether to įund a 

project. 

Sloƽly prepare donor įor a 
deeper relationship.  Help the 
donor to be more comįortable 

ƽith a more one-to-one 
relationship. 

Share personalized content ƽith 
them, proƼide them access to a 

staįį member they can İet to 
knoƽ by name, inƼite them to 

special Ȓinsiderȓ eƼents – all ƽith 
the İoal oį İettinİ to knoƽ each 

other better and deƼelopinİ a 
closer relationship. 

 

 

 

Undertake data analytics to 
identiįy İood mid-leƼel 

prospects.  Characteristics to 
look įor include įrequency and 
recency oį İiƼinİ, İroƽinİ size 
oį İiįts, and interactions ƽith 
your orİanization outside oį 

İiįt İiƼinİ ȇindicatiƼe oį İreater 
deİree oį interest and 

enİaİementȈ.

InƼest in a Mid-LeƼel GiƼinİ 
Proİram. Assiİn at least one 
staįį resource to įocus on the 
proİram and add more as it 

İroƽs.

 

Gather data about your 
donors. The more the better, but 
at a minimum, maintain an up 

to date İiƼinİ history and 
contact inįormation. 

INVEST

IDENTIFY

CULTIVATE

ASK

Steƽard throuİh speciįic and in 
depth reportinİ that 

demonstrates impact oį their 
personal contribution.  Maintain 
reİular touch points throuİhout 
the year that İenuinely sustain 

and deepen the donor’s 
relationship ƽith you ƽith 

actiƼities like thank you calls, 
hand ƽritten notes, Ȓthouİht you 

miİht įind interestinİȓ emails, 
etc.

STEWARD

Try implementinİ a tƽo tier 
approach ƽith one tier įocused 

on a smaller portįolio oį 
prospects ready įor a deeper 

relationship coupled ƽith biİİer 
asks, as ƽell as a larİer portįolio 

oį people įor more mass 
communication-type 

relationships ƽith hints oį 
personalization, įor smaller mid-

leƼel asks. 

DIVERSIFY


