
 

 

 

Major Gift Solicitation during COVID-19 
 

We asked three of our Major Gift experts their best advice about the importance of 
asking for major gifts right now. Check out CEO Guy Mallabone and Senior Consultants 
Valerie Hoey and Chris Steeves. 

 
Should fundraisers be asking for major gifts during this crisis? 

 
• Guy: “No question. We have to be sensitive to the realities of the donor and we can't 

be tone deaf. But the time to ask for gifts is when the need is greatest and that is now.” 
 

• Val: “Absolutely. This is the time for a fundraiser to share your mission, share what you're 
doing, talk with empathy and compassion to your donors. This is absolutely a time to 
continue building mission and building relationships with those donors who help you 
every day of every year.” 
 

• Chris: “It would be very detrimental to not continue your major gift fundraising metrics 
and calls and meetings. We may have to make some adjustments. The traditional 
metrics that we use on conversion rate may be a little different, but I absolutely 
believe that you should be having meaningful conversations with your major donors.” 
 

How can fundraisers leverage technology? 
 

• Guy: “Use technology appropriate to the donor's needs. Maybe that's a virtual 
technology like Zoom or Skype or something as basic as the telephone.” 
 

• Val: “During this COVID-19 crisis, technology has shown me that it is a tool to have 
meaningful and worthwhile conversations with donors. It is a tool to connect with a 
new donor base. It is also is a tool that provides you freedom where you don't have to 
go to an event to have a meaningful conversation. It's also a tool to quickly update 
your donor on all of the things that your charity is doing, all of the challenges that your 
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charity is experiencing and provide pathways for your donor to continue to engage 
and participate in helping you achieve mission.” 
 

• Chris: “I think we're going to see the rise of digital gift officers or fundraisers who are 
comfortable and familiar with using various video technologies. Being able to record 
and send very quick messages back and forth to their donors and using the channels 
that we use to build relationships with our friends and family are key. First impressions 
are still important; people want to see faces and look into your eyes. The old adage 
that people give to people is still going to be the same.”  
 

What is limiting fundraisers from making asks right now? 
 

• Guy: “It's our own paradigms and the culture of our organizations. Shame on us if we 
are withholding giving people opportunities to support our mission.” 
 

• Val: “It's what's in your mind. You want to be ethical, thoughtful and sensitive. So then 
you think this is not the time to ask. But when did you become the donor? You need to 
approach the donor and engage with your supporters. You need to provide them the 
opportunity to participate with you in this very difficult journey. You will be surprised at 
how much donors will still align with your charity and will want to help you.” 
 

• Chris: “There's the immediate urge to be silently respectful. If you have a real 
relationship with the donor, there is absolutely no reason why you can't reach out 
today, have a conversation, see how they're feeling. You're going to gather a lot of 
information from those back-and-forth calls to determine is this is the right time to 
continue that conversation.” 

 
Best practical advice for fundraisers today? 
 
• Guy: “Stick to the basics. We know donors want to be engaged in legitimate 

conversations right now. So reach out and talk to your donors. Begin with stewardship.” 
 

• Val: “Stay connected with the professionals in your field. This is an opportunity that you 
didn't have when you were so busy. This is a time where you can stop and say, who in 
the sector do I want to get to know better? Reach out, connect and start to build a 
new network through the digital opportunities that we have right now. Being in 
isolation is to be physically isolated but not intellectually spiritually or mentally. This is 
your time to really connect with others in the field.” 

 
• Chris: “The best thing to do with just about any major donor is to seek their advice. 

Tell them, look, you're one of our best donors. You've been with us for a long time. How 
would you advise us to reach out to other donors? And it’s a great time to survey. 
You've got time now to do some interviewing to pull out those awesome stories that 
your donors have. I guarantee you many of your donors have more time available to 
them now and are probably happy to talk with you.” 
 



 

 
Learn more about how to ignite your major gift fundraising program right now from the 
highly experienced Global Philanthropic Senior Consultants on Virtually GLOBALTM. 
Many on our team have raised millions in major gifts during significant economic 
downturns.  
 
Get fingertip and budget-friendly virtual access to expert, personalized fundraising 
counsel from across Canada.  
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