
WELCOME

While we wait to get started, 
use chat to ask questions or share any ideas 

If I figured out Zoom technology, I have muted your audio and disabled your video.
However, I’m learning Zoom as most of you are.
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Although the effects of COVID-19 

are unique, we do have experience 

from other economic downturns.





Trends after 2008 Recession

• Since the 2008 Recession ended, the total dollar value of donations in the U.S. 
has risen; however, the number of donors decreased significantly.

• In 2002, nearly 70% of Americans were donating regularly to charities.

• 2014, 56% of Americans were donating regularly. 

• Many small-to-midsize donors stopped their giving during the recession and 
didn’t start giving again.

• If the trend after the last recession continues, we will likely continue to see 
fewer people giving more. 



Coronavirus Aid, Relief, and 

Economic Security Act

• Temporary Universal Charitable Deduction - would allow non-itemizing taxpayers to 

deduct charitable gifts of cash up to $300 in 2020. (Gifts to supporting organizations and donor-
advised funds would not be eligible for the deduction under this provision.)

• Temporary Suspension of AGI Limitations - would lift the Adjusted Gross Income 

limitations on cash gifts for 2020 (individuals could deduct up to 100% of their AGI in cash gifts). 
(Again, gifts to supporting organizations and donor-advised funds would not be eligible for the 
deduction under this provision.)

• Suspension of required minimum distributions from IRAs for 2020. This 

provision may impact IRA Qualified Charitable Distributions (QCDs).



• Non-profits may have opportunities to secure more low-dollar (up to $300) 
participatory gifts. 

• Suspension of AGI limitations may be the best opportunity realize more outright 
gifts. It’s important that you understand that issue clearly and know how to 
educate donors.

• Most IRA QCD donors give because they care about your non-profit, but this 
suspension and the loss in value of IRA funds will likely reduce the number and  
amount of such gifts this year.

Coronavirus Aid, Relief, and 

Economic Security Act



Donor Calls and Visits



• CDC considers people over age 65 to be at risk for serious 

illness from COVID-19, with people over 75 at much higher risk. 

• There are reports that suggest that social distancing may last 

six months or more. 

• When the restrictions are lifted, many older donors may be 

reluctant to meet in-person for some time.

Visits



Connect

Don’t put communications on hold.

• Have meaningful conversations over the phone, or via Zoom, 

FaceTime or Skype. 

• It may not be the same as an in-person visit, but it shows your 

donors that you care. 

• Check in on your donors and ask about how they – and their 

family members - are coping. 

• Update them on how your organization is dealing with COVID-19.



Do you ask?

Share with your donors:

• What is your organization doing to address the 

problem?

• What are your organization’s urgent needs?

• How are you trying to meet those needs?



Do you ask?



Do you ask for Planned Gift?

Google Trend over 5 years “How to write a will”

When people are faced with significant life events (like the one we are all 

experiencing right now), estate planning often becomes a priority for many.



• This is not the right time for a legacy giving appeal, but it is the right time for you to report 

on impact and thank your donors profusely.

• This keeps your organization “top of mind” while your donors are revisiting their plans.

Seek permission to continue any gift conversations that began before the crisis.

• Discuss any questions they have about their gifts (or potential gifts) and explain how the 

gift process may be affected by recent developments. 

• If you sense that they are open to taking the conversation further, you may also could 

reinforce revocable gifts or explore options for life income-producing gift vehicles that 

currently make sense for them.

Do you ask for Planned Gift?
New Conversations:



Do you ask for Planned Gift?
Conversations already started:

Seek permission to continue any gift conversations you may 
have been having over the past several weeks or months.

- Russell N. James III, J.D., Ph.D., CFP

“This is such a crazy time right now. I’ve been busy sharing with others 
how to be smarter about their giving with all of this volatility.
Surprisingly, it’s actually opened up some new planning options that we 
didn’t have before. If you’re ever interested in learning more, just let me 
know.”



Creative Contacts

• Video acknowledgement

• Hand-written thank you notes 

• Text updates

• Phone calls from President/Board 

Members 
• Provide content that donors can view online 



Virtual Coffee Meeting



Events



Events

Patrick Schmitt, Co-CEO of FreeWill

0-3 Months 3-6 Months 6-9 Months 9-12 Months

Best 
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Less than 
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TBD

Action Step: Cancel 
event

Make no 
purchases;  
prepare to 
cancel

Treat event 
as “Plan B”

Make no 
purchases’ 
re-evaluate 
in 3 months



Canceling Events

Get creative and think “outside the box”
• Stream the program online on the day and time that the event 

was originally scheduled.

• Online concerts

• Online Town Halls

• Virtual tours



Canceling Events
with sponsorships/tickets

• Create a proactive narrative. 

• Remind the sponsors and attendees about the important 

impact the funds raised would have on the people you 

serve. 

• Ask if they would consider donating the cost of the event 

ticket rather than receiving a refund.



Marketing



Marketing

• Now is not the time to stop sending solicitations or 
communicating with donors. 

• In past recessions, organizations that continued with their 
messaging found that it did not offend their donors. 
Instead, it endeared their donors to the charity’s mission.

• Carefully review your upcoming messaging.



Marketing
Re-evaluate your messaging.

• Promote charitable gift annuities and charitable remainder annuity 
trusts that provide fixed income. 

• Gifts of retirement funds, following the enactment of legislation 
that pertains to such funds, like the SECURE Act.

• People may be more willing to consider a revocable gift, such as a 
bequest provision or a beneficiary designation.



Don’t Forget to Steward!

Example of CGA Stewardship email:

“We want to reassure you that you will continue to 

receive your charitable gift annuity income payments 

from________ without interruption. Your gift is a 

testament to your commitment to us and we stand by 

our commitment to you.  Your payments are backed by 

the resources of _________________.”



Resources




