
SOLIDIFY YOURSELF AS A LEADER AND 

BUILD RELATIONSHIPS DURING THE

COVID-19 PANDEMIC



More and more states are taking drastic steps to keep their citizens at 

home and prevent the spread of COVID-19. With more time on their hands, 

prospective and current donors are focusing their eyes in one direction: 

digital devices. These individuals will be looking at local Pandemic updates 

on-line, social media posts, and e-mails. All three of these mediums can be 

harnessed by your campaign and used to prove that you’re the leader that’s 

needed in a time like this.

Majority Money can help you communicate and engage current supporters 

and reach your target audience of prospects while they are at home 

and diving into their digital devices for hours on end. Buildup and 

communication with your list must continue to ensure that these individuals 

will be with you for the long haul.

Here’s how to grow and activate your list:

STEP 1: EXPAND YOUR NETWORK THROUGH 
DIGITAL ADVERTISING

A 2019 survey showed that 45% of Americans spend an average of 2 hours 

and 6 minutes on social media each day. 

As more and more states take precautions to slow the spread of COVID-19, 

the number of people at home will increase. This is your chance to deliver 

your message to a wide audience of individuals who will become familiar 

with who you are and increase your chances of success when election day 

rolls around.

PRO TIP: When looking to add new prospects to 
your house-file, cast your net as wide as you can. 

It’s important to target known donors to other 
entities, lookalike audiences and your current 

supporters so that you maximize the number of 
e-mails acquired. From there, optimize your targeting 

based on who interacts with your content.
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STEP 2: SEND E-MAIL UPDATES TO YOUR 
HOUSE-FILE

E-mail is a fast, cost-effective, easily optimized way to reach your target 

audience and keep them updated with important information about 

COVID-19 and your campaign. 

Your existing donors need to know that you’re prepared to lead the way 

in difficult situations. Now is the perfect time to send a consistent wave of 

e-mails to your supporters and update them on what is happening in the 

community, how the Pandemic should be addressed, and how they can help 

in order to build trust.

PRO TIP: When communicating with this group, 
keep in mind that they have already bought into 
your effort. Now is your chance to reiterate who 
you are, what you stand for and how you plan to 

lead the way both now and down the road. It’s also 
important to create engaging content that compels 
your audience to interact with the e-mail and makes 

them feel like an integral part of your effort.

STEP 3: CALL YOUR SUPPORTERS

Fund-raising events have come to a stop over the past few weeks out of an 

abundance of caution to prevent the spread of the Pandemic. That being 

said, your supporters will value the 5 minutes you take to give them a call 

and express an interest in their well-being and update them on how the 

campaign is moving forward. 

PRO TIP: Use this time to further your relationship 
with each person on your list. A quick call can take a 
supporter and turn them into a donor down the line.


