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PREFACE - FUNDRAISING 101

Introduction: Ministry leadership, whether at the church, presbytery or General
Assembly level, is mainly about Mission, Men and Money. That's putting it in the
easiest terms to remember; actually, here’s our real job description:

1. Defining the mission, goals and strategy for Kingdom advancement;
2. Finding, developing and equipping the men and women who will do the work;
3. Developing the prayer, funding and other resources to do the work.

Let's address the one that is most intimidating — Fundraising. It's not a necessary evil,
but an essential part of leadership; as you develop support, you are enlisting a team
of prayer and other resource providers for your ministry. Are you seeing all of the
funding that is necessary for the projects you lead or are associated with? If so, give
the Lord thanks — you are in rare company! If not, use page 3 of this presentation as
a simple checklist and guide for your fundraising. If you follow the steps here
carefully, you will see success, by God’s grace. Successful funding rarely happens
if any of these steps are omitted. The MNA Fundraising Manual provides the details.
MNA will supply a copy of this manual to anyone who requests it.

Steps to effective fundraising (note that these don’t necessarily
happen in chronological order):

Step 1. Define your mission, goals and strategy. Words on paper commit us to a
course of action; putting it in writing means we have to define and refine. Your project
needs to have a detailed plan, including the steps you expect to accomplish and on
what timetable. Define clearly the resources needed to make it happen. If you are
leading a ministry or project with a number of phases or sub-projects, each must be fully
defined in writing.

Step 2. Prepare a written proposal for fundraising purposes. This is different from
the document of Step 1. It is a much shorter summary that presents the mission, the
man and the money in a way that a prospective donor will understand. For church
planters, we recommend 3-4 pages, 8.5 x 11. This format works very well for most
fundraising projects. Throughout history, all great advances are led and confirmed
by written documents. In this electronic age, we generate more documents than
ever. People need something in their hands to define the project and remind
them of how they can be involved. The document must present the financial goal
clearly and define the levels of giving, number of donors and duration of support
necessary for the project to succeed.

Step 3. ldentify prospective donors. Make a very specific list of individuals and
churches whom you believe will consider a commitment to your project — those who
identify with your mission, have the ability to give, and have the spirit of liberality. If your
list includes everyone you know, then you are considering only a one-time project. If




you are responsible for seeking funding for multiple projects, you will have a separate
list for each project. For major gifts, the prospect list is relatively short. For smaller
gifts, the prospect list should be quite long. To increase your list, work with fellow
presbyters, board members, any other key leaders who can connect you with
others.

Step 4. Make estimates of what each of your prospective donors might be able to
give. Do you have more prospects than you need in order to meet the goal? If not,
your task is to develop new relationships with potential donors until you have sufficient
prospects — with whom you have a personal relationship — to meet the goal. Not
everyone will give, so the total of your prospective gifts must exceed your funding goal.

Step 5. Define a structured process for _approaching and following up donors.
Your follow-up must be systematic and disciplined to reach your goal. Written records
in a data base are essential. Keep careful track of each contact and create alerts to
remind you of when it is time to take the next step with the donor. Church support
requires affirmation from the missions chair, missions committee, key lay
leader(s), pastor, and sometimes others; therefore it is an extended process often
requiring many contacts.

Step 6. Personalize your approach to each donor. Donors who have the potential to
give $5000 or more total giving to a project should always be met face to face. Often, it
is effective to take a one-to-one approach for potential gifts as low as $2500. In the
$500 to $2500 potential giving range, group gatherings such as coffees or dinners can
be effective. Do not use such a group gathering for donors higher than this level; either
they will not participate at all, or they will give at a lower level than they will if
approached individually. Below $2500, decide which donors you will mail to and follow
up with a phone call; time your mailings so that you can actually make the calls in a
timely manner. There will be a certain number to whom you mail with no phone call.

Step 7. Make it _easy to respond. Include pledge cards, envelopes and other
response devices that make it easy to know where to send the check or pledge card.
Use MNA’'s precise wording on the pledge card; do not change it. Ask for
personal involvement in the project when possible. Ask for prayer along with
giving, and always ask people to pray, even if they cannot afford to give.

Step 8. Be faithful in follow-up with your donors and prayer support people.
Send them a newsletter or update letter at least quarterly. Love them. Attend to
them. They are using their calling and giftedness just as much as those who
labor at the front lines. Be faithful to them, as they have been faithful to you.

Conclusion: Is your current ministry fully funded? If not, look at the steps above and
make note of how many you are carrying out reasonably well. Most projects that seem
to represent a real calling from the Lord, yet are under-funded, are omitting one or more
of the above steps. Take these steps boldly and in faith — and may God bless as you
seek the sources for the ministry to which He has called you — for His praise!



Best fundraising training: raisemoresupport.com/tds1

Mission to North America — Fundraising 101 Checklist

Name of Project:

Step 1. Define the mission, goals and strategy.

Target Date:

Date Completed:

Step 2. Prepare a written proposal for fundraising purposes.

Target Date:

Date Completed:

Step 3. Identify prospective donors. Work through board members and other key
leaders.

Target Date:

Date Completed:

Step 4. Make estimates of what each of your prospective donors might give. |If
your prospective gifts do not significantly exceed your goal, keep developing
more prospects.

Target Date:

Date Completed:

Step 5. Define a structured process for approaching and following up donors.

Target Date:

Date Completed:

Step 6. Personalize your approach to each donor.

Step 7. Make it easy to respond. If seeking pledges, use the MNA pledge card
format.

Step 8. Communicate, communicate, communicate! Faithfully follow up with
your donors and prayer supporters. Send regular newsletters. Keep
your website up to date. 6



MNA Fundraising Manual: Frequently Asked Questions

This section of the manual addresses some of the questions that naturally arise in the
course of reading the manual. Most of the content is supplemental; the thought flow is
not smooth if read as stand-alone content. For that reason, this FAQ section will be
most valuable after a complete reading of the manual. Most of the content was
developed in 2014. The financial numbers should be considered in that context.

For further clarification or discussion, contact MNA Associate Coordinator Fred Marsh:
fmarsh@pcanet.org; (404) 307-8266.

Philosophy of Ministry

Q: I'm raising money only because I have to in order to move ahead as a church
planter. How can I get a more positive perspective on fundraising?

A: Establish for yourself a biblical philosophy of ministry for fundraising and
stewardship. God’s people should not support you just because your church plantis a
great cause. They will consider supporting you based on the giftedness that God gives
the Body of Christ. There are those (you!) who are gifted to go to the front lines and
serve as evangelists and church planters. But people with those gifts (you!) can go only if
they are sent. Those who do the sending are just as spiritually gifted as those who go.
They have a different gift mix. Understanding this helps deliver you from viewing
yourself as a salesman and from acting like a salesman. God gives the spiritual gift of
liberality and calls people to give. He provides them with the means to give. They may
be able to give very large gifts or only smaller ones, but it is God who has blessed them
with the gift of giving. Having a lot of money does not make you generous. Having little
doesn’t make you stingy. The gift of liberality — of giving gladly and generously —is a gift
of the Spirit.

When you approach it that way, those whom you are seeking have the same
agenda, the same desire, as you do for the advancement of the Gospel. They have a
different gift mix. You’re not trying to twist money out of those who are unspiritual. You
are not even trying to find those who are spiritual and persuade them you have a great
cause. What you are trying to do is find those whose priorities in the advancement of
the Kingdom are the same as yours and who will want to consider investing in what you
are doing once they learn about it.

This biblical perspective turns fundraising into a matchmaking process rather
than a process of going out and persuading people against their will. Most people who
give to you will have already planned to give away the money that they give to you. You
are not going to persuade a lot of people to give money that they were not already
planning to give. Most won’t give away more money than they had originally planned to
based on your appeal. They are seeking ways to invest in God’s Kingdom work, and as
they hear about what you are doing, they realize it matches their priorities.

Most people have some discretionary money set apart within the total amount
of money that they give away. They give to their church and to other causes on a regular
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basis, but they also have some money that they will use to respond to new causes they
hear about. In most cases, people are going to give to your support out of that
discretionary money. What you are trying to do is rise to the highest level on their
priority list for the use of that money.

Q. What do I owe the donor in return for his or her generosity?

A. Philippians 2:5-7 — “Have this mind among yourselves, which is yours in Christ Jesus,
who, though He was in the form of God, did not count equality with God a thing to be
grasped, but emptied Himself, by taking the form of a servant...” How is God calling you
to make personal sacrifices for His work? Stay in touch with donors and love them
forever. Send a yearend report all your life. From a spiritual perspective, your donors are
called to use their gifts. From a pragmatic perspective, you may want to ask their
participation again. You owe the donor the honor and recognition that is their due for
using the good gifts God has given them for the advancement of His Kingdom.

Q. What impact does preaching and teaching on stewardship have in the new
church?

A. Teach stewardship in your new congregation from the beginning. Lead your people
and encourage them to find happiness and joy in giving. Present projects and ministries
that they will want to support. Southern Baptist research shows that the mission
churches who teach stewardship from the beginning are more successful in mission
church development than those who don't. People need biblical teaching in stewardship
from the beginning of the life of the church so that they understand stewardship to be
part of God’s calling to them. If this theme is too low-key for the families joining early in
the life of the church, it becomes a “bate and switch” if emphasized later.

Q. Once I have raised support for my church plant, will I have to give attention to
fundraising in the future?

A. The development of resources — time, talent and treasure — is an integral part of all
ministry leadership. Sometimes a pastor will say that he would love to plant a church
but would not be willing or able to raise the necessary money. Such a pastor does not
understand his calling. Every situation of ministry requires developing stewardship,
helping people see the opportunities for their giving. If a church is rocking along with no
need for financial development, that church is doing far less than they could be doing
for the advancement of the Gospel. Developing the financial base is essential to ministry
in the same way that leadership and program development are essentials.

Why does the PCA fund church planting this way?

Q. How did the PCA get into the practice of church planters raising their own
support?

A. Prior to 1993, funding for all church planting projects was raised by MNA staff or
presbyteries. During the later 1990s, a transition began as MNA began to experiment
with church planters raising a portion of the support goal for the church. By 2000,



church planters were experiencing such a high level of success in fundraising that
responsibility for all fundraising shifted to them. As church planters raised more,
churches and individuals wanted to give to the individual rather than to MNA. Let’s
clarify that not all funding is raised entirely by the church planter. Some presbyteries
and church planting networks provide a portion of the funding. It would be more
accurate to say that all funding for each church plant is provided through designated
giving, either to a presbytery or a church planting network specifically for church
planting projects, or to a specific church planting project.

The result of funding church plants in this way is that far more support is given to
each church plant than would be given by any other method. This generosity has
resulted from a growing commitment to church planting in PCA and in the broader
evangelical community. Even in the larger non-sectarian society, people prefer to give
more to the individual than the institution. “People give to people” has become a cliché
because it is true. Donors want to give to projects with visible results with whom they
have a personal connection. Church planting is at the top of the list in the demographic
factors that motivate people to give. Donors want to support someone with whom they
feel a personal connection, and they want to see visible results in a relatively short time.

Q. What would reduce the fundraising pressure, especially for church planters
who lack a strong personal network?

A. As your mission church gets established, work with other churches in your region or
presbytery to provide additional funds for future church planters. The ability of a church
planter to raise funds depends entirely on his personal network. Therefore the ideal
goal is that more and more funding becomes available in the locations of new churches,
so that church planter candidates who don’t have a strong personal network may still
consider planting in those regions. From the beginning, set aside church planting funds
in your mission church. There will be many other requests and demands, but make it a
priority to provide funding for church planting.

Q. How has the 2007-2009 recession impacted giving to church planting
projects?

A. Since the recession began, churches especially are more restricted in their ability to
give than they were prior to the recession. In fact, with few exceptions, churches who
are growing in their ability to give are also growing numerically. On the other hand,
God'’s people are still giving to their churches, and churches still give away a portion of
their income. The challenge in gaining consideration for their support is that of having to
rise higher on the church’s priority list than your church planting project would have had
to in the past.

Q. How should I use the 8 step fundraising process in the fundraising manual?
A. The 8 step summary of the fundraising process provides the tracks to run on for your
fundraising. This 8 step plan also provides the best diagnostic tool for troubleshooting
when fundraising is not going well. If your fundraising is not progressing well, you will
find that one or more of the steps is not being implemented.



Q. What are the factors most likely to cause my fundraising to fall short?
A. The biggest challenges in fundraising are: (1) lack of an adequate personal network;
and/or (2) a lack of systematic presentations and followup with potential donors.

Q. Non-Anglo church planters seem to find fundraising for a church plant
especially difficult; what is the cause of the greater difficulty?

A. It sometimes looks like the PCA is indifferent to non-Anglo church planters because
they do face a major challenge in raising their funds. The problem is not their ethnicity.
The problem is that most non-Anglos don't have a PCA personal network. Caucasian
church planters who come into the PCA with no personal connections (not unusual
especially in regions where the PCA is sparse) face the same challenge. The solution is
the forming of new relationships. It is hard work, but it can be done. A good number of
men have joined the PCA without already having a personal network in the PCA.
Nevertheless, they have succeeded in forming sufficient relationships to form a
foundation for support, but it is a daunting task.

Q. Since MNA does not charge for services to church planters, how are these
services supported?

A. MNA does not deduct administrative charges from any designated gifts. MNA does
not even deduct credit card bank transaction fees from credit card gifts. MNA's services
to church planters are supported by PCA church Askings/Ministry Ask income. As you
establish your new church, build in Askings/Ministry Ask giving to MNA and to the other
PCA Committees and Agencies as a way of life for the church. This is the only basis upon
which MNA will have a healthy future, offering and increasing services to churches and
presbyteries as they plant new churches.

The timing of fundraising and moving to the field

Q. When should I move to the field?

A. Very often, presbyteries and church planting networks will advise you to move to the
field when a portion of your funding is raised that is less than 100%. Sometimes the
thinking is that if there are some “visible results,” then more potential donors will be
motivated to give. This is almost always bad advice. You should define your rock bottom
minimum shoestring budget, and then a larger budget that will guide spending if God
blesses with more. Whatever funding is required from donors outside of core group
giving in order to reach that minimal budget — move to the field only when 100% of that
absolute minimum outside funding need has been pledged or given.

Consider an exception to this timing —i.e. moving to the field when the funding is
not yet complete — only if you have no other source of income, and you are confident
that you will be able to continue to raise funds once you begin the new work.

Don't ever use funds contributed for your church planting project to provide for
your support prior to moving to the field and beginning the work. This is not a good plan
because you are spending funds that are essential to the project after you have moved.
Thus you are borrowing on the future, and in effect, you are simply extending the total
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funding required. Even more importantly, there is an ethical problem in that funds are
given for a new church to be planted. If you start using those funds without actually
starting the new church, then you are not using the funds in accord with the purpose for
which they were given. Without all of the funds being raised, you may never actually get
to the field and begin the work. To have used those funds for your support without
beginning the work at all does not pass ethical muster.

If you are considering moving to the field without having completed your
fundraising, you must plan and make your decisions very carefully. Move only if you
have not exhausted your personal network of churches and friends who would consider
supporting you. If your personal network has already committed all that they can prior
to your move, you cannot continue to seek further support from them after you move.

Q. Why is this timing issue so critical?
A. There are several reasons:
1. There are three motivations for giving:

e Duty: which provides only minimum motivation.

e Excitement at Current Results: stronger than duty, but weaker than anticipation.

e Anticipation of what God will do: by far the strongest motivator for giving.
As you begin living on the field, anticipation rapidly subsides and the current results are
not a sufficiently strong motivation. If starting with no committed people, you are
making good progress if you have gathered 50 people in the first year. One potential
donor looks at that and says that is a disappointing number. Another looks at it and
concludes you are well along toward self-support. Either perspective reduces the
motivation to give.
2. When you move to the field, people who would be motivated to give a send-off or
project-completing gift will no longer be motivated to give. E.g., if you have already
moved to the field and a missionary is meeting with a church committee to request the
last gift to make it possible for them to go to the field, the missionary will receive the
gift. Once you are on the field, it is impossible to persuade donors of your support needs
as effectively as they will be persuaded if you are waiting to move.
2. When you move to the field, you get involved in ministry. Your priority time and
creative energy is rapidly consumed with ministry rather than support development.
The sense of urgency subsides even in your own heart if you have enough money to pay
the immediate bills, even if you know that down the road (perhaps only a little way
down the road!) you will run out of money.
3. It is often the case that a move to the field is made when all possibilities for support
for a church planter’s personal network have already been exhausted, yet the goal has
not been reached. If the church planter has exhausted all donor prospects, he will not
be able to succeed in raising additional funds once on the field.

Q. How do I keep a focus on fundraising if I do not complete fundraising before
moving to the field?

A. Set aside definite times committed to fundraising. Daily time is most effective; setting
aside blocks of time a few times a week is not effective. There is a constant flow of
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details and small steps essential to the fundraising process. Most importantly, the
church planter’s creative problem solving focus must be on fundraising rather than on
the development of the new church.

A second campaign is often helpful in developing additional support. Celebrate
the first phase as a success, emphasizing the funding originally developed and what was
accomplished in the initial stages of the church plant. Identify the financial goal for the
next phase and the results expected. Include any potential growth steps that can be
taken if there is additional funding. Prepare a new proposal and plan the 8 step
campaign in @ manner similar to the initial funding campaign. Especially avoid the
negatives, such as indicating that you are running out of money, did not raise enough to
begin with, etc. Donors do not give to bail you out, or get you out of the jam you got
yourself into by beginning with insufficient funding.

Prepare the proposal you will present to potential donors

Q. What kind of proposal is Step 1 of the 8 steps referring to?

A. The content of Step 1 is a detailed plan of how you believe God will shape your new
church. If you are not clear on what your mission is, if you are not well focused on what
you believe God will do — that weakness will come through to potential donors. Every
work of God is unique. The content of Step 1, if printed out on paper, is a manual 2-4
inches thick. How to develop this plan is covered in the one-week church planter
training that MNA offers. The more of this plan that you have developed in writing, the
better. Even with all of our visual orientation, putting a plan in writing is a clarifying
process. God reveals Himself through His written Word and through the Living Word.
Words clarify.

Q. How does the proposal of Step 2 differ from the content of Step 1?

A. The written proposal of Step 2 is very different from the content of Step 1. Samples
may be found in the fundraising manual. The content is a maximum of 4 pages of 8.5 x
11, nicely laid out with plenty of white space and photos. It tells what the mission of the
new church is (about 2/3 of the content), your bio, and your fundraising goals.

Q. What format should I use for my proposal?

A. Make it as easy as possible to read and share with others.

e By far the simplest effective format is 8.5 x 11. In pdf format, the document can be
easily emailed and printed and photocopied by the recipient. The same document
can serve for both email and hard copy mailings.

e Brochures are often thought to be the best, but they are not; you cannot email a
brochure. Even if you could email it, the receiving party cannot print it out. These
practical issues become very important in the distribution of your project
information, especially for getting your information to church committees.

e Have all content on your web site, but don't expect potential donors to click through

to your web site to view your proposal when it comes to their funding consideration.
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Q. Do I need to update my proposal as I move toward reaching my funding goal?
A. You compose the proposal one time and then you don’t change or update it. The only
changes will be your progress toward reaching your support goal and your progress in
getting to the field. You update both of these in brief cover letters or emails. You keep
those cover documents very brief, but you say enough that your progress is conveyed
and request for support renewed to the recipient, even if they don’t read your enclosed
or attached proposal.

Q. How do I describe the mission of the new church in my proposal?
A. Describe the new church in a way that a nonbeliever in your destination community
will not be offended except for the inherent offense of the cross. Describe it so that the
unbeliever will be glad you are coming to their community. Stay away from churchy in-
house language. Stay away from identifying the lifestyles of some as more sinful than
others. E.g., why do some church planters proudly say they are going to “The heart of
the gay community?” One lifestyle should not be singled out when there are deep sins
in the homes of every kind of community. How to judge your description: read it with
the nonbelieving eyes, and start your relationship with your new community on positive
footing. Even though your proposal is intended for other believers, this is a good guide.
It is a good way to check your heart, and in today’s media world, it is the only really safe
approach to ensure that what you put in writing does not needlessly offend someone.
In your proposal, avoid technical language, like timetables, core values,
organizing as a church (especially avoid the dreadful word “particularization”), etc.
Make everything warm and compelling.

How to decide what dollar goals to present

Q. How do I figure out my fundraising goal?

A. After determining the community to which you believe God is calling you, formulate
your budget. You formulate a 5 year budget, and for projected congregational giving,
base your projection on having 100 people after 4 years. This is the average across the
PCA and across the evangelical world. Faster growth is the exception. You can kick in
greater spending if you grow faster, but you do not want to be locked into spending
more than that. Project your core group giving during those first five years and subtract
that from you budget. The remainder is your fundraising goal.

Q. How do I project core group giving?
A. If beginning with no committed families, project 20% increase each year. Then
temper that according to whether you will likely attract to the core group Christians

who are committed to giving. The income level of the community is also a consideration.

However, a higher income community does not necessarily mean there is greater giving
potential. A community with a higher cost lifestyle may have little discretionary money
and may give poorly because their income is all already committed.

Q. What number should I use as the goal for my fundraising?
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A. Present only the total goal for all funding that is needed beyond what the core group
is projected to give over the 5 years it will take to reach self-support. Do not present the
budget. Do not present any line items. Have this information available and offer it
readily if asked. Occasionally a potential donor will ask for details of the budget, but
normally the donor only wants to know your fundraising goal. If there are major
commitments toward your goal up front, include that information in your proposal. E.g.,
our goal is $300,000. Praise God, He has already provided the first $100,000, so our
funding goal is $200,000.

What is the “typical” fundraising goal?

Note that the dollar amounts used in this discussion and in your proposal represent the
amount of outside money, in addition to core group giving, that is necessary to get a
new church to self-support. It is the total of all outside support, regardless of the
number of years over which it is used.

Q. How much funding is typical for church plants these days?

A.

e In 1993, $80,000 was about the maximum for any church plant.

e By 2004, the range had increased to $125,000 to $300,000.

e Since then, the highest totals have steadily risen, though there are still many in the
$125,000 to $125,000 range.

Looking at a sample of current MNA accounts, most of the high-end totals (S400k+)

were accumulated over 5 or more years of giving. Few (if any) of these highest numbers

were in hand when the church planter moved to the field. In almost all cases, the

highest totals were reached by growth steps, with additional funding developed for

additional staff members added, well after the church was underway. Plan for more

modest goals toward the lower end of the range; if God blesses with more, use it well.

The sampling of current MNA accounts:

e 500k+: 6 projects (about 10% of all projects)

e 400k —500k: 7 projects (about 10% of all projects)

e 200k —400k: 21 projects (about 1/3 of all projects)

e Up to 200k: 27 projects (almost 1/2 of all projects)

In higher cost urban contexts, the funding has been somewhat higher, but the above

numbers include all types of communities. A good number of the top 20% were not high

cost areas, again demonstrating that the personal connections, the personal network, of

the church planter is the key to the amount of funding given.

Q. How do I project how much donors in my personal network can give?

A. Step 4. Make an estimate of what your prospective donors can give. How is this
done? It is intuitive. There is really not any formula, yet most church planters come very
close to what they estimate their constituency can give.
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Q. What if the projected income from donors is far too short?

A. If the projection falls short of supporting your minimal shoestring budget, you have

several options, none of which are easy to implement. Some church planters have done

one or more of these:

e Figure out how to expand your personal network.

e Figure out how to reduce your budget to the level of income you project.

e Bivocational ministry.

e Seek another call in a context where a church or presbytery may supply more of the
funding, reducing the goal for your own fundraising.

While any of these are difficult, historically every church planter who has undertaken a

call and has worked in a very focused way on developing his funding has raised sufficient

funding to get his church to self-support. Those works that have closed because of

insufficient funding reflect the lack of the church planter sufficiently committing to the

fundraising process.

Q. Are there churches in the PCA who want to commit to my kind of work?

A. A church planter will sometimes believe that the church he seeks to develop is
uniquely compelling in some way, whether because it is an area where there are few
evangelicals, or a particular ethnic composition, etc. It is rare that a church is open to
supporting a church plant based on these kinds of factors without their already having a
relationship with the church planter. The latter is almost always the primary or even
exclusive motivational factor.

Receive gifts over 3 years, spend over 5 years

Q. How long will it take me to raise the money?

A. If you are dedicating the majority of your time and creative energy to fundraising, you
will have worked through your personal network within 6 months maximum and will
know where you stand. l.e., you will have a clear sense of Yes, No or Maybe from almost
all prospects. Thus 6 months is sufficient to determine with a good degree of accuracy
the total that is likely to be pledged or given.

Q. What is the maximum length of months I should expect someone to pledge
their giving?

A. Seek pledges that extend only up to three years. Repeatedly it has been our
experience that pledges longer than three years tend to fall off.

Q. How many years to spend the money?

A. Plan to spend the outside funding over 5 years or more. Disassociate the time period
of giving (3 years maximum) from the spending time period (5 or more). There is no
reason these time periods need to be the same. Most mission churches will not be fully
self-supporting until at least 5 years. Outside funding from donors can be used many
years after the start of the work to add staff, help pay for initial land and building, etc.
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Spend wisely. You can never have too much outside funding. But you can make
the mistake of spending outside funding far too quickly, establishing a budget that the
congregation cannot support, or can barely support with no financial safety buffer or
funds to give away for church planting, missions, and ministry in the community.

Your core group may take longer to develop, and to develop their giving, than
you think it will. The church that is 300 in 3 years is very much the exception. 100 people
attending after 4 years is the average.

Stewardship of the funds raised

Q. How do I make the funding go as far as possible?

A. Don't overspend. Keep expenses as low as possible. What if you have to live in an
area where the cost of living, especially housing, is high? Still, the advice is to keep
expenses as low as possible. Housing is increasingly a major issue and is the biggest
issue in determining compensation level. As urban areas in particular gentrify, housing
costs skyrocket. The poor are simply pushed out to the edges of the city or the suburbs.
Live in a lower cost area if you can possibly do that and still carry on the work effectively
(this is not always possible).

Q. What is the long-term impact of budgets that are too high?

A. Since the PCA began, benevolent giving has steadily declined as a percentage of
spending by PCA churches. The more you spend on operations, the less there is to give
away. That has major implications for the advancement of the Gospel in North America
and around the world. Our call is to be as generous as possible in giving for the
advancement of the Gospel. Today, 18% of the spending of all established PCA churches
is benevolence. For churches begun 1998 to 2003, the percentage is 10%. The latter
group includes a good number of churches that have grown well. The percentage of
giving does not correlate with church size. Some smaller churches give far more than
10% and some of the largest give far less than 10% among our newer churches. Giving
also does not correlate with building costs. Some of those with the highest building
costs during this time period are also among the highest in benevolent giving.

Q. To whom is God calling you?

A. How do you square a call to the most affluent with the emphasis on the poor in
Scripture and in the life and teachings of Jesus? How is it that we are called to work
among the most affluent communities of the most affluent nation of the world? The
Scriptures call us repeatedly to minister among the least of these and to the poor. Those
who believe they are called to minister in comfort to the comfortable have a special
burden to justify that call.

Q. Will my new church grow faster with more spending on multiple staff
leadership?

A. While much is said about how much better team leadership would be in church
planting, the PCA experience with launching a church plant with two full time ministers
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has been negative, with only very few exceptions. In many cases, the cost was not
sustainable over the long run. In very few cases has there been any measurable
acceleration in the growth of the church over what it would have been with one staff
member. In one case in which it was a success, one of the pastors had served a long
time in a previous church as a ruling elder and had demonstrated good strategic
leadership skills. Very few clergy church planter pairings show this kind of gift mix. In
most cases, they are long-standing friends and lack the detachment to complement
each other well.

Because of cost and gift mix, go with part time staff roles. It is almost never
successful to have two full time individuals (even if the second staff member is not a
minister) at the beginning of the work. There are 4-6 different kinds of gift mixes needed
in the church staff leadership. It is far more workable to find that mix in 4-6 different
people part time than it is to find that in 1-2 full time. As totals given to projects have
risen, we have seen major mistakes made in spending. When churches start with major
staffing and then it does not grow, you have to cut back. That is more difficult to do than
to add spending if you grow faster.

Presenting your work to potential donors

Q. Will I get results from cold turkey appeals?

A. Don't send cold turkey appeals. You will not get results. Every church has many
requests from those with whom they have a relationship already. They will not make a
cold turkey approach a priority over that. Individual donors resent cold calls. They like to
be approached when they know the church planter. They do not like to be approached
as a stranger.

Q. How do I identify potential donors?

A. Step 3. Identify prospective donors. Who is a prospective donor? Anyone who will
recognize your name and remember you favorably. Everyone you know is a prospective
donor. Go all the way back to high school. Church planters have received gifts from
people with whom they had not had contact for years.

Q. When should I meet with a potential donor in person?

A. $5,000 or more (even if given over 3 years) should be considered a large gift.
Everyone who can give this much or more should be approached in person. They need
the conversation with you in order to understand the importance of their gift, and the
importance of their giving a larger gift in order for you to reach your goal. If you do not
meet with them, they will almost always underestimate the impact of their giving a
lower gift than they have the potential to give. This applies to both churches and
individual donors.
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Q. Where and when should you meet with the donor?

A. Contact the potential donor and make an appointment to meet with them. Meet
wherever is most comfortable according to the relationship. For some that will be in
their home, others their office, others over lunch.

Q. How do I present my proposal - should I mail or email it in advance?

A. Do not send the written proposal to them in advance. Hand carry printed copies with
you when you meet with them —a copy to put in front of them and a copy to keep in
front of yourself as you go through it with them page by page. Even if they are a high
tech oriented person, have a printed presentation with you when you meet with them.
If your electronic tablet fails, you can still use that to proceed with the presentation.

Q. How much should I expect a donor to consider giving if they are someone
blessed with enough resources to meet my entire goal?

A. An individual donor will rarely give more than 25% of the total goal, even if they have
the discretionary funds to give more. Most often, they give no more than 10% of the
total goal. They want their gifts to go as far as possible and they don't want you
dependent solely on them, so (with only very rare exceptions) a donor will not consider
giving the amount of your entire goal.

Q. How do 1 use the levels of giving chart in talking with a donor?

A. Reaching your funding goal almost always happens through combination of large,
medium and small gifts. Very few projects are funded by large gifts only or small gifts
only. When you present your fundraising goal, you want to have a chart in your proposal
that shows levels of gifts needed. This is explained in the main body of the fundraising
manual and there are examples in the sample proposals that are in the manual.

The highest gifts in your chart should be the maximum that you expect in your
constituency, in terms of the amount of the largest and the number of the largest. Top
level should include more than one potential gift in order not to put someone on the
spot. Include church giving and individual giving in the same chart.

If you have enough knowledge to know what the donor may be able to give and
may be willing to consider giving — and if you are sufficiently comfortable in the
relationship to do so — ask them for a specific amount. Always use the chart, even if you
ask for a specific amount. As you ask, “Will you prayerfully consider a gift of $25,000,”
you point them to the chart in your proposal that shows you are seeking gifts of
$25,000. By doing this, you show them how their giving fits in with the total plan and is
essential if you are to meet your goal.

Don't ever say, “Give what you can.” The chart makes it possible to be far more
specific even if you have no idea of their giving range. “I am trusting God for these gifts,
ranging from very small gifts to 3 gifts of $25,000. Will you prayerfully consider how God
might use a gift from you in meeting the goal?” This is very different from saying “give
what you can” because it indicates that there are some very large gifts necessary if the
goal is to be reached.
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It is easy for a donor to think low rather than high. For example, if a donor knows

you are seeking $300,000, he may think you know 1,000 people who could give $300
each. He then may feel that $3,000 is a very generous gift. But if he realizes you are
seeking $25,000 each from 4 people as the highest gifts, he considers giving higher if he
has the ability to do so.

Q. How do I follow up after I have met with the donor in person?

A. Most donors will want time to consider; most men will talk with their wives before
they decide, even if they do not include their wife in the initial conversation that you
have with them. You try to keep the ball in your court in getting back to them. Offer to
check back with them for a decision in a couple weeks. If they are firm that they will get
back to you, then don't press your desire to contact them. However, even if they say
they will let you know, depending on the relationship, it is often perfectly all right to
contact them a few weeks later and ask if they have had a chance to come to a decision
about their commitment.

Q. How much time and effort is required for church support requests?

A. Churches will usually require 6-8 individual contacts with different parties in order to
get through the decision process. Pastors, missions committees, sessions, individual lay
leader advocates — these and more are the usual parties who are included in the church
decision process.

Q. How much should I ask from a church?

A. Your strongest contact in the church can help you with that or point you to the
person who can work with you. Churches want to provide advance guidance as to how
much to ask because that saves time for the decision makers.

Q. How should I follow up when a church says they have no money to give?

A. If a church says now that they do not have any funds available, ask when they will
have additional funds and when they will be able to consider your request again. Mark
you calendar and be sure to follow up at that time.

Reaching those with the potential to giver less than $5,000

Q. How do I get the information to those under the $5,000 giving potential?

A. For those you don't visit personally, email and hard copy mail as many times as you
think is appropriate. Use social media, post on your web site — use every means of
communication possible to tell your story, appeal for support and report progress
toward your support goal.

Q. Should I do email or hard copy mailings?

A. Email a cover note with a pdf of your proposal and pledge form attached. The email
cover should include a brief paragraph updating current status and a brief paragraph
updating funding thus far committed and asking the donor if they will prayerfully
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consider participating financially. Some fundraising advisors say that you should send
only short emails and not attach newsletters. The best way to capture the best of both
worlds is to attach a newsletter (which many, but not all, will read), and then include
enough information in your brief cover email that it will update and make sense on its
own if they don’t read the attachment. Do hard copy mailings to the extent you can
afford to do that. Use every means possible to communicate the message.

Make it easy to give

Q. How do I make it easy to give?

A.

Be sure the mailing address for checks is clearly presented.

Indicate clearly how to designate their gift for you.

If you have an MNA support account, MNA will provide a link for online giving.
Imbed hot links in all electronic presentations. Spell the link out if hard copy, even
though it is a clumsy and long address).

If you do not have an MNA account, arrange for credit card giving through PayPal or
some other trustworthy vendor.

Invite gifts one-time, monthly, quarterly, annually.

Mention that all kinds and all sizes of gifts are welcome and will be essential to
reaching the goal.

Make it easy to respond. With hard copy, always include a pledge card and return
envelope. In email or other electronic copy, include a credit card giving link. Credit
card giving is steadily growing as a normal way for donors to give.
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Unique Multi-site Stewardship Issues

Site Identity (intentional/actual)
Leadership Connection (relationship)
“Ownership”

Dependency
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What is Stewardship in your IVIinistry?

1) A means to an end?
v' Way to meet budget
v" Way to finance missions
v Way to build buildings
v" Way to fund special projects
v" Way