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	Leader’s Guide

How to use “Practical Ministry Skills” by Building Church Leaders.


Welcome to Building Church Leaders: Your Complete Guide to Leadership Training. You’ve purchased an innovative resource that will help you develop leaders who can think strategically and biblically about the church. Selected by the editors of Building Church Leaders, the material comes from respected thinkers and church leaders.


“Practical Ministry Skills” is completely flexible and designed to be easy to use. Each theme focuses on a practical area of church ministry and comprises brief handouts on specific aspects of that ministry. The handouts give a succinct and practical overview of the issues most relevant to your goals. You may use them at the beginning of a meeting to help launch a discussion, or you may hand them out as brief primers for someone new to a particular ministry.

This download is designed to help churches raise funds, even in tough times and tricky circumstances. As you discuss fundraising with your staff, simply print the handouts you need and use them as necessary. The handouts are designed to give you fresh insights and creative ideas to spur people to generosity. You may use them at the beginning of a meeting to help launch a discussion, or you may use them as brief primers on the various elements of fundraising.


For insights into building generous givers, read our interview with Jeff Manion, “Later is Lethal” (p. 5) To help you sharpen your communicate about the need for giving, see “Why Give to the Local Church?” (p. 8). If you have younger people in your church, you’ll want to check out “Raising Money from Millennials” (p. 4). Other articles cover whether how to ask big givers for donations (p. 13), what to do when you’re facing a yearend shortfall (p. 18), and how to adopt a ministry model that puts less financial pressure on your church (p. 23).


Whatever financial challenges your organization faces, we hope this guide sparks fresh and creative thinking and helps you achieve your goals.



Need more material, or something on a specific topic? See our website at www.BuildingChurchLeaders.com.


To contact the editors:



E-mail
BCL@christianitytoday.com


Mail
Building Church Leaders, Christianity Today 




465 Gundersen Drive, Carol Stream, IL 60188 

	Money and Maturity

How we handle money says a lot about how we relate to others, and to God.

Ecclesiastes 5:10


Years ago, one of the world’s richest men, John D. Rockefeller, was asked, “How much money is enough?” He famously answered, “Just a little bit more.”
American culture and certainly its economy are built on that principle: you need more than you’ve got. You need to earn more. You need to spend more to accumulate more and better stuff.

Church leaders recognize the deeper issues here, financial and spiritual. To take financial issues first, experts these days are attributing current economic difficulties to a number of things: bad mortgage lending practices, lack of regulatory oversight, and globalized market structures. Economic conditions are complicated and grim.

I’m reminded of the assessment of Alfred Kahn, Jimmy Carter’s outspoken inflation-fighting czar in another financially troubled time, who said, “Anybody who isn’t schizophrenic these days just isn’t thinking clearly.”
As I talked with church leaders about the financial issues they’re dealing with, the word that kept coming up was debt. How to help people get out of debt. How to encourage generosity from people in debt. How much debt the church should assume.

One pastor pointed me to Proverbs 22:7. “The borrower is the slave of the lender.” When you borrow money, it obligates you to work for someone else, giving them your earnings until the debt is paid off. If you want freedom, you’ve got to get out of debt.

This strikes close to home for me.

My grandfather 13 generations back, John Shelley, was about 20 years old when he came to a fairly new settlement called Jamestown in the year 1623. He couldn’t afford the voyage to the New World. So he went into debt, becoming an indentured servant, essentially a slave who could earn his freedom after seven years of work.

Indentured to a landowner named Edward Blaney, John had to work in Blaney’s tobacco fields and survive malaria, starvation, and occasional Indian attacks. After seven years, however, he gained his freedom and a few acres of land in Virginia.

I’m sure he celebrated the day he worked off his debt and was able to work his own land. Debt served its purpose—it got him to the New World—but  he worked diligently to be free of that debt.

Another financial issue that church leaders raised is “prudent vs. carefree.” On one hand, the Bible says, “In the house of the wise are stores of choice food and oil, but a foolish man devours all he has” (Prov. 21:20). Another translation puts it this way: “Fools spend whatever they get.”
And, “Wealth gained hastily will dwindle, but whoever gathers little by little will increase it” (Prov. 13:11). That’s prudence—making decisions based on their long-term consequences.

On the other hand, Jesus is clear: “Do not worry about your life, what you will eat, what you will drink; or about your body, what you will wear. Who of you by worrying can add a single hour to his life? It’s the pagans who run after these things, O you of little faith. Seek first God’s kingdom and his righteousness, and all these things will be given to you as well.” That sounds more carefree than prudent.

Both financial prudence and being faithfully carefree are biblical values. We need not fear a political, economic, and moral world run amok. But we must do more than just hang on to God’s sovereignty. He hasn’t released us from financial faithfulness. So what’s the point of this tension?

Jesus said more about money than about his Second Coming. Why? Because how we deal with money is a measure of our spirituality, the quality of our relationship to God as well as to one another.

A.W. Tozer once wrote, “The whole question of the believer and his money is so involved and so intimate that one hesitates to approach a consideration of it. Yet, it is of such great importance that one who desires to qualify as a good servant of Christ dare not avoid it, lest they be found wanting in the day of reckoning.”
Faith, hope, and love will never be displaced as the core of Christian teaching. And money will never be displaced as a means of measuring our souls to see if those forces are really at work.
—Marshall Shelley; adapted from our sister publication Leadership Journal, © 2013 by Christianity Today. For more articles like this, visit LeadershipJournal.net.
Discuss:
1. What do you see as the most important link between finances and spirituality?

2. How has your church responded emotionally to financial crises? What do these responses reveal about your congregation’s level of trust in God?

3. What are some steps you can take to make the connection between spiritual maturity and finances more explicit in your church? Are there potential obstacles to do this?

	Later is Lethal

Start developing givers today.

Ephesians 5:15–16


Jeff Manion, pastor of Ada Bible Church near Grand Rapids, Michigan, discusses how money relates to contentment, what it takes to build a church culture of generosity, and why letting people put off giving cheats them and your church.
What does contentment look like in ministry, specifically with money?

It means that people live simply, on less than they can afford. This provides financial margin to give money away. It means that all of us in our church spend less than we make so our resources are available to the kingdom of God. It means people are content with less so they can give more.

By contentment in ministry, I don’t mean lack of vision, lack of discipline, or lack of initiative. I don’t mean I’m content with a bad situation remaining bad. I don’t mean laziness or complacency. The apostle Paul said, “I have learned to be content whatever the circumstances.” Yet I would not call Paul unmotivated. He had a well-tuned sense of vision. He lived a missional life.

Biblical contentment means taking appropriate risk and trusting God for the outcome. How can you dream big without leading your people into suffocating debt? “We want to step out in faith—reasonably.” That statement sounds like a contradiction, but it doesn’t have to be. You don’t want goals so low that people aren’t stretched, but you don’t want to aim so high that you end up in financial problems. Ask yourself, Where is the risk so pathetic that I’m not challenging people? Where is the risk too much, placing debilitating financial strain on my organization?

What are the enemies of this kind of risky contentment?

Two things can kill a church: refusal to change, and chronic instability. When it comes to funding, there’s a lot to be said for steady, aggressive movement. God has always asked his people to move and stretch. In the early church, people were liquidating their property to support widows. The church was scattered through persecution, but they took the gospel wherever they went. Our story in the Bible is not static. It’s a story of movement, of acting boldly in faith.

But lack of consistency can be equally damaging. I’ve seen this often: a pastor doesn’t have a strong vision for his church, so he borrows one. When he loses interest, he borrows another one. It doesn’t accomplish what he wanted, so he borrows a third one.

The chief inhibitor to generosity isn’t greed; it’s fear. Fear of not having enough. And the only remedy for fear is trust. Trust and generosity walk hand in hand.

Is financial contentment for an individual different than for a congregation?

I think it is. With the church’s finances, I’m asking the question, How much can we do? With my family’s finances, I’m trying to curtail spending. As an outreach-driven church, we’ve gone through 4 major building programs. But during those same 20 years, my family has lived in a single house.

Our church is trying to draw more people to serve the kingdom. My family is shrinking. My kids turned 18 and left, mostly. What if, instead, I wanted to continually add family members to my household: from 6 children to 18 to 32? My house would need to accommodate that growth. I’m trying to keep my life simple and contented on a personal level, so I will have more money to give away in outreach. I would encourage a family to live in a modest home, but I’m not sure I would encourage a church to stay in the same building if they’re growing and reaching ever-more people.

How should leaders model personal contentment in front of their congregations?

I encourage pastors to do everything they can to live with financial integrity on a personal level. Be a person of grace, have a generous heart toward other people, and pursue financial generosity. We can tell people what Paul told his followers: “Follow me as I follow Christ.” Build a life and a ministry of consistency. Keep pushing ahead. And leave the results to God. Sometimes extraordinary things will happen financially, and sometimes they won’t. Sometimes you have to look back over the years to see seasons of ministry growth: leaders that you built over time and families in whom you invested.

Pastors who do not give faithfully and generously are at a huge disadvantage when they ask their congregation to give. When they have funding issues, they have to stand up and plead with others to give. It is such a valuable asset to be able to honestly and humbly confess that this is the pattern of life we’ve set. I can honestly say, “We wouldn’t live any other way, and we want to invite you into this kind of life.”
What are the temptations pastors face in teaching people about generosity?

One temptation is to take shortcuts: starting the financial conversation by merely asking for money. “Here’s the offering basket. These are our needs. This is our budget. We’re not meeting our bills. We need you to give.” I was meeting with a young pastor who said, “Our church has its first building fund drive coming up in March. Do you have any advice on our first capital campaign?” And I said, “Yeah, you’re starting two years too late.” If you’re trying to develop a person’s posture toward financial faithfulness, you can’t start when you’re building a building. This is work that you do over a period of months and years. You’re not raising funds; you’re raising givers.

What do you think holds most people back from giving?

The chief inhibitor to generosity isn’t greed; it’s fear. The college student asks, “If I support a Compassion International child for $30 a month, will I have enough for me?” People setting money aside for retirement ask, “If I give generously now, how will I have enough to live on when I’m 80 years old?”
But more than not having enough, many people fear not being enough. When my wife, Chris, and I had been giving to our ministry for several years, our friends were accumulating things much faster than we were. We were tempted to believe that we weren’t enough because we couldn’t purchase enough stuff.

This happens at an institutional level, too. Ada Bible Church has not always been a growing church. For years we were trying to build the financial momentum to get out of a tiny house structure and into our first decent building. Meanwhile people were flocking to other churches in the area.

Contentment in that situation was, again, not complacency and not an undisciplined spirit. It was the ability to say, “I’m not responsible for leading their churches. I’m responsible for leading this one. I’m not responsible for stewarding their gifts. I’m responsible for stewarding mine.”
What if someone is deeply in debt? Would you still ask them to tithe?

I’ve never told people they should tithe a full 10 percent while deeply in debt. I also have never told people they must get out of debt before beginning to give. I hope an individual would give something as they’re moving toward debt freedom. Part of the enjoyment of becoming debt free is the capacity to give on a different level. Getting out from under crushing debt gives you the freedom to be more generous in assisting your church and other ministries.

I would also emphasize the concept of relational generosity. It is possible for a Christian to be a tither in the legalistic sense financially, but not be gracious. Jesus said of the Pharisees in Matthew, “You tithe your spices—your mint, your dill, your cumin.” Not only were they tithing their coins, they were weighing out a tenth of their spices. But Jesus said, “Yet you are neglecting the weightier matters of the law—justice, mercy, and faithfulness.” So a person can be a financial tither but not be gracious in spirit.

A generous spirit is cultivated by acting magnanimously; allowing small, insignificant insults to evaporate rapidly; forgiving faster; being gracious with individuals, whether it’s the person in the checkout line or someone taking too much of our time. That generous spirit is called relational generosity—financial generosity is a subset of that. A person who is staggering financially can grow in multiple areas of generosity, knowing that the financial area will flow out of the others.

How do you develop generosity in a stubborn giver?

As God begins to stir a person toward generosity, a good-hearted Christian will rarely say no to giving. Rarely will they lock their arms and say, “I’m not going to do it. I’m not generous now and I never will be.” A more lethal word is “later.”
A couple graduating from college and marrying in their mid-20s may want to be generous some day, but not now. They still have oppressive student loans. They’re just getting started in their careers, just getting started building a family. They’re trying to make a down payment on a car or a house. They deeply desire to be generous people, but just not now. Later.

And then kids arrive, and kids are expensive. They go from two incomes to an income and a half. Then as the kids grow older, they want to help with college expenses. They turn 40 and want to start putting money into retirement. All of a sudden they’re 50, and for 30 years they’ve said “later,” but later really meant “no.”
Do you really think you’re going to be able to reverse a rut that you’ve been in for 30 years? The word later is lethal. It can cripple generosity.

So I challenge people to start somewhere, start now—one, two, three percent. Support a Compassion International child. Do something and do it immediately. But whatever you do, don’t postpone. 

Giving money away is one of the most powerful countercultural, counter-materialism things a person can do. And I hate to see people postpone it into oblivion.

—adapted from our sister publication Leadership Journal, © 2013 by Christianity Today. For more articles like this, visit LeadershipJournal.net.

Discuss:

1. Manion lists two things that can kill a church: refusal to change, and chronic instability. Which does your church struggle with more?

2. As a leader, how can you model personal contentment for the church? What messages have you sent in the way you handle and talk about your personal finances?

3. In your experience, what is the chief obstacle for people to give? Are there soul issues that have to be dealt with in order for them to overcome those obstacles? How can you help them?

	Why Give to the Local Church? 

More than ever, we have to make the case for why it’s important.

2 Corinthians 9:6-12


Never have there been more charities and ministries spreading the gospel, feeding hungry children, digging wells, and providing medical services. Then there’s the local food pantry that always needs stocking, disaster-relief agencies asking for help, not to mention that someone is always pitching a sad story on Facebook, capped of course with a plea for everyone to help out “just a little.” Throw in a weak job market and tight budgets and it’s easy to understand why people get giving fatigue.

This makes presenting the case for giving to the church all the more important. Below I’ve outlined some of the reasons I give people for why they should give to the local church. As you’ll see, I believe giving to the church isn’t merely one good option among many. Rather, it’s imperative for every Christian.

The church is a connection point for Christian living.
The employees, volunteers, and supporters of the Christian organizations in our city have one thing in common: they all go to church somewhere.

In our congregation, we feed these people spiritually on Sunday mornings and throughout the week. We also serve as the hub for their small groups, fellowship opportunities, children’s ministries, and spiritual growth classes. We marry them, bury them, celebrate their anniversaries, pastor them through hardship, and live life with them.
The church is also a hub to connect ministry services. Chances are you’ve connected with people on your local church staff who share your passions. You know who’s collecting canned goods to feed the hungry, or who coordinates the mission trips, or who volunteers to do handy work for the homes of single moms and widows.

Those people can be a great resource to help you direct your offerings (money given over and above your tithe) to organizations that best carry out the work about which you are passionate.

Those pastors, staff, and volunteers also likely know quite a bit about the efficiency of the organizations you are considering giving to, and whether their administrative costs are effectively low.
They’ll also know which “ministries” are actually fronts for activities that conflict with your values, and for people who would rather start a “ministry” and solicit donations from you to support their “work” than actually go out and get a job. Yes, those are out there—hundreds of them.

Churches help identify those in need.

As someone who deals daily with people who are expressing need and asking for help, I have some bad news for you: Many of the people expressing financial need are lying.

Some are on drugs, some refuse to work, some have chosen a lifestyle of asking for hand-outs, some are scam artists, and some are good but broken people who don’t know what else to do. We love them, pastor them, offer them financial classes and an encouraging word, but we don’t give them money. And you shouldn’t either.
If you have someone at your church who is responsible for giving out the money that goes to people in need, they can help you disseminate money to those who should really be receiving it. They can also prevent you from falling prey to a scam or from jumping on the latest Internet bandwagon.
Giving to the church is an excellent way to ensure that your money gets to the people most in need. Let them filter out the shifty sob stories from the genuine need so you know your gifts are going to those who truly need them.

Your church serves your community.

When a family in your church can’t pay their utility bill, where do they turn for help? To their home church. And when an unchurched family in the neighborhood needs food or money for gas, where are they going to go for help? Often the local church as well.

For all the food banks and social services out there, the local church is still the first place many people turn to in times of need. And that’s a blessing that we as a family of believers get to be a resource of love and compassion when people need it most.

Because our congregation gives generously, and because our church leaders designate that a portion of all gifts go to local benevolence needs, I have the resources to meet immediate needs when the situation warrants our involvement.

Your family deserves your support.

Church, like any organization, is a give-and-take operation. If you’re fed on Sunday mornings, pastored through crisis, or attend a Wednesday night fellowship dinner, you’re benefitting from your church. And that’s a good thing. You’re supposed to benefit from your church! But those things can’t happen without financial support.

That building and the land have to be purchased and maintained. The pastors and other staff need to be paid. The light bill has to be paid. Cleaning supplies, Bibles, chairs, and hymnals must be purchased. There’s work to do and things to buy.

If you’re volunteering, that’s great. Volunteering is important. But your volunteer labor, precious as it is, doesn’t keep the lights on or feed the poor.

If you’re part of the family, support the family.

You don’t have to choose.

There are many different opinions on tithing, but I have yet to hear a convincing argument that, in our time, God’s house is not the local church. Offerings are gifts over and above the tithe. This is where discretionary giving comes in.

I’ll be the first to agree that we have to budget our giving. We have to be wise enough to live below our means so that we can give 10 percent, 15 percent, 20 percent, or more of our income away so that we can bless the work of the Lord in all its forms, through the ministries that matter to us.

The problem for most believers is not that they don’t have enough to give, it’s that they’re not wisely managing what they already have so that they can be generous with others.

I believe that if we live within our means and give generously both to the local church and to outside ministries, we will have more than enough to meet our families’ needs.

Luke 6:38 reminds us to “Give, and it will be given to you, good measure, pressed down, shaken together, and running over will be put into your bosom. For the same measure that you use, it will be measured back to you.”
That doesn’t mean that we give to get, or give just so God will bless us. It means living with a generous heart will be rewarded so that we can be a blessing to others. Supporting your local church will bless not only you and your family but your community as well.
—Amie Streater  is the Associate Pastor for Financial Stewardship at New Life Church in Colorado Springs, Colorado; adapted from our sister publication Leadership Journal, © 2013 by Christianity Today. For more articles like this, visit LeadershipJournal.net.
Discuss:

1. Do you find that you’re overwhelmed with the number of good causes clamoring for donation dollars? How do you think your church members feel?

2. Do you feel a reluctance to address giving in your teaching? How can you sensitively communicate some of the reasons for giving to the local church that Streater lists above? 

3. Are there other ways you can encourage people to view giving to the local church as essential?
	Raising Funds in Tough Times

Keys to securing large contributions in tight situations.

John 14:1


If money going into the offering plate is down, should a church take on an ambitious ministry that requires special fundraising? Or take on a capital campaign to build a new building?

At least three experts offer a qualified “yes.” These types of campaigns may be your church’s avenue to spiritual growth during a difficult time.

And don’t shy away from asking for large donations. Just make certain you know how to ask.

Cultivate the Relationship

Asking for money is scary, especially for pastors. “We don’t want to shrink back from what God has laid on our hearts, but we don’t want to create distance between the potential donor and their pastor or church,” says Tom Burggraf. In his day job, Burggraf serves as vice-president of institutional advancement for a college. He is responsible for the school’s multi-million dollar capital campaigns and for relationships with donors. In both secular and church settings, he says, relationships are key.
“It’s a level of relationship that requires depth, rather than just looking at our goal and the dollars needed to succeed,” he says. “If all we do is talk about what the institution does and why that is important, that’s not the essence of a relationship. If we can get to know people and what’s important in their lives and what moves their hearts, then we can better serve them by approaching them only about those projects that resonate with what’s important to them.”
In other words, discover their passions. We discover those passions by asking and by listening. “In relationships with major donors of the college, I ask about the experiences in their lives that have been formative and transforming,” Burggraf says. “People talk about what they’re passionate about.”
Helping people of means get connected to their passions, then connecting them with giving opportunities in that field is a neglected aspect of ministry in many churches.

How to Ask

At some point, the conversation must turn to the church’s vision for its new project, and especially the intersection of the giver’s passion and the church’s mission. Testimonies from other donors and stories from people who will benefit from the new project help communicate the value of the work, but the “ask” is the pastor’s responsibility, according to fundraising expert Bill Dillon of People-Raising.

Dillon recommends pastors lead the way because they are closest to the vision and most likely to have cultivated relationships with most of the congregation. Dillon says securing large contributions grows from building and deepening relationships.

Here are his recommendations:

· Meet individually with potential donors. Rather than passing out pledge cards in a group setting (such as a worship service), ask for pledges in one-on-one meetings. Avoid “making an announcement from the pulpit.” Nothing is more effective than a personal invitation to participate.

· Be specific about the size of the gift. Base the number on what you know about the donor’s lifestyle, rather than rumors about their church contribution record.

· Suggest a gift range. For example, “We need five people to give between $25,000 and $50,000 before Thanksgiving.”
· Slow the discussion before the mention of money. Dillon likens the flow of the conversation to a basketball game, where the players move the ball quickly from one end of the court to the other, but intentionally slow down before aiming for the hoop.

· Make the appeal spiritual, but not manipulative. Say, “This is what the Lord has asked us to do. We’re looking to find who God has in place to make this ministry happen.” This allows potential donors to assess honestly whether they are called to participate in this project or something that better aligns with their God-given passions.

· Be clear in the asking. “Too many times, the donor doesn’t know he’s been asked to make a commitment,” Dillon says. Rather than asking the donor to make a pledge later, ask, “Do you believe God is leading you to join us in supporting this project?”
Thoughtful Timing

Knowing when in the conversation to make the appeal is more art than science. Burggraf recommends watching body language and listening carefully for verbal cues.

When the donor begins to include himself in the project, saying “our” instead of “your,” proceed to explain the giving opportunity. The person will give what Burggraf calls “unspoken permission.”
“If we truly have a relationship of respect, we’ve got to listen for permission,” he says, concluding that larger gifts require greater sensitivity. Given the current economy, he recommends alertness to possible changes in the donor’s financial situation. “People may want to give, but they may need a longer time to fulfill a commitment,” Burggraf says. “Currently it may take longer for gifts with more zeroes and more commas to come in, because they are usually gifts of assets.

“First, we agree on their passion for the mission, then their commitment to the project. Finally, we make plans for giving, possibly phased over several years with modest installments at the beginning.”
And always, Burggraf adds, spend time on the relationships. “Philanthropy, the word itself, means ‘loving people.’ When we help people give large gifts to help other people, that’s what we’re doing: loving people.”
—Eric Reed; adapted from ChurchLawAndTax.com, © 2009 by Christianity Today. For more articles like this, visit ChurchLawAndTax.com
Discuss:

1. Is asking for money scary for you? If so, what contributes to this fear?

2. How can you seek out wealthy donors and encourage them toward generosity without showing favoritism?
3. Are there people who come to mind when you think of asking for large donations? How can you approach them and encourage them to give in a healthy, non-manipulative way?

	You Have to Ask

Six fund-raising principles for pastors.

Matthew 7:7


After 20 years in pastoral ministry, I am now a fund-raiser in Christian higher education. In my previous life, I thought constantly about worship services, staff hires, board meetings, and the next sermon. Now my days revolve around major gifts, capital campaigns, donor development, and the next ask.

And, surprisingly to some, I love my role here. The last few years have taught me some basic lessons that I wish I’d known when I was a pastor. I offer them to you with the hope that they will be helpful in fund-raising efforts for your local church.

1. Embrace your role.
I once heard a sermon on tithing begin with these exact words: “I’m sorry to have to talk to you today about money…”
It’s a common sentiment, but deeply flawed. Pastors often feel a bit squeamish about the fund-raising dimensions of their ministry.

But fund-raising is ministry. It is a spiritual enterprise. It’s teaching people to emulate the God who loved the world so much that he gave. And if it’s true that we cannot serve both God and money, then asking people to participate in Christian philanthropy is an essential component of discipleship. It is nothing to feel embarrassed or awkward about. Rather, fund-raising for God’s work is a mission-critical role which church leaders must learn to embrace.

2. Harness the power of the ask.
People will rarely give with sacrificial generosity unless someone asks them to do so. If we don’t ask, many gifts will simply never come. If pastors ask at all, they tend to do so in large group settings—sermons, membership classes, bulletin blurbs. This kind of stewardship “broadcasting” is necessary, but it is not sufficient. Just as the best leader will not just volunteer to chair your elder board, so also major gifts will never materialize for your church unless there is a personal ask.

It may be a high-capacity individual who you invite to make a major gift to a campaign. It may be a new board member who you ask to start tithing. It may be a person who has high passion for global ministries and you ask her to fund an initiative in Africa. These conversations must of course be conducted with great wisdom and sensitivity, but just as we ask people to come to Christ, join our small group, lead a workshop, or bring a dish to pass, so there are key moments when we must ask people to give.

3. Acknowledge the 90/10 rule.
It’s a matter of simple arithmetic: large gifts will generate more dollars than small gifts. Just one gift of a million dollars has the same impact as 10,000 gifts of 100 dollars each. Every gift is important and every donor matters, but 90 percent of the money really does come from 10 percent of the people. So what is good stewardship of time for a fund-raising officer?

What are the implications of this for your ministry? How do we stay a million miles away from the kind of favoritism described in James 2, and yet at the same time wisely acknowledge these fundamental realities about fund-raising? You will need to wrestle prayerfully with these questions, but I invite you to consider a stewardship strategy that recognizes the unique role and pivotal importance of those to whom God has entrusted more resources. 

4. Leaders need to be givers.
In the world of higher education, it is absolutely essential that 100 percent of our board members and other leaders be generous supporters of the ministry. It is unconscionable that someone would be sitting in a position of leadership and not be personally invested in the mission.

I believe this principle also applies in the local church. I remember a particularly cantankerous board member who seemed to oppose virtually everything I suggested. His frustration with me reached the point that he ultimately told another board member that “the Lord had called him” to another church in town.

While I was personally delighted at this news, I expressed concern to the church treasurer about the hit to the church finances caused by the departure of this pillar and his family.

“Don’t worry,” he said, “he never gave a nickel to this place.”
Another time the church bookkeeper mistakenly put the year-end giving summary of a pastoral staff member in the same envelope with mine. I was astonished to see that this influential and long-time staff member gave less than 1 percent of her salary back to the church. Both of these situations (and who knows how many more) would have been averted if we had put into place systems of accountability that ensure that leaders are givers. No exceptions. No excuses.

5. Donors deserve full disclosure.
Nothing will rain on a fund-raising parade more than the perception that something shady is going on with the organization’s finances. If donors don’t have high confidence that their gifts are being stewarded with wisdom and in ways that tangibly support mission, they will understandably dial back their giving. Superfluous spending, inequitable salary structures, over-leveraging with debt, smoke-and-mirrors accounting games, and lack of control and accountability are just a few examples of the financial shenanigans that quickly demotivate even our most loyal donors.

In order to prevent even the appearance of financial sloppiness or impropriety, I recommend a policy of full disclosure to donors about church finances. This doesn’t mean that the church checkbook needs to be posted in the church lobby, but it does mean that financial statements and supplementary information should be readily available to anyone who asks.

Think of donors as investors. They have every right to know that the funds they invest are being used in ways that reflect the highest possible levels of integrity and stewardship. Total transparency and full disclosure are the only ways I know to give donors that assurance.

6. Remember the power of appreciation.
I wish I had exercised that same diligence in expressing appreciation to donors when I was in pastoral ministry as I do now. In my current role, I do it all the time. I write countless thank-you notes. We host appreciation events. We even have a staff position that has as its primary responsibility ensuring that donors are appropriately thanked and recognized. We want every college donor to know that their gift matters and is deeply valued; I’d think we would want every donor to our church to know the same thing.

The sacrificial giving of money is just as noble as the sacrificial giving of time, and those who do it are equally worthy of our intentional thanks and appreciation. Finding meaningful ways to say thanks, especially to those who give significant or sacrificial gifts, is an indispensable component of your role as chief fund-raising officer.

—Jack Connell is senior vice president for advancement and external relations at Roberts Wesleyan College and Northeastern Seminary in Rochester, New York; adapted from our sister publication Leadership Journal, © 2013 by Christianity Today. For more articles like this, visit LeadershipJournal.net.
Discuss:

1. How transparent is your church about finances? In what ways could you provide more information to people to encourage accountability and inspire greater generosity?

2. What can you do to show appreciation for people’s giving? How have people responded in the past when you acknowledge and thank them for their sacrifice?

3. How might learning to be more forthright and direct about finances actually help your church grow spiritually? How could it help you grow as a leader?

	Raising Money from Millennials

They will give generously if you approach them in the right way.
2 Corinthians 8:7


Church capital campaigns follow a pattern: private phase, public phase, advance-commitment night, commitment Sunday, etc. While this traditional pattern has been tested over decades, it’s important to remember it was not designed by Millennials (people born roughly between 1980 and 2000). In fact, many campaigns essentially write off Millennials and assume the heavy giving will be done by Builders or Baby Boomers. 
But our church did not have that luxury: 80 percent of our adults are under age 40. Either Millennials got behind this campaign or we didn’t have one.

So we assertively modified the traditional campaign. This led to animated conversations with our capital-campaign consultant. But that give-and-take made the campaign right for our Millennials. It made us appreciate our consultant all the more (because she was willing to adjust traditional approaches but wisely kept us from jettisoning too much). And it led to a campaign that exceeded our expectations. Here’s what we learned.

1. Provide real help for people in real need.

Millennials’ gift to the church, in my opinion, is their outward focus; they define greatness as serving others. Our campaign’s tagline was “For the Lord, the Lost, and the Least,” and Millennials were the most likely to ask about that final word.

We also used the campaign to increase our giving to people in need. We said publicly: “We are not going to build this sanctuary on the backs of the poor and the trafficked. We are not going to ask our missionaries to live on less for the next two years. Instead, at the very time when we need every dollar for this building, we are going to boost our outward giving by 26 percent.”
Millennials will dig deep as they see your church trying to “live simply so that others may simply live.”
2. Dial down the hype.

Run each statement, fact, goal, or idea you plan to communicate through a brutal-honesty filter, because the Millennial generation is conditioned to distrust the institution and to question the inauthentic.

For example, on our main campaign video, I didn’t say, “In our rented facilities now, children’s ministry is practically impossible.” Instead, I said, “While not impossible to do now, it’s kind of hard.”
This feels counterintuitive, and you may feel you’re lowering urgency, excitement, and the call to action. But authenticity is non-negotiable.

And because Millennials tend to be skeptical, it’s impossible to communicate too clearly or too exactly where all the money is going.

3. Find ways for everyone to make the team.

Most capital campaigns, to increase giving, create a culture of exclusivity. The private phase focuses on elite gatherings of major donors. That motivated Boomers—“I got on the elite team.” It bothers Millennials. In our campaign, a few Millennials asked, “Are there secret meetings?”
So in our private phase, we insisted that gatherings include not just major givers but also major servers, people who give generously of their time.

We grew the private-phase invitation list to about a third of our entire congregation. And on advance-commitment night, we didn’t restrict the event to our big givers. Instead, we invited anyone who was ready to make his or her commitment early.

Probably the simplest and best way to ensure that Millennials won’t feel left out is to recruit some Millennials for your campaign leadership team.

4. Talk honestly about debt.

Debt is a fact of American life: for households with credit-card debt, the average is $15,799. But Millennials feel the vise grip of debt more painfully than most.

Average debt for graduating college seniors is more than $23,000, and recent graduates stumble in paying this back, when the only jobs they’re finding are part-time, lower-paying, service-sector. Add in a car loan, and an occasional bad spending decision, and you understand why the most-common question I got during the campaign was, “I want to give, but I have a lot of debt to pay off. What should I do?”
So it’s not enough to talk in glowing terms about faith and generosity and “not equal gifts but equal sacrifice.” We have to talk about the realpolitik of debt.

My response to the reality of Millennials’ debt and their calling to give was posted on our church blog. Basically the issue is this:

Both paying off your debts and giving generously are important. Paying off your debts must be a high priority for your financial life. Having said that, I do not advise waiting until your debts are fully paid off before giving to God. You need to give for your spiritual health, for your connection to the church, and for your own dignity.

So I encouraged them to give something now. And over time, as they pay down debts, they will gain the freedom to give more.

5. Keep tech relational.

Many people assume the best way to motivate giving from Millennials is through technology. But in our experience, though tech is helpful, it will not replace relationship; you still need to schedule as many face-to-face meetings as time will allow. And as you do communicate via tech (we used our church website, blog, Facebook account, and Twitter, plus we built a campaign microsite and added online giving, which we didn’t have before), don’t think “impressive.” Think “relationship building,” which for Millennials means “authentic,” “fun,” “simple,” and “sharing of stories.”
In all our tech, we invited people to tell their stories of generosity and transformation. Some people wrote brief stories; others created YouTube videos.

Our church must be one of the few left in America that does not show videos in worship services, but we got huge wins with a 14-minute video that we showed after services one Sunday. On it Jeff and Kimberly, a Millennial couple, talked honestly about their marital separation and loss of a child, and how the church had walked with them through those crises.

6. Set the threshold low and the participation high.
We had a financial goal, but what we emphasized more was a participation goal: “We want 100 percent of our members and regular attenders to give.” To increase participation, we did two things.

First, we ran a “one-fund campaign” (as our consultant astutely advised), in which the general fund and building fund and mission fund are combined. That way, every dollar someone has been giving, or starts to give, contributes to the whole ministry. It sets the threshold low so that everyone can participate.

Second, we took the traditional gifts chart—we need so many gifts of this amount, and so many of this amount, etc.—and shifted it downward: fewer of the really big gifts, and lots more of the really small gifts.

Many Millennials think, I don’t have much to give. We said, “If every college student here gives $10 a week, that would yield over $150,000.”
How did we do on participation? We hit 81 percent, a little lower than we’d hoped, but we were delighted that 72 commitments came from people who had never given to our church before.

7. Wrestle your demons to the mat (Millennials can tell if you haven’t).

Millennials can read you as a leader. They may not do so perfectly, but in general, their radar picks up whether you are giving sacrificially, whether you are anxious and therefore pressuring people, and whether this campaign is primarily about you.

Though they tend to distrust institutions, they will trust a leader who is honest and unafraid to be in personal contact and who will let them ask hard questions. This is impossible to do, though, if you’re still anxious about whether your church is going to reach its financial goal.

It took me time to break through to the freedom of giving sacrificially. I knew the campaign was coming, months beforehand, when the Lord spoke to me about giving a number that was, for me and my wife, radical. Money is inherently self-deceptive, though, so it took fasting and prayer and conversation before we finally could give that number with unity and joy.

But once I was free from anxiety and free to obey, what a freedom I felt to pastor! With the weak I could be tender and genuinely release them from any pressure to give; with the strong, I could challenge them boldly.

And when I saw the results from Commitment Sunday, I rejoiced. It’s not true that Millennials do not want to commit. It may be that we seldom ask them in ways that release their passion: to belong to an authentic community that is making the world a better place and glorifying the one who is eternal.

—Kevin A. Miller is associate rector of Church of the Resurrection in Wheaton, Illinois; adapted from our sister publication Leadership Journal, © 2013 by Christianity Today. For more articles like this, visit www.LeadershipJournal.net. 
Discuss:

1. What has been your experience raising money from Millennials?

2. Which of the pieces of advice above would be most difficult for your church to embrace? Why?
3. Millennials demand deeper levels of transparency and authenticity. How might this stretch and grow older members in your church? How can you foster inter-generational dialogue on this topic?

	Facing the Year-End Shortfall

Five steps to help make up the difference.

Romans 16:19


Many churches rely on a once-a-year—or once-in-a-while—message from the pulpit on tithing. Historically, this has been enough to help bolster the budget until December when the annual year-end bump in giving helps bring church budgets into the black.

So, what can a church do if the silver-bullet stewardship sermon or year-end giving isn’t going to bail out a swamped church budget? Here are five time-tested recommendations based on training seminars I have done with thousands of pastors and church leaders:

1.  Conduct a church-wide, family-friendly generosity initiative.
The generosity message must move from the finance committee’s boardroom to each church member’s dining room and personal devotional time. Instead of launching annual stewardship pledge drives, we need to make our generosity teaching a God-centered message from the Bible instead of a church-centered message from the budget. If we teach people to faithfully and generously give to God, we will easily meet our budgets. Church budgets are good spending plans, but they should never represent the giving goal.

Along with preaching regularly on the topic of generosity, churches can provide congregants with helpful, biblical resources that will encourage them to think and talk about money, generosity, and possessions from God’s perspective. In addition to equipping adults in our church with tools to learn about generosity, we must also empower parents to raise up their children to be generous to God’s work.

2.  Help people get out of debt and financial trouble.

Many people sitting in your church are drowning in a sea of red ink and financial mismanagement. Today there are church-based financial classes that will give people the time, space, and place to discover they can move to higher and drier financial ground. Very often, these classes become a great opportunity for reaching the unchurched in your community. In a class at my church, 40 of the people attending the class were from our surrounding community and only 4 were from our church. The Bible has the financial answers people are looking for, and we can minister to the people in our community and church by making classes available.

3.  Make your offering baskets bigger.
When I taught on finances and giving in India, I noticed they had the largest offering baskets I had ever seen. They explained that they needed the baskets to be big enough to literally hold a portion of whatever the Lord had blessed them with during the week—bread, rice, eggs, money, and more! Metaphorically speaking, in America our baskets are too small. We need to create bigger baskets by giving people more ways to give.

For years, churches have been arguing over whether we should pass the plate or have a box in the back. Today, the answer is, “yes and more.” Every church should look for ways to inspire people to be more faithful in their giving. Ask the typical 20-something to write a check—they can’t because they don’t use checks! Most use debit or credit cards, and they do all their finances online. Today, churches need to offer a variety of ways for people to give—offering plates, boxes in the back, mail-in envelopes, online giving, electronic funds transfers, giving kiosks, stock brokerage accounts, and even iPhone applications. The goal is to help people become more faithful in their generous giving to the Lord’s work. Sometimes this is as simple as making giving more convenient.

4.  Focus some stewardship activities on the 90 percent of a person’s resources.
Research shows that 90 percent of a person’s financial wealth is not their cash flow; it’s in their accumulated assets and estate. Most churches’ stewardship activities concentrate on merely getting money into the Sunday collection plate. The biggest gifts a person will ever be able to give to the church during their lifetime or upon their death are from their assets and estate (property, vehicles, investments, business interests, life insurance, etc.). Yet 90 percent of the people in your church will pass away without designating anything to your church from their assets or estate. Churches need to teach their members how to properly steward all the assets God has entrusted to them over their lifetime. You can do this by providing information and classes to your congregants on estate planning.

5.  Preach God’s Word on finances.
God included 2,350 verses on finances and material possessions in the Scriptures. When you examine the Word for spiritual leaders who helped encourage financial teaching and generosity in their generation, the list is a veritable “Who’s Who” of Bible characters. While it was common in the past for churches to have one annual stewardship message, many pastors today are teaching whole series on finances covering a full range of topics from a biblical perspective: earning, savings, debt, materialism, generosity, investing, and more.

If you implement even just one of these five stewardship ideas, your church will experience a leap forward in its ability to inspire people to live more generously and increase giving all year long.

The Bible provides more than 2,000 verses on finances and generosity and a growing number of churches say they planned, or considered planning, to share God’s Word on these subjects through the following:

Preaching, 75%

Financial classes/courses/groups, 65%

Sharing a Bible verse during the offering, 62%

Distributing pamphlets, 51%

Making financial counselors available, 48%

Conducting an annual stewardship drive, 48%

Showing videos in the worship service, 44%

Giving families a generosity devotional, 43%

Providing estate planning materials/seminars, 44%

Providing stewardship training for leaders, 40%

—Brian Kluth is a pastor, best-selling author, and international speaker; adapted from ChurchLawAndTax.com, © 2010 by Christianity Today. For more articles like this, visit ChurchLawAndTax.com
Discuss: 

1. Have you faced yearend shortfalls in the past? How did you respond? What might you do differently today?

2. How can you help people in your church deal with their debt? What are some of the deeper spiritual issues involved with this topic?

3. What are some ways you can teach more faithfully and consistently about finances? 

	Finding Donations from Additional Sources

Making your needs known enlarges your donor base.

Proverbs 16:1


Many people are blessed today with the kind of affluence that gives them more than they need. And what they no longer need could be exactly what your growing church needs to furnish its programs.

Publicize the Need
People and businesses don’t always think about donating to churches, so your church should make your needs known. Keep your eyes and ears open about possible sources of goods the church could use. 

Also look for news of changes in large retail establishments, financial services, government organizations, and manufacturing firms. Then contact the property distribution departments of these firms and ask if you can be put on a call-up list. By putting its name on record with area businesses, one church in California received top quality office furniture from two banks that were restructuring. One year later, the church received phones and portable computers from an insurance company. Six months after that, a commercial liquidation led to the acquisition of a large collection of modular workstations at no cost to the church.

The Caveat of Donations
A word of caution: Be careful about accepting whatever people or businesses might think you need. If you can’t use the stuff, it’s better to decline the offer. Dave Schutkee, administrator of Fair Oaks Presbyterian Church in California, says that when Fair Oaks has a capital stewardship drive, the church receives real estate, stocks, and bonds. Those assets can appreciate over time, but some can be a bother. Schutkee warns churches about accepting land that can be hard to sell. He advises that the title of any property be researched to make sure there are no liens against it and that the land contains no environmental hazards, such as toxic waste. Land gifts come with obligations, such as property taxes and insurance that must be paid at least yearly. 

The Donation Receipt
When individuals give goods to the church, they may ask for receipts for the IRS. Such receipts must include the following: 

· The name of the organization that receives the goods.

· A description and evaluation of the items donated.

· The amount, if any, of any goods or services provided by the church in return for the donation.

· The signature of the person who accepts the goods. 

The donor should ask for a receipt if the value of the donation exceeds $250. If the value of donated property exceeds $5,000, a property specialist must appraise the property. According to the IRS, a taxpayer must receive a written receipt from the church prior to filing a tax return with itemized deductions or before the due date for filing an extension on a return.

By determining guidelines for accepting donations as well as communicating your needs to potential donors in the congregation and community, your church can enhance its ministry. 

—Gary A. De Bois; © 2010 by Christianity Today/BuildingChurchLeaders.com. 
Discuss:

1. Did this spark some ideas about where you might find additional funding for your ministry? What are the first steps to take to explore these new avenues?

2. Do you have guidelines in places for accepting donations? What are some of the challenges accepting donations from new sources might present?

3. How can you publicize the need for funds? Are there ways in which you’ll have to clarify the communication about your ministry in order to attract potential donors?

	Adopting a Hybrid Ministry Model

Dwindling resources may necessitate new structures.

Ephesians 5:15–16


I love the internal combustion engine. One of my first cars was a gas-guzzling V-8 Mustang. Today’s itsy-bitsy four-cylinder gas misers are certainly more practical. But if you want to hear me giggle like a little girl, put me in the seat of a 650-horsepower Shelby GT500. Watch as I fishtail the car, sprint to 100 mph, stomp the brakes, then do it again.

Changing Realities

But here’s the sad reality. The day will likely come when the earth runs out of affordable crude oil. It could be 50 years from now, or it could be 300 years. On that day, a Jaguar convertible, a Hummer, even a Lamborghini will be of little practical value. What good is a powerful gasoline vehicle, if the world has no fuel?

The fossil fuel crisis may be centuries away. But the evangelical fuel crisis—the crisis of donations—is already upon us. And it will only grow more severe in the future. Senior citizens comprise 19 percent of church attenders, but they account for 46 percent of all donations. As members of this generation die, they will pass on their wealth to heirs who are less likely to give generously and consistently to churches. Many ministries could see revenue decrease by as much as 50 to 70 percent in the next 10 to 30 years.

Responding to Change

This raises the question: What good will a staff-intensive, program-driven 20th-century ministry model be for ministries without fuel? Without a reliable stream of cash, our largest, most powerful ministries will be Lamborghinis with empty gas tanks. Impressive, but impractical. And ultimately, relics. But we can begin building “alternative vehicles” now. These vehicles may not be as much fun to drive. But the point is that they still will drive in 15 to 30 years—when ministry Hummers and gas-guzzlers are abandoned in the desert.

These new ministry vehicles need not run without the fuel of donations. They just need to run on less fuel. Ultimately, they will depend less on dollars and more on disciples. This is what I call hybrid ministry.

What do I mean by a hybrid ministry model? One that still runs on donations—but requires less money to produce more ministry. Hybrid ministries don’t require as much money because they’ve been careful about buildings and other overhead costs, and they also have an alternate energy source (nonpaid staff).

Hybrid autos use an alternate energy source—electricity—to reduce the need for fuel. In ministry, the alternate energy source is disciples, or unpaid staff. Unpaid or alternative staff can greatly reduce the need for donation fuel, while also moving us toward a more disciple-based model.

New Models

By unpaid and alternative staff, I do not mean volunteers who require constant monitoring and prodding from paid staff. I mean trained, called, qualified, and gifted staff and pastors, who work tent-making jobs and do not draw full-time salaries from the church. Realistically, these nonpaid staff will not be putting in as many hours as paid staff, but there is no limit to the number of nonpaid staff a ministry can add to the team.

Hybrid ministry is not only necessitated by a decline in giving. It also forces us back to discipleship in the local church. Jesus didn’t hire staff members; he called disciples. Leaders who imitate Christ’s discipleship model can “engineer” and “build” auxiliary engines in the coming years.

As we train new leaders, God will call some into traditional full-time ministry. But—aware of the pending church fuel crisis—we can teach many new leaders their value in the secular marketplace, as leaders who do not draw full-time wages from the congregation. This is, after all, how the apostle Paul served the New Testament churches Christ called him to plant and feed.

I enjoy hiring and leading full-time salaried pastors. They are convenient, fun, and always available. I also enjoy gas-guzzling V-8 engines.

With a “fuel crisis” upon us, will we spend the next decade working harder and harder at fundraising—or working harder and harder at disciple making? Leaders with an eye on the long term will, I believe, choose to depend less on dollars and more on disciples. Reprioritizing in this direction is not just strategic. It’s also biblical.

The crisis is here. We must plan to do more with less. If we don’t, we will end up doing less with less.

—John Dickerson is senior pastor of Cornerstone Evangelical Free Church in Prescott, AZ; excerpted from The Coming Evangelical Recession (Baker, 2013). Used by permission.
Discuss:
1. What do you think of Dickerson’s model of “hybrid ministry”? What changes would you have to make in your organization to move toward the model he’s describing?
2. Can you anticipate any non-financial ministry advantages to hybrid ministry?
3. Have you seen evidence of a growing shortage of funds in your own ministry? How can you prepare for a potential coming decline in overall giving?
	Further Exploration

Resources for church building and fundraising.


BuildingChurchLeaders.com. Leadership training resources from Christianity Today.





-The Giving Church, Training Track



-“Giving & Finances,” Assessment Pack



-“Leading Financial Stewardship,” Assessment Pack



-“Capital Fundraising,” Practical Ministry Skills



-“Creative Fundraising Ideas,” Practical Ministry Skills



-“Fundraising for Short-Term Missions,” Short-Term Missions



-“Start a Fundraising Campaign,” Survival Guide



-“Building & Remodeling,” Training Theme



-“Finances,” Training Theme



-“Stewardship,” Training Theme

LeadershipJournal.net. This website offers practical advice and articles for church leaders.
Maximize: How to Develop Extravagant Givers in Your Church by Nelson Searcy. Maximize is the ultimate how-to book for pastors and church leaders who long for their churches to be fully resourced to carry out ministry initiatives without financial strain. Pastor Nelson Searcy provides an innovative, step-by-step plan for turning first-time givers into extravagant stewards of God’s resources (Baker Books, 2010; ISBN 9780801072185).
Growing Givers’ Hearts: Treating Fundraising as a Ministry, by Thomas H. Jeavons and Rebekah Burch Basinger. This book will help church leaders look at fundraising from a Christian perspective (Jossey-Bass, 2000; ISBN 0787948292). 
Whose Offering Plate Is It?: New Strategies for Financial Stewardship, by J. Clif Christopher. Christopher offers simple, strategic advice on such difficult questions as: “Exactly how do I go about gaining access to the donor records when my church has prohibited it for a hundred years?” “How do I explain a meeting with just those who are strong givers without alienating those who are not?” “How can we advocate online giving without encouraging some to abuse their credit cards?” “What should letters to different giving constituencies look like?” (Abingdon Press, 2010; ISBN 9781426710131). 
Other Fundraising Organizations:
	Cargill Associates
800-433-2233
www.cargillassociates.com
	The Gage Group 
800-684-4243
www.thegagegroup.com
	Generis Partners 
800-233-0561
www.generis.com

	Impact Stewardship Resources 
615-457-3008
www.impacnow.com
	Injoy Stewardship Solutions
800-333-6509 
http://www.injoystewardship.com/
	Pursuant 
Multiple locations
http://www.pursuantgroup.com/
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