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Pastors Have Questions
By David Bennett, President

Many times pastors ask me 1) what are 
the best practices churches around the 
country implement to increase their 
members’ donations to the church;  2) 
how can we talk to and cultivate those 
with the gift of  giving;  and 
3) how can we identify and 
disciple potentially large 
givers without showing 
favoritism to the “rich”?

Pastors also come to me 
expressing concern about 
the lack of  tithers.  Ac-
cording to George Barna, 
less than 4% of  church 
attendees tithe (giving 10% 
of  their incomes to their 
churches).  At a time when 
all people, including Christians, are earn-
ing more money than ever before, Chris-
tians are giving a smaller percentage of  
their incomes than they did during the 
Great Depression when even food was 
scarce.  According to veteran fundraiser 
Don Goehner, 85% of  pastors feel ill-
equipped to discuss money.

Best Practices
Thriving Churches
Nevertheless, many churches are flourish-
ing financially.  Today, I see these effective 
churches and staff  1) modeling tithing, 2) 
teaching money management classes, 3) 
preaching annually on money, 4) showing 
their attendees how donations are im-
pacting lives, 4) encouraging charitable 
estate planning, 5) sharing the vision of  
the church through a capital campaign 
and 6) envisioning and planning for the 
future while “sticking with” God’s plans.

Churches who grow stewards with in-
creasing commitment to God and the 
church communicate life change through 
the Holy Spirit.  They do this through 
their websites, brochures and DVD’s, 

emphasizing the spiritual 
growth (even as demon-
strated in their finances) of 
those coming in contact 
with the ministry.  These 
churches communicate life 
change through testimo-
nies before offering times 
and even when they discuss 
the budget.

Where to Start
The Key
The key to cultivating large 

donors in the church starts 
with listening to all attendees, including 
potentially large givers, to find what they 
are passionately pursuing in their lives 
and what excites them in the church.  
Large donors view what they give as an 
“investment” in ministry and not just a 
donation. Effective pastors today look for 
ways to connect what God is calling the 
church to do with the passions of  donors.

Multiple Services Available
We Can Help
Growing Healthy Churches would love to 
serve you.  We provide long term finan-
cial planning  for churches and non-profit 
organizations, capital campaign design 
and coaching and stewardship develop-
ment.  The churches we serve increase 
their weekly offerings, receive estate gifts 
and raise millions of  dollars so they can 
build debt free.  If  you are interested in 
learning more call me at 916-789-2518 or 
e-mail me at bennett5000@aol.com.
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Q&A
What is the biggest obstacle to a 

successful capital campaign?

Most pastors do not know their 
people well enough to know 
who should be invited to make a 
large gift.

Major success in fundraising 
comes when those who are 
ABLE to invest large gifts in the 
campaign’s vision actually 
MAKE those investments. Ob-
taining large gifts requires a dif-
ferent approach. You only know 
when to make that appropriate 
approach if you have a sense of 
who could make such a gift if 
they wanted to do so.

How can we make good decisions 
about large gifts?

There are strategies that effec-
tively supplement what knowl-
edge you do have. Contact us. 
We can help.


