
We help you fund your vision

Tr ick s of  the Fundr aising T r ade
By David B ennett, Pr esident

One church conducts a capital funds 
campaign with results that exceed their 
fondest hopes. Another church has good 
results, but the leaders know it should 
have been better. Both fol-
lowed the same basic plan. 
What made the difference?

Campaigns need room
Cal en d ar

In order for people to 
understand the importance 
 of  the campaign it must 
become the number one 
focus. The way you do that 
is by clearing the church 
calendar so there is noth-
ing else competing for atten-
tion. 

The regular activities of  the congre-
gation continue, but the activities con-
nected with campaign take center stage 
during the active campaign period. There 
can be no other major events while the 
campaign is in progress. Never promote 
other offerings or special needs requests 
while the capital campaign is before the 
congregation. 

Only the best will do
Lead er sh i p

Highly successful campaigns happen 
when the most effective leaders in the 
church take it as their ministry. Less suc-
cessful campaigns result when campaign 
leadership is relegated to second tier 
leaders.

“But our best leaders are giving so 
much time I can’t ask them to do more.” 

Of  course not. Everyone has limits. 
Therefore arrange a three months leave 
of  absence from their normal church 
duties to free them up to lead the cam-

paign. A valuable advantage 
to doing this is that it pro-
vides a natural opportunity 
to train, test and evaluate 
your potential leaders.

Follow sound advice
T r u st
Trust your campaign con-
sultant. You are paying a 
fee to obtain the benefit of  
years of  experience in 
successful fundraising. 

Follow his counsel.
We never quite understand the point 

of  obtaining professional fundraising 
counsel if  church leaders are going to do 
it “our own way,” and yet it does happen. 
Churches can do it “their own way” 
without paying our campaign fee!

Much of  successful fundraising is 
counterintuitive. It requires asking ques-
tions that, in other settings, would be 
impolite. It requires sitting in silence 
when you urgently want to speak. It re-
quires getting beneath the obvious need 
for a new staff  member or building to 
help prospective donors see how their 
needs will be met by becoming part of  
your team.

Left to follow their own inexperience 
in fundraising, many will omit the very 
steps that produce the best result. That is 
why you obtained professional help in the 
first place. 
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Q&A
What is the most common mistake 

when churches decide to have a 

fund campaign?

Not allowing enough prepara-
tion time. A campaign can be 
pasted together in six weeks, 
but that doesnÕt allow enough 
time for your leadership team to 
prepare themselves spiritually 
nor to bring their best work to 
the campaign. The result is likely 
to be disappointment.

How far ahead should we plan?

Most churches need three to six 
months to prepare. There is a 
lot of work to be done, and a lot 
of praying to be accomplished. 
Allowing enough time permits 
your team to bring their best 
creativity, and the result is a pe-
riod in your churchÕs life that 
people remember a high point.
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