
We help you fund your vision

Asking is Essential
By David Bennett, President

When Dr. Robert Schuller was 
building the Crystal Cathedral he found 
himself  in desperate need of  a large gift. 
One morning he read in the paper that a 
man had made a gift of  
one million dollars to a 
charity. Schuller had never 
met the man, but he im-
mediately made an ap-
pointment. In the man’s 
office he shared his vision 
and asked the donor to 
contribute a second million 
dollars, this time to help 
build the Crystal Cathe-
dral. He received the gift.

When the donor’s 
pastor heard of  the large gift being made 
to someone else’s church, he was upset. 
“Why didn’t you give our church that 
million dollars?”  The answer: “You 
never asked.”

People wait to be asked
Jesus Said It First

“Ask and you shall receive,” he said. 
He was speaking of  how one touches into 
the generosity of  God, but true it is for 
anyone who would touch into the gener-
osity of  a donor. 

There is a reason why you cannot 
walk into a new car showroom without 
being asked in several ways to give the 
salesman your business. People wait to be 
asked, and often reward those who do ask 
for the gift. Therefore asking is an essen-
tial part of  every successful capital cam-
paign.

Some find it hard
Inner Obstacles

Some people find it hard to ask for a 
gift, and therefore either do not make the 

request or do not make it 
clearly and simply. What 
accounts for this inner 
obstacle? It could be due to 
mistaken training received 
earlier in life. Perhaps the 
person is just naturally 
timid, or inappropriately 
feels a need to “protect” 
the prospective donor. 
Prayer, preparation, and 
practice are effective in 
overcoming these potential 

obstacles to a highly successful campaign.

It matters who asks
The Leader Asks

People always want to be asked by 
their leader, and this is most especially 
true of  those who are considering making 
the kind of  large gift that puts a cam-
paign over the top. In church campaigns 
the pastor can obtain gifts that no one 
else can get, and he or she can receive 
them simply by asking.

However it is necessary to ask more 
than once. Asking is a key element of  
presentations made during the campaign, 
and it is natural to make the request for 
the gift on each such occasion. The heart 
of  the matter is that the pastor sees this as 
his or her responsibility, one of  the 
unique gifts that the pastor brings to the 
team effort.
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Q&A
How do you train callers to ask for 

pledges?

We don’t. The average church 
member has a deep-seated 
dread of asking his or her peers 
for a gift. Overcoming that dread 
would take an impractical 
amount of training.

Our campaigns have many ways 
to involve volunteers, so that it 
truly becomes a team effort. 
Soliciting gifts is not one of 
those ways. We promise people 
at the outcome that they will 
never have to ask their neighbor 
for a gift. This increases their 
enthusiasm for the campaign!

No one else can secure the gifts 
available to the pastor, and so 
we concentrate on preparing 
the pastor for that role. 

www.growthcampaign.com
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