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A Few Things to Consider

A Ministry for People with Money

1. Your church’s most valued ministry—helping members make informed decisions on giving

2. Giving is a pastoral issue—encourage/empower just like other areas of ministry
3. People with money deserve special attention—everyone deserves special attention!

4. People with money need help—resources mean choices
5. Where else will they learn?

6. Get over it—and help them!

The Real World of Money

1. Boston College researchers estimate that over the next half-century there will be the greatest transfer of wealth in history:  $41trillion-$136 trillion!
2. Charities stand to receive between $16 trillion and $53 trillion in the next 50 years.  Other studies have estimated that the larger the estate, the more is given to charity.  For estates less than $1 million, most goes to heirs and little would go to charity.  For estates $1-5 million, charity usually gets eight percent.  Larger estates—including those over $20 million—34% goes to charity.  That’s a lot of money!  Who will get this money?  Those who ask for it!
The Real World of Church
1. Members are asking, “How can I be a better steward with what God has given me?”
2. Unfortunately here’s the usual order of events:
a. People want to support the church’s mission
b. Church is uneasy talking about money
c. People give the money to someone else!
Changing Patterns of Giving

1. Most faithful and generous supporters are “going home”
2. Those replacing them are younger and financially overextended 

3. Tend to be “investors” rather than “givers”

4. We must orient our younger members and teach them about giving

5. We must encourage our older members to help support the church of the future

Most Given by a Few

1. 10% of members give 50% of support

2. 10% give 30% (20% give 80%)

3. 30% give 10%

4. 50% give 10% (most give nothing at all)

5. Does it make sense to treat all of these people the same?

Earned Income and Accumulated Assets

1. Traditional stewardship addresses income—tithe, proportional giving, etc.

2. Most capital campaigns are funded from assets rather than income

3. More people prefer to give from assets

a. Aging

b. Expanding economy

c. More assets to share

4. Address this reality at every opportunity—annual campaign, sermons, classes, etc.

5. Personal contact is most effective means to encourage and receive

Four Types of Gifts

1. Annual Gifts—ongoing ministry of the church

2. Campaign Gifts—special offerings, capital needs

3. Special Gifts—donor-selected ministries/missions; may be impulse or planned

4. Deferred Gifts—usually out of estates

Let’s use all four types of gifts to fund each one—think about it! 

Where Do We Begin?

Begin with a Healthy Congregation—or the Best One You Have

1. It’s all about relationship!  

2. Best to have healthy church of healthy people—rarely all at same time

3. Take some time to introduce healthy atmosphere and giving habits prior to campaign

4. Session is vital in setting the tone and standard—begin with confession: “We haven’t done a very good job leading in the area of financial stewardship…neglected our responsibility as leaders…we are going to try to do a better job…we have asked the pastor…and the CE committee…some will work and others won’t…please help us to do a better job helping our members be joyful stewards.”

Begin with a Good Case—Why Do You Want the Money
1. Put in writing what you’re doing and why it needs to be done—obvious but necessary
· Mission—what we’re here to do

· Values—why it’s important

· Stories—how people’s lives are being changed

2. Be visual—use pictures, drawings, narratives, dramas, etc.

Begin with Leadership Gifts

1. This is the most important—and effective—portion of the campaign
2. Over half of funds are committed before public portion begins

3. Choose your best people to call on your best people
This is a Real Campaign
1. Same process for a capital campaign can be put into any effort
2. Confidential—not secret—information (those who have “confidence” of the group know)

3. Carefully selected committee—connection, concern and capacity—keep small (2-4 people) 
4. Carefully selected theme/purpose—the church’s ministry—don’t assume people know!

5. Carefully selected leadership gifts—church leaders and key members—called “silent phase”

6. Help everyone be a part—called the “public phase”

Do a Good Job

1. It rarely matters what we do—as long as we do it well!

2. Personality of the campaign should be similar to personality of pastor and congregation

3. “Stretch a little” by making a little more crazy or a little more refined—shows importance

4. Be honest about money and what it will do—“This is what we are doing…and this is what we would like to do…these are not my/our priorities…these are the values this congregation has identified …these are our values…these are our ministries....”

Have a Plan…and Follow It!

1. This is important—demands time, attention and resources

2. Begin early—suggests priority and value
3. Set deadlines—meet regularly and hold people to them—shows value and importance
4. Presentation is vital—use your best people in public

Treat Different People Differently

1. Talk to your most generous givers before the public campaign—these people can help you!

2. Enlist them on your committee—or at least as advisors

3. Ask them to make advance leadership pledges to encourage others
4. Ask leaders—staff, session, deacons, leading supporters—to pledge before public campaign

5. Send different letters to different people—personalize at every opportunity
Endowments Can Encourage Everything!
1. The best candidates already support your ministry—annual gifts and special campaigns

2. These people love the church—and want to make sure things continue

3. Help them make informed decisions—share information and let them decide

4. Provide resources—attorneys and drivers—to make their decisions easier

5. Deferred giving increases direct giving

Don’t be afraid to Ask

1. Most members don’t have a system for determining their pledge

2. “What other people think is an appropriate amount for me to give.”  How squishy is this!

3. Give specific examples

a. Percentage—income and/or assets—in addition to their annual pledge!
b. Special Gifts—in addition to pledge; support particular element of project or mission

c. Endowments—endow ministry/mission area; facilities endowment; best designation: “wherever it’s needed most”

4. Most people respond better if asked in person

Say Thank You
1. Easiest piece of process to forget—and the most important!

2. Say thank you in at least four different ways:
a. Say thank you within twenty-four hours—email, telephone, personal

b. Hand-written Note—mailed next day

c. Formal Letter from committee or session—hand signed by each member
d. Personal Visits

3. Nervous when talking?  Share this in personal conversation later—they were nervous, too!

4. It’s all about relationship!

Thank you for serving our church…and for supporting its ministry.

