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\Vhat's the
clifference benveerr
" [undra is ing"  and a
capi ta l  s tewardship
campaien?

Turner: Most fundraising is focused

on garnering funds to be used for the dai ly

operations or the annual budget of the

organization. Capital campaigns are efforts

to raise funds that are above and beyond

the everyday needs of an organization.

Usually, i t 's for a specif ic purpose, such as

a new bui lding. relocation or ini t iat ive. A

capital campaign can also focus on raising

endowment dol lars.

Brooks: The major difference is that

in fundraising, individuals are attempting to

f igure out what they can afford to give. In a

capital campaign run by a church, i t  revolves

around a God-given vision. People are asked

to take a spiritual journey to find out what

God would have them do.

Sheppard: In the church. i t  s more

about the need of the giver to give than it is

about the need of the church to receive. The

measure of the gift is more aboui quality than

quanti ty. The proport ion of the gif t  -  that is.

how much i t  costs the donor to make i t  -  is

more importantthan i ts mathematical amount.

From this perspective, the donor with meager

means can make the same gif t  as the donor

with extensive means-

Leathem: A capital stewardship

campaign  suppor ts  a  very  la rge  need.

such as  a  major  bu i ld ing  remode l ,  land

acqu is i t ion  or  a  new bu i ld ing .  A lso ,  a  cap i ta l

stewardship campaign involves a three- to

four-month process that posit ions church

fami l ies  to  make a  commi tment  to  g ive

over  an  ex tended per iod  o f  t ime -  usua l ly

three years.

As ure eonduct financia
analysis fer cnureher

around the country, wr
are n0 longer suipilse(
to see 254/o tc fiil% c
the giving membership

giving iess ihar
$1,000 a year

- Pat Graham. Presioeni. Cargr,r Associalb

What  a re  the  s igns
a church should
consider a capital
campaign?

Turner: l f  the church experiences an

uneven, peak-and-val ley worship attendance
pattern because the faci l i ty can't  support a

breakthrough. lf it has foregone large events

or fellowship opportunities because there's

no large mult ipurpose space in which to
gather. l f  ideas for ministry are frequently
postponed because faci lr t ies aren't  adequate

or funds for ministry expansion aren't

avai lable. l f  parking is a known problem. l f

the long-range plan is outdated and doesn't

represent a vision for spir i tual growth that

stretches the members. l f  the faci l i ty -

including worship. restroom and fel lowship

space - isn t accessible to persons with

disabi l i t ies. l f  adult education classes are

hindered because space is designated to

chi ldren's ministr ies, which are also running

out of room. If staff work spaces become
a hindrance to producing work because

they're small  and overcrowded.

Graham: Most churches do a very
poor job of teaching Bibl ical stewardship.

As we conduct f inancial analysis for

churches around the country, we are no

longer surprised to see 25Vo to 60% of the
giving membership giving less than $1,000
a year. This is a spir i tual issue that needs to

be addressed. --,---t
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Want to study up some more? Log on t0 www,churchsolutionsmag com and select the
'capital campaigns' article archive to access additional resources from our panel of experts:

Gapital Stewardship

eampaiEn Timeline

T h e  t a c t i c a l  a c t i v i t i e s

f o r  a  t y p i c a l  1 6 - w e e k

s t e w a r d s h i p  c a m p a i g n

by Bill Leathem

What Churches Don't Mil l ion-Dollar Mistakes

Want to Hear in Raising Are you making them right now?

Capitaf Funds by Mark Brooks

Sometimes, advisers for

capital funds efforts must say

th ings you won' t  l ike.

by Jim Sheppard

Top 10 Fears Regarding

Capital Gampaigns

Although fear tends to

surround capital campaigns,

they don't  need to be so scary.

by Doug Turner

^ . :
: . ,  giving amount per family; and fol lowing a

-.:i prepackaged process that's not specifically

:; , :  designed for the church's uniqueness.

Graham: Conducting dream sessions

with an architect before any consideration of

the financial realiiies; not casting a clear vision

about why the project is needed; and in most

situations, having'non-givers' determine the

size and cost of the project.

.,,,.1
(For additional resourcei on this topic,

see the "Online Literature Library" sidebar
' '  

for Mil l ion-Dollar Mistakes and 'What

Churches  Don ' t  Want  to  Hear  in  Ra is ing

Cap i ta l  Funds . )

fo r  the  church  vs .  p repackaged? Do

they  unders tand the  church  cu l tu re ,

persona l i t y  and methodo logy? How many

campaign  process  v is i t s  w i l l  they  make?

W i l l  t h e y  m a k e  f o l l o w - u p  v i s i t s  d u r i n g

the  g iv ing  per iod  a t  no  add i t iona l  cos t  to

t h e  c h u r c h ?

Turner: How long have they been

providing stewardship counsel? Who are

their cl ients? Do they focus on bibl ical

stewardship and teaching stewardship as a

way o f  l i fe ,  no t  jus t  as  a  campaign  g immick?

Does the f irm transier knowledge, leav.ing

the church more able and equipped to foster

a culture of stewardship? What do they

provide in the way of fol low-up services?),: .,.

what " ,
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What questions would
vou encourase churches
/ o

to  ask beFore select ing a
I consultant?

.I
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Graham: Why.r l | .s we doing this? Wil l

our people support this project? How much

can we afford to bui ld? What wil l  our debt

service look l ike after the three-year givi i ig

per,rbd? l f  the consult ing f irm can't  help

answer these quesilons; don'i hire them.

thev  be  there  fo r  vou  the  en t i re  course  o f.::.
1 i . .  the  campaign? Do they  exh ib i t  the  ab i l i t y

tod

:;":'**:l;:
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What are the most
ebmmon mistakes

,  
chu rches  make?

,, Leathem: Not selecting the right

consultant; stat ing (verbal ly or in print) a

f:=)= to think cleati ielv, or are their answers
stock pfogrammal icT ' " ' : t , , , , , , ' . , ,4 i '

,a .:,, .:,,: ... ,,,,..:.i,, ,,,::
Leathem: What expeiief ice do t i1ry

have? (Ask  to r  a  resume,  and check

re ferences . )  What  a re  the  common p ledge

resu l ts?  Can they  prov ide  a  f  lex ib le

campaign  process  ta i lo red  .  spec i f i ca l l y
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