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Introduction

This handbook is designed for those who believe that God has called them to plant a new church somewhere on the face of the earth.  Because the new church only exists as a "gleam in the eye" of the planter, he or she must find financial support from an outside source while the church is being formed and strengthened to eventually take over the responsibility of supporting the pastor.

So, rather than being another book on "church planting," this handbook is purely about "raising support."  Although many strategies and techniques exist for raising support, this handbook will outline a plan that almost anyone can use, one that has been proven over many years to bear fruit, and one that will offer potential supporters the maximum opportunity to give (without being pressured) as well as one that gives the maximum glory to God.

Jesus himself said, "The harvest is plentiful, but the laborers are few..." (Luke 10:2).

He didn't say "there's not enough money," He said "there's not enough laborers!"

The truth is, there's plenty of money in this country, and much of it is in the hands of people who will give to help you plant your church, if they can just catch your vision and understand your plan.  So if you're reading this book, and are sensing a call to plant a church but you don't see how you can pay for it without divine intervention, grab your "highlighter" pen and let's go to work.

Remember, the word "missionary" comes from the Latin "miseo" which translates "I send on a mission." A missionary is one sent by others, not only  in a spiritual sense but also in a financial sense.  The first modern missionary was William Carey, a shoe cobbler from England. He used to make maps out of leather scraps and  ponder them with a burden for how God might use him to go to other parts of the world to proclaim the gospel.  Once he knew God had called him to the then-pagan land of India, Carey said to his friends, "I'll go down into the well; you hold the ropes."  Those rope-holders financed his voyage and work, and became very much a part of that initial harvest of souls in Serampore, India.

This handbook is an introduction to some general principles of fundraising that you can use to enlist others to "hold the ropes" while you go "down into the well." These are proven procedures I have utilized over the years in different kinds of projects. I have seen these methods reproduced by others with considerable success.  

My prayer is that "God will supply all of your needs in Christ Jesus." 

Jim Walters

jimwltrs@aol.com
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Basic Principles for Fundraising

1) Faith -vs.- Works.  Trust God as if it all depended on Him, and then work as if it all depended on you.   This appears paradoxical, but it is spiritual reality. Check Matthew chapter six, "Look at the birds of the air, they do not sow or reap... yet your heavenly Father feeds them."  A quick look up in a tree will show you that while the birds' food does come from the Father, those birds aren't sitting in their nest all day waiting for supper-- they're out there working like mad to catch their worms and bugs. 

In fundraising, faith and works aren't opposites, they are partners.  James reminds us in his epistle that "faith by itself, if it is not accompanied by action, is dead."  So, trust in God, and give Him your total cooperation by doing your part.

2) Faith -vs.- Communication.   I believe in this approach: "Trust God and tell the people."  Be sure you don't get those backwards.  God is going to be the source of your financial support, just as surely as He provides those worms for the early birds, but part of your job is letting the people know about your vision and your plans.  

Most evangelical Christians are not very good at hearing from God directly. They are used to hearing about needs and opportunities from fellow Christians and being prompted by the Holy Spirit to give to a particular need. Very rarely is a total stranger going to approach you and say, "Here, God impressed me to give you this." 

When that does happen, it is wonderful, and a kind of "greeting card from heaven," but for most of us, that experience is going to be the exception, and not the rule.

American people  love information, and will evaluate and prioritize a request for help according to both the quality and the quantity of information given to them.  I believe you can find a balance between faith and "corresponding actions" by "trusting God, and telling the people."

3) Stewardship -vs.- Fleecing. You must believe strongly in what you are doing.  You must believe that when people give to your church plant, they are acting as good stewards and are doing something that is pleasing to the Lord.  They are not really giving "to you" as much as "through you" to the missions project.  

You must believe that by giving to your project they are going to be blessed by God in return  (in some way, not necessarily financially).  Realize that some of the people who give to your project will be people with lower economic situations than your own. This  feels weird and unnatural to most of us, but you must permit them to give . If it humbles you to accept help from them, so be it. After all, God gives grace to the humble.

4) Informing -vs.- Begging.  Surely you detest those high pressure TV evangelists as much as I do, and I would never suggest that you raise support by begging, or by emotional appeal, or by any means of motivating by fear or guilt.  My counsel is simply to tell people what you're up to and help them catch the vision of how they can help.  Be truthful and positive. Share as the Spirit leads you and leave the results in His hands.

Two Key Concepts to Understand
1.   People give to vision, not to need! 
 Most Christians are going to invest in a church plant project because they have "caught the vision" of the good things that can happen (and not because they want to keep a sinking ship from going to the bottom).  They are hoping their dollars will result in souls saved and lives changed.  Some will even understand that the new church may extend the kingdom by someday planting yet another church, thus multiplying the spiritual return on their dollar investment.

There's a story told about a west Texas rancher who was out riding with his foreman when they came upon the carcass of a dead horse.  The rancher asked, "Aren't you paying attention to this ranch?"  

"Yes, sir," replied the foreman, "But I don't pay much attention to dead horses." 

I actually heard that story from one of the major donors to my ministry at the time. Her point was, she wasn't interested in investing money in "dead horse" ministries!

Don't you feel the same way? Read these two appeals that might come in your mail, and consider which one you would be more excited about supporting:

Appeal #1:  Things are going well here at New Hope mission. Our core group is about to split and become two groups. The new worship leader has found some musicians to help him on Sunday mornings.  However, our children's leader says she is out of space. We know of a  bigger place, and as soon as our support increases by only $350 more per month, we can grab that space and fill it with children on Sunday mornings. Please be in prayer about helping us.

Appeal #2:  Greetings from Last Hope mission. We have now been on the job for eight months,  but it is proving hard to meet people in this town.  It cost us more to rent the facility than we thought, but we had to have it to accommodate all the children.  The band has grown but we need to pay the worship leader or he won't stay with us.  Without another $350 per month, I don't know if we'll be able to continue. Please help.

Wouldn't you rather give to the first appeal?  Try to cast vision like that in all your communication, without resorting to hype or overstatement. The key is in the focus: let the message be centered around what God is doing and what you're envisioning to do next. Focus on goals and challenges, not on problems and obstacles.

Key Concepts, con't
2.  The secret to building support lies in building relationships.  

At colleges and universities, fund raisers are now known as "development officers." 

This is an honest term because their real work is developing relationships with people in order to help them become donors.  It doesn't take a rocket scientist to figure out that people give to ministry causes they know about, believe in, and trust. Nothing builds trust and confidence like a personal relationship, and relationships take time.  For you as a "missionary church planter,"  the time spent in developing relationships with supporters before you begin, and the time spent keeping up those relationships once you are on the job, is time well spent!  

It is important to understand that "support raising" goes beyond mere fund-raising. Prayer support and personal emotional support are two important resources you will need to tap once the work gets going.  If somehow you had been able to raise the funding you needed from total strangers, who would give you the personal support?

You need help from your supporters, but they need help from you too.   That's why you can honestly call them "ministry partners" if the support relationship goes beyond the financial realm.   

Can you see that you will actually be able minister to your mailing list? 
 You don't want to simply "use" your supporters, but rather you want to be a positive influence on them, encouraging them in response to their support of your work.   Their partnership with you may be a vital part of their own spiritual growth, as they become more committed and more involved in kingdom building.

The apostle Paul was a master at this. Understanding that ministry was a two-way street, and that by encouraging believers to give to worthy causes, he was actually helping them grow in grace. Paul said to the Philippians,  "Not that I am looking for a gift, but I am looking for what may be credited to your account" (Philippians 4:17).

When you can view support-raising in these terms, it ceases to be an odious task and becomes another ministry opportunity for you.

Part 1:  Develop a System for Handling Support Funds


Before you ask for money, you need to know how you are going to handle that money.  Gifts given to a qualified public non-profit organization (this would include a church) are tax deductible, whereas gifts given directly to you (payable to your name) would not be. 

This is a consideration for most donors, and rightly so. The Bible says "render unto Caesar that which is due Caesar," but it never says you have to give him more than what's due! You need to develop a system  to enable your donors to receive proper deductions on their tax.  Having such a system makes the most of the money God has entrusted to your supporters. It also gives credibility and a sense of financial accountability to your church plant.

A) The possibilities for handling your money include (but would not be limited to):


1) handling checks through a designated account at a sponsor church,


2) handling checks through a denomination or church-planting ministry,


3) setting up a checking account for the new church plant itself.

B) If a church planting agency" will handle your checks, double check that they have a "group exemption letter" that allows them to handle funds for other ministries such as your church plant. You should not receive checks in your name that are handled by another group and automatically think that you have a legitimate tax-exemption.   

Para-church mission agencies must apply for that recognition and receive it in the form of a "letter of recognition" as a 501(c)3 tax exempt non-profit organization.  There are no "tax-exempt" numbers that relate to an organization's status in regard to qualifying for deductible gifts. ("Tax exempt numbers"  usually refer to state sales tax exemptions, which is a different deal entirely, and for which you may apply to your local "secretary of state." )

C) Automatic Exemption Status. Churches are automatically tax exempt with the IRS under their code 501(c)3.   The proof of this is on page 2 of the IRS form 1023 (Application for Recognition as Tax-Exempt Organization). This page lists some organizations that are  automatically recognized as tax exempt under this code. Churches are the first item on the list.   You might want to have a copy of form 1023 in your file just to answer any question about this issue. Call the IRS toll-free number,   (800) 829-3676, to obtain a free copy.

D) What does the IRS say is a church?  The exact wording of IRS guidelines and court decisions on "what constitutes a church" are complex and ambiguous.  This handbook is not an  attempt to give legal advice, and  it wouldn't hurt you to obtain legal advice in the state where you're planting.  A newsletter called "The Church Tax and Law Report"  writes on this subject.  From their articles, the basic elements the IRS looks for to determine if something is actually a church are: 

1) your church has a written document defining itself as a church,  


e.g.: vision statement, by-laws, articles of incorporation, covenant.

2) your church has a pastor and a congregation with church members. 

3) you are holding regular public meetings for the purpose of worship. 

4) you have set up a bank account for the church (not your personal account)


and you are keeping proper financial records a church.

Meet these guidelines, and you likely won't have a problem in this area.  To receive the "Church Law &  Report"  bi-monthly, contact Christian Ministry Resources, Box 1098, Matthews, NC 28106. (704) 841-8066.

E) Filing Form 1023.  You may still want to file form 1023 in order to get the letter of recognition, so that you have something on paper to prove that you really are tax-exempt.  For example, if you should go to the post office to apply for a bulk-rate permit, they will ask for the recognition letter as proof of your tax-exemption. The form is long but not that hard to fill out, as most of the pages won't even apply to you (since you are not a political organization, a school, or a hospital). There is a hefty fee, several hundred dollars, on a sliding scale based on your previous year's income and/or proposed future income. After filing, you will wait several months to hear anything and the IRS may ask you for additional information (just send it to them).  The IRS will take you more seriously if you have incorporated your church.

Some post offices have accepted, in lieu of the IRS letter of recognition,  a letter from a CPA stating that your organization appears to be a church based on the financial records that have been examined by the CPA.   

F) Offerings of property. You may have a chance to receive donations of property, such as a used computer or van, or a sound system. The way to acknowledge gifts of non-cash items is to give the donor a letter thanking them and giving a detailed description of the property.  Rather than you as the recipient making an estimate of value, just mention to them that they may take a deduction for "fair market value," which they as the donor are allowed to determine.
G) Opening your own bank account. Whenever you do reach the point where you decide to open your own account, you will need these three things to open it in the name of your new church.  

	
	1
	A  "Federal Employer Identification Number" which you may obtain from the IRS by filing a form SS-4 (no charge).  This number will become a permanent identification for your church (in the same way your social security number works for you as an individual) and you need one, even if you don't have any employees. Don't confuse this number as some kind of tax-exempt status! It's not that at all.  



	
	2
	A copy of some minutes from some kind of business meeting of your church (a congregation or board meeting or elder meeting) authorizing you to open a bank account in the name of the organization.  If you are incorporated, you will need to sign a "corporate resolution" form which the bank will give you.



	
	3
	The signatures of your check signers (on the bank's form). Decide if you want to have two signatures required (it is up to you).  The signers can either come to the bank in person or you can take the form to them.  Two signatures on each check gives you a little more accountability, as long as you don't get in the habit of one person signing a bunch of blank checks to save a trip to church. Pre-signing blank checks give you even less accountability than if you only had one signer!


H) Keeping Records. You need a set of books that will keep track of:


1) donations (including the name, address, and amount of each donor).


2) expenses (every check needs to have a receipt or invoice or be a part 




of someone's salary or honorarium). 


4) income and expense totals by month (produce an income statement)


3) assets and liabilities ( produce a balance sheet).


For a small church, with few transactions, this is not as hard as it sounds.


Hopefully, someone in your group will have the skills needed to serve as


your treasurer.  Or, you can find a bookkeeper to do this for a fee.

By the way, it is an excellent idea NOT to have any employees, because the presence of a single employee will generate a mountain of paperwork, concerning federal tax withholding, unemployment insurance, and workman's' compensation.  The pastor of a church is "self-employed" for tax purposes.

I) Incorporating. You may also want to consider incorporating, with your local state government, but that step isn't necessary at first. It requires you to write and file "articles of incorporation," signed by "incorporators," and "by-laws," which will specify how you will administrate your church. You will need three or more directors in most states (see your local attorney). 

The advantages of incorporating include:

1) it helps if you plan to file form 1023 to obtain a "letter of recognition" from the IRS.

2) you may then rent, lease, or purchase property in the name of the church.

3) you will enjoy more legal protection for your pastor and key leaders.

There is no disadvantage to incorporating, other than it is work you could put off until a later date. Also, it is work that distracts you from the primary task for those initial weeks, which is winning people and bringing them into your fellowship. The people you're going to reach most likely won't care if your church is incorporated or not.

Part 2:  Develop a potential list of supporters

A) Prepare a system to keep track of the people you will inform.  

If you don't have a "personal mailing list" this is the time to build one.   Use a computer if possible, and use a "database" program rather than a word processor "merge file" so you can include several data fields beyond the basic "name, address, city, zip" fields.  These extra data fields will involve information on the contact you've made, their response, and the category of response, which will be useful to you in the future. 

With a database, you can sort the file in various ways (eg: people who have given before, people who have said they might give, people who have not given). You can save postage on mailings in excess of 200 if they are zip sorted and mailed on a bulk rate permit or via "pre-sorted first class."  See sample database on page 28.

If you don't have a computer, use 3 x 5 inch file cards, with one person (or one family) to a card. You can log the extra info on the cards and sort them by hand to achieve the same results as a computer.  

Note: If you don't have a computer, why not let that be one of the first things you ask supporters to give you. You don't need the latest whammo 3000 model, just a good PC that will support "Microsoft Office" type programs.   One alternative to building your own database would be to purchase a "contact management" software program, which will have many of these features built in.

B)   Include on this list virtually everyone you know. 

Here's a partial list of all the sources you might use:

1)  people to whom you send Christmas cards each year, 

2)  everyone you would invite to your wedding (pretend you are getting married 

      soon and have all the money in the world to pay for it), 

3)  family friends, from your growing-up days, (e.g., friends of your parents)

4)  former schoolmates, especially from seminary,  who are also in the ministry,

5)  former co-workers from places you've worked,

6)  personal friends, (even those you haven't seen in years).

Be sure to add the people who have had a strong positive spiritual influence on your life, in other words, those who discipled you. Former Sunday School teachers, pastors, etc, who made a major investment of time and energy in your spiritual growth may be quick to respond with a small cash investment in your new ministry.  (I know I respond eagerly to those I have won to Christ or discipled-- nothing gives me more joy than seeing them step up to answer God's call to the mission field!).

Most importantly, include everyone you have discipled in any way.  These people should be given the opportunity to return ministry to you by supporting you in this venture.

C)   Go back over the list and decide which people to contact.  Consider using a field in your database called "support list" in which you can declare a "yes/no" response.  This way, when you print letters or labels, you can tell the computer to exclude these names from the mailing by selecting a list of only the "yes" records. This way, all the people are still in your master mailing list file, so you can send them Christmas cards, etc, but some of them won't receive your missions support letters, and you'll have a record of which ones they are. 

People who are not yet believers get a "NO" in the "missions support" field.   Please don't ask non-believers to help you in an evangelistic cause. They don't understand how we practice giving to each other's ministries  and sharing in each other's work. This will not be a good witness to them (I learned this the hard way!). 

Also, assign a "NO" to all blood relatives who are close to you. I'm talking about the ones who would feel obligated to help you financially should you be in a jam of some kind (eg: bail money, car repair). In all likelihood, they will know all about your church plant  and your needs without having to be directly asked to help.  It is difficult to ask these people for help without them feeling pressured. 

Those two groups are the only "No" categories.  Don't make any "yes/no" decisions based on income or financial status of any kind. Trust me on this!   We're only excluding people for spiritual or family reasons. Never depend on the wealthy people to support you (and act surprised  when they do!).  God will lead the people he wants to support you, and His ways are different than our ways. In God we trust, not in wealthy people.

How big should your list be?  The bigger the better, for now, as only time and experience will show you which people to glean off the list in order to save postage and to focus on the more likely responders, the ones who want to hear from you. (More on responses later).  From experience, I would say if you have more than 120 names, you likely have enough to raise significant support for a few years.  

 D)   Maintain this list carefully. Be alert to people who move and keep up with the changes. (A mailing list is like a pet dog-- if you don't tend to it and groom it, a mailing list gets real mangy in a hurry).  Add new friends to the list.   Be sure to delete those who become deceased (it's very poor form to send a letter to "Mr. and Mrs." after one of them is gone). The first time you mail to the entire list,  you might want to write "address correction requested" on the envelope. It will cost you extra to receive a card back from the post office,  but for those who have moved, it will give you a recipient's new address. Without "address correction requested," a first class letter will be forwarded without your knowing that it was forwarded, and the next time you mail to that address, it will come back to you "forwarding order expired."

Part 3: Communicate with the people in a variety of ways.
 You have four ways to present information and keep in touch with people.


1) in a written letter (even a form letter). 


2) during  a phone conversation.


3) through an email (internet memo).


4) in person (face-to-face).

Which is the best way? Personal face-to-face conversation is always best, when feasible. You can communicate your passion, your commitment, and your excitement better when speaking face-to-face.  Your voice tone and body language add power to your appeal, and you can get instant feedback as to how they are receiving your message and request.  Talking on the telephone isn't nearly as good. It's easy to say "no" to someone on the phone-- the telemarketers have given us lots of practice at this.

We will look at personal meetings in detail later in this handbook.

What about  letters?  Letters are a great way to introduce the topic, and to introduce it to 50 or 200 people at the same time.  Write letters because you can include brochures or other short inserts about the project, or about the ministry that is sponsoring the project. Write letters because they are "hard copy" that might stay on someone's desk while the Lord works on their heart and reminds them of this need.  Write letters because they supply, in writing, the details on where to send a check.

Personalized  letters are worth the extra time and effort. These are letters with a real name and address on the inside, as opposed to a photocopy of a "Dear Friends" letter. Again, if your master mailing list is on a computer database, you can easily select the people you wish to receive the letter and have the computer print each one with their name and address on the inside, and a "Dear John & Mary" instead of "dear friends." The "dear friends" letter makes you appear to be lazy and makes them appear to be not important. 

Absolutely include a hand-written note at the bottom of each letter. This can be the "p.s." (which stand for postscript, i.e.: "written after the body"). It just takes one or two sentences to make this happen, eg: "It was great to see you at the reunion last month." or "Congratulations to your son and his championship team."  The key is to make this personal and about them, not about you.  

Also, you want to hand-sign each letter.  Since I use black ink to print out letters (and handbooks), I use blue ink to hand-sign documents. It makes that personal note stand out.  In the same vein,  hand-addressed envelopes are better than printed labels. Even writing 100 letters, you can hand-address them all in 30 minutes, and the "first impression" your letter makes will be more personal.

Step 1: Write a  Series of Letters
Ideally, you are still in the planning stages of your church plant while you read this.  It will give you more time to prepare your communications plan and likely will increase the support you raise. However, if you are already on-the-job, it still isn't too late. The big advantage is you will have "news" and "progress reports" to make from the first letter.  

This "step" will presuppose you have three months in which to prepare your people to begin to send support.  Here is a tentative schedule of letters to send.

Letter #1 (three months out). Tell them the good news, that you are planning to plant a new church  in some place far away.  Describe the project in detail, mention that you're going to be trusting the Lord for financial support, and ask for nothing except perhaps for prayer. "Do remember me as I prepare and seek to trust the Lord for all my needs." This is the only letter that could be combined with another mailing, such as a Christmas letter. The idea here is simply to introduce the topic so that when you talk more to them at a later date, they won't be surprised.   Do not try to "close the deal" for support on your first letter.  It is far too early-- the fruit isn't ripe yet.(See sample letter #1 on p28).

Letter #2  (two months out).  Give them an update on the project and how things have developed since your last letter.   By now you should know more details of your plan.  Bring up the topic of finances (you have nothing to hide here and you aren't trying to sneak up on these people: be open and direct and they will appreciate it and trust you for it).   Share some of the cost factors, eg: "I'm going to need to raise $2,400 per month to pay for living costs and provide some start-up money for the new church."

Also, share what amount of support you already have. Which sounds more appealing, to say (a) I need $1600 a month for this; or (b) The total need is $2,400, and I already have $800 per month committed?  (I'll vote for "b" anytime-- it communicates that a good part of the need has already been met, and infers that other people are already committed to become part of this effort.)   We're now talking money and support, so you should mention in this letter than anyone wanting to help may send a check to "XYZ church" and mail it to (your home, missions office, etc).  Encourage them to contact you for more information.  (NOTE: if you're already on the job, be sure to give them a truthful report of how it's going.  "Trust God and tell the people," remember?)  A sample is on page 29.

Letter #3 (30 days later).  It's now time to seriously ask them for help. (See sample on page 30).  This letter needs to be direct and to the point. Be honest, "I'm writing to ask for your financial  help in this matter." Tell them again an overview of the project, the total cost, and how much you've raised.  This letter must be short and to the point ( not more than 2/3 of a page). Tell them you will call soon.  Never two pages, you don't want them to have to turn the page to get to the punch line.  The object is to ask for support, and to spell out clearly: 


1) whom to write the check to (name of church or missions agency),


2) where to mail this check,


3) whether or not this gift is tax-deductible.

 Part 4: Maximizing the response to your letters
A) Enclose a #6 size envelope in your letter. This is a small, pre-addressed "courtesy" envelope such as you receive with your monthly bills . This may be the single most important tip in this handbook.  During the years that much of my salary came from personal support, I observed that 90% of the people sent their contributions inside those little pre-addressed envelopes that we had sent them.

This is how it works. In every American household, there's a desk, a drawer, or a basket into which are tossed all those "bills" from the phone company, power company, credit cards, etc.  Once or twice a month someone in that home takes a deep breath and pulls out all those bills, stuffing checks in the envelopes and licking stamps to affix to the outside.  If your little envelope is in that drawer with the other ones, on the day that those checks are being written, there is a dramatically increased chance that you're going to receive help from that family.  I just can't overemphasize this-- without that courtesy envelope, you're counting on them to (a) remember your need, and (b) scrounge around to find an envelope, and (c) find that letter with your agency's address.  Don't make it so hard for them to help you. People have lots of places to send a limited amount of money, so make it easy for them.   

It is critical that every time you receive a contribution for support, that you acknowledge the gift and re-supply the donor with another courtesy envelope. This applies to regular monthly givers, occasional givers, and even to one-time givers.

Some people put postage on these envelopes (or buy expensive business reply envelopes) but I don't recommend either strategy.   People will have a supply of stamps nearby because they have to have them for all the other things they mail. The stamps will be expensive for you if you mail 100 letters, and the presence of the stamp on your courtesy envelope might go beyond "courtesy" and be taken as pressure to respond.

If the agency handling your support doesn't supply these little envelopes, you can go to a print shop and have them print you a supply that will match your own letterhead. (2,000 envelopes, in  four boxes of 500 each, would last you a long time). Printers call this courtesy envelope a "number six" size envelope, with your address in the center and a place for the return in the upper left corner, like this:

	
	_________                                         place

_________                                         stamp

_________                                          here

            New Song Community Church

                    Box 7000

               Boomtown, USA  77777


	


B) Enclose a response card
To help the recipients understand exactly what you want them to do, enclose a small response card inside of the letter in which you seriously ask for support. This card needs to be sized to fit the courtesy envelope, e.g.:

	Here is my contribution to NewChurch mission:

[  ]  $50    [  ]  $100   [   ]  $500    other: $_________

I plan to continue supporting this with $_______/month

 for one year, as the Lord provides.

Name ________________________________

Address ______________________________

City, St, Zip ____________________________

          Email  Address __________________________

                 [   ] I will support this mission by prayer.


Be generous with the amounts you list on this card. I have found that in large mailings, one person will usually give whatever the largest amount that's listed.  Be bold. People who are interested enough to read the fine print on your response card may be trying to figure out exactly what it is you need in the way of support.

You may want to add an optional box for "prayer support," so that  people who can't help  financially will have an alternative yet positive way to respond. (You do need their prayer, too. This is more than an afterthought (it could be a topic for another book!).  

In the letter, but not on the card, you may want to explain that what you're asking for is a "faith promise," a statement of intent, which is different than a "pledge."  Let your donors know they are never obligated to give should their circumstances change, and that they may amend their giving at any time.  Such a statement might be worded like this:

	
	The commitment I am asking for is a faith-promise. This is not a pledge or an obligation, but rather a statement of intent. It should reflect what you believe the Lord would have you to do in order to see this ministry reach people for Christ.  You can change or even cancel your faith-promise at any time by informing (your church name or agency).
	


C) Consider enclosing a simple brochure in addition to the letter.   This brochure would contain a general vision of the church plant in terms that aren't  dated. Using a single piece of 8.5" by 11" paper, folded into three columns, it could contain:

1) a cover page with the name of the church and the vision statement or slogan,

2) a personal word from the planter, about God's calling to start this work,

3) some demographics about the area you're planting in,

4) endorsements from a sponsor church or friends in the ministry,

5) a brief look at the programming plans you have in the future.

The brochure described above is written with supporters in mind, not new church prospects. Very likely you will have other printed material that is written for the prospects.  With actual prospects, you may ask for their support of the new church (through Sunday offerings), but never ask them to support you as a missionary.

Another alternative is to enclose in one of your letters to supporters some of the promotional literature you are giving to prospects in the church field. Explain that "the enclosed is a sample of the material we're sending out to the people we're trying to reach." This would be an illustrative way to show your potential supporters that you are out there on the job, and give them a glimpse of the new church from the viewpoint of the people we're trying to reach.

D) Provide Plenty of Options.  Avoid little formulas like  "If 20 people would give $100 per month  each"... to reach your goal.  More likely, 30-40% of your  total monthly support will come from one or two large gifts, and another 30-40% from a few "middle sized" gifts, and the rest will come from a collection of small gifts.   

A typical experience of raising $2,000 per month might involve:


one supporter giving $750 each month, 


two more giving  $250 each monthly, 


five more at $100 per month, 


ten people giving $25 per month (which is a typical small gift). 

In this scenario, nearly twenty people (out of perhaps 100 that were asked) are together providing $2,000 per month, an average of $100 per month per supporter.  Which of these gifts would you persue first?  The professional fundraisers would tell you to go and see the people likely to make the major gifts first. Once they are secured, you gain a sense of momentum and confidence that will carry you through the other (and just as important!) smaller gifts from the larger numbers of people.

Part 5: Following up your letters with personal contacts.  

Step 1: Visit the key people in person. If your list is short and your need is great, you can follow up with everyone on the list.  If the list is long, you may have to be selective.  Prayerfully consider the people you think would be most likely to respond.   Ideally, you want to talk to these key people in person.   The series of letters serve mostly as a set-up for discussion. Actual face-to-face visits will be where you raise the support.

If the people are local, call them on the phone to make an appointment to see them for a brief visit.  If they live in different towns, consider planning a trip to visit as many as possible, all by appointment.  Never make a personal visit without an appointment.

If they ask why you want to come, tell them straight up:  "I want to talk to you about this church plant I am undertaking."  Most of the time, if they agree to see you, it means they are open to supporting you. If they repeatedly put you off, and seem hesitant to meet with you, don't push the issue. Likely, they are struggling to find words that they can't or don't feel led to help you at this time.  Better to leave the door open for the future. If you pressure someone to give (before they're ready to give), you may damage the relationship and certainly you will minimize the opportunity for them to ever give.

At the meeting, plan to spend a few minutes in friendly conversation, to establish rapport and let everyone be comfortable in the visit. Then, you take the initiative to bring up the topic-- don't wait until they ask about it.  Open with "Did you get my letter?" or "What do you think about my plans?"  This will give them a chance to let you know what they're thinking about the matter. Share with them in detail how the Lord has called you to plant this church, why you think it is important, and how you need their help. Once you get a feel for their interest level,  ask them if they would be able to help you. 

If you can prepare a written presentation, using either a "flip chart" or a handout, or perhaps your laptop or even a video projector, you can make a convincing case that you have a plan and you know what you are talking about.

It is true, and any professional fund-raiser will verify this, that 99% of the people you will ask for support will be flattered and complimented that you asked them for their help. This includes the people who ultimately won't be able to help. Hardly anyone will be offended, especially if you don't put pressure or guilt on them. Almost everyone will have a question or two for you.  Be sure to thank them for their interest regardless of their ability to help you.  Leave the door open for a future partnership.

The most common question will be, "How much more do you need?"  You must have a precise answer to this question. If you say, "Well, I still need a bunch..."  they can't write you a check for "a bunch."  On the other hand, if you can say, "My need is down to $200 per month," there's a good chance they'll write you a check for..... $200.  The last third of any amount you need to raise is always the easiest-- everyone likes to "finish out" a project.  The first third is the most difficult and will require the most faith on your part.

Step 2: Follow up others with a telephone call.  It is possible to follow up with people through a phone call.  Start with the question, "Did you get my letter last week?" and proceed from there.  As in a personal visit, you be the one to bring up the subject.  On the phone, you are unable to pick up any visual clues about their willingness to respond, so listen carefully and sensitively.  Still, at some point you must "make the ask," as fund-raisers put it.  You must openly and honestly ask them if they would be able to help you.  If you don't get a direct answer (over the phone), leave the door open for them to help you later.  Never try to follow up on the phone with (a) people whom you could see in person or with (b) people you have never met in person. It won't work.

Be sure to thank everyone for their interest and attention, regardless of whether they are able to help you or not.  Maintain your confidence.  After every personal visit and/or phone call, immediately write a thank-you note expressing appreciation for the opportunity to present your vision.  You can't mail these too quickly!

Step 3.  Receive commitments and checks in the mail.  This will be the way you will receive many of the commitments. Many people like to have time to consider the request you have made, pray over it, and then send you a response in this discrete way.  

When you receive checks in the mail, it isn't really necessary to make a photocopy of each one.  It is a good idea to develop a little system to record the donation (either in computer or on a file card) including the name, date, check number, as well as the  amount, before you deposit the check.  Check numbers are important as many people will be sending you monthly support in the same amount every thirty days, and this can become confusing by the end of the year.

Step 4: Receiving checks in person.  When you are handed a check (in person), my policy  is to say "thank you" as you are receiving it and quickly fold it in half and place it in your pocket.  Try not to look at the amount (it's not important). What is important is that someone is helping you, so look at them and give your attention  to them, not to the money.  If they tell you the amount, that's fine. Inspecting the check may be risky. If you're hoping for $1,000 and the check is for $50, it will be hard for your face to conceal that disappointment. Better to look at it later. Besides, every $50 puts you $50 closer to your goal. Be grateful for every contribution and give your supporters appreciation and confidence that their investment will be used wisely toward the planting of the church.

One veteran church planter told me, "I learned to be grateful for partners, not dollars."

 Part 6: Expect a variety of responses (over a period of time).
 Some people respond quicker than others.  When plotted on a  chart, people's response rates usually form a nice bell curve, from left to right:

1)  a few "innovators" who respond the first time you ask, (or before you ask)

2)  more "early adapters" who respond  soon after, 

3)  lots of "slow responders" who don't respond until the third time 

      they hear/see/receive the request, 

4)  some "late adapters" who finally respond,

5)  a few  "refusers" who will respond with "no thanks." 

You'll also have many who won't respond at all (they will typically make up the majority of the people who received your initial mailing).  

 Be prepared to state your case repeatedly to people who haven't yet responded.  Marketing people say, if you're going to buy an advertisement in a magazine, it must 

run at least three, and preferably five times, to reach the majority of the potential responders.  If possible, communicate in different ways, in addition to the letter, e.g.: 


1) a follow-up phone call or personal visit,


2) a personal note that follows your visit or call,


3) through short emails that give supporters an update,


4) a quick conversation when you are together for some other purpose.

You may have some  people "cheer leading" for you and talking about your church plant,  which is great support.   However, you and you alone are going to do the fundraising for your project.   Don't expect the pastor of your home church or anyone  from your sponsoring church to carry this burden for you.   Be grateful for any "pulpit support" you receive, as well as publicity in the church bulletin, but don't expect too much.  God has called you to do this, and He is going to show you that He is your provision.  Again, it's  "Trust God, and tell the people," and never the other way around!

Most people who have done the work of raising support have gone through an emotional journey in the process.  You may experience these sensations along the way:


1) anxiety-- at the thought of actually asking people for money.


2) joy -- at discovering that some people are eager to provide support.


3) discouragement-- upon discovering that others aren't so willing to help.


4) despair -- when you run out of "prospects" before the need is met.


5) surrender-- peace comes when you remember that this is God's mission.


6) humility-- when the need is met fully, sometimes just before the deadline.

Part 7:  Evaluate the responses
 Look for at least four kinds of answers to your requests. 


(1) "Yes, I'll give to this project; check is enclosed."


(2) "Yes, I'll try to help you soon."   (Or, "send me more information").


(3) "No, I can't make a commitment right now, but keep me informed."


(4) "No, I'm not interested in this kind of project" (in so many words).

 Hear this: the first three responses are all "yes" answers. Even number three is saying, "I may give to this later." Only the fourth answer is a hard "no," and this is the one person to drop  from your list (on your computer, change the "mission support" code to "no" and don't make further requests from them in the future).  

Responses (2) and (3)  are both positive answers, even though they didn't bear fruit at this time. Remember the rule of "various response rates," and also consider that they may be tapped out of "missions support" money right now.   I have had the experience of being turned down flat while hearing "keep me informed" by people who sent a gift the next year, and then became regular supporters after three or four years. One man eventually gave more to my ministry than I would have ever dreamed possible.  

Consider that "missions support" is regarded by most Christians as secondary giving; that is, giving beyond their normal tithes and offerings to the local church. For this reason, I don't believe in asking people to divert funds they are giving elsewhere to my cause; let them pray and work out their own giving plans.   Understand that some people give to "brick and mortar" projects, others get excited about "social service" ministries, but you're looking for the ones who are passionate about missions and evangelism.  It may take you two or three contacts, over many months or even years, to sharpen your support list so that you focus on the people whose interests match your work. 

Listen with discernment to understand how to classify the answers you receive.  Generally, if you don't receive any answer at all after four or five contacts, they're probably a category four "no" (not interested in this type project) and you can refrain from further contact. Or, after you have made multiple contacts  and not heard back,  you might prayerfully consider one more phone call to them; it all depends on the depth and nature of your relationship with them. In any case, don't pressure these people to give, and do give them a sense of your acceptance even if they can't give.  You never truly know why people do or do not give to a particular cause.

Part 8: Keep Track of Individual Responses

One way to do this is to code your database like a target with concentric circles.  

I use a simple system that has a field called "code," with numbers from one to ten (sort of like they way they rate divers in an Olympic contest). Here's what it looks like. 

code                 meaning

	9
	regular monthly givers (the inner circle of supporters)

	8
	repeat givers who might become regular givers

	7
	one-time givers still in frequent contact with me

	6
	former givers (not giving any more)

	5
	non givers who have made some commitment to the future

	4
	people who have confirmed interested in your project

	3
	initial entry level; all new names go here

	2
	unlikely prospects 

(this is a downgrade from "3" or higher)

	1
	special names; not really supporters but people who have asked to hear from you (relatives?)

	0
	names canceled from the support list




Tip: don't delete the "zeros," or you'll forget why they're gone and re-add them by mistake. Rather, simply program your merge to not print labels for code "zeros." 

Build people into the inner circle of the ministry.   You can add someone as a three, build their interest into a four or five, and when they begin giving, up to six or an eight, which is the whole trick. Just work to move people from whatever "circle" they are in to a circle closer to the center. 

We use a similar system for tracking new attenders at my church (1st timers are coded as 3, confirmed prospects are 4, regular attenders are 5, people connected to a class, 7, those interested in membership are 8, etc).  When people join, we move them from the visitor database to the member database. Those who are downgraded to 2 or even 0 stay on the list until the end of the year, but their names won't print when we run labels. 

The advantage of this approach for you is that rather than end up six months from now with a large unwieldy list of 100 names all in one bag, you'll have a nicely sorted set of "core," "regulars," "past givers," "potential givers," etc.  It will give you a much easier way to sort the data and see the prospects in terms of where they are in commitment to your plant.  Remember, this is a marathon, not a sprint. Not to mention that even after your church takes over your financial support completely, you might someday do this again, or go on an overseas mission trip, and wouldn't this be a handy resource!

Part 9:  Acknowledge every initial contribution by letter. 

This needs to be an absolutely personal note (nothing mass-produced) that goes from you to the donor. If another agency is handling your funds, they will also send an official acknowledgment also.   Nonetheless, you want to personally acknowledge each initial gift. This lets the donors know that their money got to the right place, and that their assistance was timely and appreciated. This note can be real short, perhaps on a "thank you" card (you can find boxes of these at the drugstore. See sample, page 27)

Part 10: Send monthly receipts & envelopes 

Once you begin to receive support checks on a monthly basis,  you (or the person handling your checks) must be careful to acknowledge each and every contribution, and  send back to the donor another "courtesy envelope" for next month's support.  One way to do this is to let the checks pile up for two or three weeks, and then do a "monthly supporter mailout," which could be either a full newsletter, or a simple receipt form on which you pencil in the donor's name and amount of support received. 

If you opt for the simple receipt, you can still add a short paragraph of "news" from the church plant's progress to let your supporters know things are still happening.  Here's a sample that would fit inside a window envelope, so that the donor's address would show through the window. You could mail this receipt monthly with another courtesy envelope in lieu of a full newsletter.

	New Plant Community Church        Box 777       Boomtown, USA 77777

This has been a terrific month, as three new families have been reached.  I have been accepted as a volunteer chaplain at the local hospital, and we have 

a new volunteer to lead our children's' ministry.  God is truly at work here!

God's Blessings, 

       pastor Peter Scratchstart
          Receipt of contribution from  <write in name here>

            Amount:   $  <write in>             <write in address here>

            Date Received:  <write in>       <write in city, state , zip >




I once handled contributions for a church planter who was overseas and received about $3,000 monthly from 40 people. It only took me five hours or so to receive, deposit, receipt, and record these contributions (for which he paid me a small stipend). 

After I had to retire from that work,  he replaced me with one of his relatives who said he would do all that for free, but quickly decided to "save postage" by no longer acknowledging gifts monthly,  rather doing it semi-annually.  The planter told me later that within one year, his support had dropped by more than half, simply because the donors no longer were receiving another little courtesy envelope each month that they could use the following month (so much for saving postage!).
Part 11: Develop a Newsletter system

Here's some optional ways to keep your supporters informed:

1) Send a "support letter" out to active supporters monthly.  This is a lot of work, but if you want to receive support from them every month, you may want to write to them every month!  A variation of this plan would be to use the "mini-newsletter" receipt form above every other month, with a real newsletter (one page will do nicely) inserted into the window envelope every other month or every quarter.  Email would be fine here.
2) Send an occasional (not monthly) progress report  to everyone who received your initial requests.   With the exception of those who let you know they "were not interested in this type project," everyone who gave, who thought about giving, who might give, or who prayed for you, should receive the occasional  progress report.  Yes, it costs more postage, but postage is cheap if it helps you build and keep relationships.

3) Send occasional  copies of your "church newsletter" (the one that goes to new members and prospects) to supporters.  In your church newsletter, you are telling the people in the area about programs, services, upcoming events, etc, and you are not talking about money at all.  Your supporters might enjoy reading about these things too, and it will communicate to them what all is going on at the church.

4) Take small gifts to supporters when you go back to see them.   These are especially appropriate should you have occasion to travel "back home" and personally see some of your supporters.  They don't have to be large gifts, and the people may not hang on to them forever.  Still, it is a wonderful touch of appreciation, and it connects the givers to the work you've done with their gift.  Anything you can send that reflects the culture of the city you're working in would be great.  (Fruit from California, chocolate from Pennsylvania, etc.) Foot items are good gifts, and even better would be T-shirts that you had made with your church name and logo on them. 
Part 12: Tips from Years of Experience
1) Know where the money is. You can raise support money from individuals more quickly than from any other source, because they don't have to check with anyone outside their immediate family. That's not true of pastors,  churches or denominations. Most church budgets require the entire body to agree on giving to a particular cause, so it is very difficult for them to respond to you. Many churches have a hard time seeing "church planters" as real missionaries, especially if they are planting in the USA.

Very few foundations will give to the "general support" of any kind of missionary, but you might find help from local foundations to help with project money, for "brick and mortar" or "social needs" projects you're going to do as a part of the church ministry. Check the nearest public library for their "grants information" area. Every library has a list of local foundations, but most "local" foundations exist to fund "local" projects. 

The challenge of grant money from foundations is:

1) the foundation would have to match your denominational identity, if you have one,

2)  Unless you have become acquainted with someone on the board of directors of the 

     foundation, your chances of obtaining a grant are poor, for several years.

Truly, the quickest money you'll ever raise for a church plants going to come from individuals, and from individuals with whom you already have a positive and meaningful relationship.  You can ask your friends to invite "their friends" to meet with you and hear about your plan, but the success rate of enlisting support from these new friends will clearly be lower than from within your existing circle of friends.
2) Understand the role of money in the missions call.  Let's get a grip on reality here. There isn't going to be a pile of money sitting around anyone's office waiting for someone to volunteer to use it to go plant a church somewhere. If I were to publish an article in a Christian magazine and say, "I have funds available for supporting any new church plant, " I would be mobbed by potential church planters before sundown. 

However, this mob might not be "God called" in the sense that other people are, people whose call from God precedes the provision from God. These people, who got the call first and acted on faith to seek out the provision,  are the ones who will end up on the field.  When times get hard, they will know that it was God who called them and sent them. When the going gets rough, as it often does, their clear understanding of the call and   provision of God empowers them to endure.
3) Let everyone know when the full support need is met.  Now here's a message everyone will be glad to receive.  Use a phone call, email, note, whatever is quickest and easiest for you.  For them, hearing that the full monthly support need is met will  honor their commitment and build their faith.  It will also give you credibility in the future, should the support level ever drop. You never want the reputation of being a person who is only in contact when he needs money.  (That's a sure way to cause your letters to go from the mailbox to the trash box!).
4) Don't borrow money and then try to raise it back.  Generally, borrowing to do any kind of  missions is an unwise proposition.  You're trusting the Lord to provide (in the time frame of your need) and I would give Him the last word on this. Trying to raise  money (that you've already spent) for a church planting project is a living nightmare.
5) Offer people a way to participate personally in your ministry.  If possible, in your first letter, open the possibility that someone might actually quit their job and move out to join your church planting team.  Or, they could just take vacation and come out for a week or two and help you complete a specific project.  A few people will actually take you up on this.  Even when they can't come, people will always appreciate being invited to be a part of what you're doing. You have made it clear that you desire their "partnership" in missions and not just their money.   The person who does end up coming out to work with you may not be a financial supporter for you this year, but.....   anyone who comes with you and sees the work you're doing will be on your support team for a very long time!

6) Make sure your address,  phone number, and email appears on everything 

you send. You never know who will copy and pass it on, and you want those copies to include directions on how to reach you.  It is rare, but it has happened, that the person you sent the request to couldn't help, so he or she passed it on to someone who could. 

7) Take advantage of the internet.  The internet is changing the way we communicate the way Interstate highways changed the way we travel.  How about an e-mail "memo" to keep your supporters  informed up-to-the-minute?  It will take work to compile an email list, but it will be worth it. (There are  two kinds of people out there-- those who are already "on-line," and those who are going to be on-line soon.)  Don't ask for commitments through email-- use written communication, with enclosed envelopes.

8) Budget adequately for support-raising. These letters, long distance calls, and trips are going to feel expensive. However, they are a great investment, if the return is sufficient support to keep you on the field and focused on ministry. If the costs of support raising are 3-5% of your total living cost, you're working efficiently. If the cost is over 10%, likely you could find ways to reduce it.

Part 13. Overcoming Likely Objections

After reading all of this, you may be feeling a bit overwhelmed. Consider these likely objections and the ways to move past them:

Objection #1)  "I just can't bring myself to ask for money."   Remember, you're not asking for yourself, you're asking for the church plant. And you don't get to keep the money, they are giving through you, not to you.   Ask yourself two questions: "Is this church planting project a good missions investment? Has God called you to do it? 

If "yes," then accept the humility and obey God, letting Him  provide the blessing.
Objection #2)  "I don't know enough people."  If you are young and have lived in one place for a long time, or gone to one church for years, or live in a small town,  it is likely that you don't know that many people. However, in that circumstance, the people you do know........ have a very strong relationship with you.  Use the plan in this handbook but perhaps modify it down to one or two letters and make more personal visits with people.  You just do your part and leave the results to God.

Objection #3)  "The people I know aren't interested in church planting" (or they aren't very affluent).  Let's allow them to decide that. Over the years, I have often been surprised at who responds and gives to a particular cause.  Don't you believe that God will bless your missions giving?  Then, it stands to reason that He will bless others' also.

Objection #4) "This will cost me a lot of money in postage and paper."  Right. 

And you may be able to raise ten to thirty times what you spend.  Think of the personal investment you are making as "sowing seed," and the support you'll receive as a multiplied harvest.  

Objection #5) "There is a risk that this plan may not work for me."  It is possible that this plan won't work well for you in this circumstance.  However, it is also possible that it might work better than you ever thought.  The only sure-fire way to fail completely is to do nothing at all.  Why not take the risk, make the investment in time and money, and you are sure to learn from the experience (no matter how much support comes in).

End note:  My prayer is that this handbook will open doors for you to find the resources you need to complete your mission of planting a church. Please feel free to email or write to me with feedback, questions, suggestions, or complaints.   

Jim Walters, Littleton, Colorado
Part 14. Sample Letters
sample "initial contact" letter:  (perhaps three months out)

Dear (first name):

How is everything with the (last name) family? All is well here, and I have some exciting news to share.  

God has called me to move out to Faraway state to plant a new church there, in an area called Futuretown.   The population in this growing area is booming, and it is miles to the nearest church. 

I am already involved in some specialized training that our denomination provides for new church planters, and I've completed their "assessment" system and have their full support for this missionary venture. 

Unfortunately, their "full support" does not include much financial help, so I  will be trusting the Lord for the financial cost of getting this church up and running.   I'm going to use some of my savings, and the church has a project or two for us to raise funds, but only God knows where the balance is going to come from. 

Do pray for me in this regard, and I'll keep you informed of the project.

Sincerely in Christ,

(your name)

missionary church planter

P.S.    Would any of you be willing to pray about going with us?  Perhaps you have a job that would transfer or be easily replaced out in Faraway State. We could sure use you on our church planting  team. Write me for details.

note: the entire "p.s." could be personalized as a "merge field" so that each one of these is addressed to a particular person by name. It would be a strong closing......

sample letter for "update contact"     (perhaps two months out)

Dear (first name)

How are things with you guys? It's winter here in (your town) but we're already thinking and working towards spring.

Remember the church planting mission  I was telling you about? It's really taking shape; and we are committed to pack up and go in just two more months. I've given notice at my job and we've made one trip out to Futuretown in  Faraway state to look for housing.

I am more excited about this than anything in my life to date. I feel like the world is opening up before me, and I am going to go and try to be a blessing to people out there.

Do remember me in prayer for this project.  Our denomination has helped me to calculate that our "support cost" is going to be right at $3,000 per month.  Eventually, we plan for the tithes and offerings from the new congregation to meet this need completely, but that will take time.  So far, our home church has committed to provide $400 per month for the first year, and so I am now beginning to pray and look for "support partners" who would help us come up with the balance. 

If anyone would be able to help plant this new church, you can send a check to "Direct Missions, Inc" at Box 7000, Denver, Colorado. Just include a note saying this is for my church plant in Futuretown, Faraway state.   I sure appreciate you praying about helping me.

Sincerely in Christ

(your name)

 missionary church planter

*******************************************

Enclose a courtesy envelope and a commitment card with this letter.

You can easily see how letters #1 and #2 could be combined if time is short.

But it is best to write at least one "introductory" letter before you press for help. 

The next sample (#3) needs to be at least the second time they hear about the need.

sample letter #3:    (asking for a commitment)

Dear (first name):

I want to thank you for praying for me and remembering me in regards to the church planting venture that I am about to undertake in Futuretown, Faraway state.

We are now just one  month away from departure, and most of the preparations have been made.   We're still working on fundraising, and the good news is "support partners" are coming through, and to date have committed a total of  $2,350 per month for the first two years.  That means I have nearly two-thirds of the total need, which is $3,000 per month,  and the net amount  needed is now down to $650 per month.  

Please consider helping me to complete this need and take the gospel to people in Futuretown, Faraway state.   Any amount will be helpful.

You can send a check to  "Direct Missions, Inc" at Box 7000, Denver, Colorado. Just include a note saying this is for my church plant in Faraway state.  Your gifts will be acknowledged by Direct Missions and qualify for tax deductions.  Or, you can mail the check to me, but do make it payable to Direct Missions.

The time is getting short, as our deadline for raising the funds is only three weeks away.

Thanks again for your interest and prayers for me in this matter.  

Sincerely in Christ,

(your name)

 missionary church planter

p.s. I believe with all my heart that God is going to provide the funds needed.

enclose the courtesy envelope and the commitment card again 

Sample thank you note  (must be personal)
"Thank you so much for your wonderful contribution to my church plant mission.  It feels great to have the support and confidence of friends like you, and I will do my best to use these funds to accomplish the maximum ministry  possible."

Sample "over the top" note  (could be a "form" note to everyone)

"Praise the Lord. All the funds needed for the church plant  have now come in, and we're making rapid preparations for departure. Now I can concentrate on prayer and spiritual preparation for this work. Thanks to all of you who have prayed, given, or both. I'll be sure and send you a report of all that is accomplished. Please remember us in prayer while we travel to the new church plant site, March 1-5.

Part 15. Sample Fields to include in your database
Titles, spouses names, children's names, birthdays (if you know them), phone numbers, email, all of this is good data. Assuming you have a personal computer and know how to build a database, you can load all sorts of data in there permanently that will let you sort your list in various ways. 

For instance, original date, source, and recent contact are three good fields.  Several years from now, when the list is large,  and you see a name and wonder who this is (it's someone's friend you met and put on your list), there is the source (eg: friend of Joe), the original date (5/1/90) and the recent contact (6/20/96). This really helps you understand who is on the list and how closely you have kept in touch with them.

  field                                type                     remarks

	title
	text
	eg: Mr & Mrs,

	fname
	text
	first name

	Lname
	text
	last name

	spouse 
	text
	spouse name

	address
	text
	street or box number

	city
	text
	

	state
	text
	2-digit all capital

	zip
	number
	 leave ten spaces

	res phone
	text
	

	off phone
	text
	

	pager/cell
	text
	if they have one

	email
	text
	very important

	orig date
	date
	date put on list

	recent contact
	date
	date of last contact

	support?
	yes/no
	

	support code
	number
	see page 21

	birthday
	date
	

	anniversary
	date
	

	child #1
	text
	names of children

	child #2
	text
	

	child 3/4
	text
	

	
	
	


Other Practical Handbooks Available
PRACTICAL HANDBOOKS FOR MISSIONS FUNDING
"How to Raise Support for Mission Trips"   This handbook is for people who  are called to participate on a mission  trip  that costs more than they can afford.  It is all about how to  raise "one-time" support for a missions trip.  It tells how to compile a potential mailing list, whom to write, what to say and what to enclose, how to maximize and evaluate results, and includes tips from years of experience.  

"Planning, Financing, and Planting a House Church"  Experts are saying we're going to see the "re-birth" of the 1st century church in the early 21st century, with the non-seminarian pastor planting non-building churches all over the USA.  This handbook overviews the call of the planter and principles for launching a church on a "micro scale," with a lot of practical advise on financial and church growth issues.

"700 Sign Sayings for Church Marquee Signs"  contains a database of 700 "sign bytes" formatted for church marquee signs (2 to 4 lines of text). If your church has a marquee sign and you want to attract attention and arouse curiosity among those who pass by daily, these "sign bytes" will be a useful resource for you.

"Top Ten Youth Fund Raising Events"    contains ten proven do-it-yourself plans for raising funds for youth groups. These are dinners, auctions, and other fun events that don't involve selling commercial products. The handbook also lists several fresh and creative commercial products (for large projects) as well as coupon deals    Any one of these projects could net $500 or more to even small youth groups.

"Upgrading Missionary Financial Support"  is for veteran missionaries who want to strengthen their financial situation and relationships with supporting churches and individuals. Written by a pastor who receives and deals with funding requests,  this handbook should help anyone who has been out of the USA and needs to keep up with the trends and changes at home.

"Your Church Can Reach Multihousing Residents"   One-fourth of all Americans now live in multi-family housing settings like apartments, condos, mobile homes, etc.  This handbook outlines the "who, what, when, where, why, and how" of taking church out to these people.  Multihousing ministry is no longer an experimental strategy-- it's well proven itself to be a low-cost, high-yield tool for evangelism and church extension .

Order by check or money order for $9.00 each (or, $7.00 for e-mailed version).

Any handbook you purchase may be returned within 30 days for a full refund.

Jim Walters  11431 W. Lake Drive   Littleton, CO 80127-4741


for more info,  jimwltrs@aol.com
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