This is an outline of the book “Funding you Ministry” by Scott Morton

1. The Myths I believed

i. People will just catch on

2. Obstacles
a. No potential Givers
b. Fear –Fear of rejection that stopped me, not theology
c. Lack of Diligence – don’t be lazy
d. “Get-by” Mentality – I never planned on raising 100 % of budget, I drifted along month by month (wrong).  Many Christian workers are hopelessly overdue in credit card payments.
e. Fundraising skills -  Monthly , one time, pray (too many options)
f. Time – Don’t rob you family of much needed interaction because it’s too hard to cut out other ministry activities
g. Target-Only Mentality – Support should come from those whom you minister (wrong). Not likely your ministry will stay stable anyway.
h. Lack of Accountability
i. Strategy- panic fundraising calls “wolf” too much
j. Fuzzy Vision – not sure or no longer believe in your ministry, you’ll find it difficult to invite other to support you.
k. Long Haul Pessimism – pray about your obstacles daily
3. Attitude makes a difference

a. God is the source- not our donors, not our plans, not our hard work Giving and receiving are vertical.  If you view people as your source of funding, you have a horizontal view.  That’s just charity.
b. Prayer demonstrates our dependence on God as the source – Can you discover 3 name by pray alone?
c. The Bible is the standard for fundraising tactics-not Madison Ave. or you own opinions. Don’t trick Christian into giving. 2 Cor. 4:2 “not walking in craftiness” We must not allow our own opinions to tempts us into unbiblical fundraising.
d. Biblical fundraising is a spiritual ministry- not a worldly effort to be reluctantly or apologetically endured. Paul did not apologize for his financial work. It helps people lay up treasures in heaven.  It helps them live Matt 6:33 seeking first the Kingdom. A financial appeal give people an opportunity to demonstrate their concern.  A letter asking for monthly support is too easy to turn down.  Face to face is more appropriate for monthly support.
e. Receiving support is a biblical “right” but does not entitle you to be pushy or demanding. ..that we many cause no hindrance to the gospel.  Let’s be careful to make appeals for support rather than give commands for support.  Strong arm tactics are not biblical. Don’t force pledge cards.
f. Expect to raise 100% of you approved budget.  It’s not a vow of poverty.  Husbands, you need to understand the emotions your wives endure when finances are tight.  Don’t guessimate you budget, know how much running a household costs.  To get by is a short term answer
g. Poor talk dishonors God.  No poor talk. Phil 4:11-13 “…I can do all things through Him who strengthens me.” Jesus did not allow His laborers to beg. Stop comparing yourselves to others.
h. Focus on the giver, not the money.  Don’t say it’s for fellowship if you intend to roll the money grenade across the table.
i. Emphasize the greatness of you vision, not the greatness of your need. Go with a dazzling vision, explanation of you burden of ministry, and opportunity to join you.  Many donors are more loyal to their missionary friend than they are to the mission agency.  Lead with your mission not the money.
4. Understanding the biblical basis for raising support

a. What right do I have to be supported by others?

b. I feel worldly when I ask for support; I wish it would just come in.  Is it OK to ask?

c. I find it easy to raise money for others by not for myself

d. What about tent making? Isn’t that the biblical model? Wouldn’t it be simpler if missionaries worked part-time for income instead of raising funds?

e. Is it OK to appeal to nonbelievers?

f. What about appeals to family members?

g. I feel awkward asking for their help, yet they might be offended if I say nothing.

h. May I appeal to people to whom I have never ministered?

i. May I appeal to those who already are giving heavily?

j. What if the person I’m asking is poorer than I am?

k. At what level should a Christian worker set his or her lifestyle?  How “nice” is “too nice”? Should you live at the level of the people you minister to?

l. How can I ask others for support when I have a significant savings account?

5. Five myths about raising personal support

a. Heaven has a cash-flow problem

b. Meetings raise money

c. Churches are your best prospects

d. Mr. Wonderful will raise it for me.

e. Raising support is like taking cough syrup.

6. Six mistakes to avoid

a. Failure to go face to face

b. Failure to cultivate donors

c. Failure to ask

d. Failure to limit options

e. Failure to use a response vehicle/pledge card

f. Failure to appeal in specifics

7. Before you Begin: 8 money management musts

a. Save from every paycheck

b. Avoid debt

c. Live on a budget

d. Know well the condition of your flock

e. Identify you financial goals

f. Understanding the power of debt and savings

g. Don’t buy a dog (kidding)

h. Avoid simple mistakes

8. How to set a fundraising strategy
a. Analyze you donor base and mailing list

b. Determine your fundraising goal.

c. Determine how many regular donors and appointments you’ll need

d. Identify your top prospective givers

e. Plot your top donors on a map

f. Draft your action plan

9. Phoning for a fundraising appointment

a. Make an outline and pray before you start

b. Make sure you have the listener’s full attention

c. Mention money when you ask for an appointment

d. Confirm date, time place, and directions

e. Be your enthusiastic self

f. Expect you get an appointment

g. Keep the door open

h. Get started

10. How to make a face-to-face appeal

a. Opening

b. Transitions

c. Presentation

d. Close

11. How to appeal to major donors

a. Passion for the cause

b. Pray Much

c. Take a risk

d. Ask big – ask specifically

e. Get to the point clearly

f. Build a credible relationship

g. Know how to answer questions

h. Avoid buzzword

i. Give glory to God

12. Appealing to churches

a. Focus on you home church or an anchor church

b. Develop an advocate

c. Keep the church- particularly the decision makers- informed

d. Church appeals are a process- not an event

e. Do the paperwork

f. Speak the church’s language

g. Know what you are talking about

h. Serve in the church

i. Exempt giving candidates one by one from no-ask polices

j. Prepare a formal resume

k. Ask for a significant amount

l. How  to keep your givers giving
13. Donor Ministry : How to keep your Givers Giving

a.  Accept donor ministry as part of your calling

b. Be attentive to your constituency

c. Segment you list

d. Appreciate your donors

e. Keep accurate records

f. Write well

g. Use tremendous trifles

14. How to write newsletter the people will actually read

a. Limit your letter to one topic, one page

b. Include a photo

c. Use simple graphics, plenty of white space

d. Find an interesting lead - a grabber opening.

e. Tell war stories

f. Weed out unnecessary words

g. Use action verbs, avoid state-of-being verbs

h. Avoid jargon and shop talk

i. Avoid generalities, use facts

j. Use a specific date

k. Give news, not just sermonettes

15. How to write direct-mail appeals that get results

a. Do I have a response slip?

b. Is my letter focused on my cash project?

c. Did I mention early in the letter why I’m writing?

d. Did I clearly state the financial need?

e. Did I offer the readers a range for giving?

f. Did I communicate urgency?

g. Did I tell the readers how to make a gift?

h. Did I illustrate my ministry?

i. Did I personally sign each letter?

j. Did I use a first class postage stamp?

k. Did I apologize?

l. Did I pad the envelope with extra handouts or brochures irrelevant to the project?

m. Did I whine? 

16. Especially for pastors and missions committees

a. Ask them if they have ever done a Bible study on fundraising

b. Assign a funding coach to work with them week by week

c. Have the coach help the missionaries develop a first daft of their funding strategy, including a mailing list.

17. Especially for Oversea Missionaries (mistakes)
a. Leaving fundraising until the last few weeks of the home assignment

b. Forgetting to switch back to you home country’s Communication preference

c. Assuming your donor’s interest in you ministry is greater than their interest in their lawn of Seinfeld reruns

d. Failing to add name to you mailing list

e. Assuming you donors are just as committed to you while you’re at home as they are when you’re overseas.

18. Especially for beginners

a. Are you “called” for special service?

b. Study what the Scriptures say about fundraising

c. Start a large mailing list

d. Secure the backing of a “Home Church”

e. Find a fund

