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We see it happen
all the time...
A church is struggling to meet their
operating budget. Yet, they also have some
pressing capital needs. Leaders wonder if it
is possible to raise a significant amount of
money for their project when they aren’t
meeting budget. In faith, they launch a
capital campaign to fund a much-needed
facility improvement. To the amazement of
church leaders, the congregation raises
significant new dollars. How can this be?
Here’s the sad truth: generosity best practices
that are routinely used in successful capital
campaigns are often ignored by leaders with their
general budget.
Cast a vision — why?
Aren’t people supposed to give?
Tell life change stories?
Aren’t we just “funding the budget?”
Say thank you?
At CGS, we decided to create a “generosity roadmap” for church leaders to use
consistently, not just during a capital campaign. The roadmap was built by taking our
proven best practices for capital campaign success, and creatively adapting them to
encourage ongoing generosity toward your general fund.

Generosity Mile Markers

1 VISION
Successful capital campaigns don’t start off
with a need for dollars. Their origin is always a
vision, coupled with a highly visible ministry
need, and a compelling case to address it.
Reaching more people usually requires
investment in facility improvements. Adapt
this concept to your general fund budget.
Don’t frame your challenge as “let’s meet the
budget” (dollar driven focus). Rather, express
the challenge in terms of the spiritual needs of
the people in your church and community
(people driven focus). Money always follows
vision.

2 SOLUTION

For many capital campaigns, the “solution“
(to the ministry need) is a creative facility
design and a clear vision forward. For the
general fund, the solution will be your new
ministry strategies, initiatives, and programs
for the coming year. (Note: the solution is not
the line item expenses on the budget
spreadsheet. No one is inspired to become
more generous to pay the electric bill!)

3

LEADERSHIP
BUY-IN

Capital campaigns have strategies to develop
strong leader buy-in before rolling out the
campaign to the entire congregation.
Unfortunately, most general fund budgets go
directly from a very small budget committee
(or church board) to the congregation, often
bypassing the very ministry leaders and
workers who will be most affected by the
budget. Taking the time to engage key leaders
prior to budget approval is well worth the
extra effort.

4 FUNDING PLAN
Successful capital campaigns always
have a specific financial goal. More
importantly, they also have a detailed
plan to achieve the goal. This often
takes the form of a “chart of gifts”
showing the wide range of participation
needed. The funding plan emphasizes
the concept of “equal sacrifice, not
equal gifts “. Unfortunately, many
general fund budgets are presented
without providing clear guidance to
help people make their generosity
decision.

"Unfortunately, many
general fund budgets
are presented without
providing clear
guidance to help
people make their
generosity decision."

5 THE A-TEAM

Capital campaigns have a group of
volunteer leaders who not only
organize the campaign, but champion
the cause. The saying “everything rises
and falls on leadership” also applies to
your general fund generosity. You
need the generosity “A-Team “. Most
churches have a budget committee,
but their tasks primarily focus on cash
flow management and expense
control.

Generosity Mile Markers (continued)
Your church should also have a “generosity
team” whose primary role is to share the
vision, the goal, and the plan.They then
become champions for generosity and
support it with their active endorsement.
(Download our guidelines for creating
your generosity team).
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MULTI-CHANNEL
COMMUNICATIONS
PLAN

During the highly visible weeks of capital
campaigns, there are comprehensive
communication plans that flow through
print, social media, video, and small
groups. Typically, most general fund
budget committee communication boils
down to a boring spreadsheet comparing
last year ‘s budget to the current one. This
document is then handed out at a poorly
attended congregational meeting. It’s no
wonder that people’s response is
lackluster. It was conditioned by the very
uninspiring communication they received.
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CALLS TO
ACTION

A universal element of capital campaigns
should include a specific challenge
followed by a definitive call to action,
presented to the entire congregation.
Often, the general fund budget is
presented to a very small sub-group (those
attending a congregational meeting) and
normally no specific response is
requested. Lack of a churchwide
challenge/commitment process sends a
nonverbal signal to the congregation that
their response really isn’t all that important
or needed.

8

CELEBRATION
OF RESULTS

9

STAY
CONNECTED

If the original goal was to increase
ministry impact (not merely “fund the
budget “), then focus your celebration
on spiritual life change, not last
month’s “giving versus budget”. Your
people will be more inspired to
become generous when you regularly
share with them their spiritual “return
on investment “(ROI).

There are usually only two times
when the general fund budget is
discussed — at the beginning of each
budget year which is poorly attended,
or when you’re running behind
budget which is a very negative
message. A better approach would be
to stay connected throughout the
year with notes of thanks, stories of
changed lives and the exciting
spiritual impact of your ministries
made possible by the generosity of
the church.
Click to learn
more ideas for
growing
generosity by
downloading
our companion
e-book “Four
Simple Ideas to
Grow Generosity
at Your Church.“

THE ULTIMATE DESTINATION
ONE FINAL THOUGHT...
Your journey to generosity has a
destination, and it may not be the one that
you expect. There is a higher purpose in all
of this. The goal of your generosity
journey is not to extract something
FROM God’s people, but to provide
something FOR them. When believers
lead more generous lives, they experience
a joy and freedom that cannot be achieved
any other way.
The apostle Paul said it well, “Not that I
desire your gifts; what I desire is that
more may be credited to your
account” (Phil 4:17).

VISION
SOLUTION
LEADERSHIP BUY-IN
FUNDING PLAN
THE A-TEAM
COMMUNICATION PLAN
CALLS TO ACTION
CELEBRATION OF RESULTS
STAY CONNECTED

Paul was clear that the goal of generosity
isn’t to get something from the people but
to do something for them. Your
congregation’s journey to generosity
should have the same ultimate destination.

e: stewardship@churchgrowthservices.com
w: churchgrowthservices.com
p: 1.800.234.9853

