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SELECTING COUNSEL FOR YOUR CAPITAL CAMPAIGN 

  

 Because effective practice in raising funds for a capital campaign will often 

depend upon a requisite level of professional skill and experience surpassing the 

present capacity of many local church leaders, the following discussion is intended 

to serve as a very basic guide as you begin a decision-making process leading into 

such an effort.  Knowing that there are fundraising professionals whose expertise 

and integrity can be put to good use in the service of a God-inspired vision for new 

ministry within your congregation, we want to encourage you to give consideration 

to securing the services of capital campaign counsel.  Doing so with a careful and 

deliberate plan for utilizing this kind of professional service can help your leaders 

retain the critically needed focus on effective day-to-day ministry operations which 

always serves to support and encourage a generous stewardship response to capital 

campaigns.  In short, we want to affirm that there are quite a number of good and 

practical reasons for your local church to select and retain professional fundraising 

counsel in preparation for your anticipated capital campaign.  

 

Why Should Your Church Use The Services Of Capital Campaign Counsel? 

 While congregations are willing to embrace a significant level of expense to 

design and construct effective ministry facilities, church members sometimes balk 

at securing the assistance of professional fundraising consultants.  However, there 

are several pragmatic considerations that support a decision to utilize professional 

counsel in pursuing a capital campaign within your local church. 

 

1. As mentioned previously, the utilization of a professional fundraising 

consultant (or consulting firm) allows your staff and lay leadership to 

continue focusing attention and energy in supporting the ongoing success 

of your ministry by working within their areas of primary responsibility 

and giftedness.  The best rule of thumb for any congregation engaged in a 

building campaign will be to let your pastor be the pastor!  Ignoring this 

recommendation is a primary reason why most of us can cite anecdotal 
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evidence regarding the tendency for at least some pastors to resign and 

relocate soon after the completion of a building project.  In other words, 

hiring a capital campaign firm will usually be a cost-saving measure 

compared to the expense of hiring a new pastor. 

 

2. Research consistently shows that churches tend to raise more funds under 

the leadership of professional fundraising counsel.  Most estimates show 

that a congregation can expect to double (at a minimum) the amount of 

money raised in a capital campaign when relying upon the services of a 

professional fundraising firm.  In addition, effective capital campaigns 

usually result in improved stewardship performance by the congregation 

in all forms of giving as a direct result of the attention given to principles 

of faithful Biblical stewardship by the campaign counsel.   

 

3. The purpose of using outside professional counsel to conduct a capital 

campaign is not to make your church act more like a business.  The real 

purpose of outside fundraising professionals is to make sure that a local 

church acts more like a church!  In other words, professional fundraising 

consultants draw upon their expertise and experience to help your church 

act out the full implications of our faith as Christlike disciples called to 

serve as obedient stewards in every dimension of our existence.  Capital 

campaign counsel will also provide the local congregation with a level of 

familiarity regarding the inevitable surprises that occur in all campaigns, 

drawing upon the experience and skill sets necessary to help the church 

to remain focused on leaving a legacy of blessing wherever God gives us 

an opportunity.  Why try to figure it out on your own when professional 

leadership that will honor your faith commitments and ministry priorities 

can be easily secured?  The best thing your church can do to raise capital 

funds is to remain focused upon your missional effectiveness, for money 

tends to flow toward any mission demonstrating the transforming power 

of God at work in the world!  Make that your aim, and call upon the skill 

and experience of fundraising professionals who can assist you in telling 
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your story in a way that consistently affirms the values and convictions of 

your congregation.  Do not allow any new capital campaign to become a 

substitute for the true mission purpose of your church. 

 

4. At the core of your capital campaign, the added value contributed by an 

outside fundraising professional will usually be found in several areas.  

You should expect the consultant to provide significant assistance to the 

church in articulating the vision and case statement that undergirds the 

building project; to help your leadership assess the true feasibility of an 

anticipated capital campaign; to provide professional expertise during the 

“quiet phase” of a campaign by meeting with potential donors to secure 

major gifts; to establish and define an appropriate fundraising goal while 

developing the communications strategy and methods which will be used 

to pursue that goal; to coordinate the content and delivery systems for all 

capital campaign communications which will include print, video, social 

media, small and large group presentations.   

 

5. The very best capital campaign consultants are highly skilled in learning 

and utilizing the “local language” of a congregation to guide its leaders 

and membership through the steps of a fundraising and building project 

while maintaining the credibility and trustworthiness of its ministry.  In 

other words, good capital campaign consultants know how to speak to 

and about your church in ways that demonstrate respect for your customs 

and traditions.  Nothing is more grating and ineffective than fundraising 

efforts that speak in a “foreign tongue” to congregants, making potential 

donors feel like the church which is soliciting their gifts does not know or 

honor the values, priorities, and practices that are to be supported by such 

gifts.  Good professional consultants know how to “talk the talk” in ways 

that safeguard the confidence that congregants invest in their own church. 

 

 



4 

 

 

Selecting A Capital Campaign Consulting Firm 

 By the time a local church has decided to secure professional assistance for a 

capital campaign, an initial “list of the usual suspects” (fundraising consultants and 

firms) has usually been generated through referrals from other churches, pastors, or 

denominational leaders.  The District Superintendent’s office may be able to assist 

you here by helping direct you toward existing denominational resources (such as 

the professional services now available through our relationship with the Wesleyan 

Investment Foundation) which may help you locate and qualify competent capital 

campaign consulting firms familiar with the Church of the Nazarene.  Once you 

have gathered an initial list of firms or individuals that provide these services, a 

sound and effective process for selecting the professional counsel for your capital 

campaign will usually be comprised of these elements: 

 

1. After reviewing referral suggestions to verify that the firm in question 

has a consistent track record of exemplary performance (by talking to 

their references), many churches will invite the firms to submit a reply to 

what amounts to a Request for Proposal identifying the services they will 

provide to your church. With this kind of information in your possession, 

your leadership can determine which fundraiser(s) you wish to interview.  

 

2. The Center for Congregations (info@centerforcongregations.org) offers 

a very helpful list of questions to ask of any potential fundraising firm:  

 

 How will the invitation to give be presented to the congregation? 

 How will you, the consultant, get to know our congregation? 

 How is your standard methodology adapted to accommodate the 

unique qualities of our congregation? 

mailto:info@centerforcongregations.org
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 What is your approach to feasibility studies that determine how 

much a congregation can raise?  Do you conduct them?  If so, 

how? 

 What kind of follow-up work will you provide after the campaign 

is completed?  Is there an additional cost for follow-up work? 

 How are our roles – as the consultant and the congregational 

leadership – defined? 

 What is your fee structure?  Are expenses included in the fee?  

What is the payment schedule? 

 Provide a list from the past two years – three successful 

congregational campaigns and one failure and their campaign 

financial goals (failure may be that the congregation resigned from 

the process).  

 

    We also suggest that you pose a few additional questions: 

 

 What are your procedures and policies for handling the personal 

and confidential information of potential donors?  Do you use or 

transfer such data beyond the scope of an initial capital campaign 

for a church? 

 What is your policy and procedure regarding the use of a “letter of 

intent” by potential donors to guide any future church response in 

the stewardship of funds received?  What is your practice when the 

scope of work or the nature of the project to be done by the church 

changes as a result of new circumstances that were not anticipated 

at the time of an initial gift or pledge? 

 What do you need to know about the required approval process for 

capital campaigns which is outlined within the polity of the Church 

of the Nazarene?  What steps or procedures in your usual practice, 
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if any, would need to be adjusted or tailored to honor these unique 

requirements of our denominational polity?  

 What process of training do you provide for local leaders and/or 

campaign volunteers?  Can you provide samples outlining the 

timeline and basic content of your training procedures? 

 

3. Request samples of campaign materials generated in the process of prior 

capital campaigns.  Evaluating both the quality and content of materials 

generated by the firm will help you to begin assessing the all-important 

aspect of “good fit” between your congregation and the fundraising firm 

that will be representing your ministry.  Knowing the degree to which the 

best practice of a potential firm aligns with the internal culture and local 

context of your congregation will be absolutely essential to your process 

of selecting your fundraising counsel. 

 

4. If at all possible, engage in a face-to-face interview session with a finalist 

before entering into any contract for fundraising services.  While it is true 

that some firms prefer to handle the initial communications and interview 

process with marketing representatives, a local church deserves to have 

an opportunity to experience and evaluate the personal skills displayed by 

the fundraising professional who will be coordinating the campaign.  Any 

decision by your leadership team to hire professional counsel should rely 

upon firsthand observation of the consultant’s ability to work well with 

your congregants.  

 

5. A decision to retain professional counsel to explore the feasibility of any 

potential capital campaign should be communicated with the church body 

as a way of avoiding the kind of surprise which contributes to resistance 

and suspicion.  The old adage is true: People usually tend to be down on 

the things they’re not “up” on!  Keeping the congregation well informed 

that these issues are being discussed can contribute significantly to the 
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unity and enthusiastic stewardship of your congregation should you enter 

into a capital campaign.   

 

Consulting with the District Superintendent and District Advisory Board can also 

be a key component in the process of selecting a capital campaign consulting firm.  

Given existing Manual paragraphs regarding the type of permissions necessary to 

incur debt in a local church (103-104; 234.4), we ask all local churches to submit a 

written “Request to Secure a Capital Campaign Consultant” as part of their formal 

“Application Requesting Approval from the District Board of Church Properties.”  

While securing a capital campaign consulting firm does not necessarily incur any 

new debt for a local church, the process of doing so can expose the congregation to 

costs and future expenditures deserving careful consideration.  The experience and 

skills available to you when you collaborate with our District leadership team can 

help you avoid potential problems that have at times afflicted other congregations.  

The process of entering into such a collaborative effort requires only that you write 

a letter requesting approval to secure a capital campaign consultant, detailing the 

full scope of the campaign as you envision it as well as the fee structure (including 

expenses) that will be required to hire the professional fundraiser(s). 

[Jeff Crosno, Northwest District Advisory Board, 3/2015] 


