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Resources on Congregational Fund Campaigns
from the Congregational Resource Guide

The mission of the Indianapolis Center for
Congregations is to assist Greater Indianapolis Area
congregations in pnding and using the very best resources
available to address the practical challenges they face.
One of the ways we do that is through the Congregational
Resource Guide (CRG). The CRG was created by the
Indianapolis Center for Congregations and the Alban
Institute to help congregational leaders connect with
resources they need to gain insight into problems and to
encourage transformation in their communities of faith.
The following resources (and many more) are available on
the CRG at www.congregationalresources.org

With Generous Hearts: How to Raise Capital
Funds for Your Church, Church School, Church Agency
or Regional Church Body (Book) Glen N. Holliman,
Barbara L. Holliman, Authors. Harrisburg, PA: Morehouse
Publishing, 1997. This book is an excellent overview
of capital campaigns. The Hollimans, who are capital
campaign consultants, emphasize the importance of a

thorough feasibility study and the need for advanced gifts.

They present six steps of effective fundraising: (1) identify
the urgent and compelling need for which funds are
required; (2) identify the potential donors who are able to
respond pnancially to the need; (3) communicate the need
to those potential donors; (4) ask for a donation to address
the urgent and compelling need; (5)
say othank youd to those who have
made donations; then (6) continue

the process of identifying needs and
donors, sharing information, and
inviting people to participate. The
book also includes a helpful chapter
on 0What to Expect from Your Church
Architecté and others on judicatory
and church school campaigns.
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Extraordinary Money! Understanding the Church
Capital Campaign (Book). Michael Reeves, Nashville,
TN: Discipleship Resources, 2002. Author Michael Reeves,
leader of over 150 church capital campaigns, provides
an overview of the process of raising capital funds in
congregations. The book is not intended as a 6how-tod
book to enable congregations to conduct their own capital
campaigns since Reeves believes an outside consultant
guides the most effective campaigns. Rather, the book
introduces congregations to the specipcs of the process

including the theological foundation, preparation, steering
committee, ownership, vision, major gifts, celebration,
and so forth. Congregations desiring to enter a capital
campaign will benept from reading this book prior to
interviewing and selecting a campaign consultant.

The Complete Guide to Capital Campaigns for
Historic Churches and Synagogues (Book) Peggy Powvell
Dean, Susanna A. Jones, Authors. Philadelphia, PA:
Partners for Sacred Places, 1998. Capital campaigns to
restore historic buildings offer opportunities to seek grants
and gifts that are not ordinarily available to congregations.
This comprehensive, 200-page loose-leaf guide carries
the reader from preliminary restoration plans through
plans to extend relationships built during the campaign
into the congregationds future. It includes an outline of
the capital campaign process that would be useful to
any congregation, plus advice on involving community
leaders not afpliated with the congregation and seeking
grants from foundations and government sources. Any
congregation needing to raise funds to renovate historic
buildings should obtain a copy of this guide.

Plain Talk about Churches and
Money (Book) Dean R. Hoge, Patrick
H. McNamara, Charles Zech, Authors.
Bethesda, MD: The Alban Institute,
1997. This book gives an overview
of the types of pnancial programs
used by churches and explores
issues concerning stewardship and
fundraising.

Growing Giversi Hearts: Treating Fundraising as
Ministry (Book) Thomas H. Jeavons, Rebekah Burch
Basinger, Authors. San Francisco, CA: Jossey-Bass, 2000.
Calling on years of experience in the peld and extensive
study of numerous organizations and programs, Jeavons
and Basinger propose a paradigm different from that
of normal fundraising: 0€a vision
of fundraising as a process that is

as much concerned with the effect L iLU_WLNu
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and values as with the effect on ey
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organizationsi incomes.6 In effect they
are making the strong argument that a
fundraiserfs goal should be to assist in
the faith development of the giver as

much as it is to enhance the income of
the organization. e S

Also, the Indianapolis Center for Congregations
new oUsing Resourceso series is available. 0Using
Resourceso is a series of two page guides geared at
helping congregations make effective use of specipc kinds
of resources.




'Questions for ReGection

Think of a time that your congregation raised If your congregation is contemplating a capital
money to support a capital improvement. How campaign in the near future, what next steps do you
successful was that endeavor? What do you wish think you need to take? Why?

you had done differently?
The Indianapolis Center for Congregations is
The congregations interviewed for this article  happy to meet with you about any issues you may
felt that commitment to the vision, focusing on have about capital fund campaigns or any other topic
spirituality as well as money, and engaging the your congregation is working on.
entire congregation were essential ingredients for
successful campaign. Has this been the experience
of your congregation? What other important
ingredients would you add?

ICC staff members Brent Bill and Nancy DeMott and
guest writer/photographer Jane Mastin contributed to
this issue.
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The mission of the Indianapolis Center for Congregations is to assist Timothy Shapiro, President

Greater Indianapolis area congregations in pnding and using the very Brent Bill, Executive Vice President

best resources to address the practical challenges they face. The Center Nancy Armstrong, Finance Director & Resource Consultant
also provides educational events and workshops, all focused on Timothy Beuthin, Education Director

important practical issues confronting congregations. Nancy DeMott, Resource Director
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More Than Money

Capital Fund Drives
and Congregations

Capital fundraising campaigns are about more than
just monetary pgures, budgets, and bottom lines. Meeting a
pnancial goal is a fabulous accomplishment d but as the stories
of the four central Indiana congregations below show, there
are benepts far more rewarding than the money itself. They
give congregation members the opportunity to look at a future
vision, renew their sense of community, rejuvenate enthusiasm
for ministry, and discover untapped gifts and abilities.

Avon United Methodist, Bridgeway Community Church
in Fishers, First United Methodist in Shelbyville and Fishers
United Methodist all traveled the taxing, but fulplling journey
through a capital fundraising campaign. They began with a
vision for their congregations and then created awareness of
what was needed to best continue their ministries. These steps
led to dialogue with professional fundraising consultants and
creation of concrete goals and budgets. Each congregation
received a resource grant from the Indianapolis Center for
Congregations that helped with consultant fees.

0The whole fundraising project helped raise expectations
and raised excitement,0 said Tom True, pastor of First United
Methodist Church in Shelbyville. 6The excitement has just
continued to grow.o

0We had people step up and lead who had never
stepped up and led before,6 said Craig Parker, senior pastor at
Bridgeway Community Church in Fishers.

A capital campaign is a fundraising effort to pnance
a specipc project, such as repair and update a building,
purchase land, build a new facility, or add on to an existing
structure. The campaign is different from annual stewardship
efforts in that the money is not used for general operating
expenses. A capital campaign is a separate drive for funds
solely for the speciped project. Resource Services Inc., a
professional fundraising prm, suggests that in a three-year
campaign, a congregation can usually raise two to three times
its annual budget.

Encouraging the entire congregation to become part of
the fundraising effort is a key component in the success of a

Indianapolis Center for Congregations, Inc.

Congregational Stories is a series
of reports on a variety of issues facing
congregations. Many of these stories are
about Indianapolis area congregations
who have found resources through the
Indianapolis Center for Congregationsi
OResource Grants Programo or have
participated in a long-term learning
event. It is our hope that these stories
will be helpful in generating thought
about and possible resources for other
congregations who may be facing the

same or similar issues.

campaign exceeded its goal by 30%.

campaign 0 monetarily and spiritually.
0Almost everyone was
involved,0 Parker said. 0Everyone had
an opportunity to be involved.b
Bridgeway is located in a strip
mall off Highway 37. A booming
church membership that mirrors
the booming suburban community
in which it is located, Bridgeway
knew a successful capital fundraising
campaign was imperative to raise the
money needed for land and a self-
standing building.






