
VISION & CAMPAIGNS

In any process of funding a ministry, or any non-profit endeavor, two tools are essential, the Annual Ap-
peal and the Capital Campaign. Before a brief description of each of these is offered, a first consideration 
needs to be presented: Does the ministry you serve, as a paid staff member or as a volunteer, have a 

clearly stated vision of what it intends to do and an articulated sense of mission that both the leadership and 
the constituency understand and support? If not – go back to this step. Asking for money follows the agree-
ment of a written, and frequently spoken, purpose and plan. Once this step has been taken people are ready to 
proceed. As a general rule, money follows vision. Most people will give more than they currently give when they 
are presented with a clear reason why their giving will be effective. More dollars for more of the same is not 
usually an effective message.

Let’s assume the above is settled. The next step is the planning for an annual stewardship emphasis leading to 
written commitments by members and constituents of a congregation. Traditionally, these emphases are offered 
in the fall, resulting in the ability of a finance committee to make recommendations for the annual budget. 
Increasingly, many churches are separating the building of a budget from the concept of stewardship. Churches 
now are often dealing with budget issues in the fall but teaching on stewardship in January. The advantages of 
this approach are that the New Year brings fresh resolve in people’s minds (credit card bills following Christmas 
spending likely have something to do with this!) to better manage their spending, saving, and giving. Either 
approach works, but the most important thing to remember is that talking about money and asking for a com-
mitment in a way that fits your church culture is always better than saying and doing nothing. It’s a proven fact 
– people give more when asked and those who respond are glad, not mad, to be encouraged to do that which 
makes them feel a part of the ministry and helps move them personally toward financial maturity.

The Capital Campaign is predicated on the need for new dollars to do something big within the life of a church. 
Usually, these efforts are toward land acquisition or the construction of new or enhanced facilities. Giving to 
a capital campaign is always considered “over and above” giving. The goal is not to cannibalize the annual 
budget, but to generate new dollars for ministry. In these campaigns, the congregation is challenged to give 
sacrificially, to be willing to spend less on something for a larger Kingdom purpose. A typical campaign asks for 
a three-year giving commitment. The effort usually involves a strong promotional and organizational empha-
sis. Often people become involved in the church who have never been active before. The committees that are 
formed wind up becoming fellowship groups. In the end, nothing is more exciting that the announcement of a 
successful result. If you want to know more about capital campaigns, the Covenant’s own Don Fensterman will 
be happy to help. 
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