
Coaching Guide #3 – Fundraising for Church Planters  

Well funded church plants lead to successful church plants! There is overwhelming 
evidence that church planters who take fundraising seriously tend to plant strong healthy 
churches. 

So why is church planting often underfunded? The big issue is our inability to cast a 
compelling vision and make a direct ask for financial support. Fundraising is one of the 
challenges that every serious leader will have to face in their ministry; and yet, it fills 
even the strongest of leaders with all sorts of feelings and fears when the subject is 
brought up. To overcome those intense emotions one needs to have a strong biblical 
conviction on the legitimacy of fundraising. 

Biblical Foundations for fund raising 

• I Timothy 5:17 
• II Cor. 9:6-11 
• I Kings 17:7-14 
• Lk. 8:2-3 
• Acts 18:4-5 

General Guidelines 

• Fundraising is first and foremost about relationships.  Do I see it this way? 
• From conception to arriving on site, 75% of my time must be given to 

fundraising. During the launch team development stage, another 15-20% of 
my time must be given to fundraising.  When the church is launched, my 
funding should be at or near 100% 

• Asking people to give is a spiritual and transformational thing and will deepen 
my relationship with the one being asked 

• Fundraising is not a “one ask” kind of thing.  It must be viewed as a major 
focus, as a process, over time. 

• Having a clear fundraising strategy is crucial. 

 Checklist  

• Prospect list developed (individuals, churches, organizations) 
• �Prospect list categorized 
• Customized strategy for each donor group determined. 
• Three year budget determined. 
• Compelling vision statement integrated in fundraising materials 
• Conversations and game plan with sending agency developed 
• �Fundraising materials developed (appeal letter, commitment card, thank you’s) 
• Coach has signed off on fundraising materials 
• Funding strategy implemented and tracking of responses completed 
• Thank you letters are sent out 
• Ongoing updates being sent out to all donors and prospects (communication 

system established) 

Reflective Questions  



• What are the obstacles you are facing in your fundraising efforts? 
• �Who are the family members and friends that will support your work?� 
• Who are the churches or organizations you will approach to support this new 

church?   
• Who will you not ask to support you and why?�  
• Who have you tested your fundraising approach with?�  
• Who will help you administratively?�  
• Who will help you expand your donor list?�  
• How much time are you putting into your fundraising efforts? 

Conclusion:  

The key principle in developing a prospect list is this, “Don’t say no for anyone.” If you 
are unwilling to add someone to your list then you are saying no for them and you have 
no right to make that judgment. Many a church planter is surprised over and over again 
by those who didn’t give and those who gave (and gave sacrificially).  �Let people say 
no for themselves. 

 

 


