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We have become very familiar with the long-term trends of congregational giving.  
Contributions as a percentage of income are down from 3.11% in 1965 to 2.46% in 1995.  
The rapid growth of parachurch organizations and other non-profits has produced serious 
competition for offering dollars.  Designated gifts for particular projects and purposes are 
increasing.  A generation with a singular loyalty to their local church are being replaced 
with a generation who likes to spread their giving around.  Stewardship emphases have 
degenerated to the annual “beg” campaign.  A few bequests to local churches are the tip of 
the iceberg of trillions of dollars to be transferred from one generation to the next. 
 
Have we also noticed the emerging signs of stewardship renewal in our congregations? 
Membership covenants are being written with a high expectation regarding giving money 
and serving with one’s spiritual gift.  Credit card processing and EFT are offered to help a 
new generation develop systematic giving habits.  Giving and tithing are being recovered 
as spiritual disciplines as vital to the Christian journey as worship, prayer and Bible study.  
Sermons, Bible studies and testimonies are scheduled year-round. The Minister of 
Stewardship is responsible for implementing year-round, comprehensive strategies for 
accomplishing mission. 
 
In order to accomplish their mission adequately, congregations are beginning to make 
stewardship a major responsibility within their leadership structure. Stewardship is all that 
we do with all that we have in order to accomplish the mission God have given us, both 
personally and corporately.  I encourage creating a Stewardship Development Team that 
serves to enable a congregation to accomplish its mission, not just meet its budget.   
 
A Stewardship Development Team consists of members skilled in marketing, 
communication, visual arts and drama.  Stewardship needs storytellers to tell the story of 
God’s goodness along with the story of a local congregation’s mission in the world.  
Stewardship is concerned with developing individual members into active mission 
advocates and participants.  
 
A Stewardship Development Team accepts 10 assignments in order to fulfill its purpose of 
enabling a congregation to accomplish its mission.  Nearly all these assignments are 
carried out annually by most nonprofit organizations in our society.  The church of Jesus 
Christ should be proactive in funding and accomplishing its mission in the world.  God’s 
Good News is just too good to leave to chance. 
 
 
1. See that mission and vision statements are in place and are well understood by the 

congregation.   
  
In its most Biblical sense, stewardship has do with accomplishing Mission.  In  



I Corinthians 4:1, Paul identifies himself as a steward of the mysteries of God (a manager 
of the Gospel).  Even when we modern Christians have reduced stewardship to pledging 
the budget, fund-raising professionals still insist on the primacy of Mission. 
Mission: Who you are and what you are called to do.  Vision:  Where you are going. 
Both are foundational to an effective stewardship system that will enable your church to 
thrive in the years ahead. 
  
 
2. See that a two to three year strategic plan is in place to accomplish the mission  

And vision statements. 
  
You know who you are and what you are called to do, and you know where you’re headed.  
Now, how do you get there?  What’s your plan, besides paying salaries, bills, and sending 
dollars elsewhere for others to do missions?  People respond to organizations that have a 
future and know it, who have their act together, who can explain the strategic importance 
of the next staff position, the new ministry, an alternative time and style of worship, a 
missions partnership.  Every two to three years, review and renew your strategic plan. 
 
 
3. Design an on-going strategy to communicate to members what is being  

accomplished by their giving. 
  
We will never do away with the financial report, and we shouldn’t.  Just add to it a 
stewardship report which communicates the ministry and mission accomplishments of the  
month.  Continuously tell your story.  Use photos, graphics, drama, testimonies.  How 
about a quarterly  “investment report” timed to arrive at members’ homes when their 
retirement account and mutual fund reports arrive?  Why not consider an annual report?  
What better investment can a  Christian make than in Kingdom work? 
 
 
4. Design and carry out annually a ministry plan development and    

promotion emphasis. 
 
Abandon the word “budget.”  Why?  Because “budget” speaks to institutional concerns, 
but missions and ministries are about helping solve people’s needs and problems. 
Remember, “people give to people.”  Members give to the people being ministered to.  
Members give to the people doing ministry.  And, members give to the people asking for 
their ministry investments. 
 
Involve church members in developing their ministry plan.  Gather their input through 
surveys or small fellowship gatherings.  Ask : 
 1) What is it we do well that we should invest in becoming expert at? 
 2)  What is it we need to do better, to be more effective at? 
 3)  What should we begin to do that is not being addressed in our community? 
 4)  What do we need to stop doing?  (Only brave congregations ask this one!) 
Incorporate the responses into your development of the ministry plan for next year. 



 
The design of your ministry plan should reflect the priorities/direction of your strategic 
plan.  The strategic plan is that two to three year plan which enables you to accomplish the 
mission and vision statements.   
 
Utilize the essential motivations of church members’ giving, as identified by Kennon 
Callahan, a church consultant:  Commitment, Challenge, Community, Compassion and 
Reasonableness.  Speak the motivations of the grass roots and the unchurched, which are 
the last three.  The commitment and challenge motivations usually  reach the core leaders 
in your congregation only. 
 
Use a response card that asks for a total stewardship decision...what is required to 
accomplish mission and vision.  Ask for money, time, prayer and service.  Always add at 
the bottom of the card, “Have you considered your church in your will?  __yes __no” 
 
Involve people again, not in promoting the budget, but rather in telling your story. 
Stewardship needs storytellers.  Choose from the following strategies identified by Eugene 
Grimm: 
  Consecration Sunday   Direct Mail 
  Home Gatherings   Delivery Systems 
  Every Member Canvass  Faith Promise Plan 
 
Remember to have fun!  Create a genuine atmosphere of celebration for what God is 
doing.  The kingdom of heaven is a joyous feast, or so I’m told.    
 
 
5.  Give members training in Life Skills:  gift discovery and development, 
      money management, career guidance, and estate conservation. 
 
If we expect the members of our churches to serve and give, then we ought to enable those 
responses. Gift discovery and development are essential if laity are to assume 
responsibility for ministry.  And, 90% of volunteers give! 
 
We expect people to tithe, and they can’t. We are asking for dollars that are already 
committed to a lifestyle of consumption and affluence that requires two full time incomes 
and contains no margins (safety nets) of money or time. Plan today a money management 
seminar for your people.  They need it. 
 
Career guidance is and will continue to be a rapidly growing need for workers in the 
United States.  The social contract of a lifelong job at the big conglomerate is kaput! 
Everyone is self-employed today, regardless of where they work.  The required skill is 
learning to change locations of employment.  The church must step in and teach vocation 
(calling) as a way to be in the world of work.  Help members not only transition to their 
next paid position, but also advance in their God-given calling as well. 
 



The senior adult population, the “builder generation,” got it right because of the life 
experiences they’ve had:  Depression, World War II, Corporate America.  They now find 
themselves with more accumulated assets than they ever expected to have.  They are 
indeed the “millionaires next door.”  And, they welcome guidance on estate conservation 
for their life expectancy and estate stewardship beyond their lifetimes.  Plan today an 
estate conservation and stewardship seminar for your people. 
 
 
6. Create designated giving (special project) opportunities for those persons who  
     give one time in the year or short term only.  
 
In our churches 30% to 50 % of members give nothing during the year.  We could be led to 
believe that everyone else gives and gives the same way, i.e., weekly or monthly 
throughout the year.  That “ain’t” necessarily so! 
 
Kennon Callahan is instructive.  In our churches we have solid marathoners who give 
steadily week after week and month after month throughout the entire year.  We also have 
middle distance runners who will give within the year, but not the whole year.  And we 
have sprinters who give seasonally or short term or one time only. 
 
Stewardship is about accomplishing mission.  In order to accomplish mission, we will need 
everyone’s giving, regardless of how they choose to give it.  Hold the philosophy of a 
unified budget (ministry plan) loosely enough in order to fund some essential extras 
outside the plan.  Create giving opportunities for the sprinters and middle distance givers in 
your congregation. 
 
 
7.  Teach Tithing as a goal, a standard and a springboard.  Introduce the concept 
 of “the giving path.”  Regularly invite people to move along the path. 
 
Tithing is a spiritual discipline, like prayer, Bible study and worship.  When we began to 
learn what life in Christ is, did we start off praying for two hours, reading five chapters of 
a Gospel and worshipping for an hour?  No.  If we began giving as a child we could have 
begun by giving 10% of our allowance.  But we did so in a secure condition.  Daddy and 
Mommy paid for food, clothing, shelter, transportation and everything else.  The point:  we 
develop discipline by starting small and growing and finishing strong over time. 
 
Start your members on the giving path:  Step one is to give.  Step two is to plan what to 
give for a year.  Step three is to give regularly throughout the year.  Step four is to increase 
giving each year.  Step five is to begin to give a Tithe.  Step six is to encourage others to 
Tithe.  Step seven is to give beyond the Tithe.  Celebrate every year the persons who are 
starting out on the giving path, who are taking next steps along the path and who are 
finishing strong near the end of the path. 
 
 
8. Promote deferred gifts through bequests and beneficiary designations.  Adopt  



policies on how to handle bequests. 
 
Deferred gift income will become more prevalent and necessary in enabling congregations 
to accomplish their mission.  The generation that are nearing the end of their life 
expectancies are interested in leaving the churches they love a portion of their estates, even 
tithing their accumulated assets. 
 
A bequest in a will can consist of a specific amount of money, a specific piece of property 
or stocks, a percentage of the estate assets which are not specifically named (the residuary) 
or a contingent designation should a named beneficiary predecease the one making the 
will.  A process of actively promoting bequests from your members can result in one 
deferred gift for every five deaths. 
 
An equally effective means of promoting deferred gifts is by use of the beneficiary 
designation on financial contracts and assets.  Life insurance policies, retirement plans and 
mutual fund accounts all require a beneficiary.  The owner of these assets could name your 
church as the beneficiary, a co-beneficiary for a specific percentage of the asset and even 
as a contingent beneficiary similar to that in a will. 
 
 
9.  Decide on development of endowment funds through current or deferred gifts. 

Limit the number of endowment choices to areas consistent with mission and 
vision. 

  
Do you want endowment funds or not?  Many believe that endowment ruins the vitality 
of giving by current members and leads to decline of the church’s ministry.  That is a 
myth!  The keys to church vitality are vision, leadership and adaptability.  The strongest 
institutions in our nation have large endowments, i.e., Harvard U. 

 
An endowment fund of $1,000,000 earning an average annual return of 9% and paying 
out a fixed dividend of 5.5% will, over 20 years, pay out over $1,550,000 and have 
remaining in the fund over $1,980,000.  An endowment fund is the “pink bunny rabbit” 
of financial assets...it just keeps going and going and going! 

 
Again, the issue is for what will you accept endowment gifts?  The most common 
congregational endowment funds are for Missions, Benevolence, Ministerial 
Scholarships and Capital Needs (renovation, deferred maintenance, new building). 

 
 
10. Evaluate the need and timing of capital campaigns for large projects.  Consider 

various approaches to campaigns, from self-led to full consultant service. 
 
A capital campaign is a significant stewardship emphasis to provide for a major project by 
producing a large specified amount of financial support within a relatively short time 
period.  Campaign gifts and pledges are in addition to any other giving through the church. 
 



Correlation of project to mission is the most important element of campaign success.  The 
congregation must have ownership of the project.  And they must believe it is their 
responsibility to provide for the project.  Why?  Because at this time, this project is what 
we are called to do! 
 
You are ready to campaign if: leaders and staff agree on the priority and validity of the 
project; leaders and staff are committed to personal sacrifices in time and money; there is 
an urgency to achieve the project; the congregation has developed consensus for the 
project; one gift will be 10% to 17% of the financial goal; 20 – 25 gifts will provide one-
half the goal; and, there are a large number of eager members who can be enlisted and 
trained to work in the campaign.  
 
A congregation usually employs a consultant to lead the campaign.  This is wise if the 
congregation has not campaigned in several years or if the project is quite large and the 
congregation needs to raise every dollar possible. Usually the fee is a major concern of 
staff and leaders.  The major issue, however, should be the consultant.  Who is he, or she?  
Do they fit who we are?  Will they listen to us?  What is their character?  Will we be 
embarrassed, or harmed by them?  Where else have they worked and how did they do?  
Research the consultant thoroughly, just as you would a new staff member! 


