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Discerning & Deciding Which Church Capital 
Campaign Firm Will Serve You Best

It’s usually best not to make an immediate decision about the 
firm you’ll use at the conclusion of the interviews. Rather, take 

into consideration all of the essential criteria for making the best  
decision for your church.

Reviewing All the Essential Criteria for  
Evaluating Firms for Your Final Selection
Evaluate all firms against: 

1. What’s required to get the best results in a church capital campaign.

2. Answers to the interview questions asked against the ideal answers.

3. What you can expect to raise with each firm, and which firm will provide you 
with the best return on your investment. 

It’s also wise to call the firms interviewed to let them know which way you are lean-
ing and why and to ask any clarifying questions you feel are needed. This will give 
everyone the chance to fill in missing information and clear up any misconceptions. 

You should then plan to reconvene within 48 hours or two days of your initial inter-
view to come to a decision.  This is important because studies have shown that most 
people forget a majority of what they have learned within a short time of learning it.  
So, more immediate decisions tend to lead to more informed and better decisions.

We’ve covered in previous tip sheets and videos,  what’s required to get the best 
results in a church capital campaign, the key interview questions to ask and should 
hope to hear.

Now it’s time to make a simple cost benefit analysis and contrast what you can re-
alistically expect to raise with each firm you’re considering and subtract out consul-
tant costs to determine which firm will provide you with the greatest return on your 
investment and the most value to you.

Contrasting Financial Expectations, Costs  
& Potential Return on Your Investment  
To discern which firm will provide the best value or return on your church’s capital 
campaign investment, you first need to determine what each firm’s campaigns typical-
ly raise for projects similar to yours, relative to the church’s annual giving income. 

You can do this by either using research 
that may be readily available to you, or 
by calling a few of each firms’ most re-
cent clients whose projects were similar 
to yours in terms of the type of project 
they were raising funds for and asking 
two key questions in addition to any 
others you may have: 

1. What did your campaign raise? 

2. What was your annual gift income at 
the time of the campaign?

These are great questions to ask and are 
the truest measures of a firm’s productivity.  

Once you have the answers to the 
above questions, you can then perform 
a couple of simple computations to 
determine how well your church would 
do with a particular company.  

For example, if after making six calls to 
various churches, you discover that Firm 
1 raised a total of $12 million in their 
campaigns that were similar to yours 
and that the annual giving income for 
these same churches totaled $6 mil-
lion.  In this instance ‘Firm 1’s’ Results 
Relative to Income Ratio is 2 – mean-
ing they raised, on average, 2 times a 
church’s annual giving income.  

In making the same number of calls to 
‘Firm 2’s’ clients, you discover that they 
have raised a total of $6 million dollars 
for their clients with projects similar to 
yours and that the annual gift income 
for those churches totaled $1.8 million.  
In this instance, ‘Firm 2’s’ Results Rela-
tive to Income Ratio is 3.33 – meaning 
they raised, on average, 3.33 times a 
church’s annual offering income.
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Now, apply these same multiples to your church’s income.  If your church annual 
giving income totals $500,000 per year, you could reasonably expect to raise $1 
million if you chose ‘Firm 1’ which typically raises 2 times a church’s annual gift 
income from your analysis while you could feasibly expect to raise $1,665,000 mil-
lion if you chose ‘Firm 2’ which typically raises 3.33 times a church’s annual giving 
income.

Next, subtract each consultant’s costs conducting the campaign to determine which 
firm would provide you with the best bottom line value and return on your church’s 
investment. Let’s say, for example, that Firm 1’s costs total $50,000. In subtracting 
this sum from their expected $1,000,000 in income, you’ll find that you could 
conceivably expect to net $950,000 in income. Then, in looking at Firm 2, you 
subtract their estimated much higher cost of $100,000 from the $1,665,000 that 
you could conceivably expect to raise with them and find that you could expect to 
net $1,565,000 in a campaign directed by them. 

In this scenario it is clear that Firm 2 will provide the greatest value and return on 
your investment for you, despite the fact that their costs are considerably higher, in 
fact, double those of Firm 1. In this instance, barring any unusual circumstances, 
you should choose Firm 2 to serve you. 

In summary, the bottom line is that productivity, return on investment or value 
should be more important than consultant fees and expenses, because while its 
unwise to pay more than you have to, sometimes what initially may seem like a bar-
gain can actually cost you more in lost income than working with someone whose 
costs and productivity are significantly higher.

Making Your Selection 
Now it’s time to make your selection of 
a firm that you believe will bring out the 
best in you and serve your church the best. 
Ideally, you will select someone who:

• Will bring all of the professional attri-
butes, operating methods and motives 
that have proven to work and serve 
churches the best.

• Will have answered all of the questions 
you’ve asked with answers you should 
have hoped to hear.

• Will bring out the best in and pro-
vide the best return on your invest-
ment for you.

What to Do Next After 
Making Your Selection 
After you have selected the best firm 
to serve you, ideally the one that will 
provide the best results and return on 
investment for you, notify them by 
phone, request a contract and begin 
looking at start dates with them. 

It’s also really important and courteous 
to reach out to those you did not select 
to let them know who you ended up 
choosing, and candidly sharing with 
them the reasons for your selection. 

Most consultants go to great expense 
to cultivate and travel to come to meet 
with you. And, since we’re all in God’s 
work together, it’s only right and righ-
teous to personally follow up with each 
firm you interviewed.

Contrasting What You can Expect to Raise with Each Firm, Consultant 
Costs, & Which Firm will Provide the Greatest Return on Your Investment

Firm  ___________   ___________   ___________   __________

Expected Income $ ___________  $ _________ $  ___________  $ _________

Expected Expenses - ___________  - __________-  ___________  - _________

Net Income (ROI) $ ___________  $ _________ $  ___________  $ _________

This is part 10 of 11 in our tip sheet and video series 
that is based on our special report, How to Choose a 
Capital Campaign Firm that’s Right for You, and How 
to Avoid the Many Common Mistakes that Churches 
Make. To request a copy of this special report and 
all of the tip sheets and videos in the series, please 
contact Walsh & Associates, Church Capital Campaign 
Specialists® at 800-894-3863.

Never compromise on who you hire. 
Hiring the wrong person is ten times more 

expensive than hiring the right person.




