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Not Comparing & Contrasting 
What Matters Most
The second common and costly mistake 
that churches make in choosing and 
using fundraising counsel is that they 
don’t compare and contrast what mat-
ters most. They don’t compare apples to 
apples and contrast firms against what’s 
required to get the best results. Things 
like does the firm considered and ulti-
mately selected:

• Specialize in and, ideally, only work 
with churches and only do church 
capital campaigns?  

• Have a long and strong track record 
in conducting church capital cam-
paigns?  

• Provide a “just right” level of on-site, 
hands-on assistance and promise to 
spend at least 30, and ideally no more 
than 40, full days of service to you at 
your church?  This exact amount of 

Five Common & Costly Mistakes  
Churches Make in Choosing & Using  

Fundraising Counsel

1
Structuring the Interview & 
Selection Process Poorly
The first common and costly mistake 
that churches make in choosing and 
using fundraising counsel is that they 
structure and schedule the interview 
process poorly.  

• They don’t limit the number of firms 
they interview to one, two or three at 
most.

• They don’t consolidate their inter-
views to a single day or, if interview-
ing more than two firms, to consecu-
tive days. 

• They don’t allow an hour and a half 
for each interview so firms can ade-
quately explain all that they do. 

• They don’t make their decision of 
who to use within 48 hours of their 
initial interview while the informa-
tion gathered is still fresh. 

Five Common & Costly Mistakes  
Churches Make & How to Avoid Them

Deciding to do a church capital campaign is rooted in the 
desire to build a better church community. To address needs 

through improved facilities, services, debt reduction, or other 
purposes. The greatest service you can do regarding this import-
ant effort is to educate yourself to the best of your ability. Here 
are five common and costly mistakes churches make in choosing 
and using a church capital campaign consultant and how you can 
avoid them. 
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time is needed so that your consultant 
can organize and attend all meetings 
and major events and can personally 
handle expert essential tasks without 
spending more time than is needed 
where it won’t increase income, but 
rather will only increase your expenses.

• Promise to allow at least 6 months to 
conduct the actual campaign to allow 
more adequate time for volunteer 
recruitment and all, especially major, 
gift development? 

• Promise to coordinate asking for gifts 
in the proven to be productive and 
successively successful ways where 
specific, challenging gifts tied to 
people’s interests are personally and 
knowingly asked for and received 
starting with the most capable and 
committed prospects for gifts in per-
son first, in a group setting second, 
by phone third, and finally, by mail 
or email last without ever skipping a 
step or prematurely proceeding with 
another approach before exhausting 
a more personal and productive out-
reach method first? 

They also don’t always look at:

•  How much each firm typically raises 
in campaigns similar to theirs relative 
to the church’s annual giving income.

• When subtracting out the firms 
anticipated expenses, which firm 
will provide the church with the best 
return on their investment?

Continued on next page.
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3 4 5
Not Always Heeding  
the Advice of the Experts 
They Engage
And the fifth and final common and 
costly mistake that churches make in 
choosing and using fundraising counsel 
is that they don’t always heed the advice 
of the experts they engage.  

In fact, when you engage an expert, the 
most important thing you can do is to 
trust their expertise and follow their 
advice precisely.  Don’t second guess 
them and go another way, because it 
will inevitably take you down the path 
of struggle and unrealized potential.

Buying What’s Easy, not 
What’s Most Beneficial  
& Effective
The third common and costly mistake 
that churches make in choosing and 
using fundraising counsel is that they 
buy what’s easy, not what’s most benefi-
cial and effective. Again, achieving the 
best results and return on investment 
in a church capital campaign requires 
operating in a very particular way. There 
are no shortcuts or substitutes. To get 
the best results:

• The campaign must be professional-
ly directed by a firm that specializes 
in and ideally only does capital 
campaigns for churches. 

• They must provide a high level of 
individual attention and on-site 
hands-on support during the course 
of the campaign totaling 30 days 
minimally, and no more than 40 
days ideally to maximize rewards 
and minimize waste. 

• They must coordinate the campaign 
over a minimum of 6 months, so 
there’s an adequate amount of time 
to maximize volunteer involvement 
and the development of all, and 
especially major, gifts. 

• And, they must coordinate and 
coach asking for gifts in the most 
proven to be productive and succes-
sively successful ways, where specif-
ic, challenging gifts tied to people’s 
interests are personally and know-
ingly asked for and received starting 
with the most capable and com-
mitted prospects for gifts in person 
first, in a group setting second, by 
phone third, and finally, by mail or 
email last without ever skipping a 
step or prematurely proceeding with 
another approach before exhausting 
a more personal and productive 
outreach method first.

Buying a Firm’s Consultant 
or Sales Person vs. their Pro-
cess or Success System
The fourth common and costly mistake 
that churches make in choosing and us-
ing fundraising counsel is that they buy 
the firm’s “consultant” or “sales person” 
versus their “process or success system.” 

In fact, sometimes too much emphasis is 
placed on “who” presents to or will rep-
resent you versus the capital campaign 
process or success system his or her 
company will bring.  And while both 
are important, process trumps people in 
order of importance and you should be 
looking to hire first those who bring a 
process or success system to you that has 
proven to, and will, produce the best 
results and return on your investment 
for you. 

The people who will be involved in 
serving you are important too, but they 
become far less important, even inter-
changeable, if the company has in place 
and uses a well-defined, documented 
and repeatable success system for con-
ducting church capital campaigns.

How to Make the 
Right Choice for  
the Best Results
By knowing in advance and not making 
these common and costly mistakes you’ll 
be putting yourselves into a position of 
making the right choice for your church 
and selecting the best capital campaign 
consulting firm to serve you.

Always try to learn from  
others’ mistakes, not your own  

if you can avoid it.  
It’s much cheaper that way!

This is part 11 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.




