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You Must Receive at Least 
30 and No More Than 40 
Days of Onsite Support
The third essential to realizing your 
church capital campaign potential is 
hiring a firm that will agree to devote 
at least 30 and ideally no more than 40 
full days of on-site service to you during 
the actual campaign. This exact level of 
on-site service and support has proven 
to produce optimal results and return 
on a church’s capital campaign invest-
ment. It enables the consultant to be 
on-site to organize and attend all cam-
paign meetings and major events. Plus, 
it enables them to personally handle all 
consultant critical tasks that require spe-
cialized training and expertise. This level 
of service too will enable the consultant 
to serve as a “driver,” rather than just as 
an “advisor” for the campaign, which 
leads to less work for church volunteers 
and staff and better campaign results. 
Getting more than 40 days of service 
has not proven to increase church cam-
paign results, only expense. Getting less 
than 30 days of on-site service, however, 
has proven to diminish a church’s capi-
tal campaign results by more than one-
times a church’s annual giving, which 
far surpasses any perceived savings.
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Before you go through the process of elimination to find the ideal 
capital campaign consulting firm for your church, it’s important to 

highlight what’s required to get the best results, most benefits and best 
return on your church’s capital campaign investment.  

Five Essentials to Realizing Your  
Church Capital Campaign Potential

1. Professionally Driven 2. Specialist Driven 3. 30-40 Days of On-Site Support

What’s Required to Get the Best Results
in a Church Capital Campaign?
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The Campaign Must Be  
Professionally Driven
First, that the campaign must be pro-
fessionally driven. In fact, professionally 
directed campaigns have proven to out 
produce campaigns directed by churches 
on their own by approximately one-
half times the church’s annual giving 
income. And, since the extra fees and 
expenses associated with a professionally 
driven campaign rarely exceed the sums 
a church would actually lose by not hav-
ing and hiring help, it makes hiring a 
consulting firm an excellent investment, 
even though it’s sometimes erroneously 
considered as an unnecessary additional 
expense. 

The Campaign Must  
Be Specialist Driven
The second essential to realizing your 
church capital campaign potential is 
that the campaign must be driven by 
a seasoned specialist. Specialist-driven 
campaigns or, in other words, campaigns 
directed by someone who only works 
with churches and only does church 
capital campaigns, out produce cam-
paigns directed by those that provide 
a wider array of services or that serve a 
more diverse client base by approximate-
ly one-times a church’s annual giving. 
You’ll have a chance of getting a better 
result, too, if you hire a seasoned specialist 
that only does church capital campaigns 
but has done hundreds of successful 
church capital campaigns in the past. 
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You should then progress to asking all oth-
ers for their gifts, ideally using the same 
approach, where gifts are asked for… 

• In person first, 

• In a group setting second, 

• By phone third, and 

• By mail and email last, after  
exhausting more personal and  
productive outreach methods first. 

Anything other than this will produce 
less than the best results and will 
result in raising one-and-a-half times a 
church’s annual giving less.

Finding Firms that  
Fit This Profile is Tough 
but Worth the Search
Finding firms that meet all of these pre-
requisites, though, is admittedly a little 
like “finding diamonds in the rough.”  

In fact, most will bring just some but 
not all of these attributes and operating 
methods to you. Yet, those that bring 
all of these attributes and operating 
methods, while rare, have proven to 
out-produce those that deviate from 
this exact approach by an average of 
over one-times a church’s annual giving 
in results!  So, in short, it’s worth the 
search because the right firm will be 
invaluable to your project and church.
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You Must Ask for Gifts  
in the Most Proven to Be  
Productive & Successively  
Successful Ways
And finally, the fifth essential to realizing 
your church’s capital campaign potential 
is to make sure that you reach out to 
people and ask them for their support 
in the most proven to be productive and 
successively successful ways. Asking for 
gifts is most productively done… 

• “In person” with the most commit-
ted and capable prospects for gifts 
being asked first by those they know 
and respect most,

• Where the gifts requested are chal-
lenging and tied to something spe-
cific within the prospective donors’ 
capabilities and interests, and 

• Where gifts are knowingly and 
gratefully received. 

The Campaign Must Be Run 
Over a Six Month or More 
Period of Time 
The fourth essential to realizing your 
church’s capital campaign potential is 
the campaign must be organized and 
run over a 6 or more month period of 
time.  Scheduling a church campaign 
to run over this timeframe is optimal 
because it allows an adequate time 
for volunteer recruitment and all, and 
especially, major gift development, 
without going so long that people lose 
enthusiasm for the effort. Scheduling 
a campaign over a longer period than 
this could adversely affect the cam-
paign’s momentum. But scheduling the 
campaign over a shorter time period 
will be more detrimental because it will 
adversely affect the time people have to 
recruit volunteers and ask for gifts and 
will result in raising almost one-times 
the church’s annual giving less.

5. Asks for Gifts Primarily In-Person4. 6+ Month Campaign Schedule

“It is not enough to do your best; you must 
know what to do, and then do your best.” 

W. Edwards Deming

This is part 2 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, contact Walsh & Associates, Church 
Capital Campaign Specialists® at 800-894-3863.




