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Searching for Prospective  
Church Capital Campaign Firms  

and Paring Down Your List

What’s is the best way to search for and narrow down your 
list of prospective church capital campaign consulting 

firms? That’s the purpose of this tip sheet. It provides information 
about the easiest and most effective ways to do this.

How to Find Prospective Firms
Two of the simplest yet best ways to gather names of potential consulting firms that 
do capital campaigns for churches is to:

1. Search the web. Simply go to the search engine of your choice and type in 
“church capital campaign specialists”. This should yield a number of potentially 
viable candidates.

2. Seek referrals from others. Ask your denominational hierarchy and other local 
churches who they used and interviewed for their capital campaigns.  

What to Research About Each Firm
After you have a developed an initial list of potential church capital campaign con-
sultants, the next step is to do a little research on each.

To do this, start by going to the websites of potential consulting firm candidates. 
Then “rough screen” these firms against what’s required to get the “best results” in a 
church capital campaign. In other words, from what you can tell, which firm or firms:

 � Just works with churches.

 � Just does church capital campaigns and feasibility or planning studies to help 
prepare for them. 

 � Provides a high level of individual attention and on-site support during the 
course of the campaign ideally providing no more than 40 days of service on 
an every other week basis and definitely no fewer than 30 days of on-site help 
during their course of their service to churches. 

 � Operate their campaigns over a six or more month period of time. 

 � Always advocate asking for gifts in the most personal and productive and 
successively successful ways where: 

 � Specific, challenging gifts tied to people’s interests are personally and 
knowingly asked for and received.  

 � Requests start with asking the 
most capable and committed 
prospects for their gifts “in 
person” first.

 � Requests of all (other) prospects 
for gifts are ideally initially asked 
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.

Narrowing  
Down Your List
The firm(s) that check off most, and 
ideally all, of these boxes or, in other 
words, bring most, and ideally all, of 
these attributes to you are the ones you 
should reach out to and request infor-
mation from.  

Your goal at this stage of the process 
is to narrow your list down to a select 
few firms to “request information from” 
before you pare down the list further to 
those you’d like to interview.  

And, if you find only one or two firms 
that meet the exact profile of who would 
be “best” to serve you, that’s okay too!  

In fact, it’ll save you a lot of time and 
confusion the fewer the candidates you 
actually have to review and interview. 
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This is part 4 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.




