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Requesting Information from  
Prospective Church Capital Campaign Firms

Once you’ve narrowed down your list to one, two or a few firms 
that seemingly bring many, and ideally all, of the attributes 

required to get the best capital campaign results for you, reach out 
to these firms to request additional information from them.

The Best Way to Do This 

What Information You Should Provide to the Consultants
The best way to request information from prospective church capital campaign 
firms is to simply call, email or write each firm, to first let them know about you by 
telling them:

• That you’re considering or planning a capital campaign at your church, what 
you’ll be raising funds for and the amount that you need or hope to raise. 

• The size of your church, how many registered and contributing households you 
have as well as the number of other potential prospects for gifts that exist.  

• What your annual contribution income is which will give them a rough idea of 
how they’ll need to organize your campaign and how much you may be able to 
minimally raise. 

• In addition, let them know when you’d ideally like to start and end your campaign.

What Information You Should Request From the Consultants
Then, request that they send information to you including: 

• An overview of their company, their clients and services. 

• Details about their typical and recommended approach to a church  
capital campaign.

• A list of their most recent clients and some client quotes, and/or letters  
of reference. 

• Information about consultant costs and fees.

• And, any other information they think might be helpful.

Request that they send all of the information requested in the order suggested. 
Then, let them know that you look forward to their response.

The Worst Way  
to Do This
It’s important too, that you don’t devel-
op and send more detailed “Requests 
for Proposal” with a lot of other, more 
specific questions to be responded to in 
an order other than what’s suggested. 

Rather, let the consultants dictate to 
you what you need to know. After all, 
they are the experts, not you, which is 
why you’re looking to hire someone to 
help you. So it’s difficult to even know 
what to ask and what’s most important 
for you to know. 

In truth, “Requests for Proposal” are a 
waste of time and money because they 
take a lot of extra time to both prepare 
and respond to. And the fact is, many 
firms will simply ignore them. They’re 
not needed to get the information you 
need to decide “who” to interview. Plus, 
they drive up consultant costs, which, 
ultimately, will be passed on to you.

Part 5 of 11

Ask, and it will be  
given to you; seek,  
and you will find; 

knock, and the door 
will be opened to you.

Matthew 7:7

This is part 5 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.




