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Evaluating Responses to  
Your Request for Information &  
Determining Who to Interview

One of three things will happen when you reach out to and 
request information from each church capital campaign 

company you’re considering for interviews.

How Firms Will Respond to  
Your Request for Information 
1. First, you’ll get those who’ll want more information from and will attempt to 

arrange a meeting with you.

2. Second, you’ll receive the details you requested by mail or email.  

3. Third, neither of the above will happen because some companies in all industries 
will amazingly not respond to a letter that might lead to potential business.

With the first response, you should give the company the information they request, 
but let them know you don’t want to meet at this stage because you want to review 
all information and responses received first, and ideally choose one, two, or at most, 
three firms to interview, based on their responses to your information request.  

Obviously, with a company that doesn’t respond at all, don’t contact them again.

But in a very short time you should receive the requested information and will have a 
few companies from which to choose. This is where the process of elimination begins. 

Evaluating Responses from Firms
You’ll learn a great deal from the information requested and received. And this is 
what you need to look for to help narrow down your list.

The Cover Letter  
The “cover letter” is an important starting point in evaluating responses to your 
request for information from firms and narrowing down your list to those you’d 
like to personally meet with. In fact, you can learn a lot and even base your initial 
judgment of each firm on the strength of their cover letter and message. This may 
surprise you, but the cover letter content is crucial.  
• It should show a sincere and strong desire to serve you. 
• It should state the benefits you’ll get in working with them. 
• It should tell you what makes them special or sets them apart from other firms. 

In short, the cover letter’s contents and the content of the other information they 
send should passionately persuade you to use their firm, because this is reflective of 
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how passionately they’ll present your 
case for supporting your capital cam-
paign to others. 

If some companies don’t include a 
cover letter with the information they 
send, exclude them from consideration 
immediately because this shows a lack 
of concern and passion for you, your 
uniqueness and theirs.

Other Key Considerations 
Other important information to look 
for in the information sent includes:

1. First, does their cover letter, website 
and information sent reflect that the 
company takes pride in their work and 
that quality is of utmost importance to 
them as it is and will be to you?

Is the material received well designed 
and prepared?  Is it attractive?  These 
things are important because it’s reflec-
tive of the company’s work, its’ image 
of themselves and how well they will 
present and represent you.

2. Second, did they get the spelling 
of your name and the name of your 
church correct?

Getting key details wrong, shows a lack 
of attention to detail which will likely 
be carried forward to their work. 

3. Third, does their website and the 
information sent show that they just 
work with churches? 

This is important because you ideally 
want to work with a firm that just works 
with churches because you’ll be more as-
sured that they are, and will be, unique-
ly sensitive to your uniqueness.

Continued on next page.
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4. Fourth, does their website and the 
information sent show that the only 
service they provide is helping churches 
prepare for and conduct  
capital campaigns?

Remember that in addition to a firm 
that specializes in working with church-
es, it’s also important and ideal to get 
someone that just helps churches to 
prepare for and conduct their capital 
campaigns. This is critical because it 
means they’re wholly committed to and 
probably do what they do better than 
those who don’t specialize to the extent 
that they do.    

5. Fifth, does their client list show that 
they’ve done many church capital cam-
paigns before?

In addition to strong supervisory and 
backup support, the most effective firms 
also provide you with an experienced 
on-site consultant, too, one who is 
almost wholly devoted to client service 
and serving you. These people are the 
key to providing your church with the 
depth of service that research shows 
churches need to attain optimal results 
in their capital campaigns. 

To get the best results, your consultant 
should be working on an average of only 
two or three campaigns, at most, at any 
one time including yours; they should 
not be doing sales and other adminis-
trative activities; they should come to 
your church at least every other week 
and personally attend all meetings and 
key events and attend “consultant-crit-
ical” tasks where specialized expertise is 
required; and they should be proposing 
to provide at least 30 and, ideally no 
more than 40 days of on-site service to 
you during the implementation of the 
campaign.

7. Seventh, does the firm you’re 
considering talk about benefits  
you’ll receive?

This is important because benefits are 
what you’re buying.  So that’s what 
should be conveyed to you.  In short, 
the company should not only tell you 
what they do, but how your church will 
benefit from all they do, financially of 
course, but also spiritually and in terms 
of sense of community and other bene-
fits as well.

8. And last but not least, does the 
firm you’re considering offer proof of 
satisfaction and success in the way of 
case studies, goals set, results achieved, 
and testimonials from various satisfied 
clients?

Case studies or a list of clients showing 
their goals and the results achieved togeth-
er with testimonials from clients shows 
proof that the consulting firm has both 
successful experience and satisfied clients.

Narrowing Down 
Your List to Those 
You’d Like to Interview
Your goal at this stage of the selection 
process is to narrow down your list to 
1 or 2 firms ideally, and definitely no 
more than 3 firms at most, to personally 
interview -- those that meet most, and 
ideally all, of the previously mentioned 
“best results” attributes and operating 
criteria for an optimally successful 
church capital campaign. 

6. Sixth, does their website and the 
information sent show that they bring 
all of the other operational essentials 
required to get the best results in a 
church capital campaign that will help 
you to reach your church campaign 
potential?  

In other words, beyond just working 
with churches, just doing church capital 
campaigns, and running many successful 
church campaigns already, do they also: 
• Devote at least 30 and ideally no 

more than 40 full days of on-site ser-
vice to churches during the course of 
their campaigns to maximize rewards 
and minimize waste.

• Do they consistently run their church 
campaigns over a 6 month period 
of time, minimally, to provide more 
time for maximum volunteer recruit-
ment and all, and especially, major 
gift development. 

• Do they 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 
starting with the most capable and 
committed prospects for gifts 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?  

These things are all critically important 
and needed to get the best results and 
return on investment possible in your 
church’s capital campaign.  In fact, any 
deviation from these best practices and 
best results principles will literally result 
in raising hundreds of thousands, if not 
millions, of dollars less in your church 
capital campaign.

“Good, better, best. Never let it rest.  
Until your good is better and your better is best.”

Saint Jerome

This is part 6 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.




