


2016 Regional Conference
Crossover Development Training

Fundraising:
Who’s idea was this anyway?



Today’s Topics

• Biblical and Philosophical Foundation
– Highly suggested books
– A familiar picture
– 11 Guiding Principles

• The Basics
– Written Communications & the Phone call
– The Appointment (face to face)
– Following up



Development
Biblical & Philosophical Foundation
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If we think about 
Development as another 
version of 3Story®? 

1. What does this image 
change for you?
a. Approach?
b. Emotions/feelings?
c. Tactics/strategy?

2. What does it imply must be 
your emphasis?

Table Talk

God
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& My
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Partner



Development – Matching Game

• Match for the Biblical/Philosophical concept and it’s 

Bible passages.

• One of the concepts does NOT have a match



Writing & the Phone

• It’s not about the letter, it’s about 

getting a chance to meet face to 

face.

• What is their connection point in 

the letter?

• 1st Sentence

– Do you invite them in?

– How do you speak to the heart?



Writing & the Phone

• Must be personalized.

• How do you make them a partner, not just a donor?

• P.S. is read by 79% 

– Use it well

– See the appendix for 9 P.S. ideas

• https://readability-score.com

– Grade level 6 AT THE MOST!

https://readability-score.com


Table Talk

1. Get your sample letters from the appendix

2. Read over them with your table team.

3. Outline the changes you see between the 2 letters.  

Share agreement, disagreement, other thoughts on 

the suggested changes. Are there others that could be 

made?  

4. If possible, copy and past both letters into the 

readability-score program. Does the grade level need 

to be changed?

5. Any brand issues?



Writing & the Phone

• Same as your letter, the phone is still 

about getting face to face!

• Timing
– Not be 9 AM, not after 9 PM

– Never during dinner (general rules, family/culture rules)

• Immediate identification

– You’ve only got seconds

– Clear, slow, concise.  Get to the Point

• Give them an out for a call for another time, 

instead

• Have someone listen in and critique



• Mock Appointment

– Can you see the three stories?

– List the “work” that’s been done before the 

appointment.

– Pick out one helpful thing that stands out to you in 

Dan’s style/method/approach.  Why will this be 

helpful to you?

– Be brave! Anything you think Dan should have done 

different and why?

Learning from the best!



The Appointment – getting 

ready

– Confirm with a post card
or email within 24 hours of
setting up the appointment
– Be 10 minutes early, not much sooner, never later.
– Pray while you wait or walk in?



The Appointment – first impression

– Turn on all your senses – (Ask God for discernment)
• Is the office tense? At ease?
• Do they need to reschedule?
• Decorum/Environment

– Look around and learn!!!!
– You’re building a relationship, what are their passions?



The Appointment – the outline
• Thanks for meeting me.
• Get them talking, ask questions: “The one who talks the 

most, remembers the most” … FORD:
– Family
– Occupation
– Recreation
– Dreams

• Transition question #1
– So John/Susan, how much do you know about YFC? Or
– Well again thanks for agreeing to meet with me, I wanted 

to share a bit about my passion, vision for what God is 
doing in my life through YFC

– Walk them through your passion and lead them down 
the journey of how it may/could involve them as partners 
(5-7 minutes target time)



The Appointment – the ask
• What are you reading, sensing?

– Are they engaged, are they asking you questions, 
does this match their passion, or at least one of 
them?

– If YES, move on to transition #2
– If NO

• ask more questions
• Build over time
• DO NOT ask for a gift that day.  PASSION MATCH is 

the issue. Phil. 4:17
Transition #2
“John, as I’ve shared some of my story and passion for my role in 
YFC, I’m hoping you’ve connected with it, and as I mentioned on the 
phone, I’m asking God to lead me to other partners who are willing 
to join with me in this vision?  As a part of my role with YFC, I’m 
responsible for raising $xxxx/month. Would you (and spouse?) be 
willing to join my partnership team?”



The Appointment – the pause

• Immediately after the ASK, be quiet!
– You must let them talk next
– Pray for GRACIOUSNESS
– Pray for God’s will in their life, what is the fruit for them.
– Secular perspective: Help them fulfill their philanthropic 

desires
– Remember, who’s actually got all the money?



The Appointment – wrapping up

• Yes, thank them, walk them thru the giving details, give them your leaving piece 

and envelope. (leaving piece should detail online giving options)

• No. Thank them. Can you find out why?

– Not interested, not their passion

– Not the right time, can you stay in touch and ask again later, determine time 

frame (6 months). Offer them mailing list options.

• Maybe. Thank them.  Determine a time when you can call them back to see what 

they’ve decided? If longer than 7-10 days, inquire about mailing list 

options…newsletter?

• End the meeting, thank them again (profusely) for their time.  

• Remind them of any follow up items (when you are calling back, how they can 

contact you, etc.)



The Appointment – follow-up

• How many phone calls to follow up?
– Probably 2-3
– Then what, a letter (see appendix)
– My philosophy on YES, NO, MAYBE.

• Send a thank you card (the next day after 
the appt.)
– Thank them (no duh)
– Remind them of follow up phone call or 

variable
– Sample in the Appendix



Stewardship of a Relationship

• Where do we go from here with a partner?

• On going stewardship – relationship

• See wiki.yfc.net or appendix (7 touch concept)





A P P E N D I X
1. TWO SAMPLE LETTERS

2. BIBLICAL FOUNDATION 

3. DEVELOPMENT – PHILOSOPHY 

OF MINISTRY STATEMENT

4. APPOINTMENT FOLLOW UP 

POST CARD/NOTE SCRIPT

5. 7 TOUCH CONCEPT

6. 9 POST SCRIPTS IDEAS

7. HAVE YOU CHECKED OUT OUR 

WIKI PAGE? YFC.WIKI.NET

8. NEED MORE HELP OR 

TRAINING; CONTACT JAKE 

BLAND, NATHAN JONES OR 

RICK FRITZEMEIER AT YFC.NET



Place Holder for 2 sample 
letters activity



Biblical Foundation for Development

1. We believe the starting point of our journey begins with the unquestionable knowledge that 

God owns it all; (Psalms 24:1, 2 Cor. 9:8)

2. We believe the entire journey of Development (beginning, middle and end) must be 

saturated in prayer; (Psalms 37:4, Phil 4:19, John 15:5)

3. We believe the process of development (fundraising) is a valuable a ministry as any other 

ministry we engage in. Further development is a call to conversion, a shift of priorities in the 

partner’s finances to align them (further) with God’s plan and wishes; (Nouwen: Spirituality of 
Fundraising, pg. 16, Prov. 29:18, 2 Kings 21:1-9, Acts 9:1-19).

4. We believe giving and receiving are vertical relationships – Partners join with God and give 

to his  work, God who owns it all provides us with the resources we need to join him in His 

work; 2 Cor. 9:8, Psalm 27:4, Phil. 4:19, Ps. 50:9-12

5. We believe our relationship with a partner is about being a blessing to and ministering to 

that partner, facilitating as appropriate their spiritual growth and increase; (Phil. 4:17)



6. We believe that a vertical understanding of development (see #5) draws us to a 3-story style 

relationship with the prospective partner; earnestly learning about their story (and passions), 

sharing with them our story and our personal and organization call to ministry, and finally 

discerning where those stories might connect in order to advance God’s story, the spiritual 

awakening and growth of teenagers.

7. We believe it is acceptable and appropriate to seek partnerships with those who are not yet 

saved; (Neh. 2:1-9)

8. We believe it is absolutely Biblical to engage financial partners to support our ministry efforts 

and ultimately to receive financial compensation for our effort; (I Cor. 9:14, Ex. 25:1-2, I Tim 

5:17-18)

Biblical Foundation for Development



9. We believe we must honor and value all partners, large or small the same, but that is not in 

conflict with the need to strategize the use of our time in this ministry of development; (Luke 

21:1-4)

10. We believe our work ethic, strategy, development of fundraising skills and development 

systems are all designed, based and driven by our desire to please the Lord, not man; (Col 

3:23)

11. We believe we need to be sincerely grateful, gracious, and timely in our thanks and 

appreciation for and to our partners; (Phil. 4:10-20)

Biblical Foundation for Development



Philosophy of Ministry
“Not that I desire your gifts; what I desire is that more be credited to your account.”  Philippians 

4:17

Our vision for the future:

Youth For Christ USA is fully funded through giving partners whose hearts have been brought into 

alignment with God’s Kingdom priorities through YFC.

We value: 

• A belief that God owns it all, and He is the fundraiser.

• Disciplined pursuit of Christ-Centered relationships with giving partners. 

• Work marked by gratitude and thankfulness. 

• A mentality of abundance based on God’s unlimited resources.

• Prayerful consideration of the Spirit’s leading to precede action.

• Relational ministry with giving partners as a priority.

• “Open-ended” asks in response to comprehensive vision-based invitations.

• Ethically-governed use of the best systems, science, and preparation available. 

• Trust and a commitment to mutual success among team members. 

• God being glorified for all results.



Philosophy of Ministry

Philosophy Statement:

At Youth for Christ USA we are committed to raising resources for the mission in accordance with 

principles laid out in scripture. Governing this approach is the overarching theme of seeking the 

transformation of the giver’s heart to become generous toward God. Our focus will be to identify a 

giver’s God-given passion and bring it into alignment with a ministry opportunity at YFC be it local, 

national, or otherwise. In the pursuit of casting both local and national vision, we honor existing 

commitments to fund initiatives at either level. We will act only in response to the Holy Spirit’s 

leading as a result of adequate time spent in prayer on any particular opportunity or issue. 

Stewardship will be a central focus in the management of resources entrusted to the investment of 

fund development. Presentations to giving partners will communicate both national and local 

impact so the partner can determine a funding goal that lines up with the Lord’s calling on their life. 

In all things we will recognize God’s sovereignty as we submit ourselves to His love and grace for 

the service of others. 



Dear John,
Thanks again for meeting with me yesterday.  I love having the 
chance to share the vision and accomplishments of our YFC ministry.

My hope is that you were really encouraged and will prayerfully 
consider if this is an area of impact and passion you would like to 
pursue.

As I mentioned during our time together, I’ll plan to call you back on 
(Day, time) to see if you have any further questions, and/or to find out 
how God is leading you to partner with YFC.

Thanks again for your time and interest.

With gratitude and respect,

Follow-up Thank You Card Script
(sample)



Place Holder for 7 Touch Document



Written Communications

9 P.S. Ideas

#1. Remind your reader of a what they receive for participating or in the case of a premium what it is.

#2. Emphasize your guarantee. 

#3. Do you have an R.O.I? Emphasize it here. Facts and figures get attention -- use them in your P.S.

#4. Repeat your key benefits. 

#5. Offer them a more personal way to contact you.  Your cell?

#6. Repeat your Limited Time Offer -- your deadline date, time, number. LTOs work with urgency and/or 
deadlines.

#7. Repeat the last call to action. Obviously, in direct mail you are asking your marketplace to do 
something. To take some action. To call this number, send this fax, complete this application, visit this 
store, sign-up for this conference -- Do something! 

#8. Reinforce your offer. Repeat it and outline the one or two key benefits of your offer. What it will do. 

#9. Summarize your entire message in your P.S.


