
 
 

 

 
 
Dr. Howard Norton, serving for over 50 years as missionary, minister, educator, and 
editor, shared in the Christian Chronicle a fund-raising plan for missionaries that is 
just as effective for ministry students. In his article, brother Norton gave 10 items to 
consider: 
 

1. Develop your case. (Case Statement) Create a 
written document that “tells all that needs to be told, 
answers all the important questions, reviews the 
arguments for support and shows how gifts may be 
made and who the people are who vouch for your 
ministry training”. This document could be a cover 
letter telling about you and your family, prior 
occupations, prior service to the Lord, and why you 
seek this training. The second page might be 
information about the BMIN degree program. (We can 
send you brochures that give program information.) 
Some have created color brochures or pamphlets 
stating their case. You may find a digital copy to be 
convenient to send to some potential donors. 

 
2. Carefully prepare a budget that tells exactly how 

much you are seeking to raise, and explain how the 
money will be used. 

 
3. Establish a precise timetable. 

 
 
4. Prepare a list of prospective donors and analyze their 

capacity to participate in your efforts. This list should 
begin with those churches and individuals who have 
the most reason to be interested in your work. People 
and churches who know you will be more receptive 
than those that are strangers. 

 
5. Now that you have your proposal, budget, timetable 

and list of prospects it is now time to seek 
appointments with churches and individuals.  This is, 

Explain: WHO, 
WHAT, WHERE, 
WHEN, HOW, WHY. 
How does the donor 
make a gift? 
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in the words of James O. Baird, the time to “wear out 
the shoe leather.” If soliciting a church, find out who 
the decision makers are – elders, deacons, some 
committee, budget manager, a minister…You must 
keep in mind that you will probably go through 
numerous refusals in order to gain a few valuable 
appointments. 

 
 
 
 
6. When you are granted an appointment, be respectful  

of their time. Make a brief, well organized, 
enthusiastic presentation.   Every presentation must 
answer their silent questions: 
• Who is this person? 
• What is it he/she wants to do? 
• Why is this request important? 
• When does he/she hope to start? 
• How much will it cost? 
• How much does he/she want me/us to give? 
• Who recommends this person? 
• Besides answering these questions, you should 

leave an attractive printed piece of literature (The 
Case Statement) that answers all of these 
questions and tells how to reach you.  

 
7. You must be diligent about follow-up. A brief note 

sent thanking the individual or committee for your 
appointment is courteous. Then, you must contact the 
potential donor to see if they are interested in helping 
you. Mailed requests seldom bring responses, unless 
there is personal follow-up by phone or in person. If 
you receive a commitment from a donor, acknowledge 
that, and thank them in a written note. (Online is OK; 
but written notes are greatly appreciated.) 

 
      8. You must be accountable for the money you receive. 
 

YOU ARE BEING 
INSPECTED. 

Make a professional 
presentation. 

Acknowledgement 
and “Thank You”  

Additional progress 
reports are 
appreciated by 
donors. 

What you place in the 
decision makers’ 
hands represents you. 
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      9. You must keep a cool head. Kindness during times 
 of great disappointment can open future doors of 
 opportunity. 
 
      10. You must persevere in the quest for funds. Tenacity 
    is the name of the game.  
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Please note: A BMIN student is ultimately responsible for his/her financial 
obligations to Harding University for fees, books, and international campaigns, etc., 
and responsible to others for living expenses.  Yet, the BMIN administration and the 
University Financial Aid Office will work diligently on behalf of the student to secure 
adequate funding.  The student is expected to do all they can to help themselves, 
including soliciting individuals and churches, and serving local churches in some 
capacity that should provide some support.  
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NETWORKING 
 

Fund-raising is often a “numbers game”.   
The more quality people and churches you have on your target list, the 
more positive responses you will receive. 
 
Fund-raising is enhanced by healthy relationships. 
Always ask a primary target for references.  Ask if the primary person or 
church leader will call or write an endorsement on your behalf.  Think: 
Relationships, Relationships, Relationships. 
 
Note: Generally, you will be more efficient networking than mass mailing.  
But, if you send out many written solicitations, you will increase gifts by 
careful personal contact to those solicited.  Letters by themselves may 
produce – but not much. 
 

Target Lists May Mushroom 
 

CHURCHES INDIVIDUALS 
 
Pine Hill church (primary) 
  
 Center Rd. church 
Marshall St. church 

Lester Hill church 
 

Hope church  Faith church  Love church 
 
 
Tarsus Rd. church (primary) 
  
 White Rd. church 
Cherry St. church 

Green Hill church 
 

Life church  Aim church  Little church 
Le 

Etc., etc., etc., 
 

 
Aunt Bea (primary) 
  
 Cousin Fred 
Aunt Sally 

Ladies bible class 
 

Friend              Friend                  Neighbor 
 
 
Tom Brown (primary) 
  
 Rotary President 
Brother Smith 

Preacher James 
 

Friend              Friend                  Friend 
 
Etc., etc., etc., 
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