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	OBJECTIVES:
	1.
	Participants understand the key principals of Transformational Fund Raising

	
	2.
	Participants understand the difference between Transformation and Traditional Fund Raising


OVERVIEW FOR TRAINERS: This is the 1st lesson in a series on Transformational Giving. The information for this lesson comes from Mission Increase of Lake Oswego OR.
	METHOD
	
	TIME
	
	KNOWLEDGE

	Role Play: 
	
	
	
	

	1st
	I’ve just been told I have to raise funds for my CHE project. What do you think?
	
	
	
	

	2nd
	I sure don’t like that, that’s not my job
	
	
	
	

	1st
	I hate the idea of fund raising; always going around begging
	
	
	
	

	2nd
	That’s not my job. it’s a fund raisers job to get me money so that I can do ministry
	
	
	
	

	1st
	I agree
	
	
	
	


	----SHOWD questions----

S = What do you See?

H = What is Happening?
	
	
	
	

	I.
	Fund Raising
	
	
	
	I.
	Fund Raising

	
	A.
	What comes to mind when I say fund raising?
	
	  5”
	
	
	A.
	What Comes to Mind when Fund Raising is talked about!

	
	
	
	Do in Large Groups
	
	
	
	
	
	1.
	Getting money from others

	
	
	
	
	
	
	
	
	
	2.
	Getting people onto my mail list so I can solicited money from them

	
	
	
	
	
	
	
	
	
	3.
	Hard sell ask

	
	
	
	
	
	
	
	
	
	4.
	Need it for an organization to stay alive

	
	
	
	
	
	
	
	
	
	5.
	Fund raising departments job not mine

	
	
	
	
	
	
	
	
	
	6.
	Being a beggar

	
	B.
	What are Barriers to fund Raising
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	B.
	Barriers to Fund Raising

	
	
	
	
	
	
	
	
	
	1.
	Fear to make new contact and to ask others for something

	
	
	
	
	
	
	
	
	
	2.
	Not understanding that raising funds is Biblical

	
	
	
	
	
	
	
	
	
	3.
	Wrong view of who is the providers of funds

	
	
	
	
	
	
	
	
	
	4.
	Thinking it is someone else’s job

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	II.
	Transformational Fund Raising
	
	
	
	II.
	Transformational Fund Raising

	
	A.
	Give out Description of Transformational Giving HO
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	A.
	Characteristics of Transformational Fund Raising

	
	
	
	In Small Groups come up with words that describe Transformational Fund Raising
	
	
	
	
	
	1.

2.
	It’s biblical to support Christian ministry

It is collaboration between us and God



	
	
	
	
	
	
	
	
	
	3.
	It’s about finding people who are interested in your cause and helping them grow deeper into the cause.

	
	
	
	
	
	
	
	
	
	4.
	It is not about adding new donors its growing existing people interested in your cause.

	
	
	
	
	
	
	
	
	
	5.
	You are identifying champions for your cause who will promote the joint cause.

	
	
	
	
	
	
	
	
	
	6.
	It is about building on your champions existing sphere of influence.

	
	
	
	
	
	
	
	
	
	7.
	It is always an offering to God

	
	
	
	
	
	
	
	
	
	8.
	There is a taking of ownership by people as they grow more deeply into your now joint cause.

	
	
	
	
	
	
	
	
	
	9.
	Its about intentionally equipping your champions to be your ministry

	
	B.
	Transformational Fund Raising Principals
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	B.
	Transformational Fund Raising Principals

	
	
	
	Give Transformational Giving Principals HO

Break into 10 groups; assigning each group one Principal.  They are to give  the Implications their Principle. Report Back!
	
	
	
	
	
	1.

2.
	Every act of giving is first and foremost a statement about the faithfulness of God
Is based on the abundance and trustworthiness of God, not a theology of scarcity. God has an unlimited pool.

	
	
	
	
	
	
	
	
	
	3.
	It is better to give than to receive. It begins with us giving without asking what is in it for me in return for my gift. 

	
	
	
	
	
	
	
	
	
	4.
	Champions connect with organizations for the purpose of enhancing their mutual impact on the cause, not primarily for the purpose of funding organizations to impact the cause on their own.

	
	
	
	
	
	
	
	
	
	5.
	Relationships between champions and organizations are primarily peer-level accountability relationships, not friendship or organizational support relationships. It is about networking champions together. 

	
	
	
	
	
	
	
	
	
	6.
	The champion, not the organization is called to be the primary means of advancing the cause within the champion’s sphere of influence. 

	
	
	
	
	
	
	
	
	
	7.
	The relationship between champion and champion is as important as the relationship between champion and organization.

	
	
	
	
	
	
	
	
	
	8.
	Giving is not a process but rather the result of the process of a champion being comprehensively coached to share the cause effectively within his or her sphere of influence.

	
	
	
	
	
	
	
	
	
	9.
	Giving is learned, not latent in champions.

	
	
	
	
	
	
	
	
	
	10
	Champions connect with each other and with organizations not according to the amount of their giving but by the degree of comprehensive personal ownership they are exhibiting in the cause. 

	
	C.
	How is this Different then Traditional Fund Raising
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	C.
	How Traditional Fund Raising is different then Transformational FR.

	
	
	
	Discuss in Large Group
	
	
	
	
	
	1.
	Look at donors to give you money so that you can do ministry. They give, you do. It is the “they give I go” attitude.

	
	
	
	
	
	
	
	
	
	2.
	Look at donors as providers instead of how can we help them grow in their walk with God

	
	
	
	
	
	
	
	
	
	3.
	Must keep finding new donors

	
	
	
	
	
	
	
	
	
	4.
	Must keep asking, asking, asking

	
	
	
	
	
	
	
	
	
	5.
	Whoever has the best sales pitch or appeal will get the most money.

	
	
	
	
	
	
	
	
	
	6.
	There is a transaction that takes place, agency gets money and donor gets gratification. 

	
	
	
	
	
	
	
	
	
	7.
	Requires and uses many different solicitation tools.

	IV.
	Transformational Fund Raising and CHE
	
	
	
	IV.
	Transformational Fund Raising and CHE

	
	A.
	What similarities are there between Transformational fund raising and CHE?
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	A.
	Similarities Between Transformational fund Raising and doing CHE

	
	
	
	
	
	
	
	
	
	1.
	Both focus on people

	
	
	
	
	
	
	
	
	
	2.
	Both focus on where they are 

	
	
	
	
	
	
	
	
	
	3.
	Both focus on empowering people 

	
	
	
	
	
	
	
	
	
	4.
	Both takes time

	
	
	
	
	
	
	
	
	
	5.
	Both focus on helping grow with their relationship with God and people.

	
	
	
	
	
	
	
	
	
	6.
	Everything done is to glorify God

	
	
	
	
	
	
	
	
	
	
	Focus is on finding and growing champions

	
	
	
	
	
	
	
	
	
	7.
	Multiplication in both

	
	
	
	
	
	
	
	
	
	8.
	Bible is central 

	
	
	
	
	
	
	
	
	
	9.
	Relationships is central to both

	
	
	
	
	
	
	
	
	
	
	


	ATTITUDE:


	Facilitator has heart of compassion and desire to help those they are working 

with to become like Christ in all areas of life.

	SKILL:


	Participants will be able to teach the content of this lesson and share it individually.

	EVALUATION:


	Facilitator will know that participant has learned the content of this lesson when they see them practice the content of this lesson in their lives and see them teach others.

	MATERIALS:


	· Newsprint

· Marking pens

· Masking tape

· Handouts – Description of Transformational Giving Approach 

·                 -- Transformational Giving Principals


This lesson used in:  Teaching Fund Raising 
       Description of the Transformational Giving Approach HO
Mission Increase (MI) teaches and promotes that Transformational Giving is the way for Christian organizations to raise funds. MI believes that Transactional Giving is a secular approach and does not work for Christian organizations. They believe that normal fund raising done by Christian Organizations is unbiblical because it is transactional. 

Mission Increase’s definition of Transformational Giving is: Transformational Giving is collaboration between you and God in which He infuses your corporate (organization) and personal assets with His grace as you offer them in a way He asks to the people and purposes that He directs. 

The approach is not about adding new donors but how to grow donors you already have and they add other donors. Also they do not call people donors or supporters but ‘Champions’ because they are the ones who grow the list and bring in money. Promoters of the cause provide funds for the cause. You want to build your champions assets not mine them. It is all about building around a cause and creating a following for the cause not necessarily our organization.

To them Fund Raising is equipping others to advance the causer within their sphere of influence. It provides people with the tools to spread their shared cause and call, and the invitation to act upon it. 

What they call Transformational Giving is not Fund Raising but Ownership and Champion Building and helps change our focus on how to help others obtain ownership of a jointly held cause and how they become the ones who spread the cause. People are 60 times more responsive to something coming from someone in their sphere of influence then something from outside of their sphere of influence.

It is not building new donor lists and trying to cultivate them to give to your work. It is all about building ownership in your cause (broader then your organization), not initially your organization at first which then leads to them providing funds and then involving their friends  in the cause. 

The beginning point is built on the premise that  I am a Gift to the donor or body of Christ not the other way around therefore ask myself, what do I have to offer the body of Christ and then provide it to them.  In addition it is important to build your cause because that is what interests people not an organization. Your cause should be a biblical one for Christians which includes:

1. Define your cause in Biblical terms. (CHE, empowerment, poverty)

2. Identify what the typical Christian is to do in relationship to the cause at different levels (see below).

3. List the major barriers for Christians to take action for the cause.

4. Identify what is the most basic thing that a normal Christian can do to get started.

Transformational giving is built on collaboration. When God is on the scene, giving is not something we do. Giving can’t start with or be done by me. It is not initiating anything even us responding to anything. It is something that can only be done by God.

A Transformational Gift is always an offering to God. It needs to be offered humbly, reverently, expectantly and worshipfully without though of return, nor without preconception of what God will do with it. God is giving us His people thereby he will multiply you so that His people are well prepared to accomplish His work. The focus is not on God providing for your ministry but God providing for His people through your ministry.  They build their whole approach on 10 Transformational Giving Principles.

	                                     Transformational Giving Principles

	Every act of giving is first and foremost a statement about the faithfulness of God

	Is based on the abundance and trustworthiness of God, not a theology of scarcity. God has an unlimited pool. 

	It is better to give than to receive. It begins with us giving without asking what is in it for me in return for my gift. 

	Champions connect with organizations for the purpose of enhancing their mutual impact on the cause, not primarily for the purpose of funding organizations to impact the cause on their own,

	Relationships between champions and organizations are primarily peer-level accountability relationships, not friendship or organizational support relationships. It is about networking champions together. 

	The champion, not the organization is called to be the primary means of advancing the cause within the champion’s sphere of influence. 

	The relationship between champion and champion is as important as the relationship between champion and organization.

	Giving is not a process but rather the result of the process of a champion being comprehensively coached to share the cause effectively within his or her sphere of influence.

	Giving is learned, not latent in champions.

	Champions connect with each other and with organizations not according to the amount of their giving but by the degree of comprehensive personal ownership they are exhibiting in the cause. 


Underlying their approach is a process of developing ownership in champions through three stages, Participation, Engagement and Ownership. (PEO) 

There is an ownership transfer, which begins with Participation (doing something) then engagement (equipping) and then Ownership (multiplication). From a spiritual perspective Participation can be compared to evangelism, engagement to discipleship and ownership with multiplication. In CHE terms relief or doing is the participation stage, betterment or equipping is the engagement and our empowerment and multiplication is their ownership stage. (See Chart Degrees of Involvement)

Biblical marketing is about equipping champions to be your ministry. Therefore we need to intentionally equip our people to know and be the cause and message we are doing.  Your marketing message is for YOUR people, NOT for those who do not know you. You want the people who know you to promote the cause not your organization people. Therefore your messages you create are for those who know you so that you prepare them to tell and demonstrate the message to those they know and you do not know.  

	                              TRANSFORMATIONAL GIVING PRINCIPALS

	Every act of giving is first and foremost a statement about the faithfulness of God

	Is based on the abundance and trustworthiness of God, not a theology of scarcity. God has an unlimited pool. 

	It is better to give than to receive. It begins with us giving without asking what is in it for me in return for my gift. 

	Champions connect with organizations for the purpose of enhancing their mutual impact on the cause, not primarily for the purpose of funding organizations to impact the cause on their own,

	Relationships between champions and organizations are primarily peer-level accountability relationships, not friendship or organizational support relationships. It is about networking champions together. 

	The champion, not the organization is called to be the primary means of advancing the cause within the champion’s sphere of influence. 

	The relationship between champion and champion is as important as the relationship between champion and organization.

	Giving is not a process but rather the result of the process of a champion being comprehensively coached to share the cause effectively within his or her sphere of influence.

	Giving is learned, not latent in champions.

	Champions connect with each other and with organizations not according to the amount of their giving but by the degree of comprehensive personal ownership they are exhibiting in the cause. 


This lesson is part of an extensive series created by LifeWind International for use in Community Health Evangelism (CHE). In CHE, facilitators skilled in participatory learning methods enable communities to escape cycles of poverty and live as followers of Jesus. For information about CHE and how you can be trained as a facilitator, go to communityhealthevangelism.org, or contact LifeWind International. 

