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Welcome to Boot Camp
Fall Training

2017

Stewardship and Development

Set your stakes on great ideals, the ideals that 
enlarge the heart, the ideals of service that 
make your talents fruitful. Life is not given to 
us to be jealously guarded for ourselves, but is 
given to us so that we may give it in turn.
Pope Francis
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What are our Goals for Today?

• I will have the tools to be able to identify 
the needs of my parish

• I will be able to craft a case statement
• I will be able to ask parishioners for 

support

Capital Campaigns?

How to increase 
regular Sunday 

Offerings?

Acknowledging Gifts?

Pros & Cons of 
consolidating second 
collections with first 

collections?

Facebook Ads?

Strategies for a successful 
fundraising event in a 

multicultural parish.  How 
to be inclusive to all ethnic 

backgrounds?

Promoting Online Giving?

Investing in futures 
generations?

Preparing a budget workshop?

Reaching Millennials?

Online Giving/Email 
Marketing?



3

Drill One:

Identifying the Needs of a Parish

What is happening at parishes throughout 
the Diocese?

• Changing Demographics
• Aging Parishioners
• Influx of Different Cultures
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What is happening at parishes throughout 
the Diocese?

• Economic challenges facing families
• Declining Mass attendance
• Offertory Collection is decreasing at some parishes
• ADA is increasing at many of the parishes

Title
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What Motivates a Donor To Give?

• Impact
• Appreciation
• Mission
• Impulse
• Recognition
• Benefit
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What are the ways to identify the needs of 
the parish?

• Surveys
• Focus Groups
• In pew surveys
• One on One with Parishioners
• Parish Committee
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What groups should you interview 
and who should do the interviewing?

• Parish Committees
• Former Parishioners
• Interviewers
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As a Parish Group Please Identify A Need 
In Your Parish
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Share your need with the group next 
to you

Drill Two:

Crafting Needs into Case Statements
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What are some variables to consider 
in testing your case?

• Is it financially viable?
• Do you have the personnel?
• Do you have the space to expand?
• Do you have the interest and buy in 

from the key stakeholders?

What template do you use to establish 
and narrate your case statements?

Benefits vs Features
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Title

Title
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What are ways in which you can 
communicate the case statement?

• Parish Bulletin
• Web Site
• Social Media – Facebook, Twitter
• Report from the Pastor

What are ways in which you can 
communicate the case statement?

• Letter to parishioners
• Gathering Events after Mass
• House Meetings
• From the Pulpit
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How can the ADA help you fundraise?

• Leveraging an existing program
• Mailing already goes out to all parishioners
• Substantial cost saving by attaching project to ADA

How can you add your identified 
needs onto your ADA Goal?

• Explain in your Pastor Letter why you are adding to 
the ADA Goal

• Report back to the Parish how last year’s rebate 
was used
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Title

Fitness Training – Stretch Break
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Drill Three:

Who Do You Ask for a Gift and How?

Stewardship is a dual act of thanks and 
responsibility for every single gift that 

we have received.  It acknowledges that, 
in the end, literally nothing that we have 

is of our own making.

Bishop Patrick J. McGrath
Diocese of San Jose
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Why Do We Ask for Gifts?

• Your Parishioners are giving 
to causes
o High Schools
o Alma Mater
o Other Non-Profits

• Why not to you?

Title
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What Motivates a Donor To Give?

• Impact
• Appreciation
• Mission
• Impulse
• Recognition
• Benefit
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Charity Begins at Home

• Donors want to know the impact of their 
gift – back to case statement and vision

How Do You Know Who Are Your Top 
Donors?

Top 50 Donor Lists in Parish Packets
Do you know 30% of them?  80%?  100%?
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How Do You Know Who Are Your Top 
Donors?

• Look at your Annual Tax Letter data and see who 
you know.

• Do you know about their family, employment, 
health, children, and…..

• Have a ‘Cheat Sheet’ for your top donors

What if you called your top 15 or 25 donors 
before you kick off ADA?

• Should you call, send an email, talk to them after 
Mass, or invite them to coffee or a meal

• Remember that some of them may move out of 
the area or pass away – how many new $500 
donors will you need to replace the $10,000 
donor you lost
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What techniques can you utilize for 
encouraging giving?

One Hour Per Week:
• One hour for Worship (Mass)
• One hour for Prayer (10 Minutes a day for six days)
• One hour for Support (Collection)

Cathedral Basilica of St. Joseph
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Tithing

• Starbucks Example
• Provide Online Giving
• Help Donors Raise Their Sites

How Do You Thank Your Donors?

• Give them a phone call right after the gift
• Write them a note
• Invite them to dinner at the rectory
• Take them to an event
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We Can Never Thank Our Donors Enough

How Many of You Have Asked a Donor to 
Prayerfully Consider a Gift of $10,000 or 

more?
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What Are the Cultural Differences in Asking 
For and Receiving a Gift?

• What are the different attitudes?  Do you feel 
obligated to the donor?

• Do you have to set boundaries? – Remember 
that even in business you pay more attention to 
your best customers

What Are the Cultural Differences in Asking 
For and Receiving a Gift?

• How does the donor need to be recognized?
o In a report
o Parish Bulletin
o From the Pulpit
o At an event
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Our Lady of La Vang Parish

Holy Family Parish

Thank you to our sponsor
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Department of
Stewardship & Development Team

• Joe Naylor, Chief Development Officer
• Sue Pershon, ADA Manager
• Evan Linick, Data Analysis Manager/System Support
• Melanie Lara, ADA Bookkeeper

When people who believe come together and respond 
to Christ’s invitation to become His disciples, they 

incarnate God’s love and are able to envision and build 
better futures for themselves, their families, their 

communities and our whole country

Fr. Jack Wall, President Catholic Extension


