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FOREWORD
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I

believe that when we get to Heaven there will be a very special place for the
martyrs who have sacrificed their lives for the sake of the Gospel. And sometimes
I jokingly tell my friends who are in the ministry of fundraising that we will be
somewhere near them.
Even though fundraising is nothing like being a martyr, there’s no doubt that it’s
not an easy calling. If you have to engage in any type of fundraising, I’m sure there
are days when you wonder if this is what you’re supposed to be doing. Fundraising
requires such deep faith and trust in God. But, ultimately, He is the provider for you
and your ministry.
I have a very special place in my heart for those who are in fundraising because I’ve
been there myself. After spending 20 years in business, I began my 25+-year journey
serving ministries and generous givers. I spent twelve of those years with Ravi
Zacharias International Ministries and the last 13 years with the National Christian
Foundation (NCF) serving high-capacity givers.
My heart is to encourage and equip those who fundraise for ministry with several
key principles I’ve learned over the past decades. In my current role with NCF, I
spend a lot of time on the road meeting with generous givers to help them discern
God’s calling regarding their Kingdom impact. On one visit, a giver asked me to
connect with a ministry that they support. I visited the ministry leader and the V.P.
of Development. They shared some struggles with me, and I prayed for them as we
closed our time together.
Later, as I sat in my hotel room, I began to journal and think about what inspires
biblical generosity. As I wrote, I saw five principles that inspire givers to give
generously. Interestingly, the key words formed the acrostic, V.I.R.A.L. Of course,
the most significant inspiration for biblical generosity is the Holy Spirit. True
biblical generosity is primarily a work of God in His children’s hearts. And the five
points I’m sharing here cannot be considered apart from the transformation of our
hearts by such a generous God.
You will notice as you read this piece that I use the word “Giver” instead of
“Donor.” As I have journeyed with those who are called to generosity, I came to
realize that the word “donor” implied a one-way expression of giving. Our “donors”
support our ministries. But I recognized that true biblical generosity is a two-way
ministry. And I can’t “donate” to them. But I can give to them. And of course, they
give to us.
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Here’s a great example: someone donates a kidney to my sister, but my sister can’t
donate an organ back to that person. But in return, my sister can, and should, give
expressions of love to that giver. There are so many ways we can give to those
who give to our ministries. Together, we can enjoy one of the sweetest friendships
on earth! One of my favorite fundraising principles is, “Focus on what you
want for your givers, not what you want from them.”
My closing encouragement to you is to view fundraising as a ministry and not just
a job. God has uniquely called you to this ministry, and He wants to use you in the
lives of God’s givers, as well as the recipients of the ministry that you serve.
My prayer for you is this:

“ And God will generously provide all you need.
Then you will always have everything you
need and plenty left over to share with others.”
2 Corinthians 9:8
May you be encouraged as God uses you to help His message for the world go viral.
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T

here are many things you can do to raise more money for your ministry,
such as creating a newsletter, optimizing your website, making phone calls,
and setting up meetings. Chances are, your fundraising to-do list is already long.
And it’s not the only thing on your plate.
But what happens when other people start to get excited about the cause? What
happens when people naturally share with their friends, neighbors, and coworkers?
What happens when your ministry goes viral?
Imagine …
•

People forwarding your email to their friends, not because
they feel pressured or even because you asked, but because
they believe in the cause and they believe in you

•

People sharing the impact of your ministry and projects on
social media

•

Givers connecting you with other potential givers who can
make significant contributions

•

People increasing their regular, recurring donation amount
each year

•

Givers thanking YOU for the opportunity to get involved
and make a difference

This is possible!
The ideas I want to share with you come from a lifetime of helping people raise
money for important causes. I’ve spent the last three decades helping several of
the largest Christian ministries serve their givers well. And I’ve been blessed to
build close relationships with some of the most generous believers in America.
I have seen what speaks to the heart of generous givers, and I’d love to share
some key insights about what makes some causes pick up momentum while
others stall out. So, let’s talk about five ways you can multiply your ministry and
go viral.
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VISION
“ This vision is for a future time … If it
seems slow in coming, wait patiently, for
it will surely take place ...”
Habakkuk 2:3
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I

f you want your ministry message to go viral, the first thing you need is a clear
vision.
•

It’s more important than facts.

•

It’s more important than a strategic plan.

•

It’s even more important than stories.

While each of those things are needed, givers are first looking to support a vision
that resonates with their hearts. After all, you’re in this because God gave you a
vision, right? Lead with your vision and givers will hear your heart. They’ll get a
glimpse of something bigger. A big vision points hearts to our big God.
So, what’s your WHY? What are you trying to accomplish? And what’s at stake?
Those are vision questions, and you have to clarify the answers for yourself
before you can communicate them to others.
Your vision should be specific.
It’s not enough to “reach people,” “do good,” or “make a difference.”
Those words and phrases lack meaning because they are too generic. Nobody
will remember them because they are too broad. Plus, those things could be said
about many organizations.
What makes your ministry different? What unique gifts has God given you to
help fulfill this vision? How is your ministry uniquely filling a void that few
others have been called to do?

The more specific you can communicate your
vision, the more effective it will be.
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If your vision is too broad, think about the outcome you’re going for. Move
away from the problem and start thinking about results. This should help you
communicate a more specific vision.

Some good examples are:
•

Habitat for Humanity: A world where everyone has a
decent place to live

•

World Vision: For every child, life in all its fullness; Our
prayer for every heart, the will to make it so

•

charity: water believes that we can end the water crisis in
our lifetime by ensuring that every person on the planet
has access to life’s most basic need – clean drinking water

•

National Christian Foundation: Each person reached and
restored through the love of Christ

Your vision should be big.
Communicating a big vision is especially helpful when talking to givers with
significant wealth. Business owners, community leaders, and board members
are often fueled by vision. Most high-capacity givers are visionaries themselves,
and they love to partner with ministries that dream big. Does the vision of your
ministry prompt your generous givers to perk up and say, “Wow, that is exciting,
and I want to be a part of that”?
Your vision should be inspiring.
A good vision involves more than facts and figures. It paints a picture of what’s
possible and answers the question, “What does true impact look like for us?”
I once worked with an individual who was seeking a substantial donation for a
large project. He pitched the prospective giver and heard a response that went
something like this:
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“I want to add a zero to my next check but your
vision is too small.”
When you cast a big vision, you’ll attract givers who also like to dream big.
And when people are inspired by your vision, they will likely share it with their
friends.

VISION
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IMPACT
“ … let your light shine before others, so that
they may see your good works and give glory
to your Father who is in heaven.”
Matthew 5:14-16
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M

ore and more, people are viewing their gifts as investments, rather than
donations. And like any investment, people want to see a return. When
people give to your cause, they are really investing in your version of the future.
So how can you give them a return on their investment?
Share stories!
(the more visual and interactive the better, as you’ll read below).
Givers are inspired by stories of impact, and when they see their gifts are making
a significant difference in the lives of others, they will tell the world about it.
Stories move the heart and indicate to the giver that his or her support is making
the world a better place.
Yet too many ministries aren’t that effective at telling stories.
I was working with a client who recently told me, “We don’t really have stories
of life change … we just help kids.” Within a few minutes, we were talking
about a little boy named Johnny. He was shy and had been bullied at school.
But thanks to the care and mentoring provided by this ministry, Johnny’s spirit
and self-esteem flourished, and he made significant strides in his social and
educational skills.
That’s a life change story … one that will connect with most every potential
giver. That’s why you shouldn’t fill your fundraising brochures with only facts
and figures. Don’t forget the faces and stories.
Your stories should be visual.
The Communications Director where I work once told me, “One of the most
important things every ministry should do is invest in high-quality photography
and video.”
So many ministries, he said, clearly had a wonderful purpose and vision, but
the photos in their brochure and website (or lack thereof ) made them look
unprofessional, ineffective, or incapable of communicating their message.
Often, an investment of just a few hundred dollars for a professional
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photographer will yield incalculable returns. In a single day, they could take
enough shots to provide several years of use in your communications materials.
You could also bring in a competent summer photo intern for free.
Better yet … ask one of your top givers if they would be interested in paying for
a photographer to attend your next vision trip or go on-location in your city, or
even overseas. You’ll get compelling shots of your ministry in action, and the
giver will receive a photo-journal of the trip. (A $30 hardback photo book makes
a wonderful thank-you gift to the giver!)
Nothing goes viral like a great photo!
Finally, you must consider videography as well – it’s an essential component of
social media and online communications. Most all higher-end cameras shoot
both photos and video, but even smartphone video is high-quality enough for
most online purposes today. Film background footage (often called “B-roll”),
with or without voices, interviews, etc. You’ll be glad that you have it the next
time you’re thinking of making a video for your ministry.
Your stories should be interactive.
Givers are encouraged when the ministries they support report back to them
with the impact of their generosity. And their confidence in the organization
grows significantly as they hear about real people experiencing real change.
This effect is compounded when you provide your givers the opportunity to
connect with the subjects of your story themselves.
For example, a charity that provides clean water wells to remote villages
produces a live webcast so givers can watch streaming video of the well they
helped fund … as it’s being drilled. What an awesome way to connect the giver
and the recipient through technology!
Another example is a ministry that hosts a quarterly Zoom web/phone call where
givers can actually talk to the ministry’s staff and recipients, to really explore the
impact of their gifts in a personal, relational context.
These connections create an emotional bond and build trust with your givers,
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giving them something valuable to share. And when that happens, you’ll help
your fundraising go viral.

“People don’t share brochures … they
share stories.” – John Jatsch
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RELATIONSHIPS
“ Dear children, let us not love with words
or speech but with actions and in truth.”
1 John 3:18

17

An appealing website or a good letter might solicit a one-time donation from a
new giver. But if you want to build lifetime supporters, you have to start with
relationships. Authentic fundraising is “friend-raising,” and your ministry is
as much about taking care of your givers as it is about taking care of your
cause.
Givers love it when you take interest in their families, their businesses, and
special events in their lives. They love being asked for their professional opinion,
quick advice, or prayers for a project. They also love it when you take an interest
in their everyday lives … because that’s what true friends do!
Relational equity functions a lot like a regular bank account. You have to put
time in before you ask to take anything out. Asking for a financial commitment
without building relational equity is destructive. Continually asking for money
without making relational deposits is a sure path to donor fatigue.
This is harder than it seems because most generous givers are skeptical of
people wanting a relationship with them. They have been burned in the past
because most people who say they want a relationship really want something
else. They keep their guard up because too many people have treated them like
an ATM. Don’t be one of those people.
Generous givers might not have as many friends as you think, because so many
people in their lives have agendas. Many people who are financially blessed are
lonely people.
This gives you a unique opportunity to be a friend, and it positions you to
become a confidant or a trusted advisor. You can offer something more than an
opportunity to participate in something important … yourself.
The key is being vulnerable.
When a project doesn’t work the way you thought, be honest about the struggle.
Givers understand not everything works all the time. Don’t hide shortcomings in
quarterly reports; be honest and straightforward.
Ultimately, building relationships with givers is not about wanting
something FROM them but wanting something FOR them. You have to put
the relationship above the dollars.
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It’s just the right thing to do. We all know that this brings joy to the heart of God.
And when you do the right thing, people notice. They will appreciate it and share
your cause with people they know.
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AFFIRMATION
“ Ever since I first heard of your strong faith in the
Lord Jesus and your love for God’s people everywhere, I have not stopped thanking God for you.”
Ephesians 1:15-16
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I once asked a group of ministry leaders how they thanked their givers. One
person spoke up and said, “We immediately send a receipt with a one-sentence
thank you.”
“That’s not appreciation … that’s a requirement,” I answered. A receipt is a good
thing, but it’s nowhere close to heartfelt appreciation.
Even though everyone agrees it’s important, many ministries and non-profits are
simply not effective at thanking givers. It’s time for that to change.
A personal thank you can go a long way. In fact, your long-term success
may depend on it. One study found 53% of givers who stop supporting an
organization do so because of a lack of communication. Some in that group
reported never getting thanked at all.

The six most important words in fundraising are
thank you, thank you, thank you.
Always remember, you need to say thanks early and say thanks often.

Here are some practical tips.
1.

Write by hand. Picture someone standing over a trash can
sorting the daily mail. They make a snap decision to throw
away catalogs they don’t want, special offers they don’t
need, and form letters from businesses they don’t like. But
when they see a personally addressed thank you note, they
will set it aside and read every word. That’s why you should
also hand-write the address and use a real postage stamp.
Sending a note card might be the single most effective way
to get your message through the noise.

2. Make it personal. When you write your note card,
reference a specific gift, mention the giver’s family or
business, or reminisce about that last time you were
together in person. Personalized notes are always more
thoughtful than something that sounds like a template.
Continued...
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3.

Make it fast. These days, year-end form letters are almost
always expected. You should send them, but don’t wait
until the end of the year to say thanks. Say thanks right
away.

4. Involve your board. Peer-to-peer appreciation is huge, so
make sure you involve your board members in the thankyou process. If you have eight board members, ask them
to write a few thank you notes and meet with someone
every year. That will help you accomplish far more than
you could on your own. When I was working with a
major company, I quickly realized the top leader was an
extreme introvert. While he did an amazing job in front
of thousands, he didn’t like meeting one on one. I asked
him for just three meetings a year, and I made sure to use
them wisely. That works in fundraising, but it also works
for saying thank you.
5.

AFFIRMATION

Don’t pitch. Your thank you note isn’t the place for a gift
pitch. Don’t market your ministry in a thank you letter.
This sends a mixed message.
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LEVERAGE
“ Your gift will return to you in full – pressed down,
shaken together to make room for more, running
over, and poured into your lap. The amount you
give will determine the amount you get back.”
Luke 6:38
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If you want to exceed your financial goals and do everything you’re called to
do as a ministry, you’ll need help from others. That’s the heart behind viral
fundraising. It’s about maximizing your ministry and involving others in what’s
most important. God hasn’t called you to do it alone. He is calling others
alongside you.
We’ve talked about sharing stories, saying thanks, and casting a big vision.
But there’s at least one more important thing you can to do maximize your
ministry’s impact.

People give more when they know their gift will
be multiplied.
Givers want you to leverage their involvement to recruit other givers. They want
to be a catalyst for something greater.
That’s why most givers love the idea of matching challenges.
Let’s say you have a giver who makes an annual gift. Instead of receiving the
contribution and saying thanks, what if you asked if you could turn their
donation into a challenge? See if you can find some people who will match
the donation. You might even find givers would be willing to introduce you to
people in their network or community.
When I was working with one national ministry, I met a giver who wanted to
give us a check for $50,000. Most people would run to the bank if they received
a donation like that. But I asked, “Can you hold on for a little bit and let me use
your commitment to see if I can get others to match it?”
I admit it was bold.
But this giver loved the idea of a matching challenge and said, “Dan, if you can
get matching funds, I’ll double my donation and give $100,000.” We announced
the challenge, and people stepped up to meet it. The original giver was thrilled
because he saw it as doubling his investment. For the ministry, the original
intended gift of $50,000 was multiplied into a gift of $200,000!
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At another ministry, we had a giver offer us $25,000. Once again, I went for
a bold move. Instead of taking the check, I asked the giver if he would host a
breakfast and invite his friends. He took the challenge, invited eight associates,
and we shared our vision. Over the next 18 months, those eight individuals
contributed more than $250,000. The original giver was more fired up about
using his influence than giving his money. He said, “Let’s do this every year!”
How can you leverage the influence of your key givers? Is there a way you
can turn major contributors into promoters, helping the mission of your
organization go viral?
With a little bit of focus and a whole lot of vision, you can multiply your givers’
impact.
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YOUR MINISTRY MESSAGE
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Vision – Cast a big vision
Impact – Share stories of amazing impact
Relationships – Develop relationships with givers
Affirmation – Say thanks early and often
Leverage – Leverage gifts to multiply results

Over the last decade, billions of people have shared pictures of grumpy cats,
selfies from famous celebrities, and videos of friends doing really dumb things.
And there are a lot of theories about what makes something go viral. But don’t
worry. You don’t have to rely on social media to multiply your ministry message.
Though Facebook and YouTube weren’t around in biblical times, perhaps the
best example of a ministry message that went viral is the ministry of Jesus. After
all, a carpenter and itinerant preacher from a small town in the Middle East is
still turning the world upside down with His message of the good news!
Your ministry is a continuation of His. May you be the hands and feet of Jesus as
He helps the Gospel go viral through you.
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TAKE THE NEXT STEP
WITH NCF
1.

Open a Single-Charity Fund
A Single-Charity Fund at NCF is an excellent way to start multiplying your
ministry support. The Fund empowers you to easily receive all types of
assets from your givers including cash, stocks, business interests, and other
non-cash assets.
Learn more at ncfgiving.com/charities

2. Non-cash giving
If your ministry is like most, almost all your support comes in the form of
cash gifts. Yet, most of your givers’ wealth is tied up in assets like stocks,
business interests, and real estate. What if you could help them unlock
those non-cash assets for more giving to your ministry? NCF can show
you how.
Learn more at ncfgiving.com/solutions
3.

Connect with your local NCF office
Our team of giving experts at NCF comes alongside ministry professionals
and the givers they serve with the most creative and tax-efficient charitable
solutions available today. Connect with your local NCF Relationship
Manager to learn how we can help you engage your givers to leverage their
resources for maximum impact.
Learn more at ncfgiving.com/locations
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For the past 13 years, Dan Glaze has served as
National Relationship Manager for the National
Christian Foundation (NCF) in Atlanta, GA. Dan
is passionate about encouraging, educating, and
equipping givers on their journey of generosity for
greater Kingdom impact.

Dan Glaze,
NCF Relationship
Manager

Before joining NCF, Dan began his career as an
engineer and ran his own firm until he was called
into ministry as a Development Officer for Ravi
Zacharias International Ministries. For the past
25 years, Dan has used his love for connecting
on a heart-level with others to build and deepen
relationships with the givers, professional advisors,
and ministries that he serves.
Most days, you will find Dan driving solo across the
South, singing to his latest Spotify playlist, as he
cheerfully makes his way to meet a generous friend
face-to-face. When he’s not serving givers, Dan
hangs out with Donna, his lovely wife of 49 years.
In their spare time, Dan and Donna enjoy traveling
and digging their toes in beach sand with their five
grandkids every chance they get.
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